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TO: ALL PARTIES AND THEIR ATTORNEYS OF RECORD 

PLEASE TAKE NOTICE that, pursuant to the Court’s May 27, 2016 Order 

Granting Motion of Non-Party Press Organization for Limited Purpose Intervention 

and Order Unsealing Court Records (Dkt. No. 211) (the “Order”), plaintiff Art Cohen 

hereby files unsealed versions of the Playbooks, Dkt. No. 39-2, Forge Decl., Exs. 6, 

21, 27, and 28.  See Order at 12.  The Playbooks are attached to this Notice as Exhibits 

A through D.  As required by the Court’s Order, plaintiff has redacted phone numbers 

and non-corporate e-mail address (i.e., those not ending in “trumpuniversity.com”) 

that appear in the Playbooks. 

DATED:  May 31, 2016 ROBBINS GELLER RUDMAN
 & DOWD LLP 
PATRICK J. COUGHLIN 
X. JAY ALVAREZ 
JASON A. FORGE 
RACHEL L. JENSEN 
DANIEL J. PFEFFERBAUM 
BRIAN E. COCHRAN 
JEFFREY J. STEIN 

 

s/ Rachel L. Jensen 
 RACHEL L. JENSEN
 

655 West Broadway, Suite 1900 
San Diego, CA  92101 
Telephone:  619/231-1058 
619/231-7423 (fax) 

 
ZELDES HAEGGQUIST & ECK, LLP 
AMBER L. ECK 
AARON M. OLSEN 
225 Broadway, Suite 2050 
San Diego, CA  92101 
Telephone:  619/342-8000 
619/342-7878 (fax) 

 
Class Counsel 
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CERTIFICATE OF SERVICE 

I hereby certify that on May 31, 2016, I authorized the electronic filing of the 

foregoing with the Clerk of the Court using the CM/ECF system which will send 

notification of such filing to the e-mail addresses denoted on the attached Electronic 

Mail Notice List, and I hereby certify that I caused to be mailed the foregoing 

document or paper via the United States Postal Service to the non-CM/ECF 

participants indicated on the attached Manual Notice List. 

I certify under penalty of perjury under the laws of the United States of America 

that the foregoing is true and correct.  Executed on May 31, 2016. 

 s/ Rachel L. Jensen 
 RACHEL L. JENSEN 

 
ROBBINS GELLER RUDMAN  
 & DOWD LLP 
655 West Broadway, Suite 1900 
San Diego, CA  92101-8498 
Telephone:  619/231-1058 
619/231-7423 (fax) 
 
E-mail: rachelj@rgrdlaw.com

 
 
 

Case 3:13-cv-02519-GPC-WVG   Document 212   Filed 05/31/16   Page 3 of 5



Mailing Information for a Case 3:13-cv-02519-GPC-WVG Cohen v. Trump

Electronic Mail Notice List

The following are those who are currently on the list to receive e-mail notices for this case. 

• Xavier Jay Alvarez 
jaya@rgrdlaw.com,e_file_sd@rgrdlaw.com

• Brian E. Cochran 
bcochran@rgrdlaw.com,e_file_sd@rgrdlaw.com

• Patrick J Coughlin 
patc@rgrdlaw.com,e_file_sd@rgrdlaw.com,susanm@rgrdlaw.com

• Amber Lee Eck 
ambere@zhlaw.com,winkyc@zhlaw.com,nadiak@zhlaw.com

• Jason A Forge 
jforge@rgrdlaw.com,llendzion@rgrdlaw.com,tholindrake@rgrdlaw.com,mbacci@rgrdlaw.com,e_file_sd@rgrdlaw.com

• Jeffrey L. Goldman 
jgoldman@bbwg.com

• Alreen Haeggquist 
alreenh@zhlaw.com,winkyc@zhlaw.com,nadiak@zhlaw.com

• Rachel L Jensen 
rjensen@rgrdlaw.com,hbrown@rgrdlaw.com,e_file_sd@rgrdlaw.com,JayA@rgrdlaw.com,KLavelle@rgrdlaw.com

• David Lee Kirman 
dkirman@omm.com,iyanniello@omm.com,sbrown@omm.com

• Matthew R. Maron 
mmaron@trumporg.com,carce@trumporg.com

• Jill Ann Martin 
jmartin@trumpnational.com,lvincent@trumpnational.com

• Maureen E. Mueller 
mmueller@rgrdlaw.com,e_file_sd@rgrdlaw.com

• Aaron M. Olsen 
aarono@zhlaw.com,winkyc@zhlaw.com

• Daniel M. Petrocelli 
dpetrocelli@omm.com

• Daniel Jacob Pfefferbaum 
dpfefferbaum@rgrdlaw.com

• Jeffrey J. Stein 
JStein@rgrdlaw.com

• WP Company LLC d/b/a The Washington Post
danlaidman@dwt.com

• Alonzo Wickers , IV
alonzowickers@dwt.com,carolinasolano@dwt.com,ellenduncan@dwt.com,danlaidman@dwt.com

• Helen Irene Zeldes 
helenz@zhlaw.com,winkyc@zhlaw.com

Page 1 of 2CM/ECF - casd-
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Manual Notice List

The following is the list of attorneys who are not on the list to receive e-mail notices for this case (who therefore require 
manual noticing). You may wish to use your mouse to select and copy this list into your word processing program in order to 
create notices or labels for these recipients. 

• (No manual recipients)
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5/31/2016https://ecf.casd.uscourts.gov/cgi-bin/MailList.pl?265987560532879-L_1_0-1
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______________________ T,J~}!~~,f ~ 

TRUMP. 
u N I V '.E"R s [ T y 

2010 PLA YBOOK 
ONE COMPANY. ONE CULTURE. ONE GOAL. 

Achieving Sustained Profitability in 2010. 

T A B L E 0 F C ON T EN T S 

1 ............................................................................................................................................................ . 
COMPANY, CULTURE & GOAL ............................................................. ...................................................... 2 

11 . .. .............................................................................................................. ... ............................ ........... . 
PROGRAMS & SERVICES ......................................... .......................................... ....................................... .. 4 

111 ......................... .. .......................................................... .......................................................... ........... · 
PREVIEW PLAYBOOK ............................................................................................................................... 12 

IV .......................................................................................................................................................... . 
· FULFILLMENT PLAYBOOK ............................................................. ................. .......................................... 25 

v ....................................................................................... · ................................................................... . 
RETREATS & SPECIAL EVENTS ....................................................... ....... .. .................................................. 42 

VI .......................................................................................................................................................... . 
POLICY & PROCEDURE ................................................................................... ............................. ............. 48 

VII ........................................................................................................................................................ .. 
SALES PLAYBOOK .................................................... ............... ........................... ................................. ...... 96 

VIII ........................................................................................................................................................ . 
PC PLAYBOOK ................................................................................................ ........................................ 139 

Privnle & Conliden1inl • Png.e I 

Exhibit 
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TRUMP 
UN IV E R STt Y. 

COMPANY, CULTURE & GOAL 

T A B L E 0 F CONT E NT S 

2010 M ethodology .. ................................. ..................................................... .... ............... .............. .............................. 3 

Branding ............. ............................ ..... ................... ..... ................................... ....................................... ........................ 3 

Divisions ....................... ......................................................... ............. .. ............. .................................................... ....... 3 

Histor ical Partners ....... ......... .. .......................................... ..... .. .. ........ ........... .................... ... ..................... .................. .. 3 

Mission Statement .................................... ............ ... .............. ............. .. .. ..... ................................................................. 3 

Privnte & Conlidentiol • Page 2 
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I. Trump University Mission Statement 

Trump University's mission is to provide educational programs and tools to help our clients achieve 
fi nancial independence. Our success is measured by the results that our clients achieve applying what 
tJ1ey have learned from us in the real world. 

II. Tnnnp University Methodology For 2010 
I. One Company. One Culture. One Goal: Achieving Sustained Profitability in 2010. 

IIT. Trump University Divisions 
I. Corporate Office in New York, New York 
II. Sales Office in Draper, Utah 
Ill. Independent Contractors Nationwide 

IV. Trump University Historical Partners 
I. Trump Tnstit11te 
IL Prosper Leaming 

V. Trump University Branding 
I. Tmmp University 

i. Brand name utilized for all progranuning within the United States (outside of d1e st/lie of 
Maryland) 

II. Trump U 
i. Brand name utilized for all progmnurting within 1he Slate of Ma,ytand and within lhe DC area 

III. Trump Education 
i. Brand name utilized for all progrnnuning in C:mada 

Privn1e & ConlideJllinl • Pnge 3 
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TRUM:P 
0 N··IV:E RS I TY 

PROGRAMS & SERVICES 

T A B L E 0 F CO N TENTS 

Canadian Advanced Training Options .................................... ..................................................................................... 10 
Canadian Product Pr icing & Value ...... ...... ........... ............................... ......... ........ ................ ........... ........... ................... 9 
Product Flow Chart ....... ....................................... ............................................ .... ................ ......................................... 5 

U.S. Advanced Training Options ................................................................. ....... ............... ........................................ .... 7 
U.S. Product Pricing & Value ............... ................. ................................................... ........ ............................................ .. 6 

Private & Confidential • Page 4 
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LiYe Events Programs & Services for 2010 

Profit From Real Estate: Orientation 
Alias: "The Preview," "The Front End," Profit From Foreclosures, "PFF" 

Marketing Channels: Newspaper, Direct Mail, and Online 
Duration: 90 minute preview 
Cost: Free (Open to Public) 

Profit From Real Estate: Workshop 
Alias: "The Fulfillment," "'l11e Back End," Fast Track lo Foreclosure, "FTJi" 

Duration: 3 Day training (Friday- Sunday) 
Cost: $1495+ Free Guest (unless special promotion nnming) 

Trump Gold 
Elite 

Cost: $34,995 

• 3 Day In- Person Field 
Coaching 

•Crc.itivc Financing 
Re1rcal 

• Wealth Prese1vation 
Retreat 

•Quick Start Retreat 

•Commercial & Multi
Unit Retreat 

• Incorporate Your 
Business 

• REIT: Real Estate 
Investor's Online 

Training Program 

•One Year 1fombership: 
Foreclosure DealSourcc 

! 
Trump Elite Packages 

Tnm,p Silver 
Elite 

Cost: $19,495 

•Crealive Financing 
Retreat 

·Wcallh Prcsctvation 
Retreat 

•Quick Start Retreat 

•Commercial & l\1u11i
Unit Retreat 

•REIT: Real Estate 
lnvestor's Online 
Training Program 

· Incorporate Yam· 
Business 

CONFIDENTIAL 

Trump Bronze 
Elite 

Cost: $9,995 

• \V ealth Preservation Retreat 

•Quick S1art Retreat 

•Inc011_lorate Your Business 

TRU.MP~1 
UNIVER.SJTY ~ 

TU 52938 
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TRUMP WORKSHOP PACKAGE VALUE 
(As taken from Workshop Enrollment Form) 

Profit from Real Estate J-Day Training : 
(12 Month Audit Privileges) 

Guest or Business Partner 

Premium Membership 
(12 months) 

Real Estate Breakthrough 2009 
(Journal & Audio Course) 

Free Bonus 

Free Bonus 

Free Bonus 

Foreclosure DealSource Free Bonus• 
(Workshop attendance and credit card required lo activate 30 
Day Free Trial) 

TRUMP ELITE PACKAGE VALUE 
(As taken from Elite Enrollment Form) 

3 Day lo-field Me11torshi11 
WealU, Preservation Retreat 
Quiel< Start Real Esta te Retreat 
Cn,auve f inancing Retreat 
r.ommcrclal & Multi-Unit Retreat 
Real Esta te hwc.stor TrahUog Online Program 
Incorporate Your Duslnc!is (State LKensi11g f~ts not lndudtd) 
Forcctosore ocalSourcc Property Listi Scl'\1tcc One vcar .Membership) 

Wealth Preservation Retreat 
Q1dck Start Real Estate Retreat 
Creative Financing Rel re41t 
Commercial & Multi-Unit Retreat 
Real Estate Investor 1'raj1ti1Jg Online Program 
lllrorporate You1· Busi11ess (St<'lt! Lic('nsinK fe~ nut lndod~I) 

Retail Value 
$25,000 
$ 5,000 
$5,000 
S 5,000 
S5,000 
S3,000 
S ??5 
S 420 
$49.415 

- • 1+ 

$5,000 
$5,000 
$5,000 
$5,000 
$3,000 
$ 995 
$23,995 

0 Trump Bronze Elite: Retail Value 

Wealth Preservation Retreat $5,000 
Quiel< Slarl Real Estate Rctre-at $5,0 00 
luco11>0r-.te Your Busil,css (State Li«nsing foes nut lndt<dc,flriv11te & Con lide1ft i:ft% Pnge 6 

$19,495 

$10,995 $9,995 

CONFIDENTIAL 

TU 52939 
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Advanced Real Estate Training Options 

PERSONALIZED TRAINING & GUIDANCE 

In-Field M entorship 

Event 
Special 

You 
Save 

19% 

Event 
Special 

You save 
9% 

Not hing can accelerat e a real estate investment more than having aTrump Mentor. Our Mentors fly int o 
your market and in t hree action-packed days walk you t hrough every step of a real estate t ransaction, 
from f inding great properties to running the numbers to making the offers. You work hand in hand with 
the Mentor to learn how t o invest t he Trump way so t hat even when the Mentor is gone, you can 
cont inue t o build your financial future. 

ADVANCED TRAINING RETREATS 

Wealth Preservation Retreat 
Learn how to choose t he proper entity for your real estat e or other business, structure yourself for 
lower t axes, protect yourself from frivolous lawsuit s, and pass your wealth on to your hei rs while 
protecting them from financial t hreats. You will learn directly from an experienced team including an 
attorney, accountant and investor. 

Quick Start Real Estat e Profits Retreat 
Create immediat e and monthly cash flow without using any of your own money or credit. You w ill learn 
how to wholesale, lease option and owner-finance properties for quick profits. 

Commercial & Multi-Family Retreat 
Learn how to locate and analyze multi-unit properties by completing due diligence and learning market 
trends. You will learn: tax st rat egies, condo conversions, preconstruction, property management and 
more. 

Creative Financing Retreat 
Learn t hat creative financing can be more important t han the money and credit you may or may not 
have. This retreat will teach you about financial stat ements, loan request packages, financing 

Private & Conlidentinl • Page 7 

CONFIDENTIAL 

TU 52940 
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techniques, hard money connections, 1031 real estate exchanges, note techniques and much 
more ... everything you will need to put deals together and get them closed. 

TOOLS AND RESOURCES 

Incorporate Your Business 
If you are serious about investing in real estate or starting a new venture, you need to know about the 
many advantages of incorporating your business. The security that comes from forming an L.LC cannot 
be underestimated, but the process can be confusing and time consuming. Trump University's LLC 
formation service handles your incorporation so that you can focus on building your business. 

Foreclosure DealSource 
This powerful foreclosure-finding tool gives you complete access to two million-plus constantly updated 
and refreshed d istressed property listings th roughout t he United States. You'll get listings before t hey hit 
the open market-and before the competition can get a jump on your profit-making plans. You will find 
and buy foreclosed properties at incredibly low prices-often for pennies on the dollar! 

Wealth Builder's Network (WBN) 
Premium Membership in the WBN is an exceptional learning resource that will educate and advise you 

on what it takes to be successful- Trump style ! Premium members have access to weekly online classes 
and webinars; a 24/7 Q&A answers resource; an interactive investing program; a comprehensive 
resourc~ library; and much more. 

Real Estate Investor's Training Online Program (REIT) 
This course provides focused t raining covering all aspects of the business. Com prised of four interactive 
courses, real-world simulation, and learning materials, this program is a powerful way for you to start 
investing your way to monumental wealth in the shortest t ime possible. 

*For more information on the Advanced Training Retreats, consult the Retreat & Special Events tab. 

Privnte & C(ln lidentin I • Pnge & 

CONFIDENTIAL 

TU 52941 
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TRUMP WORKSHOP PACKAGE VALUE 
(As taken from Workshop Enrollment Form) 

Profit f rom Real Estate 3-Day Training : 
(1 2 Month Audit Privileges) 

Guest or Business Partner 

Premium Membership 
(12 months) 

Real Estate Breakthrough 2009 
(Journal & Audio Course) 

Free Bonus 

Free Bonus 

Free Bonus 

TRUMP ELITE PACKAGE VALUE 

0 Trump Gold Elite: 
3-0ay h1·Field Mentor.sl1ip 
Lease Option Real Est.1ce Retreat 
FiKer·Upper & Rehab Property Retreat 
(re,;1live Fimmd11g Rel rt!at 
Com.me.-('lal &. Molri·Unlt Retreat 
We-alth P-resc.r-v.,.tit>n Rd/C3t 
!teal Es1ate Investor Tralnlng Online Progr-am 
One· Ye;ir Trump Education Premium Membership 

D Tnuup Sliver Elite : 
Lease Op1ion Heal i::,u,te Retreat 

1.xcr· pper c 1a ropcrty c1rct1 
Creative fln3ntlug Retroat 
Commcr<.'ial & Mufti·UllJt Retreal 
ncr..11 Estat<1 tnvestor Tr,1infoa Online Program 
One• YP.:.ir Trumv F.d11ca1ion Prnminn, Mombcrsl1ia, 

D Tl'll mp Bronze Elite: 
Lease Opuon Re-al Estate Retreat 
Creative Financine Retreat 

(As taken from Elite Enrollment Form) 

PACKAGES 
Retail Value 

$24,??5 
$1,995 
$4,995 
$4,995 
$ 4,995 
RONIIS 
$3,000 
$ 599 
$48,574 

Retail Value 
$4.??5 

$4,995 

Privnte & Confide1{1~~}~ Page 
.s 5?9 

$23.579 

Retail V•lue 
$ 4,995 
H.995 

CONFIDENTIAL 

Event 
Special 

You 
Save 
28% 

34 ,995 

Event 

You 
Save 
17% 

$19,495 

TU 52942 
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$10,589 

Canadian Advanced Real Estate Training Options 

PERSONALIZED TRAINING & GUIDANCE 

In-Field Mentorship 

Event 
Special 

You save 
15% 

$8,995 

Nothing can accelerate a real estate investment more than having a Trump Mentor. Our Ment ors fly into 
your market and in three action-packed days walk you t hrough every step of a real estate transaction 
from f inding great properties, to running the numbers, to making the offers. You work hand-in hand
with your Mentor to learn how to invest the Trump way so once your Mentor is gone, you. can continue 
to build your financia l future. 

ADVANCED TRAINING RETREATS 

Lease Option Real Estate Retreat 
Create immediate and monthly cash flow without using any of your own money or credit . You will learn 
how to wholesale, lease option and owner -f inance properties for quick profits. 

Fixer-Upper and Rehab Property Retreat 
Learn how to make money, have fun, and master the entire process of f ixing up houses. Rehabbing 
properties is one of the most satisfying and exhilarating experiences in real estate, a~ well as a strategy 
that can make you a lot of money. 

Creative Financing Retreat 
Learn why creat ive financing can be more important t han t he money or credit you may or may not have. 
This ret reat will teach you about financial statements, loan request packages, f inancing techniques, hard 
money connections, 1031 real estate exchanges, note techniques and much more ... everything you will 
need to put together and.close deals. 

Commercial & Multi-Family Retreat 

Privn1e· & Confidenliol • Pnge J 0 

CONFIDENTIAL 
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TRUMP\il~ 
lJ ~ I VF. R· S 11· Y ~ 

Learn how to locate and analyze multi-unit properties by completing due diligence and learning market 
trends. You will learn about tax strategies, condo conversions, preconstruction, property management 
and more. 

Wealth Preservation Retreat 
Learn how t o choose t he proper entity for your real est ate or other business, structure yourself for 
lower taxes, protect yourself from frivolous lawsuits, and pass your wealth on to your heirs while 
protecting t hem from financial threats. You will learn directly from an experienced team including an 
attorney, an accountant and investor . 

TOOLS AND RESOURCES 

Wealth Builder's Network (WBN) 
Premium Membership in the WBN is an except ional learning resource t hat will educat e and advise you 
on what it takes to be successful-Trump style! Premium members have access to weekly on line classes 
and webinars; a 24/7- Q&A answers resource; an interactive investing programme; a comprehensive 
resource library; and much more. 

Real Est a te Investor's Tra ining Online Progra mme (REIT) 

This course provides focused training covering all aspects of the business. Comprised of four interactive 
courses, real-world simulation, and learning materials-this programme is a powerful way for you to 
start investing your way t o wealth in t he shortest amount of time possible. 

*For more information on the Advanced Training Retreats, consult the Retreat & Special Events tab. 

Privnte & ConJldentinl • Pnge 11 
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TRUMP 
UN I VERSITY 

PREVIEW PLAYBOOK 

T A B L E 0 F CO . NT E NT S 

Behind The Scenes ... ................................ : .......................................... ........................................................................ 13 

Canada Specifics ......... .. ......... .. .......... ......... ........... ................................. ........... .. ........ : .. .. ........................... .. .. ......... .. 24 
Event Setup ............ .. ............ ........................................................................................... ................................. .. .. ....... 14 
Overview .................. ........................................................ : .......................................................................................... 13 

Paperwork Basics ........................................... ............. ............... ................................................................................. 23 

Preview Event Timeline .............................. ...................... ....... .. .............. : .. ................................... , .. ................... ....... 20 

Registration Basics ................................................... ................................................................................................. .. 18 

Room Diagram ... ......................................................... ...... .......................................................................................... 17 
Team Ground Rules ................................................................. ..................................................................... , ...... ....... 14 
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Ill . THE PREVIE W 
Profit From Real Estate: Free Orientation 

At this free 90 minute P.-ofit From Real E state Jn"esting trnu1ing, students w i11 leam real estate 
investing strnlegies that w ill help secure their financial future, generate additional income, work Jess, and 
create more weaHh. Some of the topics covered include: 

How to Locate Great Deals, Great Neighborhoods, and Great Properties 
Distressed Property Strategies and fo reclosure investing 
Contacti ng and Negotiat ing with Owne rs 
Financing Your Deals 
What to Do Once You Have the Property 
Quick Turning Investments 
Exit Stra tegies 
How to Generate Additional Income and Get Out of Debt 
And More! 

BEHIND THE SCENES OF THE PREVIEW 
Pre-Event Timeline: 

8 Weeks Prior Operations: Team Analyzes Markel Data and History, and Books Campaign 
(See Event Bookin~ SOP in Policy & Procedure Section) 

4 Weeks Prior Operations: Schedule is Released & Flights are Booked (See Egencia 
Corvorate Travel Policy in Policy & Procedure Section) 

3 Weeks Prior Marketing: Email Sent to TU Database 
2 Weeks Prior Marketing: Email Sent to TU Database 

Operations: Event Materials Ordered (See Shipping Formula Policy in PC 
Plavbook) 
Marketing: Direct Mail (7-10 Davs Pr ior to Event) 
Marketing: Newsoaner Ad (7-10 Davs Prior to Event) 

I Week Prior Marketing: Email to TU Database 
Privnte & CMtil.len liftl • Pnge 13 

CONFIDENTIAL 

TU 52946 



Case 3:13-cv-02519-GPC-WVG   Document 212-1   Filed 05/31/16   Page 15 of 92

5 Days Prior Operations: Itinerary Constructed & Sent to Event Team with Marketing Ads 
(See Event Bookinf!. SOP in Policy & Procedure Section) 

4 Days Prior Operations: Spec Sheet Constructed & Sent to PC with Meeting Room Details 
(See J:.vent Bookinf!. SOP in Policy & Procedure Section) 

3 Dnvs Prior Marketing: Reminder Email Sent to Registrants 
Operations: PC Orchestrates & Facilitates Phone Conference for Event Team 

2 DavsPrior Marketing: Reminder Email Sent to Registrants 
1 Day Prior Service: Reminder Call lo Registrants 

Marketing: Reminder Email Sent to Registrants 
Dav Of Operations: "Take 90 Minutes" Email Senl to No Shows bv PCs 
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TRUMP~f/ 
• UN I VERSITY "':'l!i' 

AT THE PREVIEW 

Event Team Ground Rules 

• All Trump U Team Members (travel pennitting) will meet the evening prior to the preview to walk 
the space, setup the room, and ensure that all necessary materials that have been shipped to the 
l1otel, liave been located by the hotel staff. 

• Team Members must anive at the preview event space 2 hours prior to the event. 
• All Trump U Team Members must be professionally dressed at least one-hour prior to the 

beginning of the preview. Attire must always be neat, irnned and professional. AIJ Tmmp U Team 
Members will always be dressed in a suit and must (with the exception of the Speaker) wear their 
jacket throughout the duration of t11e preview. Tnnnp U Team Members should never lu1ve visible 
tattoos or facial piercings at any Tmmp U events. 

• Trump U name badges must be worn at all times. 
• Trump U Team Members are not pennitted to use cell phones during the preview. The only time 

cell phones are permitted is when be-backs are being contacted. A ny coordinator utilizing their cell 
phone dming a preview is required to infonn the Program Coordinator as to their emergency or the 
be-backs they are contacting. 

• All Tmmp U Team Members are responsible for learning al I parts of the preview set up process and 
working cohesively to do cveiyt1iing within their power to conuibure to a successful cvern. 

• Sales Coordinators are not permiued to have personal Japlops al preview events. The only laptops 
that should be present are those of tlle Speaker and the Program Coordinator. 

• All event sessions: both session and orientation must be recorded through the mixer to ensure the 
big.best feasible audio quality for transcription aucl audibility purposes. Speakers are required to be 
on mic regardless of the number of attendees present for session or orientation. (See Recording 

Policy in Policy & P,-ocedure section.) 

Preview Registration Setup 

• Registration Area Guidelines 
o This area should always be completed first to alleviate distrnctions and confusion for 

early preview attendee arrivals 
o First impressions are critical! Make sure the registration area is 11eat ,md organized 

• Registration A1ea Setup 
o Signage must be prominent and presentable 
o Strategically place directional signs at point of entry 
o Place standup banner at registration table for additional effect 

• Iron and place table banner on registrntion table 
o Place registration cards, guest registration cards, sharpies, and stick.--y name tags under 

the table until you are ready to start welcoming guests 
• Setup music to nm in event room during regjstrntion for easy transition to room when doors open 

Preview Event Spnce Setup 
• Remember: No cluner! Main goal is to not let anything be a potential turnoff to a buyer or 

distract from the now ;:ind presentation 
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• Setup PC's Laptop Computer: 
o Confinn tJmt Verizon card works wiUun meeting space 
o Confirm power source 
o Connect credit card swiper 

• Setup Speaker 's Laptop Computer: 
o Confirm power source 
o Confirm laptop sound 
o Confirm projector co1mection 

• Event Materials 
o Retrieve all necessary paperwork for preview from shipped boxes 
o Locate and organize materials needed 
o Stow boxes out of sight of the preview attendees 
o Display maierials as indicated by Tnnnp University 
o Be neat!! Lack of orgaruzation and disorder reflects poorly on Trump University and will 

directly inlluence allendee confidence and impacts efficiency 

• Setup AV Equipment 
o Visual 

• Coru1ect projector to power source and speaker laptop 

• Confirm projector power source and that projection is clear and straight on scieen 

• Presentation check 

• Ch.eek tha t wireless presenter is working 

• Test Tnuup video to eliminate any issues before presentation 

o Audio 
• Connect mixer on b:ick sales table to house sound and confinn power source 

• Put new batteries in lavaliere microphone, coru1ect to mixer and confirm receiver 
power source 

• Co1U1ect iPod to mixer and confirm tJial it has been charged sufficiently 

• Connect Speaker laptop sound to mixer 

• Put new batteries in recorder and connect to nuxer 

• Sound check 

• Setup Front of Room 

o Lavaliere microphone and adjust volume as necessa,y 
o IPod shuffle, adjust volume as necessaiy, and cue "Money, Money, 

Money" song (111c O' Jays) for introduction 
o Recorder through doing a "test" recording to ensure audibilitY 
o Speaker laptop sound and adjust volume as necessary 

o Display banners on cocktail rounds on eit11er side of screen 
o Ensure that table banner is ironed and straight 
o Display incentive product as indicated by Trump U1uversity 
o Check tliat U1e hotel has provided a bar stool for speaker 
o Check that the hotel has provided three bottles of water for spe:iker 

• Chair Setup 
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. _ ________ !}}}l~f ~ 
o Room to be sel theatre style 
o Confim1 that there are extra chans available in neat stacks towards tlie back of the room. 

(As per diag.ram) 
o Chairs should be close enough together to give auendees sufficient space, while still 

maximizing the room and bringing anendees out of !heir comfort zone 
o Pens and pads should be placed on each chair. fa1ra pens a1Jd pads should be kept in the 

back so that they can be easily relrieved when chairs need to be added to the setup 
• Overall Atmosphere 

o Confim1 that room temperature is no more than 68 degrees 
o Check to see if bulbs need to be removed from overhead lighting to avoid screen washout 
o Walk speaker space to ensure adequate spacing from screen to first row of chairs 
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______ . _____________________________ TI\VM.f ~ 
Preview Set Up Will Ile As Per Dingram: 

LEGEND 
W = Waste Basket 
CR= "School" table 
FST = 6 Foot Size Table 
0 = Utility 

/Chairs set in Theater Style '!=~===== 
$eating· WITH AISLE IN THE 
MIDDLE. Set 40 chairs l======:::i 
UN LESS otherwise 
requested 
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Stacks of 
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CR CR 

C 
R 

0 
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8 ~/ 
Water 
station 

0 ;<: Outlet 

Small Square or Round 
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[~~Flag] ~ ~ 

IV 
30x30 
Skirted 
Cocktail 
T,h1""c 

k~ ./c=======================I ~ o 
-0 .... 
·~ c:: c::::====================:==ii~ V 

~ ! 
c::::====================~ ~ V '<i .!:> 

c::::====================::::::i 6 .s 
~ .::: 

====================! 0 N ~ iS 

i========================-~ 1l 
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~ ower AV 
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18 
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TRUMP\l·+i 
---------------·--·-·------------------ U N l VE RS IT Y ~ 

Registration Basics: 

• Registration Goal 
o Welcome attendees 
o Find conunon ground 
o Disann any uncertainty 
o Peak interest and/or "set the book." 

*Consult Preview Registration Goals in Sales Playbookfor more information 

• Registration Cards v. Email Tickets 
o If an attendee does not come with a printed email ticket witl1 a scan bar, they MUST 

complete a registration card_ All registration cards must follow the guidelines below: 

• Name, email, and phone number are required fields 

• Each card should be reviewed for legibility and completion- if something is 
missing, ask for it once 

• Name Tags for Attendees 
o Once an attendee has returned a completed registration card, they will be provided with a 

name tag written by a Trnmp University Team Member 
o Clarify spelling preferences on attendee names - details count! 
o Ensure that names arc written large and legibly on name tags 

• Infonn each attendee when you will open the doors to begin the Preview 
o Infonn the attendees of the location of the water station 
o Know where the restrooms are located so that you are able to direct attendees as 

necessary 
o Be able to accommodate any special requests (For example: if an attendee arrives and he 

is on cmtches, he should be immediately accommodated with a chair so that he does not 
have to stand and wait for doors to open) 

Private & Confidential • Page 19 

CONFIDENTIAL 

TU 52952 



Case 3:13-cv-02519-GPC-WVG   Document 212-1   Filed 05/31/16   Page 21 of 92

TRUMP\Jft 
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3 Key Questions to Identify Buyers 

1. What is your name? 
•Introduce yourself to each attendee al regislr11tion 
• Establish rapport: shake hands, smile, and make eye contact 
•Congratulate each attendee on being there 

2. What do you'? 
•This can be brought up a number ohvays, either by the look of pure exhaustion 
on an attendee's face after a long day or the way that they're dressed 
•Let them know that you've found an answer to their problems and a ,,yay for 
them to change their lifestyle 

For example: 
Attendee: "Do I really have to fill out this registration card? I've been 
writing all dayl" 
TU Team Member: "Well, this is really a confirmation card so that we 
can confinn that all of your information is up-to-date in our system. So 
you had had a long day at work, huh? I think ,-ve just might have 
something to help you out of that 9-5 of yours! What is it that you do?" 

3. What brought you out here today'? 
• This will let you know how much initiative Lhey 've made and what their interest 
level is. 

For example: 
Low Initiative: "My husband dropped me off and said l had to come 
because I never leave the house." 
High Initiative: 'Tm ready to make a change in my life because I want to 
provide a better life for my family. 

Remember: 
Once you've identified buyers, ask potentials to come and see you at the end of 
the presentation. 
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TRUMP 
UNIVfRSITY 

Preview Event Timeline: 

Speaker Sales Coordinator #1 
I Program 

Sales Coordinator #2 Coordinator 

Event Team Meets, Walks the Event Space, and Discusses Plan of Action: 
•Registration Roles 
•Speaker Introduction 
•Trigger Slide to Setup Sales Area 

Evening Prior: •Sales Roles 

Event Team Meets in Event Room to Setup Audio Visual, Banners, 
Directional Signage, Sales Coral, Front of Room, Tweak Chair Setup, 

2 Hours Prior: and Locate Restrooms 

Registration Area Is Set with Ironed Tablecloth and Visual & Sound 
Speaker Drops Off Checks Have Been Done to Confirm Connections for 
His Laptop To Hook •Power Point Presentation 
Up to Audio Visual •Speaker Laptop 

• Speaker Mic 
• Hand held Mic for Speaker Intro 
• I Pod Sound 

1 Yi Hours Prior: •Recorder 
Speaker Returns to Event Team Begins Registration & "Registration Roles" 
Meeting Room to •One Team Member Mans Registration Table 
Get In "Preview •One Team Member Acts as "The Floater" 

1 Hour Prior: Mindset" •One Team Member Acts As "The Informant" 

Two Team Member Work Together At 
Speaker and "The Informant" Registration to Identify Buyers and Register 
•Adjust The Room As Necessary Based Upon All Attendees 
Current Numbers At Registration *See Registration Goals in Sales Playbook 
•"The Informant" also caters to any last 
minute speaker 

20 Minutes Prior: 
•Welcome Announcement Is Made and Doors Open with Apprentice Song Playing 
*See Team Door Introduction in Sales P/aybook 
•All Attendees are Directed and Seated By Trump U Team Members in an Efficient and 
Organized Manner 
•Apprentice Song Transitions Into Trump Video 
•Registration is Continued Throughout by at least 1 Trump U Team Member 

15 Minutes Prior: 

•Speaker Introduction Is Made By Team Member 
•Speaker Begins *See Speaker Introduction in Sales Playbook 

At Event Time: Presentation • Registration and Seating continues with 2 Team Members 
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·TRUMP~f/ 
- ------------------------ - - - U N I V I: RS IT Y ~ 

10 M inutes Into 
Event: •Program 

• Sales Coordinator #1 Brings Registration Inside Coordinator Enters 
the Room and Registers and Seats Late All Registration 
Attendees while Watching for Buyer Signals Information Into t he 
(positive body language and responses to System 
speaker quest ions) • Assists Sales 
•Sales Coordinat or #2 Stands Outside the Coordinator #1 with 
Meeting Space and Directs Latecomers Inside Registration & 
the Meet ing Space to Registration Seating If Necessary 

• Sales Coordinator #2 Returns To Meeting •Program 
Space (Dependent Upon Number of latecomers Coordinator Enters 
Still Arriving), Does Head Count, and Reports All Registration 
Number to PC Information Into t he 
• Sales Coordinat or #1 Wat ches Speaker for Sys tern 
Signal (Too Hot, Needs Water, Cell Phones 
Ringing, Attendees Trying t o Ask Questions, 

1 Hour Into Event: etc.) 

•Presentation 
•Program 

• Sales Coordinators PutToget her Buyer Coordinator Finishes 
Packages (Preview Kits & Breakthrough 2009 Entering All 
Inside Black Trump Bag) Registration 
• Write Appropriate Event Codes on Sales Forms Information Into the 

System 
• Sends "Take 90 
Minutes" Email to 
No Shows 
• Assists Sales 

1 Hour, 15 Minutes Coordinators if Time 
Into Event Permits 

•Team Sets Up Sales Area with Enrollment Forms, Product & Chairs 
After Seeing Key Closing Slide 

1 Hour, 20 Minutes • Display Free Premium (Ref erence Print Ad Sent with Itinerary) 
Into Event: Outside On The Registration Table 

•Team Mans The Sales Area, Stands Up, Is Attentive to Speaker and 
Attendee Movement, Gets in Sales Mindset, and is Ready to Sell; Sell, 
Sell! 

At The Close: -*See Making the Sale in the Sales Ploybook 
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TRUMP\f.~ 
U N IVI; RS l 'l' Y ·~ 

During Sales Time: •Stand Off To Side •l Sales Coordinator Closes Sales Between Center •Program 
of Sales Table Aisle and Sales Table and Facilitates Enrollment Coordinator Stays 
(Away From Armed with Objection Rebuttals Behind the Table 
Door), Speak With • l Sales Coordinator St ands Between the and Collects 
Students Over Audience and the Door and Slows Down Traffic of Payment from 
Mic, Get Them People Exit ing and Facil itates Enrollment Armed People who are 
Excited, and Get with Objection Rebutta ls Sitting Down 
Them Seated at •see Objections & Rebuttals in Sales Playbook "'See Preview 
Sales Table • If Honoring Special Promotion: ( i.e. $500 Trump Close Steps in the 

certificates) During the Ent ire Sales Break, Both Sales Playbook 
Sales Coordinators Should Announce How Many 

$500-ojf Certificates They Have left to Create 
Urgency. 

•Once All Paperwork is Complet e, Buyers Are Sent to the Pre-Determined location for 
"Orientation" 
•One Team Member Conducts Orientation 
•see Buyer Orientation in Sales Playbook 
•One Team Member Checks Hallways for linger ing •Program Coordinator checks 
Attendees and Approaches Them for a Sale to make sure Orientation 
•One Team M ember Walks to Retrieve Signage (If End of Session is Being· Recorded 
Day) w ith Special Attent ion to Sol icitors (See Procedure in • Program Coordinator Collect s 
Compliance Section) Remaining Payment s, 
• One Team Member Starts Packing up (If End of Day- do Completes Entry of Sales, 
NOT Put Boxes on Tables While Attendees are Still Paperwork, and Sends Session 
Present) Report 

Orientation: 

At the Close of 
Orientation: • All Team Members Congratulate and Shake Hands with Buyers 

After the Event: • All Team Members Pack Up as a Team 
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Paperwork Basics: 

• The Enrollment Fonn 
o The Buyers Role 

• EruollmenL fonns must contain all buyer i:nfomiatiou: full uame, address, email, 
and phone number 

• Buyers will be encouraged to list a guest and all pertinent guest contact 
infonnatio11 

• The buyer must circle the fonn of payment tlrrough which he/she will be paying
ALL PA Y1v.lENTS MUST BE RECEIVED IN FULL 

• The buyer must initial that he/she is aware of his/her three day right to rescind 
• The buyer must initial in order lo autho1ile the activation ofll1eir 30 day 

Foreclosme DealSourc.-e trial membership (a valid credit card must be used for 
purchase, or accompany a cash or check payment for activation purposes) 

• The bonom of the enrolllllent fonn must be signed and dated by the buyer 

Reminder! !! 

•Full payment of $1495 must be collected before paperwork is submitted to 
Trump U office afler the Preview. Down payments are NOT an acceptable fonn 
of payment. lffitll payment is not received during preview event, the contract 
will be transferred to the inside sales department and will not be counted towards 
the final conversion. No exceptions. 

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

o The Trump U Team Member Role 
• Verify thal all buyer information is present 
• Encoumge the buyer to list a guest if the field is blank 
• Write the last four djgits of the credit card number or the check number 

dependant on form of payment circled 
• Verify that the bottom of the enrollment form is signed 
• Verify that the buyer has initialed to acknowledge his right to cancel within illfCe 

days 
• Verify that the buyer has signed in agreement of the terms of Foreclosure 

DealSource 
• Verify that tl1e top of the enrollment form indicates the team present and accurate 

event code 
• Write the current date and the date that is concurrent with the three day 

cancellation policy on the back of the buyers pink e1rrol1111ent fonu anct the back 
oft he white enrollment form. 

• The Terms & Conditions Form 
o The Buyers Role 
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• Print, sign, and date where indicated 
o The Trump U Team Member Role 

• Verify that the buyer has printed, signed, and dated appropriately 

• The Buyer Package 
o Once payment h.as been run tluough and confirmed, the buyer should be presented with 

the following: 

Canada Specifics: 

• The pink copy of the Enrollment Fonn and the Tcm1s & Conditions Fonn stapled 
together and tucked into their Trump folder (Preview Kil) containing all of the 
necessary event infonnation 

• The buyer incentive (ctmently : Breaktltrough 2009) 
• The above should be bundled togell1er a.ud placed in a blue and gold Tnnnp bag 
• Di rect the student to a seat near the other buyers for orientation 

STOP 
Retention starts here. 

Be sure to congratulate the buyer, 
shake hands, and make eye 
contact to ensure that they are 
cognizant of what a l ife changing 
decision they just made! 

Get them excited! 

• Please note th.al the following items are diJTerent for Canada campaigns: 
o A 5% tax applies to all purchases (a $1495 product is really $1569.75) 
o Rights to rescind vary by Provence- check the back of the enrollment fonn for details 

within the Provence of each campaign 
o The Canadian preview product does not cutrenlly include a trial to Foreclosure Deal 

Source or a Breakthrough Kit- tl1e Canadian Workshop package includes: 
• Three day workshop with one year of audit privileges 
• One year Wealth Builder's Network Premium Membership 
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IV. THE FULFILLMENT 

During this 3-Day Profit from Real Estate Investing workshop, students wiU learn strategies they 
need to know in order to build their fortune through real estate investing. Students will even have 
the opportunity to bring potential leads to class, and the instnictor will do a live call on a 
potential deal. Students will have the opportunity lo meet with a Trump U Team Member and 
have a one-on-one consultation, where their goals will be reviewed, and they'll discover their 
path to success. 

This 3-day Real Estate Investing workshop will teach how to: 

• Understand tl1c foreclosure process 
• Locate great deals 
• Find properties 
• Create great credit 
• Strnclurc the dt:al 

Understand short soles 
Invest in bank REOs 

• Use commercial financing 
Build a buyer's list 

• Turn over your real estate quickly 
• And more! 

Behind the Scenes between the Preview & the Fulfillment/ Pre-Fulfillment Timeline: 
During Preview: Operations: Live Events Coordinator Orders Materials for Fultillment 

Training (See ShivDinfl Formula Policl' in PC Playbook) 
lnm1ediately Service: Buyer Receives Welcome Email Inviting Him to the Wealth 
Following the Builder's Network Premium 
Preview: 
Day After Service: Welcome Email Sent 
Preview: 

Service: Webinar Orientation Email Sent 
Service: Welcome Call From Welcome Team 

I Week Prior to Live Events: Buyer Receives Letter from Speaker (sent from 40 Wall) 
Fulfi llment: 
5 Days Prior: Operations: Itinerary Constructed & Sent to Event Team (See Event Booking 

SOP under Policy & Procedure tab) . 
4 Days Prior: Operations: Spec Sheet Constructed & Sent to PC with Meeting Room Details 

(See Event Bookinf! SOP under Policy & Procedure tab) 
3 Days Prior: Operations: PC Orchestrates & Facilitates Phone Conference for Event Team 

(if applicable) 
2 Days Prior: Service: Reminder Call 

Day Of: Operations: PC Emails No-Shows to Service 
Service: Calls No-Shows to Get Them to Event 
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----- -·--------- ---- --

AT THE FULFILLMENT 
Event Team Ground Rules 

• All Tmmp U Team Members (trnvel pennitting) will n}eet the evening plior to tbe preview to walk 
the space, setup the room, and ensure that all necessary materials that have been shipped to the 
hotel, have been located by the hotel staff. 

• Team Members must arrive in tlle fulfillment event space 2 hours prior to the event. 
• All Trump U Team Members must be professionally dressed at. least one-hour prior to the 

beginning of the Fulfillment. Attire must always be neat, ironed and professional. All Trump U 
Team Members will always be dressed in a suit and must wear their jackel llrroughout 1eam 
introductions on day one, and throughout ll1e first 30 minutes on day two, and day three. Tmmp U 
Team Members should never have visible tattoos or facfal piercings at any Tmmp U even1s. 

• Tnunp U 11ame badges must be worn at all times. 
• Tnunp U Te,un Members are not permitted to use cellphones during the fulfillment. The only tjme 

cell phones are permitted is when no-shows arc being contacled or, in very limited circumstances, 
the Tmmp U Team Member has verbally indicated to the other Team Members that he/she must 
make an extremely important call. 

• All 1'rnmp U Team Members are responsible for learning all parls of ll1e fulfillment set up process 
and working cohesively 10 do everything within their power to contribute to a successful event. 

• Sales Coordinators are pennitted to use their personal laptops during three day training events. All 
Trump University Team Members will be required to have tlie Tnnnp University Mandated 
Desktop Background at all Tmmp University Events. (See Mandatory Desktop Background under 
Policy & Procedure tab.) 

• All Trump University fulfjllments, workshops, and retreats will be recorded for compliance and 
training purposes. All sessions will be recorded directly through the mixer 10 ensure the highest 
feasible sound quality for transcription and audibility purposes. All days, all hours, all staff 
speakers must be recorded at all times. Mies must always be wom when anything is being spoken 
from the front of the room. The only time the mic may be turned off is when phone calls Me being 
made, as it is illegal to record these calls without the other party's consent. (See Recording Policy 
under Policy & Procedure tab.) 

Fulfillment Registration Setup 

• Registration Area Guidelines 
o This area should always be completed first to alleviate distractions and confusion for 

early attendee arrivals. 
o First impressions are critical! Make sure the registration area is neat and organized. 

• Registration An~a Setup 
o Signage must be prominent and presentable 
o Strategically place directional signs at point of entry 
o Place standup banner at regislralion table for.additional effect 
o Iron and place table baJU1er on registration !able 
o Place registration cards, guest registration cards, roster, printed name tags, sharpies, and 

extra name tags under the table until you arc ready to start welcoming guests 
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TRUMP\l't 
-------------UNIVERSITY~ 

o Setup music to run in event room during registrntion for easy transition to room when 

doors open 
*See Student Fulfillment Experience Expectations in Sales Playbookfor further details. 

Fulfillment Event Space Setup 
• Remember: No clutter! Main goal is to not let anything be a potential turnoff and distract from the 

flow of the event 

• Setup PC's Laptop Computer: 
o Confinn that Verizon card works within meeting space 

o Confinn power source 

• Setup Speaker's Laptop Computer: 
oConfinn power source 
oConfirrn laptop sound 
o Confirm projector c01mection 
oConfirm internet connection (if applicable) 

• Event Materials 
o Retrieve all necessary paperwork for preview from shipped boxes 
o Locate and organize materials needed 
o Stow boxes out of sight of the attendees 
o Display materials as indicated by Trump University 
o Be neat!! Lack of organization and disorder reflects poorly on Trump University and will 

directly influence attendee confidence and impacts efficiency 

• Setup AV Equipment 

• Audio 

o Visual 

• Connect projector to power source and speaker laptop 

• Confinn projector power source and that projection is clear and straight on screen 

• Confinn overhead projector power source and that projection is straight on 

screen 

• Place adequate transparencies and overhead markers next to the overhead 

projector 

• Presentation check 

• Check that wireless presenter is working 

o Connect mixer on back sales table to house sound and confinn power source 
o Replace batteries in lavaliere microphone, collllcct to mixer and confi.1111 receiver power 

source 
o Replace batteries in handheld microphone, collllect to mixer and confinn receiver power 

source 
o Connect iPod to mixer and confinn that it has been charged sufficiently 

o Connect Speaker laptop sound to mixer 
o Put new batte1ies in recorder and collllect to mixer 
o Sound check 
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• Setup Front of Room 

• Lavaliere microphone and adjust volume as necessaiy 

• Handheld microphone and adjust volume as necessary 

• lPod shuffle, adjust volume as necessary, and cue "Money, 
Money, Money" song (The O' Jays) for introduction 

• Recorder through doing a "test" recording to ensure audibility 

• Speaker laptop sound and adjust volume as necessary 

o Display banner on 6 ft. table between two screens 
o Ensure that table banner is ironed and straight on 6 fl. table that is between two screens 

o Display giveaway products as indicated by Tnnnp University 
o Check that the hotel has provided a bar stool for speaker 
o Check tl1at the hotel has provided three bottles of water for speaker 

• Chair Setup 
o Room to be set classroom style 
o Pens and pads should be placed at each place sening. Extra pens and pads should be 

kept in the back so that they can be easily retrieved when chairs need to be added to the 

setup 
o A water glass should be at each place setting, and pitchers of water should be within 

reach for each attendee 

o No candy should ever be on tables! 

• Overall Atmosphere 
o Confinn that room temperature is no more than 68 degrees 
o Check to see if bulbs need to be removed from overhead lighting to avoid washing out of 

screens 
o Walk speaker space to ensure adequate spacing from screens to first table 
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Fulfillment Set Up Will Be As Pei· Diagra m: 

fl' or 1 O' Sf.RF.RN 

0 

0 

0 

0 

Must have no less 
than 25' from front 
of room to the first 
table 

0 

0 

0 

0 

Must Have Rear 
._. Entran e 

D 

0 0 

6' Table Skirted with 
Addjtjonal table cloth 
available 

0 

0 

0 

0 

All 1-.arge 6' skirted 

8' or 1 O' Sr.RF.F.N 

lor 2 Power 
outlets 
available 

0 

TU Provides our own Screens, 
Power Cords and AV Equipment 

0 

0 

0 

0 
COFFEE/WATER/ 
BEVERAGE SVC 
Inside the room 

I Staff Tables .JI 
~o~-o~-.--o~ o-.-~o---,o LJ 
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Fulfillment Registration Basics: 

• Welcome Anendecs 
• Check Each Attendee Off on the Roster 

o Ask if he/ she has changed any contact infomU1tion since last you saw them, if so, hand 
them a white primary registration card so that they may record the conect infonnation to 
be entered into our system 

o Ask if he/she has brought a guest 
• If a guest is present they must fill out a blue guest card in order to complete the 

registration process 
• Each card should be reviewed for legibibty and completion. If something is 

missing, ask for it 
o ln the event that an attendee is not on the rosier, write down tl1eir mune, and ask for them 

to step to the side and that you will investigate and be back with them momentarily 

• Name Tags 
o After c;1ch atlcndee has completed all of his/her papemork, the)' may receive a name tag 
o Remind the atlendce that name tags must be worn at all times, and set an example by 

wearing yours 
o If an attendee· s name is spelled incorrectly on their name tag, apologize and hand-write 

them a new one. Make a note of it and let tJ1em know that you will get them a printed 
name tag at break. 

o Hand-write name tags for unexpected guests. Make a note of it and let them know that 
you will get them a printed name tag at break. 

• Photos 
o Student photos will be taken at all Tnunp University fulfillments, workshops, and 

retreats to be used for one-on-one and compliance purposes. 

Note: 

I( at any lime a student refi1ses to have their picture taken, the Program 
Coordinator Will utilize a picture of the Trump Logo and write the student's 
name on rhe logo. 

o All photos must be taken in the following maimer: 
• After receiving a name tag, students will be directed to the designated staff 

photographer to liave their picture taken. Students must wear their name tags in 
their photos so that tl1c student's name is clearly posted in tJ1e picture. 
*For additional infonuation, consult the Student Photo Procedm:e in the Policies 
& Procedures Section 

• Entering the Event Room 
o Students may enter t11e event room once the)' have completed the entire registration 

process. 
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E •vemng p · nor to F Ifill t E •u I men - vent R "bT . esoons1 1 1t1es: 

Pre-Event Sales Coordinato1· Sales Coordinator Prog1·am 
Responsibilities Speaker #1 #2 Coordinator 

Event Team Meets, Walks the Event Space, and Discusses Plan of Action: 
•Registration Roles 
•Team Introductions 
•Fom1at for the Weekend 

EYening Prior: • When Student Profiles Distributed 

Dav 1 Fulfillment-Event Responsibilities: 

Day 1 
Responsibilities 

2 Hours Prior: 

I Y2 Hours Prior: 

Soeaker 

Speaker Drops Off 
His Laptop To 
Hook Up to Audio 
Visual 

Sales Coordinator Sales Coo1·dinator 
#1 #2 

Program 
Coordinator 

Event Team Meets in Event Room to Setup Audio Visunl, 
Banners, Directional Signage, Sales Coral, Front of Room, 
Tweak Room Setup as Per Number Registered, Locate and 
Setup Workbooks and Other Paperwork and Locate Restrooms 

Registration Area ls Set with Ironed Tablecloth, Name Tags nrc 
Ready to go, and Visual & Sound Checks Have Been Done to 
Confim1 Connections for 
• Power Point Presentation 
•Overhead Projector 
•Speaker Laptop 
• Speaker Mic 
• Handhcld Mic 
• IPod Sound 
•Recorder 
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45 Minutes Prior: Speaker Returns to Event Team Begins Registration & "Registrntion Roles" 
Meeting Room to *See Student Fuljillmem Experience Expectations in Sales 
Get In "Fulfillment Playbook 
Mindset" 

Doors Open, Music is Playing 
•One Team Member Mans Registration Table 

•One Team Member Acts as "The Photographer" 

•One Team Member Acts As "The Welcomer" 

•Registration & Photos Continue Outside with 2 Team Members 

•Speaker Begins •One Team Member Seats Latecomers and Watches for Speaker 
At Event Time: Presentation S(gnals 

•Program 
•Sales Coordinator #1 Brings Registration Coordinator Enters 
Inside the Room and Registers Late All Registration 
Attendees and Sends them Outside lo Infom1ation Into 
Have Their Photo Taken the System 

•Assists Sales 
Coordinator # l 

•Sales Coordinator #2 Stands Outside d1e wiili Registration & 
15 Minutes Into Meeting Space and Directs Latecomers Sealing If 
Event: Inside and Takes Pictures as Necessary Necessary 

•Sales Coordinator #2 Returns To 

•Presentation Meeting Space (Dependent Upon Number 
of Latecomers Still Arriving), Does Head 
Count, and Reports Number to PC 

•Program 
•Sales Coordinator # I Watches Speaker Coordinator Enters 
for Signal (Too Hot, Needs Water, Cell All Registration 

30 Minutes Into Phones Ringing, Attendees Trying to Ask Information Into . 
E,1ent: Questions, etc.) the Svstem 
When Speaker •Program 
Announces Coordinntor 
Attendee •Sales Coordinators Take Notes with Prepares Day l 
Introductions: Special Attention to Real Estate Histo1y, Report While 

Current Profession, and Interest Level Listening 
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___________ !1\Vl~\.f ~ 
11. <' _,_ 

Announces Team 
lntroductions: 

lf n Student 
Comes In to 
Cancel: 

Photos Are 
Printed 

When Speaker 
Announces: 

On Breaks: 

• Presentntion 

• /\11 1eam JVJemoers urop VY nm 1 ney /'\re uomg anu VY a1K 10 

Front of the Room for IntToduction 
*See Team Introductions in Sales Playbook 

•One Team Member Discreetly Works With Them to Fill Out 
All Aooropriate Paperwork and Collect All Necessary Materials 

Each Student's Photo Wil l be Printed Twice: 
•The first photo should be printed in either 3x5 or wallet size. 
This photo will be stapled to the Student goal sheet for the 
team 's review. The photo will be removed before the Student 
profile sheet is returned and stapled to the Photo & Testimonial 
Consent Form and Return to the office. 
•The second photo should be printed in 4x6 size. l11is photo 
will be used on the photo boards That are utilized to display the 
assigned teams for the event. 
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 a folder labeled with 
the event code within the "Student Photos" folder so that it may 
be easily referenced in the instance of a chargeback. 

•Student Profiles: Team Works Together to Distribute Student Profiles to Class 
•Brenk Out Sessions: Teom Splits Up and Conducts Separate Break Out Sessions 
*See Break Out Sessions in Sales Playbook 

• Team mingles with students with special attention to relieving the Speaker from 
needy attendees 
*See Building Rapport & Planting Seeds in Sales Playbook 
• Team manages tlrnt music is playing on all breaks 

•Attentive to Speaker Signals and 
Requests 
•Assists PC with Photos and Handouts as 
Necessary 
•Available to Students for Questions 

•Checks to make 
sure eve1ything is 
being recorded 
Section 
. (' .I . ~ 1"> 1 Throughout the 

Dav: • Presentation Report 
'----'-~~~~~-'--~~~~~~~~~~~~~~~~~~~~~~~ 

., 
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TRUMP\11-
u N J. _YI' RS I TY ~ 

•Works with Hotel 
to Receive 
Assistance, Room 
Refreshing, and 
Billing 
•Tends to Sh1dent 
Needs as Necessal)· 

Evening of Day 1- Event Responsibilities: 

Day 1 After 
Event Sales Coordinator Sales Coordinator Program 
Responsibilities Speaker #] #2 Coordinator 

•Team Works Together to Identifv Potential Buvers With Student Profile Sheets 

Identifying Buyers: 

Once you have the completed profiles, the team should go through each profile and determine 
who has the most and least liquid assets and rank them using the following scale: 

E 1 - Over $35,000 of liquid assets 

E2 - Between $20,000 and $30,000 of liquid assets 

E3 - Under $10,000 of liquid assets 

E4 - Less than $2,000 of liquid assets 

40 lks and IRAs should not be considered when using the ranking system since these are not 
liquid, available cash. 

*Prior to Day 2, the team should review One-on-One/Making the Sale in the Sales Playbook, 
along with O~jections & Rebuttals. 
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__ __________________________ TJ;l}!R~r ~ 
Day 2 Event Responsibili ties: 

Day2 Speaker Sales Coordinator I Sales Coordinator I Program 
Responsibilities #1 #2 Coordinator 

1 Hour Prior: Speaker Drops Off Event Team Meets in Event Room to Setup Audio Visual, 
His Laptop To Banners, Directional Signage, Tweak Room Setup ns 
Hook Up to Audio Necessary, Locate Necessary Paperwork for Day 2 (Handouts, 
Visual etc), and Setup Cocktail Rounds Outside Meeting Space for 

One-On-Ones 
45 Minutes Prior: Registration Area Is Set with Ironed Tablecloth, Extra Name 

Tags are Ready to go, and Visual & Sound Checks Have Been 
Done to Confim1 Connections for : 

• Po\-ver Poi.Jit Presentation 

•Overhead Projector 
•Speaker Lnptop 

• Spenker Mic- Change Batteries 
• Handheld Mic- Change Batteries 
• IPod Sound 

· Recorder- Change Bntteries 
•Ensure that Polycom is Setup for Calls 

1 /2 Hour Prior: Speaker Returns to Event Team Registers Any Guests that Were Not in Attendance 
Meeting Room to . on Day 1 
Get In "Fulfillment Doors Open, Music is Playing 
Mindset" Team Members Mingle with Students 

At Event Time: •Speaker Begins • Registration & Photos Continue Outside • PC Works on Day 
Presentation with 2 Temn Members 2 Report 

•One Team Member Seats Latecomers • Prepare Sign Up 
and Watches for Speaker Signals Sheet if Necessary 

On Breaks: • Team mingles with students with special attention to relieving the Speaker from 
needy attendees 
•Team manages that music is playing on all breaks 

During the • Presentation •Entire Team is in Event Room and is Attentive to Presentation 
Close: •Team Watches for Buyer Signals 
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Throughout the • Presentation •Attentive Lo Speaker Signals cind •Check to make 
Day: Requests sure everyd1ing is 

•Begin One-On-Ones being recorded 
*Refer to The One-on-One/Making the •Complete Day 2 
Sale in rhe Sales Playbook and Report 
Objections & Rebuttals 

•Tend to StudenL •Available to Students for Questions 
Needs as Necessary 
•Work with Hotel 
to Receive 
Assistance, Room 
Refreshing, and 
Billing 
• Prepare folders to 
be distributed at 
close 
•Prepare pcickages 
to be distributed to 
buyers 

One-on-Ones: See Sales Playbook for Full Guidelines and Remember: 

o Each One-On-One should be no longer than 20 minutes. At the end of20 minutes, you 
should know whether they are displaying buying signals or not. 

o Treat every One-On-One the same. Remember that students like to stretch the truth 
and/or not put all of their information on t11ei r form. 

