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COMPANY OVERVIEW

Trump University was founded in 2005 to redefine the market for business education.
Owur focus is on developing and delivering world-class education to success-ortented
mdividuals around the world. Since our launch we have achieved remarkable success:

& Mearly 700,000 members have joined Trampll

¥ Trumpt! members come from over 50 countries

® Over 50,000 clients have taken a eourse

s (Clients report a 95% satisfaction rating with their experience
Mission Siatement
Trump University's mission is to provide educational programs and tools to help our
chients achieve financial independence. Our success is measured by the results that our
clients achieve applying what they have leamed from us in the real world.

Birategic Values

1. Communicate: Teamwork is driven by communication. Pass the baton with care.

[

Listen, Leam, Innovate: Learning organizations become innovators

3. Focus on the Customer - Put the needs of our customers befors everything

4. Take Risks: Only those who dare to fail greatly can ever achieve greatly.

5. Take Actiory The seeret to getting shead is getting started.

6. Care about Quality: Deliver exceptional gquality in every aspect

ey

Keep it Simple; Get the basics right.. . The rest will follow

8. Make a Difference: We all contribute to the success of Trumpl in hundreds of
ways, both large and small

Confidential ©2007 Trump University

CONFIDENTIAL

TU 130295



Case 3:13-cv-02519-GPC-WVG Document 212-5 Filed 05/31/16 Page 4 of 48

UNIVERSITY

Subject Areas of Facus
= Real estate investing
& Pntrepreneurship
¢ Small business marketing
¢ Personal finance (in development)
»  Financlal mvesting (ader consideration)

Learning Formats
e E-learning courses
Books (John Wiley & Sons)
Audio Business Courses {Barges & Noble)
Coniinuity Club
Home Study Products
Software
Workshops {fige buyer-only seminars)
Retreats (live 3-day seminars)
Coaching (phone and field}

B2 € % € 8 & % 8

Key Partners
= Trump Institute
- Lead generation {(preview seminar)
- Wealth Building Weekend
—  Retreats
- {(paching
- Think Big seininars {one-day pilot)
#  Prosper Learning
-~ Lgad generation {direct response)
- Coaching
- Sales of Trumpl) produets
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PRODUCTS AND SERVICE OFFERINGS

Commercial & Multi Family Retreat Training Summary of Services:

Three Day Intensive Real Estate Retreat: You will have the opportunily to atiend three
days of classroom training with a Certified Instructor.,

Wateriale: Upon arrival yvou will reeeive the Real Estate Retreat Training Workbook
which will be instriwnental throughout the entire course,

The Retreat Corviculum:
e 1031 Exchanges
Tax Advartages and other Shelier
o Land Development
Identifying land properly
Preparing vacent land for re-sale and/or sub-division
s Ihscount Paper
What is 1t7
Howe to find it
Financial Profitability
¢ Multi-Familv/Commereial Real Estate
Importance intoday’s marketplace
Who should ronsider this?
Owning and operating for fun and profis
s Property management
Importance (for absentee owners)
Owhner expesctations of his agent
e Uptions
Why de we use them?
Thelr function in the acquisition/divestment process
s Rehabilitation
Selecting properties for complete makeovers
Dhfferences between remodeling and rehabilitation
=  Condominium Conversions
Property Selection
Criteria for work
Marketing
Soft costs and the work associated with these costs
o Pre-construction Investments
Development selection
When to sell
When to leass/option
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Asgset Protoction Relreat:

Dray One
s Introduction and Overview of Wealth Structuring Concept

Hatate Planning
Avoiding Probate
Living Trusts vs. Wills
Homework: Maming Legal Entities
Limited Partnerships
Limited Liability Companies

“orporations
Blending the Entities Together
Homework Assigroment

B

2 & B % % & 8 8

Day Twao

An Introduction to Taxes

Comparing Tax Scenarios

Personal vs. Business Tax Systems

Defining Types of Income

Taxpavers defined by the Intermal Revenue Code

Overcoming Potential Tax Pitfalls

& The Dirty Dozen Tax Strategies Every Small Business Owner Must Know

& B ® ® B @

Bray Three

Introduction and Overview of Retirement Plan Options
Self-Dirceted IRA Investing

Advanced Retirgment Power Strategies Utilized by the Wealthy
Wealth Structuring Class Exercise

Group Exercises for Education Implementation

Final Review and 30 Day Action Flan

® & BT B & @
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Foreclosure & Rehab Real Estate Retreat Training
Summary of Services:

Three Day Intensive Real Estate Retreat: You will have the opportunity to
attend three days of classroom training with a Certified Instructor.

Materials: Upon arrival you will receive the Real Estate Retreal Training
Workbook which will be instrumental throughout the entire course,

The Betreat Curriculum:

R
@
®
®
&

&

&

B & 9

& B @ B & B @& 2 &« &

Finding Properties

Finaneing

Property Inspections
Courthouse Foreclosure Auction
Analyzing Properiies — TIES Software
Contracts and Lease Options
Foraclosures

Pre-Foreclosures

Flips

REQ's

Forms of Business Ownership
Tax Liens

Rehabbing

Ad Grading

Helpful Websites

HUD's

Deal Struecturing

Power Team Members

Taxation

Assigniments

Day 1 All day classroom training
Diay 2: Tour of properties half day and classroom training
Day 3¢ Live courthouse auction and classroom training
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SALES OVERVIEW

Diress code:

w  Trump University has a business casual dress ¢ode - no sneakers, jeans. collarless
shirts, athletic apparel.

Sales hours of pperation:

w  Sales floor must have coverage from 9:00am to 9:00pm Monday through Friday
®  Nales tearn will be assigned shifts on a weekly basis; these shifts will rotate

w  Saturday coverage will be expected on a periodic basis

Comumissions:

s Payroll is paid semi-monthly on the 15™ and last day of month.

«  {Commissionable amounis are computed on a calendar month’s basis.

s Commissionable amounts are paid in the month immediately following the
commissionable event.

= Spiffs are occasionally given to reward exceptional performance.

s Monetary spiffs are paid in the month imemediately following the month it was

earned.
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SALES PROMISES

Promise #1: To serve as stewards of the 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 prioxity.

Promise #3: To provide our students with valuable information on profitable growth
opportunities in real estate, entrepreneurship, marketing and personal finance.

Promise #4: To strive to conduct our business in a professional manner, in compliance
with our corporate legal and regulatory standards but also mindful of the ethical and
moral impact of our actions, ‘

Promise #5y To attract and retain the most qualified team of speakers, trainers, coaches,
instructors and support staff. We provide them with the best support systerns, ongoing

education, enrichment and growth opporfunitics.

Promise #6: To update and constantly improve the content, quality and overall value of
owr company produets and services,

Promise #7: To expand the scope of our eourse curricula so that we can introduce the
technical, sirategic and practical aspects of financial advancement to-as wide a segment

of the general public as possible.

Promise #8: To ampower our stadents i sefting realistic goals and achieving suecess
through the use of our training and education.
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The Role of Marketing

Lead Gensration and OQualification:

“On the Savanna, every morning a gazelle wakes up and knows it must run faster then the
{astest Hon or it will be lunch; the Hon awakes and koows 1t must run faster than the
slowest garelle or it will go hungry, Therefore, when the sun comes up, start runing.”

The Warld is Flat: A Short History OF the 21st Cenfury
Thomas Friedman

Who are our Customers?
«  Household Income $90,000+ per Year
o MNet Worth Over $200,000+
= More Likely to Make Tnvestments
»  Live in Single Family Homes
¢ Home Value Over 5200,0600
s College and Graduate school educated
= Male Head of Household
»  Head of Housshold 40 - 54 Years Old
«  Four or More Household Mentbers
¢ Have Made 2 Donation to a Charitable Cause
»  Were Barly Adopters.of the Internet and are Currently Heavy Users

Performance Based Marketing:
= Direct Response migtries
»  Hvery action measured
o CPA/CPL/ICPC/ICPM

Marketing Channels:
«  RES
s Blogs
*  Podcasts
» Fmail marketing
«  Online behavioral targeting
+  Contextual
s Search marketing
= Webcasting
¢ WOM marketing
*  Print
»  Direct Mail

Leads:
«  Think Small ~ Feel Hungry

> The most important person in your world
¢ Sell from poiat of strength
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Duakifications:
»  Personal Information
»  Previous Experionce
»  Financial Goals
o Real Bstate Investment Goals
= Learning Style
= Success Drrive and Motivation
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DO’S AND DONTS

v CGet in the mindset of scarcity.. . .clients must apply and be accepted 1o our
PrOgram,

s Think like a conspltant. .. you are here to meet the needs of your clients, not to
push product.

w  Never emnail any marketing material to a chent unless it has been approved by
Marketing.