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

Evening of Day 2- Event Responsibili ties: 

Day 2 After 
Event Sales Coordinator Sales Coordinator Program 
Responsibilities Speaker #1 #2 Coordinator 

• Team Meets Lo Discuss One-On-One Findings and Create Plan of Action for Sunday 
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Day 3- Event Responsibilities: 

Day 3 Speaker Sales Coordinator I Sales Coordinator Program 
Responsibilities #1 #2 Coordinator 

1 Hour Prior: Speaker Drops Off Event Team Meets in Event Room to Setup Audio Visual, 
His Laptop To Banners, Directional Signage, Tweak Room Setup as 
Hook Up to Audio Necessary, Locate Necessary Paperwork for Day 2 (Handouts, 
Visual etc), and Setup Cod.1ail Rounds Outside Meeting Space for 

One-On-Ones 
45 Mins Prior: Registration Area Ts Set with Ironed Tablecloth, Extra Name 

Tags are Ready to go, and Visual & Sound Checks Have Been 
Done to Confinn Connections for 
•Power Point Presentation 
•Overhead Projector 
•Speaker Laptop 
• Speaker Mic- Change Batteries 
• Handheld Mic- Change Batteries 
• IPod Sound 
•Recorder- Change Batteries 

l /2 Hour Prior: Speaker Returns to 
Meeting Room to •Doors Open, Music is Playing 
Get ln "Fulfillment •Team Members Mingle with Students 
Mindset" 

At Event Time: •Speaker Begins •One-On-Ones Continue 
Presentation 

On Breaks: •Team mingles with students with special attention to relieving the Speaker from 
needy attendees 
•Team mana_ges that music is playing on all breaks 

ThroughouL the • Presentation •Attentive to Speaker Signals and •Check to make 
Day: Requests sure eve11,thing is 

•Continue One-On-Ones bejug recorded 
•Available to Students for Questions • Run Sales as 

Necessary 

•Tend to Student 
Needs as Necessary 
• Work with Hotel 
Lo Receive 
Assistance, Room 
Refreshing, and 
Billing 
•Prepare Packages 
to be Distributed to 
Buvers 
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----------- ----------- ______ .!J9!.~f~ 
Survey •Distributed Surveys to All Attendees & Collects Once Completed in Exchange for 
Distribution: Certificates 
WBPN/FDS •Conduct 
Presentation: Presentation at 

Front of Room, 
End in Announcing 
Phone Conference 
lo Be Held on 
Monday 
*See Buyer 
Orientation Phone 
Conference in Sales 
Playbook 

Buyer •Speaker Conducts Elite Buyer Orientation. 
Orientation: *See Buyer Orientation in Sales Playbook 

Send Off: • Team congratulates buyers, shakes hands, and reinforces the purchase al send-off, 
leaving buyers feeling that they made the 1ight decision 

Fulfillment Paperwork Basics: 

• The Emollmcnt Forni 
o The Buyers Role 

• Enrollment fom1s must contain all buyer infonnation: full name, address, email, and 
phone number 

• Buyer must indicate as to which package they are enrolling 

• Buyers will be encouraged to list a guest and all pertinent guest contact infornmtion 

• The buyer must circle the fonn of payment tliat he/she wishes to pay with 

• The bottom oftlle emollment form must be signed by the buyer 

Post-Dated Checks Policy: 
Note: In the instance that a check is post-dated. it will be considered as a 
pending sale until the date of the check comes to.fruition. 
Procedure for Documenting a Post-Dated Check: 

•A post-dated check does not counl towards the dollars/head collected, nor 
will it count as a sale or tmvards any conversion until the check is 
deposited. 
•A check's date should never be more than ten days in advance of the date 
that it is collected. 
•All checks collected, must be entered into the dev. To enter a post dated 
check, select the check option as a form of payment. Enter all pertinent 
infonnation, and then select the date from the calendar icon that 
corresponds with the date that is on the check. The check will not be 
cmmted as "cash collected" until the actual date that it is posted dated to. 
*For more information, reference the Post-Dated Check Policy in the 
Policy & Procedure Section. 
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o The Tnunp U Team Member Role 

• Verify that all buyer infonnation is present 

• Encourage Lhe buyer to list a guest if the field is blank 

• Write the last four digits of the credit card number or the check number dependant 
on fonn of payment circled 

• V c1ify that the bottom of the enrollment fonn is signed 

• Verify that the top of the enrollment fonn indicates the team present and accurate 
event code 

• The Terms & Conditions Fonn 
o The Buyers Role 

• P1int, sign, and date where indicated 
o The Trnmp U Team Member Role 

• Verify that the buyer has p1inted, signed, and dated appropriately 

• The Buyer Package 
o Once payment has been nm through and confirmed, the buyer should be presented with 

the following: 

• The pink copy of the Enrollment Fonn and the Terms & Conditions Fonn stapled 
together and tucked into their Ttump Padfolio containing the Gold Elite Kit, or 
portion thereof dependant on which programs are purchased 

• Any buyer incentives (Giveaways) 

STOP 
Retention starts here. 

Be sure to congratulate the buyer, 
shake hands, and make eye 
contact to ensure that they are 
cognizant of what a life changing 
decision they just made! 

Get them excited! 
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Post Fulfillment Procedure 
Day After ·Service: Welcome Call From Program Director to Schedule Mentorship 
Fulfillment: and Retreats for All Trump Elite Package Buyers 

Event Team: Calls Buyers That Needed Extra ReassuraJJce 
Event Team: Calls Pendings To Follow Up · 

Within 3 Days of In the case that a buyer calls and attempts to cancel, the team will be 
Fulfillment: notified immediately. The team is responsible for calling the sh1dent and 

trying to save. 
*See Phone Save in Sales Playbook 

5 Days After Operations: Survey Analysis is Compiled and Sent Out to 40 Wall 
Fulfillment: Management Team and Event Team For Review 

*See Survey Procedure under Policy & Procedure tab. 
Ongoing:· Service: Students Receive Weekly Webinar Invitations and Updates From 

Wealth Builder's Network Premium 

Canada Specifics: 
• Please note that the following items are different for Canada fulfillments: 

o A 5% tax applies to all purchases (a $34,995 product is renlly $36,744.75) 

o Rights to rescind vary by Provence- check the back of the enrollment form for details 
within tl1e Provence of each campaign 

o The Canadian Elite packages are different tJian those offered in the U.S.: 
• There is an additional retreat oJiered: the Fixer-Upper & Rehab Prope11y Retreat 
• All retreats are conducted in Canada (with the exception of the WeaUJ1 

Prese"1ation Retreat) 
• The We.11th Prese1vation Retreat is an added bonus to the Gold Package since it 

is conducted in the U.S. and is U.S. specific 

• There is no LLC Fonnation Service available 

• A one-year subscription of Foreclosure Deal Source does not npply, since FDS is 
a property listing service that only applies to the U.S. 

Private&. Confidential • Page 42 

CONFIDENTIAL 

TU 52975 



Case 3:13-cv-02519-GPC-WVG   Document 212-1   Filed 05/31/16   Page 44 of 92

---------·---- - --

TRUMP 
UN l VE R S l TY 

RETREATS & SPECIAL EVENTS 

T A B L E 0 F CONT ENT S 

Commercial & Multi-Unit Retreat Summary ......................................................................................... ..... 45 

Creative Financing Retreat Summary ............ ........................................................................................ ..... 44 

General Overview ............................................ ................................. ........... : ......................................... ..... 43 

Kickstart Retreat Summary ................................. .. .... .. ... ............... .... ....... .... ......... ...... : .......................... ..... 47 

Quick Start Retreat Summary ............. ............................... .......................... ............................................... 43 

Team Ground Rules . ... : ................. .................................... ............................ ......... ...................................... 43 

Wealth Preservation Retreat Summary ................................................... .. ............. ........... .................... ..... 46 

l'rivute & Conlidcnlial • Pnge 43 

CONFIDENTIAL 

TU 52976 



Case 3:13-cv-02519-GPC-WVG   Document 212-1   Filed 05/31/16   Page 45 of 92

·--- --- - ----··---· 

V. RETREATS & SPECIAL EVENTS 

Trump University offers four djstinctive Advanced Training Retreats within their U.S. Elite 
Packages: Commercial & Multi-Unit, Quick Start, Creative Financing, and Wealth Preservation. 
In addition to these four retreats, in Trump Education's Canadian Elite Packages, a Fixer-Upper 
& Rehab Properly Retreat is available. In addition Lo Advance Training Options and the stable 
Profit From Real Estate events, Tmmp University t11kes pride in piloting special events that cater 
to the needs and wants of our students. These events have ranged from Internet Marketing, to 
motivation themed events such as Kick Start Your Success, to Wealth Summits, to our new 
REFIT Program. Below is a detailed description of our most popular Ad,,anced Training 
Retreats. 

Retreat & Special Event Team Ground Rules 

Retreats & Special Events are very important nt Trump University. The Team Members that 
facilitate these events are working with our very best customers, and must be nothing less tlrnn 
the best of the best themselves. The Trump University Team is tmly the best of the best, 
however Retreat & Special Events Team Members are the creme de la creme of the best of tl1e 
best. Coordinators may request to work special events, however all Special Event Teams are 
carefully selected to ensure that our best customers have U1c best possible experience. 

Although each Retreat & Special Event calls for its own specifications, we do ask you to 
remember lo always be professionally, maintain team chemistry, answer questions while planting 
seeds for the sale, never be afraid Lo ask for the sale, and most of all- have fun! Chances are, if 
you' re having fun, the attendees will have fun lenrning too! 

Don't forget to take notes when you're out at new events. Some events will call for one-on-ones, 
and some for table rnshes, either way, keep your eyes and ears out for attendees needs and wants 
so that we can tweak the program for the next time. Write any observations that you may have 
down, so !hat you don 't forget them. Most of these events end with a debrief call with our own 
Trnmp Po,i:,er Team at 40 Wall, including President, Michael Sexton! 

QUICK ST ART REAL EST ATE PROFITS RETREAT 

You 're going to Jove the Quick Stint retreat. You ' II be immersed in a variety of fundamental 
invesbnent techniques right from day one. Don't expect to just sit and listen to your instructor 
lecture for three days. You' ll be role-playing and making phone calls so you ' ll feel comfortable 
when you start doing it for yourself. The Quick Start retreat will show you step-by-step lmw to 
create quick cash immediately, and ho\v to build a large monthly cash flow without using any of 
your own money or credit. You 'I! learn how to wholesale, lease-option, and owner-finance 
properties in your own backyard for quick cash profits. 

Three fundamentals get you in the business of making deals right away 

Quick-Tum Wholesaling is the business oflocating properties at bargain p1ices and then quickly 
passing them onto investors or landlords at prices well below retail. With a Lease-Option, you 
can control properties with no cash, credit or a license. A Lease-Option buyer leases a property 
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and has the right or "option" to purchase the property on or before the end of the lease 
agreement. Quick Turn Owner Financing is the business of creating financing to purchase 
properties. This allows you to sell, acting as the bank, receiving monthly payments. And you do 
it all w itl1ou t the use of any lending institution involved in the b·ansaction. 

This three-day immersive retreat will teach you how to: 

Buy and sell real estate without using any of your money or credit 
Buy potentially millions of dollars' worth of property without a down payment 

• Make money on properties you don't even own 
• Buy your dream home without going to the bank 
• Receive cash back at closing when you buy 
• Build a large monthly cash 11ow 

Your instructor will also present a special flowchart that takes you through the IO specific steps 
Lo investment success. Every potential roadblock is reviewed so you 'II know cxaclly ,~hat lo <lo 

if you hit one. Htmdreds of students have said that this part of the retreat alone was worth the 
price of admission. The retreat will conclude with a very specific 90-day Action Plan that will 
take you week-by-week through all the steps you need to start profiting from real estate. 

CREATIVE FINANCING RETREAT 

The Creative Financing retreat debunks the myth that having bad credit, no credit, or lack of 
funds are roadblocks to getting financing. This retreat will show you exactly where the money is 
and how to get it so you can fi nance your investments. Your instmctor will not only tell you how 
to bypass the cred it cnmch to get that fin ancing money, but also what to do with it once you get 
it. After tllis retreat, you will have the knowledge, confidence, and contacts you need to invest in 
any residential or commercial property worth buying. 

This three-day immersive retreat will teach you how to: 

Learn and master the best-known creative real estate financing strategies 
• Master strategies for residential or commercial property 
• Compile financial statements and loan request packages 
• Explore lending sources, including hard-money lenders 
• Find 20 different strategies and techniques to creatively finance your investment 

property 

Here's c1 quick preview of five money sources and strategies that have helped thousands of 
s tudents invest in real estate--regardless of their financial s ituation. l11ese and many more will be 
detailed during the Creative Financing retreat. 

Hard-money lenders: They specialize in short-term loans at high interest rates. You typically 
use this type of financing for a " fix and flip. " 
Seller-carried second mortgages: Sometimes a bank will Joan you 90 percent, and allow the 
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seller to take back a second mortgage from you for five percent, leaving you needing only five 
percent. 
Land contract: For this, the seller lets you make payments, and delivers the title upon payment 
in full_ 
Credit cards: 1f a seller will take $10,000 down on a fixer-upper that you expect to make 
$20,000 on, why not use credit cards? 
Retirement accounts: Check with a tax attorney to see how you might borrow from your own 
retirement account to finance real estate investments_ 

COMMERCIAL & MULTI-UNIT RETREAT 

How can you make more money in real estate investing? Buy multi-family properties and 
commercial real estate imestments. The Multi-Family & Commercial Real Estate Investment 
Retreat will show you e:rnctly how to get into commercial investing without a huge bankroll, 
how to read Lhe niarkels and buy at the right time, and how to lock in profits early to guarantee a 
good deal. 

The Commercial Real Estate field is full of myths and misinfonnation. It's what keeps some 
investors at am1's length. Your instrnctor will systematically break down each myth and give you 
the proven strategies you need to find your niche and start building your fortune in commercial 
real estate. 

This retreat is special because after just three days, you'll start seeing dozens of opp01tunities in 
your neighborhood or town that never occuned to you before. And you'll learn how to succeed 
regardless of how much so-called competition there is in your area_ 

This three-day immersive retreat will teach you how to: 

• Navigate the maze of commercial real estate and large property financing to find hidden 
financial opportunities. 
Determine the right market valuation of multi-family, office, retail, and strip-mall 
propc1tics so that you know a good or bad deal when you see it. 

• Write commercial leases so that tenants actually take the management burden away from 
you. 

• Take full advantage of tax breaks and other financial shelters, allowing you to maximize 
your profits. 

• Understand the laws and regulations regarding commercial and multi-family properties so 
that you can protect your investments. 
Prepare vacant land for re-sale and/or sub-division to capitalize on additional investment 
opportunities_ Identif), and find discounted paper for maximum profitability_ 

• Identify and find discounted paper for maximum profitability. 
Understand how commercial and multi-family properties fit into the current real estate 
market place and how you can own and operate either for high profits. 
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• Have a ,vorking knowledge of property management so you can manage your properties 
efficiently. 
Understanding options: Their function in the acquisition/divestment process 

• Select properties for complete makeovers and know the difference between remodeling 
and rehabilitation. 

Remember, unless your main focus is commercial real estate, save this retreat for last, as it is 
more advanced than the others. 

WEALTH PRESERVATION RETREAT 

Protect and grow your wealtl1, share it with others, and enjoy everlasting financial security with 
effective weallh preservation and accumulation. Lawsuits, income taxes, and death taxes--all 
these legnl destroyers have the potentinl to crush your wealth ... unless you have a protection plnn 
already in place. To do that you must learn about three key disciplines: asset protection, estate 
planning, and tax strategy. 

You'll learn imp01tant concepts on corporations, corporate maintenance, limited partnerships, 
limited liability companies, revocable living trusts, and retirement plans. Equipped with this 
information, you will be able to effectively structure your personal financial affairs in a manner 
that will ensure maximum protection. 

This retreat is doubly valuable for Gold Elite students because, as a real estate investor, you'll 
learn specific strategies to help build in more profits to your real estate deals and to properly 
protect those profits. 

This three-day immersive retreat will teach you how to: 

Identify different types of legal entities to protect your wealth. Figure out which entity 
works best for your situation. 

• Reduce your overall tax bill through operation of your own small business and save big 
money in the process. 

• Transfonn previously non-deductible expenses into fully and legally deductible expenses 
for your business, significantly reducing your income taxes. 

• Make sure that your assets are secure against unwelcome attacks from frivolous lawsuits 
so that you don't lose eve1ything you've worked your whole life for. 

• Pass your wealth on lo your heirs and beneficiaries while protecting it against potential 
threats. 

Attorney, wealth presen1alion expert, and real estate investor J. J. Childers and his team oflegal 
and accounting professionals conduct the Wealth Preservation retreat. They will give you 
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prnclical, easy-to-follow information that you can slart using right away. You'll learn what you 
need to do in order to properly implement your wcallh prcscrvalion plans, as well as how to 
properly document your actions. 

KICKSTART YOUR SUCCESS RETREAT 

Times are lough--there's no denying it. When this recession started. you probably set aside your 
dream of securing ·wealth for yourself and your family. If you 're like most people, you spend 
most of your time just trying to keep your head above water, waiting for life to get easier. But if 
you don't put your dreams into action, no one's going to do it for you! You just need someone to 
show you how to get started. 

That's ·where Omar comes in. Omar Periu knows what it means lo Jive through hard times - and 
vvhat it takes to turn lhem into real opportunities. When Omar was seven, his family escaped to 
America from Cuba, bringing nothing with them but lhe clothes on their backs. By carefully 
obsen1ing master entrepreneurs and pulling together their cutting-edge communication strategies, 
he'd built himself a multimillion-dollar real estate empire by the time he was 31 ! 

Even in a dmvn economy, there are plenty of ways for people to create weallh, but only if they're 
anned ,vith knowledge--and the right mindset. So if you 're ready to Kickstart Your Success 
instead of waiting for success to you, come to Omar's exclusive retreat, where you '11 learn how 
to: 

Break down barriers, whether you're negotiating a sale, trying to get the best bargain you 
can, or pitching to potential investors 

• Network with the right people--and learn ho,v to recognize leads that '11 never pan out, 
ahead of time 

Squeeze the most profit you can out of the time you have, no matter how little 
Turn bad decisions from your past into opport1mities, overcoming fears instead of letting 

them take over--as Omar says, "Success is never pernrnnent, and failure is never final." 

Omar's strategies and secrets could make you millions, but we're offering a deep, one-time-only 
discount if you sign up now! Join Omar on an exclusive retreat, listen to his story, and find out 
from him the details on how to kickstart your success. 
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AUDIT POLICY 

TRUMP UNIVERSITY CATEGORIZES AUDITS INTO TWO SEPARATE GROUPS: ATIENDANCE AUDITS AND 

SALES AUDITS: 
The Attendance Audit: A student that has not paid tuition to attend the particular class that t hey are 
sitting in on. Example: Attending a fulfillment at a later date or"in a different city than the student had 
originally signed up for. 

The Sales Audit: A student t hat cannot be up-sold based upon their sales history. Example: A student 
attending a preview that has already purchased the Profit From Real Estate Workshop, or a student 
attending the Profit From Real Estate Workshop that already owns the Gold Package/Mentorship 
Package. 

PREVIEW AUDITS: 

Attendance Audits: 
In t he case that an attendance audit shows up at an event and is not on the roster, the team's first 
objective will be to find out why the student did not purchase the product being offered the first time 
around, and what brought them back. An attendance audit will always count in the numbers. 

Sales Audits: 
Sales audits are determined by t he sales history on a student's profile in the syst em, and are not 
counted in t he attendance numbers at previews. Program Coordinators are to pay special attention t o 
students attending previews with the intention of auditing the workshop. If the student is within his/her 
12-month audit privileges, they may attend the workshop f ree of charge. The 12-month audit privileges 
apply to both Trump University and Trump Institute students. 

• Trump Institut e students must provide documentation of t heir previous enrollment in a Tl 
workshop in order to audit for free of charge. Enrollm ent forms and receipts are both 
acceptable forms of documentat ion. The Program Coordinator at the preview is responsible for 
making a copy of t he documentation and stapling it t o the student's current and completed 
enrollment form indicat ing t hat the student is an audit and attending free of charge. 
•Trump University students do not require addi tional documentation since Program 
Coordinators have direct access to their student history ,n our internal database. 

If the student is outside of t heir 12-month audit privileges, they will have the ability to re-enroll at half
price, with proper documentation. (For example, if the cost of the workshop is $1495, then t he student 
may re-enroll for $747.50) This applies to both Trump University and Trump Institute students. Re
enrollment of a Trump University or Trump Institute student will count as a fu ll sale for conversion and 
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goal purposes. The Program Coordinator is responsible for making a note onto the applicable session 
report to communicate any half-payment audits. 

•Trump Insti tute student s must provide documentation of their previous enrollment in a Tl 
workshop in order to audit for half price outside of their 12-month audit privileges. Enrollment 
forms and receipts are both acceptable forms of documentation. The Program Coordinator at 
the preview is responsible for making a copy of the documentation and stapling i t to the 
student 's current and completed enrollment form indicating that the student is an audit and 
attending for half price so that adjustments can be made once paperwork is received by the 
corporate office. 
•Trump University students do not require additional documentation since Program 
Coordinators have direct access to their student history in our internal database. The student 
would, however, need to fill out a new enrollment form to document the $747.50 payment 
taken so that their account can be adjusted once paperwork is received at 40 Wall. 

FULFILLMENT AUDITS: 

Attendance Audits: 
In the case that an attendance audit shows up at a Profit From Real Estate Workshop and is not on the 
roster, the team's first objective will be to find out why the student did not purchase the product being 
offered the first time around, and what brought them back. The Program Coordinator will need to 
contact the Customer Support Department on Wall Street to have the student entered as an audit for 
that particular event. The student must have already· purchased the exact class that they are looking to 
audit in order for enrollment to be granted (follow documentation protocol above for Tl students and 
collect half-payment for anyone outside of their 12-month audit priv ileges). Attendance audits will 
always be counted in the attendance numbers. 

There are two additional cases that an Audit may be dropped from the numbers: 
• In the extreme case that that Customer Service Director, Brad Schneider, communicates that 
an executive decision has been made to allow a student to attend a fulfillment for free that has 
not previously purchased the fulfillment being attended, the Program Coordinator may then 
drop that student and his/her guest from the numbers after adding a note onto the applicable 
fulfillment session indication such. This does not apply to Tl students that are auditing. 
•In t he case that a student has attended two previous Profit From Real Estate Workshops, upon 
his or her t hird attendance, the Program Coordinator may drop that student and his/her guest 
from the numbers. The Program Coordinator must be careful to check that the student was not 
only "enrolled'' in two previous Profit From Real Estate Workshops, but "attended" two previous 
Profit From Real Estate Workshops. The Program Coordinator is responsible for adding a note 
onto the applicable fulfillment session listing any student that has already attended-twice. 

Sales Audits: 
Sales audits are determined by the sales history on a student's profile in the system. Program 
Coordinators are to pull sales history and distribute to their t eam so that all team members are aware of 
up-selling abilities. In the case that a student cannot be up-sold because TU is not offering any courses 
or programs beyond the level t hat the student has already purchased prior to attending the training in 
question, this st udent and his/her guest will be dropped from the numbers in which the $/head are 
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calculated. A note must be added to the final report by the Program Coordinator, listing any students 
that are dropped from the numbers in order to receive acknowledgement. 

"Teams please note that numbers compi led by PCs may not represent final numbers. Trump University 
reserves the right to assess and adjust accordingly to ensure the accuracy of all reporting. 
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CASH POLICY 

IN THE CASE THAT A CASH PAYMENT IS RECEIVED AT AN EVENl. FOR EITHER A PROFIT FROM REAL 
ESTATE WORKSHOP ENROLLMENT OR TRUMP ELITE PACKAGE ENROLLMENT, PROGRAM 
COORDINATORS ARE TO FOLLOW TH E GUIDELINES BELOW. 

CASH PAYMENT GUIDELINES 
All cash payments received at Trump University events MUST predominately be applied to a hotel bill 
ONLY at a hotel at which t he team is sleeping. At present, many of the hotels are paid in full three 
days prior t o the event. It is for this reason that cash payments should be applied to the bills of hotels 
at which the teams are sleeping by following the procedure below: 

• Program Coordinators will check the sleeping room bills for each team member to be sure that 
only room and tax are being billed to Trump University. 

• Program Coordinators will then check to be sure that the negotiat ed room rate depicted on the 
Spec Sheet sent by Eleanor Daniels, live Event Planner, is the same room rate t hat is being 
billed. 

• The Program Coordinator must pay special attention that they are NOT overpaying the hotel. 

• The PC must handwrite the amount that t he hotel was paid, sign, and date, and have the hotel 
representative receiving t he cash, countersign in agreement. The following items must be 
stapled together and sent to corporate as proof of exchange of this cash payment* : 

•Sleeping room bills for each team. member 
•Printed hotel receipt that represents the cash received by the hotel 
•Business card of the individual receiving the cash payment 

•The PC MUST notify Salma Jalil, Event Planning Manager, of any cash payments being applied, 
so that there is no confusion with hotel contacts. 

•This t ransaction must be documented via a note on the student's enrollment form. (i.e.- Cash 
was applied to the Sheraton New York for sleeping rooms- see bill) 

*In the case that a cash payment is received and proper documentation is not provided, as 
indicated above, TU reserves the right to deduct the cash amount from the responsible Program 
Coordinator's check. 
*"'In the case that a hotel is unable to accept a cash payment for sleeping rooms, the Program 
Coordinator may visit the nearest bank and turn the cash into a cashier's check to be mailed to 
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the office. In this case, the cashier's check must be attached to the corresponding enrollment 
form. 
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EGENCIA CORPORATE TRAVEL POLICY 

ALL AIRLINE TRAVEL WILL BE BOOKED VIA EGENCIA CORPORATE TRAVEL ALL AIRFARE WILL BE BOOKED 
ACCORDING TO THE LOWEST LOGISTICAL FARE AVAILABLE AT THETIME OF BOOKING. OUT OF POLICY 
FLIGHTS REQUIRE DOCUMENTATION IN ORDER TO DETERMINE WHETHER OR NOT THE FLIGHT CHOSEN 
IS JUSTIFIABLE. TU WILL TRACK THE DIFFERENCE IN FLIGHTS CHOSEN AGAINST THE MOST COST 
EFFECTIVE FLIGHT OFFERED AND ANY OUT OF POLICY REASONING. THE FOLLOWING OPTIONS ARE 
CURRENTLY AVAILABLE ON THE EGENCIA CORPORATE TRAVEL WEBSITE TO COMMUNICATE ANY 
REASONABLE DIFFERENCE IN FARE: 

Egencia Rules & Regulations 

• All flights must be booked within 5 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 having to book a mult i-leg flight. 

•If flights are booked less than 14 days from event date, Trump Team Members will be responsible for 
all addit ional costs incurred. 

• All f lights shall be coded to the event that the flight is physically going to. Any night transporting a 

Trump Team Member that is not going "to" an event, shall be coded to the event t~at the Trump U 
Team Member is coming "from." 

• All flights shall be booked as round trip tickets, unless the Trump U Team M ember is not returning to 
the city of origin. 
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• All flight approvals are to be sent t o Eleanor Daniels, with both the appropriate event code and out of 
policy reason (if applicable) selected. Trump U Team Members are responsible for following up i f their 
flight has not been approved within 24 hours, and may submit to April Neumann for approval in this 
instance. 

• In the event that the fare selected is significantly higher than the lowest logistical fare, Trump U Team 
M embers will be responsible for writing the reasoning in the "notes" area so that the traveler's logic is 
communicated to the approver. 

•Emergency Travel Contact: April Neuman 

Flight Notes 
•South West Airlines requires an individually specified flight search. South West does not 
permit Expedia to post their flight fares in the company of their competitors. 
• Trump U Team Members are not guaranteed the use of "preferred" airline carriers unless it 
falls within the set budget description. Employees and independent contractors may pay for 
the difference in order to fly on a pref erred carrier in certain, in limited instances. However, 
since airfares are good only on the day they are quoted according to airline policies, 
travelers are responsible for making immediate arrangements for payments in those limited 
instances. 

To book travel, go to: 
http://www.egencia.com/ 
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App, t l .,Ii ,:~ ; 1~1)1;t;-~;_, If i ;J~f,j \ f ill 

T ...i, ( '°"""1'~n ? '"-'' ' U aft ip~·· U) -., 1•"10;1> ,,....,,cc, A'tOf~l,l:,,J:<f')lr ,o . .. IO ....... ..., into-m:111,011 . ) OU 

-, b-? llot ~h• •eY>, .,."'., -do o,c;I " :t.·- 4f'I'"-~ ,.,,~•lo~"'' "'"• 

AU.IUC+-Ye M ~·~TOe..N>r RQV<tOD'" el.l!.AJ 4Cn ~\!:, ,,..,. GIST .-. i::e&F>Oti&& 
,...,...,." 11..0.Jnt; YOV ,~., ~nr ....,.,,, r1E.Jl~111 .• 
1- tl•'letOl\ oiwltC'•llotll O ·, .. - ';~ 

-Sotoei er ~•,o,,:~o•~-ir.· 
A,Q.N&..,n•n• ..,.,e ... ..,,,,,.,.-fA,,.• - .. ~,..~ _ ... 

E tt1.,.. .,..., ..... 

r;J,_· t!:~f<i'lo.~~·c.:.~ .. 

rJ t'.ti<i:-~ "'f'•i ,;-;s:; U ;--ai ,., ,.r !:~,':.r,io rm~ J~· · 

t ;;!;~~~~::~:·':t~~i,C!!tlic"~~.Y:~. ·~~i 

TRUMP\I~ 
-· U N I V t ll.S I T Y ~ 

Select "Eleanor 
Daniels" from the list 
of authorized 
approvers to 
approve the night. 

EJ!¥4¥¥lJ,iMfliM~a4,1 iii·fia 

... ,.~~ 

: EGENCiA TRU MP~'i • 
. UN I V: r ll tr l "T,Y --:;~ , 

; •• , .. ,,.,..,,~ .,,., o~ ... .....,,., 

~ .!1.'tS1k~ 2!ti£j..1'.~~ ... ,r~lCff.1.:;.~ ~ ~~ _.._..._1i~ t'?Mti1:P~'1~.:P..iis!1'~~ 
~~~··~i!• .... ,,~ .. =7-r.~ · · · · · · ~.-•. .: ... ,,:'_,•: •I ~if·.:::_....~~~.::.?·~~::~?:; 

A~pl:l","'! i:, fl. .1,;h f '..• f .·~ .i,!T i,i·t, 

' : 

'h"' e-.,-•~:' ,,.,...,;,, • . •"' •#-1>• IC:"'" I'°'"'·'"!"" Al\" ' " PP';,"'' t ·, .. ,..,_.,111 _.., _ _,;,. ... '1'" 
n.;1 t.:,c,1 d•II' 111<>-n~ ,...,"''' e10 1( ,1 •e~·•·" o;r,.i.-..,.lf '"~' ,., ...,,1'n•. 
U 1iu:,u ,t ,.rns , ~cto~, t- )~p1,,,.-., 
~ f 1i,11.1, t 1"""1'ot1;(ll~ •:ot• .. , '1,i..11\•1"t::"1 

EJ Wi1 <> \•,:!I i,v pr"<t .. 1!:h u~""I-J1•g .,. ,· .. - .. . ·-··· . " " . 
11.ll FU(~l!; Ml•Sl FIF. A.Pf'! r((·~r-, rs, F I.ENr.,p(:>,l'tlEl S ~ \'1)(1 (:,(')NQTGET Jl. llF,SFO>lS E 
·,'./'Mttl 12 l fO'-"I ~ • •Al ... ,As m ... ,,...,.,.\l. IO!''JIM,o.NN 

~--·-· _r---;_. !:::!;~~~ ....... . 
. . . .. .. . , ... .. 

: ~'"'!~" .M.: .... •; :~.~-M:,.:.:i-.::~~~:~:~·~-:,_~ 

Write any pe1tinent 
information for the 
approver in the 
"Comments" section. 

~;.;;;;.-·:r:z;:·;:. ... ;~;::!,~~~~ .~~.-=~=-~·:·.·::. ~~-~~;""7;=--. -·- :+i· • • ·~ ·-;r~:,,,..a;: ;;· ~ :~.J· ·, .. ~ ~:~..?:·:::r · :::::::ra::ttz.t:~~ 
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TRUMP\1.1 
UN I Y.' f l\: ·S IT Y ~ ------------------- --·-·-·--·-·----·- ---- - ---

l!,4.·· t"' -.;~~~f ~~:"-.4·,~~·.~~ 7 /'" 
~~~·( ( '·' \!,f~·~/ ii;i~·:; ; i a .. il o ;ii ·_ ... ... :. '_ ' .. _ . :;-J=t1l?;~:ti-

,,:·~r.~~""'tli!.<; :<.;,,"'1,)S~·t·l1~,.,,~:~ 

~";~~!;~:;;7~;;·~:; .:::;·~ :~;t.~::~~:;:')S.;.\;::!V:;1,;~I.~~;;;'.;;:,F~·~-:·:,; ... "', ,.,;, 
9 E n{er ·1n1n,::-, U"J'••,f!l'I' :11tormt,t1of\ _.._ , ____ ..,. , .... -,---·M- ~ ' ' 

.o:.t.1••:~T~ !'ir-1 · Uf 
:ltc,:,,i1T1Coon:i.~ - ?tog--.v:,t-o.;1:!ln«:..<U 
Salas Cr.0<<11Mt\r • :"..o'es.C'.«llld:l~o: 
Spt'Oll.:tl • Sptei.fff 'XM ~""'I:~· t.toc~J.1it' 
ec•c:'"':c""""'-'' Ea..•,a"~"~•·~· ·~·,u~----~,r,, ./• lie'-• jMirt.•uu. ~ ~y. 

0 1to0rJ11~ 
P1itt .)n::i .... ~ltlt--~ JIii"- i\,~ !"J3f:¥H+d tril ! ~(' Mol1t?4 t( ~cit 

0t :w•I H'lh tt ··1cr,:··¥¥ 

~ l t.::~~.U.l~: :!;~~:. • ~'..l"t..'4 
t~1t (, " ""'' "'-~ --,.,., •• ,.e-.Y .. 'l!.N>•,·--.. - •,-a, •:'!I,. •vl'l'.CH: u ~ ... ,........,. 

Select the 
appropriate 
category for the 
traveler. 

Select the appropriate campaign code for eventthat 
lhe Trump U Team Member is traveling "to." In the 
case lhat the Trump U Team Member is not 
!raveling to an event, select the carl'f)aign code 
CCl'responding to the event that the Trump U Team 
Member is coming "from: 
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---·------···----··-- ----TI\~M+f ~ 

{i;~;;:?1•~1~~1.•11i~~ 
~ gbt lit w Yotl (LG.-'\) too Kew Or1n tt• {Wi'l'l 
O t$ ft~· U#'! IX: <.GA;!}· V,'AA}':,IN t 'JIJlfY-(1 I~ ~ W i c.tc. .. ~•: 

• T:it lli9ii,, d<.H Ml o,'npfy~fO,.., eve.,~,-'-·"'., ..... _ ... !!:.lJ.,:Y 

OF · 6•:>1ay.1fu.1 •\' !~~AWb/~ a 1E ~ ' 'Uf>"'""' '"&ff'i-i~l t !,:,.,t 
(;( ·l w.il~11,; i,..,<, l,)~Q· 139...r, bu:.y 
0/, •Utc...,;fligti 
(0• :f:.,lt-.o;,(, ·~·• ru. ( b ,>t.t':" i.111::u.';r;~ 

Select a reason code (if applicable) as to why you 
are purchasing a ticket that is out of policy. 

--·-- .. ,_ -·-·--·--·-·· - -··---······ - ·- -·- --
tt,; .. .;,14~ ! '-C.! ('!,.J...U..'..:c::'.:.,::,U : ~,;,&;",1 I ..e.~ ... 

, ,) .. .,..,u,1 .. u . ,a...,....,,,,. ,,-~-..·•'fu,t.--•' "''""' '-~• -"~:...""! ,v~, ... ~~"" •• •,:,.;o.-., .... 

L~ .'!1~i1!:.·~;.,.,,AJ>n~·~.~ -,i: 
f:lifflll' NU/ Y•rk 1t.G.\J lo Hotv ono. ," (USY1 
I\JS rJ$11i! (),1) !'(,1 <t>n;f-J '-1\hf'.IUI !:')t~ ~l•t1$',clJ,-:::ey ~~f''JS! . 

• I ~ lll~ M•• !VA C.).-¥/~·~lr (UY~ah,it. --~~11R':I r.Ul(:UU: ~ •:\' 

Click "Send Approval Requesr to submit the Hight 
for approval and booking. 
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TRUMp\11 
UN I V E RS ITY~ 

i ... ,,, 
; EGENCIA 
! M! CH•,coa t, l"(, (:0"'" '"'"' 

- - ---·--·- - - ···-----

~.r;:-~ ; .::.:~hii~-~O:Hffiffi·''l>,.5a,f·'.!~ ::.'; ... IJ~~~!L~~-:::m9J!i"'~:~~-:~~-;.~f.:~ . .;;;.-;!;~.;.~: 
: ~C<~:.~:~ ... :-.~~;..1\~= .. ~~.;: ...... - ~ ... . .. . .. . .. . ·.c~:.r~t tCt li° :~~-.·~.tj";°it:{~~.f.f~1~~-

Y(>U1 i'ii}Pft:\t'>; :-t:-qht!-!tl w:.·:-. :;.~nt iv .,\.,;,.ir;s Nt-un,i:ln; ·1 
./ n,~~:HitMlll'• t ! 'l)Utfl'll »'IN~,:,19.,..-..;il id'nt. 

1111 .. r.:iMJ~..r(l~.st,.,r,<.;'I 

./ TN 1tll'l1'ffiv 1ni;;n11't;..{~ :u~ at: ~1T~" 1IO!;l6';-~:1i ""' .. " 1.-. u q1:U1 i s fA'.fV,W• dtllir.: 
..... t,l.,.,)IU>~.,,.:U"" .... "Y·-

' 

Q Res1sr\.-e~;,1hl 

WOl!fJy0<J"".t tot~~...,,r,,,,d1 &:1~,;1U'tt!.-) '1?1'fl~l;,;',1 e,.q,bnWt ~~ff lS'))14~ . \'.11 

G:::-~:::7:·:"''"" Click "Yes, I'd like to reserve High.I to choose a seat 
and secure Right options: 

Then dick "Reserve Flight." 

U~ ~ i.~ ... FQ-\1:~-=,ro:>l· ltk .. , . :-~-c ;;:- ~\ . ·'.;·: . , . . . . . · ~.~..;!:':-, · (: . .; ·. ~:r1';'.; ~'; .' .. /\·: . .. J ··:!: •. • .r •• !Jt. 
e\;.,:i~ :,::;i~N~,~~rt)_.~ ,-~;:.;~.:~ :·~;.~ :·~:: ,' l,1,- Vl-o,~ ,,. -er_,,, . . . . .., 
~~:~7;T.{::~~:.:,i.ts~J;4;:~:J.i\:;'~Ji:;':;)~j;~;[~:,~ :~::: · ·,. -,~~;21 .. ~, ; , ~1~;i~~:.:, 
j T.1fp Prhfi"·~nt,;·~ --; 
~':. •: ~ ": I ,:,,. :, , ~4~<'' V.ttl~~r : '6,n--:;$m tr,2;;,l ~t'b-'!"'tff .;;:-,; : (.fflf'l :ay;.~~f,•d::; ,.;p 

! fl>~.u:£.il'!1 

!G:,.:tti,~ 
~~WtlWi~liel"iteOO) .. ,"'(~f:fu~A;;:; 
ii,1 .. ._,1,_.,,u; ... ro,r~ 'i."'~-••:· ~ ~~..;., . .r1r.·in,'r ... 4t · · · 

:>.....i .6i~~): 

{\,) ·~lb :..e 't<Jt"'yf."'11 , ,....., .,. .. , , .. s.u, IV.,N""t· 

,.-. S4'1•-~t·~•~·-41o!.•'Cl'i., $.Hl\ot<">t.i111Wt ·~ t;,'~~ 

~~::..~~~~~~~ 
W'l• \ l » f,tl , •(.o(f. 

$p~#~,• ' •'II • !,~ .... 

0 i.2le.i~.:, ·-u..,,.., .;;.-;.,; u ,(\~~ 

~':.:<·it .... ~ .~ 

. ~ !·~ ~:,,. 
• • "'*....,, •:•r 1b1.r e,. 11t+;. " .. ..,, ,....i .-i,r; ,m•.: 

Cmt,.,.,.x,(OIIQCt. ·,,:,.!a<! 

: hMft-.y.:,r-,,i 

Check that all personal infoonaUon is 
correct: both phone numbers and 
frequent flyer numbers when 
applicable. 

Select the appropriate sea~ng 
preferences and choose whether or 
not you would like lo select yolX own 
seats. 

~jiC.tf'.:· :: .:;;:: ·-: :,.'!··.; :~;.:;:~:~;:;::;;.., ·,~,.:·.:· • ·:..:: '.,· ·i .· .;:~· :~> : .. : .. :.: :." ·. r:·r:.:<.:.: .:,;. :, · =.: :. \. ;: , ~;~'.~;,: :~·~.,;t:· :: .~·=· :: · ;:·r~ ·.;.~.;. ·::: !i :jlr. ,.-·: .. :·. :,.'.: .i.:~ • ~11(/f :: .. . ::~ 
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Jl t(•o~W~ 

flr'l•~r,,pt~,: 
J.IH'llaf ::,,".(0 

\~ -.·g,;v-~u:,,-. .. ::ct:'f':":':~il.""<'!:~,..'li ~ tu ~• W., :\.11'>! u :.et ;u"!-.e: w-;:a~! 't:,.~ ~"""-~: J t-.iH· 

~~;+.rr-r: .. ~ • ffe l!b'wt;-.1'/0n,..,.:.t; ttet;::ir"..;;,, , 

.;:i l'leH•~'k>nno,·.:wu.~ tt-
~~fr$';~~·40yi,·~il·~· -·····fl 

~ ,;~:...ACr1a1:i.,A~.at T1~1:i 

Ft.gt.I; Ui,w YQl r. (1..Gl\)to tt,wOilu M (USV) 
llv.l i'Sfl~ -~~ nol cvr..a-1 \'11:h r-·Jt U '.WIP,.V.-j $ :i-1 r<k flx.'t:.\.., , . 

• ~-a titj:t :!~S C)I CO~ ~)'«t~r,OIJ,,W'l(f~b tici t<kf 

~.!. I •s~·o,n;~:.'!t::..l:i, ~1 ~ 
~,., ut,•=· .....,,,.~, ... , • • .,.~ . .,:,,,..,....,.,1 ~'"""'*' ~ "" l t,<M • tt r- .. ., .... ..,.-"-.. ' 

; 
~~-~:-=;.~· 
? '.lA·~l>W : 

l {/. l'l', l ll(ff h UI IJ:t i 
! I ~ 0:;;,.p,cJn"'I : 
:1 ~ o..~u,ur. 

;~~:§i:~0 1 

~, 0~ )!~~ •t .i•"' ! 
i~~~ 
;~u,,••.tn•"te~t 
;~ c.t ~ " '4 "'' ' 
:oro~ c,,nM--'9Mll(I 
,fttA'.9fH':il1:)(4t -~ 
:.~tb .. bthtT'<•~ 

11ouc-'"'<';t,,..,,,~'"" 

c~ - ..... l>l.'c ~~= ~ti~~ J ·,ou'N;,I m,~ Dd(':ii'. ~.-.al rt!f..ir_ :.,.,.,to (l'M ... ~ 
Jlfafemwt~, (D~ 

@Zt:P Ct~ $;st;. 11>1',t~• tn.:I cm'li"i'.• ih~~.-~;F, ... "' ,...,e,,,_,,_ .. un"-... ~·.·=, ......... ,....,, 

Double-check ttlat all codes entered 
are correct and then click 'Continue.· 

Select preferred seats for each flight: 
1. Click on the seat of choice 
2. Click on "Select Seats for Next 
Flighf' 

'. l:J~t.U~l .. n't;.¢".il'.t: :4: 
i)W ;~~~~·.~7'}Tr-:~~:i:~F:~~::'~}[:1~~i1~Tffitf:~:rc!~R~70~'::-~0,;t.T~6r.~J:.!"?'F~:'f: 
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TRUMP~ff 
-------------- U N JV t R S. IT Y ~ 

~~,Ui"'~ 
H : ~.~;::,::: O; l 
H~ t.:::i.~-- l 
ti i, ~ ).11-# i..w. • 

~ ; ~~~~~ 
~I ~ G!)C,J, .. ,it;.,_ ! ii al,PM,t~... ! 
L ~ l/}lfl( f .. ,"'t-> ; 

'.! ,..,- ... ,,~ , 
~t$M'C.#ltn:"'t 

Se11i P i11poiHtnr 

O_c_~_o_o,_•_Y~_ur_••_.ts_ ~-'~-·~~-'-••_<_on_,d_s_·s_·t._• _________ ~-
(:!• l\'1:,.'t:.1'.:;.,.;i;.a,1,. ,....;o1 l,y1.$,;t,:TJ<"' ;,.• Yuu .... ,,., .. .... ~: .,.S.:ill':.,1,.,l 10,rao-.1 ,..,U. !,,1 q,;~J')t 

pJelit11rt>d ,~.u.. m11.-1,() 

. ..-.o<10U£~'1£1.«· ,.- j 1frl 
YV,¢,~cr. , · " ·•'"·'"~ tl!w(.,,,• • ·' ·l.'S\•tb1;,w<,·, •·h t (.6.) ~,;,: IHI( &.:ctru1xn.·~ ;~:.(t $«~,..-"'!•r ' 

H:~~~;~::.~;~: ·o~::::~=~ -'·- -----·-··----
··.>1. 1.·. l •.r,t• W• YW + ~ ....... ,.,.,.."'"~~butvt~Ucll\«911¥ilffift'thtil yOU1f•¥,1tM 

Click "Request Seats and Continue: 

'. G i.~\:t::'s:Z villl bf •011c,~"· 9ta-JI• to u.~:i--.TJ , :.- lf'r. u;:.,i,l'M-~ 'i'\lh f,+ ;ii...;:,9 t~ ;p«i~~ ?Sil 

--~;~~!i;~,~;!;:~;~i=~~1i! 
§~~~,::::·::: :::::::: ::::::: i-~tif 
r orq~J;,o,) 

... ~ ... _ -:··~ .. ~ ~~ -~r·.·.·er~~;.~~Tfu~! 
! """"-e)"'1Jl.# 'l't,1 .. , c-.o1ta•r,.,,t.,e.lte.1T~ld.ff \ ' ;--, u.uJ ... nM• kd>f1'tHlff»1",, "."11:I!~ 

j:M 1,~~1;;t1 :Si-:~. ·-·- ·~ 

I;';:=~;;~;\ / .. :,:·. . .. ··- ·· .. , ·-... ~ ·• · .. ·· ,..· .. . . ' ·.+ .··.· ~ .' 

E) S~-titv' r,c.Ufie.Jtiou nttltt!!l 

Plo::1 u;t:...~ )l't ~;,1,,u l~ ;,t.~·~MI t-t'NA<o.!Jm.,:;i-"1 tbM b6 Uflt. 

(Ill\, .. 

r.·a:ti~.~-~;;i::~t:·4 _;_~~:~·j··\·::~'fztt.::~~~;~:-+i~~~~ 
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·complete This Reservation Now. 
No Tickets Will Be Issued." 
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- -----····---- ---- ·-------

1s~1~.rr*Jk:·:;&1~i;;~1iJ~ · 
;:r~r 
,:i~1'a:~ 

, frt-'•Gh.r: 
.; 1t iuer;tr~· : 
·' I ttr; 
·: 5t,srt d .;:u ; : 

)tat•JS! 

Ap!'ll U.v"fft:11 
Nrre~ o,.:ut'4. l .:. 
fUif! t 
!40:\.thr/ 1s~Oec-·2.t.leJ 
~,~cv!d! 

&-.,01:co,1r~tt!~"\'.~.-t'Qt-•au~· 

TRUMP\I~ 
·--- - ------- UN IV f R 5 I T Y -~ 

Once travel has been approved, the 
traveler wil receive an email 
confirming. 

This email does not mean that the 
flight has been booked; ii only 
means that it has been approved. 

The traveler is still responsible for 
watching for his or her booking 
confirmation email. 

±i :; :U~~~:'.1:~1 .. ~!;:.,,;.b:;:_,;-;,bJ . ..:t;;.,:;,:;;;;:si:.1;J;;:.; -:- . · .~:,u. :(,.: < p:.~:~r:~~2;ru. 
l~ir.lC.:ntr'motk~ 
'ftra,. )1111 :c, boct,irq 'JC'.JI i (p ,;ilh f g,i<1,i;1 \':9,,. t,10:~ .C ~tr.'·~ ,,;-1;,, ro;)f 6- l'r~ I IJS>•~·~~).'l(o,~+O•\. 
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Once travel has bee11 approved, the 
approver wil book the ticket for the 
traveler. The traveler will then 
receive this email confirming the 
airline ticketing number and 
confirmation code. 

If the ticket is being booked on a 
credit, the traveler will have to 
monitor their email lo ensure that the 
ticket has in fact been booked. since 
the approver must work with an 
Egencia agent lo facilitate. 
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TRUMP\t~ 
·----- -------· UNIVERS.ITY ~ 

TRU.M .P 
UN'lVE R-S l TY 

MANDATORY DESKTOP BACKGROUND 

ALL TRUMP UNIVERSITY TEAM MEMBERS WILL BE REQUIRED TO HAVE THE BELOW IMAGE AS THEIR 
DESKTOP BACKGROUND AT ALL TRUMP UNIVERSITY EVENTS. PLEASE FOLLOW THE BELOW 
INSTRUCTIONS FOR SETIING THIS IMAGE AS YOUR DESKTOP BACKGROUND ON YOUR LAPTOP. 

1. Double cl ick t he attachment in the email to open the image, and save the image to your computer so 
that you can reference and set as your desktop background as necessary. 
2. Go into the start menu, in the lower left corner of your computer screen and click "My Computer." 
3. Locat e the "Cont ro l Panel" button and double click. 
4. Locat e the "Display" icon and double click. 
S. Click the "Desktop" tab. 
6. CIiek "Browse" and locate the Image that you just saved to your computer. 
7. Double click the image so that it appears on the computer icon in the popup box. 
8. Click "apply" and then click ''ok." 

The above image will now be your desktop background. 
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- -------------- ---·· 

TRUMP 
UNTVER.SlTY 

POST DATED CHECKS POLICY 

IN THE INSTANCE THAT A CHECK IS POST DATED, IT WILL BE CONSIDERED AS A PENDING SALE UNTIL THE 
DATE OF THE CHECK COMES TO FRUITION. 

PROCEDURE FOR DOCUMENTING A POST DATED CHECK* 

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

•A check's date should never be more than ten days in advance of the date that it is collected. 

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

•Postdated checks will be entered into the Final Event Synopsis Worksheet on the "Pending Summary" 
tab. Indicate in the "notes" section that a post dated check has been collected and list the date that it 
w ill be available to be deposited on. 

• All checks collected, must be entered into the dev. To enter a post dated check, select the check 
option as a form of payment. Enter all pertinent information, and then select the date from the 
calendar icon that corresponds with the date that is on the check. The check will not be counted as 
"cash collected" until the actual date that it is posted dated t o. 

•Team Members will not receive commission or bonuses off of a check received by a student, unless the 

check has cleared . 

.. ,n the case that any Of the above policies are not followed, the team member responsible will be 
formally written up. 
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·--------______________ !J\~¥.,.f ~ 

TRUMP 
UN IVE RS l TY 

RENTAL CAR POLICY 

PROGRAM COORDINATORS ARE RESPONSIBLE FOR BOOKING A RENTAL CAR CAPABLE OF HOLDING 
TEAM MEMBERS AND ALL EQUIPMENT, MARKETING MATERIALS, AND LUGGAGE FOR EACH PREVIEW. IF 
IT IS MORE COST EFFECTIVE FOR THE TEAM TO UTILIZE A RENTAL CAR FOR A FULFILLMENT OR RETREAT, 
EVENT PLANNER (ELEANOR DANIELS), WILL AUTHORIZE THAT A RENTAL CAR BE BOOKED ON THE 
FULFILLMENT/RETREAT ITINERARY. IT IS THEN THE PROGRAM COORDINATOR'S RESPONSIBILITY TO 
M AKE THE RESERVATION, UNLESS TH EY HAVE REQUESTED A RENTAL THROUGH THE LIVE EVENTS 
COORDINATOR (DENISE ONG). 

MAKING THE RESERVATION 
•Rental car reservations may be made w ith Avis either via phone (800.331.1551) or the 
Avis websit e (www.Avis.com). 
•.Program Coordinators must bo?k the rental car no sooner than the day before the first day of the 
campaign, with a return no later than the day after the last day of the campaign. 
• Program Coordinators are authorized to book the following vehicles for preview events, and are asked 
to make cost-effective choices: 

• Full Sized SUV 
•Mini Van 

• In the case that a car is authorized for a fu lfillment, and will only be utilized for airport pick-ups and 
drop-offs, t he Program Coordinator is authorized to book the following vehicles dependent upon the 
number of people and amount of luggage that will be transported. at any given t im.e: 

• Subcompact 
• Compact 
• Intermediate 
•St andard SUV 

• In the case that none of the above cars are available, the Program Coordinator is responsible for 
contacting t he Live Events Coordinator (Denise Ong) to discuss options. 
•If at any time a Program Coordinator books a specialty vehicle (Hummer, convertible, sports car etc.) 
without prior authorization from the Live Events Coordinator (Denise Ong), the Program Coordinator will 
be held responsible for the difference between the specialty rate and the rate of the car that should 
have been bool~ed for that particular event. 
• If at any t ime a second car is necessary, due to a facility not having either a full sized SUV or minivan 
available, the Program Coordinator m ust receive prior approval from the Live Events Coordinator 
(Denise Ong) for an additional team memberto book a rental car. 
•A Program Coordinator should NEVER give their GEB (Global Elect ronic Bill ing Numberl t o any other 
team member or anyone else at any point. 
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PICKING UP THE RENTAL CAR 

•Trump U Team Members must have a valid Driver's License in order to pick up a rental car 
• It is not necessary for Trump U Team Members to accept any of the insurance options offered at the 
Avis counter, as all Team Members are all covered under Trump University's corporate insurance policy. 
•Trump U Team Members are now permitted to select the prepaid gas option with Avis and bill prepaid 
gas to Trump University. Any Trump U Team Member picking up a rental car, is responsible for 
confirming that the prepaid option has indeed been posted to the account. 
• In the case that a Team Member does NOT select the prepaid gas option, and returns the rental car 
with less than a full tank of gas, the charges will be deducted from the responsible Team Member's next 
expense check. 
•In t he case that a Team Member does NOT choose the prepaid option, the Team Member may expense 
gas by submitting a gas receipt along with their expense report for that particular event. 
•Trump U Team Members are not permitted to rent a GPS unit, since all PCs have been outfitted with 
their own personal GPS. In the case that a GPS unit is not working properly, the Program Coordinator is 
responsible for contacting the Live Events Coordinator (Denise Ong). 

RENTAL CARS AT EVENTS 

• As a reminder, as per the Program Coordinator Tipping Policy, Program Coordinators are required to 
reference the Spec Sheet sent by the Event Planner (Eleanor Daniels) to see what parking arrangements 
have been setup for the team vehicle. (For example: complimentary self park, etc.) 
•Trump U Team Members may utilize the Avis EZPass that comes with some of the Avis vehicles for tolls 
to be billed directly t o Trump University. TU will pay the administrative fee involved. Program 
Coordinators are responsible for double checking that the administrative fee is only billed for the days 
that the Avis EZPass is physically utilized. 

RETURNING THE RENTAL CAR 
•In the case that a Trump U Team Member does not choose the prepaid gas option and returns the car 
without a full tank of gas, the charges will be deducted from the Team Member's next expense check. 
•All Team M embers are responsible for obtaining either an electronic or paper receipt in order to 
review charges and be sure that the charges posted are correct. If they are not correct, the Team 
Member is responsible for working out the incorrect charges with Avis. Trump U Team M embers will be 
held personally responsible for any additional days that the car is rented for outside of the day before 
and day after the event, in addition t o gas other than the prepaid option. 

EXTENUATING CIRCUMSTANCES 
• In the case that there are any extenuating circumstances relevant to any of the above, they must be 
immediately communicated to the Live Events Coordinator (Denise Ong). 
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TRUMP INSTITUTE STUDENT POLICY 

THE FOLLOWING ALLOWANCE IS GRANTED FOR STUDENTS THAT HAVE PREVIOUSLY ATTENDED A 
TRUMP INSTITUTE TRAINING AND ARE INTERESTED IN ATIENDING TRUMP UNIVERSITY'S PROFIT FROM 

REAL ESTATE WORKSHOP. 

Trump Institut e students attending preview events who have previously attended a Trump Institute 
training may attend Trump University's Profit From Real Estate training for the price of $747.50 (50% 

off), if accompanied by either a receipt from Tl or a Tl enrollment form*. 

* A copy of this documentation must accompany the TU enrollment form in order for the sale to count 
towards the conversion percentage. 

*" Under no circumstances should this allowance ever be communicated from the stage or built into a 
presentation. 
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TRUMP UNIVERSITY RULES OF ENGAGEMENT 

TO ALL EMPLOYEES, MENTORS, COACHES, SPEAKERS AND CONTRACTORS HAVING CONTACT WITH 
TRUMP UNIVERSITY CUSTOMERS (ATIENDEES AND BUYERS): 
You are expected to act in a professional, courteous manner and avoid even the implication of 
Im propriety. 
You are ambassadors of the Trump University brand and are thus: 

• Prohibited from using illegal drugs at any time 

• Prohibited from buying alcohol for students/cl ients at any t ime 

• Prohibited fr.om fraternizing with other em ployees 

• Prohibited from fraternizing with clients 

Proper dress attire is required. 
You are only authorized to offer courses, products and services as are set forth by Trump University and 
you may not offer any other programs or investments to students under any circumstance. 
Pricing is est ablished by Trump University and you may not change or modify pricing without prior 

approval. . 
TU presentations must be approved in advance and you may not change or modify presentation/slides 
without prior approval. 
You are specifically prohibited from speaking with any journalist, reporter, author, blogger, newspaper, 
or media outlet with regards to Trump University, Trump Organizat ion or Mr. Trump. 
Client/customer information Is confidential and proprietary and you are specifically prohibited from 
compiling customer lists or data for any purpose. 
Trump University makes no earning claims. Accordingly, you are prohibited from directly or indirectly 
advising any client/customer o f any likelihood of success. 
Product/service offerings must be accurately presented. 
You many not share a personal story or testimonial unless and until appropriate documentation in 
support has been provided to TU and the story/testimonial has been approved in advance. 
You may not directly or indirectly imply that you have purchased and/or used HJ products/services 
unless that statement is true. 
You may not directly or indirectly imply that TU or Mr. Trump endorses any third-party offer, investment 

opportunity, etc. 
You are urged to use your common sense and business judgment to determine whether the purchase of 
TU products and/or services is appropriate for the particular customer. 

Violation of these policies may result, depending on the circumstance and in TU's di.scretion, in a fine, 
suspension, probation or termination. 
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EVENT BOOKING SOP 

THE STANDA RD OPERATING PROCEDURE FOR SOURCING, CONTRACTING, AND PIAN NI NG 

TRUMP UNIVERSITY SEMINARS, FULFILLMENTS, WORKSHOPS, AND RETREATS. 

A. M ar ket Analysis 

1. Review past region/market history and analysis from Dev to ensure w hich cities to revisit or not 
to revisit (Salma Jam, Event Planning Manager (EPM)). 

a. See Sample Attachment 1 
2. Check competitors schedule t o ensure no schedul ing conflicts (Sal ma Jalil, EPM). 

a. www.richdadeducation.com 
b. www.robertalleninstitute.com 

3. Capture each cities AHi (average household income) and population (Salma Jalil, EPM). 
a. www.citydata.com 
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4. Create ideal layout fo r perspective region / market based on above (Salma Jali l, EPM). 
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8. Hotel Sourcing 

1. Based on history and meeting space requirements- source hotel/venues (Diana Early, Event 
Planner). 

2. Once meeting space is placed on hold, send out layout of spread with a Google map link to 
Operations/Marketing Team, including AHi information and area population (Diana Early, Event 
Planner). 

3. Once layout is approved, contact hotels and inform them that EPM will reach out to them 
directly to contract meeting space (Diana Early, Event Planner). 

4. Provide EPM with hotel contact information sheet that includes hotel/venue address, 
negotiated meeting space and room rental (Diana Early, Event Planner). 

C. Contracting 

1. Send contracting email to hotel/venue securing meeting space and confirming general meeting 
details (Salma Jalil, EPM). 

2. Request meeting space contract/ addendum and venue credit card authorization from within 
48 hour timeframe (Salma Jalil, EPM). 

3. Once all documents are in hand, obtain authorization signature (Steven Matejek, Controller). 

D. Enter Event into Database for Population on Trump University Website 

1. Enter all event information into database for population on Trump University website (Sa Ima 

Jalil, EPM). 

2. Request approval from Michael Sexton, President to push live (Sa Ima Jalil, EPM). 

3. Michael Sexton reviews and pushes event live on website (Michael Sexton, President). 

4. Event is reviewed for accuracy once live (Sa Ima Jalil, EPM). 

E. Event Details 

1. Introduction email sent from EPM to Eleanor Daniels, Event Planner, informing venue/ hotel 
that she will be the contact moving forward providing all event logistics and details 

2. EP emails venue/ hotel contact with meeting specifications, event estimate, any applicable 
hotel award points, and request for sleeping rooms (if applicable) 

3. Banquet Event Orders (BED), meeting room diagrams, and any other relevant documentation of 
venue/ hotel collected and confirmed by EP prior to event date 

4. Itineraries created for each campaign, includes team contact information, event locations, 
sleeping room reservations, travel flight information, ground transportation options, and 
Workshop location with assigned speaker. This is sent out via email from EP each Wednesday 
prior to a Preview event(s) week. Also sent via ''You Send It" are the campaign Direct Mail and 
Print Ads. 

a. See Sample Attachment - Preview Itinerary 
5. Itineraries created for each campaign, includes team contact information, event locations, 

sleeping room reservations, travel flight information, and ground transportation options. This is 
sent out via email from EP each Monday prior to a Workshop or Retreat event(s). 

a. See Sample Attachment - Workshop Itinerary 

Private & Confidential • Page 73 

CONFIDENTIAL 

TU 53006 



Case 3:13-cv-02519-GPC-WVG   Document 212-1   Filed 05/31/16   Page 75 of 92

--------·-····-- ·------- ___ _____ TI\VMr~ 
6. Event Specifications created from event details and confirmed with hotel contact sent to 

Program Coordinat or (PC) by EP on Friday prior to t he Previews and Wednesday p rior to the 
Workshop and or Retreats 

a. See Sample Attachment - Preview Event Specifications 
b. See Sample Attachment - Workshop/Retreat Event Specifications 

F. M arketing 

1. Once campaign locations have been confirmed, exact locations and event times are sent 
from Events (Salm a Jalil, EPM) to Marketing (Josef Katz, VP of Marketing). 

2. All direct mail and prin t ads are reviewed for location and date accuracy (Salm a Jalil, EPM). 
G. Reconciliation 

1. All event bills sent directly to Accounting, (Marcia Betances, Accounts Payable) for proper 
d istribution. 

2. Credit Card bills reviewed ( Denise Ong, live Event s Coordinator (LEC)), ensuring back up 
signed by PC matches total charged on credit card. 

3. All Direct Bill reviewed (Denise Ong, LEC), ensuring back up signed by PC matches total 
charged on bill. 

4. Direct Bill then given to (Salma Jalil, EPM) for review 

5. Direct Bill and credit card bills then passed off to April Neumann, Director of Operations 
(DO), for final review and sign off. 

Sa mple Attachment: Preview Itinerary· (See example below) 

PREI • Preview - Chicago, IL 
September 27. 30, 2009 

Event Code: SEM_PFF-200909276 
Expected Attendee with Guests: 300 
Sales Goals 

• First Goal 1 - Over 35 sales 
Second Goal - Over 4Ssales 

Event Staffing: 

Program Coordinator 

Sales Coordinator Noah Harris 

Sales Coordinator Damian Pell 

Event Locations 
Chicago M arriott Oak Brook 
1401 West 22nd Street 
Oak Brook, IL 60523 

Sunday, Sep 27, 2009 
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630-573-8555 

Renaissance Schaumburg Hot el & Convention Center 
1551 N. Thoreau Drive 

Schaumb urg, IL 60173 
847-303-4100 

Hilton Oak Law n Hot el 
9333 South Cicero Avenue 

Oak Lawn, IL 60453 

708-229-8850 

Renaissance Schaumburg Hotel & Convention Center 

1551 N. Thoreau Drive 
Schaumburg, IL 60173 

847-303-4100 

Sleeping Accommodation 
Chicago M arriott Oak Brook 
1401 West 22nd Street 

Oak Brook, IL 60523 
630-573-8555 

Monday, Sep 28, 2009 

Tuesday, Sep 29, 2009 

Wednesday, Sep 30, 2009 

Check In: Sunday, Sept ember 27 (UNLESS OTHERWISE STATED) 
Check Out: Wednesday, September 30 

. . , . 

Page Sadl ier 

Noah Harris 

Damian Pell 
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Renaissance Schaumburg Hotel & Convention Center 
1551 N. Thoreau Drive 
Schaumburg, IL 60173 
847-303-4100 

Check In: Wednesday, September 30 
Check Out: Thursday, October 1 

Noah Harris 

Damian Pell 

Flights 

.,. , ! , 
'1 Arrivals t"r~ . t I : ~ "; I :f L' v _:".-

John Jamieson PENDING 

Page Sadlier Sun, Sept, 27 - 7:45 AM 

Noah Harris Sun, Sept, 27 - 9:50 AM 

Damian Pell Sun, Sept, 27 -10:36 AM 

Ground Transportation Options 

e~rttjre~< i· , I '; · i ' -, · : .: 
• ' ' ,., .. [}, _,, ,I .. • }• . • - I I 

Thurs, Oct 1 - 6:50 am 
Thurs, Oct 1 - 9:49 AM 

Thurs, Oct 1-8:00 AM 

Thurs, Oct 1 - 7:00 AM 

Page - Please pick up the rental car at t he Car Rental desk within ORD and make your way to t he Chicago 
Marriott Oak Brook. Please facilitate your t eam members as much as possible with their ground 
t ransportation needs to and from ORD, 

. f Ir P;rriv~I Prices Arriv'al Notes ,I, ;' Depart~rei Departure Notes : 1 

. J· I ' I pl ,. ., ' . I I I •·. . _ _ 1 1 
• • _ 1 • r C1:;S ,, • .. ~- j 

-, ' ' - . ' -
GO 
Airport 
Shuttle 

Taxi 

$26 

$27 

Please arrange your pick $27 
up 24 hours in advance 
of arrival by going on line 
at 
www.goairportshuttle.co . 
m. 
This is the typical $65 
minimum charge - Please 
share taxi r ides if possible 

Please arrange your pick up 24 hours in 
advance o f departure by going on l ine 
at www,gg11jrportshuttle.com. 

This is the typical minimum charge -
Please share taxi rides if possible 

* *:*1>1ias~i fii:icisii)iffe:rriost:~6·st'.ef.f~i tive ·and ai,prQpri~te method of iransi>ortafion frqm i:fi:~: grid 
~briv~j·~~r.ex:jj~li~:}~P.!:>.i\i,~illl§ ~fos~:cii:eckid ~it ~ t iiese oj)tioh; as~a p6irit" cif ret~r'J'rii:'~>:~f . 

Chicago, IL - Workshop Information (October 9-11, 2009) 

Oak Brook Hills Marriott Resort 
3500 Midwest Road 
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Oak Brook, IL 60523 
630-850-5555 

Distances from PREI-Orientation events 
" Mileage and Travel Time 

Chicago Marriott Oak Brook 2.5 miles - 6 minutes 

Renaissance Schaumburg Hotel & 21.9 miles - 33 minutes 

Convention Center 

Hilton Oak Lawn Hotel 20.2 miles - 29 minut es 

Renaissance Schaumburg Hotel & 21.9 miles - 33 minutes 
Convention Center 
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Sample Attachment: Workshop Itinerary· (See example below) 
PREI - Workshop - Chicago, IL 

October 9·11, 2009 

Event Code: RTRFTF-200910098 

Expected Attendee with Guests: 34 

Minimum Sales Goal: $85,000 ($2500 per head: 75% cash collected) 

Event Staffing: 

Program Coordinator Chr isty Duckett 

Sales Coordinator Damian Pell 

Sales Coordinator Scott Leitzel! 

Event Location and Sleeping Accommodation 

Oakbrook Marriott 

3500 Midwest Road 

Oakbrook, IL 60523 
630-850-5555 

Check In: Thursday, October 8(UNLESS OTHERWISE STATED) 
Check Out: Monday, October 12 (UNLESS OTHERWISE STATED) 

(CHECK OUT SUN - LATE C/0) 
Damian Pell 

Scott Leitzell . 

Flights 

' ' ' Arrivals" ;," . ' Departures ;: ... " 
Gerald Martin Thurs, Oct 8- 2:35 PM Mon, Oct 12 - 7 :00 AMM 

Christy Duckett Thurs, Oct 8- 10:20 AM Sun, Oct 11 - 7:25 PM 
(MOW) (MDW) 

Damian Pell Thurs, Oct 8- 8:30 PM Mon, Oct 12 - 7:00 AM 

Scott Leitzel! Thurs, Oct 8- 7:58 PM Mon, Oct 12-6:55 AM 

Ground Transportation Options 
Arrivals and Departures- Transportation to and from Chicago O'Hare International Airport (ORD): 

This is the typical minimum charge - Please share taxi rides if 
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~[__~-----~--~---- -----tl-~-o_s_s_ib_le ___ ______ _ _________ ~.~ 
[Hotel Shuttle N/A _ ==:J 

f~~~_l)le~se\:.h.oose J he .irw st CQSt effective and :·appr9priat~ l'.)'.lettrQdQ( f r~_ns'.)tort~t i9i(Jri:im)h~~fod 
allove.-Y~lf.r; expense report will b·e cross ch.ecked.witti thes·e optk>ri; as.~ .pQini o( r.ef~re~ce.~.'.~{*-

Sample Attachment: Preview Event Specifications (page 1) - (See example below) 
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-Venue 
Event.Date . . 

' 
•.. ·.. .. 'ividnciay; ciec~nilier 1 .. · ·· 

Event Tline(s) · .. · .. :: 

M eeting Room Name 

Square Footage o f Meeting Room 

Ceiling Height 

Obstructions (Pillars, etc.) 

Onsite Banquet captain for Event Day? 
(NAME) 

Audio Visual Onsite for Event Day 
(NAME) 

Received Diagram [YES/NO) 

Parking Fee 

Parking Fee Waived for Staff 

In Coming Boxes 

Who t o be Notified of Boxes To Ship Out? 
(NAME) 

Projection Type (FRONT OR REAR) 

State Flag, US Flag & Plants Available 
(YES/NO) 

Pens & Pads In Room Confirmed 

Water Station Set Outside Confirmed 

Fire Drills or extenuating circumstances 
scheduled on event date? 

"!leeting Room To Be Completely Set By 

Who should we talk t o for Zero Out 
Balance (NAME) 

Riviera 1 and 2 

2400 sq ft 

12 ft 

NONE 

Sylvia Maynard 

RJLong 

YES 

$7 daily for event attendees 

1 Complimentary Parking pass 
for TU onslte 

Boxes will be sent to hotel: 
ATT Guest/Susan 
Morrison/Trump University 

Steve Piele 

FRONT 

YES (FLAGS - PLANTS IF 
AVAILABLE) 

YES 

YES 

NONE 

10:00AM 

St eve Piele 

. . ~ciliday Inn Sun Spre~ ·Resort • .. . · ·.-.-~ ~-_-_-

Marlin Ballroom 

2100 sq ft 

16ft 

1 Pillar in the center 

Shelley Mitchell 

Roger 

YES 

complimentary parking for event 
attendees 

Complimentary parking for event 
attendees 

Boxes will be sent to hotel: 
ATT Guest/Susan Morrison/Trump 
University 

Shelley Mitchell 

The projector is attached to wall for 
front projection as shown to you on 
diagram sent via email. 

YES (US FLAGSONLY) 

YES 

YES 

NONE 

10:00 AM 

12/07/09 BY 5PM 

Please indicate how our final bill will be 
paid - CC or Direct Bill 

CC- Bay Front Tower • $ 107.00 cc 

Sleeping Rooms Confirmed (room and tax $O.OO 
to master) 

Booking Contact 

CSM Email 

Steve Piele ......... 
N/A 

-· ·. -- \ :_40;. . .. 

Shelly Mitchell 
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MEDIA GUIDELINES 
INTHE CASE THAT YOU ARE APPROACHED BY A REPORTER, THE MEDIA GUIDELINES BELOW M UST 

BE FOLLOWED. UNDER NO CIRCUMSTANCES SHOULD A TRUMP UNIVERSITY TEAM MEMBER EVER 

SPEAK TO THE MEDIA OTHER THAN TO INFORM THEM OF THE APPROPRIATE CONTACT AT THE 

CORPORATE OFFICE. 

1. Politely inform the reporter t hat you are not an authorized media spokesperson. Ask for the 
reporter's name, media organization, phone number and deadline. 

a. Pull their registration card and writ e "Media Contact" on the top. 
b. Immediat ely email Josef Katz media informat ion including name, media affiliation and 

phone number, and cc April Neumann and Michael Sexton. 
2. If they persist, say " I'm sorry all of your questions can be addressed by our authorized 

spokesperson." 
3. Send t he reporter's regist ration card to the office with their business card stapled to it, if 

possible. 

Remember: 
A Trump University Associate or TU Independent Contractor is not at liberty to answer any 
questions from a reporter. The reporter should be referred to t he proper media spokesperson. 

• No matter how much confidence you have in Trump University, you should not say anything. 
Remember, professionalism and courtesy gets you a long way. 

• Never assume t he conversation is off the record. 
Reporters are rarely on your side and they are not sympathetic. 

• Once reporters are present it no longer matters w hy they are there. 
Expect to be scrutinized. 

• You can only control what you are capable of controlling. 
• Use property r ights as leverage: Trump University leases a portion of the hotel's private 

property; therefore, Trump University controls that space: 
•Trump University reserves t he right to disallow video or audio recording during any 
event. 

• A Trump University Associate or Independent Contractor does not have the right to take or hold 
a reporter's private property. 

If a problem arises, immediately contact April Neumann. 
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TIPS: 
• You don't have to deliver what the reporter wants. 
• Once reporters are present it no longer matters why they are there. 
• Expect to be scrutinized. 
• Reporters are rarely on your side and they are not sympathetic. 

Never assume the conversation is off the record. 
• A Trump University Associate or TU Independent Contractor is not at liberty to answer any 

questions from a reporter. The reporter should be referred to the proper media spokesperson. 
• No matter how much confidence you have in Trump Universi ty, you should not say anything. 

Reporters use hidden cameras, placing them at odd angles in order to show a candid response, 
and the interviewee appears nervous and I or caught off guard. 
You can only cont rol what you are capable of controlling. 

• Remember, courtesy gets you a long way. 

PROPERTY RIGHTS: 
• Use property r ights as leverage. 

Trump University leases a portion of the hotel's private property; therefore, Trump University 
controls t hat space. 
Trump University reserves the right to d isallow video or audio recording during any event. It is 
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. 

• If a problem arises, immediately contact the appropriate media spokesperson and/ or Michael 
Sexton. 
Notify the hotel manager if t he reporter insists on entering the facility. 

• The hotel has the right to ask a reporter to leave the premises. 
• Hotel staff should escort reporters to the exit, not a Trump University Associate or Independent 

Contractor. 

ATIORNEY GENERAL: 
• If an attorney general arrives on the scene, contact April Neumann immediat ely. 

By law, you do not have to show them any personal information unless they present a warrant; 
however, you are expected to be courteous. 
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------ ·--- --- --- -----

TRU.MP 
U- N I V .E R S 1° T Y 

SOLICITOR GUIDELINES 

WHEN A SOLICITOR ATIENDS AN EVENT (USUALLY MARKED BY A FAIRLY LARGE STACK OF 
BRIGHTLY COLORED FLYERS) THE FOLLOWING PROTOCOL SHOULD BE FOLLOWED: 

1. If t he solicitor is act ively handing out flyers, have one of the Sales Coordinator's walk up to 
the solicitor and verbalize that we have paid for the space obtained and that that soliciting Is 
not allowed. 

2. Notify the front desk, front desk manager, and security that there are solicitors on property. 
Give t hem a description of the solicitor. 

3. Scan or fax t he solicitor's card to corporate so t hat t he issue may be handled further. 

4. Check the ladies and gentleman's restrooms for flyers. 

5. Check the parking lot for flyers. 

6. Keep an eye on the hallway around sales time to diffuse any groups that may congregate for 
other purposes than discussing Trump University products. 
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TRUMP,a~ 
·- - - - UN JY. E R S. ITV ~ - - --···-----·------ --

TRUMP 
U ·NT V'E RS l ·T Y 

DISRUPTIVE STUDENT PROCEDURE 

IN THE CASE THAT A STU DENT GETS OUT OF HAND DURING ClASS TIME, A TRUMP UTEAM 
MEMBER SHOULD IMMEDIATELY CALL APRIL NEUMANN AND PRESENT 
THE PROBLEM. UPON THE RESULT OF THE CONVERSATION, THE TEAM MAY BE INSTRUCTED TO 
FOLLOW THE STEPS BELOW: 

1. Quietly ask the student to speak with him/her outside the meeting room, taking care to keep 
tones friendly as to not disrupt the remainder of the class. 

1. Explain the issue to the student outside of the meeting room and evaluate whether or not the 

student is able to sit through the rest of the class (willingly) without disrupting the other 

students. 

2. In the case that the student is not fit to return t o class, the team member will take the course of 

action that he/she was instructed to take in speaking with April Neumann. 

4. The staff member that dealt with the disruptive student must email a detailed report of the 
occurrence to aneumann@trumpuniversity.com as soon as possible. 
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·-------· 1J~N.¥.l~ 

TRUM .. P 
UN!VER.S1TY 

3 DAY TRAINING PHOTO PROCEDURE 

STU DENT PHOTOS WILL BE TAKEN AT ALL TRUM P UNIVERSITY 3-DAY FULFILLMENTS, TO BE USED FOR 

ONE-ON-ONE ANO COMPLIANCE PURPOSES. ALL PHOTOS WILL BE SENT TO THE OFFICE VIA 

YOUSENDIT.COM WITHIN 48 HOURS OF THE CU LMINATION OFTHE FULFILLMENT EVENT. 

Note: If at any time a student refuses to have their picture taken, the Program Coordinator will utilize a 
picture of the Trump Logo and write the student's name on the photo. 

PHOTOS SHOULD BE TAKEN IN THE FOLLOWING MANNER: 

• Student s attending three day trainings will have t heir photo taken at registration by the designated 
staff photographer. Students must w ear their name tags in t heir photos so that the student's riame is 

clearly posted in the picture. 

PHOTOS SHOULD BE UTILIZED IN THE FOLLOWING MANNER: 

• Each student's photo will be printed in a 4 x6 size and used on photo boards that are utilized to display 
the various Success Teams at an event. The photos are then taken down, and attached to each 

attendee's Student Profile Sheet at the end of Day 1 when they are handing in to the team. 
PHOTOS WILL BE FILED IN THE FOLLOWING MANNER: 

• All st udent photos from each event will be compressed into a "Student Photo" file, and uploaded via 
YouSendlt.Com and sent to dong@trumpuniversity.com and aneumano@trumpuniversi ty.com, so that 
they can be downloaded onto the shared server. 

• Upon receipt, the photo file w i ll be labeled appropriate ly and placed in the folder marked "Student 
Photos." Denise w ill create a folder labeled with the event code within the ''Student Photos" folder so 

that it may be easily referenced by Brad or Lilly in the instance of a chargeback. 

*Program Coordinators are responsible for labeling any photos of students whose name badge cannot 

be clear ly read, before compressing and sending to the office. 
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TRUMP\Jft 
. lJNJY.fR SIT Y ~ 

~

· . · . 
,. )· . . 

·r' 

TRUMP 
UN (V:E RSI TY 

SURVEY POLICY & PROCEDURE 

AS STATED IN THE FINAL EVENT PAPERWORK PROCEDURE, ALL SURVEYS MUST BE RECEIVED BY 

CORPORATE ON THE SECOND BUSINESS DAY FOLLOWING AN EVENT. ALL SURVEYS ARE TO BE SENT: 

ATTN: LILIANA HERNANDEZ, 40 WALL STREET 32No FLOOR, NEW YORK, NY 10005. THE FOLLOWING 
PROCEDURE WILL TAKE PLACE ONCE THE SURVEYS ARE RECEIVED. 

PLEASE NOTE: SURVEY ANALYSES ARE NOTTO BE COMPLETED BY THE PROGRAM COORDINATOR. 
PROGRAM COORDINATORS MAY ATTACH A POST-IT NOTE TO MAKE REFERENCE TO SPECIFIC 
COMMENTS OR TO COMMUNICATE THAT SOMETHING SPECIFIC NEEDS TO BE FOLLOWED UP ON, 
BEFORE GROUPING SURVEYS TOGETHER AND MAILING OFF TO LILY. 

SURVEY PROCEDURE 

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

1. Liliana Hernandez (Accounting) w ill pass all surveys onto Denise Ong (Live Event s Coordinator) 

for survey analysis. Denise will compile the survey analysis, using the Master Survey Analysis as 

a template, which is inclusive of the top sheet of the Final Event Synopsis. 

2. Denise will email t he completed survey analysis to the Event Report Distribution List and the 

team reviewed on the surveys. 

3. Denise will pass all surveys onto Brad Schneider (Customer Service) with the survey analysis 

stapled and clipped at the top of the pi le. Brad will review and address any pertinent issues with 

the Customer Support Team and Client Advisors. 

4 . Brad Schneider will pass surveys onto April Neumann (Director of Operations). April will review 

and address any pertinent issues with the Program Coordinator, Sales Coordinators, and 

Speakers. Any scores of less than 90% will be deemed below standards and addressed through 

a mandated post-conference call with the team to review compliance and event expectations. 

S. April Neumann will return surveys to Denise Ong to be filed accordingly. 
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TRUMP\lft 
- UN ·lY. flt S l TY ~ 

TRUMP 
U ·N IVERS IT Y 

RECORDING PROCEDURE 
ALL TRUMP UNIVERSITY SEMINARS, FULFILLMENTS, WORKSHOPS, RETREATS AND OTHER 
EVENTS WILL BE RECORDED FOR COMPLIANCE AND TRAINING PURPOSES. ALL SESSIONS WILL 

BE RECORDED DIRECTLY THROUGH THE MIXER TO ENSURE THE HIGHEST FEASIBLE SOUND 

QUALITY FOR TRANSCRIPTION AND AUDIBILITY PURPOSES. ALL TRUMP UNIVERSITY EVENTS 

SHALL BE RECORDED IN THE FO LLOWING MANNER: 

90-MINUTE PREVIEW; PROFIT FROM REAL ESTATE: FREE ORIENTATION 

• ALL preview sessions are to be recorded separately and labeled appropriately. Rename 

recordings util izing the standard preview recording format : "EVENT CODE-CITY-LAST 

NAME OF SPEAKER" 

E.g. Change from "WS116623.WMA" to "SEMPFF20090909A-NEW YORK-GOFF" 

• Orientation sessions given at t he culmination of preview events must be recorded with 

its corresponding preview session for compliance purposes. Orientation speakers must 

use the microphone, rega rdless of the number of student s at orientation. Rename 

recordings ut ilizing the standard preview record ing form at: "EVENT CODE_CITY-LAST 

NAME OF SPEAKER" 

E.g. "WS116623.WMA" to "SEMPFJ:20090909A-NEW YORK-GOFF- ORIENTATION.WMA" 

In the instance t hat someone other than the speaker presents the orientation portion, 
please label appropriately using the standa rd preview recording format and adding the 

last name of t he orientat ion speaker: "EVENT CODE_CITY· LAST NAME OF SPEAl<ER+LAST 
NAME OF ORIENTATION SPEAKER-ORIENTATION." 

E.g. "WS116623.WMA" to "SEMPFF20090909A-NEW YORK-GOFF+BRINKMAN

ORIEN.TATION." 

• Any 90-minute preview that is being presented by a new LIT (Lecturer in Training) is t o 

be immediately emailed to aneumann@trumpuniversity.com and 

dong@trumpuniversity.com via "Yousendit .com" and labeled appropriately (see above 

for standard preview recording format ) with the conversion for that session on t he 

sub ject line. 

E.g. Subject: "SEMPFF20090909A·NEW YORK-I.IT-7%." 
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• All preview and orientation sessions are to be sent to dong@trumpuniversity.com for 

posting on the shared server within 12 hours of the culmination of the preview session. 

• Program Coordinat ors are responsible for imm ediately emailing any sessions containing 

questionable mat erial with an explanation to aneumann@t rumpuniversity.com and 

dong@tru':'puniversity.com. This refers to any material that encompasses, but is not 

necessarily lim ited to the below: 

o Testimonials t hat are associated with any other courses or programs 

Example: A speaker uses a testimonial of a student that was theirs before they 

worked for Trump University, and implies that it is a TU student that has gone 

through the Fast Track to Foreclosure training. 

o Guarantees implying success will be claimed 

Example: "If you attend this training, you will be able to make $10k within the 
next 60 days." 

o Price drops t hat.are reflected incorrectly 

Example: "After you walk out that door today, the price on this program is going 
to jump from $1495 to $1995. This is an event price only." 

o Shortage closes 

Example: "The first four of you to sign up will get this as an extra bonus" or "We 
only have five spots left today for this training." 

3 DAY TRAININGS: FU LFILLMENTS, WORKSHOPS, RETREATS AND OTHER EVENTS 
TO INCLUDE PROFIT FROM REAL ESTATE WORKSHOPS. ALL ADVANCED TRAINING RETREATS 
AN D OTHER EVENTS 

• ALL three-day t rainings are to be recorded in their entirety. Trainings will be recorded in 

two or more sections per day and labeled appropriately. Rename recordings utilizing 

t he standard three-day training recording format : EVENT CODE-CITY-LAST NAME OF 

SPEAKER-DAY#- PART ti . 

E.g. Change from "WS116676.WMA" t o "RTRFTF20090909A-NEW YORK-HARRIS-DAY 1-

PART 1" 

ALL staff lecturers shall be recorded separately and sessions labeled appropriately. For 

example, change from "WS116678. WMA" to "RTHFTF20090909A-NEW YORK

BRINKMAN·DAY 3· PART 2.WMA" (Labeled " Part 2" because James spoke for the first 

port ion of the day, and Tiffany spoke next . Please number parts so that all recordings 

are in order of the actual daily line-up.) Note: This is inclusive of any time Program 
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________ II.\Y.~f ~ 
Coordinators speak. Anything that is spoken from the front of the room must be 

recorded. 
Under no circumstances should live phone calls with sellers be recorded. It is illegal to record 

the other party without their consent. 

• ALL closes- whether they be a soft close or a hard close- shall be recorded separately and 

labeled as follows: EVENT CODE-CITY-LAST NAME OF SPEAKER-DAY#- CLOSE. 

E.g. Change from "WS116679.WMA" to "RTRFTF20090909A-NEW YORK-HARRIS-DAY 2-

CLOSE" 
• All closes are to be labeled appropriately and emailed to aneumann@trumpuniversity.com and 

dong@trumpuniversity.com, at the culmination of that particular day. In the case that there are 

two closes (for example, on day 2 the speaker does a soft close right after lunch, and a hard 

close at the end of the day) send both recordings and label appropriately: E.g. For the 151/Soft 

Close: RTHFTF20090909A-NEW YORK-HARRIS-DAY 2- CLOSE 1 

For the 2nd /Hard Close: RTRFTF20090909A-N EW YORK-HARRIS-DAY 2-CLOSE 2 

All preview and orientation sessions are to be sent to dong@trumpuniversity.com for 

posting on the shared server within 24 hours of the last day of the event. 

• Program Coordinators are responsible for immediately emailing any sessions containing 

questionable material with notes to aneumann@trumpuniversity.com and 

dong@trurnpuniversity.com. This refers to any material that encompasses, but is not 

necessarily limited to the below: 

o Testimonials that are associated with any other courses or programs 

Example: A speaker uses a testimonial of a student that was theirs before they 
were with Trump University, and implies that it is a TU student that has gone 
through the Trump Elite Gold Package. 

o Guarantees implying success will be claimed 

Example: "If you enroll in the three day mentoring package, you will be able to 
make $40k on your first deal." 

o Price drops that are reflected incorrectly 

Example: "After you walk out that door today, the price on this program is going 
to jump from $34,995 to $48,490. This is an event price only." 

o Shortage closes 

Example: "The first four of you to sign up will get this as an extra bonus" or 

"We only have five spots left today for this training." 
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TRUMP~.~ 
·- - - -------- ----------------- U N I V' f R·S I.T Y ~ 

TRUMP 
UN lVE R STTY 

YOU SEND IT 

ALL TRUMP UNIVERSITY SEMINARS, FULFILLMENTS, WORKSHOPS, AND RETREATS WILL BE RECORDED 
FOR COMPLIANCE AND TRAINING PURPOSES. ALL SESSIONS WILL BE RECORDED DIRECTLY THROUGH 
THE MIXER TO ENSURE THE HIGHEST FEASIBLE SOUND QUALITY FOR TRANSCRIPTION ANO AUDIBILITY 
PURPOSES. ALL RECORDINGS THAT ARE IN NEED OF BEING SENT VIA EMAIL, WILL BE SENT VIA 
WWW.YOUSENDIT.COM: 

•Select the free account labeled "Lite" that is in the column all the way to the right of the browser. 
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TRUMP ,:;J·ft 
-----------·· U N I Y.-E R·'5. IT Y ~ 
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•The be low screen will populate. Enter all personal informat ion and be sure to record your user name 
and password so that you can reference it each time you log in to your You Send It account. Click 
"Submit." 
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• You will get the following message, once your account has been created. Look for an email to be sent 
to the emai l address that you l isted w ith further details. 
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TRUMP . 
........................ _ .. ----------------------·---·------··----·· ···----------··----·--·--·---·---·----· U N l VI: RS l TY 

L TRUIV[P lJNlVERSHY OVERVlE-W 

Trump University :rv1ission 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 our clients achieve applying ,vhat they have learned 

from us in the real world. 

Three Pillars of Success 

i. Quality 

ii. Standardization 

iiL Customer Experience 

IL Trump University Divisions 

L Corporate Office at 40 Wall 

ii. Sales Otticc in Salt Lake City 

iii. Independent Contractors Natio11widc 

HL Trump University Pa1tners 

L Trump Institute 

a. Lead generation 
b. vVealtb Building Weekend 
c. Retreats 
d. Coaching 

ii. Prosper Leaming 

a. Lead generation 
b. Coaching 
c. Sales of Trump lJ products 
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T;ItUMP 
------............ -- UN !YE RS }TY 

U. LIVE EVENTS PROGRAMS & SERVICES FOR 2009 
····--------------------------------------------------------------, 

Fa5t Trnd, tu Foreclo3ure: Free Orientatfo111 

Alias: "The Preview" 

Cost: Free (Open to Public, Advertised via Ne\vspaper, Inkmet, a11d 

Mailings) 

Dma.tion: 90 minute preview · 

___________ _J 

Fast Track to Foreclosure Investing: Th.ree Day Traiaing 
Alias: "The Fulfillment'' 

- ----1 

Cost: S1995+ Free Guest _J" L_ ------D-m-·a_t-io-1-1:_3_D_a_y_T_r_-a_iI_·ii_n_g _____________ _ 

Trump Gol~l 
Elite 

Cost $34,995 

•3 Day ln- Person 

fjeld Coachlng 
\)Creativt! 

Financing Retreat 

Pn.:i:servation 
Rerreat 

•Quick Tum 

Retreat 

•Commercial & 

Mult.i-Ut1it Retreat 

•lncorpomte Yom 
Busmess 

Tnn.np E!ifo Packages 
•Trump Gold Elite 

•Trnrnp Silver Elite 

•'frump Bronze Elite 

Trump Silver 
Elite 

Cost: $19,495 

•Creative 

Financing Retreat 

•1.Vealth 

Prc,ervation 
Retreat 

•Quick Turn 

Retreat 

•Cornmerct:.11 & 

Multi-Unit Retreat 

•Incorporate Your 

,·-----··Trump Bronze 

' Elite 

Cost: $9,995 

•Wealth 

'Preservation 

Retreat 
•Qu\ck'Tum 

Retreat 

•Incorporate Your 

Business 
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TRllMP; 
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Trump Gold EHte: 

.. 3 Day In-Person Field Coaching 

" Creative Real Estate Financing Retreat .. Wealth Preservation Retreat: 

" Quick Turn Real Estate Profits Retreat 
., Commerda!/ Multi-Unit Retreat 

" Investor's Edge Rea! Estate Software 
.. Incorporate Your Business 

Trump Silver EHte: 

.. Creative Real Estate Financing Retreat 

'" V,/ealth Preservatiori Retreat 
., Quick Turn Re,;1! Estate Profit$ Retreat 

" Commercial/ Multi-Unit Retreat 
.. Investor's Edge Real Estate Software 

" Incorporate Vour Buslness 

Trump Bronze Elite: 

" Wealth Preservation Retreat 
" Quick Tum Real Estate Profits Retreat 
" Incorporate Your Buslness 

$34,995 

$19,495 

$9,995 

Private & Confidentia.! @ Page J 
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$48,490 

$25,000 

$5,000 
$5,000 

$5,000 
$5,000 
$2,495 

$ 995 

$23,490 

$5,000 
$5,000 

$5,000 
$5,000 

$2,495 
$ 995 

$10,995 

$5,000 

$ S,000 
$ 995 

$13,495 

$3,995 

$1,000 
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Advanced Real Estate Training Options 

PERSONALIZED TR/1.TNING & GmDANCE 

fo-Fidd !Vlcntor,hip 

Nothing can accclcrarc a real estate invcstmc·nt more than having a "frump Mentor. Our i\llcmors fly into your market 

and in three action-packed days walk you through every step nf a real estate transaction, from findinf; gr car prnpcrrics 

to running the numbers to making the offers. You wmk hand in hand vlitb the i\lentor rn learn hovr to invest the 

Trump way so that even vilw.n rhe l\,knmr is gone, ynu can contirn1c tt> build your financial future. 

Executive Coaching 

Every gre:it performer has a great coach to provide tberu with :;upport. knowledge and guidance. Trump coaches an; 

experien,:ed real estate investors that ·work one-on-one wi1:h students to create customized trnining programs, The 

coach fonrne;; exclusively on your financial objectives and provid.cs the structure. and ,Kc(mntability to ensure t.har your 

goals ,ue achieved, 

ADVA.NCED TRAINING RETREATS 

\Veahh Preservation Retreat 

Learn how to choose rhe proper entity for your real estate or other business, structure yourself for lower taxes, protect 

yourself from frivolous lawsuits, and pass your wealth on w your heirs \-Vhi.lc prntecting them from financial threats, 

"You will learn directly from an experienced ream including an attorney, nccotmt:c;nt and investor. 

(b1ick Turn Real Estate Retreat 

Create immediate and monthly cash flow '<Vithmit using any of your ovvn morwy or crediL You w1U lc,,rn hmv to 

wholesale, lease option and nwner-finance properties for quick pn:,fos. 

Co.mmeirdal &M.ulti-f.\u:nily Retn:.at 
Learn hcr1v to lornte and analyze multi-unit properties by completrng due dilige1ice and learnirlj!; market trends. You 
vvi.U _learn: ta_x str;Jtegit~s, condo conversions, preconstruction, property rnanagetnent ,ind tnore. 

Cn,adve Financing Retreat 

Learn that creative financing rnn be more impmtant than the money ,tnd cn:dit. you may or may not have. This 

retreat vdl te,ich you al:;rmt financi,il statements, lm.n request packages, firnmcing techniques,. hard money 

connections, 1031 reai estate exchanges, note techniques and much more .. ,everything yoll will need to put deals 

together and get them dos(xl. 
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Adva,iced Real Estate 1raining Options 

TOOLS 1\ND RESOURCES 

Investor\ Edge Rc,tl Estate Sofrwarn 

Succcssfol investors have the cdgc~rhc ab:.lit-y w a(cess cw-rent property and industry information and a proven, 

structured method of analysis. The lrn,estors E,(f:,t: is designed to ddjver vital property 1n£c,rrnation in an 

organized fi1sl1Jon fOr- analysis ----aH in one easy-to-use sofr,,va:rc package. 

Incorporate. Your Business 

Tf you are seriom about i1Wt";:ting in rue! estate or starting a new vcnrn.rc, you nc,:;d to kn(Wll about the many 

advantages uf incorporating ynur business. The ;;ecurity that rnmes from forming an LLC cannot be 

undcrcst.imared, but the process can be rnnfosing and time wnsuming. 'frump Univer&ity\ LLC formation service 

handles yom inrnrporation so that yo11 con focu, on building your bwiness, 
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TRUMP· 
U .N l V Ii RS l TY 

Th.~ Wealth BltilJer's Network Premiun, 

After three days of intensive training, we know that our clients are prepared to achieve their goals. As vaiued members of 

the Trump University community, we want to make sure that our clients receive our continued suppo1t in thei_r endeavors. 

With this in mind, ·we have decided to offer each client a free \Vealth Builder's Network Premiurn. Customers not eligible 

for complemeiltary membership 'Nill be able to purchase membership for ,m inlroductory rnte nf$49.95/mo (valued at 

$100/mo). The new features include: 

~ Weekly Oniine Classes hosted by financial, entrepreneurial, and real estate experts. Vie\v and interact Live and 
ask your most pressing questions. Or watch them at yoltr leisure starling the l:ollowing day. 

~ Empire City: Go anywhere, buy anything, test your limits in a virtuai metropolis. Empire City is an interactive 
resouxce to help you learn how to iuvest profitably in real estate in a safe, risk-free envirorn:nent 

~ Wealth Builder'§ Magazine is now exclusively online, providing fresh inftirmation and vie\vpoints from Trump 
U exp,~rts and guest authors, student success sto1ies, and wealth-building news. 

'"' Your Client Advisor is there to help match your goals with the v.realth of teaming resources available to you as a 
premium m.ember. 

;o, Comp:rehemive Resi:mn:e Library provides invaluable 1.ools such as s:i.mple contracts and legal documents, 
insightful articles a11d an archive of"how-to" tdcseminars. · 

;o, Ami much more, including exclusive members-only irrvila1ions to specia:1 events around the country. 

Private & Confale,ntial @ Page 6 
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TRUMP 
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m, THE PREVIEW 

This free, 90 minute presentation is open to the public, and covers the current trends of the real estate market, \Vays to sti!l 

make rnoney, a.s well as the following: 

"' Hmv to find foreclosure opportunities in your geographic area and take advantage of hot real estate investing 
opportunities 

"' Credit and credit card repair: Use good credit standing to make money at every stage of the investing process 
" Financing: How to benefit from specific sources of seed capital and put together creative financial deals 
" The phases of foreclosure: When to make a move and how to capitalize at every stage of the process 
" Capitalize ·wilhm1t harm: Find:mg ways for sellers to move on without shame 

* What to do once: you have the property: Rent, renovate, or sell immediately? Learn what's best for your specific 
situation 

~ Goal s,~iting: I-low to set realistic goal.s and attain them every lime 

BEHIND THE SCKNES OF THE PREVIEW 
Pre-11:vent Timdine: 

4 Weeks Prior _______ '2fl_.:;_r:<1tjom,: Team Bo~i~~Flight,; to Ever~thocati_n ___ n ____ ------ =l ____ J-

3 Weeks P __ n_-o_T __ --+-I\i,ir.~efrng: Email tClI_~f _ _p":ta_l:,_a_si:O_"____ _ • 
2 Weeks Prior Marketi11 : Email to TU Database ------ ·-------------------------------

----- ______ _Qperntions: Event_!l,1:~terials Ordered ________________ _ 

---+--Iv_far~l::~ing: Direct M11i!_LJJ_()_Q~ys Prior to Evi;;!1t)__ _____ _ 
Marketing_: __ ;tj~wspaper Ad (}-}12_ Days Prior loJ'(_,'_f:_11:9 

L1~~1c-~_]:>_r:io __ r ___ +-J\-·f~~lct;_ting: Email to I!:L Database 
----------··----------

5 Days Prior Qp_~t1:tig~: Itinerary Cor1:~t!ucted & Sent t~J~~:ent Team wi_tl!},Jarketing Ads 

4 Days Prior OperatiCJ11~: ___ ~pec Sheet C01~~t,~~~-t:c;_t~ Sent to PC wi1}1lvleeting Roo1Y1!?_"'.!<1ils 

LJD9ys _P_ri_o_r __ _ Marketing: Reaj:g1_~r EmaiJ Sent 1i1!~_egistrnnts -----· --------------------
' 
-·--· ----1--··_0 __ P_Eo:1:~:tigr1s:_ PC Orchestrat"s§l-Facilitates l'.J~~'!!~ Conference fcir. __ Evcnt Team 
1
_ 2 Days Prior Marketi11g_: Reminder Em:ttil: __ ~~~11r()Registrants 

1 Day Prior __ §_t;_rvice: Reinin4~~--~;'aU to Registrnnt~-------~----------------------

-----------+-l\_1l_R:!·l((;_ting: Remim1~E _ _l~~!_nail Sent to ~~8L~~_n_ff_tt::;_-. __ _ 
Day Of 

! 

-I.I. 
__ ___,_(_J2<~r<1~i()T~:~;~'T.:1ke 90 Minutef'_[<;mai] Sent to f:i~l§_tw,vs by PCs _____________________ ~ 

Private & Confidentla! >$ Page 7 
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Behind the Scenes of The Preview: Email Sent 3 Weeks Prior: (continued on next page 

To ensure that you continue to receive emails from us, cidd email@ir1fo.trur11p,.w,iversity.com to your address book today. 

You are receiving this email from Trump U because you subsciibed on our website. rnade a prnchase. or were othervvise in contact with us. 

Thank you for your patronage. If you would r·ather nol r·eceive ihese emails, y·ou can edii your email preferences. 

Creceinber 09, 2008 

Piivak & Confidential 0 Page 8 
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-----~------ . ~---------

"The secret of s,icce,ss in lifo ls for a man to be ready for his opporhmity when it 
comes," 

Are you rnady? 

Dear A:zza, 

Right now,, today - as I am writing you thb letter, there are h,mdreds of thousands of 
foreclosures all across the United States; thousands of properties are available for 
pesm!es on the dollar,., thousands of dollars below mal"'~et level, And when tr,e rnarket 
turns around - and ;t vvili, beiieve me - you'll be mighty glad you were ready, and ahead of 
ihe game, 

On December 8th • 10th in the Phoenix Area, TrLirnp U is offering a FREE class: Fast 
Track to Foreclosure Investing, This one ciass, on how fo profit from foreclosur~s, 1vill 
get. you started on the clearest, sure-fire, money-rnal<:ing opportunity availabie in a long. long 
time, The best part? EverytliiniJ you need to get startr,K!, you already have. Meaning. the 
opporhmity' to make the kind of money that can ailow you to live the life you want, and mtirn 
in a style you deserve, is here today. 

There is only one succsiss • to be ab!e to spend your lifo in your own way. 

Why shou!d you attend our free class? Thats easy. f wouldn't be ::;ending out lriis letter 
unless ! though! you \flere ready - truly ready - lo make some real money and live the kihd of 
life you may have lrwught 1,vas only for "rich" people .. ,, to spend your life living it your 
way. 

What's so special a!:::mut foreclosures? 

i, Jc:,rooertie"i are ofttm so!d below markel vcJlue. 

2. Lower down-payments, smalier mortgages, and lower monthly payments are 
re qui PA, 

3, Equity can be increas,3d fasier! 

<> How to Find Foreclosurn Opportunities In Your Geographic Area: Take 
advantage of tl1e hot investing opportunities in your neighborhood before anyone 
else does 

" Credit and Credit Card Repair: Be in good finaiJciai standing c,O you can rnake 
rnc)nt:y at evGry stage of the investing pfocess 

" flnancirlg: How to benefit fnYr; son.e specific sources of seed GDl:,ital and put 
togetheff your own creatively financed deals 

"' lh-0 Phases 1::if Forec!osurn Following the Foreclosure Clock: Wl1en to m,Ike a 
move ,md how to capitalize at every stage of the process 

~ How to Cap!ta!ize without Harm: Part of the Foreclosure mvestment 
process inciud.es finding ways for sollers to rnove on ·without shame 

" '#hat to Do Once You Have the Propedy: Do you rent. renovate, or c:eil 

Private & Cu;1fidential • Page 9 
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immediately? Learn wi1al's best for your specific situation 

., Goal Setting How to set realistic goals and alta1n them every time 

As president and co-founder of Trump U, I lcl~e a io\ of opporlunrties. I believe Fast Track to 
Foreclosure Investing is one of those speoia1 ciasses tl,at are going to make a lot of people 
weaitt1y, And the bes! part? Your dreams are all you need, end ail that is required to sign up 
for this FREE class. R,c;111ster today and )'OIJ'II be rm your way: Fast Track to Foreciosure 
Investing, December flth , 10th ln the Phoenix Area. 

To your success, 

Michael Sexton 
President 
Trump University 

'.I .S. !f you·,·e having doubis, if! really haverl't convincE,d you tl1at this is tt-ie time to act and 
,ake advantage of Trump U's FREE class on foreclosure investing, read w!,at Jonathan 
Barton of Reading, PA, said just two months after attending Fast Tr.ick to Foreclosure 
!,westing: 

"Fast Trac.I{ io Foreclosure .investing 1tVas incredibJe.•, J have purchased 6 properties at 
trustees' safes (3 in tile last two months), The first 3, I made $75,000 after taxes and was 
able to matc/1 tllat on the last ti1ree. I can't t!1an/r Trump U enoug/1 for this great chass. and 
my introduction to ttie torec/osure marker" 

Priva1e & Confidential • Page !O 
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TRUMP 
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Behind the Scenes ofThr Pn,,vkw; Emai.l Sent 2 Weeks Prior; 

To ensure tt1at you continue to rnceive ema.ils from us, add email@,nhtrurnpuniversily.Gom to your address book today. 

You are receiving this email from Trump U because you subscribed on our website, made a. purc,;ase, or were otherwise in contact with llS. 

Thank you far your patronage. lf you would rather not receive th,~se emails, you can gi;lj_t_yQ_llL~111i'jjL!xeferences. 

Whaf s the difference 
betvveen success and 
failure? Knowing \Nhen to 
act 
Dear ft;zza, 

A couple of weeks ago I contacted you about Trump 
University's FREE class Fast Track to Foreclosure Investing. I 
told you thousands of properties are avai!able for permi~ 
on the dollar. Since that time many wealth-savvy folks signed 
up for this invaluable class, What did these entrepreneurs 
k.now that you don't? Not much, actually. What's the one small 
difference behveen you and them? Jhey acted. The wise man 
that said, "He who has begun ls half done," was not only 
clever, he was exactly right 

Choose the Foreclosure class to the right that is 
most convenient. 
Vvhy should you act--today--and §~ fm Trump 
University's FREE class Fast Track to Foreclosure Investing? 

December 09, .2008 

Corning To Your Area! 
Phoenix, AZ Area 
Dec 8, 2008 
Mesa,AZ 
Register for this d,?.Y. 
Dec 9, 2008 
Scottsdale, AZ 
Register for this dav 
Dec '10, 2008 
Phoenix, AZ 

Fnvatc & C0nfidential § Page ! i 
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-----------·-----

Because ... 

~ Properties are often sold !Jelow market value ... 
" Lower down-payments, smaller mortgages, and lmver 

monthly payments are required,.. 
'" Equlty can be increased fasted 

An ounce of action is worth more than a ton of theorf. If 
you've been putting off learning more about foreclosed 
properties, concerned perhaps, that the>1 were too 
complicated, or you needed real estate experience, or even a 
college clegree ... it's simply not true. Forget economic 
theories. Forget a lot of money drn,vn Think action .. ,a simple 
ounce of action. Fast Track to Foreclosuna Investing will 
change your life. But, class size is limited, so you must act 
now! 

There are still valuable, available properties--many in your 
area--yet..without action on your part, I can assure you, they 
will go to someone eise. When the market returns--and it will--
and prices start to rise, you're going to be glad you made U1e 
right declsion to attend Fast Track to Foreclosure Investing_ If 
you want to know where to find foreclosures ... how and when 
to buy them ... how to research a title .. whidi foreclosure 
stage is best for investment, and mud, morn, Trump 
University's got your answers. 
To your success, 

Michael Sexton 

President 

TRUMP; 
-----------·- UN1Y'J3RS·!TY 

KJFiititlt 
&J@hn 
thinrk 
IJG! 

"Our coach taught us lww to do w,dk-tbrough 
horne insp0ctions, lake notes, and calcttlate 
exactly w!1,1,t to offer using the All Ca.sh Offer 
Sheet Going llnough ,o many pmperties in such 
a short time really hdped us (a ge1 the 'find 
dcab, 1nake offors' s.ysten1 dov-1rL J no longer .feei 
uncomfortable making very low offers on 
properties. We are currc1Jtly closing on a rehab 
purchase that will net u, about $35,000. \lie are 
also working six homes on a short saie program 
that will earn us at ka:,1 $J 00,000. Short ,ales 
take a while. l:>ut they will payoff1 We are 
looking to partner with more investors to elose 
so.tne nwre deals - \Vhett vre do~ -we can clcsc at 
least 5 more immed,ately!" 

-Kris I ine and John Qui11tero 
Yuma, Arizona 
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All marketing, collateral, and supportive materials shall be sh.ippcd ground for all events. This will be taken into account 

when ordering from vendors, when shipping from the office, or from one event to the next. The Live Events Coordinator 

& Program Coordinators are responsible for following up two and three days before the event to ensure that an adequate 

amount of materials will be arriving at the event in a timely fashion, 

Preview Event: 

•Expected A ttcndccs: A.dcquate materials for l 00% of total registered on the th business day before the event will be 

orden::d and sent.* 

'"Expected Buyers; A.dequate materials for 20%, oftotaJ registered on the 7th business day before the event will be ordered 

and sent.* 

* All numbers are cross~referenced with marketing statistics from that location to ensure accuracy. 
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TRlTMP. 
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Behind the Scenes of The Preview: Mailer ls Sent 7-rn Days Prior: 

J am pefaonally inviting you aid a guest to a pov<tErfo! wc;i.lth~buUdiog ev,;,nt thilt 
can !ltcrnli:y chingcyom ltfr::,.mdgct you o\Jt oftlie mt raci:t fortvcr, When 1 sp<::&k, 
people listen, Arni, w1w.n 1. srnd cut Invl.Ntions, ~opk :lttewf bec.~.nse. thef know 
that my fovki:d,:>n means one thbig - the,,i i~ money t'> :l:w m~.:k;. 

Whery the,ed e.st$te hibble wi.s bcil,:ling l told people n,n to buy,hm it"l,u,y oftheu1 
-dldri't !.foteq to me ,rnd. now thiyh: payi.ng tht, prke. In today'$ ct(,yni tii:1tk¢t I'm 
tdling p<,opk fo biy, huy; buy. fo. "l\11.• rnyye,ll'S investing kt teil. est,1tJ\ 1 think this 
is omI ~fth(; i"11o~d.1.ternt!YtJ:nve$t(\M::i~t opp.:wum!tfor e~t\ l3ari.kI ~ire selling 
fhredosdi ·properde:, «t pte.deii 01) the dolfa:r- The .. rrkk 1~ km,winf); hmv t,".l fovo~t 
pto.fi:tibty, A.rnJ thut's where r war,Ho hdp y:,u, 

I am rending voe Df my ~,;;rl.d-'d!ls% bstrneton: fwm Tmmp fhlvn~lry to ynut 
?rea to teach:i d;;ws <m howtqp.ro$.i £:1.,m tooay's i:erl esi:tto muket Y..:iu wiil. It:am 
ho,v to; 

• F\nd \f\(Ome prQdudng pttiperti;::~ tight fa yow n,:;,,, at up ti:, 
50% bd,M rn,vki:tty,i).ue 

• (;J\,te deals in 10 da1'e 
• fot,d y-oi,it im's\stiiwhts QsJJigother people's m&1er 
• Neg-atiate.withhmh the'~Th;mp\",/;i;y" 

(\mquer your fotr ofgettio.g ~t.in:cd, by simplyfr,lloiving my 
Real fatate System 

My t~an1 afTtlJ!!lE) lJn(,,ersky has 4eve1.oj,etl a pt,tvui. ;;ystem for prnfitalifo m4 
0§t~te hwei,fing lhlt .~llJ0:0<".Ci\!J use, right ffW;ty; tq ~O)!'t! higprnfi.ta ln to&iy\ 
ti:iark,1:; ff }1.lU wiiM lnkrinv/ the bt-'StW~Y!l - niyway~ - (ci buy lo\~', sdt hi.tth,an<l 
wilk <wfay ddi, thqi di::i:t )'<R\t 1>d:;eihJ!e · i.nd do w1wtever it rak;s m get to thlr 
e;,tdush't, iixYhation-ortlyevenL 

1 have end1H,e<l two .cmnpli.ment;u:y VIP rickets to gjvc ytm a.p.d a guest>d:i.e 
d,ante ·to learn how to .cre:i.te \'l<'i:tdth the "Trump \>\'ii.v" 11.r1d I <:ncowag.e· vm; t'> 

ittend. To toufa:m your reM:.rvatlon ymx mnst rnH SSlH:!78-6709 er log onto 
1'Wi'W/lhimpt/Live.t:01n Se,1.ting h li:uiih:d ""· R:SvT i:ocLi.y. 

P,S, A;; .a sp<:dd gift I Mn glv111g everv \\ttendee ,1 free c.:.spY Qfmv hlockbnster 
Catch the Wive CIHKJM (,, $50vs.lu;), ·· ' · 
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E·oent Locations, Date$, and 'Tinies 

Monday1 Decetnbet 8, 2008 
l:UQPM $id 6:30 FM 

Plmenii M11t1i_i,itt.l\l0.Ja 
100 North Ce11tennial Way 

MeSll)\Z S520f 

'foesd;i,y; De;tJ:rtihef9,2008 
1:Gl) PM itid. 6:30 PM 

Dm,hfottec Patadi$e Valley Reswt 
! 5401 NorthS01tts1lile R()\ld 
1 Srnttsdale,AZSS250 

We4fesdaj1 Ik1::eir,he, J Q, 2008 
1:00.PM artd.6:JOF:M 

F,mbMWSm«:t Plmeuk- NQrth 
257'iWett Gm:mvay Road 

Phoenix, AZ 85023 

Call or go online to accept your c('.)m.p1imerttary irwitation. 
Seating is limited. To guarantee a place call orlog on today! 

888=878-6709 ® Trti1nplJLive~C()111 
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A billionaire is ering you 90 minutes 
of free advice® No, this isn't a misprint® 
Be Donald Trump's guest at a FREE investor workshop and !earn how 
''OU can profit from the largest real estate liquidation in history! 

He's: the most cek~b,-at-1:!d entrepi enr~'Ur Qr1 earth. H~\ earnr;_'-d 

rnor,.: in a ._1,;iy than most p,eopl€ <lo In 3 Hf,et1me n-e·, livmg a 

Vite many r:1En and women only ,;:ke;;:im obo1.1t. /1,r:d now hf:'s 

readytD si·,ore- .. with f.\nwrkans hke yr,:J-hl.-. be.,;t ad\1ic;,, :Jn 

lnves.tin~i In today's"(Jnce·in ·a·lifetime" :·e-al est21te rn::ifi(i=t. 