® Do not send out any mass e~-mails unless Marketing has reviewed and approved.
s Donot leave the Sales Floor unless there is ample coverage,

= Never disparage a competitor or competitive products. .. focus on the benefits of
owr programs and how they meet the needs of the client.

®  Always be aware of upcoming start dates for programs and retreats
= We are the gold standard in Real Estate Education. Never use a competitors name

begcause we have none. Speak to our program and how it will benefit the client’s
nesds.

@ of us be aware and considerate of when a colleague leaves for lunch ora
meeling.

»  When an in bound call 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 fivst, always get an inbound calls name phone number and email
address,

s [fadlient i3 adamant about knowing the price, stmply sayv © Our course range
anywhere from 329 1o $35,000 that’s why we have this interview/ screening
process to make sure you will 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 ig o change that person’s status to dead or eold in DEV,

= Always follow up a conversation with a thank you emall, and use that as an
oprortunity (o 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 yvou will cheok rather than promise them something we can’t deliver.

= I asked about our affiliates (ex. Trumyp Institite or Prosper} they are under the
Trurmp University Utnbrella and any support you were looking to receive from
them you can receive from us and the switch the focns back 1o making sure your
fulfilling the client’s needs.

w  If you set a phone appointment DO NOT MISS IT ALWAYS follow through.
s You are part of a team, when speaking to anyone treal them with the utinost 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,

s Being part of a team means that you are surround by people willing to help,
remember io ask for 3t At some point gvervone here was the new person.

= Actively listen to client objections. Catalog these objections and build the team’s
rebustal dictionary, Capturing the best practices of the entire team will make
everybody a stronger salesperson.

s Each week vou will receive a hot-sheet that sunnmarizes key facts from the real

estate industry, Study tus hot sheet. . it will enhares your credibility with
prospects and build your knowledge of the indusiry.
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CUSTOMER-ORIENTATION

=t means meeting or exceeding most if ot all custormers' expectations.

w  Jt's listening to 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.

®  I{'s puiling the customer's needs and long-term relationship before personal short-
terin gain.

»  [t's openness, honesty, and integrity provided without compromise.
s HWyrespecl
»  {t's providing fair value at a fair price.

s It's a knowledgeable and trained staff that understands that the customer is their
priority.

= Jt's taking a personal interest and the time to get to know each customer.
s T'sno hassles or roadblocks,
v It'squick, sasy, and convenient access designed to meet a cross section of needs.

= Tsevery employee being accountable 1othe customer regardless of title or
responsibility.

® 'z staying in touch with customers even when they don't have an immediate need
for your products or service,

= It's having a good tools, procedures and systems to help support the above
diseiplines.
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THE ART OF THE 5ET

We use a two part sales process {o set and close a client. The first conversation between
a Consultant (seiter) and the client is designed to gualify the cliend, build a relationship of
trust and set-up the Program Dirsctor 1o close the sale. This sales proeess is based on
managing the emotions of the client by focusing on the psychology of the sale. The
metaphor we use for this process is the Roller Coaster of emotious:

The Rolley Coaster of Emotions

Intro Blast Gosls  Commit
{o(Bwminy p fRdmind | po kil 3 S g

| ! A A | a

/

s F
Clign Probe ;!
Fanpitvas , ('ﬂ.‘,hiﬁmésj/f
v
Time
(3 580 minnog)
Introduaction:

You are at ground zero and according to the professionalism that you show vou will start
the momentum of the conversation either up or down, Through the next few steps vou are
irving io gently guide the client down to the time they were looking at investing in real
estate or starting & business while trying to establish a relationship with them.
Psyehology: Bring therm back to the place they were when they fivst filled out our student
application. You want to get them excited about their dreams again but also realize they
still haven't taken any steps 1o accomplishing them,

Blast:

Why you are calling? Giving your clients hope again about getting their real estate
inyestment caresr going or launching their business, Pevehoiogy: The blast is the first
sign of relief these people have seen since they were 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 make them once again
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see the potential of achieving their dreams. 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
rescurces & goals/dreams, Psychology: Slowly bring the client back down to reality.
They don't want to hear how their financial situation is.

Maost people will not have a problem giving you personal information such as how they
connect 1o the internet, if they are married, how many kids they have. But, when vou get
1o the financial section, you might run into a fow walls, Most people are NOT
comifortable talking about their personal finances. Why? Because very few have done
anything with their finances worth bragging about, If you have done your job correctly in
the beginning, they will share with you openly because of your relationship. A
rikationship wheve they trust you because they know you are not a salesperson, but rather
a Consuliant. A Consultant is here to help! The betier the relationahip vou have built with
them, the easier it will be to go through this section. If you have not built a relationship
you will find barriers and walls throughout. Because of the harshness of reality, you
should abways stroke their ego when they have done anything right (like established good
credit).

I someons does not want to give you any financial information you can bet that two
things have happened:
1. Youfailed 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 somsthing.

How Much Money Is This Going To Cost?

This is a very common question that you will hear. Sometimes it will come at the
beginning of the conversation sometimes not tll the end. No matter when it comes, it
carries with it a sense of despsair. The client thinks she or he has Hgured you out. A lowly
telemarketer trying to sell me something AGAIN! After you have heard this question you
will start {o get a little uneasy. You are nervous becavse you know this will cost money,
and lots of it at that.

"Well Bob, T am glad vou asked that question. It shows me that yvou obviously understand
that in business, it takes money to make money. After all, how do you make money in the
stock market? You have 1o invest in it first, Right? Well, let me have you write that
guestion down, because it is one that vou will need to discuss with my Director, Yes,
there 15 a tuition involved with this Program. However, this is an invitation only program
and you still have to go through a second interview to qualtfy, Our goal is to teach you
how to acquire praperty using ereative finanecing with little to no money down also know
as QPN You may have heard of that strategy? Most students who are invited into this
program use established lines of credit, like a credit card, uiilizing the bank’s money,
OPM, to handle thelr tuition. I'm not talking about tens of thousands of dollars, but on
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the other hand not g couple of hundred dollars either. Bur, keep in mind you'il be
working with our experts to become profitable in the shoriest amount of time. That makes
sense doesn’t it? Tt is impossible for vou to make any decision right now because you
don't have any of the information. What my Director will explain tn fudl detail is how to
leverage your tuition using OPM, and limit the amount of out-oi-pocket expenses.”

Dreams / Goals:
This 1s where you help your client stari to develop the dream of what is possible while
working with a coach or mentor. The more vivid and real you can make those dreums, the
more your client will see they need help and they need it now! Here is the purpose for
this section:

1. Help your client visualize their goals

2. Have them write their goals down so they are no longer just "dreams”

3, For every Goal get 4-5 details!

Psycholagy: Most people think that the client is now on the "high" of the roller coaster.
That is paritality true, While talking about their Goals/Dreams, they will again ses the
light, remember why they got involved in the first place and build hope. This should be
peaks and vallevs! "You want a new house?" (You can see how they will be up after you
detail the kind of house, etc) "How nrach will that cost?" (Bring them back to reality} If
this is done right, they will be at the lowest point of the rollercoaster.” They need help to
accormplish the goals they have set. Who will help them? '

Commitments:

built the Dreams; they have seen the pain in their financial sttuation and have commitied
to make a change. As yvou bulld up the Director, the elient starts to see him as the answer
to all that has beer wrong in the past. As they realize the Direclorcan 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 reliell If they start to sell themselves 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. They will begin fo sell themselves to us; they
will be climbing ever closer to the peak of the emotional roller coaster.

OPFM: "When it comes to major lines of credit cards like Visa, MasterCard, and those
guys, who is it that you work with now?”

"Now, if T could write vou a check to pay off ALL of your credit card debt how much
would 1 need to make that check for?"

"1z all of that on one card, or 1s it spread out between ali?”