Cmn,e to thi~ HiEE works~mp ,:::imJ you'! i iea:n from Dor1c1ld 

Trump's handpkked instru:::to• a syHemJ;tk rne1hod for 

im,.E"siCng ir1 real e'.:idte !hJt anyqne c~n U>>:: etfecriveiy.You11 

!?am fc,redo~eJre investing from tbe inskie D\Jt. You'!! learn bov,; 

to financ.<? your cie,115 u:,ing otlwr r;,eople\ rno1wy. YtJ.~:·n 

learca hovv to overcome yom fear of getting started. 

"I can tum anyone into a successful 
real estate investor, induding you." 

~ D.:ma!d Trmnp 

roday'5 faBnc :al cfisis MH::l ,'T~'(.iti: (rund-i Fh3S polftici.;ir·121 

and b,Jnl::er> scrarnb!ing for amwers.. Th-eflfe g01 b,:inow s 

,md n~:,,:1.nc pa,-::k~gn but v.rho's hr,i!ping yau? V"li~/11 help 

you by tGid1ing vou ho:.,v to profit from t.h.e $700 .b~iiiotJ 

b~i!uut d-,at ha,s opened the do,:H fnr unpr,-::-cedented 

investrri,en;. opponun!t:f~s. 

Whh hornf pdn::: dropping through th>2 fioor, hbtorkuHy 

lm0, intere:.t r21.tes, ~Hld ri?coa:i high !·r:.v.e-ntoril::'"':, 2003 is the 

"p~rfect stotm"-fo-r re:ai! ;,;,:;.tate fi:rves.tots of ~v-2ry in<orn,:? 

,md f~:<fH~riNKe leve-Lftutyou ne-<f'd t·~ apptcfach th:,;; ii\riH1 thE' 

ktnd o! ex:perflse that only ~n experienced (-and succe~sfol) 

'Vestor, frkE: Donald -rrurnp, GlntE:ach you 

Cash in on the Greatest Property 
liquidation in History! 
Discover how ta .•. 

.I 

.I 

Buy real es.tail':'. from b:Jnks ----at up to /OD/.., 
befovv market va!ud 

Ffnance your de3!s Ci'E'.~~tivr:;ly in today\ light 
credit market! 

J B,1y the right properties at the right time
and knew 1Nhi:'H to s1:1U! 

~· Serure )'Dur retTrernent by 9er-1erating passive 
lncorne! 

.f lnves1 ,n real es,Jte throcugh your IHil-tax freel 

~ Find pre·foredos~;res in your area! 

"The training and coaching! re11:ei¥eci 
from Tmmp U i5 price!esiL i dosed 011 
my first i1westment property (am:!) 
earned $50,000. "' 

,, Ro!:ie,i-t jflol.i) M"!ad,, 
Ormond !leach, Flotida 

"·~"'.,OffJfF:e:,ui:(:<.Re:":·:cll1,1c,:ynk,11 

Ge!this $SO gift 
abso!ute!y F!lEE 
for ~tt~r1d~n9; 

Caic:h tl1e VWJ1>·e: 
1---lowTrmirigCcm 
M1ke h)lJ a fo1wne 
;;i Real Es!r)iE1Tbt1ay 
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Behind the Scenes of The Preview: Email Sent To TU Database 1 Week Prior: 

To ensltre that you continue to receive ernai!s from us. add nornp!y@trumpuniversi1y-.com to YOlff address boo!; today. 

December 9, 2008 

Trump University's street-srnart instructors vvill 
show you step-by-step, precisely how to follow 
Donald Trump's lead and get rich! 
Dear Azza, 

There are just a few days left so I'll keep this short I've ernai!ed you twice about Trump University's FREE 
class Fast Track to Foredosure lnvesth1g. I truiy believe that this is a class you must attend, and frankly 
would like to attend. But you've put it off. So, let's start fresh. It doesn't matter what you did last year; it 
doesn't matter w!1at you dlcl a month ago or even last week .. VJhat matters is today. Today is the 
opportunity you've been waiting for. 

Choose the Foreclosure class befow that ls most convenient 

Upcoming Events in Your Area 

Private & Confidential • Page 17 
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Foreclosures are the smartest, quickest 1Nay to ~et rich. And not years from now--but months. The current 
market is made for investors who are looking to make some real money. In fact, listen to R.obin and David 
Little of Orland, Maine who realized they sin,ply couldn't afford not to act 

"Trump U gave us the confidence ond f,nowledge to adually purchase our first piece of investment property. Wfi successfully 

bought, rehabbed, and leased our first property, and we are preparing to sell it for a $44,DOD profit! Thanks to the Trump U 

team for l1elplng us to set our future in motion.' 

Choose the Foreclosure class above that is most convenient. 

Robin and David are real people who used tlietr dreams as a guide to success. VVith street-smart 
instruction that Donald Trump has pertected. you too can tum your dreams into a life of your choosing. Get 
started today! 

To Your Success, 

Gary E!dred, Ph.Do 

Faculty Member 
Trump University 

You are receivin,J this ,,mail from Trump U because you subscribed on ow website., rnad0 a purchase, or were other,vise in contact vvith us. 
Thank you for your patronage, lf you would rathe1· not rec:e1ve these emails. you c.m !l.QityQJlL_!l.CTliliLPrefRrern:es. 
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Behind the Scene& of The Preview: Itinerary Sent to Event Team 5 Days Pri(u: 

PFF·Phoenlx .8·10 December, 2008 
Monday; December 8, 2008 
Tl1esday, Detember9, 2008 

Wednesday, December lb, 2008 

Event Staffing: 
Speaker- James Harris 
S.aie.s Coordinator- Rvan Lotman 
S;;les Coordinator- Cory Ugnell 
Progrnm Coordi-r,ator- Tiffany Brinkman tbrinkrnan@trun1puniversity.com 

Expected Attendees: 184(45% of registered attendees in Dev) 

Sales Goals: $S4,000 (20% of e-~pectf!d attendees(36) x $149!, "" $54.,()00j --Phoenix Marriott Mesa 
200 North Centennial 'v\'ay 
Mesa, AZ 85201 

Ooublotree Paradise Vall~y Resorts 
5401 North Scottsdale Road 
Scottsdale, AZ 85250 

Embassy Suites Phoeni:x.J\lorth 
2577 West Greenway Road 
Phoenix, AZ 85023 

HOTEL RESERVATIONS FOR PHOENIX: 
Check In: Sunday, December 7, 2008 
Check Out: Tuesday, December 9, 2.008 
Phoenix Marriott Mesa 
;wo North Centennial Way 
Mesa, Al 8520.1 
( 480) 89.8-.8300 

James Harri& #80926190 
Tiffany Sri'r.-kman tt80$22987 
Ryan Lotman #80924037 
Cory Ugnell #l809i.3543 

Check In: T14esday, December 9, 2008 
Che.ck Out-: Thurs.day, Decernb!)r 11, 2QC8 
Embass•{Suites Phoenilc North 
2577 West Greenway Road 
Pho(!nix, AZ 852.01 
(602) 375-177'7 
James Harris #84870083 
Tiffany Brink.ma111t88014787 
Ryan l otman #85391.JD51 
Cory L;gnell #86180067 

Dec Q8 2008 

Dec 08 2008 

D.ec 09 2008 

Dec09 2008 

Dec 10 2008 

l)ee,10 2008 

CONFIDENTIAL 

1;00 PM 
6:30 PM 

1:00 PM 
6;30PM 
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Behind the Scenes of The Preview; Spec Sheet Sent to Program Coordinator 4 Day§ Prior: 
Our Live Events Coordinator, Trisha McCmthy, is responsible fr.ir doing a pre-con call with the hotd in order to collect 
and confirm an of the specs for tbe Preview Team. Example belm.:v: 

j {) I J.i { ,,· ) < I .. . .··· . r .·.r /.; j ' \ > : .••.• ' 

~~:/ > .i \ .. 
->> ..... ,Ui . '} .. ...... •·•pr:/~~i;····~:, Doub!~tree Paradite - '"' ·~ 

.l!' "!.I,'"'••••>.. .. .. .·<' ·•. ••' 'Vai!e~eh.ort i Ptibefif ;f lo! 
.. ,.· .. , ··\~( / < . < . ,\ ... J~;oMf .. : 

. ·.:·~.'t: .~.~ :.·.. . ··.::·' ,, ·•· , .. ' . .· .· ' i . > , '\I '"".I~t{ .uR"' i!lS.'~ 

~;i. i,. (. " .. \t ri .....• ,••• ,u .. ) :Tui#$clav December 90 ·,/ ' 

.. : .. '· ., ·····) L •· 
••• 

•· ... :1&6;306fu <,( > i ;+Jrn s;·J,30Jfu · ·· .•. ;(/ 1pm & 6:3Qpm ;. :: ""'" ii•<. • 
1I'JI 

Meeting Room Name Arizona Ballroom S0uti1east Forum Salon ABC 
Square Footage of Meeting 
Room 3024 Square Feet 3016 Square Feet 2886 Square Feet 

Ceiling Height 16' 28' 14' 

' Obstructions {PH!ars, etc,) No No No 
Janice Roberts/Todd 

1 
Onsite Contact for ihe day Banquet Captain-TBD Richardson Tami Spencer I 
Audio Visual Onsite for Event talk to Banquet I Dav Caotain Mark Olsen or Peter Mike or Ricardo 

Received Diagram Yes Yes Yi~s 

Parking Fee Free Free Free 

Parking Fee Waived for SJ:i;iff Free Free Free 

Notified of Boxes Enroute Yes n/a n/a 

Notified of Boxes To Ship Out n/a n/a Yes 

Projection Type Front Rear Front 
State Flag, US Flag & Plants 
Available Yes Yes Yes 
Pens & Pads In Room 
Confirmed Yes Yes '(es 
Water Station Set Outside 
Confirmed Yes Yes Yes 
Meeting Room Yo Be 
Complete.ly Set By 9am 10am 8arn 

Asked for Zero Out Ba!ance Beth vvas notified talk to Janrce or Todd Talk to Tami 

Full & Fin@i Status Beth was notified talk to Janice or Todd Talk to Tami 

S!eeplng Rooms Confirmed 

(Room & Tax to Master) Yes n/a Yes 
Fina! Number/ Room To Be Set 
For 50 40 30 

---~------------------------------------------~------··-- --------------

.. Booking Contact Beth Parnell Shilo Lusson .............. Tami.Spencer .............. 
~~~~~~---~ .. --.. ····---~~--~~~-.... ·~---· .. ·· ... ~=-----------~--~-----------------------------------------
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Behind the Scenes of The Preview: Email Sent To Registrants 3 Days Prior (Omtirnwd on Next Pllgf): 
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Dear Josef, 

You have only 3 days left until your Fast Trnck 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 historic moment it is to begin your Real Estate Investing. 

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

Today's topic: Interest Rates 

Here's the simple way to make money in real estate: sell 
properties for more than you pay for them. But one of the 
factors that must always be considered when investing in real 
estate is the money you pay to others on top of the money paid 
to property owners. In the past, the most costly expense for real 
estate investors has often been interest paid to banks or 
lenders. 

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

Of course, to make this "Perfect Storm" event work for you, 
you're going to want to leam tile best ways to obtain funding (no 
matter what your personal financial situation may be). You'll 
discover the best strategies to use in the current market at your 
Fast Track to Foreclosure investing ~ a free introductory 
class, and you'!! see the best choices for investing in any type of 
foreclosure property. 

Lm,vering interest rates are just the first wave of the "Perfect 
Storm" that is generating so many success stories for Trump U 
students. Tomorrow we'll look at the next big event that will 
make your decision to attend our Fast Track fo Foredosurn 
Investing - a free lntroductory ctass the right move at the right 
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time. 

We look forward to telling you more about the "Perfect Storm", 
and how you'H use it to generate big profits in Foreclosure 
lnvestlng. Watch for our e-mails and get ready to ride out the 
storm to a better future for yourself and your family! 

To your success, 

Michael Sexton 

President 

P,S. If the time and locations listed here no longer fit your 
schedule, please feel free to register for another training event 
Time matters! 

You can view a full listing of our training events here, or 
call {688) 826-5953, 

Pc.vatc &. Con fidt:niial ~ Page 23 
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lkhind the Scenes of The Preview: Email Sent to Event Team AJmom1dog l'honc C.:rnfonm;;e 
Detaifa Sent 4 Days Prior: 

Good Morning Tc,am Hartford, 
I am sendlng this meeting request out on behalf of our newest edition to the Program Coordinator Team, Susan 
Morrlson, The phone conference forthe Hartford preview is officially scheduled for today (Wednesday) at 3:00 prn 
EST, at which lime staffing will be discussed, as well as event setup, buyer packages, and any other questions or 

suggestions for our event Please be sure to have your flighl.itrnvel details accessib!e at U1e time of the conference. 
The agenda fer lhe phone conference is as follows: 

1. TeJm lntmductions 

2. Event Revievv 
a. # Registered for event 
b. Room and AV 5et Up 

c. Free Giveaway 
d. Event Expectations (flow of presentation and sales) 
e. Buyer package to be given out after sa ie 

J, Hotel and Flight Information (l•.rrival and Depa1iure times) 

4. Operi ltems (Sugg,~stions/Cornments. PPT copi,,s for back up_. Items to be given out (,tc) 

Break a leg! I know it will be a great event! 

Best Regards. 

April Neurno.11n 
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Behind the Scenes of The Preview: Email Sent To Rcgistrant1> 2 nays Prior: 

Dear Josef, 

What is the next big event in the rea! estate market making your 
attendance at your Fast Track to Foreclosure Investing - an 
introductory class on how to profit from investing in foreclosures 
absolutely essential? 

Prices 

This might seem obvious, but have you looked at some of the 
prices homeowners who aren't facing foreclosure are willing 
to accept for thelr properties? 

Prices are fa!ilng fast, and there are many reasons for this 
effect The iaw of supply and demand is one of the hardest to 
break, and as demand for properties rose, prices followed suit 
But then, as fewer people had the resources to continue to 
invest at such high prices, demand decreased, We all know 
what happened at this point, and the rise in foreclosure 
properties has been direct!y proportional to the decline in price, 

Prices for foreclosure investments are lower than ever. This 
means that now is the absolute best time for you to learn as 
mud1 as you can about investing in foreclosure properties, 
because while there is no guarantee that prices will remain low, 
it is certain they are low right now, 

And just in case you're wondering, there are still many buyers 
looking to pay fair market value (othef\vlse known as a price 
higher than what you paid for your foreclosure investment!). At 
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the prices you'll get when you invest, and the sales prices you'll 
be able to offer, your buyers will still fee! they walked away from 
the table with a great deal! 

Pricing ls event #2 in the "Perfect Storm" of factors making 
today's foreclosure investing market more profitable than ever, 
We'll see you in 2 days, but not before we reveal the third 
powerful event that is churning the waters of the real 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, 

Michael Sexton 

President 

PJ.t If the time and locations listed here no longer fit your 
schedule, don't delay - register for another event as soon as 
posstble! 

You can view a fui! listing of our training events hem, or call 
(888) 826~5953 

To en!>Ure that you ccntirn..ie to rece:ivB ·E.nr1ails frmn us, add ncreply@ti:urnpunivernity,corn to your address hook today, 

You are receiving this email from Trump U bec.aus0 you subscribed on ourwebsHe, rn~ide ;j purchase, or were othervvis.e h~ contact lf.r"ith us, Thank 
you for your pairnnaga. 

Trump U, 160 Green1ree Drive, Suite 101, Dover. Delaware ·;'.9!-104 

Private & Confidential % Po,ge 26 

CONFIDENTIAL 

TU 130446 



Case 3:13-cv-02519-GPC-WVG   Document 212-3   Filed 05/31/16   Page 30 of 133

TRUMP 
--------- 0 N I VP RS l TY 

Behind the Scenes of The Preview: Reminder Cali Pl.aced to Registnrnts 1 Day Prior: 
1·················································································································-·········································································································································································· 

: Reminder Call Scrlpt 

Fast Track to Foreclosure 

Is [NA/v1E] available? 

Hel!o, u·11s is from Trump University. !'m calling with a courtesy reminder tt1at you have 
reserved a seat at our Fast Track to Foreclosure Introduction Seminar December 1 f°. The class is 

being held at The Hilton Ontario Airport in Ontario, CA 91764and is being taught by one of Mr. 

Trump's top instructors. Mr. steve Goff 

We recommend that you bring a pen and paper to take notes during the dass. You may also want to 
bring a sweater as the hotel facility can be quite cold. Finally, we encourage you to bring a guest. 

There is no charge for guests and many successful real estate investors find rt easier to work with £,i 

partner. 

This rnay be a once-in-a-lifetime opportunity !o create massive profits from real estate investing if you 
l<.r10'w what you are doing. And our goal is to make sure that you do! 

If you have any questions please ccn1t,1ct our customer support team at 877-508-7867 extension 0 

Have a great day. 
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Dear Josef, 

We hope you're beginning to see what an unusual (and unusually 
lucrative) time it is to becorne a foreclosure lnvestor. The "Perfect 
Storm" of factors in the real estate market is creating a perfect 
opportunity to acquire properties well below market value without even 
having to pay high interest rates. We've shown you how lowered 
rates and lowered prices are making today's market better than ever, 
but there's still one event you need to know about ... 

Today's toplc: Supply. 

As more and more people jumped on the real estate bandwagon a 
short time ago, many of them were unpre-pared for what happened 
next Hindsight is 20/20, and now we see Hie siqns that should have 
been appamnt to people who agreed to pay more money for their 
homes than they ever should have. 

ln a time when selling seemed so easy, no one predicted that Hm 
bottom could fall out. But the factor that ensured that end was 
supply. New homes continued to be built, and eventually supply sl1ot 
past demand, k:1aving too many people holding rnmtgages they 
couldn't afford. This has caused hard times. as we see the increase in 
homeowners entering both pre-foreclosure and actual foreclosure. 
The situation is bad enough that tile U.S. government is debating 
what it can do to help the victims of the crisis, but in the meantime 
them is certainly someth!ng that smart foreclosure investors can 
do. 

For people who depend on selllng their homes to get a second 
chance, foreclosure investors can be the best ans1Ner to a difficult 
problem . .At your Fast Track to Foredosure investing - a free 
introductory class, vve'II show you hovv to ease otl1ers' financial pain 
wt·1ile insuring your own success, 
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And you'll be able to take advantage of a huge supply of properties ··· 
more than ever before - to stake your claim to a better life. 

You have the elements now of the current "Perfect Storm": 

® LOWERED INTEREST RATES 
" LOWERED PRICES 
., HIGH SUPPL V OF PROPERTIES 

These three events are making money for today's foreclosure 
investors, and you can learn all you need to profit today just by 
attending your Fast Track to Foreclosure Investing - free introductory 
class. 

Don't let this unique opportunity slip past you. Don't delay and find 
your-self on the wrong side of real estate negotiations. This is the time 
·· this is your time - and Trump U is ready to show you how to make 
your life better. 

See you soon at your Fast Track to Foreclosure Investing - free 
introductory class! 

To your success, 

Michael Sexton 

President 

P.S. If the time and locations !isted in this e-mai! no longer fit your 
schedule, you must seiect your- a!temative time and location now. 

You can view a fu!i listing of our training events hen~, or ca!! 
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Behind t.hc Scenes of The Preview: Email Sent To "No Shows" Day Of: 

December 8, 2008 

Dear ll.zza, 

We understand that like most people you've got a busy life. But we want lo encourage you re, ;,pend your ti;ne wisely. .. don't be too bnsy 
to invest in your financial future. You registered for our foreclosure investing training because you understand that ther? ar,~ huge profits 
to be made during this once-in-a-!ifrdme 1mu-ket. \Ve missed you at th;;, workshop but don't let lhis opportuni1y pass you by. 

Piek up any newspaper ,ind yo,i'll read abo,;l lhe "urge irl foreelosmes ... troubling for homeowners bm a potentiaJ fire sale for real estate 
investors. Perhaps more importantly fhan teaching you how to prnfit from fois foreclosure markd:, we ,lrnv, you how you can a.c.L\!:iJly 
help tbe homeowner avoid potenliaily crippling credit probh;rns You can do something that Ivill not only help your own finand al foture, 
bl,t will also help a family in crisls; 

Our instructc,r i,1 in the [r~gionNume] Jrea sharing Trump University\ straightforward process for foreclosure inv,osting. lt is not loo late 
to attend our tra1ningj you can viev1t the ren1Dining sessions belovv: 

[gmnpRegistmtionUrlHtm!] 

Don't forget i:hat when you :itlend this FREE Event and you'll receive, u FREE l:'Of'Y of Catc/1 the Wave on CD-ROM 

YOU CAN DO TH.IS--a!l yo11 need is the desire. 

To your success.; 

Michael Ser.ton 
President 
Trump University 

To ensure that yo11 continue to receive emails from us, add noreply@trumpuniversity.com to your addre~.s book today. 

You are receiving Ui,s email frorn Trump Uni11ersity bm:ause '(OU subscrirmd on our W'.Jbsite, madci a purchase, or were 

otherNise in contact wilh us. Thank you for your patronage. If you would rather not receive these emaiis, you can edit.Your 
email pn;iferences. 
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Event Team Grmmd Rules 

" All Tmmp U Team Members (travel pcm1itting) will meet the evening prior to the JmNiew to walk 
the space, setup die room, and ensure that aH necessary materials that have been shipped to the hotel, 
have been located by the hotel staff 

" Team l\fombers must arrive at the Preview hotel 2 hours prior lo the evenL 

" All Trump U Team Members must be professionally dressed at least one-hour prior to the beginning 
of i.he Preview. Attire must always be neat, ironed and professionaL All Trump U Team Members 
will al.ways be dressed in a suit and must (,vith the exception of the Speaker) ,vear their jacket 
throughout the duration ofthe preview. 

" Name badges must be v,om. 

,.. Trump U Team i\'lembers are not pen.rutted to use cell phones during the preview. The on1y tirne cell 
phones are pe1mi\lcd is when be-backs are being contacted. 

,.. Trump U Team Members are responsible for learning aU parts of the preview set up process and 
working cohesively to do everything within their power to contribute to a successful event. 

"' Sales Coordinators are not permitted to have personal laptops at preview events. The only laptops 
that should be present are those of the Speaker and the Program Coordinator. · 

R&owding for Compliance During a Preview 

All Trump L'niversity previews, foifillments, ,;vorkshops, and re!reats \Vill be rccordC'd for compliance and 
training purposes. AH sessions will be recorded directly through tbc 1nixer to ensure the highest feasibl.e 

sound quality for transcdption and audibility purposes. All Trump University preview events shall be 

recorded in the foHmving manner: 

• 1.'i,ll preview se:!.sions are to be recorded separately and labeled appropriately imJusive of the event code 

and Speaker name. 

• All orientation sessions given at the culmination of previe,v events, ate to be recorded separately and 

labeled appmpriately, inclusive of event code and orientation session speaker. Orientation sessions n111s~ 

be recorded through the 111ixcr in order to ens me audibility for compliance purposes, Orientation speakers 

must use the microphone, regardfoss of the number of students at orientation. Should there only be a 
srn.a!I number of buyers in tbe rnom, adjust volume on the rnixer accordingly so thr1t volmrie is not 

overwhelming, yet the recording will still be routed through the mix.er. 

•.Al the culmination of the preview campaig11, Program Coordinators are responsible for emailing all 
preview and orientation to tmccarthv(cf)trmnpunivernity.com and aneurnarm(Z1)lrurnpunivernit.v.com within 
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48 hours of the culmination of the event. All recordings 1Nill live on the shared server so that they may be 

accessed by the management staff at 40 Wall. 

•Program Coordinators are responsible for immediately emailing any sessions containing questionable 

material with an explanation to ancwmmn(ii)trnmpunivr::crsitv.com and tmccarthy(aJtrumpuniversity.cmrL 

This refers to any material that encompasses, but is not necessarily limited to the below: 

•Testimonials that arc associated with any other courses or programs 

For example: A speaker uses a testimonial of a student that was theirs befi:we they workedfbr 

T1wr1p University, and irnplies that it is a TU student that has gone through the .Fast Thxk to 

Forec!osu.1·e training. 

• Guarantees implying sw::ccss will be dairned 

For example: ')lyou attend this training, you will be able to make $1 Ok within the next 60 days. " 

• Price drops that are reflected incorrectly 

For example: "Alier you walk out that door today, the price on this program is going to jump 

from $1995 to $2495. This is an event price on(v." 

• Shortage closes 

For example: ''Thefirstjbur of you to sign up will get this as an extra bonus" or '"/Ye only have 

ffre spot~ left todayfrJr this training. " 
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Preview Registration Setup 

L Registration An,a Guidelines 

i. This area should always be completed first to alleviate distractions and confusion for early 
preview· attendee arrivals. 

ii. First impressions are critical! Make sure the registration area is neat ,md organized. 

!1. Registration Area Setup 

i. Signagc must be prominent and presentable 

a. Strategically place directional signs at point of entry 

b. Phlce slandup banner at registration table for additional efit-)ct 

ii. Iron and place table banner on registration table 

iii. Place registration cards, guest registration cards, shm1,ies, and sticky name tags under tbe table 
until you are ready to start welcoming guests 

iv. Setup music to nm in event room during registration for easy trnnsition to room when doors 
open 

Preview Event Space Setup 

L Remember: No dntted JVJain goal is to not let anything be a potential turnoff to a buyer or 
distract from the flow and presentation 

IL Setup PC's Laptop Computer: 

i. Confirm that .,Verizon catd works within meeting space 

ii. Confirm power source 

iii. Com1ec'.t credit card swiper 

UL Setup Speaker's Laptop Computer: 

i. Cnnfom power source 

ii, Confinn laptop sound 

iii. Confirm projector connection 

IV. Event Materials 

i. Retrieve all necessary papcrwoTk for preview from shipped boxes 

ii_ Locate and organize materials needed 

iii. Stow boxes out of sight of the preview altendecs 

iv. Display materials as indicated by Tmmp University 

v. Be neat!! Lack of organization and disorder reflects poorly on Trump University and will 
directly intlucnce attendee confidence and impacts efficiency 

V Setup AV Equipment 

1. Visual 

a. Connect projector to power source and speaker laptop 

b. Confinn prqj octor pov,cr source and that projection is clc.ar and strnight on 
screen 

c. Presentation check 
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L Cbeck that wireless presenter is working 

2. Test testimonial loop and video to eliminate any issues before 
presentation 

ii. AL1dio 

a. Connect mixer on back sa.lcs table to house sound and confhm power source 

b. Put ne\V batteries in lavaliere microphone, connect to mixer and c.onfinu 
receiver power source 

c. Connect iPod to mixer and confirm that it has been charged sufficiently 

d. Connect Speaker laptop sound to mixer 

e, Put new batteries in recorder and connect to mixer 

f Smind check 

1, Lavaliere microphone and adjust volume as necessary 

2. IPod shuffle, adjust volume as necessary, and cue "Money, Money, 
Money" song (The O'Jays) for introduction 

3. Recorder through doing a "test" recording to ensure audibility 

4. Speaker laptop sound and adjust volume as necessary 

VJ. Set.up Front of Room 

L Display banners on cocktail rounds on either side of screen 

ii. Ensure that table bmmer is ironed and straight 

iii. Display incentive product as indicated by Trump University 

iv, Check that the hotel has provided a bar stool for speaker 

v. Check that the hotel has provided three bottles of water for speaker 

VIL Chair Setup 

i. Room lo be set theatre style 

ii. Confinn that there are extra chairs available in neat stacY-B towards the back of the 
room. (As per diagTam) 

iii. Chairs should be close enough together to give attendees sufficie.nt space, v,1hile still 
maximizing the room and bringing attmdees out of their comfort zone, 

iv. Pens and pads should bto placed on each chair, Extra pens and pads should be k(,pt in 
the back so that they can be easily retTieved when chaiTs need to be added to the setup. 

Vl!J. Overall Atmosphere 

i. Confinn that room temperature is no more than 68 ckgn-:es 

ii. Check to see if bulbs need to be removed fro.m overhead lighting to avoid screen 
washout 

iii. \1Valk speaker space to ensure adequate spacing from screen to first rmv of chairs 
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Preview Set Up \.'Vil! Be As Per Diagrnrn: _________ } ___ ""71 

j 
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u.. ( \ ' 
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d -/ ( fable 
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l. Registration Goal 

L \Vekome attendees 

ii. Find common grotmd 

iii. Disarm any uncertainty 

iv. Peak interest and/or ''set the hook" 

Il. Registration Cards v. Email. Tickets 

i. If an attendee does not come with a printed email ticket ,vith a scan bar, tbey I'vfUST complete a 
registration card. A.11 registration cards must follow the guidelines below: 

a. Name, email., and phone number are required fields. 

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

Ill. Name Tags for Attendees 

L Once an attendee has returned a completed registration card, they ,vill be provided vvith a name 
tag written by a Trump University T1:am Member. 

ii. Clarify spelling preferences on attendee names--· details count! 

iii. En.sure that names are written large and legibly on name tags 

IV Inform each attendee vvhen you will open the doors to begin the Preview 

i. lnfonn I.he attendees of the water station 

ii. Know where the reslmoms are localed so that you are able to direct attendees as necessary 

iii. Be able to accomtnodate any special requests (For example: if an attendee arrives and he is on 
crutches, he should be immediately accommodated with a chair so that he does not have 
to stand and wait f-;}f doors to open.) 
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3 Kev Question§ to ldcntifv Buyer& 

1. Vo/hat is your name'! 

• Introduce yourself to each attendee at registration 

• Establish rapport shake hands, smile, and r.uakc eye contact 
•Congratulate each attendee on being there 

2. What do you? 
•This can be brought up a number of 'illays, either by the look of pure exhaustion on an 

attendee's face after a long day or !he 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 e;i;ample: 
Attendee; "Do r really have to fill out this registration card? I've been writing 

all day!" 

TU Teani. Member: "\Ve11, this is really a confirmation rnrd so that vve can 

confirm that all ofycrnr information is up-to-date in our system so· you had had 

a long day at work, huh? 1 think \VC just n1ight have something to help you out 

oftha! 9-5 of yours! \Vhat is it that you do?'' 

3, What brought you out here today? 
•This will let you know bow much initiative they've made and what their interest levet 
lS, 

For exarnple: 

Low Initiative; "J\1Iy husband dropped rne off and said I had to come becai:tse I 
nevt:r leave the house.'·, 

High lnitfalive: 'Tm ready to make a change in my life because I want !o 

provide a beHerLife for my fa.rni!y. 

Remember: 
Once you've identified buyers, ask potential., to come and see you at the end of the 

presentatiQn. 
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Preview- Event Tirrrn!ine: 

>---------+--S~p,e_a_k_el_' ___________ 1~~lesCoon:iinator I ~;les Coordinator I ~.::~~~:tor 
Event Team J\,1eets, \Valhi the Event Space, and Disnisses .Plan of Action: 
• Registration Roles 
•Speaker Introduction 
•Trigger Slide to Setup Sales Area 

Evening Prior: •Sales Rotes l----"-------+------------.---------------------------------------------------------------------------------1 

2 Homs Prior: Speaker Drops Off 
1----------1 His laptop To Hook 

Up to Audio Visual 

Event Team h1.eets .in Event Room to Setup Au_dio Visual, Banners_, 
Directional Signage, Sales Coral, Front of Romn, Tweak Chair Setup, 
and Locate Restrooms 

----------------------------------------------------------1 

Registration i\ . .rea Is Set with Ironed Tablecloth and Visual & Sound 
Checks Have Been Done to Confirm Connections for 
•Power Point Presentation 
•Speaker Laptop 

, • Speaker Mic 

1

1 

• !Pod Sound 

~i ]ig_,~l~g Prior: ···-······,·-··--------------,i-·R_'-t_''.l_-"o_r_d_c_r __________ _ 

Speaker l(elums to 
Meeting Room to 
Ge! In "Preview 

Event Team Begins Registration & "Registration Roles"' 
•One Team Member t,fans Registration Table 
•One Team Member Acts as "The floater" 

l_l_:lQ~£_P_n_·c_ir_: ___ -+---M_.i1_1_d_se_t_" _____ ~I_ •On, TrnmMernbe, Ar As_''Th, lnfonnam" 

Speaker and "The Informant" 
•Al\just The Room As Necessary Based Upon 
Current Numbers At Registration 
•"The Informant'' also caters to any last 

20 J\,firi_,~~~-~--fti_<:rr:: _______ ........ minute speaker 

I 
j Two Team Member Work Together At 
II Registration to Identify Buyers and Register 

All Attendees 
---------------------------------------.. ----....................................... _______ _ 
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l 5 Ivlinntes Prior: 

At Event Time: 

10 Minutes 1rl.to 
Event: 

1 Hmir Lnto Event: 
·-··-···········--····························~···· 

1 Hour, l5 Minutes 
Into Event 

•\Velcom.e Annmmcement ls :\fade and Doors Open with Apprentice Song Playing 
•A.11 Attendees are Directed and Seated By Trump U Team Members 
•Apprentice Song Transitions Into Testimonial Loop and Trump Video 
•Registration is Continued Throughout by at least 1 Trump U Team J'vlember 

•Speaker Begins 
Presentation 

• Presentation 

\ •Speaker Introduction Is Made By Team Member 
j (IfWarnmied by SpeakerPreforcnce) 

.J.. • Registration and Seating .continues with2 .Team .. Members 

•Sales Coordinator #l Brings Registration 
Inside the Room and Registers and Seats Late 
Attendees \Vhile Watching for Bl1yer Signals 
(positive body language and responses to 
speaker questions) 
•Sales Coordinator #2 Stands Outside the 
lVIeeting Space and Directs Latecomers Inside 
the Meeting Space to Registration 
•Sales Coordinator #2 Returns To lVfocting 
Space (Dependent Upon Number of 
Latecomers Still Arriving), Docs Head Count, 
and Reports Number to PC 

j •Sales Coordinator # l Watches Speaker for 
Signal (Too Hot, Needs Water, Cell Phones 
Ringing, A.ttendees Trying to Ask Questions, 

.. etc) ................... . 

,Sales Coordinators P1Jf Together Bllyer 
Packages (Goldmine & Preview Kits Inside 
Black Trump Bag) 
•Write Appropriate Event Codes on Saks 
Forms 
•Write Postcards to Buyers From Previous 
Sess10ns of The Existing Campaign 
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•Program 
Coordinator Enters 
All Registration 
lnformation Into the 
System 
•Sends "Take 90 
1\linutcs" Email to 
No Shows 
• A.ssists Sales 
Coordinator #1 with 
Registration & 
Seating If Necessary 

®Prograrn 
Coordinator Enters 
All Registration 
lnformation Into the 
System. 

•Program 
Coordinator Finishes 
Entering AU 
Registration 
Infonrnition lnto the 
Sysh:m 
• Prepares The 
Session's Report 
·Assists Sales 
Cc){)rdinators if Time 
Permits 
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TRUMP 
. ·-·------~--··~--··---·~--------·-·· ---- UN! Vt RS l TY 

---- -------------------------------------------------, 
>'foam Sets Up Sales Area with Enrollment Forms, Product & Chairs 
After Seeing "Trigger" Slide 

•Display Catch lhe Wave_CDs_ ___ ·-··············-··---------------1 
•Team Mans The Sales .Area, Stands Up, ls A!lentivc to Speaker and 

1----A_t_T_h_e_{_:_h_Js_·e_: ---------t--------··········-···········_Attendee .Movement and Ready to Sell, Sell, Sell! 

•Stand Off To Side of •Program 
I Sales Table (A way Coordinator Works 
j From Door), Speak the Room with 
· Willi Students Over Special Attention To 

Mic,. Get Them •Sales Coordinator# l Stays At Saks Table Team Members In 
Excited, and Get and Faci1itales. Enrollment Possession of a 
Tben1 Seated at Sales •Sales Coordinator #2 Float> and Gets J\fore Credit Card that 

During Saks.Tin1e: .. ..1 .. Table At!endees Seated at Sales Table ·······-·········Needs to Be Run 
· •Once AU Paperwork is Complete, Buyers Are Sent to The Front of The Room frlr 

"Orientation" 
--···-······-·······-·--------1------------------ --··-----•---------·-----··-····················------~---------j 

•One Staff l\1ernher Conducts Orientation 
•One Staff Member \ValkB to Retrieve Signage with Special Attention 
to Sol.icitors (See Procedure in Compliance Section) 

•Program 
Coordinator checks 
to make sure 
Orientation Session. 
is Being Recorded 
•Program 
Coordinator 
Completes Entry of 
Sales, Papcnvork, 

.. .9Ei_~1~t_r~t.ig.11: ·············--·-------·-·· •One Stafflvfomber Starts Striking the Set ................ . ............. and. Session Report 

At the Close of 
..-O_r_ie_.n_ta_t_io_1_1: ___ ---l_•AU StafTMmnbers Congratulate and Shake Hands with Buyers 

After the Event: •All Staff Members Strike the Set and Pack Up as a Team 

Paperwork }lrocedure: 

L The Enrollment Form 

1. Tht, Buyers Role 

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

b. Bl!yers will be cn,.::ouraged to list a guesr and all. pertinent guest contact information 

c. The buyer must circle lhc form of payment that he/she wishes to pay ,vith- l,LL 
PAYMENTS .MUST BE RECEIVED IN FULL 
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Reminded!! 

•Full payment of $1495 must be collected before paperwork is submitted to Trump U 

office after the Preview. DO\vn payments are not an acceptable form of payment. If foll 

payment is not rncei ved during preV1e\v event, the contract will be mmsferred to the 

inside sates department and will not be counted towards the final conversion. No 

cxeeptionr,L 

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

d. The bottom of the enrollment form must be signed by the buyer 

ii. The Tmmp U Team lV!eniber Role 

a. Verify that all buyer infonnatio-n is present 

b. Encourage the buyer to list a guest if the field is blank 

c. \\/rite the last four digits of the credit l'.ard number or the check number dependant on fonn 
of payment circled · 

d. Verify that the bottom of the enrollment form is signed 

e. Verify that the top of the enrollment form indicates the team ptescnt and accurate event 
code 

f. Write the cunent date and the date that is concmTenl with the three day cancellation policy 
on the back of the buyers pink enrollment form and the back of the white enrollment form. 

IL The Tcnns & Condilions Fonn 

i. The Buyers Role 

a. PrinJ, sign, and date where indicated 

ii. The Trump er Team Member Role 

a. Verify that the buyer has printed, signed, and dated appropriately 

HI. Tbe Buyer Package 

i. Once payment has been run through and confirmed, the buyer should be presented with the 
following: 

a. The pink copy of the Enrollment Fonn and the Terms & Conditions Form stapled 
together and tucked into their Trnmp folder (Preview Kit) containing al.l of the 
necessary event infrirmalion 

b. The buyer incentive (currently: Goldmine) 

c, The above should be bundled together and placed in a black and gold Trump bag 

d. Direct them to a seat near tbe other buyers for orientation 
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T p 
UNIVERSITY 

-----··························· .. -· 
?.DDRESS ,t.,Or)RESS 

CITY STATE ZIP GODE 

'NOR.'l-\ PHONE 

CE U_ PHO~,IE FAX 

Fast Track to Foreclosure 3-iJ.ay Training: 
(i2 Month Audit Privileges) 

Premium Membership (12 mont:r1s) 
Weekly Webinars 
Client Advisor 
Coniinuing Education Events 
Forms Vault 

~ Resource Library 
Empire City 

Rea! Estate Goldmine Audi<:J Course 

FREE 

FREE 
(Special Edition) 

~oredosum Dealfinder First Month FREE* 

CE.LL PHO.NE 

Event Code: 
Client ID#: 

ZlP CODE 

WOHl<PHONE. 

FAX 

$1,995JJO 
{includes one FREE guest) 

·•oata Subscription Fees: I here.by authorize Trump University to charge my bank account or credit card account noted beiow, in !tie .sum of $34.95 
per month, payable monthly as if I l1a(l pe,sonctlly signed a check or sates draft slip tu Trump University. This authorization shall remain in elfeci 
unless and until i noiify Trump Un1versity in writing that I wish to cancei ihis subscription, which I may do at any time whatsoever. A record of my 
paymeni will be included in my bank or credi< card sla!ernenl and will se,ve as my, eceipt. This subscription can be Ci"rnCf,lled at the first day of 
training. 

~~:~~ -F =1:,:,~@srnu~cd 
You may cancel this agreement without any penalty, al any time prior to midnight of the thitd busines5 day after the date of this transaction. 
See cancellation notice on reverse side for explanation of thls right. 
You, the Buyer, may withdraw without penalty from the iraining class scheduled above by the end of lt;e fast day o1 the next regularly scheduled lrainin9 
class as specif,ed above. or wilhin (14) days frorn the emoilmenl date, whicl1ever occurs first. lf you attend a! a subsequent time. the cancellation option 
wili not apply. 

This Program is provided for information only and rm guarantees, promises, representa!ions or warranties of any kind regarding :specific ar general 
benefits, monetary or ottwrwise, 1·,aw, t>een or will be made by tile Program, Program instructors, lrump University. \heir affiliates or their officers. 
principals, representatives. agents or employees (collectively, "Principals''). I acknowledge !hat none of the Principals is engagrc,d in rendering financial, 
investment, legal, accounting, or other pmfessional services ar .advice. If such professional advice or other expert services are required, I acknovvledge 
that I sliould seek ihe services of a competent professional who can consider my particular circurnstances. I ac:know!erJge tt1at none of the Principals is 
responsible for, and !hey shall r1ave no liabilfty for, my business success or failure, my acts and omissions, the appropriaten•sSS of ;ny bL,siness decisions, 
or my use of or reriance on Prof;ram information. 

By signin9 below, I ("Participant") acknowledge that i have read and agree lo the 1xo'>1isions on the front and back o/ihis Enrollment Forrn. 
1GN.t.TURE DATE Ot,TE 

l/Vbile Copy: TRUMP U Pir,k Copy: CUSTOMER 
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IV. THE FULFILLI\iENT 

Hehl.nd the Seem:§ between the Preview & the Fulflllineut: 
Pre-I?ulfiHmcnt TimeHne: 

~--------------------·-········ .. -· ..... 
· During Preview: Operations: Live Events Coordinator Orders M:ateiials for Fulfillment Training 
f------------1-------·········------------------------

lmmediatcly Service'. Buyer Receives Email Inviting Him to the Wealth Builder's Network 
Following the . Premium 
Preview: i 

f------------;------·-···········--·······················-----------------------l 
Day After Preview: Service: Welcome Email Sent 

-----------
Servi cc: Webinar Odentation Email Sent 

------·----·························· 
Service: Welcome Call From Client Advisor 

( ...... .. .......................... --------! 

1 \Veek Prior to Live Events: Buyer Receives Post Cml froni Preview Tearri 
Fulfillment: 

------------------------------------------------ ------ ------------~-·-···-----------------------
5 Days Prior: Operations: Itinerary Constructed &. Sent to Event Team 

1-----------"---------- ---------------, 
4 Days Prior: [ Operations:_ Spec Sheet Constrnctcd & Sent to PC with Meeting Room Details 

3 Days Prior: ' Operations: .PC Orchestrates & Facilitates Phone Conforence for Event Team 

2 Days Prior.: Service: Reminder Call 

------------------------+--------------------· ····-------------------·-----------------------------------------------
! Day Of: 

L_-
Operations: Event Team Personally Calls No Shows In Attempt to Get Them to 
Training 

.......... ~ ...... --~----------------' 

Behind thr Scenes hchvecn the Preview & Fulfill:mmt: Shipping F'ormula for Materials Ordered 
For Fulfillment During Preview: 

F'nlfillment Event: Tbe Live Events Coordinator will order based on a 45% show rate on tho dev for 

,hose registt)red for the preview and a 20'% conversion. The .Live Events Coordinator will then multiply 

the number of expected buyers by l .5 to account for guests and add 5 as a safety net. The end .resu It is the 

number that the PC should accounting for in their ordering for the fulfillment 

For example: llthe "Preview 1,,tals'· in the 'Tot Reg" row is 385 the.formula is executed asji:i{Iows: 

385 x .45 = 173 (f?xpectedAttendee.s~) 

173 x .2= 35 (Expected Buyers) 

35 x 1.5 = 53 (Expected Attendees.fbr Fulfillment Inclusive cf Guests) 

53 + 5 = 58 (E,pectedAttendees Inclusive of Safety Net) 

The LEC will orderfi,r 58 o/a!I materiaJs_Fn· the/i1l/illment 

1he LEC will orderji~Uillment kitsfbr 20% of those expected: 

58 x .2= 12 tTotd .8uyers at Fu{f1llment) 

Private&. Confidential • P:ige 43 

CONFIDENTIAL 

TU 130464 



Case 3:13-cv-02519-GPC-WVG   Document 212-3   Filed 05/31/16   Page 48 of 133

1'RU.MP 
IJ.NlVE.RSlTY 

Behind the Scenes between the Preview & Fulfillmeilt: Premium Membership Email Automatically 
Sent to Buyer: 

Dear Azza, 

Congratulations! When you enrolled at Trump University you took a giant step toward achieving 

your financial goals. Our job is to do everything that we can to help you along the way. We 

understand that successful real estate ir,vestors and entrepreneurs aren't created ovemlght, so 

at Trump University all of our programs offer one full year of ongoing support. That is our 

commitment to your success. 

Your one year of support begins today. As a Trump Premium Meniber you novv have .:-iccess to 

ex:clusive resources, support and events that have been designed with the active investor in 

mind. Specifically, your learning plan novv includes: 

1) Weekly Expert Webinars - Keep your knowledge up to date with powerful webinars hosted by 

t,Kperts In real estate inyestlng, asset protection, wealth ueation, personal development and 

entrepreneurship. Each webina1· is conducted online and include.s the opportunity to ask 

personal questions. 

2} Comprehensive Online Resources - Access your member-only resource library to read 

relevant articles and download legal forms. Every month we will be adding new articles and 

forms to keep you current with emerging industry trends. 

3) Ex.elusive Member Forums·· Connect with your peers; ask and answer questions; provide 

insight; get advice, Nothing is more powerful than being a part of a cornmunity of like-minded 

doers. 

4} Dedicated Client Advisors - Con$ult with your Client Advisor on what courses to take and how 

to get the rnost out of the courses in which vou are currently enrolled. Client i\dvisors are there 

to guide vou through your learning plan. 
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S) Continuing Education Events - Attend one of our monthly regional continuing education 

events; netv,mrk with other success-oriented individuals; brush-up on your fundamental skills. 

Ready to go? Get started now. Once you log-in, you will be imrnediately directed to your new 

Premium site. Enjoy your membership! 

TRlJ!\,tP 
IJN[VtRSlTV 

To your success, 

Michael Sexton 

President 

Trum[' University 
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Behind. tb.e Scenes hetwi.'en the Preview & FuHmment: Welcome Email Sent After Culmination of 
Preview Campaign: 

Dear Valued Member, 

Congratulations you have been accepted to the Trump Uni.vernHy's School. of Real Estate. 

We ate• excited that you have chosen to join us for a weekend filled w'ctl1 valuable information 

that will last a lifotinw. The fast Track to h1redo:mre R,,al Estate Retre;it in San Dkgo will be 

youJ first sk>ps towards achieving financial indep~·ndence. 

fa Appreciation of Yom: Enrollment, You Will Also Receive a Complimenta1y 12-Month 

Premium Membership !o The Trump Un.iversHy! 

Membership to this exdusive club includes: 

., Regular access to your personal IVI<fcmber Ad visor 

~ '\Neekly expert webinars 

., Free continuing education programs 

., Exclusive Graduate Days 

., Full access to crucial legal forms 

., Compnc'hensive resource library 

" Special l\fomber pricing on sekd products and prograrns 
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Be sure to watch for an email with all ofyom membership details! 

One .more thing: Also included in this packet is inform,1\-ion about the location of the event and 

travel arrangements. Ivfany of your questions will be answered with this information, so please 

reviE"'vv it carefully. Please do not hesitate tc call with any additional questions you may have 

concerning the relTeaL 

"\Ne look fonvard to seeing rou there! 

Be:,,t regards, 

JasonSchauer 

Tmrnp University 

40 Wall Street, 32.nd FL 

New York_, NY 10005 

Phone: 64,6.810.2119 

Fax: 2.12.248,0782 

,V-Wv>i .Trump l.J ni.versitv.corn 

HOTEL an.d Travel Information 

Manchester_Grand_Hy;t!:t_San_Diego 

One Market Place 

San Diego, CA 921.01 

United States 

619-232.-1234 

The se:m.inar will be held in the Hotel's Conference Center. 

Students are responsible for making their own hotel. and travel a.rrangements. It is not mandatory 

to stay at the hotel listed above. If you would like additional information about other hotels in 

th12 area,. please contact a retreat coordinator at (646) 810-2119. 

Flight lnformation: 
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If you are flying, we suggest that you use an on-line travd seard, engine such as 

www .expedia.cmn or www .orbitz.com. They a.re an excdient resource when looking for the 

cheapest available flights and an• ext.n-rnely user-friendly. 

Fri. December l21h: 8:15 a.m. - Registration Begins 

9:ml asn. - Class Begins 

11:00-1:00- Ltmch at the Hotel 

Class Ends at Approxin1,1tely 6:00 p.m. 

Sat December 13n,: 9:00 a.m. - Classxoom 

12:00-1:00 Lunch at Hotel 

Class Ends at App.rnxb.11atdy 6:00 p.m. 

Sun, December "141h; 9:00 a.m. - Ci.assroom 

12:00-1:00 Lunch at Hotel 

Class Ends at App1:oximately 6:00 p.m. 

Frequently Asked Questions 

VJ"hat should I bring? You are not required to bring any Trump University rnaterials that you have 

a!re,:tdy received thus far, A new workbook will be provided. at the rdrt>at. Tlw hotel provides pens and 

small notepads. l::l.owever, you may want to bring extra note taking 1nateriab with you. 

Whal should I wear? Dress comfort.ably, as you will be in class for the majority of the time. 

lue meals included? Vv'e will not be providing meals at your retreat. 

Do I have to stay at the hotel where the retre:1t is being held? No, however we do expect that you allow 

adequate travel time in ordfl to be on tirne for class. 

How do I gel to Llw hotel once I arrive? Tiw most common form of transportation is either by laxi or 

rental car. The hotel does not offer a shuttle service. 

May I bring a guest? Due to l.irnikd space you are only eligible to bring one guest. Please contact your 

Retreat Coordinator to register your guest 

Jason Schauer 

Trump University 

40 WaJJ Street, 32nd Floor 

Private & Confidential • Page 48 

CONFIDENTIAL 

TU 130469 



Case 3:13-cv-02519-GPC-WVG   Document 212-3   Filed 05/31/16   Page 53 of 133

TRU_MP 
--············-·······························-················-···-·-·············-------- U. N f V E R S I 1' Y 

Behind the Scenes between the Preview & Fuifi.llment: Emal1 Sent Int.roducing Wchinar Day After 
C1.1lmination of Preview Campaign: 

December 4, .2008 

Dear Valued Iv1ember, 

We want to make sure you have all the information you need to log-in to your Fast Track lo 
Foreclosure Investing introductory webina,·. This webinar will help you get started and be ready 
for the 3 day Fast Track lo Foreclosure _B_fJtreat. You will be able to access this webinar at your 
convenienc,:J. 

To participak! in this webinar: 

1) Go to trumou.acrobatcom/p93352523/ 

2) You will be able to listen lo the webinar through your computer's speakers or by connecting 
your headphones to the headphone jack in your computer. 

We hope you can join us for this informative session! 

To your success, 

Michael Sexton 

President 
Trumg Urfr,s::wsity 
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\Vekon1e Call from Client Advisor Day After Culmination of Preview Cmnprugn: 
Hi may! speak with (students name), this is (your name) calling from Trump University, how are you 

today? 

Student will ;;inswer 

Great] \i\lelcome and Congratulations on enrolling in the Fast Track to Foreclosure Training program, 

coming the (give dates i.e, 5tn, 7th and 3t"). 

{Speaker's Name) asked me to give you a call and make sure you have everything you needed. /\lso, l 

have recently sent over a few e-mails, 1/\lere you able to check yet if you received those? 

{Usually they have not checked} 

Ok, not a problem whenever you have a chance, there are two emails in particular. One is just a basic 

itinerary of the three days; the times, dates and location. The other en,ail contains an Orientation 

Webinar; the webinar runs about 2.5min and brings you through the Jump Start Guide, which is a great 

resource for you to have, it is a resource that allows vou to write down your goals and what you are 

hoping to achieve through Real Estate. 

You \>vere also given some hornewor·k to complete, <io you have any questions on how to get .started 

with that or where to find the hornes? 

Great, also! wanted to double check you enrolled a guest, I can't emphasis the importance ofa team 

environment; and how important it is to have a great support system in place. 

(check to make sure you have the correct email and get new information if needed) 

lf you have any more questions before the training, all my contact information is at the bottom of my 

emails, and please do not hesitate to contact me. 

Have a great day! 
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Behlnd the Sceucs between the Preview & Fulfillment: ltioerary Sent to Even!· Team S Days Prior 
to Event: 

FTF- NEW YORK 14<16 NOVEMBER, 2008 

Event Code: RTRFT'F·200S.l114X 

Attendee Registration; 132 
Expected Attemlee w ith'Guests: 203 (Registered attendee.s -exceed formula - Add 50% to Attendee 

mgis.tration to allow for free guest) 

M1nitmnn Sales Goal: $50.7,500 ($2500 r}er head: 75% cash col.iected) 

Friday, November 14, 200.8, 

Saturday, November 15, 2008 

Sunday, November 16, 2008 

.Event Staffing: 
Speaker -

Sales Coor dinator· 

S.ales {:oordinator

Sales Coordinator-

James Harris 

Ryan Lotman ...... 

ScDtt: Leitzel! 

Cory Lignel! 
Sales Coordinator- Mike Dubin ...... 

PC/Sales Coordinator,. Tiffany Btinkrnan 

Pr.ograrn CoordJr)ator- Jason Schaver ••••• 

Speaker Observlng- Steve Goff ...... 

Venue~ 
New Y,orker Hotel 

481 stti Avenue & 34th Street 

New York, NV 10001 

917,267.2666 

Contact: Patricia Wong 

rfotel Accommodations.: 

Same as above 
(:heck In: Friday, November 14 

Check Out: Monday. November 17 

James Harris Confi;n,atlon Number: 3Q4~08, 

tbr irikfnan(@t rumpunlverslty.com 

isshauer@trumpunlve.rsity.com 
sgoff@ttun1pun1versny.tom 

Steve Goff Confirmation Number: 307180 (check l'n Thursday) 

Tiffany Brinkman Confirm:jt ion Number: 304916 

P.ri v~.te & Confi!!eil1ial " f>age 5 ! 
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Ryan Lotman Confirmation Number: 304914 

Scott leitzeli Confirmation Number: 304910 (check in Thursday) 

Cory Ugnell Confirmation Number: 304911 

Mike Dubin Confirmation Number 304918 
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Behind the Scenes between the Pnivfow & FulfiHmcnt: Spec Sheet Sent to PC 4 Days Prior to 

Event: 

___ Meeting Room Name University/Island (2/3 of ballroom) 

3234 Sc uare Feet 
12' 

Any Obstructions (Pillars, ett.) No 

Onsite for Event Da Banquet Captain Donna or Solange 

Audio Visual Onsite for Event Day Joshua Collins 
Confirm: Event to Be Posted as: 
"Trump University: Fast Track To 
Foreclosure" Yes --------------------------···---~······-------------
Received Dia ram Yes 

Parking Fee Free 
i-----'"-------~~~ .. --.. ----------------------------------------------------------------------

Parking Fee Waived for Staff Free 

Notified of Boxes Enroute Yes ~--~--~-----------------------· 
Notified of Boxes To Ship Out Yes talk to Donna or Solonqe 

Projection Typ.e (Rear or Front?) Front 
Overhead Projector Ordered? {Set on 
speaker right) Yes 

State Flag, US Flag & Plants Available Yes 

Pens & Pads In Room Confirmed Yes 
Water Pitchers on Tables Confirmed Yes 
Confirm Coffee {Reg/ Decaf/ Tea) to be 
Set By 9am Each Morning inside set by 7:30 am 
Room 
Confirm- Banquets MUST check with 
[Susan Morrison] To Get Permission Yes 
to Refill Coffee!!! 