Confidential © 2007 Trump University

CONFIDENTIAL

TU 130309



Case 3:13-cv-02519-GPC-WVG Document 212-5 Filed 05/31/16 Page 18 of 48

UNIVERSITY

“This is where I need vou 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 own finances. Un the
Visa/MasterCard/Amex/Discover, what limits have the banks oxiended to you? At what
interest rate? And how much do you have on that card? Now, how abowt the
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SUCCESS FORMULA

There is a specific formula that will lead to your success, This formula is drivenmy a
key set of performance metrics:

1. Phone Time: 3.5 Hours per Day (Mininum)

a2

Dials: 80-100 per day (Minimum}
3. Sets: (5) sets per day (Mindmum}
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. Make commitments to yourself! "1 will not leave until 1 have made ()
appointments for the end of week."
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SALES TOOLS

Phones

Always highlight the phone number{s) you want the Program Dir. to call. Don't make
your Director have {o guess which number to call. Find out what the phone situation at
the prospeet's location is like. For example, are they going to be on a speakerphone
together? Are they going to be on 2 different extensions? Are they going 10 be in the
same roomm (cordless phones?)

Cell Phones

If's not easy to make a presentation to prospects that are on a cell phone. It's too gasy to
become disconnected or have troublesome interraptions at critical times during the call. If
someotie MUST be on a cell, make sure of where they are going to be during the
appointment, The Program Director does not want to speak with peopls driving down the
road. They need {o be in a stationary, quist, location free from distractions. They also
need to be able to take written notes.

Think vs, FEEL

Don't ask people what they THINK about something you've said. Instead, always ask
them how they FEEL about it. People buy emotionally and justify it logically.

"How do you feel about that?”

People's Names

Find out what people like {o be called. Ask if they 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 i1, For example, if the lead sheet says the prospeet’s name is Maithew',
‘Michael, Robert' ... ask if they like to be called ‘Matt’ or *Mike' or 'Bob',

Forcign Names

Make SURE of the correct pronunciation of & person's name. Saying their name
incorrectly hurts vou. Spell the name phonetically on the lead sheet for your Program
Director. Explain unusual names 1o your Director beforehand.

HEVIER give your prospects:
= aspecific period of time that it will take them to be successiul
w  details about what they will be learning in this advenced training
w  examples of the types of deals they will be doing
8 examples of success stories
percentages of clients who hecome suceessful
v any information that is not completely true and acourate
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THE CONSULTANT (SETTER) SCRIPT

Introduction:

Hello {Name). my name is

account. | have some gquestions and some important information for you.

___________ __from Trump University and I've been assigned to your
Do you have a few minutes to speak with me? Great!

{ have your file in front of me and it doesn’t show a partner of spouse, are you matried or
do vou have a pariner?

(If yes,) when is a good time that I could spend 15 minutes on the phone with the
both of you?

Did you atiend the two day workshop? (If NGOG, why not? HYES, how did it go?)

What were you hoping to accomplish by attending?

Do you have any experience investing in Real Estate besides your own home of course?
T NG, what's prevented yvou from getling involved in Real Estaig?

If vou knew how the experts were able to get around that challenge, would that be of

interest to you?

Blast:

Well (Mare), there is something that I believe will interest you in your situation, How
weuld vou like to work with Donald Tramp’s Real Estate Experts? This is not something
we offer 1o just anyone, We don’t want to work with just anyone. You know who my
boss is right? Mr. Trump is on a mission 1o create the next wave of independently

wealthy entrepreneurs in America. Is that YOU?

work with people who have certain qualities. So, we're actually going through an
interviewing process, looking to select a few people that we might be able to work with

gne-on-one. We're only looking for highly motivated individuals that really want to be
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aggressive with their Real Estate projects and want to become profitable right away. IS
THAT vOU? Great!

A lot of people have asked if Mr. Trump can meet with them in person and show them
how he finds properties; how Mr. Trump evaluates properties and how he uses creative
financing to acquire properties with little or “preferably” No-Money-Down. Obviousiy,
M. Trump can’t meet w/ everyong, nor does he want {0, So, he has also created a (insert
program name based on lead information) where we only invite a select group of people
that have been hand-picked by his Program Director. In this {course/retreat) we offer
tive, hands-on training with Donald Tromp’s professional Real Estate instructors. These
imstructors will be holding vour hand, physically showing vou the way., You will learn
how to suceeed, “The Trump Way!” These instruciors are experts in today’s Real Bstate
werld and teach all of the non-traditional or unconventional ways of (buying and selling
real estate). 'm talking about the latest strategies and techniques in Real Estate. Letme
ask you (Name), is everything Donald Trump does, the BEST? He wouldn’f put hus
nare on this, 1T it wasn™, right? Do you feel that working with Mr. Trump’s experis is

something you would like to be considered for?