~~~~~ .. ~-.................. --------- -----------------------------------
Time Meeting Room To Be Completely 
Set By set by 6:00arn 

Internet Orderad if Necessary Ordered for Saturday only 
Sound Patch to Speaker's Computer if 
Necessary Patch to House sound only 
Speaker Phone Wired through House 
Sound if Necessary Saturtiav only 

Send Full & Fina! via Email or Fax talk to Donna 
~~~-~~~~-~~~~=~=~=~~~·~-~·~·--------·· -------·--------~--~----~-=~-

Fu!! & Final Status talk lo Donna 

meeping Rooms Confirmed 
(Room & Tax to Master} Yes 

~··--------·· 
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Final Number'/ Room To Be Set For 
Classroom Style with Center Aisle· 

Na.me of Ons!te Contact that Reviewed 
a.II of Above Details 

60 

Lynne Davis-Domme 

Behind the Sca~nes bf,tween the Preview & Fulfillment: Email Sent to Event Team Aammmdng 
Phom, CorJ.ferem:e Details Sent 4 Days Priw, 

Good Evening Team Denver,. 

Please dial in for a brief meeting during which we 'Nill touch on the following 

1. Team Introductions 
2. Event Review 

a. # Registered for event 
b. Room and AV Set Up 
c. l'ree Giveaways 
d. Event Expectations (flow ofprc,cntation and saks) 
e. Buyer package lo be given out atler sale 

3.' Hotel and flight Infonnation (Arrival and Departure times) 

4. Open Items (Suggestions/Comments, PPT coJHes for back tip, ltems to be given out etc) 
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Lc0oking forwart1 to a fabulous event! 

Best regards, 

April Neumann 

TRUMP 
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Behind the Scenes between the P:revlew & Fulfillment: Remimkr CaU from Customer Service 2-3 

Days Prinn 

Is [NAME] available? 

Hello, this is . from Trump University. I'm calling with a courtesy reminder that you have 
reserved a seat at our Fast Track to Foreclosure Seminar August 22"d ·2411

'. The class is being held at 

The San Die.go Marriott Hotel and Marina in San Diego, CA 92101 and is being taught by one of 

Mr. Trump's top instructors, Mr. Steve Goff 

We recommend that you bring a pen and paper to take notes during the class. You may also want to 
bring a sweater as the hotel facility can be quite cold. Finally, we encourage you to bring a guest. There 
is no charge fm guests and many successful real estate investors find it easier to work with a partner. 

This may be a once"fn-a-1\fetirne opportunity to create rnassive profits from real estate irwesting if you 
knov\l what you are doing. And our goal is to make sure that you do! 

lf you have any questions please contact our customer support team at 377-508-7867 extension 0. 

Have a great day. 
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" All Trump U Team Members (travel pennittiug) will meet the evening prior to lhe preview to walk 
the space, setup the rnom, and ensure that all necessary materials that have been shipped to the hotel, 
have been located by the hotel staff. 

" Team Jvlembern mu;;t arrive at the fulfillment hotc:12 hours prior to lhc event. 

" Al.I Trump U Team. Members must be professionally dressed at least one-hour prior to the beginning 
of the Fulfillment. Attire must always be neat, ironed and professional. AU Trump U Tearn Members 
will always be dressed in a suit and must wear their jacket throughout the first two hours of each day 
of the event. 

" Name badges must be worn. 

"' Trump U Team i'vfembers are not permitted to use cell phones during the fulfillment. The only time 
ceH pho11es are perm.itted is when no-shows are being contacted or, in very limited circumstances, the 
Trump U Team lviember bas verbally indicated to the other Team Members that he/she must make an 
extremely important calL 

~ Trump U Team Iv[embers are responsible for learning all parts of the folfiHment set up process and 
working cohesively to do eveT}'thing within their po,ver to contTibute lo a successful event. 

" Sales Coordinators are permitted to usc their personal iaptops during three day training events. AH 
Trmnp University Team Members will be nxp;ired to have the below itnagc as tbcir desktop 
background at. all Trnmp Univers·ity Events. Please follow the below i11strnctim1s £.,r setting this 
image as yom desktop background on your laptop; 

l, Double click the attachment in the email in which this image was sent to you, to open the 

image, and sr~ve the imag,:: to your computer so that you can reference and set as your desktop 

background as necessary, 

2, Go into the start menu, in the lower left corner of your computer screen and dick "'My 

Computer." 

3. Locate the "Control Prmd" button and double click. 

4. Locate the 'Display" icon and double click. 

5. Click the ''Desktop'' tab. 

6. Click "Browse'' and locate the image that you j usl. saved t.o your computer. 
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7. Double click the image so that it appears on the computer icon in the popup box. 

8. Click "r,pply" and then click "ok" 

The above image will now be your desktop background, 

Recon:frog for Compliance During the Fulfil.l.meut 
All Trump University fulfillments, workshops, and retreats will be recorded for compliance and training 

purposes. All sessions will be recorded directly through the mixer to ensure the highest feasible sound 

quality for transcription and audibility purposes. All Trump University three day training events shall be 

recorded in tbe fo11owing rnaimer: 

•All three day trainings are to be record,3d in their entirety. Trainings will be recorded ln two or more 

sections per day and labeled appropriately. Rename recordings utilizing the standard three day tralning 

recording format, indicating event code, speaker last name, and numbered sequentially . 

.,Ali staff lecturers shall be recorded separately and sessior1s labeled appr-opriately. All parts 11Vill 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 Coordinators speak. Anything that is spoken from the front of the room 

must be recorded. 

~unde_r !l.O circumst,!Jlces should live phone calls with sellers be recorded. lt is illegal to record the other 

party without their consent. 

~A.ll doses- whether they be a soft close or a hard close- shall be recorded separately and labeled 

appropriately. 

•)\II closes are to be labeled appropriately and emailed to tm.f.f~_r1bY:@1Ch!DJl?.1L[1JY.QJ~.LW:S.2DJ; 

aneurnann(wtrurnpuniversity.com, at the cuimination ot that particular day. In the case that 

there are two clo'.>eS (for example, on dav 2 the speaker does a soft dose right after Im.ch, and a 

hard dose at the end of the day) both recordings 1Nill be sent and labeled accordingiy. 

0 At the culmination of the three day training event, Program Coordinators are responsible for emailing 

aU sessions to tmccarthv@trumpu11ivcrsity.com and aDrnmannCiltrumpuniversity.com within 48 hours, 

AU recordings will liv,~ on the shared server so that they may be accessed by tbc managcrncnt staff at 40 

Wall. 

~Program Coordinators are responsible for immediate[y emailing any sessions containing questionable 

material with notes to tmccarthy@trumpuniversity.com; aneumann@)trumpuniversity.com, Thi<> refers 

to any material that encompasses, but is not necessarily limited to the belov,,1: 

•Testimonials associated with any other courses or programs 
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For example: A speaker uses a testimonial of a student that was theirs before they v,,ere with 

Trump University, and implies that it is a TU student that has gone through the Trump Elite Gold 

Package. 

• Guarantees i1-r1p!ying success will be claimed 

For exarople: "If you enroll in the three day rnentoring package, you ,vi!l be able to make $40k on 

yourfirst deal." 

• Price drops that are reflected incorrectly 

For example: "After you walk out that door today, the price on this program is going i:o jump 

from $35,995 to $48,490. This is rm event prfce only." 

• Shortage doses 

For example: "The first four of you to sign up wilf get this as an extra bonus" or "We onfy hove 

five spots left today for this training." 

Fulfillment Registrafam Setup 

t Registration Arca Guidelines 

i. This area shOLtld ahvays be completed first to alleviate distractions and collfusion for early 
attendee arrivals. 

ii. First impre5sions are critical.! .Make sure the registration area is neat and organized. 

IL Registration .Area Setup 

i. Signage must be prominent and pres,~ntable 

a. Strategically place directional signs at polnl of entry 

b. Place standup banner at registration table for additional effect 

ii. Iron and place table banner on registration table 

iii. Place registration cards, guest registration cards, roster, printed n;:iJ11e tags, sharpies, ex!ra 
name tags, and Photo & Testimonial Consent Forms under the tabk: until you are ready to start 
welcoming guests 

iv. Ensure that all name tags of previous "Elite Buyers" have been tagged wilh the black and gold 
"Trnn1p Elite" ribbons 

v. Setup music tu run in event room during registration for easy transition to room when doors 
open 
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Fulfillment Event Space Setup 

l. Remember: No clutter! Main goal is to not let anything be a potential turnoff and distract from 
the How of the event 

IL Setup PC's Laptop Computer: 

L Confinn that Verizon card works vvithin meeting space 

ii. Confinn power source 

IIL Setup Speaker's Laptop Computer: 

i. Confirm power source 

ii. Confinn laptop sound 

iii. Confinn proj ceior cmmcction 

IV. Event Materials 

i. Retrieve an necessary paperv,ork for preview from shipped boxes 

ii. Locate and organize materials needed 

iii. Stow boxes out of sight of the attendees 

iv. Display materials as indicated by Trump Unrversity 

v. Be neatl ! Lack of organization and disorder reflect8 poorly on Trump University and will 
directly influence attendee confidence and imp~.cts efficiency 

V. Setup AV Equipment 

L Visual 

a. Cormect projector to power source and speaker laptop 

b. Confirm projector power source and that projection is dear and straight on 
screen 

c. Confirm overhead projector power source and that projection is straight on 
screen 

d. Place adequate transpntenc.i.cs amt overhead markers next to the overhead 
pmjcclor 

e. Presentation check 

J . Check that wireless presenter is working 

2. Test testimonial loop and video to eliminate any issues before 
presentation 

ii. Audio 

a. Connect mixer on back sales table to house s,)und and confinn power source 

b . .Put new batteries in lavaliere microphone, connect to mi.'l:er and confirm 
receiver power source 

e . .Put new· batteries in handhcld microphone, connect to mixer and confirm 
receiver power source 

d. Connect iPod to mixer and confirm tbat it has been charged suJfici1ently 

e. Connect Speaker laptop sound lo mixer 

f. Put new batteries in recorder and conned to mi.x,:r 

Prrvate &- Con fidentiai >tS Page 59 

CONFIDENTIAL 

TU 130480 



Case 3:13-cv-02519-GPC-WVG   Document 212-3   Filed 05/31/16   Page 64 of 133

TRUM_P 
UN!Vf!t.Sl'fY 

g. Sound check 

I . Lavaliere microphone and adj usL volume as necessary 

2. J:-l.andheld microphone and adjust volume a:s necessary 

3. IPod shuffle, adjust volume as necessary, and cue ''J:-,,foney, M:oney, 
Money" song (The O'Jays) for introduction 

4.. Recorder through doing a ''test" recording to ensure audibility 

5, Speaker laptop sound and adjust volume as necessary 

VI. Setup Front of Room 

i. Display banner on 6 ft. table between two screens 

ii. Ensure that tabk banner h ironed and straight on 6 tl table that is bet,veen two screens 

iii. Display incentive product as ind.icakd by Trump University 

iv. Check. that the hotel has provided a bar stool for speaker 

v. Check that the hotel has provided three bottles of water for speaker 

VII. Chair Setup 

L Room to be set classroom style 

a. Pens and 11ads should be placed at each place setting. Ex.Im pens and pads 
should be kept in the back so that they can be easily retrieved when chairs need 
to be added to the s,.ctup. 

b. A water glass should be at each place setting, and pitchers of water should be 
within reach for each aUen.dee 

c. No candy should ever be on tables! 

Vilt Overall Atmosphere 

L Confirm that mom ten,perature is no more than 68 degrees 

ii. Check to see if bulbs need to be removed from overhead lighting to avoid washing out 
of sereeJ1s 
iii Walk speaker space to ensure adequate spacing from screens to first table 
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Fulfil.lment Set Up wm Be As Per Diagram: 
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J:rulfiHment Registration P.rocedur'-': 

L Wekomc Attendees 

IL Check Each Attendee Off on the Roster 

i. Ask if he/ she has changed any contact information since last you saw· them, if so, hand them a 
white primary registration card so that they may record the correct inforrnatior1 to be entered 
into our system 

ii. Ask if he/she has brought a guest 

a. If a guest is present they must fi ii out a blue guest card in order to complete the 
registration process 

b. Each card should be reviewed for lcgiJ.1ility and completion. If something is missing, 
ask for it. 

iii. In the event that an attendee is not on the roster, WTite down their name, and ask frir them to 
slep to the side and that you vv111 investigate and be hack with them momentarily 

UL Photo & Testimonial Consent Forms 
i. Once an attendee has been checked off on the roster and guests have filled out their guest cards, 

each attendee will he given a Photo & Testimonial Consent Fonn to complete 

ii. In the event that an attendee is not comfortable completing the consent form, do not pressure 
then,, just remernher to not use the consent fonns as a method of calcula1ing attt~"Klarwe 

1V. Name Tags 

i. After each attendee has completed all of his/her paperwork, rhey may receive a -name tag 

ii. Itzmind the attendee that name tags must be worn at all times, and set an example by ,vea.ring 
yours 

iii. If an attendee's name is spelled incorrectly on their name tag, apologiz;-3 and hand-write them 
a new one, Make a note ofit and let them know that yuu will get them a printed name tag at 
break. 

iv. !:-taxJJl.,,rrite name tags for m1expccted guests. Make a note ofit and.let them know that you 
wiU get them a printed name tag al bre,ilc 

V. Photos 

L Student photos will be taken at all Trnmp University fulfillments, workshops, and retreats to 

be used for one-on--one and compliance purposes. Photos should be taken at all Trnmp 

University cveIJts and posted as follows: 

Note: 

!(dt any time a student rejitses to have their picture taken, the Program Coordinator will 
utilize a picture ()f the Trurnp Logo and write the student's name on the logo. 

ii. All photos 'Nill be taken in the following manner 
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a. After receiving a name tag, students will be directed ro rhe desigriate<l staff 

photogmpher to have their picture taken, Students must wear their name tags in their 

photos so that the student's name is clearly posted in the picture. 

VL Entering the Everrt Room 

i. Stufk:nts may enter the event room once they have completed the entire registration process. 

Kveulng Prior fo Fulfillment- Event Respmuibiiities: 

Event Team Meets, Vlalks the Even! Space, and Discusses Phn of Action: 

• Registration Roles 

·Team fotroductions 

•Format for the Weekend 

•'When Student Profiles Distributed Evening Prior: '----~----..!------------------------.... - ............................... .,. _________ __.., 

Day 1 FulfillnH::nt-Event R.espi:msiMlities: 

Day 1 I Sales Coor1::Unato:r J Sales Coordimdor I Prognun 
f-..,R_e_s~poC»n"'-1,"""i.b=-i_li_.h...;'e..c.s~,_·..:..S.._1J_e_a_k_e1_< ____ -+i_#_l ______ .... _ .. J .. !f.~.................................. Coordinator 

2 Hours Prior: 

l h Hours Prior: 

Speaker Drops Off 
! His Laptop To Hook 
i Up to Audio Visual 

i Event Team Meets in Event Roorn to Setup Audio Visual, Banners, 
i Directional Signage, Sales Coral, Front of Room, Tweak Room Setup 

1;:~~z'=~~~mp~Vo,~kbo<>k,"_n_d_(_)_ti_K_T_--1 
I 

Registration Area 1s Set with Irnned Tablecloth, Name Tags are 
Ready to go, and Visual & Sound Checks Have Betm Done to 
Cmifirm Cormections for 
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•Power Point Presentation 

•Overhead Projector 

•Speaker Laptop 

• Speaker tvlie 

• Handheld Mic 

• lPod Sound 

'Recorder 
1-----------i·-·················-···························---+-------------------------

45 Minutes Prior: 

Speaker Returns to 
Meeting Rom11 to 

I Get In "Fulfillment 
Mindset" 

Event Team Begins Registration & "Regis,ration Roles'' 

Doorn Open, Mu.sic is Playing 

•One Team I\tember Mans Registration Table 

•One Team Member Acts as "The Photographer" 

•One Team l\lfornber Acw As "The \Vdcomer" 
..----------t----------1-------·-·······················------.---------------------------------···--------------l 

At Event Time: 

15 Minutes Into 
Event: 

i 30 Minutes Into 
· Event: 

•Speaker Begins 
1 Presentation 

•Presentation 

' • Registration & Pbotos Continue Outside with 2 Team Members 

•One Team Member Scats Latecomers and \\latches for Speaker 
Signal8 

•Sales Coordinator # l Brings Registration 
Inside the Room and Registers Late 
Attendees and Sends them Outside to Have 
Their Photo Taken 

•Sales Coordinator #2 Stands Outside the 
Meeting Space and Directs Latecomers Inside 

1 
___ andTakes Pictures as Necessary 
•Sales Coordinator#2 Returns To Meeting 
Space (D,~pendcnt Upon Number of 
Latccorners SW! Arriving}, Does Head Count, 
and Reports Number to PC 

CONFIDENTIAL 

•Program 
Coordinator Enters 
All Registration 
Information into the 
System 

•Assists Sales 
Coordinator # 1 with 

· Registration & 
Seating ffNecessarL .. 
•Program 
Coordinator Enters 
All Registration I 
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\Vhen Speaker 
Announces 
Attendee 
Introductions: 

When Speaker 
Announces Team 
Introductions: 

If u Student Comes 
1n to C.xmcel: 

Photos Are 
Printed 

When Speaker 
Announces Student 

• Presentation 

I 

•Sales Coordinator #1 Watches Speaker for 
Signal (Too lfot, Needs Water, CeII Phones 
Ringing, Attendees Trying to Ask Questions, 
e!c.) 

System 

•Program 
•Sales Coordinators Take Notes with Special Coordinator Prepares 
Attention to Real Estate Histo1y, Current Day J Report \Vhile 
Profossi911,::tnd 1nterest Le~.:_! ____ ··------- __ Listening 

•All Team I\.iembers Drop What They Are Doing and Walk to Front 
of the Room Jor Introduction 
•PiE(';ctly Fol1owing __ ~£~oductions, Tcarr~~::.~1l!s "No-Shows''_ 

•One Team Member Works With Tlwm to Fill Out All Appropriate 

~_<3!_'."'_{)!.~ and Collect All~~cess.ary Material~---------

I Each Student's Photo WiU be Printed Twice: 
•The first photo should be printed in either 3x5 or wallet size. This 
photo will be stapled to the Student goal sheet for the team's r,:view. 
The pf,oto urill be removed before the Student profile sheet is returned 
and st,1pled to the Photo & Testimonial Consent Form and Return to 
the office. 
•The second photo should be printed in 4x6 size. This photo will lm 
used on the photo boards That arc utilized to display the assigned 
teams for tbe event 
Photos Will Also Be Emailed to Corporate: 
•All student photos from each event \Vill be downloaded onto the 
shared server, and placed in the folder marked '"Student Photos." 
Program Coordinators will create a folder labeled with the event code 
within the '''Studrnt Photos" folder so that it may be easily refr.~n.:nced 

-----~· ; in __ !!~lcl- insl.111ce of u chargeba,~k:: _____ _ 

Pro files: •Team Works T_?!!E!~er tc-~?istribute S tudentJ3tofiles to Cl.ass 
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--------------~-,,, ................ ___ .. __________________ _ 

"Team mingles witli students with specia:! attention to relieving the Speaker from needy 
attendees 
"Team manages that music is playing on aU breaks 

1---------f------""-------------i----------------------------------------------

•Checks to mc .. ke Sllre 
everything is being 
recorded 

Tlrroughout the I 
'-I_)_a~y_: _____ L~Prcsentation 

Evening of Dav 1- Event Respom,ibi1ities: 

i • Attentive to Speaker Signals and Re .. quests 
•Assists PC wifh Photos ,u1d Handouts as 
Necessary 
• Available to Students for Questions 

•Completes Day 1 
Report 

•Tends to Student 
Needs as Necessary 
®Works with Hotel to 
Receive Assistance, 
Room Refreshing, 

______ and Billing ___________________ _ 

I- ~=rn-~-A-.--ft_e_r----.----------- ~al~s~;';:~~-;:i_i_n_a-tn_r_· ---,--S-a_k_i_{_,:.'._o_o_:rct-. l-.:n-a_t_o_r~-P-.-.o-g_r_a_rn __ . -----~ 

~ponsibmties ________ Speake:r___ #1 #2 Coordinator 
.. Team \Vorks Togetherto Identify Potential Buyers With Student Profile She.cts 

identifying Brnycrs: 

Once you have the completed profiles, the team should go through each profile and determine 
who has the rnost and least liqt1id assets and rank them using the following scale: 

El - Over $50,000 ofliquid assets 

h2 - Between $20,000 and $30.000 of liquid assets 

E3 --- Under S l 0,000 of liquid assets 

EA- Less than $2,000 of liquid assets 
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40lks and IR.A.s should not be considered when using the ranking system since these are not 
liquid, available cash. 

Day 2 Speaker Sales Coordinator 1···sa1;··coo°ict"ir{it;:i,····
1
··r~;jii·;-;································· 

RespomdbUHies #1 i #2 Coonlinator 
----------+----------+----------"-i ----·--··-·-·················································································· 

1 Hour Prior: Speak.er Drops Off Event Team Iv.Teets in Event Room to Setup Audio Vi.sual, Banners, 

45 Jvfomtes Prior: 

His Laptop To Hook Directional Signage, Tweak Room Setup as Necessary, Locate 
Up to Audio Vi,mal Necessary Papenvork for Day 2 (Handouts, etc}, and Setup Cocktail 

Rourids Outside l'vfoering Space for One-On-Ones! 

Registration Arca Is Set with Ironed Tablecloth, Extra Naine Tags are 
Ready to go, and Visual & Sound Checks Have Been Done to 
Confirm Connections for 

•Power Point Prc:scntation 

•Overhead PrqJector 

•Speaker Laptop 

• Speaker 1\1ic- Change Battc1ics! 

• Ha.ndheld rviic- Change Batteries! 

• IPod Sound 

•Recorder- Change Batteries: 

•Ensure that Polys::om is Setup for Calls' 
!----------+---------+------------------········ .. 

1/2 Hour Prior: 

At Event Time: 

' 

t"'' 

Speaker Returns to 
Meeting Room w 
Get fo "Fulfillment 
Mindset" 

Event Team Registers Any Guests that VVere >Iot in Attendance on 

•8pca.ker Begins 
Presentation 

Day 1 

Doorn Open, Music is Playing 
----------------------

Team Members l,lingle 'Nilh Students 

•Registration & Photos Continue Outside 
with 2 Team J'vlembern 

•One Team Member Seats Latecomers and 
Watches fix Speaker Signals 

• PC V/orks on Day 2 
Report 

"Team mingles with sludenls v,•ilh ~pt%;ial allention Lo rdieviag Llie Spc:atcr from needy 
attendees 
<>Team manages that music is playing on all breaks 
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During the Close: .. Presentation •Entire Team is in Event Room and is Attentive to Presentation 
•Team Watches for Buyer Signals 

1---------------------------------·------1-----
Throughout the 
Day: 

The One-On-One 

• Presenta!ion •Atlentive to Speaker Signals a:nd Requests 
• Begin One-On-Ones 
•,,\vailable to Students for Questions 

•Check to make sure 
everything is being 
recorded 

•Complete Day 2 
Report 

•Tend to Srndent 
Needs as Necessary 
.. \•lork witll Hotel to 
Receive Assistance, 
Room Refreshing, 

\ and Billing " 
i •Prepare folders to 
i be distributed at 
/ dose 
I ~ Prepare packages to 
I be distributed to 

I buyers 

The importance of a orn>on-onc with eve1y student cm.mot be emphasized enough. The one on one 
session is the time for the sales coordinator to sit down and detem1ine 1hc slatus of the student's goals, 
current investments, and current financial situation. Each Tmmp U Team Member should reniind each 
student to be truthful when completing the profiles since, without an accurate profile, the path to sw:;ct'a% 
eannoi be charted. 

Once you sit down with u student or couple, make sure that you maintain contsol of the conversation. 
You may begin with some small-talk to establish rapport with ihe students but do no! let them take 
control the conversation. More importantly, avoid allmving them to take tirne to tell you about th.cir past 
real estate and investment experiences. (The past is the past and their future starts now with HJ') Make 
sure to utilize upen-euded questions in order to get a. read for hovv the student is feeling abou! tl:ie 
process. Some examples are; 

•\:Vbat brought you here this ·weekend? 

•TeU me what you plan on doing first thing Monday after this weekend is over. 

•Do you sec the value ofa rnentor and continuing your education with TU? 
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You must be very aggressive during these conversatirnts in order to push t11em out of their comfort zone. 
If they see themselves as an experienced investor, ask them wha.t brought them to the seminar. Also, 
mention that TU programs will only give them the opportunity to becorne a more educated investor. If 
they coroplain about the price, remind them that Trump is the BEST!! This is the last real estate 
investment they will ever need to make!'. Ren:uud them that TU teams are only looking for those stL1dents 
vvho qualify and have a positive attitude. We are the best of the besL At the end of the session, use 
positive reinforcement in order to calm their fears. 

Remember! 

• Each One-On--One should be no longer than 20 mi.nutes. At the end of20 minutes, you should 
know whether they are displaying buying signals or noL 

• Treat every One-On-One the sanie. Remember that students like to stretch the trnth and/or not 
pLll all of their information on their form. 

• Have fun! They am looking up lo us and we are the expertsl ! 

8>,1eni11g of Day 2- Event Respom;lhiiities: 
---------··--····· .. ······-----·-··· 

I 
l Day 2 After 

·Event 
' Sales Coordim1.tm· I Sales Coordinator Program 

Res porrnii:li!Hies Speaker I #t #2 Coordinator 
i 
' I 

I @Team Meets to Discuss One-Ou-One Firidmgs and Create Plan of Action for Sunday 

Dav 3- Event Responsibilities: 

nay 3 Speaker Sales Coordim1tor J Sales (~oon:!frrnfor I Prognim 
Responsibilities #1 #2 Coordinator 

,__ _______ __,. _________ _, ___________________________________________ J ____________________________________________ _ 

1 Hour Prior: Speaker Drops Off Event Team Meets in Event Room to Setup .Audio Visual, Banners, 

4 5 Mins Prior: 

His Laptop To Hook Directional Signage, Tweak Room Setup as Necessary, Locate 
Up to Audio Visual Necessary Paperwork for Day 2 (Harn.Juul~, t:t,.;), and Setup Cocktail 

Rounds Outside Meeting Space for One~On-Onesl 
Rcgistrntion A.ma [s Set 'Nith Ironed Tablecloth, Extra Name Tags are 
Ready to go, and Visual & Sound Checks Have Been Done to 
Confirm Connections for 
•Power Point Presentation 
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l/2 Hour Prior: 

At Event Time: 

On Breaks; 

Throughout the 
Day: 

Survey 
Distribution 

Speaker Returns to 
Meeting Room to 
Get In "Fulfiliment 
Mindset" 

•Speaker Begins 
Presentation 

•Overhead Projector 

•Speaker Laptop 

• Speaker M.ic- Change Batteries! 

• Hamlheld Mic- Change Batteries' 

• lPod Sound 

•Recorder- Change Batteries! 

•Doors Open, Music is Playing 

•Team Members Mingle with Students 

•One-On-Ones Continue 

"Team mingles with students with special attention to relieving the Speaker from needy 
attendees 
<>Team mam,..,,~ that music is playing 011 all breaks 

• Presentation •Attentive to Speaker Signals and Requests 
•Continue One-On-Ones 
• A.vailable to Students for Questions 

•Check to make sure 
everything is being 
recorded 

•Run Sales as 
Necessary 

•Tend to Student 
Needs as Necessary 
"Work with Hotel lu 

Receive Assistance, 
Room Refreshing, 
and Billing 
&Prepare packages to 
be distributed to 
buyers 

"Distributed Surveys to All Attendees & Collects Once Completed in Exchange :for 
I Certificates ------------------------------------+-------------------------------------------1 

I
i <>Team congratulates buyers, shakes bands, and reinforces the purchase at scni:l-off, leaving Send Off 

buyers feeling that they made the right decision 
~-------~---------------------··-----------·--------------------------------------------------------------------------------------------------·--_j 
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Il<'uffi!lment Paperwork Prncedure: 

L The EnrnUment Form 

i. The Buyers Role 

a. Enrollment forms must contain all buyer inf:orrnation: full name, address, email, and phone 
number 

b. Buyer m.ust indicate as to which package they are enrolling 

c. Buyers ,vill he encouraged to list a guest and aH pertinent guest contact information 

cL The buyer must circle the form of payment that be/she ·wishes to pay with 

Post Dated Cbecks Polley: 

}Vote: In the instance that a check is post dated, it will be considered as a pending 

sale until the date qf the check comes toji"uition. 

Procedure for Documenting a Post Dated Check.: 

•A post dated check docs not count t(;vvards the dollars/head collected, nor will it 
count as a sale or towards any conversion until the check is deposited. 

• A check's date should never be more than ten days in advance of the date that it 
is collected. 

•All checks collected, must be entered into the dev. To enter a post dated check, 

select the check option as a fonn of payment. Enter all pertinent information, and 

then select the date fron1 the calendar icon that corresponds with the date that is 
on the check. The check will not be counted as "cash collected" until the actual 

cbte that it is posted dated to. 
' 

...... ...J 

e. The bottom of the enrollment form must be signed hy the buyer 

ii. The Trump U Team r..fornber Role 

a. Verify that all buyer information is present 

b. Encourage the buyer to list a guest if the field is blank 

c. Write the last four digits of the credit card number or the check number depend.ant on form 
of payment cirded 

d. Veriiy that the bottom of the emolimcnt form is signed 

e. Verit) that the top of the enrnl.lment fonn indicates the team present and accurate event 
code 

n. Tbe Tenns & Conditions Fonn 

i. The Buyers Role 

a. Print, sign, and date where indicated 

ii. The Trump U Teum !vlember Role 
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a. Verify that the buyer has printed, si1.:>;ned, ;md dated appropriately 

III The Buyer Package 

i. Once payment has been run through and confirmed, the buyer should be presented 1Nith the 
following: 

a, The pink copy ofthe Enrolhnent Form and the Terms&: Conditions Form stapled 
together and tucked into their Trump .Padfolio containing a11 of the necessary event 
infonnation 

b, Anybuyer incentives (Giveaways) 
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Day 3-Post Event Responsibilities 

Post Event 
Re!'lJWnsibilitles 

--------------------------------- ------------------------
Speaker Sale§ Coordinator Sales Coordinator 

#1 #2 

• \Vorks together to strike the room and pack up boxes 
•Helps .PC compile list of crn11p,Jnents iu boxes and label boxes to be 
senl out accordingly 

Ptogram 
Coordinator 

•Compiles Final 
Event Synopsis 
Report 

Post Fulmlment P:rncedure 

-~------~---- -----~-- ------------------~-- - -------------------, 
Day After Service: Welcome Call From Brad Schneider to Schedule Mcntorship and i 
Fulfillment_: ---+--R_e_tl_-e_at_.s for fa.!l Trump Elite Package :Q~,y~~s · 

Event Team: Calls Buyers That Needed Extra Reassurance 
-----+---------------------------------------- ----------------------! 

Event Team: Cal.ls Pendings To Follow Up 

5 DaysAtler 
Fulfillment: 
Ongoing: 

Survey Procedure: 

Operatio1JS: Survey Ana1yl"is 1s Compiled and Sent Out to 40 WaJ Managx:mcnt j 
Team and Event Team For Review ----- ---------------------------------- -------------- --------------------
Service; Students Receive Weekly Webinar Invitations and Up.dates From 
Wealth Builder's Network Premium ___________ _ 

All surveys must be rec,:ived by coqKlGlte on the se.cond business day foiiowing an event The fo1lowi11g 

procedure- will take place once the surveys are received_ Survey analyses are not !o be completed by the 

Program Coordinator. Program Coordinators may attach a note to the stack of surveys when sending it to 

cmvorate in the case that any issues need to be addressed_ 

Please note: 1/at any point one c_f rhe belo,v individual~ is out t_,fthe (d/1ce, the surveys w/{l skip w the 
next hand-ojTpoint_ 

L Lily (Accounting) will pass all surveys onlo April Neumann (Operations Manager)_ April will review 

and address any pertinent issues with the Program/Saks Coordinators, 

2, April Neumann will pass ail surveys onto Trisha McCarthy (Live _Events Coordinator) for smvey 

analysis_ Trisha ,vill co.mpile the survey analysis, using the M,1ster Survey Analysis as a template, ,vhich 
is inclusive ofthc top sheet of the Final Evr:ml Synopsis. 

J, T1isha will email the completed survey analysis to the Event Report Distribution List and the team 

revie,ved on the surveys. 
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4, Trisha wi!1 pass all surveys onto Brad Scl:mcidcr (Customer Service) with the survey analysis stapled 
and dipped at the top of the pile. Brad will review and address any pertinent issues with the Customer 

Support Team and Client Advisors. 

6. Brad Schneider will pass surveys onto David Highbloom (COO) for review. David Highbloom ,viU 

review and address any pertinent issues during his Monday/Wednesday call with David Early arid Nicole 

Dickinson (Compliance), and his Tuesday call with Speakers. Any scores of less than 90% will be 
deemed below standards and addressed through a mandated postconforence call with the team to review 

compliance and event expectations" 

7. David Highbloom will return surveys to Trisha McCarthy (Live Events CoGrdinator) to be filed 

accordingly. 
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V. nm SALES PLAY.BOOK 

Trump University's Sales Play Book is designed to offer strategies for Orientatio.11 SeUiug --- 90 
minute Selling and Fulfillment Selling~ Collaborative Selling. In any Orientation or 
Fulfillment sales environment, you must have a plan. I(now what is expected. Know what will 
he discussed. Know what you \Vant to see as results. 

There are a variety of models used to develop a selling strategy. The common factor of aH sales 
strategies is the most weU-knffwn model, the A.IDA model: 

Attcntion/Jnterest/Desire/ Action. 

~ Attention: Engage the potential rnstomer so that they will ·want to talk. This can. be done 
by identifying a need !he customer has or an oppmiunity in which they are interested. 

@ Interest: Continue the discussion 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 your solution to their need is the best 
opportunity available. 

@ Action: Ask for the enrollment- go for the '"close." 

fa both 0:denhdion Semng and Fulfillment Selling, you must KNO\V your product, BELIEVE 
in your product, C0Miv1UNICATE value and PRESUME the sale. 

Orientation Strategy - 90 Minute Selling 

In a one-off sel.Iing situation, you are selling to someone 'Who you may or rnay not see again, 
You must fom1 a connection in a 2 hour period. And, it must start as soon as the fi.tlure student 
walks into the registration area in an Orientation scenario, The prospective students must make 
an immediate decision, based 011 the opportunity, brand, and the newly formed relationship, 
because they have tbs: most to lose by not making the decision. 

Fulfillment Strategy- Collaborative 

In Consultative/Relationship SeHing, the critical factor is trust You have 3 days to build a 
relationship where a student accepts you will always keep iheir best interests at heart. Du.ring a 
3-Day fulfillment, you have the luxury to strategically build student trnst and product value for 
the student. 1n commllative/relatfonship selling, you can be the biggest loser if you sell 
something that is not wanted or if the value is not understood. Not only may the product be 
returned, bui: all ih!ure sales may be lost. 
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Orientation Selling 

POSTlONlNG 

Positioning serves to ensure event success, translated into sales. You are representing the 
strongest brand in the industry; ca1:;.italize on the value and solutions. You can command 
attention and influence customers. 

"' 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 control. 
@ Time and experience are on our side. 

\Ve have the value, "\Ve have the sohl.timis, Attendees are looking frn solutions to solve their 
problem. An attendee's problem represents a golden opportunity- a need you have a solution 
foL 

Re1.11.ember that they are at the Orientation because they want something. Attendees want 
to be a part of Trump University and go to the 3-Day Training. They only have fear or doubt they 
can do it stopping them from getting what they want. tvfoney is never a reason for not enrolling 
in Trump University; if they really believe in you and your product, they will find the mmiey. 
You are not doing any favor by letting someone use lack of money as an excuse. 

Never· ever assume they don't want tn go to the wo:rf.rnhop -·- heca1.rne everyone does. 
Understand that if someone says: "l don't want to go to the training,'" they arc really :saying: 'Tm 
not used to dropping $ I 995 on training and because it is new to me, I'm scared.'' 

Experience is on mn side. 
Because we decide what happens in the seminar, an attendee mus! react to what we say. They 
don't have a choice. For example, we can spend hours and hours pla:rming a question that they 
must deal with and give an answer to within seconds. We also have the advantage of testing the 
question out on hundreds of people and adjusting it to increase our chances for a desirable 
response. The attendee does not have the luxury of"pra,:ticing'' his or her ans\ver. liovvever., we 
arc losing this advantage ifvvc don't take time to develop what we say and consciously practice 
vihal V./e say. 
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SETTING THE STAGE 

@ Have an attack plan. 
@ Build positive rapport vvith potential srudents during the registration and establish 

your creditability and their need. 
Ii! Know and bcheve your brand and products are the best in the market.. 
® Discover and understanding the attendee's needs. 
® Remember to ask yourself: Why did they come? 
® Pay attention to the presentation; pick up on key phrases and relevant economic 

issues . 
., Help attendees achieve their business objectives through the use of our product or 

service. Become a resource. 
® Believe that your products and services are the best in the market 

Have a plan 
The first step of setting your plan is building a positive team environment. Energy and positive 
altitudes are contagious. Negative attitudes bring the team down and translate into lower sales. 
Success 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, . 
clearly understand what must be done to achieve success. The team must meet upon arrival at the 
event location to cornmU11icate event strategy and expectations. This is invaluable for various 
reasons but most 1mpmta.ntly, if plans need to be adjusted due to unforeseen local or economic 
events, the solutions can be implemented Yvith professionalism and positive attitude. As team 
members, you are focused on solutions and do not allow conditions, personalities and issues to 
dictate your success. 

"Amicipate dumge atul embrace ii,- change c.m t~ffjzct the entire picture. Recognize new 
developments you can capitalize on, pro.fit from and use to open new dlwrs" 

- Donald J. Tmmp 

Tearn Pre-Event Meeting 
I. Speaker, Sales Coordinator and Program Coordinator meet to cornrmmicate: 
2. .Expectations/Strategies 

a. Special needs 
b, Speaker introduction - who will introduce? 
c. What po·wer point slide is the trigger for the team to set up the saks lablc in back 

of room? 
d. Speaker Strategies 
e. Role of Sales Team 

1. All sales team members will participate in registration 
iL Positioning of team at the sales area at the conclusion of the Orientation. 
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111. Speaker will hold orientation after the sales 
3. Confinn net~ds fbr front of the room 
4. _All team n1ernbers wi.U hdp with breakdown of room after last event 

Attitude and Confidence 
Closing sales docs not begin when the speaker stops speaking. It starts at the beginning and the 
more interaction we have with each customer, the better. The first objective a spec1ker has when 
he begins the presentation is to quickly build rapport But the truth is our "presentation" starts 
long before the speaker is introduced. The team sta.rts building an environment of trust starting at 
the registration table; whik customers are vvaiting io come in, befrlre they are guided to their 
seat. Registrntion is where the rapport is developed. Be very deliberate in your approach. Here 
are tips in building rapport and establishing posture: 

Substitut,, the ,:vords "thank you"' with "congratulations." 

Always remember that vvc have solutions for the attendees. They are not doing us a favor by 
showing up for a frt~e seminar. The person who says, "You are wekmne" has the posture. We 
want them thanking us, 

Examples: 
Less Effective 
Attendee: "I just drove two hours lo gel her and th.is place is impossible to find. l couldn't find 
pa1king and/or I had to pay for parking. This better be worth my time." 
You: "Well thank you for making such an effort W c really appreciate you coming ouL" 
Attendee: ''You're welcome." 
M_ore effective 
Yon: '"Wow, this must be really important to you---- that's pretty impressive. Congratulations on 
making it here:' 
Attendee: "Thank you.'' 
You: "You're ,vdco1ne." 

Offering "congrat.ulatirms" almost ahvays gets a "thank you". Ren1ember, we are doing them a 
good turn by presenting ow- prod1.1cl/servic1.;-:s. This also works well when introducing the speaker 
and should be done throughout the whole campaign. Attitude and confidence has a tremendous 
effect on others. Pretend that you vnote the check (o pay for foe advertising for that ,veek- your 
attitude might be very diHerent if you personally have signed the check to spend $20K - $40K + 
marketing in a particular city! 

Example: 

Less effective 
"On behalf of Trump University, we want to thank each of you for being here tonight/today .. , 
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More effective 
"On behalf ofTrnrnp University, we ,vant to congratulate each of you on your decision to take 
action to learn more abou! foreclosures and real estate investing.,," 

Get to know the people attending the Orieniation. Remember that they showed up because of 
some deficiencies in their 1ifo. If you can find out v.rhat that need is and say a couple of words to 
them rcgardi11g a solution to their problem, you can build some rapport with them. You can al so 
gather clues that can help you qualify them. Here arc some t1ps. 

IDENIFYl.NG Sl'UD.ENTS 

Registration Table- All Program Coordinators and Sales Representatives are at the registration. 
2 col.leagues are registering while the 3rd is mingling with the crowd. 

Examples: 
You: Smile and Shake hands of attendees. "On behalf of Trump University, I want to 
congratulate you for coming today. What brought you to our Fast Track to Foreclosure 
Orientation today?" 
Attendee: "Thank you, I want to learn about the strategies advmtise<l," 
You: "Great, you bave cmne to the right place. The market has never been better, ifs the 
perfect storm, with the record number of foreclosures oh the market. In today's orientation, our 
phenomenal speaker, (insett speaker's name), will discuss strntcgies you can use right away to 
take advantage of today's foreclosure market and niake money. Ivfakc sure you have a notepad 
to write dmvn any questions that may come up during the orientation ... " 

Do not Judge on appearn.nce: 
While dress and jewelry can be an indicator of affluence it is not always a focilproof one, 
Conversely\ some people dress very nicely hut don't have a spare dime. However, while looking 
al. a person's appearance can't always help you with judging wealth or net w01ih, it can help you 
learn about the person's personality and self-concept. 1f a person is making :m effort to dress 
nicely that is a grcal way to build rapport Give them a sincere complement and they wiH say 
''Thank you," which will give you an opening to continue talk.i11g to ihcm. 

Occupation: 
When talking to attendees before the seminar, find out what they do and how much they like 
\vhat they do. This also slw,vs genuine interest in them. Occupation can also give us a due on a 
potential stll(lenl'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 beyond money. Find clues that ,vill tell you why th(\Y want mo.re 
money···· e.g., retire early, J. hate my job, kids, education, lost my 1noncy, I'm having margin 
calls, need more education on real estate. Any dues you find wiU often give you a way to inltiate 
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dialoe,.o;ue afler the seminar. Money alone can be ambiguous and less emotional. \Vhat money can 
do specifically gives a much more powerful mental picture and can stir emotion and get them in 
a better mindset for the seminar. ldea!ly an attendee needs to feel that "this is perfect for me 
and it could not have come in to my lifo at a better time". Identif'.ying their needs can help 
this happen nmre often. 

DURING THE PRESF.NTATION 

Pay attention and l'a,get Potential Students: 
Even though the presentation may get boring or monotonous for us···· with so much repetition··· 
take fhe time to !earn where the powerful lie-dovvn questions are and watch for individual 
responses. Listen to the presentation and see how many strong questions you can find. 

Examples: 

"Ladies and gentlemen, are you willing to take some risk?" 

"\Vhen you use this technique in a real estate transaction, how many of you think you ,vill make 
more money this year?" 

"Folks, when should you get started in this program ... Later on, or right now?" 

"If you can quadruple your investment here today this year on only one deal, vvou!d getting 
started today be wonh it to you'?" 

Always target the people who respond well and note their response. This also gives you a way to 
start a conversation after t:he presentation. 

Back Table Selling 
'-' 

BACK TABLE SELLING 
Get them sitting dovvn at the back table. 
Move promptly ... not hurried or nervous, but ·with urgency. 
Think about what to do if you get stuck with a talker. 
td.ake every effort to enhance the appearance of a table of students. Set out 
their packages early. 
Deal with papenvork issues promptly and efficiently. 
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Make the registration form their friend and help fill it out. 

lla.ve stmienb; sit down. 
Always have chairs set out for people to sit down. People are mucb more likely to buy from you 
if they are sitting than standing! This is cormnon knowl.edge in um business but not everyone 
docs it every time. His much more comfortabk to sit and fill out paperwmk, as well as relaxing 
for an attendee. If they are relaxed, they are more likely to buy. If they are standing, it is nmch 
easier to vvalk ,nvay. 

l\'love promptly. Not hurried !ff nei'Yous, but ·with tffgeucy. 
We want to dictate what they do. Therefore, if you move quickly and give students a sense of 
urgency to register, they will move quickly, 

What if .i. get 11tuck with a talker? 
Sometimes you will get with someone who needs some personal attention and needs to be 
"buttoned up" or just wants to go on and on and on talking after you have closed the deal. You 
can set up an appointment with them that takes place after you are finished with people who are 
ready to buy. This shows you care even more than if you take time \Vith them upfront 

Example: 

You: "Bob 1 don't know hmv b,1dly you need to get home, hut if you have son1e time I'd like to 
give you a little advice on what you should do between nmv and the \Vorkshop. Hovv does that 
sound to you? 
Attendee: "GreaL" 
Salesperson: "\VonderfuL Let me finish getting some ofthese other people enrolled and then 
let's take a few minutes together one-on-one v1hcn I'm finished." 
Attendee: "OK, that would he great!" 

Enlumce the appean.i.nce of a fable faH of students 
Make every effort to enhance the appearance of a table full of students. Se! out their packages 
early. However, do NOT put do\vn more than 7% of the number in the room, it will always look 
better to add than to take away,, .Create scarcity!! 

Cfot the packages out in front ofpoiential buyers ASAP so even if they have a problem or 
question later on - or even if they do not buy at an - it looks to everyone else in the rnom that 
people are buying packages and filling out registration fonns. ·when a package is sitting next to 
someone, a bystander assumes -it is sold. Remember in the presentation that we make a big deal 
out ofthis week's special pricing. Tbis helps us create urgency to buy today. 

Use the package to ans,ver question. For example, if they ask a question about the workbook we 
can say: "here, let's look at it." Let them sec and touch the materials and gct 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 a take a1svay because they 'Nill now lose 
something if the deal does not go through. 

People also watch to see if others are buying. Speakers can see this from the _front of the room; 
everybody wants to keep up with the Jones'L .:what most people do not realize is that THEY 
ARE THE JONES'S! If others are doing it, then bystanders foe] more comfortable doing it too. 

Less is More 
It goes without saying that we will most often be running credit cards while people fi11 out their 
paperwork. However, if someone gets out their microscope and starts getting nervous over the 
fine print or has some ty-pe of concern there are a few tips that will help you deal with it: Once 
someone starts reading and writing it is important to avoid interrupting him or her and doing 
anything that vviU stop the customer frorn continuing. If you sec someone furrow their brow 
when they are reading fine print and focl a red fiag go up and think "uh oh, they are nervous 
about the fine print----- better say something to prevent having a problem here.'' lf we give in to 
thls fear, it gives away our offensive position and puts us on tbe defensive. Alvvays let the 
attendee ask their question. If they are reading or filling out the registration form, they are going 
in the right direction. It ,vi11 do more hann lhan good if you keep trying to sell it. Tt appears as if 
you do not have faith in the product being sold. Always sbo\V conviction in \Vhat you are selling. 
Remember, less is more! 

Make the registration form their friend and hel1Je:r. 
Ont of the good phrases you can learn when dealing Vlith objections linked to the registration 
form is "'What this will do for you and your family starting today is ... " This benefit-flavored 
language that makes the registration form a good thing, 

"Now what this does for you is shov,ls that you have secured one of the seats at the 
traininghvorkshop." 

"Vvhat this does for you is shO\vs in writing that you are receiving the benefits of the cntiie 
program and securing all the bonuses shown to you today at no additional cost." 

"Down here at the bottom, they aHow you to use any of these credit cards. Just check which one 
you are using today and I will run that for you, ,vbile you finish filling out the top." 
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Art of Persuasion 

The most persuasive words in the English language according to a study by the Psychology 
Department of"{ale University are: You, New, Money, Easy, Discovery, .Free, Results, 
Health, Save, Proven, Gua:rantee, and l-1Jve. They share three characteristics: they are sunple, 
familiar and dramatic. 

The ,.vords "l noticed" have a powerful subconscious effect on people because they send a 
gubliminat message to them that they stood out in tbe crowd, that they are aHrnctive or 

. charismatic o:r that they impressed you. It sends a message to the person that you have interest in 
them. People love recognition and attention. 

Examples: 
You: "I noticed when the speaker talked about results ..... you really seemed to identify/took a lot 
ofnotes/11ad a question he could not get to/thought that WTlS powerful." 
You: "'I noticed that when the speaker asked if the trai.ning was worth the investrnent (money), 
you had your hand up, so I wanted to make sure that I do ,vhat I can to help you take advantage 
of it/make :sure you don't rniss out/get you earning nmney 1,vith us." 

Some salespeople foel anxiety in every single seminar at the point when the speaker makes the 
call to action because it is the '"rnoment oftmth'' so to speak. Ifwe do a good job early, before 
the speaker starts the seminar, it drastically increases the speaker's ability to get people to the 
back table without other team mcrnbern employing a lot of 
technique here. At the same lime it does not hurl to prepare and plan for events with small 
crowds, •.v}Jere it can often appear as ifless people are moving, and we bave to play "pied piper" 
a little bit. At the end of the seminar, time is essential. We s,vant people to sign up fast, capture 
that sense of urgency to do it now, 

The important thing hem is speed so don't get bogged down ,vith too much advice from me. 
Here are just a few ideas for you to pick and 1J1oose from if you feel you could use some help 
developing your game plan at the hack table. 

Sul.rntitute questions with commands 
Do not ask, "Can I help you?" By asking iha! questicm you arc ALLOvVING them to say NO to 
you. 
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A simple mle in sales is NEVER ASK WITH AN OPEN ENDED QUESTION that requires a 
yes or no answer. 

Always start your q1..iestion with: 

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

Examples: 

Less effective 
Salesperson: "Bob, are you ready to get signed up? 
Attendee: "No". 
lVfore eff cctive 
Salesperson: "Bob, what questions do you have left before we get you signed up today?" 
Attendee: "Well, I just wanted to kno,v ...... " 

Listening and 1\sking the Right Questions 

The single most effective thing you can do to be a better salesperson is to become expert at 
Listening and asking Questions because then you are allowing people to dra,v their ovvn picture 
and conclusion. Creating a void lets the person use their own logic to fill the void with their O\vn 

idea and you can simply agree with them when set up the right way. 

Example: 
Less effective: 
Salesperson: ''The biggest problem "vith 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 inforrnation on 
what we need specifically to get a jump on our real. estate business a11d that's what your Premium 
Membership does. 

JVfore effective, 
Salesperson: "The biggest problem with the news today is that they focus only on the "fear" 
associated vvith today's foreclosure market. There needs to be way lo streamline how ,vc can 
specifically get \Vhat we need pertaining to the real estate mm'lceL So what did you see here 
today that might help you do that? 
Bob: "The weekly telecouforencc and fomrns" 
Salesperson: "[ think you're right, so lefs get you staried ... here is your form ... :· 
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Cm~junctions: 
You can use conjunctions in questions to tie down two ideas together for a desired answer to 
both. As long as you kno,v they will agree with one of them, you should know that you can get 
them to agree ,vith both. Be confident. These are f\m, Let's say that "time" is the issue they 
wm 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?" 

Exam.pie: 

Less effective: Two statements separate{}' 
Salesperson: "It sounds like you arc going to love our program - is that right?" (Could get yes 
orno) 
Salesperson: "It sounds like your only real issue 1s that you 're just a little busy right now· with 
the kids and ne,v house and all - is that right?" (They will say yes) 

More effective: Two statements tied with a conjmu:tion 
Salesperson: "H 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 right?" (They 
should say yes to both) 

No,v they are saying they agree 'with both, being busy and loving the program. 

Truths: 
You can appeal to a person's sense of ethics or logic \Vith UNDENIABLE TRUTHS. People 
\.vi11 often co1nmit in spite of discomfort. if they know it is the right thing to do. Some people try 
to cram their point _of view down the other person's throat instead of asking questions that the 
other person must agree with or they look stupid-· and nobody likes to look stupid. 

Examples: 

Less effective: Trying to state the tmtb using a statement to force agreement with someone. 
"l can promise you this.,. the more involved you are in smnething, the more you can make a 
positive impact on it.'; 
"lfyou procrastinate your chances of actually doing it and being successful go down t.o almost 
nothing." 

lVfore d'foci:ive: l/sing a question and letting them t,gree i.vith the truth. 
''Do you believe that the rnorc involved a person is in somdhing the more they can make a 
positive impact on it?" 
"Do you think if you put this off you will be rnore likely to get involved and be successful or less 
likely?" 

Examples: 
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wrhe education you will receive helps manage risk .AND there is always risk involved when you 
invest- ,vouldn't you agree?" 

"The undeniable truth is that then:: is always risk vvheu you invest" (this must get a YES ---- it is 
undeniable). 

YES questim:rn that 'WiH lead to SALE§: 
These questions should identify needs or wants that are tied to the benefits offered by our 
product. 

YES questions: 
'Ji> Could you use an extra_ $1000 a month? 
> Would you like to retire early? 
P Would you like to quit your job? 
»- Would you like to be your own boss? 
? Would you like to control your financial destiny? 
> Are you interested in getting better returns on your money? 
P- Is financial independe.hce important to you and yom family? 

Example: 
You: "Bob, I am going to guess that you came hexe tonight because you are interested in Real 
Estate AND you want better returns on your money- is that right?" (Conjunction and YES 
question) 
Attendee: "Yes, of course I do, everyone wants to make more money." 
You: "Would you %'fee that the more you learn about something the better you are at it? 
(Undeniable truth) 
Attendee: "Yes." 

Deliberate Action 

DELIBERATE ACTION 
Be deliberate and conscious when communicating to potential students. Remember that we have 
time to think and plan and develop questions and commands that lead people into a ilmv that 
they must deal with and respond to. Without a game plan you are required to respond to them 
and do much more thinking on your feet. Remember fhat we need to stay on "offense." 

@ Use time .visely 
$ Sales sequence - your one game plan, 
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Utilizing time wisely 
Ho,v do I keep from having someone corner me and keep me from helping legitimate students? 

You need to end the conversation without being rude. Wait for them to finish their current 
sentence, extend your hand for the handshake, make a short comment about their story and wish 
them the best of 1uck and move on to the next person. 

Example: 

You: "That must have been a fascinating experience. You know what; l need to go help some 
other people i-ight now - let me wish you the best ofluck and it ·was a plcasu,e meeting you.'' 

Negotiating Student Resistance 

It ls i:mporhmt to know the difference between an objection and a legitimate question. 
Sometimes you can just answer the question and close the deal. The purpose of this strategy is to 
dose the deal, but also do it quickly and efficiently. 

Step one: FTND REAL OBJECTIONS 

Step two: QUALIFY STlJJJE.NTS 

Step three: GET A l'RE-COlVIMfl'M..KNT. 

Step four: CALL TO AC'ffON 

Step five: FIND R.EAL OR.JECUO.NS 

Some people have been sold so much that their subconscious has become trained. Every time 
they have given a concern to a salesperson zmd the salesperson resolves it and puts pressure on 
them to commit, the more uncomfortable that makes them fecL 

You need to get to the real issue as qukkly as possible for ts;vo reasons. First, dealing with a false 
concern takes up too much time. Second, the more concerns you have to resolve the more power 
you have given the other person and they will begin to enjoy the power on a subconscious level. 
They don't even realize it, but having us "wait on them'' gives them a feeling of supremacy and 
they foci they are an important sale to us. 

Potential Student Questions 
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Do not get in conversations v/hcrc you answer one question after the other, yet getting no closer 
to the sale whatsoever.. Irrelevant questions take too much time; you lose power by answering 
them. The person asking the questions ahvays has the power. You should only allow potential 
students to ask one of these questions and then take back the po,ver. \Vhen you answer one of 
these questions, give a quick answer and then start asking questions. 

Exan1ples: 
"I'm not sure who developed t:he property. I think the real question we should be asking 
ourselves is: are you ready to change your Clment lifestyle? " ( or what is holding -y·01-1 back? etc.) 

Do not let potentiaJ students have 111ore than 1:me concern. 
Don't let people have more than one concern if you can help it. Most people will subconsciously 
let you isolate their concern because it takes one good one to keep them safe from cotmnitment 
Then you can move on to dosing a sale. 

One way to isolate a single concern is to restate a single concern and confirm that you 
understand the concern. When you do this, you should always make sure to affim1 and tie dow11 
that they love the package (this is critical) and at the same time affirm and tie down that the 
concern they stated is the ~mly conccrr1-

You: "It sounds like you're in love with our program and that your only real issue is that ynu're 
just a bit busy right now with the kids and new house and all~ is that c(m-ect? 

Attendee: "Yes, it's been very busy." 

You: "Based on what you have said it seems you're convinced that our progrnm is something 
that has the potential to put big money in your pocket ---· it seems like your only concern is 
convincing your wife, is that right? 

Attendee: 'Tm totally convinced, but rm not sure I can explain it to her.''' 

H's important to constantly reaffirm or bring to their conscious mind tbe fact that they "already 
J.mow" that this program is great and that they love it. That way you are always helping them get 
what they want inskad of forcing them to do what ,ve ,vant. 

Step two: QlJALlFY STUDENTS 
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After isolating ihe concern, test the concern against money by affirming that money is NOT the 
issue. Use a drnp off question that encourages more than a yes or no response. 

You: "lt sounds like you're 1n 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? 

Attendee: "Yes, it's been very lmsy." 

You: "So tbe money is not really an issue at all then .... ?" 

You: "Based on what you have said it seems you're convinced that our program is sometJ1ing 
that has the potential to for big financial awards - it seems like your only concern is convincing 
your wife. Is that right? 

Attendee: "I'm totally convinced, but r'm not sure I can explain it to her." 

You: "Sure, so obviously then for you money is not really an issue at all then, right?" 

Do not use a yes or no tie dmvn at the end because people can more easily Ee with a "yes" or a 
"no". it's one v,wrd. ff you 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 you 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" '.vhile a few ,viU agree with you that the money is not an issue. Either way 
you can now move on much more efficiently and make progress toward the sa!c. 

ff the attendee 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. 

Ex.ample: 

You: ''So the money is not reatly an issue then?'' 

Attendee: "Vlell, actually, the money is an issue." 

You: "l understand. 'li\TJ:ien you say that money is an issue, do you mem1 that you don't have that 
balance available on your credit cards, or that you liave the money, but you want to make sure 
that you are investing it wisely?" 

Attendee: "Oh no, I have the m.oney, His just a lot to spend without thinking it over for a little 
while." Or ... 
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Attendee: "To be honest my cants are maxed." 

If they do have the money, halfthe battle is over because all other issues will disappear.. .noV\> it 
is strictly about the money. Now you can start building value in the package and make them fed 
comfortable about spending it. 

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

You: So based on what yon 're telling me, risking $199.5 (never say dollars -- sounds too big) is 
really not the issue .... ?" 

Attendee; "Not at all. I mean$ l.995 is nothing to me. I've lost a lot more than that in the stock 
market What concerns rne is that I will get involved with this and that you will go oul of 
business six months from now.'' 

You: "Ok, let me make a V<lorst case scenario for you. Say in the extremely 1m1ikely event a 
bomb falls on our building and \Ve go out ofbusiness, v,rhat have you lost?" 

Attendee: "I'm out $1995,'' 

Attendee: "From what I can tell from talking with you, you already know that the TC system will 
work for you, and it is highly likely that you wiU be able to do at least one real estate deal that is 
niore than likely to cover this initial investment···· as long as no bombs drop on our building, 
which do you ihink is more hkdy to happen?" 

Stage three: GET A P.RE-COlVflVUTMENT. 

llsing scenarios is a great way to dose one-on-one. But there are some subtleties to doing this 
that can make you more cffoctive. After isolating a concern like money, time, or spouse support, 
give your buyer a scenario. 

Again, the firs! key is to set it up by constantly affinning and tying them down over and over 
again to the fact that they vmnt to take home the package, or that they knmv it works, or anything 
positive for that matter. Yuu are helping them get what they want with the scenario, rather than 
\Vhat we ,.vant. 

Example.§': 
"Based on 'what you have said it seems you're convinced that the Fast Track to Foreclosure is for 
you and can put big money in your pocket - it sounds like you 'Want to get started, I mean I've 
had other people who have bought the program say that same !hing, but I can tell ju.st by 
listening to you that this is something you think you can do, would I be safe in saying that?" 

Privaic & Confidential * Page 90 

CONFIDENTIAL 

TU 130511 



Case 3:13-cv-02519-GPC-WVG   Document 212-3   Filed 05/31/16   Page 95 of 133

TR.UMP 
UN iVlo R5!.T\i 

Almost any positive statement will do. Just make sure they have acknowledged the value of the 
program. 

Tel1 them that you are going to give them a scenario. Elements we rnight include in 111troducing 
the scenario could go like this .... ''This is how I have helped other people out in your similar 
situation" and use the word "help" a lot 

It is critical that you use a prc 0 commitmcnt This means that we make them agree to take action 
if it makes sense, before they even hear the scenario. 

You: "From what you have said, I cau tell that you know you have the potential to make a lot 
more money with these tools ··· so let me suggest a scenario that 1 have given others in your exact 
situation that has helped them take advantage of the pm gram. ff it makes sense to you then ,ve 
will fiU out your registration form and set you up to talk with one of om advisors and if it does 
not make sense then we v'iill 1ook at something else - fa1ir enough?" 

Or. .. 

You: "I m1derstami'that, in fact I have zt lot of people bring up that same concern. At the same 
time, I can tell that you agree there is no question this program is clearly the best way for you to 
see bigger and better returns on your hard eamed dollars - is that true?" 

Attendee: "Yes.'' 

You: "Then let me give you a scenario that always helps people feel comfortable in getting 
started. If it makes sem;e to you then we vviJ1 gn ahead and finish the registration form and if it 
does not makes sense to you then ,ve will look at something else - sound good?" 

Attendee; "Ok," 

Our job as sales professionals is to always have a scenario that makes sense for each situation. If 
they have the money, there are usually only six or seven scenarios we need in our whole 
playhook .. , 

Worri,~d about investing the money 
Cannot make a move without spouse approval 
I am not great or1 cmnputers 
Timing is not right···· date issues 
Skeptical about their own abilities 
A.nd so fmth, .. 
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Make sure your scenarios make sense and use logic. At the end tlu;;y should foel a little bit stupid 
if they do not agree with you - or you need to work on better scenarios. Remember that we have 
already cnmmitted them to take action if the scenario makes sense. Using logic will help lhcm 
feel emotion of comfort rather than of fear, 

Start your scenario with a very detailed description of how they get the package. Do not just say, 
"First vve will get your package." You need to give them a very dear and detailed mental picture 
of each part ofthe sale- so they create the purchase mentally before physically. Tfyou can get 
them to picture it i11 their minds you wiII be m.uch beHer off 

Bu.Hd value and state benefits. Again we are trying to build a mental picwre ofwhalwilJ happen 
to give them confidence in spending the money. 

Control the conversation and approach it from a standpoint where logic is effective. It is not just 
the scenario itself that is important, but the fact that you are giving them one that is important. Tf 
given vvith a pre-commitment, the scenario brings stmcture and closure to the conversation rather 
than allowing the conversation to run wild with no premeditation. It helps you "close" the sale in 
the truest sense of the word. 

Stage Four: CALL TO ACTHJN 
You can work on all kinds of scenarios. The important th1ng is getting the pre-commitment and 
then making an action statement after they affinn that it makes sense. Your action statement is 
simply ·what starts the physical realization of the scenario they already have created mentally. A 
great way to start that is to a;irce with them. Notice in the pre-comrnitmerlt you did not commit 
them to a general acceptance of the pro6,ram. Y uu pre-committed them to specific ad. In this 
case it was "filling out the registration fonn, rnakes sense" and making the call to action specific 
to the action of getting the ball rolling by filiing out the registration form ;.i.t the back table. 

Sometimes salespeople will guide a customer through the four stages less effectively because 
they are c01nmunicating with generalities rathet than specific actions. 

Finally, do not ask for pennission to start fining out the form; like N~ikc says - Just Do It! 

Less Effective: 
You: "Docs that make sense?" (Nodding head) 
Attendee: "Yes it does" 

You: "I agree with you and I think fi)r you it's a real wim,er. Nov, that you see that this will 
,vork for you are you comfortable with filling out the registration form?" 

More effective: 
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You: "GreaL .. I agree with you and l lhink for you it's a real winner. Now this is hmv the 
registration form goes and it is so simple let me show you again everything you're getting here 
tonight. .... 

This is also a perfect time to do a 1x1ss off to another team member to finish it up because it 
assumes the sales is final and done and they arc less likely to ask more questions. 

All Jt.mr stages should be practiced so that you can go through all four in under two minutes" 
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Fulfilhnent Selling 

POSITIONING 

The first step of positioning is building a positive team environment. Energy and positive 
attitudes arc c011!a6rious. Negative attitudes bring the team down and translate into lower sales. 
Success of the event is determined by setting a plan that everyone ·works to rneet. Achieving 
your sales goals requires that the learn, Speaker, Sales Coordinator and Program Coordinator, 
clearly understand what must be done to achieve success, The team must meet the day before the 
event to communicate event strategy and expectations. This is invaluable for several reasons but 
most importantly, if plans need to be adjusted due to unforeseen events, the solutions can be 
implemented with professionalism and positive attitude. As team members, you are solution
focused and do not allow conditions, personalities and issues to dictate your success. 

® J\.foet vvith Team Members night before to go over goals for the ,vcekend review 
each team member's roles and rcsponsibillties. 

® Reconfirm that Speaker has his copy of the Trump University fulfillment slides 

® Revie\v schedule for the weekend 
® Break times 
@ One-On-One Schedule 
@ Group Breakout Session (i\.ssigned sessions each day) 
<11> Schedule for i\dditional Speakers 

Day One Hegistrntion 
Establish rapport and/or re-establish your relationship with student at registration. \Vhal is the 
student's impression of you? What is the student's impression of Tmmp University? After 
making the social contact, you must transition to the business contact (this is your primary 
purpose). Good rapport is a necessary foundation for the use of consultalive sales techniques. 
People prefor to cmnply ,vith requests or suggestions from people they LIKE. They also will 
communicate rnore openly and freely when a relationship is one of rapport. 

One-On-One Sesskms 
Sessions help Coordinators learn student's needs and match our products to the student's needs. 
Sessions are positioned by the Instructor on Day One. "Because we understand each student has 
individual needs, backgroun(fa and goals, ,ve are setting up one-on-one sessions to give you an 
opportunity to speak s,vith one of our consultants who will help you map out your goals arid 
objectives. Sign up sheets will be at the back table for your convenience. One-on-ones v,till be 
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15-20 minutes and held during class outside the meeting room. When it is your time, please 
quietly leave the room and meet with your consultant. If you do not get the opportunity to meet 
vvith a consuliant, please get with the program. coordinator and they will assist you." 

Sessions can begin on Friday afternoon or Saturday morning. Ulilize the S1-1ART model to 
guide students. The student profile sheet can be utilized to give the sales consultant a snapshot of 
the sh1dent. 

Specific - Goals must be speci fie in their detail 
Measurable - Goals must measurable in quantity, tinw, cost 
Achievable - Goals must be achievable within a timescale 
H.e!evant - Goals mus I be relevant 
Timescale - Goals must have a timescale 

Break~Out Group 
Groups are positioned by the Instructor on Day One, Day T,vo 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 twofold. First it gives the Instructor a break. Second, it gives students an opportunity 
to internet as a group and problem solve a sofotion to a situation set up hy the Instructor. The 
group ,vill break off and brainstorm the situation given by the Instructor, They will then pick a 
group spokesperson to present to the class. A sa lcs consultant will be assi6'11ed to each group to 
help guide the group. 

Day One Situations: (v,'ill get direction from instructors) 

You have found a deal you cannot pass up. How can you purchase the house without going into 
your savings account? 

Break Tw·o Situations: 

Day Three Situation: 

KNOW STUJHINT NEEDS 

a!> Find and understanding !he student's needs. 

@ Partner with the student and make the transition from being the staff member to 
becoming a resource. 

@ Help students achieve tl1eir business objectives through the use of OUR product or 
service. 

@ Believe that your products and services are the best 

@ Have complete confi<le:nce in yourself 
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AU of this can be accomplished by talking with siudents. 

ESSTABUSH BUYING MOTIVES 

The primary goal of questioning, listening, and acknowledging is to uncover stml.ent 
needs and establish buying motives. Efforts to discover student needs will he more 
effective when the student's prinrnry reasons for buying are uncovered. Students usually 
have both rational and emoiional reasons for buying. While a prospective student may 
state many needs, there usually is a primary motive for buying. This primary motive or 
buying need is the hot-button. Be sure you don't miss this primary motive. It is essential 
to know this motive. 

It has been said that students buy emotionally (nut of fear of Joss or for gain) and j u.stify 
their purchases rntion.aHy. You should always askfact~finding questions (to discover 
rational needs) andfeelfinding questions (to discover the underlying emotional 
motivators). 

Type of Question 
lrrfonnation-gathering 
qncstkms 

Probing questiomi 

Confirmation questions 

)efinitfon 
J:enera! questions fatally at the 
esigned to get the Jeginni.ng of the 

)l"Ospect to disclose mlc and during the 
:crtain types of ~1eed discovery 
Jasic in:frinnation. stage. 
. Fact-finding 
factual 

motives/needs) and 
7_ Fed-finding 
'emotional 
notives/n£eds) 

,1es 
b:ought you to the training? (fact
g) 

What are your objectives/objectives? 
What is your measure of success for 
his training'? {fr.el-finding) 

!\,fore specific When yon feel the \Whal do yo1.1 mean by your statement 
questions designed need to obtain more hat, "you ,Nant this trnining to provide 
to uncover and spedfic information rou with resources to find money to 
clarify the student's that is needed to purchase foreclosures?" (open-ended 
perceptions and fully understand the ·1uestion) 
opinions. problem. Usua.Uy So you are saying that you don't want 

used when the .o work tllc business full-time, only 
student has nol fully Jart--time'i (dosed-ended question -yes 
answered a previous Jr no answer) 
question. 

Designed to find After each 
whether or nol your important item of 

,; that ,,vhat you had in mind? \;\;11.a, do 
'OU think about the product? 

message is information is iou want to work full time or part 
understood by the xesented, 
~,rnspect. 2spccially during 

the presentation of 

ime? 
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Summary confirmation 
questioits 

Designed to clarify 
your understanding 
of the student's 
tecds. 

trnatching product 
[benefits with needs. 

Helps you confim1 
hat you have all of 
he needs correctly 

identified. 
Also, used 
periodically to 

summarize if a lot 
of information is 
being discussed. 

I would like to summarize what you 
1ave told me so far: You feel like this 
prod1.1et is a great marketing tool. You 
1eed ... (until all needs are summarized). 
NOTE: summarize benefits offered at 
he end of a presentation. 

FULFlL.L ClJSTOl\i[EH NEEDS wrrH PROUUCT/SiDRV[CES 

( a) Summarize the student's needs, 

(b) Address one need/benefit at a time, and match product benefits with each of the 
prospect/customer's needs. Use a sequence such as this: ''You indicated a need for. .. ; here is tny 
product feature (need solution) and demonstration (proof) of that feature; which means to you ... 
(translates the feature into a benefit); is this what you had in mindT'(Cmifirmation question) 

(c) Summarize all of the benefits that satisfy the student's needs (to handle any objections see 
comments on objections below) 

(d) Make a closing statement 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 a11d expectations. 

In essence, the above sequence is ,,vhat a consultative sales presentation should look like. It's 
logical and flows systematicaHy from the needs first discovered, through statements and 
demonstration of product/service benefits that salis.J:y these needs, to asking for the order, and 
through after-sale service. 

NEGOTIATE STUDENT RESISTANCE 
We most often use the term, "Handling Objections," ,,vhen students have objections. This tcnn 
connotes a "win/lose" type of negotiation. It also connotes that somehow you plan to manipulate 
the prnspect/customer to make the purchase using whatever techniques or means possible. A 
student, who later discovers that the purchased product does not fully satisfy their needs or that 
he or she has been manipulated will refund. Consultative Selling relies on ''win/win" 
negotiations .. These are open, two-way problem solving dialogues, and conducted in an 

Priva!e & Confid~nti,il • fage 97 

CONFIDENTIAL 

TU 130518 



Case 3:13-cv-02519-GPC-WVG   Document 212-3   Filed 05/31/16   Page 102 of 133

TR.UMP. 
UN!VEltSf.TY 

atmosphere oftrnst Thus, the term, "Negotiating Student Resistance" commtes the right for the 
customer to resist if the product does not satisfy his needs andlor if the customer doesn't fully 
understand the product. It's imperative that you assume a problem-solving consultative stance, 
and folly listen to and understand the customeL 

Resistance can occur at any time during the presentation. lt may occur at the conclusion of a 
Benefit/Need statement when you ask a Confirmation question, at the Close statement, and/or 
anywhere else. There are common types of custom.er resistance and you must know these and be 
ski!led in various methods lo addrnss this resistance. 

EXAlvlPLES: Price is the rnosi comtnon type of resistance. Other types of resistance include: 
(a) resistance to the source (student has loyalty to a another source), (b) resistance related to time 
(student doesn't ,vant to make a decision at the timf: of the presentation closing statement), (c) 
resistance to the product itself (student has preconceived misconceptions), and ( d) resistance to 
the need for the product (student trnly doesn't need or doesn't knmv that they need). 

Methods to answer customer rest§tam:e indude but are not limited to: 

(a) Direct Denial, ,.vhich clarifies facts 

(b) Indirect DeniaL which acknowledges partial validity of the student's objection but offsets 
with a superior benefit 

(c) Superior Benefit, which outv,teigbs any competitor's offering 

(d) Third Party Endorsement, ·which adds credibility. 

(e) Question .Format, which restates the benefit and suggests an obviously rational choice to be 
made by the customer 

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

CLOSL'JG TH£ SALE 

Closing "asks" for the order .and Confirming "n!1tssures" the student that they have made 
the right decision. Closing the sale is less difficult if the presentation process has been properly 
handled. Closing is part of the selling process and is a logital outcome of well-planned 
presentation management 

Closing General Guidelines .. These should be accomplished dur1t1g the presentation: 

L Focus on dominant buying motives 

2. Negotiate the tough points before attempting the close 

3. Avoid surprises [ne\V infonnation] at the dose 
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4. Do not isolate the prospect/customer during the sale 

5. Display a high degree of self-confidence at the close 

6. Ask for the order nmre than once [don't give up if the student says, "no'' the first time 
that you make a dosing statement/question], and recognize closing clues [ student may 
indicate verbal or non-verbal clues and you must be ready to Close at that point] 

7. Confim1 the sak occurs after the student says, "yes:' The purpose is to reassure the 
student by pointing out that he or she has made the correct decision. This step is 
important is addressing "post-purchase remorse" which is a common emotion fi:,llowing a 
purchase decision. 

Sales \Visdon1s 

Start with rapport 
You vwn't sell anything until you get rapport with the other person, Rapport is a state of 
emotional bonding, where they arc aligned \v1th you and vice versa. 

\Vhen you move, if you are in rapport, they will move too. 

Customers don't lmve needs--they have problems -
A lot of sales training and books tell you about the importance of selling to customer needs, 
Although this is basically true, customers don't sit down and think, "rvc got a need." Instead, 
they experience problems and seek solutions to them. 

The customer has to perceive the prnblem, of course. You may perceive the problem, but if the 
customer doesn't, then there's no way they can bite t11e 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 appear when needs are not m.et But when you 
talk to customers, it usually works best: if the subjeci. is problems. 

Urgency is prnportiomd to pain 

Problems arc like health. The more a problem hurts now, the more the ueed for a solution now. 
And the more it hurts, the more they'll be prepared to pay for a speedy solution. 

It's ~ot to hurt enough 
The operation of resolving the pain is itself a painful process, so if the pain is below this 
threshold, the patient will prefer io continue to suffer than accept any treatment. 

Research bas shovvn that most people will seek a solution when they have three problems. 
About a quarter seek solutions earlier, and another quarter seek solutions later. 

You don't sell products, benefits or soiutions--you sell feelings 
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'"fRUMP·. 
UN\VfR5lTY 

Saks used to be about selling products. But a sole focus on products leads to objections, 
so sales moved to selling benefits. Better again, the focus turned to understanding the 
underlying problem to be solved, but this is stiil not the ,vhok story. 

When we make any decision, including the 'buy' decision, \ve do so by an emotional process. 1t 
may not seem that way, and there may be much logical processing, but the point of decision is 
always emotional, and usually subconscious. 

Ask for the 1mle 

A lot 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 customer into buying and then talk them out 
again. The trick is to S\,VaHow your fear and ask. When the time comes, ask for th.: sale. Ask 
"Arc you ready to buy novv?" 

Ask for honesj;y 

Ask then1 for honesty and you will get it Ask "Can you be honest about this?'' They ,viU say 
yes, of course. Then you can ask them for critical information and you ,NlU get the truth. By 
asking fi)r hunesty, when they say yes they must maintain consistency vv·ith that statement and 
be honest. 

The best sale seems to he driven b.x_the. q1§tm11£!: 

Great sales people give so much apparent control to customers that the custmner seen-is to scH 
the products 10 himself 

They do this by being incredibly sensitive to the customer's situatkm and state of mind, then 
nudging gently ,vi:th the right questions such that the customer realizes theiT need and ends up 
asking for the product. 

They have turned causal ct'iJ.wersation into an art, persuading by subtle inference and influence 
rather than more overt presentation and persuasive talk. 

Love tby customed 

Love is a funny word that is much misunderstood. Loving the customer doesn't m.ean hugs and 
kisses, but it does mean caring about them both before and after the sale. 

\Vhen sales people truly care about the success of lheir customers, it shmNs all over their faces 
and aU 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 tmst someone who loves you. In fact it's difficult not to love them back, and 
loved customers often love their sales people. Now there's a relationship to kill fi:ir ... 

You said 

"You told me you \¥anted a widget? Well here's a gteat one." Frequently use their words, needs, 
and so on. Use ''You said,'' "You mentioned," etc. to make undeniable connections. 
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TRUMP 

Always Re Closing is a common wisdom, but it isn't ahvays wise. lfthe customer is not ready, 
!rying io close them will result in more objections, often false ones, put up as a defense. 

A.BT is better: Always be Testing. Always test that they are ,_vith you and that you are with 
them. Test for outstanding objections and misunderstandings. Test[()[ commitment. And, yes, 
lest for readiness to close. But only at the right time. 
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VI. F.:V:ENT 'fllA V.EL 

L Expedia Corporate Travel Policy 

All airline travel will be booked via E:1.l)e,dfa Corp-0rate Travel. All airfare will be booked. a:c-e,)rdiug to tbe !\>west 
logistic;,J fare available at the fime of booking. Ont of policy flights require documentation in ord,cr to detem1ine 
whether or not the tlight chosen is justifiable. TU wilt track tbc difference "in fligb.t'S. rcbosen against the most cost 
effective flight. offered an<l any pattern. out ci_poucy and reasoning. '.the folfowing t•ptio.ns are C\lrrcntly available on 
the Exp,~lia Co:rpora.w. T ruvel website to commuru.oate ~ny reasouahlc dHteren:ce in fore: 

·expedh:1 Rules & 'Regulations 

•All flights lllllSt be b,)Okcd with.in 5 bosinf'l:l.S days of receiving Y(l\lr schedt1le to not o;niy en.sure a co:1t-et;feotive 
option, but to gives the tmveler a greater opportunity ofb-0okil1g on their prefrtred canier without having to bo'!>k n 
.multi-kg flight. 

•If fligbts are booked le.ss tim~1 14 days froni event date, Trul)lp Tt\3!11.Members will. be ~s,pon~ible fo~ aJI additional. 
costs incurred. 

•All tlighfs i;hall bc coded to the event that the flight is physically g<Jing to, Any flight lral).Sporting a Trnmp Team 
M<5mber that is not going "to" a:n event1 shall ue coded to the event that the Tnimp U Team Mttriber is coining 
"from."· 

•All flights shl\Jl b,e booke.d us 'l'Ol.ltld trip tic;k·eis,. uoles& tbe Trnl;}lp U Team Member is uot returnh1g to the oity of 
origi·n. 

•All night approvals are to be sent to .l\pril Neumann, with b.o.th the ~ppropriate ev?.nt code and out of policy reason 
(if 11.ppl kable) sele<:t,~,l Trump U Te,1m ,Membe.rs an~ ~sponsil>-fo f<-1r f()ll9wing up if thcu flight has 11.01 b~~r:1 
appnwed withiri 24 hor.trs, 

•In the .event that the. far.e selected is signitica:nr!y higher than -the 1owest logistical fare, Tmmp.U Te.am M:embers 
will ·b.! res:pon:,:ib!e for writing the reasoning ill fuc "notes'' area so that the traveler's logic i'S commuu.ieatcd to the 
approver. 

•Emergency Travel Contact; April 'Kk~11mann-
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Flight Notes 

•South fYest Airlines requires an individually specified.flight search. South FVesl does no! permit 
Expedia topost their fl~ght fares in the eornpany o.f their compel ii ors. 
•hwnp U Team Afernbers are not guaranteed the use of ''.ore/erred" airline carriers unless it/alls 
within the set budget description. Employees and independenl. conitactors may payfi.Jr the difference 
in or(1t~r tojly on a pneft~rr-ed carrier in certain. in Lhnited instances. _HovFeve1~. since oiJfares are good 
only on the day they are quoted according w airline policies, travelers are responsible for making 
immediate arran:,,,ements for paym1:;nts in. those limited instances. 

Expedia 101 

To book travel, go to: 
htt;ps://www.expediacnrporate.com/pub/mrentdll?&&zz=l2287368'>0296 
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-'····-----~·-···-·-·--··---------
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After selecting 

vour flight 

,;pecifications, 

click "Search for 

Flights" 

Click "Prices From·'' to 

display the most cost 

effective flights first 
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TRUMP 
UNIVERSITY 

Select the flight of 

choice that complies 

with the lowest 

logistical fare, 

Select the return 

flight of choi.rn that 

complies 1,vith the 

lowest logistical fanc. 
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t:~)hr:,'!,;c:ri~;s idDl.'1. -,E',Hi 311\<fan:,; '.='\<";,€ 

Ch·::~:t:·:;kl..:;.·,..i:a,.! 

0 ·~ (~) f,;k.: <>: ~:tr 

,,&P~l,TA 
0 ;;-,:!JJ:i: ~-~51 

TRU~tP• 
--- l/NlVfllS!TY 

Double-check flight 

details before 

committing to the 

flight. 

Check the box that 

yrnJ have accepted 

the rules and 

restrictiom once you 

have read the terms, 

Then click "Continue 

with llooking." 
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.~.Ll r:u,J.i·T--;; ~,!:JS:13~ i'>,~PROV~D ff( ;;..f,::1-~ ;,JE.(Jf,,j,3Jft if '({)(,I C.Ot'iCT~ ,4R:'.:S?O"i~= 
·N:n"i ri 1~ r-1,Lri.s -vo11 (,s<•l, -rn~- n..-,',.:-'J: r:x.r:.w r: 'n,1 
-:~d~dil~ ;::-~1!"E~rin,d ::J;:J,r~~·:x--- \f-

S,;afa,:r ~F) i.i!Jtl",:Qi;:{'~ l'l~DWYH 

lliiiiHl!ti~&'i'.lWJ:;p(~~-~~111

~ -~---

Select "April 

Neumann" from the 

fist of authorized 

approvers to approve 

the flight. 
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Select the 

appropriate category 

for the traveler. 

~!cl t·Ut.~· I 'i f~:J~t :;-;t_ i,,Fl-'l,UIJ.::L:- tl~' N-'NL i•l):l)l',':.<IJ".f'~ lf '(C).J L~) f-i()t :J..J u; K~'.::~'Cl!'I';::~. 
·i.•,,'1"H 1.; ! 1 !..- :"1liM Y0.~ u,.t-.;- ·ur:-- r .. Av.:).1- rn- it[ c.::r•.~ 

c~~:;~~-~-=----_-_ --=-J~ 
---·------ --- -

~ 
~t/;~11

~;~_:;~:~;.~ ~~"<~1,0 -.-. (:,;i~•cin~~• 
$;,,i.,.,:,.{>,.,l,,tfu-i;,;l:u1 ··S;,,ls,~ (:;c~mJi1,;,kJ1 
f,r/ctl'X''~r -:;~,,;;.;.,r:, 
··t<i.,~•fl<;J' ['X'roi: ·rra-:-n~'li.~ 

@ :'-i>;n-t: rn:<,;;:1i r1-a:~~.~ 
H ,c-, .::;-;~ .i-·,.:i11;i.-,. 1,t-,, ,w.; oot<1t.1.;(e;;·1~N·::- . r1 :! tu-,. bc~r-,;i :re: .::>xrir,r,;,:-~ 

:;..;......;,,.-,,.;.,...;;;d"', l,.i,.,;i!..1.,.,..U...,,..,;;:_;i.__..__.:.t...:. I .A.Y'.J..'Lk.Jh, ALt~.......:~LJ.; 
t.,., ·.- LL': ·~"-""""'--• .. ..., "., N ,...., IP•.;;•~,;..: .. -~·· .._. '~-r;;: 'if.'"' "~:IJ... ~ ,,~, *,•-J.>1<,~•' ,J 
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r-r:!Jh:~f,1,,.,M 'f,1n< rt (~f rn ~;:.w O:i~ll1l~ ttt: ~,Yi 
't~?. '!i~lbt ,-:i.n>c•:~ '·~- ::s:-i- piJ ,~.li> }'01.lr ,~:.11n~1,x::,, <;, '\J.r..-~- i:K~l•;,; c':;:·:(;l'>i'<': 

l! T::'.i. ffi~h, !.h,"•,..; ,•1..,1 'S\.Qlit-il':" W;1i: ,'(Alt t;.:tl{ft~-1~\i ,.;,J;ilr,>;;<..< V'f•I_;\,.._:-~,~ jlt,:!l.;;~• 

~l~:,:~;2::~:,~;~~:~ '••i "''" Cu,,k,,_ ,;,,, ~'" ce F' '"'"¥ 11; :~r ,,' f'";,y co,;,, 

~A· 1N<a1,,, "~11 .r: ~}\;i,IY<l ::!0::111;,.{l:Ai! ., : ~rii!iy: : . .::t:it,r' ' 

m:-0~=-~~~;i#.;mr~ 
Bf · Bai ~J}.\<ib·"' [1,,.1~ '!"l"1.li !;.i1~'\I'. f.,. '~ ,.;;..,. Ef!G<•J 1*,HVi:,:l_','ll (1°:.,:;Jfw-; '.id<,'...J 
[i; !,s,·;,:1>":'ilr,cl~t:;) F:.,:,-,t,hm:,_· 

t?.J~1;L~;:t~:~,~~}~3;~;t~~~~i)1~ti~.~-;;rnq1N·•;,A.,..-r~-~-~·•rrv,~;,) 

TRUM.P 
IJ N !.'./loR5iTY 

Select the appropriate campaign code for event that 
the Trump U Team Member is traveling "to." In the 
case that the Trump U Tearn Member is not 
traveling to an event, seiect lhe campaign code 
corresponding to the event that !he Trump U Team 
Member is coming "from!' 

Reminder: .A.Ii tickets should be booked as round 
trip tickets unless the traveler is not returning \o the 
city of origin 

Select a reason code (if applicable) as to why you 
are purchasing a ticket that is out of policy. 
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TRUMP 
----··--·- UN i YI'. R 5 l TY 

niak: 11,..~ Yo,k p f'.Jlf 1{; t.Cr,·,• n:~A,1:,i1f'.t!,\') 
t~·~ -~g:it •~'c."!';. .. :-~~ ;;~r·r·l.:- 1;·H }'C/1.il >:1..11n~,:m:;!s1.I;,;,,",;: }>Jk1 :i':::.;u:-r.:: 

x T·t·c; niif: i.b~:;; ,•i,.1 s:;t,1i11i•t:l'· \)'1/l; J'l.''~t{;~•ri:i,~Nj-:; ..n-i.,-:.uu .. • i.m:>J:/~, C puii·~:J 

~l ~;~,l~"~t Ji:1.·eti~:~n 

cS~-~~=~tilit<:~WK!,:ll"<,O:.Om~-;e-.·~· 

(-3t I c"';'(fr~ :,;;,1 •M·~~ ~firl,~ffi<\• 

,_ .. ,,-~..,._-,.~] ~·-~•v,,-,·,~ j~j~, 
~ •u~ ,:_1_c, ,.--,cl _,.._,,,Ut,t,., ·~~ ,,., ,!.,.-l •J,,,..,..-""'<,v w,._-,1,c,;,.,.. el;<>::~ ~~_.,,,.;., !-L _;- •I~"',"<' ~,..,.,,,._...._.,,._" 

,c" T'il;:c :,~w,:aJ w,~.t''<"t ?,.il.:. !Ji':;l'. 1;:. thl')- f·fl~~t l"IIJ f--mi::1111< .. ~W?!", 
ll( f. ~ '."}:,"': '. J~ ~ •141\l:ij '-~·'.:;·~ l~ ;".·~id:' 

Click "Send Approval Request" to submit the flight 
for approval and booking 

'v",:'::1 !.il ~1l.l-i :·:,,.,u, l'-:::Sf.!i%<iiif iw· .. ~,; ~f"J>i !"lri 1~;:.. ff·t;l'.1 :i ~tAfs fyti-~ ":>'ipl!~:,; N'.l'.1-·;., ·"::Ff:",;, :,; ;31:,nrr,,'f ,,.,,,. 

~}';':';'.:;::::::::,.:·:::',''t,, Click 'Yes, I'd like to resePJe flight to choose a seat 
and secure fiigM options." 

Then click "Reserve Fiight." 
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T6;::. r:s.-~~fHf>?.f":i~fl3 
F>.~;;~wlli,;, tr~·.,:,;; :ai":; "'IW::cri. t"i;;,13-t ~H-''l;l/~.r.co~ s..-:ii ,:;,:::~~ ~W:" ~:rig< :.::i, :1 ~ i'·lJ. 
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TRUMP 
UNtVi:R;ilTY 

Check that 811 personal information is 
correct: both phone numbers and 
frequent flyer numbers wh,m 
applicat-de. 

Select the appropriate seating 
preferences and choose whether or 
not you would like to select your own 
seats. 

Double·check that all codes entered 
are correct and then click "Continue." 
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TltUMP. 
-··----·-············-···-···-····---···-·--·····-··-·····--·-··-··-········-········-··-·····-········-········-··----·- H t•H V I' R ~ I T Y 

cr,~::;t·C- ;;i:R :;J,:~;!~Dk ::~Gt ty cije3g,r~ @'it "/tJ,. 'l1·~::-1 :"'O::l ;;;c,cl[j,)n.J •:-::.1.iJcrlicr:!:SI t<i ~J.:o- fy tof 
fj~Cof<tl"tt>ill:5.:J.:~ 
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Select preferred seats for each 11ight 
1. Click on lhe seat of ct1oice 
2. Click on "Select Seats for Next 
Flight" 

ctiek "Request Seats and Continuei' 
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ti{:'"·~"l i.l>':;«,~•ml 

fJ~~ ~·i'l!.{I!'>, !_;), 

JS ~~:1... H::>8 
~-;>p':J'/•?'>l 

TR.UMP 
HN'!VE!l.SlTY 

Confirrn fli~Jhl details and !hen click 
"Complete This Reservation Now, 
Ho Tickets Will Be Issued." 

Once travel has been approved, ttie 
!raveler will receive an email 
confirming. 

This email does not mean that the 
flight has been booked; i\ only 
rneans that it has been approved. 

The traveler is still responsible for 
watching for his or her booking 
confirmation email. 
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;:ll:" 1tt:;"<(: 

/'.;::,:~~ I,,:.('~ ;<fli,:'~ .">T:1.1 r11ci:11.rri'."! 

TRU.MP 
UNlVtR.S!TY 

Once travel has been approved, the 
approver wm book the ticket for the 
traveler, The traveler wi!! then 
receive this email confirming the 
airline ticketing number and 
confirmation code. 

If the ticl(<:t is being booked on a 
credit, the traveler will have to 
monitor their email Jo ensure that the 
ticket has in fact been booked, since 
the approver must work with an 
Egencia agent to facilitate. 
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TRUMP ... 
llNlVERSITY 

IL Corporate .Avis A.ccrnmt 

Program Coordinators arc responsible for renting one of the following categories of vehicles for all 

previews. The category of vehicle wiU be dependent upon the number of staff scheduled on the event and 

the amount of materials in need of being transported to the event 

A vis Rules & Regulations 

•Rented vehicles may only be operated by Trump University employees (Program Coordinators) with 

valid driver's licenses._ 

•AH vehicles must be returned to /\.vis with a full tank of gas, which Tmmp U Team .Members are able to 

expense with a receipt in their possession. 

•Any Trnrnp U Team Member dwt retunn a renta! car ,,vithout a full taJ1k of gas will be responsible for all 

charges incurred for refilling the gas on-site. 

•The renter is responsible for looking over the bill at the time of drop-off and submitting the initialed 

copy of the Avis receipt to corporate with their papenvork ·within 5 business days of the event. 

0 Any vehicle rented for any other purpose than a preview event will need prior approval :from the 
Operntion,5 Manager (April Neumann). 

Note: !n the event that o Program Coordinator is unable to rent o vehicle, another member of the 

Trump U Team may be asked to coll Avis and rent a vehicle in his or her stead, The reservation can he 

made by calling: 800-557-6689. That r:rump U Team Member witr then email the reservation number 

to aneumann@tmmpuniversitv,com in order ta facilitate billing, 

!... __________________________________ ~ 
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TR.U.MP. 
-·----- UNlVERS.lT'Y 

VH. EXPENSES 

E;X:PENSES.FOR LI.VE EVENT TEAM 

• pavmenfa for e~p1cq:,e f6n:ns receiJed by the 6th of thJ month v,,'lll be mai!ei ~v the ~5th of the rnonth, 

~f aymer\t;sfJre1pense '.ori:ns ?efelyrd by th122nd !)fth~ month ~.-il!bei11ai.!etj by the ta5t df the 

rrionth,• ·•• · · .•.•• • • .. •···•·•· •. I ···· •·. f) . •.. • .·•• • . · \ ·.•·.. . .· • • .•• · • ·••· • •·. \ .•... ·• 
.. p,jn expensc;.ched~s wlllb~ m,:iikd OQ ~he 15th Ofttie mor)tfl ahtjDn the last day 9fthe ri1onth. 
~A1L~ibyo1Jrpf;n1:; tn~st ti;}ndp~lviof 61·iginr1 re?eiptsiaAd maile~to Tru~~un1Jersjty 

. i211dflcior NeWYbfkfJ)'. ;woos A(tt1: Account$ Payi.jql~, i . . . 
J\~ecr(re~p6t)dlhg~V~l}t c6de~U$t/b~ oh e$cp f<©ei~ise Repprt Fp&rn. 
Jt!ntrarvthat.h:;5e1)tto the team before ;;ad, ev~1:1t. • . ·. 
'ij1~~t~

0
tt:f :fl;~; ;:l :1f 4 fut Oort Pb~\. E~P"ol. RO fort iorms 

0 J1!1r:ceipt:are to benhgi~a!~and g~~JpedtQ~nadditio~aiJ~gl 
Beport Form. ; . .. . 

.. TRAVE~ DA,Y PER DIEM 

~Arry Coordi6ay)t travellngover qoo pi ilei on a da~· thktis not an event d~V wHI 
receive half ofth.eir usual event per diern rate; · · 
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----- ·---·-~··--..... - -·,., ..... - ··-··-·-··-·---· ·---

Vilt COMP.LiANCJ;: 

l. Mt~tia Guidelin(:s 

Ifycirr are approached by :t repo.rt.er: 

l . Pol.itcly intor.n1 the reporter that you are not an authodze<l media spokesperson. Ask for the 
ll!!JO):tet''s 1Mm.e, media oi:g,aoi'zaLion, pho-ne 1)11,mber and deadline. 

a. Pull tliJ;:ir registration card (preview only) and write "Media Contact" o.u tbe top. 
b. hmne.i!iately email Michat1l Sexton, David Highblootn and April Neumann media 

information i.rtcluding·n.amc, media affiliation and ph.on.e number. 
2. R:efol' the reporter to one of ounuthorized media spokesperson l>y giving thcn'I the app:r6printti 

media contact infonnation ,lM forwai-d the :reporter's in:forn,atioli to the apptoprlate media 
a.gency , i a email as soon .as pQssible. In addition copy Michael Sexton 
(msexton@trumpuniversity.com). 

3, !f they persist., say "I'm so1Ty all ofyouT questions ,:;an be addtesse<l by our autho1ized 
spokesperso.n." 

4, Mail the report~r's .registration. card to the office with their bi1sir1ess c.ard stapled to it, if possible. 

ALL MEl) lA lNQVlRlES SHOULD :8E REFERRED TO: 

TIPS: 

frro D(>Wd 
The Dowd Agel1cy 

444 Pmi< Avenue, South 

New Yotk NY 10016 
,Ph: 
Px; 

h1iiiiillir 

• You.d<m't have to deliver what the reporter wants.. 
" Once r~i)orte.rs m;i:; pre-sent it 1,1.0 fonger matte.rs why they arc there, 
~ .Bxpect to be sc.rutiuized. 

Reporters are 1:an~ly on y(Atr side,a.nd they are .not sympathetic, 
.. Never assunie tb.e co11'Ve1,mtiou is <)fftbe record. 
.. A Tnm1p University Associate or TU lndepEmdent Contractor is not at liberty to a.nswer any 

qu('-Stions fr<>m a rcportet. The reporter should be refom~d to the proper media spokesperson. 
• No matter how .much confidence you have in Trump University, you shm1Jd not say anything, 
* Repo.rters use hidden cameras, placing them at odd angles in order to show a candid n,-sponse, and 

the intcrviewet1 llpµea.n; n.CFQUS (ind i or caugb.t qf.f gua:rd. 
·• ':{ou can only conlrol what you are capable of GQotrolliug. 
• Remember, cou£tesy sets yo'U a long way, 
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TRUMP 
--- UN.!V.fR!ilTV 

PROPERTY RIGHTS: 

~ Use property rights as leverage. 
~ Trump University leases a portion of the hotel's private property; therefore, 'Trump University 

controls tlmt space. 
~ Trump University reserves the right to disallow video or audio recording during any event It is 

Tnunp University's policy. 
A Tmmp University Associate or lndependent Contractor does not have the right to take or hold a 
reporter's private property. 

0 If« problem arises, immediately contact the appropriate media spokesperson and I 01 [vlichael 
Sexton. 

~ Notify the hotel manager ifthe reporter insists on entering the facility. 
" The hotel has the right to ask a reporter to leave the premises. 

Hotel staff should escort reporters to the exit, not a Tmmp University Associate or Independent 
Contractor_ 

DlSTRJCT ATTOR.i'\!EY: 

If a district attorney arrives on th,;; scene, contact the appropriate media spokesperson and David 
1-Iighbloom/ April Neumann immediately. 

" Hy law, you do not have to show them any personal information unless they present a wan-ant; 
howeve-r, you are expected to be courteous. 

IL Solici!or Guidelines 
• When a solicitor attends m1 eve11t (usual.!y marked by a fairly large s!ack ofbrighUy colored 

flyers} the following protocol should he follnwed: 
L 1f the soJ.icitor is actively handing out Dyers, have one of the Sales Coordinator's walk up to 
the solicitor and verbalize that 1,:ve have paid for the spac,e obtained and that that soliciting i& 
not aUowed. 
2. Notify the front desk, front desk manager, and security that there are solicitors on property. 
Give them a description of the solicitor .. 
3. Scan or fax the solicitor's card to corporate so that the j;;sue rnay be handled fi.ll"ther. 
4. Check the ladies and gentleman's restrooms for flyers. 
5. Check the parking lot for flyers. 
6. Keep an eye on the hallway around sales time to diffuse any groups that may congregate 
for other purposes than discussing Trump University products. 
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TR:UMP. 
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III, Event Guidelin-e'5 

Coq,o.rate should be notified immediately iu the ca.,e. !hat any one or a combination of the below 
occurs at an event Ple~s.e 1Jote in det?,il aud. se.nd an email. immediately to 
aneurnarin(@,tnunpuniversi.tv ,com a.nd dhighb loom@trm:upuniv\wsity.com; 

.. A personal story is used by a 1,-peak.er that appears to be misconstrued or false. 
" A speaker uses a testimouial from aoother course Ot' prognc1.m that implies the success or value of 

the.TU Fast Ti·ackto Fon~Josrn:e course, This is an {ibvious violation ofthe FTC Act 
"' A testimutual is used that is not l.i Ttump University tes.timonial. 
• .Pricing of courses are ncit accurately stated <~r .u1 un-approvc<l price drops is-advertised . 
.- A shortage dose is used, for example: on.e c,annot ~ay that there are only 17 spots left or the·lik.e, 
~ An express or implied Nlrn.ings claim is given -0r a guarantee. 
• Use: a shorta.ge. and be fine(1, fired ot both. No exceptions 

IV. trump University Complimtce Process 

AU Tmmp University Seminars, Fulfillments, Workshops, aud Re.trel:lts will bercc.oJded for 
oompiiancc and traibing purposes. All sessions will be recorded directly through the 1t1her to ensure 
the highest feasible sound quality fo'r transct.iption and audibillty purposes. All Tmmp University 
events are recorded in the following mr11wei: 

90 IVIINUTB PREVIEW:.F.AST_TR.t-'\CK_ TO F:Q]sfil:LQSURE: FREEOR1ENTATlON 

··AU preview sessions are-recorded separately and labeled appropriately. 

•Ali orientatfon sessions given at the culmination of preview e,1en1s., are to be recorded sepnraiel)' and 
labeled app.rnJ)riatcly. Orientation se,sions mu.5t be recorded through the mixer in ordt.'l' to enstJre 
audibility for compliance purposes. Orientation speakers nmst use the microphone, regardless 9f t~ 

!!1ll11}?.9.LQL5JitQ.QD.1tfil.Qrient?,tion, Should \:here only be a small nnmber of buyers in the toom, adjust 
volume on the mixer accord.i.l'lg.ly SD that voJu:tne is not overwttehning, yet the recordit)g 'Nill still.be 
routed through the mixer, 

•.Ally 90 minute preview that is being presented by a LIT (Lecture.r in Trnining} is to be immed.\ately 
emailed tn dh1ghbloam@JnanU1[niyeris,:y.c0m, and 
aneuniann(ii),tru.mpuni versitv,c,::im, tmccarthy@trumpuuiversity.com via "youS'en<tit .. com" and labeled 
apprnpri.nte.13:. (S.ee a.hove for standard p.rev.iew ,~0.rding format) Jn c-011jun.cti<m with the recording 
being em;)ued via "yousm1dit,wm;· plcilse also cm::iil lh.c four em,itil ad4i;esses above wlth a su.bjeci: line 
of tlie -spcak.e.r Mf11e followed by the event, dat~, and <X.,nversion con:fim1ing that the recording has been 

sent, and can be rcs.eut in the case that it,¥as not properlyreceive<l. 
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0NlVlilt51TV' 

•All preview and mientation sessions will be sent to corporate vla WWV\',yousenditcom within 48 hours of 

the culmination of the event A session and its corresponding orientation -.,vi!l be chosen at random and 

sent tbumgh the compliance process: 

]kconiing----, Trm1sr:dptfon----> Legal---> Operatirms----i- §pea.ken, 

•All preview and orientation sessions are posted on the shared server within 48 hours of the culmination 

of the event so that the internal management staff at 40 vVall Street can access as necessary. 

•Program Coordinators are responsible for immedrntely emailing any sessions containing questionable 

material with an eKplanation to i"neumam1(rotrnmmm·iversity.com and tmccarthy@trumpuniversity,com. 

This refers to any material that encompasses, but is not necessarily limited to the belmv: 

•Testimonials associated with any other courses or pro,[a,'Tams 

For exmnplei A speaker uses a testimonial r?f a student that was theirs bef1Jre they worked for 

Trump Unive;:5/ty, and rmplies that it is a TU student that has gone through the Fast Track to 
Foreclosure training. 

• Guarantees implying success will he daimed 

For example: "Jf'you aaend this training, you will be able to make $1 Ok within the next 60 days. " 

• Price drops !hat are reflected inconecHy 

For example: "After you walk our that door tockty, the price m1 this program is going to jurnp 

frorn $ J 495 to $1995. this is an event price on£y. " 

• Shortage cl.uses 
For example: "Thefirstfour qf you to sign up will get this as an extra bonus'' or "ft~? only have 

five spots left today jiJr this train mg. " 

3 DA'{TRAININGS: FULFTLLMENTS, WORKSHOPS &RETREATS 

TO INCLUDE FAST TRACK TO FORECLOSURE TRAININGS, PROFIT FROM REAL ESTATE 

\VORKSHOPS, .Al\iT) ALL ADV AN CED TRAINING RETREATS 

•AJI three day trainings are to be recorded in their entirety. Trainings will be recorded in two or more 

sections per day and labeled appropriately. 

•bH staff lecturers shall be recorded separately and sessioru: labeled appropriatdy. Parts are nurribered by 

the Prograni Coordinator so that all recordings are in order of the actual daily line-up. }lote: This is 

inclusive r~fany time Sates Coordinators and Program Coordinators speak. Anything that is spokenjimn 

the front of the romn !.t!YEK he recora'ed. 
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•Under no circumstances should live phone calls witl1 sellers be recorded. It is illegal to record the oTher 

party without their consent. 

•All doses- whetber they be a soft close or a hard close-- shall be recorded separately and labeled 

appropriately. 

•All recordings are lo be labeled appropriately and emailed to lH\(,;__(;arlhy(<ii,trurnpuniversitv.com; 
fl_f1Ec_gg1_<1rrn@!D1Knmmi_\i_tor~ity,_c;gg1, at the culmination of that particular day. Recordings will be chosen at 

random and sent through the compliance process: 

Recording----• Trnmuiption ---, Legal---, Opentthms , Speake.s 

•All sessions are sent lo corporate via www.yousendit.com and posted on the shared server vvithin 48 

hours of tbe culmination of the event so that the internal managcme;nt staff at 40 Wall Street can access as 

necessary. 

•Prngrnm Coordinators arc rcsponsibfo for immediately sending any sessions containing questionable 

material v,rith notes lo tmccarthy(Zi>trnmpuniversity.com; aneumam1(a),tmmou11:iversitv.com. This refers to 

any material. that encompasses, hut is not necessarily limited to the below: 

•Testimonials that are assoei,Hcd with any other cmirscs or programs 

F'or ex:ample: A .1peaker uses a testimonial of a student that was theirs before they ,t'ere wiih 

Trump University, and implies that it is a TU student that has gone through the Trump Elite Gold 

Package_ 

• Guarantees implying success will be claimed 

For example: ''lfyou enroll in the three day mentoring package, you will be able to make $.::/Ok 

on your.first deal." 

• Price drops that are rc±kctcd incorrectly 

For example-' "After you vvalk out that door today, the price on this program is going to jump 
jiwn $35,995 to $48,490. This is an eventprice onzJI. ,. 

• Shortage closes 

For example: "The firstfi}ur cf you to sign up will get this as an extra bonus" or "We only have 

.flve SJJots l~ft todl..-'i.Y fi.:r this h"aining, 

Rernn:ling In tile Absence of a Prog.ram Coordinator~ 
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On occasion, a scheduling issue may present itself v.rhere a Program Coordinator needs to 

Ieave ,m event be!'lwe it is complete. In this case, a Sales Coordinator may be asked to 

complete the recording process and send to corporate. The following are instrnctions to 

send a recording via WW\v.yousendit.com: 

All Trump University previe<.vs, fulfillments, workshops, and retreats will be recorded for 

compliance and training purposes. AU sessions will be recorded directly through the 

n1ixer to ensure the highest foasibly sound quality for transcription and audibility 

purposes. All recordings that are in need of being sent via email will be sent via 

Vl,V\v,youscnditcom: 

TO CREATE A1'\l ACCOUNT 

•Go to \Vww.vouscn<litcom and click the "Sign Up'' tab. 
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TR:UMP. 
~-~~~· UN 1,n:!tS I TY 

•Select the free account labeled "Lite" that is in ihe column all ihe way to the right of the 

browser. 

•The below screen will populate. Enter all personal information and be sure to record your user 

name and password so that you can reference it each time you log in to your Yon Send It 

account. Click "Subrnit" 
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TRUMP 
-~--- -----------·----·-------- U. N 1 Vi; KS IT'{ 

•You will get the following message, once your account has been created. Look for an email to 
be sent to the email address that you listed with fmiher details. 

<.Ml,or-V..i~,,:is:,~!Jtrr~™'*k:il er11e1o'it~ ~'<ee. ,:;,:,,.,'!-is:, v...-.,,, ~~,c;= 1.r.-mt~.<1, lilk 
•.;.•t>lfilol-~ CHlll>i~,:. »:frt~E'.l)l>OO' Htl'.3r.c«olt. 

,f'llc<K m .,,a: ,,,,~±«> i.!x-:dvY ... c1tb"' "'1""-<il'>:n{lloe< :<o !1:1!" • .,w,., ""bl 
l".,MNMJo«1~w-dN.~ili-'1~!l<'~~~<lrn!'l:1~",c-\M, 
Mlt<·tf.,,_-,,,.,,,.yJu,..~,,,..Ji<,-.r.<~f~..,, .... .Jl __ -<•~;"'°'1"'-:i"'>r>- I,, ,...,,...-<,1 ,~...._ .. ,C'iuh,,,, ,..~ .. R 

TO LOG IN AND SEND FILES 

•Go to wwv.r.vousendiLcom and dick "Log In!' 
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•Enter your email address arid password from when you created your account Click the 
"Remember my email" button, and then click "Log In." 

•Entsc:r the email address of the person ibat you are sending the recording to. The subject line 

will he the same name that yon named the recording, as per the TU Recording Procedme, To 
auach the file, dick "Browse." 

~~ffil@IJ!Wlli@fl-Mfill1!rl!~ffiiffl@IW ™WT.. @P@Wlm:'.il!EllrnlllTIII 
·u<.v:", ~..,···.:f/',:,cf··~~ .JJ-·.:l' ·: · ·:, :::·. · ·· :: '":' ::: · ··· · 

!f~~=;;~~~,;~~~,~~.:~;'.:.~:~.\: , D ~:ti··~ ff"/ ;t,•M--
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•Locate the recording that you are looking to send and double click 

•Click "Send It" and wait for recording to upload. This rnay take a fe\v minutes. You will 

receive an email verification once the recording transfer is completed. 
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TRUMP. 
-------------------------------- w ,f'f l:!'1,<& R,S. f'f''f 

V .. Dii>Tupti ve Student Procedure 

ln the case that a. student ge'ts out ofbauclduring class time, a Tmmp U Team .l\1:ember should 
immediately call April Neumann: or David 

Highbloorn:- and prt,sent the ongoing problem. Upon the result of the conversation, 
the team may be instructed t() follow the steps belo,v: 
l . Quietly ~sk: the student to gpeak with him/her OtJtside tire meeting room, taking care·to keep 
tortes Men.dly as to not di.srupt the remainder oftbe class. 
2. Explain the issue to the student outside ohhe meeting room and evaluate whether or not die 

s.tud.eut is able to sit th.rough the i-esl of the class (willingly) without <lismr>ting 1he other sh1dents. 
3. !n the case th.at the student is not flt to return to class, the. team member wlll take the course 

of action that he/she was instructed to take in speaking with either David High bloom or April 

Neumann. 

4. The staff member tl1al dealt with the di~mptJve student roust etnail a <let.ailed report of the 

ocet1.rrience to aneuman.n(@trum~imiversit{.com and .\'.lhigbbloon1@t1·11111p·univer$i,ry,cJ).m as soon. 
as possible. 

VL Rm1d Etiqnet1e 
As a T11.1nip U Team Meri1ber, you are expected. to be the ' 'creme de la creme'' or siniply ·'the best 
(>f the best.~· All of yotu· actim:is-sbould a[ways support your profcssioNl]ism,, ~md that you are the 
best of the besc Y 011 never kno·w who is watching. All T rurnll University employees, mentors, 
coaches, speaken,, an.d contractors h,wing contact with Trump lfoJversity cust.omers (atta).de~ 
,md buyers) are expected to act in ~ ptofessfonal, courteous rt1.1nrier and avoid even the 
implication of in.iprnpriet,y. You iirc ~.mbassadors of the Trump University bn1nd a.nd are thus; 
.. Prohibited. from using illegal dmgs at airy time 
" Prol1ibite,l f:rom buying fl.lt:ohol for studentsltlients ilt any time 

• Ptohlbitecl .from frlltcmizing w1th otbct cmp]uyees 
* J>mhibitcd fro!)) th1ttrnizing ,,i tl1 clients 
& Required to dress oppropriatdy in concor<lun.,~e wjth th,:. Trump Univ(}rsity llWJJdate. 

• Reqttitcd ·to take c,ire of your owt1 incidentals and any additional pt)rson::il charges incHrtcd wlJcn 
staying in a ho~! with Tnwi.v. Universiiy 

• Only 1.1uthoriz,~d to· <iffer coi.irses, prt)(Jucts an.d. sen/ices as are set fotl;h l:iy Tmm1'1 U11iversit.y :ind you 
m.a.y not·(~(for any other programs or i1we~tnK11.ts to siu:d.cnts under a.ny drcumstanc<: 

* Required to comply -~ifa pricing <:.stublished byTnvnp Unive;:sity and yo:u may not d,ange or modify 
pricntg wHlto11lprior approval 

"' Requited to utilize TU pfeseu'tations that are app1XJ\'cd iL1 advance, prcsentl:lu()11s/s!idc, l'IJ'O l'lOt 10 l>e 
d1an.ged o, modified wit.b0:ut prior approval 

• Specifically prohihite,d from speakin.g with aui journalist, report,}r, 1.111thor, blogger, newspa]l'~r:, ur 
media 01itlet with re:gard:, to Trump lJn.iversity, th~ Trump Organizatiou or Mr. TrurQp 

• Specifically prohibited frmn compi!ingcustomer lists or datn for any purpose, as client/customer 

infonnalinn is conHdentfal and proprietary 
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" Prnliibitcd from directly or indin:ctly advising any clicntlcustom<:r of any likelihood of success, as 

Trump Univendt.y makes rm earning claim, 

II' Required to accurately present productiser,ice offerings 

., Prohibited from sharing a pcrsoMl story or testimonial unless and until appropi'iatc documentation in 

support has been provirkd to TU arid tl1c story/testimonial has been approved fri advance 

~· Prohibited directly or indirectly implying that you have pmchased and/or used TU produets/serv1ces 

unless that statement is trnc 

" Prohibited fr01.n directly or indirectly implying that TU or Mr. Tn,mp endorse, any third-parry offe.r, 
investment opporrunily, etc 

'" Urged io use your cornmon sense and business judgment to determine whed1er tbe purchase of TU 

products and/or services is appropriate for the particular customer 

'Violation of these policies may result. depending on the circumstance and in TU's discn:'.don, in a fine, suspension, 
probation or tennination. 
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'I'run1p University Niission 

Tru1:np University's mission is to provide educational 
programs and tc)ols to help our clients achieve financial 
independence. ()ur success is n1easured by the results 
that our clients achieve applying what they have learned 
fron1 US in the teal \VOrld. 

Partners 

Trump Institute 
a. Lead generation (preview seminar) 
b. WealtJ1 Building \1(/eekend 
c Retreats 
cL Coaching 
e, Think Big serr,jnars (one-day pilot) 

Prosper Leaming 
a. Lead g·encration (direct response')· 

(~ \ ,.__ 

b. Coaching 
c. Sales of 'Trump U products 
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Live :Event Product I)escription and Pricing 

PREVIEVl_AND FULFILLMENT 

FAST TRACK TO R)RECLOSURE Il\lVESTlNG: FREE ORIENTATION SEMINAR 
(FREE: 90 min presentation open to the public to sell) 
hH;:n// \V\'/\\,HVfflJU}(llji(h,j (y .({HU/ <W.rt\iHNT iprnt\f--fpp"fnnc,;insyi;:;,db:i 

This 90 minute presentittion discusses the c:urrenr trends of the real estate market and ',vays tu still make 
money. Take advant~.ge of the hot investh'lg opportJ_mit,es in your neighborhood before anyone else does. 
\'.\?hat to Do ()nee You Have the Property: :Do yon rent, renovate, or 8e1l imrnediately? Leart1 wbat's best fix 
your specific situation 

FAST TRACK TO FORECLOSURE RETREAT 
($1495, guest FREE: 3-day fulfillment) Tools are sold at the 3-day Training to assist students in 
accelerating their gwwth and finaucfal success. (See appendix A for Package Dcscdption arad 
Pdcing) 

Thi,, 3 d;ry fulfillment goes in depth into a variety of foreclo~ome techniques including: 

* I--km' to Find Foreclosure Opportunit-ie, in Your (i-eog:taphic i\:tea: Take advantage of the hot 
investing opportunities in your neighborhood before anyone else does 

* Credit and Credit C2<td Repair: Be in good fina.ncial standing so you can rnake money at every otage 
of the investing process 

"' Financing: How to benefit from specific sources of seed capihl and put togetlm: your mvn creative 
financing deals 

., The Phases oLForeclosure Follo,;vi:ng rhe Fon,dosure Clock: \'Xi'hen to make a move and how to 
capitahze at evety sr;1ge of the process 

" \'(;'hat to Do Once You FJave th<" P.mperty: Do you rent, renovate, or sell immediately? Learn what's 
best for your specific situation 

WORKSHOP 

PROFIT FROM REAL ESTATE 
(FREE: 3-day sernimr open to buyers onli) Tools are sold a[ the 3-day Training to assist students in 
accekrating their growth and financial success. (See :i,ppendix B for Package Description and Pricing) 

This seminar helps 'l'U custorners expand their kno,;vledge of Real Estate by teaching different styles and 
111-ethods for rnaking money and keeping it, regardless of your financial situation, Investing on the ,veb, 
prnfiting from foreclosures, :ind myths surrounding the current real estate rnarket revealed are just a few of 
the topics coveted, 

RETREATS 

COMNIERICAL & MULTI-FAMILY MASTER TRAINING RETREAT ($5,000: 3 day :retreats) 
hvs;//wwv.vvmpvnivetsiry:«:.om/ppr,iu(W/ptndugu,.hui'p;-qdvr;t,;;n({('o:~JtTRCOMt}:il\Jk 
Learn how to deternut1e the dg-ht market valuatk>n of multi-- family office, tetail and strip--maU propenies so 
that you know a good or bad deal when yon see it Navigate t:he maze of commercial and large property 
financing to find hidden financial oppottcmities Determine tbe tight market valuation ofmulti-farnily, office, 
retail and srrip-rnall properties so that yon kno\v a good or bad deal 
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when you see it \'(i rite comrnercial leases so that tenants actually take the managernent burden away from 
you. lfoderstand the h,vs and reglllations tegarding comroerci:al ~mJ multi--farnily properties so dnt you can 