Great! Let me share with vou how this works. (Name), my job is to conduet the initial

imterview, This interview will gives us an understanding of where you are today

whint

vour goals are and sve will also be looking at veur current financial siluagtion—so

that if we decide to wark with you, we can come up with a successful game plan to help
vou become profitable in Real Estate in the shortest possible time: I'] feel you’re a good
candidate for this advanced training, U'll be referring you to the program director. "If we
decide to work with you,” he’s going to tell you what we’re going to expect from you
and also what you should expect from us. Now, | want you to understand that "if you are
gxtended an invitation to Tean up with the Trump Ovganization,” we'll be making a
very serious commitment to gach 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 we'll just

part as friends. Fair Enough?
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Probe:
Gooupation: HowbLong? FHappy There: Y M eomed Age:
+ Marrisd: Y Mo FHyies, Sponse Name I yes, get thawmn on the phone
e
Oegopation: How Long? Happy There: N ingome R Age:
| Do your have kids? ¥ N What Ages? k¢ N
N, wiy aai?
How do you feel about youy current Financial Sibsation?
- In Keal Bstate, your current Finangtal Sitsation will iell s 2 lot about what dirgetion we need 1o go.
Let®s Talh # itk about yowr situntion.
: B&imtﬁ Tt ‘Available T Conswer Lebt Amigint

Morigage

2 Morigage/REFT

Ao
Credit Card
iather

Total Avallable:

Total Debi;

3 -
({Poyon five 3 Retrement Fund? Y

Adiy Savings or Bead Capital set'aside nther than retirement?

M Yes, how muph?

YW

Ny, why nut?

TOP THRER GIIALS:

1}

2

3

MOTIVATION 1-10: __

| INVESTMENT: ¥ N

| DECISION MAKER: ¥ N

Counfidential

TIME: v
OPEN-MINDEE, ¥ N
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Are you willing feomake s Desision TODAYT Y I

Commitments

Goals/Dhreams:
[ talk with a lot of people from all over the country and they all share their goals with me.

Axnd frankly, most of their goals are dreams. Are yours GOALS or are they Dreams?

Let me ask vou, currently doing what you're doing, do vou really see yourself
accomplishing these GOALS?

So, what vou re telling me ix that you need to make o CHANGE! Are you willing to

make that Change TODAY? (Don't say a word till they respond!) Great!

Botivation:
On a scale of 1-10, 10 being the highest, how motivated are you to accomplishing these

goalz?

Time:
In order for us to work w/ you at this level, can you dedicate a mintmun of 5-10 hours

per waek (o your business?

Tuition:

Yes, thers i3 a tuition involved with this Program, However, this is an invitation only
progeam and you still have to go thru a sceond interview to qualify. Our goal is o teach
you how to acquire property using creative financing with little to ne money down also
know as OPM. You may have heard that strategy? Most students who are invited aboard
this program vse estahlished lnes of credit, like a credit card, utilizing the banks money,
OPM, to handle their tuition. P'm not talking about tens of thousands of dollars, but on

he othey hand not a couple thousand dollars either. But, keep in mind vou'll be working
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with our experts to become profitable in the shortest amount of time. That makes sense
doesn't it? OK. The question T have for you'is, if I setup a 2™ Interview 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 valug in you and vou see the value
of working with us, are you prepared to invest inio your Tuition at that time and get

started right awayV

Open-Minded:

There are a lot of people that have the time and the money to invest info thelr fuition, but
may not be Open-Minded and Teachable, and we can't work with those people. For all
this to work, you have to be Open-Minded and Teachable. Understand, we are going to
be teaching you unconventional and nov-traditional ways of Buying and Selling Real

Estate. s that something you're Open-Minded to learning?

Beeision Maker:

We feel what separates the successful from the rest 1s their ability to make swift, educated
decisions, and NOT look back! Wouldn’t you agree? We feel this is the most importarnt
cotmmitnent when interviewing potential students. Do you vonsider vourself a Deeision
Maker or perhaps a Procrastinator? So, what you're saying is based on the conversation

you have with the Director, yvou're willing to make a YES or NO Decision at that time?