protect your investments and much more. 

WEAI:I'II PRESERVATION: ASSET PROTECTION RETREAT($5,000: 3 

hhp:i/W'WW,l(UTJ)LlihjCff,i[j.C0rtiQtoduc~f'.PfC:dl.H)l~9illfqtG00€rNTR/\STPRTStructurc your personal fin:mcial 
affai.ts in a n,ann.er tbu will ens,1rerna.xJmum ptotection. Leun ho,v to reduce; your overall tax bill through 
operation of your own small business and save big money in ihe process. Identify different types of legal 
entities to protxct ycmt wealth . .Keduce your overall tax bill through operation of your O\VJJ small busirn:~~ 
and save big money in the process. Transform previously non-deductible expenses into folly and legally 
deductible expenses for your business, c:ignificantly red~tcing ym1r income taxes. 

QUICK TURN REAL ESTATE PROFITS: \\1-:[C)LESALE/ LEASE OPTION RETREAT ($5,000: 3 
day retreats) 
hrq,;// wwy:Jn1m..:pusihxrn:ity,0;nn /pr:vhiKZG/prpdpqcqfm ?prodncn.:;ndx,".RTHQJ;KTRN 

This action packed retreat has been desigm:d to shim: you step-by-step how- to create ,1uick cash immediately, 
and ho,v to build a large monthly cash flow without using any of your money or credit. 

ADV AN CED FORECLOSliRE AND REHAB ($5,0DO 3 DAY RETREATS .... TRl:Jf'vJJ? INSTITUTE 
TRA1NING) 

:Even ,vith the st.ec1dy stream of foreclosures coming on the market, jumping into foreclosures is dangerous, 
especially if you arc not experienced.. in c}1is area. This retreat is for anyone who w:mts to make money (]Uickly 
and wi.th little to no money dmvn by investing in fo:redosures. Even though there :1re some deals out there 
with small or .non-existent price tags, you teally need to take tbe right precaution because make no inistake: 
foreclosures come ,;vith significant risks. The precaution is knmdedge and real-wodd experience. ]1:,is unique 
learning experience offers bot}1. 

JNVESTOR'S EDGE SOFTWARE ($2,500 on Website. $2,000 at live event~) 

Although there are some lucky investo.ts who manage to achieve overnight success, thme investors are fev, 
and far bet·,;,;,een. J\Iost successiul investors have to build their wealth by making one profitable i..nvestrnent 
decision at a time. Bur ,.vhat tools do they use ro determine v.-hether they should buy, sdl, or walk mvay:i 
Successful investors have the edge---the ability to access current properr1 and industry infom1ation and ;.t 
prmrcn, sttuct""cired 1:nethod for analyzing .it "The Investor's Edge Sofrware is designed to del..iver vital propnty 
i:nformation and an 0tganiztd method for amJysis in one easy to-use program. 

Make smarter, mo:re profitable investn1ent decisions 
Get the hcest pre foreclosure & foreclosure listings jn cme convenient location 

Access detailed p.topeny information and mapping: 

Up to 125 property-related fields 
Ser,rch vi:rt:i.rn .. 1ly l\.N~Y propcr1y by address (propu:ty information/ sales/ recording,) 

Use 6.-step analysis wizard - so you don't overlook crncia1 information 

Receive weekly update on govemment-cowned prnperries 
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TRUMP_PREMIUM __ MEMHERSHIP 

After three days of intensive training, we kno,v that our cLients ate prepared to achieve their goals, i\s valued 
rnernbers of the Trmnp University comnmnity, \Ve want to make ~ure that our dients 1:eceive our continued 
support in t+ieir endeavors. \Vith this in mind, ",Ne have decided to offer each client a free Trump Premium 
l'viernbership. The "J'rnrnp Prerniurn Membership is an exclusive prognm for members who spend at .least 
$1495 on a program_ The membership is for twelve months, and it is valued at $99/mo, It has several 
components: 

., \)(,' eekly Telesnninars - .Each week, a live, one-hour tdeseminar will be presented by an expert- Callers 

will be a.ble rn lisren and participate, The topics 'w-ill viu:y, but wi_ll be centered on real estate, investments, 

business dtvdopment, marketir1g, and financial pbnning. The day after the call, members \vill be able to 

1cce,s the recording on the ·,vcbsite, 'fhe recorded calls will be stored in the ;u:cbives section, where 

rncmbers \-.~Jl be able to hsteh at any r_-i_rne. 

" Ask tbe Expert -This is an onhne question and. answer forum. The Expert· \vill ,JflS\vet three questions 

per week from the fo.mm. The Expert will be a member of the Trmnp U staff. 

'" Formr. \r a ult - r\ collection of legal forms avail,i bk online 

" Resouro: Library --- _/\ collection of real estate and get1ernl business articles 

" Client .i\dvisoi: - This is sorrH:>(me .. who take, calls from members and acts as the business eq11ivalent of an 
acadernic advisor. They may give advice on which courses clit'tits should take and how to get the most 
out of the courses in which they are cun::ently enrolled, The number for the Client Advisor is 877508· 
7867, i\n e-rnail address for the advisor will follow and will be sent to them with their website log-in 
information, 

., C:ontinuing: Education - \Xle currently offer our mernbets a free :3 .. Jay continuing education course, Profit 
From. Real Estate. 

.. Speci,Ll Discorwts/Specia.1 Event, ..... As they arise, members may be offered special pricing on s.01ne 

programs and products, 

The archived telese:mina.rs, Ask the Expen function, the forms vault, and the resource library w:ill be housed 
on a special mernber webpage. 
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E,vent Process and Procedures 

(FREE PRFJvlTL1vr CIFT for attendees: Currently Catch the Wave CD is currently offered. (Offer 
is subject to change) 

J~re~Event Marketing 

Media will begin 3 weeks prior to event. 

3 \Wedi prio1" to event - Direct )\,fail Drop and / or Newspaper 

2 \Weeks prior to event-Direct T'vlail Dro_p and/o.r Newspaper Drnp and/or Radio 

1 Week prior to event - Ne,vspaper Drop and/ or Radio 

Du.ringJ?i;_g;yjg}','.J;;y~gt Marketing- to foe re.?.-.~~- Show Rate and 11~.tention 

Post~Event Marketing - 4 Steps 

1. Regiarning cm Monday foHowing preview, outbound \Vekome Call. Congratulating 
Tvie111ber for Signing up for training and confirrning contact info. 

2. \Within 24 Hourn of outbound call, ema.il sent Viekoming and talking about TU and 
Training. 

3. Post Card Arrives (Event Coordinator hand writes at event and rnails from city) 

It 1J a j-deasun ta WiJt[{/lne_yoJt to TfHB,i U:u'versi'(:y! 
tr:1ining! 
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PREVIEW_JHNER.ARJES 
Itineraries to be sent to tcatn 1 week pfior -co evento Cc: Ditector and 'VP. (Dee Colwell and Dav-id 
Highbloom) (See Appendix C) 

EREYJJ;i;W LOGISTICS AND ~~QUlPMENT 

Preview Team Logistics: 

"' Program Coordinator will meet with hotel contact the night prior to the event to revie,v contract and 
:room set up and ~,+ju,1- '.ls necel'iiiat-y. 

" Plan to meet with all ·ream tvkrnbets the night prior to the Previe';,;1. 

" Arrive at the Preview hotel 2 hours ptiot to the event. 

'" Hotel responsible for the basic set up. 'Tiie TU Liaison will cornnrnnicate any additional needs to the 
hotel staff via cbeck!isr and room diagnun. 

" All team members must be in professionaUy dressed at least one-hour pr_ior to the beg-inning of the 
Preview. Attire must ah1c0ay, be neat, ironed and profes5ionaL Name badges must be worn. 

,. No cell phone,; dw·ing the Preview. 

" Team I'vfembers ?,n: responsible for learning all paxrs of the Preview ser up process. 

Preview Equipment: 

:Mictophone 
LCD Projector 
Mixer 
Laptopts 
J'vfP3 Recorder 
Rernote control point.er 

"' Weekly Packing 

<.'.1 I11div1dual E;vem Coordinators ;ire responsible for packing materials ind equipment for weekly 
event. .. 

ai> MP3 Rec.mling 

o l'v[usc be emailed to Dee Co1well a:nd David Higbbloom directly following ea.ch event 

o tvlust be dm.vnloaded on shared server day after event 

o .!IWPORTA.1VT: .i\ll events rnust be recorded for compliance. Orn: legal department ,vill 
periodically revie\v. 
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PKEVIE\1V EVENT PI(QCEDURES 

1. Pre-...ciew Set Up: Preparing the room and registration area prior to the PtTv-it:\V. 

2. Registn.1.tion: Greeting aml!cg:isterin.g Pteview attendees as they arrive. 

3. During the Preview: Add names to DEV as the speaker 1s presenting. 

4. Payment Guidelines 

5. Preview Close aud Orientation: Signing them up and dosing the 3aJ.e! 

6. Post Preview: BreakdmHn, packing and prepating for the next preview. 

7. Refunds 

Part 1: Preview Set Up 

Four Parts to the Set up Process: 

L Rcgistratiot.1 Area. 

2. B:ack of Room. 

3. Front of Roo:tn. 

4. Seating and Atmm:phete. 

L Registration A.rea ---- ,hould ahvays be completed fu,t to.aikv-iate distractions and confusion for eat\y 
Preview attendee a1:rivals. 

a. Post all signage, as appropriate. 

h Iron and place cable banner on registration table, 

c Place registration cards, Sharpies, and sticky t1ame tags under the ,able until you are ready m str,rt 
welcoming gues cs. 

d. Strategically pla.ce directional signs at points of enlry. 

e. Place standup banners for add:itionaJ effect. 

f. Set up music w run i.n event room during registrnti.on. 

2. Baek of Room 

a. Retrieve all neccsliary paperwork for Preview from shipped boxes, 

b. Set up computer: 

1. Te8t w:irdess connection 

ii Open and stow· boxes out of sight of the Preview attendees. 

u1. I)ispby matt>1·i,i]s ,i.s indicated by Trnmp University. 

1v. Be neat!! Lack of organizadon and ,fao:rder reflects poorly on Trump University and vdll directly 
influence attendee confidence and impacts efficiency. 

Y. Place suu.nd in back of room at table. Test ho1.1se sound 
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3. Front of Room 

a. Set up ,ill A/V cqu1pme11L 

b. Test hotel provided /\/V, high speed Internet (Only at FTF and PFR). 

c. Test computer: software, p.tesentaticm, sound fik:s. 

d. Confir:n pmJecro.r/screen set up. 

e. Confirrn IVI:P3 set up and test for recording. 

f Set up banners and product display (if applicable). 

g. i\dhere to any Speaker preferences and needs. 

4, Seatiug and Atmosphere - The buying endronrnet1t is key to om· success] (Use TU preview 
diagram.) 

Seating 

Theater style. - Comfortable distance from Sped,er and other attendees. 

Check for Speaker preference. 

Lighting - On Speaker screen washout, varying liglning frw introduction. 

S0ux1d 

Test microphones. 

Test any videos in PowerPo:int presentation --- sounds sho11ld be dear but not overpowering. 

No clutter! Mam goal is w not let ,mything be a po ten cial turnoff to a buyer or distract from 
the presentation. 

\K1ater for Speaker (confirm speaker preference) 

Pa~:t2_; __ J~g_g,!_~tr~_r;i_5J~_(_Ait team memb~attj;:;_ipate as needed. l!nks consist of regist~i;ing, directing 
_,!J!t,~_gilees to seating-, buildingJ;~hi,_tJonship with smdt';:n.ts. 

1. lfogistrntion Area: First i.rnptessions are critica]1 Make sute the registration area is neat and organized. 

2. Signage: lviust be prominent and presentable, 

3, Greeting Preview Attendees: 

a, Goal: \1(/ elcome, find common ground, dis,mn any uncettainty, peak interest and/ or '''set the hook." 

b. Shake hands and focus on the attendee. 

c. Introduce yourself and m;;ke friemily conversation, for e:rnmt-ile: "Hello. 
le}! tne 2vhat here 

1. Begin to profile \'1ho might be your most likely buyers. 

11. /,sk ''"Can you give me two minutes after t.he pteview?" 

d. Ask each attendee to complete a registration card. 

L J\t minimum a name and phone numbet is required. 

u. Revie,v each card for legibility and cornpietion. If something is missing, a~k for it once. 

ii1. Ensure e<1eh attendee chu;b how they heatd about us, 

e ProYide each a.t.tendee witb :i name tag. 

1. Clarify their preference on how to wdte theit name - details count! 

ii. \)hite fast narnes large and dear for ,,asy reading. 
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f. Inform each attendee when you \vill open the doors to begin the Preview. (check ,vith Speaker for 
ptefrrenc<") 

g. Accommudate any special requests. 

h. If there are beverages 2Yaihblc ,vhik they wait, let ,hern know \vhere to iocate rhe.m. 

PfHt 3: During th~_}'rcviewo All team m.embern must Qfjg __ !:Q_Q!U unless reg·istering students. 

Acti,ities to take place before tbe Speaker's presentation: 

lo Last song played before video should be the Apprentice Theme Song: For the Love of Money by 
the O'Jays. 

2. Play Trump Video as introduction to speaker. 

Activities to take place du.ring the Speaker's presentation: 

3. Event Coordinator prepared Event S:ynopsis (See Append.ix D) 

4. Papet'Wotk Preparation. 

a. Enrollment Fotms. 

b. Tcttn & Conditions Form, 

5. Prepare \Velcome Folders 

tL Trnmp Folder. 

h. \v1e!come and Logistics Letter. 

60 Inputting attendees in DEV 

a. 

b. 

Input all registration ca:tds before end. of preview·. 

Be efficient and accurate! 

7. Obst!tve the Audience 

{!, 

h. 

\\iatch for body lan§c,,uage and reu:tions dm:i.ng presentation. 

Detemune responsiveness to Spc7.kc:r's discussion. 

Look for those attendees yrxt identified durmg reg.-isti:ation as "·most likely to buy" and 
deterrnine their level of interest. 

Patt 4 Enrollment ai14.?..1wment Guideline 

Full payment of $1495 must be collected before papern,ork is submitted to Trump lJ office after the Prnvie,v 
Event. Do not 11ccept do-wn payments for cnrolltnent to 3-Da:y Training. If foll payment is not received 
during preview event_, the contract wi.11 be trn.nsferxed to the inside sales departtnent. No exceptions. 

After t:he Speaker completes the presentation and invites attendees w enroll, Team .Men.1bers will each take 
one of three positions. Each position is equal.ly impottant to the 8uccess of the team and a Coordinator 
needs to he proficient at all thtee. 
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Team Positions: 

1. Behind the Table 

2, Working the Floor 

.l. Working the Door 

l, Behind the 'r able " Processing payments and papenvork 

i\, ·welcome attendees to back 
tY credit fO j)r.FJC!JSS t/Jtt?'} 

h \'X7hen people are filling out the enrollrnent forms, do nor: inifrtte conversation ---- be stlcnt and don\ 
hover: 

c If there :we attendees \Vith questions, move them away frorn the table to assist ,hem or locate another 
Team Member to help. You do not want them to distract tbe purchasing attendees. 

d. Review all Enroll1nent Forms for complete, legible infotmati.on, including enrni.l addressed 

e. Process payment. 

f Review 3-Day Notice to Cancel (briefly) 

g. Review the Term & Conditions Form. 

h. W'hen papet\vork is ct)tT1pktc, shake hands 'with the attendee (who i~ now a student), make eye 
contact, and congt,ttulate them 011 their purchase, 

1. Direct them to a sear to participate in the Orientation. 

2. \Working the Floor: Getting OlJt among the Prev1ew attendees .immediately after the Speaker closes the 
ptesentation to handle ai1y questions and/ or objections ,md move people to the back of the room to 

ern-olL 

a, Greeting: 

i, ''J/"ow can I 

iii. 

b, For those attendees \vith multiple questions or ob:iections, say "Let 111e ta,ke a minute to assist 1iihm· who 
are rfa4y fo 

have a setit 
r!)zht nmv, and then I'll take as tnuch titrM as necessa~y to Please 

c \v1wn things get bn.sy, mah, eye contact and z.sk for a momem, and get another Team J\11ember to 
assist you. 

3, \'{forking the Door - «S]mv the flO',,/' of exiting attendees, attempt to qualify and close, 

Orientation: 

1. Begins when ,Jl er:u:olle.es ate taken care of and paperwork is cmnpleted, 

2. \Vill be conducted by Speaker . 

. l. Purpose: 

,L Sense of community ~ ''You're not alone!'' 

b. Build credibility (available support, trnining, <:ompany resources), 

4" Includes follmving inforrnation: 

a. -'Training l>n:paration. 

b. Support and mi.ming revi('"'-''· 

Trump University 2008 

CONFIDENTIAL 

10 

TU 130404 



Case 3:13-cv-02519-GPC-WVG   Document 212-4   Filed 05/31/16   Page 14 of 27

c. Rev.iew 3-day right to e,'lnc:el. 

d. t\m,wer any hngeifog questions, 

J. Comt>let.e Paperworl$; ~ Ta!,-.es plac_e while odentation is be.ing presented. 

a. Double cb~c-..k ail Enro.llt.ncnt Forms foi: comp,lete and legible h_1formal:ion 

b. Confirm any hu$sing infon'n11tion with att,~dees prior to leaving Orientation and Preview. 

2. Coinplete DEV Data lnp·ut (Event Coord.it1ator with assistance from team) 

a. .A.re all buye.us in sy~f.em paid in foll 

b. Have guest been added? 

c. Po y,01\1: man.uni m1mbefu match the DEV .numbets? 

d. Download mm~tttendees and email w 
B!ad Schhdde.1~ David Highhk.>om a,1d D .ee C,>lwdl 

e. Email non-attendees «Take 90 minutes" tmail. 

3. EYcnt Coo.rditt.ator cc1u.plete1> Event:Syu.opsis Report and sends emails. A Final Report will be. 
sent out after last event with totals.. 

:Michael Sexton, D~rl Higb.bl.oc>m, Dee Colwell~ ${eve. Matejek, Brad Schn.eide:t, Josef Kat;:, Paw Quintal 
iind team meJnbe1:s. 

4. Event Coordfo:ator will schedule Post Confer.ence calls to be s<5hedu1etl by Wed.nesday following 
even t:, (see Appendix) 

Patt 7: Refm.1<:\~ 
Team h;i,s 5 D~ys tc;, Save the Sale. farent Coo:rdir.iator i~ re.spon.sible for commt1nicating status• to-T U. 

l. Cancdhtion requesr are .sent to Ev(mt Co-01-dinator., 
2. Event Coordinator will set up. a meeting dme in outlook on d1ily 5 to in dude team members, Dee, 

Bt.ad, Lilly-Hand Steve M:irejek. A meeting will not taJce place. Th.is will be a rernindet the student 
needs to be refunded if Tt.T has not received othor it1structio:ns fJ:oro 1.ea,m. 

3. E,•en.t Coo.tdirtatot will send to ap})r6priate Team 1vfembt~ who sold smdc11t and c.c: all team 
members, De.e Colwdl, Brad S,.::hne.idet 

FULFI~J,.MENT n'INEMIDES. 
l tinemri.es be set up r.:nd s.ent to team l week p.dor to e,re.nr, Cc: Director and 'VP. (Dt:r; Col·w·dl aud David 
Highbloom) (St'.c i\.ppendill'. C) 
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fil_LFILLMENT LOf-ilSJ'JCS AND EQUIPMENT 

Fu!fillment Team Logistics: 

0 Prograrn Coordinator will meet ,vith hotel contact the night prior to the event to review contract and 
room set up and adiust accordingly. 

,. Pl.an to meet ,vith all Team l\len1bers the night prior to the Preview. 

* Arrive at your meeting :room min 2 hours prior to training, 

"' Hnre1 rcsponsible for the basic set up. The TU Program Coordinator v;ill con11nunicate any additional 
needs to the hotel staff via checklist and room diagram. 

,. All teain members must be professionally dressed. Attire mi.1st always he neat, ironed and p.rofessionaL 
Narne badges must be ,vorn. 

" No cell phones dming the Training. Event and Sales Coordinators must be in roo.rn or conducting 
consultations drn:ing trnining. 

" 'Team l'viembets are responsiblt for le:1-rning all Jwtts cit· the Fulfillment set up process. 

Fulfillment Equipment: 

Audio T,TJsmd: 

l\Iictophone 
LCD Projector 
Mixer 
Laptops 
lv1P3 Recorder 
Remote contml pointer 

Ew~nt Papervvodc 

Prerniu1n Enrullinenl Fu:rms 
Tenns and Conditions Fmms 
Fulfillment Kit: 

Event Supplies: 

1. Folder 
IL \Vekome Letter 
ill. (J&/\ Sheet 
iv. Quick Turn Sheer 
y, \XiealtJ1 1\fanagement Sheet (Asset Protection) 
v.L Commercial Real ·Estate Sheet 

vii. Advanced ·rrn_ini:ngs Sheet 

Table Banners 
Standing llaimet, 
Di:tect10nal Signs 
Transparencies and ]\,fatket'S 
Registration Items 

i. Pens 
11. Slurpies 
iii. Reg"-istraci.on Cards 
1v. Name Badges and Elastic liolders 
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v. Roster 
v-1. c:a1nera 

., \'feekly Packing 

o Individual Event Coordinators are responsible for packing materials and equ.ipment for weekly 
event. 

.. MP3 Recording 

o Each recmdi11g must be emailed to Dee Colwell wd David Highbloom direct~, frillowing event 

o ]'dust be downloaded on shared server day aftct evenL 

o I.11':fPORTANT: All evetlts musr be recorded for compliance. 0,1r. legal dtpatt.111ent \"l,'111 
periodically :review. 

FULFILLMENT I;-;VENT PI~J1CEDlJRf:. 

1 .. Fnlfiliment Set Up: Preparing the toom and rcgisti:ation atca prior to the Training. 
Utilize diagcar1.1. 

2.Registratio11: Gteet.cng, handing out materials, namebadges and registering 
students. 

3.Dming the Fulfillment: PC adds names to DEV a, tbe spe?J::er is presenting. 

4. Enroll.tnent and Payment Guidelines 

5. Fulfillment Close. Signing then1 up and dosing the s,1let 

6.Post Fulfillment: Breakdown, p;,cking ;,nd preparing for the next preview. 

7.Refunds 

Part 1: ~!Jifillment_Set Up 

Four Patts to the Set up Ptocess: 

@ Registration .Area. 

® Back of Roorn. 

® Front ofRoom. 

® Seating and Atrnosphere, 

3, Rcgist!'ation Area···· shonld ahv2sfs be completed first to 11llevi.ate dfotractions and confusion for early 
Preview attendee arrivah. 

a. 

b, 

e, 

Post all signagl', as approptiare. 

Iron :and p1a.ce table banner on registtat\on table. 

Place registration cards, Roster, Sh:npies, and Pritited N;itne badges (alphabeci,.e) on table. H,lVc 
extra nan.1e badgt:-s for svalk-ins and guestco not on roster, 

Strategically place directional signs at point:; of entry, 

Phice stand up bannets for additional effect. 

Set up mueic to nm in event room dmi.ng tegistrar_ion, 
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g. Strategically place lundouts if applicable. 

4. Rack of Room 

a. Retrieve all necessary papenvork for Fulfillment frorn shipped hoses. 

h. Set up computer: 

1. Test \\irelcss connection 

ii. (}pen and, tov;; boxes out of >ight of the students. 

111o Display materials as indicHed by Trurnp Cniversity. 

iv. Be neat!! Lack of organization and disorder td1ecrs poorly on Trump University and will <lit·c,ctly 
inflncnc('. attendee confidence and itnpads efficiency. 

v. Place sound in back of room ,,t table. ·Test house sou11d 

4, Fmnt of Room 

a. Set up all A/V equipment. 

b. Test hotel provided A./V, high speed Intern.;:t fot Speaker. 

c. Test co1nputct: software, preset1tation, :;ound files. 

d. Confirm project.or/ screen set up. 

e. Confirm J'\1P3 set up and te:>t for recording. 

f. Set up banners and product di.splay (if applicable). 

g. Adhere to any Speaker preferences and needs. 

4, Seating and. Atm.osphere - The buying environment is key to our success! (C'.onfirm diagram) 

a. Seating 

i. Clast,room style, 

11. C:omfo1i:ahle distance from Speake:r and other attendees. 

1.u. Check Dn Speaker preference. 

b. Lighting - On Speaker screen ,vashmi t, varying lighting for introduction. 

c. Sound 

L Test microphones. 

11. Test any videos in Po,verPoint presentation - sound~ should be clear but not overpowering. 

d. No dutt.et! Main goal is to not let anything be a poten tia.l turnoff to a buyer or distract from the 
presentation. 

c \"{later for Spe,1ket (confirm speaker preference) 

Part 2: Jlq,>ist:rn~jon (AU tee1m.Jnember.:p3nk;ipate as u~eded. Roks consist.Qf tcgfotu:i;ng, b.ai1ding 
out n1a.terial.s a1;1d na:m~~ .. ha.dges,gJi;i;;~tinp- atteru;lees to sea.ting, huild~1L.~ tefation.~hip with. !'!J!J.4.~nts, 

Registration Area: Building rapport ,vith stt1dents. Identifying buyers. 1\.fake sure the registx;1t.ion area is 
neat and organized.. 

Sign age: lviust be prmninent and prc>sentabk. 

Trump University 2008 

CONFIDENTIAL 

·14 

TU 130408 



Case 3:13-cv-02519-GPC-WVG   Document 212-4   Filed 05/31/16   Page 18 of 27

Greeting Students: 

\Vdcome students, find co11L'T10n ground, disarm any unce·ctaimics, stan relationship building (People buy 
ft<)m wnom they trust and respect). Shake hands and focus on the student. "Hello. lt is 
so nict to JU JOU /Begin to pn,file ~ 'vitW will most iikely be out buyers. 

@ Ask each student to complete a registration card. At mi11:in1urn a na.me and phone number is 
requited. 

w Revit'W each card for legibility and completion. If something is missing, ask for it once. 
Ensure each attendee checks ho,v they heard about us. 

® .i\sk each stlldent to complete a testimonial consent form. 

@ Confirm student is on rostet :1nd paid in full. 

w Provide each attendee with a name badge. 

@ D.incet student to get their picture taken a couple of steps away with a TU coordinator. 

,a, Invite students to grab a cup of coffee and confirm start time. 

@ Accommodate any special requests. 

Pai:tJ: Durin?,' the Pulfilb:rg~nt. Al] team members must be in room unless meeting with students. 

Activities Lo take place during the Speakers prcsenhrtion: 

Event Coordinator Prepa.res Event Synopsis for Day One. (See Appendix E) 

Event Coordinaror must email Brad Schneider with no shows by noon on Day One. 

One-011-0ne Consuh:ations 

<ii Set up round tables outside fat Sales Coordim.torn ro conduct consultation, during training. 
Consultations take place on Day 'I\vo i1nd Three. A speaker may ask for Day One 
consultation. Check for prcfr·n:;nce. 

Paperwork Preparation 

" Enrollrm;nt Forms and Tenn & Conditions Form for sale. 

@ L'\ny handout that is applicable for training. 

@ Prepa.re packages tor sale. 

foputting attendees io DEV. 

0 PC ·,vili Input all registration cards and confim1 accuracy of inforrnation in system. (tearn 
member will assist when needed) 

@ l)o you have exnail, phone etc. If items are rnissi:ng, get with student during break and ask 
for cor:rect information. 

Observe the Audience 

@ \Vatch for body hngnagc and reactions during ptesentation. 

0 Determine responsiveness to Speaker's discussion. 

~ Look for those students you identified during registration and conversations as "most likely 
to buy" and determine tLeir kvel of intett,st. 

Mingling Viii.th Students 

@ Do not stay behind table before and after training. Get to know the students. 'fhis is the 
tune to build relationships and find out abom your students goals and expectations. This is 
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the time you will gather inforrrrntion in order to strategically phn your a.ction steps ,vi.th your 
tearn 111crnbers to reach buyers. 

® Distribute surver on Day 3 to all attendees and direct them w teturn the cornpletcd sui:vey 
to TU Program Coordinator on break 

Patt 4 Eni:1,~lh11ent;md Paym~ent Gui4~lht;';(Goa] is t9. a minimpm of75%u::ollection__ofmonie~ ... QJJ~" 

Dowt1 paymems 

You must coUect 25~'o . 50% down payment from buycts. Clearly write down when paymennvill be 
collt:ctcd on the entoll:me,nt form and who will be calling/collecting. '{om Evcm Coordinator v.,ill distribute 
list at end of training to all team men:ibers. 'l11e Coorclinatnt who sold the srucknt fa .responsible for 
collecting payment,,. 

J.'.\.. pending is Contact cornpleted at the training event but zero dollars have been collected. 

Contract must be compered and returned to TU office. Team bas 10 1ivorking days to collect paym.enr. 
Once payme11t is coliected, the coordinator will ca.11 their TU event coordinator with payment information, 
.After 10 day&, the contracnv:ill be distrilnited to our inside sales teanL 

Part 5: FqHlllmei-g Close (1;!1ake su:r~l~p_J;pp is set t!l) to 1.un s&!~ 

ASSUME THE SALE!!! After the Speaker completes the sales presentation and invites attendees to purchase 
package, T1;arn 1\fembers ,,;7ilJ. each take speak to students to enroll students and clo,e the sa1e. 

Part 6: Post Fulfillment 

1, Complete Papenvork - Takes phce dut.ng training. 

a.. Double check all Enrollment For:nn fot cornplete and legible information 

b. Confirm any missing information cvid1 attendees prior to bw.ing. 

2. Complete DEV Data Input 

a. .Are all buyers in system paid in foll 

b. Do your manual rmn1bers match tht'. DEV numbers? 

3, Complete Event Synopsis Report (Appet1dix E) Workbook and send emails, A Ffoa! Report will 
be sent out .after event with totals. 

4. Pendings 

a. Ivfichael Sexton, I)avid. J-Iighbloorn) 1)ee ColvvelL Steve rvfatejekJ Brad Schnc~ider1 Josef 
Kat:,:, Paul Qt1intal, Speaker and Team Men1.bers. 

a. Pendmg Enrolh-nent Forms must be complete. 

t.1. Confirm \Vbo ,;vill follow up. 

c. Original copy must be tumed into Folder in Event Office on day after event 

5, Pack .Lvlateriafo for Shipping 

Day One and 1\vo of1h.ining: 

Pack laptops, projector and MP3 at end of da.y and take to rnom, 
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E11n1.re room is locked by security and wai.t to confirm at end of day. 

L1$t Day: FedEx to next tvent or GlobaL 

Pack all rnater.ials the way you found them, or neater. 

Te2.m l,fornbe.rs are rcsponsi.bk for any equipment left at hotel. 

6, Surveys 

Program coordinator will compile survey ana.lysis from comple[ed surveys and distribute via email to: 

Mid1a.d Sexton, David Highbloorn,. Dee Colwell, Steven l\:fatejek, Paul Quintal, Brad Schneider, 

Josef Kat:<:, and speaker and sales coordinators few that particubr event. 

Pan 7: Refa_mds 

Tean1 has 5 Days to Save the S,1k:. Event Coordinator is responsible for comnrnnicating statm to TlJ, 

1. Cancellation request are sent to Event CoordinJ.toL 
2. ]\vent Coord.inato.r Vi:i.lJ sct up a meeting time in outlook on day 5 m include teatn members, Dee, 

Brnd, Lilly Hand Steve IYbtejek A meetfr1g w-ill not take _place. This \vill be a reminder the student 
needs to be refunded if Tl.1 h;ls not received other instructions frorn team. 

3. Event Coordinator v.,~JJ send to appropnate Team J\ifember who sold student and cc: ~ill team 
mernbets, De(~ ColwelL, Brad Schneider 
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Papenvork and \Varrantees 
ENROLLMENT FORM 

E.nrollrnent Forrn ~ Individual completing enrollment form ,vill attend tbe fulfillment you are selling 
at that Pre•tiew. (See Appendix f·) 

COLLECT 50% D0\~11'·.;J r•AY1vIENT MUST COLLECI l'vUNIM:UlV[ 25(:,\i D0\V'.'JPAYJ\1ENT 

~ARRANTEES 

1. 3-Day Right to Caned (Appendix F - located on the back of enrollment fonn) 
Rei.1uired by government for all prod nets and gives the buyer, regardless of product warranty, .3 
business days w change their mind and request a refund. \Ve provide an "extended w;u:ranly,'' 
which varies by prndm:L Holidays occuning during the week are not considered business days. 
a. 3 Business Days Parameters: 

1. ]Monday 0,- Thursday 
ii. Trn,sday == Friday 
iii. \Vedne,day = tbe follmving J\;kmday 

h. 3-Day Right to Cancel form l\:!UST he completed and attached Lo the enrollment form, and 
the terms of the warrn.nty vnbaliud to each buyer, (the Speaker might also do so from the 
front of che root:ri"i 

I 

i. Buyer's name must be pnnted .in the space provided, 

TERJVIS & CONDITIONS 

Terms and Conditions ~ Individual completing terms and conditions ackn(n:vledge pwgrams are 
provided fot training and educanonal purposes only. i\ll buyers must complete. (See i'\.ppendix C}) 

Types of.PaymeI1ts: 

1. Credit Card 
,, Visa, Amex, Discover and ]\fasterCard. 
b. Proces8ed online at time of purchase. 
c. F'ollmving information must be docu1nented on the enrollment form where indicated: 

i. N mne DH credit card . 
.LL First 6 digits and last 4 digits of account number (do not document entire number) 
i.ii Credit Cml expiration date. 
iv. V Code" (lm:t three digits on back of credit card, for i\mex ,;vilJ appear on front of 

card above account number). 
2. Check 

a. Acceptable checks: personal, bus:ir1ess, credit card, brokerage, money market, Canadian, 
cashier's. 

b. Ptocess for accepting checks: 
1. i\Iust. document p:ryer\ driver's license number on check 

u. Owck must be payable to TU 
ill, Ensure check date 1s today's and is signed. 

3, Cash 
a. Count caah in front of enroilee and ru1othe.t tearn. mernber. 
b. Provide a completed cash receipt copy to the enroilee and attach a copy to rhe Enrollment 

Forrn. 
c. Im.medi.ately place cash in an envelope ,vfrh the following: 

i. Inside: copy of cash n.:ceipt. 
ii. On the envelope: Event code and buyer's name. 

b. Cash is NEVER sent FedEx! It must be hand delivered to Accounting. 

4. Can accept multiple forms of payment fo:r a single pu!'chase - for example, multiple credit 
cards or credit card and check. 
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b:xpenses and T'ravel 

Travel to Previews and FulfiUment Eva1ti. 

All corporate 1rnvel will be scheduled by Trump University Travel Coordinator, Brian Hedenberg 
(bhedenberg@Jrumpuniversity.com.) Each traveler '\Nill be provided a travel itinerary via emaiL The 
itinerary contains all airfare information. This itinerary is to be printed and crnTied with the traveler at all 
times. 

Hooking Airline Travel 

A.ll Travd request 1m1st be sent via email to Brian J-fedenberg Brian will 
begin booking flights upon receiving schedule; therefore, if you have special request, please let Brian 
know immediately. Travelers are encournged to send flight specifa,ations and Trump University will 
book your designated flight following Trump travel cost guidelines. Ideally all travel should be booked 
no later than 21 days in advance to secure the best possible pricing for airfare and availability of flights. 
Since there is little flexibility witb regards to departure and return dates and times, the more advance 
purchases '\-Yi11 allmv for the purchase of flights that fit everyone's needs and the company's budget. 
Please complete the attached Trnmp Travel Request Form and submit to Brian. 

Trump University will email flight information to the Event Coordinator so that he or she is aware of 
travel details. Each traveler is responsible to confirm travel arrangements have been scheduled if be or 
she has not received flight inkmnation 2 weeks prior to their event. Email Brian Hedenberg for 
confirmation. 

Cunem company policy is that any airfare that is under S400 does not require approval. When airfare 
costs are over $400, 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 l)ermit the use of "preferred" 
airline~ carriers unless tlmy fall under the $400 set budget and are no more expensive than the most 
affordable carrier frir that particular trip. Employees Md independent contractors may pay for the 
difference in order to fly on a prnfen-ed carrier in certain, limited instances. However, since airfares are 
good only on the day they are quoted according to airline policies, anyone traveling is responsible to 
make immediate arrangements for payments in those limited instances. 

Booking Hotel Accommodations 

Hotel Sleeping rooms will be booked by Trump University. Confirmation numbers will be sent to the 
Program Coordinator and included on the weekly itinerary .. All hotel rooms will be paid for via 
"Authorization for Payment" form that will be provided to the front desk and the sales department of each 
hotel. The hotel will be instructed to pa_y for hotel overnight room and tax and parking charges ONLY for 
all company staff and c,p1:akerrs. Any special circumstances that would require the authorization of 
additional items to be placed on the corporate card must have Director's approval 

Fulfillmeut event hotel accommodations ,viH be booked at the event location :for the entire stay. Preview 
events vvill be booked according to the following parameters. The staff and speaker ,viU stay two nights 
in the first event location and the final nights at the last hotel. 
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Booking Rental Cars 

Rental cars ~ill be rec;erved by the designated Trump University Representative. Rental cars cannot be 
paid for with an ·'Authorization for Payment'' due. to car rental company policies. Program U'Or<linntors 
will book the car rental through lhe use of a corporate direct bi! I account. All rental cars must be returned 
full of gas. The car driver is 1·e:;p0nsible to requesting any special needs upon pick up of the vehicle. 

Tr.wel Profiles 

Travel Profiles are required for all compa.<iy staff and independtmt contractors that must trave.l as part of 
their atrendance at company events l'.>r company meetings. Trwnp University will use this profile to book 
travel. We will not ioclude hutel membership accoums in the travel it inerary nor will credit be given for 
ovemigllt acevmmodati<ms when onsite according to company pol.icy. 

Company policy does not pennit speakers and/or road c1~\.v to make changes to travel that has alrcn<ly 
been purchased and approved without the prior permission of the Travel coordinator. 

Tue Program Coordir1,1tor is responsible for securing copies of all ovc1'11ight accommodation invoices and 
rental car receipts. The Program Coordinator is also responsible for obtai.ning a copy of each day':; 
BEO's and signing off on the daily charges. 

Contact Information 

Trump University : 
'fra, el Coordinator: 
Brian's Direct Number: 
After Hour t.:mi,rgency Number: 

Al:rTr~n 
/ 1. Plus l{ewar<ls 

Alaskan Airlines 
Mileagti Plan 

lunerica West 
Flight Fund 

American Airlines 
A.Advanrnge 

.A.TA 
Briruh Ainvay" 
Contim:ntlll Airlines 

One Pass 
Delt.a Ai.dines 

Sky :tvfilcs 
.Medallion 

Frontier A:i.din(;ll 
Farly Remms 

JetBlue 
TmeBJuc 

N orthwest ,:\irlines 
World Perks 

Trump Unive'Sily 20)8 

Monday tliru Friday 9pm to 6pm (EST) 
Brian f-iedenberg t1Jl'rel@.tm11JJ'Lmive..r~iJ):.,:;:-0m 

Airline Information 

~,uY.Yi',& !j -S:0!1l 
"':2r.Y>-)"o..._....,.bdr!~b·:..W.'y~rn-wlm 
~).YS~'!lUC1~1~ml, <:QL)J 

~\~.'1&,k l..b.ru~.<;;Qill 
i\:*-~!~~llSJ:t!£~i'1~ 
~,,"\'(.' .P\W.ll .. Ui,.U 
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800-247-8726 
888-327-5878 
800-252-7522 
800-622-2(J80 
800-327-78!0 
800-247 -5691 
800-433-7300 
800-882-8880 
800-435 9282 
800-247-9297 
800 523-3273 
713-952-1630 
800-221 -1 212 
800-323-2323 
800-325-6330 
800-432-1359 
800-263-2759 
800-538-2'>83 

800-225-2525 
800-447-3757 
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Song 
Southvv·est .Au:line~ 

Rapid Rewards 
Spirit .i\irlines 

Spirit Plus 
Thoma.~ Cook 

:\1iles & More 
U nired .Airlines 

i'v'lileage Plus 
Ted 

Ted Club 
US Airways 

Dividend i'vliles 
Virgin }i.tlantic A it·wnys 

Fly1n.g Club 

y 
y 

y 

N 

y 

y 

y 

AIRWAYS' 

QUICK TIPS FOR AIRLINE PASSENGERS/PACKIN'G R.EQUIREivIENTS 

Passengers may bring to the checkpoint: 

800-359-'7664 
800435 9792 
800445-S764 
800-7727117 
888-435-9722 
800--524-6975 
800-581--64JJO 
800-864-8331 
800-421. -4655 
800-22.5-5833 
800--421-4655 
800-4284322 
336-661-8390 
800-862 8621 
800 365-950(1 

.. Travel-size toiktrics (3 ounces or less) that fit comfortably in ONE quart-size, dear 
plastic, zip-top bag. 

.. Prescription liquid medications, baby formula and diabetic glucose treatments in excess 
of 3 ounces if these items are declared to Transportation Security Officers at the security 
checkpoint-

And beyond the checkpoint; 

'" Beverages and other items purchased in the secure boarding area may be brought onto 
1:he aircra:ft 
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l\r1edia Inqtdry c;uidelines 

OB.JECTlV:E: To provide specific guidelines and processes to handle media inquiries. 

ff yon are approached by a reporter (at a previevJ): 
I. Politely infonn the reporter that you are not an authorized medJa spokesperso:r1.. Ask for 

tfo~ teportet•s name, media organization, phont: number an~ dea<lHne,, 
a. i>ull their registration card (preview ouly) and ...,vrite ''Media.Contact" on the top. 
b.. Immediately email Ivtichael Sexton, David Highbloom and Dee Colwell media 

information including name. media affiliation and number. 
2. Give Regisi.ration Card to Michael Sexton upon arrival to the oftlc-e. 
3. Refer the reporter to one of ow authorized media spokesperson by givinS:them the 

appropri~te media contact informatio11 and forward the reporter's infom1afion to the: 
appropriate media agency via email as soon as possible. In a<lditi011 eopy Michael Sexton 
(msexto:n@trum:puniversily.com) and your manager. 

4. If they persist, say "I'm sorry an of your questions can be ad.dressed tly out authorized 
spokesperson.'' 

5. µ:nr.ae(l.iatety pull the refated preview c~rd and identify with notes if already entered into 
the database. 

ALL MEDJA INQUIRIES SHOULD DE REFERRED.TO: 

TIPS: 

J im Dowd 
The Dowd Ag~ncy 

444 Park A venue South 
New York NY l 0016 

Ph: 
Fx: 

>· Yau don't have to deliver what the-reporter wants. 
}-· Once reporters a1e prese11t it no. longer matters. why they are there. 
> Expect to be scrutinized, 
).- Reporters are rarely on your side and they are not sympathetic. 
>· Never assttme the conversation is off the record. 
> A Trump University Associate or TU Independent Con.tractor is nut ut liberty t0. 

answer any questions from a reporter. The reporter should be referred to the 
proper 1ne.,dia spokesperson. 

);; No matter hnw mudt confiden~e you have in Trump University, you shouJtl not say 
anything. 

>- Reporters use hid,den cameras, placing them at odd angles in ordel· to show a candid 
response, and the ii1tervietvee appears nervous and l ot caught off guard. 

)> You can only control what you a.re capable of controlling. 
> Remember, courtesy .gets you a tong way. 
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PROPERTY RIGHTS: 
'r Use property rights as leverage. 
> Trnrr1p University teases a portion of the hotel's private property; therefore, Trump 

University controls that space. 
> TmmplJn1versity reserves the right to disallow video or audio recording during any 

event It is Trump University's policy. 
P· A Trump University Associate or Independent Contractor does not have the right to take 

or ho Id a reporter's private property. 
> If a problem arises,, immediately contact the appropriate media spokesperson and I or 

Micbad Sexton. 
? Notify the hotel manager if the reporter insists on entering the facility. 
r The hotd ha:-; the right to ask a reporter to leave the premises. 
>- Hotel staff should escort reporters to the exit, not a Trump University Associate or 

Independent Contractor. 

DISTRICT ATIOR1'\!EY: 
> If a district attorney anives on the scene, contact the appropriate media spokesperson a.11.d 

Michael Sexton immediately. 
} By law, you do not have to show them any personal information unless they present a 

'Vvarrant; ho-wever, you are expected to be courteous. 

PHONE CALLS: 
> If you are unsure if the caller fa a reporter, make sure to ask specific questions regarding 

the lot~ation of the preview or fulfillment, the trainers name and the names of the Event 
Coordinators and Saks Coordinators. 

r If it becomes difficult to end the phone conversation, say you me late for a meeting and 
take down the reporter's information. Immediately pass the infrmnation on to the 
appropriate media spokesperson. 

Trump University 2008 
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Co1npliance Rules 

TRUMP UNIVERSITY SPEAKER AND ROAD CREW COMPLIANCE RULES 
Revised December 19, 2007 

eii AU personal stories used by Speakers must be documented \Vith dosing stitements or other 
proof in advance of use. 

@ Testin1onials from other courses ot program,; ate not interchangeable and cannot be used to 
imply the success or value of the TU foreclosure course. l'his is an obd_ous viohtion of the 
!'rt.Act 

1!> A1l testimonials must be from. TD and have documentary proof 

1!> All testitnonials nrnst be accuxately portxayed and not misstated 

@ Pricing of courses must be accurately stated arid price dtops must be approved in advance. 

ai, Shortage doses are prohibited. Yon cannot say that there arc only 17 spots }eft or the like. 
Use a shortage and be fined, fired or both. 

@ No express or implied e:u:nings dai1ns or guarantees. No exceptions 
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TRU p 
UNIVERSITY 

COlVU\1\NY OVIDRVlK\V 

Trump University Vias :J\rnnded in 2005 to redefine the market for business education. 
Our focus is on developing and delivering world-class education to success-oriented 
individuals a.round the world. Since our launch we have achieved remarkable success: 

" Nearly 700,000 members have joined TrnmpU 
~ TrnmpU members come fro1n over 50 countries 
'" Over 50,000 clients have taken a course 
" Clients report a 95% satisfaction rating with their experience 

Mission Statement 

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 tl1ey have learned from us in the real world. 

Strategic Vah1es 

1. Comrmmicate: Teamwork is driven by communication. Pass the baton with care, 

2. Listen, Leam,Jnnovate: Learning organizations become innovators 

3. fQi:JJ_~ ___ QnJb.~ __ 1,,;-1,rnlQfil~l: - Put the needs of our customers before everything 

4. I;lrnJii~kff Only those vvho dare to fail greatly can ever achieve greatly. 

5, J).}ce Action: The secret to getting ahead is getting started. 

6. Care about Quality: Deliver exceptional quality in every aspect 

7. Keep it Simple: Getthe basics right.. .The rest will fr)llow 

8. I'v1ake a Difference: We at] contribute to the success ofTrnmpU in hundreds of 
ways, both large and small 
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Subject Areas of Focus 
!I! Real estate investing 
* Entrepreneurship 
@ Small business marketing 

TRUMP 
UNIVERSITY 

@ Personal finance (in development) 
@ Financial investing (under consideration) 

Lear11ing Formats 
@ E-leaming courses 
@ Books (John Wiley & Sons) 
"' Audio Business Courses (Barnes & Noble) 
@ Continuity Club 
@ Home Study Products 
@ Software 
@ Workshops (free buyer-only seminars) 
® Retreats (live 3-day seminars) 
® Coaching (phone and field) 

Key Partners 
* Trump Institute 

Lead generation (previe\v seminar) 
Wealth Building Weekend 
Retreats 
Coaching 
Think Big seminars (one-day pilot) 

19! Prosper Leaming 

Confldemial 

Lead generation ( direct response) 
- Coaching 

Sales of TrumpU products 
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PRODUCTS AND SERVICE OFFERINGS 
-------------------··--·············································· 

Cmunwrdai & Niu Hi family Retreat l'raining Summary of Services: 

Tiiree Day Intensive Real Estate Retreat:: You will have the oppommity to attend three 
days of classroom training with a Certified Instructor. 

Materials: Upon arrival you will receive the Real Estate Retreat Training Workbook 
\Vhich will be instnunental throughout the entire course, 

The Retreat Curri.culum: 
® l 031 Exchanges 

Tax Advantages and other Shelter 
® Land Development 

Identifying land properly 
Preparing vacant land for re-sak and/or sub-division 

® Discount Paper 
\iVhat is it? 
Hmv to find it 
Financial Profitability 

* JVIulti-FamilyiCommerciaI Real Estate 
Importance in today's marketplace 
\Vho should consider this? 
Owning and operating for fun and profit 

111 Propeliy management 
Importance (for absentee owners) 
Owner expectations of his agent 

«i> Options 
Why do we use them? 
Their function in the acquisition/divestment process 

111 Rehabilitation 
Selecting propedies for complete makeovers 
Differences between remodeling and rehabilitation 

® Condominium Conversions 
Property Selection 
Criteria for work 
Marketing 
Soft costs and the work associated with these costs 

@ Pre-construction lnvestments 
Development selection 
When to sell 
When to lease/option 
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Asset Protection Retreat: 

Day One 
@ Introduction and Overview of Wealth Structuring Concept 
@ Estate Planning 
@ A voiding Probate 
111 Living Trusts vs. Wills 
111 Homework: Naming Legal Entities 
® Limited Partnerships 
@ Limited Liability Companies 
@ Corporations 
@ Blending the Entities Together 
® Homev.rork Assignment 

Day Two 
@ An Introduction to Taxes 
* Comparing Tax Scenarios 
@ Personal vs. Business Tax Systems 
@ Defining Typ,es of Income 
@ Taxpayers defined by the Internal Revenue Code 
111 Overcoming Potential Tax Pitfalls 
@ The Dirty Dozen Tax Strategies Every Small Business Owner Must Know 

Day Three 
@ Introduction and Overvievv of Retirement Plan Options 
@ Self-Directed IRA Investing 
@ Adv,mced Retirement Power Strategies Utilized by the Wealthy 
* Wealth Structuring Class Exercise 
* Group Exercises for Education Implementation 
@ Final Review and 30 Day Action Plan 
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Foreclosure & Rehab Real Estate Retreat Training 
Summary of Services: 

Three Day Intensive Real Estate Retreab You 'Nill have the opportunity to 
attend three days of classroom training with a Certified Instructor. 

Materials: Upon arrival you v<li.11 receive the Real Estate Retreat Training 
Vllorkbook which ·will be instrumental throughout the entire course. 

'fhe Retreat Curriculum: 

" 

" 

Finding Properties 
Financing 
Property Inspections 
Courthouse Foreclosure Auction 
Analyzing Properties - TIES Sofuvare 
Contracts and Lease Options 
Foreclosures 
Pre-Foreclosures 
Flips 
REO's 
Forms of Business Ownership 
Tax Liens 
Rehabbing 
Ad Grading 
Helpful Vv ebsites 
HUD's 
Deal S trueturing 
Power Team Me1nbers 
Taxation 
A.ssig:nments 

Day 1: l\ll day classroom training 
Day 2: Tour of properties ha1f day and Classroom training 
Day 3: Live courthouse auction and classroom training 

Confidential Page 3 

CONFIDENTIAL 

© 2007 Trump University 

TU 130299 



Case 3:13-cv-02519-GPC-WVG   Document 212-5   Filed 05/31/16   Page 8 of 48

'TRU P 
UNIVERSITY 

SALES OVKR\llEVV 
-----·····························-·-····------------

Dress code: 

"' Trump University has a business casual dress code - no sneakers,jeans, collarless 
shirts, athktic apparel. 

Sal.es hours of operation: 

" Sales floor must have coverage from 9:00am to 9:00pm Monday through Friday 

" Sales team \Vill be assigned shifts on a weekly basis; these shifts will rotate 

" Saturday coverage v,rill be expected on a periodic basis 

Cotnmissiom;: 

~ Payroll is paid sen1i-nmnthly on the 15th and last day of monfrL 

Commissionable amounts are computed on a calendar month's basis. 

Commissionable amounts are paid. in the month immediately following the 

commissionable event. 

Spiffs are occasionaHy given to reward exceptional perfon:nance. 

Ivlonetary spiffs are paid in the month immediatdy fb1krwing the month it was 

earned. 
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TR_U_MP 
UNIVERS!TY 

SALES PROl\USES 
-----------------~---~~~--------------------

Promise #1: To serve as stewards of th~: Trump brand and to never say or do anything 
that might negatively impact the brand. 

Promise #2: To ensure that customer service and satisfaction is always our first priority. 

Promise #3: To provide our students with valuable information on profitable gnnvth 
opportunities in real estate, entrepreneurship, marketing and personal finance. 

Pn:mlise #4: To strive to conduct our business in a professional manner, in compliance 
with om corporate legal and regulatory standards but also mindful of the ethical ru'ld 
mornl impact of our actions, 

Promise #5: To attract and retain the most qualified team of speakers, trainers, coaches, 
instructors and support staff We provide them ,vith the best support systems, ongoing 
education, enrichment and grmvth opportunities. 

Prnm1ise #6: To update and constantly improve the content, quality and overall value of 
our company products and services. 

Promise #7: To expand the scope of our course curricula so that we can introduce the 
technical, strategic and practical aspects of f:immcial advancement to as wide a segment 
of the general public as possible. 

Pnm.1ise #8: To e1npower our students in setting realistic goals and achieving success 
through the use of our training and education, 
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The Role of Marketing 

Lead Generation aml Qualification; 

"On the Savanna, every morning a gazelle wakes up and knovvs it must run faster then the 
fastest lion or it will be lunch; the lion awakes and knows it must run faster than the 
slowest gazelle or it will go lnmgry. Therefore, vvhen the sun comes up, staJi running." 

The World is Flat: A Short History Of the 2 J st Century 
Thomas Friedman 

Wlw are our Customers? 
Household Income $90,000+ per Year 

~ Net \Vorth Over $200,000+ 
More Likely to Make Investments 

~ Live in Single FarrriJy l-lomes 
© Horne Value Over $200,000 

College and Graduate school educated 
~ Mak Head of Household 

Head of Household 40 - 54 Years Old 
Four or IVIore Household Members 
Have Made a Donation to a Charitable Cause 
Were Early Adopters ofthe Internet and are Currently Heavy Users 

Performance Based l'Harketing: 
Direct Response metrics 
Every action measured 
CPA/CPL/CPC/CPM 

Marketing Clurn.nels: 
& RSS 
~ Blogs 

Pod casts 
Email marketing 
Online behavioral targeting 
Contextual 
Search marketing 
Webcasting 

" WOM marketing 
Print 
Direct tvfail 

Leads: 
~ Think Small - Feel Hungry 

The most important person in your v,lorld 
Sell from point of strength 
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QuaJificatim:is: 
0 Personal Information 
* Previous Experience 

Financial Goals 
Real Estate Investment Goals 
Learning Style 
Success Drive and Motivation 
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no~s A.NU DONT'S 
··································------------

" Get in the mindset of scarcity .... clients must apply and be accepted to our 
program. 

'" Think like a consultant ... you are here to meet the needs of your clients, not to 
push product 

'" Never email any marketing material to a client unless it has been approved by 
Marketing. 

'" Do not send out any mass t>mails unless Ivfarketing has reviewed and approved. 

11 Do not leave the Sales Floor unless there is ample coverage. 

" Never disparage a competitor or competitive products ... focus on the benefits of 
our programs and how they meet the needs of the client. 

" Always be aware of upcoming start. dates for programs and retreats 

'vVe are the gold standard in Real Estate Education. Never use a competitors name 
because we have none, Speak to our program and how it will benefit the client's 
needs. 

There should olw~iys be phone coverage for in bound csJk Even though there are 
9 of us be aware and considerate of when a colleague leaves for lunch or a 
meeting. 

" \\lhen an in bound caH comes in query that person by last name, as well as email 
address soon as not to have duplicate leads in the system. 

First things first, always get an inbound calls name phone number and email 
address, 

If a client is adamant about knowing the price, simply say" Our course range 
anywhere from $29 to $35,000 that's vvhy we have this interview/ screening 
process to make sure you vvil! be receive the most appropriate level of support to 
help you achieve your goals." 

" Never end a conversation without having a set follow up action, even if that next 
action is to change that person's status to dead or cold in DEV, 

" Always follow up a conversation witb a thank you email, and use that as an 
opportunity to confirm the next action you just set. 
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If there is something you don't know about a particular course or support tell the 
client you will check rather than promise them something we can't deliver. 

" lf asked about our affiliates ( ex. Trump Institute or Prosper) they are under the 
Trump lJniversity Umbrella and any support you were looking to receive from 
them you can receive from us and the switch the focus back to making sure your 
fulfilling the client's needs. 

If you set a phone appointment DO NOT i:vUSS IT! AL'\/VA YS follow through. 

You are part of a team, when speaking to anyone treat them with the utmost care 
and respect. Always enter detailed note into DEV so that anyone in the 
organization can reference them and be up to speed with the situation, 

Being part of a team means that you are surround by people willing to help, 
rei:nember io ask for it At some point everyone here was the ne\.v person. 

~ /\ctivdy listen to client objections. Catalog these objections and build the team's 
rebuttal dictionary, Capturing the best practices of the entire team will make 
everybody a stronger salesperson. 

Each week vou will receive a hot-sheet that summarizes kev facts from the real ,, , 
estate industry. Study this hot sheet., .it v.riH enhance your credibility with 
prospects and build your knowledge of the industry, 
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CUSTOlVlER-ORIENTATION 

" It means meeting or exceeding most if not all customers' expectations. 

" It's listening i:o what each customer wants and then doing everything you can to 
deliver it in a fair and timely fashion. 

" It's providing the emotional support necessary to sustain and grow a relationship. 

" It's putting the custmner's needs and long-term relationship before persona[ short
term gain. 

" It's openness, honesty, and integrity provided without compromise. 

" It's respect. 

'" It's providing fair value at a fa.ir price. 

" lt's a knowledgeable and trained staff that understands that the customer is their 
priority. 

" It's taking a personal interest and the time to get to kno,v each customer. 

88 It1s no hJ:tss1es or roadblocks~ 

ill It's quick, easy, and convenient access designed to meet a cross section of needs. 

" It's every employee being accountable to the customer regardless of title or 
responsibility, 

" It's staying in touch with customers even '>vhen they don't have an immediate need 
for your products or service, 

am It's having a good tools, procedures and systems to help support the above 
disciplines. 
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TIIE ART OF THE SET 

We use a two part sales process to set fmd dose a client. The first conversatfon between 
a Consultant (setter) and the client 1s designed to qualify the client, build a relationship of 
trust and set-up the Program Director to close the sale. This sales process is based on 
managing the emotions oflhe client by focusing on the psychology of the sale. The 
metaphor v-1e use for this process is the Roller Coaster of emotions: 

Client 
.Emotions 

I ntrm.iuctim1: 

The Rolie:r Coaster of Emotions 

Tim.~ 

You are at ground zero and according to the professionalism that you show you ',vill start 
the momentum of the conversation either up or down. Through the next fo,N steps you are 
trying to gently guide the client down to the time they were looking at investing in real 
estate or starting a business while trying to establish a relationship '.:Vith them. 
E:rxrJ1J/[Qgy: Bring them back to the place they ,vere when they first fiHed out our student 
application. You want to get them excited about their dreams again but also realize they 
still haven't taken any steps to accomplishing them. 

mast: 
Why you are calling? Giving your clients hope again about getting their real estate 
investment career going or launching their business. Psvchology: The blast is the first 
sign of relief these people have seen since they v,/ere motivated to complete our 
application. The motivation that they experienced can die quickly as the realities of their 
daily lives take over. It is our job to rekindle that motivation.,. to mah them once again 
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see the potential of achieving their drearns. When you are done with the blast, they 
should be at the top of the roller coaster getting ready for the dip ahead. 

Probe: 
The probe is the actual qualification process of the calL identify the client's available 
resources & goals/dreams. Psychology: Slowly bring the client back down to reality. 
They don't want to hear how their financial situation is. 

rv1ost people will not have a problem giving you personal information such as how they 
connect to the internet, if they are married, ho,v many kids they have. But, when you get 
to the financial section, you might run into a few walls, 1vfost people ore NOT 
comfortable talking about their personal finances. Why? Because very fov1 have done 
anything with their finances worth bragging about If you have done your job conectly in 
the beginning, they will shme with you openly because ofyour relationship. A 
relationship where they trust you because they know you are not a salesperson, but rather 
a Consultant A Consultant is here to help! The better the relationship you have built with 
thern, the easier it will be to go through this section. ff you have not built a relationship 
you \Vill find barriers and ,valls throughout. Because of the harshness of reality, you 
should always stroke their ego vvhen they have done anything right (like established good 
credit). 

If someone does not want to give you any financial information you can bet that hvo 
t11ings have happened: 

1. You failed to establish a good relationship with the client. 
2. The client is on the defensive because he or she feels you are trying to sell 

them something. 

Hovv Much lVIoney Is This Going To Cost? 
This is a very com.mon question that you will hear. Sometimes it will come at the 
beginning of the conversation sometimes not till the end. No matter when it comes, it 
can-ks vvith it a sense of despair. The client thinks she or he has figured you out. A lowly 
telemarketer trying to sell me something AGAIN! AJter you have heard this question you 
will start to get a little uneasy. You are nervous because you know this will cost money, 
and lots of it at that 

''Well Bob, I am glad you asked that question. It shows me that you obviously undernta:nd 
that in business, it takes money to make money. After all, how do you make money i.n the 
stock market? You have to invest in it first. Right? \Veil, kt me have you write that 
question down, because it is one that you will need to discuss ,vith my Director. Yes, 
there is a tuition involved with this Program. However, this is an invitation only program 
and you still have to go through a second interview to qualify, Our goal is to teach you 
how to acquire property using creative financing with little to no money down also know 
as OPM. You may have heard of that strategy? Ivfost students ,vho are invited into this 
program use established lines of credit, like a credit card, utilizing the bank's money, 
OPM, to handle their tuition. I'm not talking about tens of thousands of dollars, but on 
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the other hand not a couple of hundred dollars either. Bur, keep in mind you'll be 
working with our experts to become profitable in the shortest amount of time. That makes 
sense doesn't it? Tt is impossible for you to make arry decision right now because you 
don't have any of the infonnation, \Vhat my Director \viii explain in full detail is how to 
leverage your tuition using OPM, and limit the amount of out~of'. .. pocket expenses.'' 

D:reams I Goals: 
This is where you help your client start to develop the dream of ,vhat is possible while 
vmrking with a coach or mentor. The more vivid and real you can make those dreams, the 
more your client will see they need help and they need it nowl Here is the purpose for 
this section: 

1. Help your client visualize their goals 
2. Have them vvri1e their goals down so they are no longer just "dreams" 
3, For evety Goal get 4-5 details! 

Psrchalogy: f\1Iost people think that the client is now on the "high" of the roller coaster. 
That is partiality true. While talking about their Goals/Dreams, they will again see the 
light, remember why they got involved in the first place and build hope. This should be 
peaks and va11eys! "You \Vant a new house?" (You can see how they will be up after you 
detail the kind of house, etc) "How much will that cost?'' (Bring them back to reality!) If 
this is done right, they will be at the lmvest point of the rollercoaster." They need help to 
accomplish the goals they have set. Who will help them? 

Commitments: 
Psvchology: This should tak:e the dient back to the top of the roller coaster. You have 
built the Dreams; they have seen the pain in their financial situation and have committed 
to rnake a change. As you build up the Director, the client starts to see him as the answer 
to all that has been wrong in the past. A.s they realize the Director can help make them 
successful, they will reach the peak of their emotional roller coaster. At this point, they 
should be feeling an emotional high and sense relief. If they start to sell thernselvt~s on 
why they would be a fit for the program, you did a good job up to this point 

Takeaways: 
The takeaway is there simply to remind the client that it is not their decision to join this 
program. We know they need our program. TI1ey will begin to sell themselves to us; they 
will be climbing ever closer to the peak: of the emotional roller coaster. 

OPIVI: "When it comes to rnrJor lines of credit cards like Visa, MasterCard, and those 
guys,, who is it that you work with nov/?" 

"Nuw, if I could write you a check to pay off ALL of your credit card debt how much 
would I need to make that check for?" 

"Ts all of that on one card, or is it spread out between all?" 
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"This is Where l need you to be specific. I feel that it is very difficult to expect a client to 
be successful in Real Estate if they can't even manage their mvn finances. On the 
Visa/MasterCard/Amex/Discover, what limits have the banks extended to you? At what 
interest rate? And hcrvl much do you have on that card? Now, how about th,:: 
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SUCCESS F0Rl'1IULA 

There is a specific formula that will lead to your success. This fonnula is driven my a 
key set of perfomwnce metrics: 

1. Phone Time: 3.5 Hours per Day (Minimum) 

2. Dials: 80-100 per day (Minimum) 

3, Sets: (5) sets per day (Minimum) 

4. Set Goals 

5. BE POSITIVE! 

6. Make (15) appointments on Monday (Get ahead for the week) 

7. Make (15) appointments on Friday to end the week on a Positive (Build the 
Pipeline) 

8. Always be learning something new 

9. lviake commitments to yourself! "1 ,vill not leave until 1 have made (5) 
appointments for the end of \Veek." 

Confidential © 2007 Trump University 

CONFIDENTIAL 

TU 130311 



Case 3:13-cv-02519-GPC-WVG   Document 212-5   Filed 05/31/16   Page 20 of 48

TR.UMP 
UNIVERSITY 

SALES TOOLS 
------··-····-----------------------------------------

.Phones 
Always highlight the phone number{s) you wunt the Program Dir. to call. Don't make 
your Director have to guess which number to call. Find out what the phone situation at 
the prospect's location is like. For example, are they going to be on a speakerplmne 
together? Are they going to be on 2 different extensions? A.re they going to be in the 
same room (cordless phones?) 

Cell Phones 
It's not easy to make a presentation to prospects that are on a cell phone. It's too easy to 
become disconnected or have troublesome interruptions at critical times during the call. If 
someom~ MUST be on a cell, make sure of where they are going to be during the 
appointment, The Program Director does not \'I/ant to speak \Vith people driving dovvn the 
road. They need to be in a stationary, quiet, location free from distractions. They also 
need to be able to take ,mitten notes. 

Think YSo FEEL 
Don't ask people 1Nhat they TI-IT1\il{ about something you've said. Instead, always ask 
them hovv they FEEL about it People buy emotionally and justify it logically. 
"How do you feel abont that?" 

People's Names 
Find out ,vhat peoph:; like to be called. Ask ifthey have a nickname. If you call someone 
by a name they don't use or care for, you will break rapport with them rather than 
building it. For example, if the lead sheet says the prospect's name is 'l1ilatthew', 
'Michael', 'Robe1t' ... ask if they like to be called 'Matt' or 'Mike' or 'Bob'. 

Foreign Names 
Make SURE of the correct pronunciation of a person's name. Saying their name 
inconectly hurts you. Spell the name phonetically on the lead sheet for your Program 
Director. Explain unusual names to your Director beforehand. 

NEVER give ymu prospects: 
" a specific period of time that it will take them to be successful 
., details about ,vhat they will be learning in this advanced training 
'" examples of the types of deals they will be doing 
188 examples of success stories 
" percentages of clients who become success.fol 
'" any information that is not completely true ,md accurate 
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HeUo (Name}. my name is ____________ from Trump University and I've been assigned to your 

accounL I have some questions and some important infonnation for you, 

Do you have a fo,v minutes to speak \1,'ith me? Greatl 

I have your file in front of me and it dot:sn' t sbnv a partner or spouse, are yon married or 

do you have a partner? 

(JI yes,) when is a good time that I could spend 15 minutes mi the phone with the 

both of you? 

Did you attend the t,vo day workshop? (UNO, why not? IfYES, how did it go?) 

What were you hoping to accomplish by attending? 

Do you have any experience investing in Real Estate besides your own homt~ of course? 

*If NO, what's prevented you from getting involved in Real Estate? 

If you knevv hmv the experts were able to get around that challenge, would that be of 

interest to you? 

.mast: 

Well (Name), there is something that I believe ,vi1l interest you in your sitLmtion. How 

,vould you like to work with Donald Trump's Real Estate Experts? This is not something 

we offer to _just anyone. We don't want to vvork ,v:ith just anyone. You knovv· who my 

boss is right? Mr. Trump is on a mission to create the next vvave of independently 

,vealthy entrepreneurs in America. Is that YOU? 

Obviously {Nillm~), if we're going to create these wealthy entrepreneurs, we only ,vant to 

work with people vvho have certain qualities. So, we're actually going through an 

interviewing process, looking to select a fonr people that we might be able to work with 

m1e-on-on~. \Ve're only looking for highly motivated individuals that really \:vm1t to be 
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aggressive 'Nith their Real Estate projects and ,vant to become profitable right away. IS 

THAT YOU? Great! 

A lot of people have asked if Mr. Trump can meet with them in person ,.md show them 

how he finds properties; how Mr. Trump evaluates properties and how he uses creative 

financing to acquire properties with litt1e or "preferably" No-Money-Down, Obviously, 

Mr. Trump can't meet w/ everyone, nor does he want to. So, he has also created a (insert 

program name based on lead information) where we only invite a select group of peopk 

that have been hand-picked by his Program Director. In this (course/retreat) \Ve offer 

live, hands-on training with Donald Trump's professional Real Estate instructors. These 

instructors will be holding your hand, physically showing you the way. You \Vill leam 

how to succeed, "The Trump Way!" These instructors are expe1is in today's Real Estate 

vvorkl and teach all of the non-traditional or unconventional vvays of (buying and selling 

real estate). I'm talking about the latest ~irategies and techniques in Real Estate. Let me 

ask you (Name), is everything Donald Trump does, the BEST? He wouldn't put his 

nm-neon this, if it wasn't, right? Do you feel that working vvith Mr. Trump's experts is 

something you would like to be considered for? 

Greati Let me share with you hovv this works. {Nan"!_~), my job is to conduct the initial 

interview. This interview will gives us an understanding of where you are today~what 

your goals are and we will also be looking_ at you:r current financial situation-so 

that if we decide to work with you~ we can come up with a successful game plan to help 

you become profitable in Real Estate in the shortest possible time. If I feel you're a good 

candidate for this advanced training, I' 11 be referring you to the program director. "U we 

decide to work with you," he's going to tell you what ,ve're going to expect from you 

and also ·~vhat you should expect from us. Now, l want you to understand that "!fyou are 

extended an invitation to Team up with tbe Trump Organization," we'll be making a 

very serious commitment to each other. However, if for any reason (Name), during the 

course of our conversation if we don't feel this will be beneficial to both of us ,vc'll just 

part as friends. Fair Enough? 
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.Probe: 

______ How Long'/-··-····· Happy There: vr N focomeS ____ Age; __ _ 

Marrkcl: y N ';lfyes, SpoJJSc Name. _______ Jfye,, get them on the phone 

: Occupation: ____ _ ___ How Long/ ___ Happy There: y 

Do you have kids? 
r 

Y N Vv'hat Agj~s? .......... _Established any Coliegc Fund,;') y N 

No, why 11ot? 

How do you feel about your current Financi<1l Situation? ________ _ 

ln Real Estate. your current Financial Si11m!ion will tell us a k,1 about whot dir.:ction we need to go 

Limit ()>rlHHlter IJd:,I: Amount 
-··--'-~""'·-·-----+---------' 

I\1ortgage 

211
d !vfortgage/REFI 

Auto 
---·-···-----...+----------1 

Credit Card 

i i 
Other 

Any Savings or Seed Capital set aside oiher than retirement? y N 

r· 
Do vou have ~ Retiremc.n_t,_F __ ·,_m __ d--'! ___ Y ___ c..N'--)--"c--'§"-' __ ho"-\'1--·--n_m--t--'ll_'! _____ _:N_',cc:,'-'l'l'-';b'-'y'-· n"-r'-,t-'-? _________ _ 

T0PTfl.1Ui:E GOA.LS: 

1) 
----- -------------------------~-'~'~,,-------------------------------------
2) 

3) 

MOTIVATION l-lil 

r 
lNVESTMENT: 

' DEC!SiON MAKER: 

Confidential 

y 

y N 

TIME: y 

OPEN-M !NDED: y 
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Commitments 

Goafa/])reams: 

I talk with a lot of people from all over the country and they all share their goals \Vtth me. 

And frankly, n1ost of their goals are dreams. Are vours GOALS or are they Dreams? 

Let me ask you, currently doing what you're doing, do you really see yourself 

accomplishing these GOALS? 

So, what vou 're tellim;; me is that you_need to make a CHANGE/ A1·e you wming to 

make that Change TODA V? (Don't say a ·word till they respond!) Great! 

Motivation: 

On a scale of 1-10, l O being the highest, hmv motivated are you to accomplishing these 

goals? 

Time: 

In order for us to work w/ you at this level, can you dedicate a minimum of 5-10 hours 

per week to your business? 

Tuition: 

Yes, there is a tuition involved with this Program. However, this is an invitation only 

program and you still have to go tbrn a second interview to qualify, Our goal is to teach 

you how to acquire property using creative fina11cing with little to no money down also 

know as OPM. You may have heard that strategy? Most students who are invited aboard 

this program use estab1ishe<l 1ines of credit, like a credit card, utilizing the banks money, 

OPM, to handle their tuition. I'm not talking about tens of thousands of dollars, but on 

the other hand not a couple thousand dollars either. But, keep in mind you'll be working 
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with our experts to becon:ie profitable in the shortest amount of time. That makes sense 

doesn '1 it? OK The question J have for you is, if I set up a 2nd lntervie-w with the 

Program Director, he's going to answer all of your questions, explain this program in 

detail so you will have all the facts. And, if we see the value in you and you see the value 

of working with us, are you prepared to invest into your Tuition at that time and get 

started right away? 

Opea-MimJcd: 

There are a lot of people that have the time and the money to invest into their tuition, but 

may not be Open-!V1inded and Teachable, and we can't work ,vith those people. For all 

this to \vork, you have to be Open-Minded and Teachable. Understand, we are going to 

be teaching you unconventional and non-traditional ways of Buying and Selling Real 

Estate, Is that something you're Open-l'v1inded to learning? 

Decision Maker: 

We feel what separates the successful from the rest is their ability to make swift, educated 

decisions, and NOT look back! Wouldn't you agree? We feel this is the most important 

commitment when interviewing potential students. Do you consider yourself a Decision 

Maker or perhaps a Procrastinator? So, ivhat you're saying is based on the conversation 

you have .,with the Director, you're willing to make a YES or NO Decision at that time? 

So far, you sound Uke the type of person my Director is looking for, But, remember, it's 

not my decisiDn who we bring aboard the program. My Director makes that decision. 

So, ______ kt me put you on hold for just one second 'While I take a look at my 

Director's schedule. I know he is cm the phone right now so let me see when he is 

available. OK? 
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--··········· ...... , are you there? OK, thanks for holding. H looks like he is finishing up ,vith 

another client, but I was able to get a vvord in with him on your behalf. He is going to be 

another 5 to l O minutes and said he ,vould be vvilling to talk to you when he is done. He 

will be giving you a call in about 10 minutes. OU. schedule for :l.'1.dure date and ti:me. 

Keep in mind, they will be schedukrl when the Director has time avaHabk (on oux 

time not theirs), 

First off, let me have you write down this gentleman's name ch.YV·ill. His name is 

ML ____ (spelt it for them} He is going to give you a lot of infonnation so be sure 

to have a pen and paper handy. I am sure you will be a great success story, but he is the 

one that makes the final decision on who does and does not come aboard om program. 

Like I said earlier, it's up to him. OK? Don't be afraid to let him know how committed 

you ate to seeing your real estate projects succeed. Good Luck! 
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PO\VER PHRASES 
-----------··················-------------------------- -------------

Pbrnses that should become part of your everycfay vocabulary: 
'" "I--klp me understand that better." 
" "I'm listening.'' 
~ "Go on." 

" "Why?" 

" "OH!" 

VVhen the client's cn:dit card availability is $5,000 or foss have them pull statements, 
"\Ve have a saying around here. 1f you ,vant to be tenific you've got to be specific. Why 
don't you pull your credit card statements so we can see exactly what interest rates you 
are being charged. Maybe our Program Director can give you some ideas about how to 
save some money there. " 

How long wm it take me to be successful? 
(Always answer that question with a question of your m.vn) 
"Well, of course that depends on hovv aggressive you're going to be 'with this project. 
How quickly do you need to accomplish this?'' 

What gmi.nmtee do you have that ru he successful? 
"That's a great question. I wish T could ansv,er it. You see, Vv'e have no control over 
whether ,vt: have a client who is going to show up for al] their phone appointments ,vith 
their coach, or if faey're going to get off the couch and get out there, and do the 
assignments they're given. Actually, it's YOU who need to assure us that if you're 
selected for this advanced training that you're actually going to get out there and do this. 
Does that make sense?" 

What are you trying to sell m.e? 
"Jusi to be dear about my role here (name}, my role is that of a screener. I'm an 
intervievver. I have no authority to enroll people into any of our advanced training 
programs. The Program Director does that My job is to find the serious from the curious. 
\Vhich would you say you are?" 

\Vhern setting an appointment with.out mw spouse being involved: 
A common excuse at the end of a 'one-legged' presentation is to have the prospect tell the 
Program Director that he/she needs to check witl1 their spouse. This may happen even 
after your prospect has told you that they can make a decision on their own. Say this at 
the very end of setting the appointment. "(name) I just want to make sure I did my job 
here. My Program Director is really counting 011 me to find those that are serious from 
the curious. I know you've a.lready told me that you are able to make the decision about 
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this advanced training on your O\-Vn and that your spous1;: won't be involved with this. l 
just want to make sure that once you've got all the facts and have had all your questions 
ar1svlered, that you'll be able to give him a simple yes or no answer. Yes is OJ(. And No 
is O.K. 1t v,ou1d make me look like 1 don't know· my job if you were to say to my 
Director, 'Sounds great 1 just need to check with my spouse.' l just want to make sure 
that there's no chance of that happening, right?'' 

Why are YOU asking me ail these personal questions about my credit cards? 
"(name) you mentioned that one of your goals is to become debt free. We need to see 
what sort of debt you need to take care ofto determine if this is something we can help 
you with. That makes sense, doesn't it? We also need to determine your Debt to Income 
ratio. That helps us guide you as to w'hat sort of real estate projects it would be best for 
you to start with. Are you with me? Now ho\v much do you have on the first caxd ... " 

I've been through other Rea) Estate Training programs with another company. How 
is this diffrnmt? 
Ask things like: "What other company? What are your results? What didn't you get that 
you wanted? lfyou failed with that prognun, what makes you think you'd be successful 
with ours? Vv'hat do you want to learn how to do that you don't know how to do novv?" 

People with no credit cards or who have used up their limits 
''(name) !here is a tuition for this advanced training. Most people don't take that money 
out oftl1ei:r pocket, \Ve teach the technique of using OPM ... Other People's Money. 
What most people do is handle the tuition by putting it on their credit cards because it 
gives them the ability to make very small monthly payments and maintain a low overhead 
to run their real estate project. Then we them to use their success in real estate to pay off 
the banks in a couple of months or so. However, you don't seem to have the advantage of 
having that kind ofleveraging power. Do you have any other seed capital or savings set 
aside to further invest into your real estate projects?" 

For people who have Real Estate experience: 
Ask things like: "What would you like to learn that you don't know how to do now? 
Since our methods are unconventional, do you honestly feel that you'll be open-minded 
and teachable to these advanced techniques'?" 

The 3 Choices Tuma:round: 
As I see it you've got 3 choices here. 

'" Choice One. "You can choose to do nothing more. You can be content with what 
you've got in your lifo right novv. If that's where you're at it's OK, That's '>Vhat 
most people do." 

" Choice Tvvo. "If Real Estate is really going to be your :focus, you can do wh~it the 
majority of investors do ... and that's to figure out all the 'tricks of tb.e trade' on 
your O\Nn through trial and error. Most people usual1y make some common 
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mistakes along the way. And, there's nothing vvrong \Vith that approach, as long as 
you know what you're getting into. 

I'll Ar1d Choice Three. "You can choose to hire someone to teach you hmv to do 
things the right vvay. You can learn from someone else's mistakes. That's what I'm 
talking about here; having a bona-fide Real Estate expert teach you how to be 
profitable quickly, and how to avoid the common mistakes that can hurt you. This 
'Nay, you are kind of'stacking the deck' in your favor. People want this kind of 
help because they see it as a ,vay to I make their goals become a reality" 

"I'm curious ... which of these choices seems best for you and your family?'' 

I'm Afraid to fovesi Tbm.rnands of Dolla:rn: 
"I understand how you foeL Many of my dients have felt the same way at one time or 
another. Ho·wever, what we've found is that if someone is hesitant to invest a few 
thousand into their education.,, what are we supposed to expect from them 'When their 
Real Estate Coach is talking \Vith them about investing TENS of Thousands OJ even 
HUNDREDS of Thousands of dollars in a piece of property? Would having a 
professional coach guide you through this be something that would benefit you? Why? " 

Mefinanch:lg 
Peopk who are in the proc,:ss of refinancing their homes cannot use their credit cards 
until the re-finance is completed. If you suspect that they may be refinancing thefr home, 
schedule another appointment to re-set them in the future. Do NOT set them with your 
Director. 
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David Harrison····· Northern California -- Real Estate 
Throughout my education at Trump University, l have had several successes. The Focus 
Serninar taught me areas in my life that are dismganized and need impovemenL Areas 
where I \Vaste valuable time, I have hired an assistant and check my email less than half 
as many times prior lo attending the course(s), freeing up ti.me to spend on profit making 
tasks and obligations. In regards to real estate, Exit Strategy Course has given me the 
confidence to position myself more in control vvhen evaluating and negotiating prope1iy. 
I have purchased a 4-plex in a resort community in the West that is worth almost double 
what I paid for it at the beginning o:fthe fast year! l have also sold one of my first 
investment prope1ties and with the easy calculation projections and due diligence 
requirements through this course, I have sold this fi.1r 8 times my initial $8,000 dovm 
payment with little improvements! However, instead of 1031 exchanging the money, I 
am starting 2007 off DEBT FREE. Paid off my BMW, no credit cards, and paid off my 
second on my primary home and still has some play money left. The Trump philosophy 
not only motivated me to succeed, but has allowed me to achieve vvhat others promised 
and under delivered. Cheers! David 

JB Olsen.--::-}liHnneapolis_- Real__Estate 
To Whom It May Concern: I am more than enthusiastic in reporting the success that I 
have received from my involvement in the Trump University Real Estate I'vfastery 
Course. I \Vas a new investor in real estate, and l now own 11 properties, with 5 more set 
to dose (including one cnrnmerciaI property} I have currently put $2.1 million into my 
portfolio and I am on track to cash flow $300,000 for the year. OUTSTANDING~ I could 
not have done this if it \Vere not for the help that I received in my coaching and 
curriculum. Thank you so much, Trump U, ps -- I want to meet the Donald. He's the best, 
and 1 am so happy to be involved \C'vith his program. See what you can arrange. pps -.
Make sure you forward this email to Mr. Trump. He vvould be happy to know that he is 
helping people become \Vealthy through real estate. ppps -- I am serious .. .let hin1 know 
about my success. 1 will help him. brand his nam£, even more as an educator for Middle 
America. 

~t.r.~/\.itken ···· Karnloops BC ···· Real Estate 
Mr. Trump encouraged us to "Think Big" and if the deal was good and the monthly 
payments could be made. then to go ahead vvith it. He said that most peopk shy away 
from things the larger they become. As a conservative accountant I truly did hesitate vvith 
the $2,400.000 price tag, hovvever I did a l 031 real estate tax exchange, made the 
payments and recently signed a deal for sale of 200 of the 227 acres of land for 
$20,900,000 with the first dosing August 17, 2007 and the second one a year later on 
August 17, 2008. We retain 27 acres and the 48,000 square foot buildings for our offices. 
I will now he looking for refinancing of $4,117,112 and/or Venture Capita.list/Private 
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Equity group for expansion of the business and also a potential developer for a I 7 acre 
"Active Adult'' community, Mr. Trump is "Right on the Mo11ey11

• Thanks Greig Aitken 

Tadej __ Brdnik_-_NY NY·--- Real Estate 
Trnmp University courses are giving me tools for something I have alvvays dreamed of
financial freedom. I purchased my first property and looking for my second nmv . ., Thank 
you for giving me tools for making this happen, 

_l\1ichael Jones - Baltimore rvm - ReaU;:~1n1Y-
Since stmting the Real Estate Course I have gained confidence to take steps to buying 
prope11y. Right now I have several people wanting to v,rork with me to purchase their 
property. I used -what I have learned so far from the course (working numbers & 
negotiating) and people are coming to me to sell their property. l am days away from my 
first deal and I know I wouldn't have gone this far without TU. Thanks for everything. 
Michael Jones 

DL Dale Ailen - Australia - Real Estate 
Hello, 1 am a doctor practicing as a family physician in Australia, For much of the time 
prior to commencing the Real Estate Investor Coaching Program I was solely focus.ed on 
my income, l now know w,:alth is created from the balance sheet and not the profit and 
1oss statement The greatest gift I received from Trump University vvas the need to do; no 
one became wealthy just thinking or talking about it. I have become very active in 
developing my portfolio and have realized that I enjoy doing developments, I am 
currently building a new residential property and also doing my due diligence into 
constructing two more new facilities targeting retirees and their specific needs. Moreover 
Trump University has given me a blue print that will keep me busy for the next 30 years. 
With the knowledge and skills I have acquired my financial goals and freedom do not 
seem so far away. I wish you -...vell on your journey. Yours, Dr. Dale Allen. 

Rami Al-Karrni-Anman- Real Estate 
Trump University gave me the required background to pursue my interests in real estate 
investments and start my property management business. The e-leaming curricula, 
Books, material, and instructors were of huge help to me in order to achieve my goals ! 
Thank you Trump University! Chief Executive Officer Concrete Management Total Real 
Estate Life Cyle Management Solutions! ~'.'!=~Y.>3'..&9ncretemgm.com 

TimR.ill - Manchester MD - Real Estate 
Just purchased two duplexes in Pa after expenses including mam.1gement it will cash flow 
around $500 a property for $1000 of positive cash flmv every month even if I never get 
out of bed. Not to mention I gained about $25000 per property in equity to add $50K to 
my net worth. If l put about $5k into each house my net worth will increase by an 
additional $40K The course has helped me evaluate the property, area and financing to 
give me the courage to check all aspects and move forward. My goal is to have $20K 
passive income a month by the time I'm 45. I tum 42 on Monday. I need to get busy, busy 
busy. I have taken many courses in the past and have ahvays fallen short of my goals. 
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Trump University has taught me how to tum coal into diamonds with properties and ideas 
no one else would think of. 

Justin Hayes - Orlando FL~ Real_Estate 
I have purchased 3 rental properties in the last year. I have one appraised at 76K with a 
note on it for 60K it has rental income of 900 a month coming in. I am cash flm:ving 438 
a month, I have another property appraised at 72K that i have a note on it for 35K with 
300 a month coming in and cash f1o,v of 412 a month, the last property vvas my first 
purchase and it is appraised at 66K with a note for 58K and I have rental income of 525 
with only 26 a month in cash flow, I have taken 9200 of equity out of the houses and 
have a cash flow of 876 per month from my properties. l am going to do one more deal 
right nov,,r and then ( vvill be moving on to larger deals. I have also had niy o-wn life and 
health insurance brokerage for 2 years hut I have added a mortgage brokerage as well in 
the last 6 months. I have already made in 6 months more then what I have made in the 
last l 1 /2. My motivation to help others and to create ,veahh has had a huge impact on 
my life. I also realized that while I am doing business 1 am making others in my 
community money. that is very important as well. 

Mathieu Hebert---- Quebec---- "\Vealth Building 
Before the TrumplJ I was only surviving in the financial world. No real plan, no real 
money ... Tmmp gives me the guts and the knowledge to take control ofmy career. The 
TrmnplJ is surely THE best investment of my life, I change my attitude and apply the 
''Trump way" into my :financial advisor business and EVER YTHINO and change! The 
vvay that people see me, the i,vay my clients see me, and of course, my ,vealth [ ! ! r can tell 
that TrnmpU give you more than a edge, it give you a vision and tools to make it happen! 

Krystyna l'.viazur_-_C:bfoag_o IL---- Real Estate 
Became to America not kno,:,ving English 17 years ago, l'm thankful for many things: -
opportunity for being who I'm; well educated, _professional, normal. A.merica is great 
countr/ especially for people who really know what they want, v,here they want to be. 
Having goals is good things, because means, that we are not poor with mind. Positive 
thinking is very helpful but everything together need us keep going; take decision, go 
forward. Best things follow right people who are successful. One of the special spirit for 
my mind is Trump lJ -with many subjects I'm thankful for. I have had the opportunity to 
learn; how to be successfal in my ovm business (I \Vas worry to open long time ago). 
After Trump U programs I'm much smarter, think quicker, have confidenc,:. Trump U 
teach not only business but also think positive, be good to ourselves, family, others; how 
to create, vwrk and personal life. Being ,vith greatest teachers (mentors, masters) like 
Trump Uhas, I got so much positive energy and keep going forward. Thank You Trump 
U for getting in my life. Krystyna Mazur Chicago, IL 

frank Cook_-_Washington DC---- Real Estate 
THANX MR,TRUMPJ AJV[ A AUTO REPAIR SHOP OWNER.MY FAMILY AND I 
UVE FAlRL Y OK,BUT THERE WAS A VOID.I PICKED UP TRUMPS BOOK ON 
REAL ESTATE.THE BOOK BLEW MY M1ND.T PROCEEDED TO GET THE ON 
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LINE COURSESIUDIED IT AND PUT IT lNTO EFFECT.EVERY DEAL I 
CHECKED OUT,IT IS AS IF I HAVE ,1\.1R. TRUMP IN MY HEAD GUIDI\!G ?\-IE TO 
f,1AKE THE BEST DECISION.ITS AMAZING HOW MITCH STUFF HE 
COVERS.SINCE THEN I HA VE PUCHASED MY FIRST HOME,A DUPLEX IN THE 
HEART OF DOWN TOWN D.C.,A DUPLEX HY CATHOLIC UNIVERSITY 
D.C,WORKING ON A CONSTRUCTION TO PERivr IN 
IvIAR YLAND(WATERFRONT)ALSO I AM CURRENTLY SERCHING FOR A GAS 
STATION TO PURCHASEJ NORMALLY NOW EASlL 'l KEEP SIX FIGURES 1N 
THE BANK,SPEND IvlORE TIME 'vV/ THE F A!vULY AND HAVE TAKI;:N MY FIRST 
REAL VACATION IN .ALL OF MY LIFE.I ALSO HA VE BEEN ABLE TO PER.SUIT 
MY PASSION WlCH IS BOATING.I NEVER WOULD BAVE BEN ABLE TO DO 
THESE THINGS WITHOUT REAL ESTATE INVESTING.GOD BLESS YOU AND 
YOUR TEAM OR PROFFESIONALS.AS A MATTER Of' FACT,1 NEED TO GO 
OVER PART OF A LESSON(THERE IS SOME INFO ON LAND ACUASJTION 1 
NEED)GOTTA 00 :rvtAKE SOME MONEY-TAKE CARE AND GOD BLESS-
FRANK COOK 

Michelle Tovmson.- Guatemala -- EMP 
Well it has been almost 3 montl1s since f started my coaching at Trump University and I 
have already not only made one real estate deal, I have created the first chain of realtors 
in central America that specializes in the region, offering any type of services needed for 
international investors from around the world. J have obtained from Trump University the 
kno,:vledge to market my company in such a way that my concept has become unique an 
specific to meet the needs of clients foat need special personal attention , 'Which has 
become one of my most irnporta:nt services in the company. I felt privileged to have been 
selected to obtain this type of coaching from such a prestigious corporation that tiers 
came from eyes the day I received the news, because I knew it was the last chance to 
make my dream corne true, at 40 the new 30's, not to many times this opportunity knocks 
at your door, so I do motivate anyone who has the chance to take opportunity of the 
courses they offer to take them , apply them not only in the business sense but in the way 
they peruse their lives, it is important to have a sense of achievement in anything you do 
in your day, it could be the last , we never know. Thank you, is not the right word to 
express all that I have accomplished through Trumps University', because not to many 
people in the world like to share how they accomplished their success and this men had 
the desire to help others obtain their dreams also. So, Yes .. I am a success story from 
Tmmp's University. Michelle Tov,;nson,Guatemala There's only thing left for me to 
obtain from Trump's University, it v.;ill be the privilege to meet him 1n person some day, 
hopefully not to far avvay, Thank you. 

MartyColeman_-_New_Jersev_--ElVIP 
Mr. Trump and Trump University have inspired me and given me the courage to make 
my entrepreneurial dreams come true. \:Vhen the company I worked for went out of 
business last month, I quickly started my own business and serviced my existing client 
base without interruption. 1 have learned from my last company's mistakes and have 
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tumed my knowledge into profit Thank you Mr. Trump and Trump University! I\farty 
Coleman President & CEO Coleman Global Telecommunications, 

Jeremy Anderson - Clavton_NJ __ --_EMP 
As a poor humble young man halfirish and half American Indian who from discerning 
the strategies of such great lifo changers as Sun Tzu and applying them to the Boardroom 
to harnessing the power in the lessons of Norman Vincent Peak: for self empowerment 
and honoring the teachings in The Word Of God fi)t clarity of mind and so many other 
self discoveries which have defined me to this point - all past experiences have led me to 
this fdlo,,11ng solid conclusion: It is because of the efforts of so many at The Trump 
University and the vision of'The Donald' himself that have em.powered an unmatched 
public platform for the incubation of the future Masterminds of American Entrepreneurial 
success. It is in this enriched environment at TrumpU that has provided. me hard to find 
resources which I could not find anywhere else. Their experience and knowledge about 
b1.-1siness approach is truly unparalleled! 1 have grown from the teachings in one year's 
time and immediately applied it each -..veek to my everyday business tactics and have 
found 300%i grm:vih in my hourly wage in 11 months time! l was biHing only 11.50/hr in 
Texas providing SaaS custom medical billing software development to 11 months later 
leading Brand nxmagement and Engagement Marketing strategies for an incredible Brand 
I never thought I'd be honored to assist as a critical decision maker bi Hing 36/hr now. I 
believe it is m,my things I have discovered through my stimulation and practice of being 
involved as an active participant of the I rump University resources online that I must be 
grateful to in propelling me to my latest successes no-where in New Jersey, Delaware and 
New York. I believe a secret key where we all can begin in Trump University's programs 
(no matter what specific program or perspective you are coming from) can be found in 
what Madam CJ. Walkea- said "in the late 1800s and it is still true today.; "I had to make 
my own living and my own opportunity! But I made it! Don't sit down and wait for the 
opportunities to come. Get up and make them! "Thank you again TrnmpU for the 
indescribable experiences - onward and upward as a friend of mine says - I look forwanl 
to my mvn ongoing successes to continue as l continue to grow professionally by my 
ongoing participation and endless discoveries in all your materials which have a part in 
sculpting me to be my best. I believe Trump University provides the proper type of 
Business lm.rnch pad engagement-rich programs that will sculpt tomorrows success 
leaders today. Thank you for the opportunity to share my personal :successes, Sincerely 
Jeremy Anderson. com 

Vinil Ramdev-India -· EMP 
1 have taken a lot of entreprenem-ship courses, but Trump Universities courses are the 
very best. It changed my life drastically. If you are serious about entrepreneurship you 
don't have a choice, you have to take these courses. They ,vill change your life, 

Confidential © 2007 Trump University 

CONFIDENTIAL 

TU 130326 



Case 3:13-cv-02519-GPC-WVG   Document 212-5   Filed 05/31/16   Page 35 of 48

TR.UMP 
UNIVERSITY 

John M(:,i.t:l:~!L=NYNY -- Marketing 
I've taken a fo\v courses v,rith Trump University. I like the access to the site and classes 
from my computer, this is one aspect of online learning that is beneficial to a busy 
schedule. I'm a broker in New York and the courses have given me the insight to stay 
with my plan. I'm currently vmrking on bringing money to the table for a Resturant in 
New York for expansion. The marketing course showed a different view as to how 1o 
define the markets and target them to get \vhat you want I nev{T really looked at rnarkets 
as l do now. I have been doing more in depth research than ever before since the class. 
My participation was the very first class which was over a 7 day period I believe, I 
remember sitting there and thinking about all the information I was getting form the 
instructors via computer in the comfort ofmy home office at that time. Well moved my 
office to Rockefeller Center and the deals haven't dosed yet but they are worth the efforts 
I've put in and the motivation came from Trump University, Look at the University, 
Listen and learn but do not give in and the success will be yours. I believe in the 
University and the benefits you will acquire if you put the effort in. The site has blogging 
and a ask a question and get the answer, so this adds to the value of the site. Take a 
chance you might like it and make a few bucks Jolm P Meiden Meiden Enterpdses Real 
Estate Brokerage 

Anthonv G[igel -Australia- Wealth_Builder_Software 
The Wealth Builders Blueprint has helped me really focus on what my goals are, the plan 
needed to achieve them, who I need around mt~ to help achieve them and vvhat my 
measures of success will be, This has given me the knovvledge, impetus and confidence to 
put together five business plans for new products and services, and undertake 
negotiations for potential business acquisitions. Trump, together with Robert Kiyosaki, 
have had and will continue to have a profound positive effect on me and my family. 
Thank you_ Regards, Anthony Gugel 
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\\Ieekly Updates 

To: Enrollment Counselors 

From: Mark Sa',vczuk 

Date: 8/14/2007 

Re: Notable l\farketing Techniques .... 

How to !1repan~ Y i:nir Property for the Market 

Situatim:1: With the recent market slightly favoring buyers and renters, property 
ovvners must think of not only providing prospective "clients" with the best value 
proposition, but must also provoke an overwhelming sense oflove at first sight 

Con:1plicafom: Many property ovvners, especially "first-timers," get too emotionally 
attached to their investments, After devoting a lot of hard earned money and sweat 
equity into a property, investors forget that they are marketing a product, subject to 
market conditions, and have unreasonable expectations. 

Resolution: lnvestors \.Vho wish to successfi..1lly sell or rent theh: prope11ies must 
realize that they are doing so in a competitive market where customers have a lot of 
choices. In order to faci1Jtate the selling/renting process, ovmers must disassociate 
themselves from the properly and st~t reasonable prices. While conventional 
techniques of improving property appeal, such as reananging closets and cahinets, 
making repairs, and checking curb appeal, are still necessary, owners/sellers may 
vmnt to consider more aggressive and unconventional techniques. Staging properties 
has become evermore popular and helps promote an "I-want-that" kind of fervor. 
Including fumiture in the package helps draw even more market attentiort Direct 
mail and E-Flyers are also becoming more popular" 

Attachments: 

'Tl! Take It! (and the Sofa, Too)" 

http://,;vvvw.nytimcs.com/2007 /05/06/reaJestate/06nj:z:o.htrnl? re I &ref t~.11!estate&or 
ef~slogin 
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To: Enrollment Counselors 
From: l\1lark Sawczuk 
Date: 8/14/2007 
Re: Choosing the Best Mortgage 

--·-··················-------------------------------------

\Vith the recent market conditions, picking tfa: right one is all the more important. 

Situation: If you are in the market for a new property, you may figure that you may 
as well get the cheapest mongage possible, ,vith property values all over the place 
recently. But finding the best type of mottgage for your situation can fed a bit 
daunting with all this talk of the declining sub prime market 

Complication: Many people overlook clauses and ''catches" when shopping for a 
mortgage and fail to accurately project future expenses. It doesn't have to be that 
way, though. 

Resolution: Investors need to ask themselves the right questions in order to na1To,v 
their search to the best category of mortgage for which they need 10 compmison 
shop. 111e most important question should be: "How much can I afford to pay on a 
monthly basis?" Keep in mind that your mortgage payment is only part of what you 
v,;ill pay to ovm your property. One should budget for general expenses and costs that 
may not immediately be covered by collected cash flow. 

15-Yeat versus 30-Vear: A 30-year mortgage will have a lower monthly payment 
and a hig)1er interest rate than a 15-year mortgage. So you will have a lower monthly 
obligation, but you vrill have to pay more for the property over time because you are 
paying it off with interest for a longer period. 

!fixed versus Adjustable: In order to answers this question, one should a'Jk: "How 
Jong do I plan on owning the prope1iy?" A fixed-rate mortgage locks in a rate for the 
length of your loan. ARJ\ls, meamvhile, are shorHem1 fixed-rate loans: After the 
fixed rate tem1 is up, the rate acljusts at regular intervals in accordance vvith current 
interest rate conditions. Generally, if you are planning on ovvning long term it may 
be better to utilize a fixed-rate mortgage i';lf!d avoid an unexpected interest spikes. If 
you are planning on short-term investment, AR!Vls may be of interest 

Attaclunents: 

Tmmp Mortgage 

http://trumpmortgage.com/resources/Joantypes._php 
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Enrollment Counselors 
From: Mark Sawcrnk 
Date: 8/14/2007 
Re: Comrnerdal Properties ... 

'" All of the other major factors affecting the commercial market - the state of 
the U.S. economy, the level of interest rates, the amount of fonds that are 
seeking investment, and the persistent rise in construction costs --- alI of these 
factors seem to support a continuation of the very strong real estate market 
and the historically low kvd of capitalization rates that exist today. 

'" The ageing of the population and the retirement of the Baby Boomers means 
that there is a large chunk of retirement money looking for alternate income 
opportunities . , . think "income property." 

,. ''A" quality commercial properties are becon1ing "com.moditized," meaning 
that there are real opportunities in "B'' and "C" product, vvhich is great for the 
ne,v investor. 

'" The big players are getting out of condominium product at significant 
discounts to original asking price ( which means you might get a nice home 
for cheap). This was in evidence in San Diego and South Florida. Residential. 
projects are taking a back seat to comn:i.ercial in the minds of the big 
investors_ 

!!l My conclusions are that there vvill be some opportunities to make money in 
smaller commercial properties in outlying areas and smaller urban markets, 

!I! The chill in the housing market won't pass through commercial property. 
Odds are against a slump anytime soon in the markets for office, industrial 
and retail space, despite pockets of wealmess in some regions and some 
property segments-notably in retail outside of malls and other shopping 
centers, Overall, growth in demand for commercial real estate is more than 
keeping pace v.-ith gains in supply, buoying property values and rents. 

Bad News (Not tlrnt bad tlumgh!): 

"' TI1e fat price gains for commercial investors are largely over. The averag,: 
return this year on investments i:n the sector-known as the capitalization 
rate-·will be aboui 6'% to 7%, down from 8% to 9% last year, and a 
\vhopping 20'% or so in the previous two years, when the commercial market 
began reviving. 
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from: 
Date: 
Re: 
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Enrollment Cotmselors 
Mm"k Savvcz1Jk 
8/14/2007 
Declining Markets 

--------~~---····-·-·-----···--····--·-·-···-

The slump in home prices was both deeper and more widespread than ever 
before in the foi.1rtb quarter (2006), -CNN fv·foney 

Situation: :tviarket performance will be more modest in 2007 do to negativt· 
speculation and economic conditions. The National Association of Realtors reported 
a 2.7 percent decline in prices in the fourth quarter (2006) compared to the fourth 
quarter of a year earlier. That's the biggest year-over-year drop on record. 

Complication: Investors need to realize that there ls a threat of oversupply and lack 
of appreciation. Builders are being forced to drop prices even faster than owrv.:rs. 
They overbuilt and have huge excess inventory that they cannot sell at currerrl prices. 
If you don't do your research, potential for investing in a declining market is certain. 

Resolution: Realize that prices are far beyond any historically known relationship to 
rents or salaries. Rents are sometimes less than xnortgage payments. Salaries cannot 
cover mortgages except in the very short term, by using adjustable interest-only 
loam. 1n order to prevent such atl investnent catastrophe learn to look for markets 
vvith a housing shortage, emerging industries, and major access points \Vhere an 
increase in rent is in the foreseeable foture. 

Top 10 Declining US Markets 
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Top l O Ma:rkets vvhere Price are Expected to Drop in the Con1ing Y car: 

Stockton, CA -9.7% 

Merced, CA • 8.9'% 

Reno/Sparks, NV -i:L9% 

Fresno, CA -7.9% 

Vallejo/Faimeid, CA -7,8% 

Las Vegas, NV -7.1% 

B.ikerofiekl, CA -!US% 

Sacramento, CA -6.4% 

Washington, D.C, -6.3% 

Tucson,AZ -6.2% 

Sources; CNN Money, US NEWS, Pr:icewaterhouse Coopers 

Attachments: 

"6 Strategies to Survive the Real Estate Bust." 

http:/ imonev ,cnn .com/rnax:azines/fortm1e/frntune arc hi ve/2006/ l 2/25/83 967 64/i ndex 
.btm 
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To: Enrollment Counselors 
From: Mark Sawczuk 
Date: 8/l 4/2007 
Re: Emerging Markets 
The global gak~way metropolitan areas of Neiv York, \Vasbington, Los i\ngeles, 
Seattle and San Francisco and Seattle rank as the top major U.S. markets for real 
estate investment prospects this year. -- Urban Land Institute (LILI) and 
PricewaterhouseCoopers LLP 

Situation: Although we don\ expect any m~jor dovsmtum in the marketplace, it's 
likely that real estate's overall performance vvi!l be more modest in 2007. 

Complication: Investors need to realize location is becoming ever more important 
in real estate investing as I.lie transfonning global economy increasingly detem1ines 
where companies and people need and want to be, 

Resolution: Understand that the top markets are distinguished by several 
charw.;teristics, including: kx:ations along pathways v,i.th major intemational airprnts 
and harbor ports; 24-hour features; attractive settings in reasonably comfortable 
dimates; geographic barriers limiting sprawl; and jobs attracting an affluent, highly 
educated workforce. 

Apartment Sector: Ranked highest for investment retum potential, Apartment 
market's strength attributed to rising mo1igage rates and high housing costs, which 
have shut some entry-level buyers out of the home buying market As the for-sale 
market softens, conversions of condominiums into apariments could cause some 
tuhvanted competition, the report cautions, 

Top 10 US Markets that Wm Rise in 2007: McAllen-lVIission, Texas, El Paso, 
Albuquerque, Salt Lake City, Syracuse, San Antonio, Rochester, NY·, Baton Rouge, 
Fort Vv'o1ih, ,md Binningham, Aht 

Top 5 US lVfarkets that Wm See Continued Appreciation in 2007: San 
Francisco, Los Angeles, Seattle, Boston, and New York City 

Top l O I nternat:ional Markets: I11e top ten investment markets worldwide include 
five from the Asia Pacific region, three from tbe United States and two from Europe. 
In addition to Osaka, New '{ork and \Vashington, rounding out the top ten are 
Shanghai, Tokyo, Pa1is, Los Angeles, Singapore, Taipei, and London. 

Sources: The Urban Land Institute, Emerging Trend•: F'orecast, Pricewaterhouse 
Coopers 

Attachments: "Osaka, New York and Washing;on are Top Real Eshtte Investment 
Markets \Vorldwide: UU Analysis Shows Global Gateways as ''Best Buys" 

http://www,u!.i.org/A]Vl/Template,cfm?Section=News&CONTENTID=87075&TE 
}SPLA TE=/Clv(/ContentDispiav.cfm 
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To: 
From: 
lYcite: 
Re: 

TR-U P 
IJNIVERS TY 

Em·ollment Counselors 
Mark Sawczuk 
8/14/2007 
Foreclosures 

About 1.5 million US. homeownen; will be foredm,ed on this year. 

Situation: Investors will now have tremendous opportunii:'; to pm-chase properties at 
major discounts and rent them to the emerging rental market. 

Talking point: Buy properties for discounts of 20% - 90~o. Hot rnarkets include 
California, Missouri, A.rizona, Florida, Maryland, and Texas. 

Complication: Most people don't realize hidden risks when investing in fiJ1'edosures 
and get burned. Includes: unpaid liens, miscalculated costs, tenant rights, and sOld "as 
is." 

Resolution: Develop knowledge, skills, and confidence to make deals that minimize 
risk and maximize profits. 

Forndo:n:i.re: legal proceeding in which a bank sells or repossesses real estate due to 
the owner's failure to comply Yv'ith a mortgage or deed of trust. 

Types: Pre foreclosure, foreclosure, and Real Estate (hvned (REO) 

Pre foreclosure: \\'hen the owner of a property is lx:hind on payment and the 
banks haven't sold the property yet Best type because the sooner that you 
contact a homeovmer in pre foreclosure, the more time one has to structure a 
deal and purchase the property 

Foreclosure: Open bidding on property sold ''as is" 

REO: Bank has already completed the foreclosure process 'with the state and 
holds the title for the property 

Necessary Skills: Foundation in real estate, market cycles, foreclosure sources, and 
risk analysis 

Sources: Fannie Mae, FDIC, IRS, HUD, SBA .. , US Treasury, Veterans 
Administration 

Attachments: "Foreclosures }vfay Hit l .5 l\1illion in U.S. Housing Bust" 

http://www.bloomberg.corn/apps/news?_pid=nev,'sarchive&sid=aoxvdkPVfUNo 

Confidential Page7 © 2007 Trump University 

CONFIDENTIAL 

TU 130334 



Case 3:13-cv-02519-GPC-WVG   Document 212-5   Filed 05/31/16   Page 43 of 48

T UMP 
UN VERSITY 

To: Em·o!!ment Cm:msdors 
From: Mark Sawczuk 

8114/2007 Date; 
Re: Notable Mm·~~tin~:r:~~!~1!_i9_u~~---------------------- ---------------------------------------

How to Prepare Your Property for the Ivfarket 

Situatiml: With the recent market slightly favoring buyers and renters, property 
owners must think of not only providing prospective ''clients" with the best value 
proposition, but must also provoke an ovenvhelming sense of "love at first sight" 

Complication: :Many property ov,mers, especially "firsH:imers," get too emotionally 
attached to their investments. AJkr devoting a lot of hard earned money and siveat 
equity into a property, investors forget t1mt they are marketing a product, subject to 
market conditions, and have umeascmabk expectati.ons. 

Resolution: Investors who wis.i1 to successfully sell or rent their properties must 
realize that they me doing so :in a competitive market where customers have a lot of 
choices. In order to facilitate the selling/renting process, o,;,,vners must disassociate 
the1nsdves from their properties and set reasonable prices. \Vbile eonventimml 
techniques of improving property appeal, such as rearranging closets and cabinets, 
making repairs, and checking curb appeal, are still necessary, m>vners/sellers may 
want to consider more aggressive and unconventional tedmlques. Staging properties 
has become evermore popular and helps pron1ote an "I-wanHhat" kind of fervor. 
Including furniture in the package helps draw even more market attention. Direct 
mail and E-Flyers are also becoming more popular and aggressive marketing 
techniques. 

Attachments: 

"I'll Take Itl (and the Sofa, Too)" 

http://vvww.nvtimes.corn/2007 /05/06irealestate/06nizo.htm1? 1= 1 &ref-=realestate&or 
ef=slogin 
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To: Enrollment Counselors 
From: Mark Sawczuk 
Date: 8/14/2007 
Re: 

Though many flee~ strength in some segments makes case for REITs and other 
vehicles, ---Wall Street Journal 

Sit1.m1.ion: With housing prices soHening and sub prime lenders tanking, investors 
have been running from anything that relates to real estate. But, they may be bailing 
too quickly, as some parts ofreal estate investing are still doing well. 

Complication: So where to invest, given the meltdown in some parts of the real 
estate sector? 

Resolution: Real Estate Mutual funds! The easiest means for creating instant 
diversity across re6rions and property styles is to buy a real estate index mutual fond 
or an exchange traded fund. Office properties, in urban locations, currently offer the 
best opportunities. Apartment RETf s also offer potential as former homeowners slip 
back into the rental market after the explosion of foreclosures. 

REUs of Interest: Vanguard's REIT Index, iShares Dow Jones US Real Estate 
Index, Vornado Realty Trust, Home Properties Il\.JC, and Boston Propertles INC. 

Attad:unents: 

"How to Find the Best REITS" 

http://v,1vvw.dividenddetective,e:om/screen for reits.htm 
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To: 
From: 
Date: 
Re: 

-TRUMP 
UNIVERSITY 

Enrollment Counselors 
Mark Sawczuk 
8/14/2007 
The Good & The Bad 

----- ------------------------------------------------------------------------------------------------· 

~ J'Vfarket Overview: 
o BenBemake 

'" Beleaguered housing market might finally have stabilized 
11 A lot of good news is already priced in for a spring recovery 

e Mortgages 
o Bad News: 1'fo1tgage lenders are tightening their credit standards 

'" Lin1iting use of loans requiring less documentation of the 
borrovvers status than conventional mortgages 

@ Most affected: ARJ'vfs on sub prime market 
o Risk -----t teaser rates 

11 Foreclosures numerous in North,.;ast, Michvest, and Southivvest 
@ Mental Ma.:rkct 

"""-----~ 

o (Rising mortgage rates + mortgage document requirements) + shortage of 
affordable housing+ high cost of construction= POSITIVE outlook for 
2007 rental market 
Multifamily: TI1e apartment market is strengthening as potential home 
buyers remain in rental housing and echo boomers enter the rental market 
New supply is matching absorption, keeping vacancy rates fiat. 

' Rental Net 'lfOJR"-"WOII~:.;~ 
rate absorp 

change tion 

Multifamily 

2005 6.2% 2.9% 350.975 
(units) 

2006'- 5.2% 4.8% 
262.762 
(units) 

200T* 5.3% 50%_, 203050 
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\Neddy.Updates·······················-·-··········-----

To: Enrollment Counselors 

From; Mark Sawczuk 

Date: 8/14/2007 

Pdndples issued by bank regulators include new consumer protections; lenders 
should only offer foam to those who have proof they can repay---cnnmoney,com 

Situation: US banks regulators tightened standards for mortgage lending in a bid to 
curtail risky practices that have b.::en blamed for a record level of foreclosures, 
Borrowers should not be penalized for refinancing a mortgage before a low 
introductory rate resets to a higher level and lenders rnust have evidence a b01To\ver 
can repay, according to a state1nent of principles issued by the regulators, 

Complication: Many lenders relaxed undenvriting standards for subprimc borrowers 
vvith shaky credit during the recent housing boom. As the housing market soured, 
many of 1hose borrowers foll behind in their payn1ents and a record portion of 
bo1wwers faced foreclosure. 

Resolution: Besides protecting borrowers from costly refinancing, the updated 
guidance discourages loans that have let borrowers inflate their income to qualify for 
a loan. "Lmv doc" mortgages were once offered to borrowers; even if they could not 
document that they had the resources to make payments. Lenders will now only offor 
such loans to borrowel'S if there is Slu4:1cient evidence that they can repay, according 
to the recent regulation. 

Attachments: 

"Regulators issue New Subprime Lending Standards" 

f1ttp://wvvw.cnbc. com/id/1 9503995/site/14081545/ 
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RUI\1.P 
Weekly Updates 

To: Emollment Counselors 

From: Mark Sawczuk 

Date: 8/14/2007 

Re: Tax Savvy Investing - 1031 Tax-Deferred Exchanges 
----- ----------------------------~-----=------~-

Over the past 20 years} tax-de:forred exdumges have hieconie an increasingly 
important part of real esfate transactions; helping many increase their ,vcaltb. 

Situation: ff you eventually sell the new piece of prope1iy, you would owe taxes at 
that time, Generally, all gains and losses on sates of real estate are taxable, but an 
exception lies where the property sold is traded or exchanged for "like-kind" 
property, 

Compfo:afom.: Many people view tax def erred exchanges as being for huge 
corporations, or only for professional investors, Hovvever everyone should take 
advantage of these ·where they can. Strategy -- purchase a property below market 
value, rent it for a year, sell it, and buy tvm rental properties vvith your gain. Note th.at 
if you do this too many times, the IRS may take the vievv that you are not a long term 
irrvestor, and disallow such exchanges. When you get ready to do a tax-deferred 
exchange, you will need the services of a qi.mlified CPA and Attorney, though. 

Resolution: ·nie tax-deferred exchange is a t:>rreat way to maximize your wealth. By 
keeping your investments growing without immediately paying taxes, you can do 
wonders for yotff net-worth. 

Attachments: 

"Five Misconceptions of l 031 Exchanges" 

http://nreionline.com/mag/real estate five misconceotions exchanges/index.html 
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RUMP 

TRUl\'lP UNIVERSITY FAQ'S 

Who is Donald Tmmp? 

Ove,vi.ew: 
Donald Trump is an American business icon. He is the very definition ofthe 
American success story, continually setting the standards of excellence in every 
industry he touches, He is an intemationally renowned real estate developer and 
entrepreneur ,vho manages over 100 operating companies. 

Key Facts: 

'" Graduated from the Wharton Business School at the University of 
Pimnsylvania, considered one of the bes[ business schools in the world. 

lll Forbes magazine estimates Donald Trumps fortune at $2.9 BilJ.ion 
~ The Interbrand Agency identified the Trump brand as being the ih most 

valuable in the United States 
'" In August of 2006, Mr. Trnmp vvas voted by Business Week magazine as "the 

world's most competitive businessperson." 
m Mr. Trump has authored seven books, including The Art ofthe Deai, The Art 

of Survival, and How to get Rich, a11 of which became bestsellers 
~ His port!bllo of prestigious properties includes: 

o Trump Tmve:r 
o Trnmp faternational Hotel & TO'wer, voted the best U.S. Hotel 

by Conde Nast Traveler 
o Trump World Tovver at the United Nations Plaza 
o 40 Wall Street 
o Trump Park A venue 
o Trump Palace (the tallest h1..rilding on the East Side of 

Manhattan) 
'" Cmrent projects under development include: 

o Trump International Hotel and To\ver, Las Vegas (Anticipated 
completion of Tower I is 2007) 

o Trump International Hotel and Tower, Fort Lauderdale 
(Anticipated completion is 2007) 

o Tmmp International rfotd and Tower, Chicago (Anticipated 
completion is 2009) 

o Trump International Hotel and Tower, Toronto (Anticipated 
completion is 2010) 

o Trump International Hotel and Tower, SoHo (New York City) 
o Trnmp International Hotel and Tower, Honolulu (Anticipated 

completion is 2009) 
o The Palm Trump lntemational Hotel and Tower, Dubai, United 

Arab Emirates 
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