Schedule Appointment

So far, you sound like the type of person my Director is looking for. But, remember, it's
not my decision who we bring aboard the program. My Director makes that decision.
S0, let me put you on hold for just one second while I take a look af my
Director’s scheduls, Tknow he is on the phone right now s0 let me see when he is
available. QK7

Confidential © 2007 Tramp University

CONFIDENTIAL

TU 130317



Case 3:13-cv-02519-GPC-WVG Document 212-5 Filed 05/31/16 Page 26 of 48

N ER

ERSITY

, arg you there? OK, thanks for holding. Tt looks like he is finishing up with

another clent, but [ was able to get a word in with bim on your behalll He is goiog to be
another 5 to 10 minutes and said he would be willing to talk to you when he is done. He
will be giving you a call in about 10 minutes. OR schedule for future date and thme.
Keep in mind, they will be scheduled when the Director has time available (on our

time not theirs).

First off, let me have you write down this gentleman’s name down. His name is

Mr, (spell it for them) He is going fo give you a lot of information so be sure
to have a pen and paper handy. I am sure vou will be a great sucesss story, but he is the
one that makes the final decision on who does and does not come aboard our program.
Like I said earlier, 1178 op to him. OK7 Don’t be afraid to let him know how committed

vou are to secing your real estate projects succeed. Good Luck!
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POWER PHRASES

Phrases that should become part of vour sveryday voeabulary:
*  "Help me understand that better,”
= "T'm listening.”
& "Goon”
B VF\;&]h},f‘)H
® 9IOHT N

When the client's credit vard availability is $5.000 or less bave them pull statements,
"We have a saying around here. If you want 1o be terrific you've got to be specific. Why
don't you pull your credit card statements so we can see exactly what inferest rates you
are being charged. Maybe our Program Director can give vou some ideas about how to
save some money there, "

How long will it take rae to be successful?

{Always answer that question with a question of your own)

“Well, of course that depends on how aggressive you're going to be ‘with this project.
How quickly do you need to accomplish this?"

What guarantee do you have that 'l be suecessiul?

"That's a great question. I wish [ could answer it You see, we have no control over
whether we have a client who is geing to show up for all their phone appointments with
their coach, or if they'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 frying to sell me?

“Tust to be clear about my role here (name), my role is that of a sereener, I'm an
interviewer. | have no authority to enroll people into any of pur advanced training
programs, The Program Director does that. My job is to find the serious from the curious.
Which would you say you are?”

When setting an appoiatment without one 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 with 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 seffing the appointraent. "(name) I just want to make sure I did my job
here. My Program Director is really counting on me to find those that are sexious from
the curious. | know you've already told me that you arve able to make the decision about
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this advanced training on vour own and that your spouse won't be involved with this. |
just want to make sure that once you've got all the facts and have had all your questions
answered, that you'll be able to give him a simple yes or no answer. Yes is O.K. And No
is OB 1t would make me look like 1 don’t know my jobs if you were 1o say to my
Director, 'Sounds great, 1 just need to check with my spouse.’ 1 just want to make sure
that there's no chance of that happening, right?"

Why are YOU asking me all these personal questions about my eredit cards?
"{name) yvou mentioned that one of your goals is o become debt free. We nead to see
what sort of debt you need to take care of to determine if this is something we can help
vou with, That makes sense, doesn't it? We also need to determine your Debt to Income
ratio. That helps us guide vou as to what sort of real estate projects it would be best for
you to start with, Are you with me? Now how much do you have on the first card ... "

F've been through other Real Estate Training programes with another company. How
is this different?

Ask things hke: "What other company? What are vour results? What didn't you get that
you wanted? If vou failed with that program, what makes you think you'd be successful
with ours? What do you want to learn how to dothat you don't know how {o do now?"

People with no eredit cards or who have used up their Bty

*(name) there is a tuition for this advanced training. Most people don't take that money
out of their pocket, We teach the technigue 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 menthly 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 of leveraging power. Do you have any other seed capital or savings set
aside to further fnvest into your real estate projects?”

For people whe have Real Estate expericnce:

Ask things like: "What would you lke to learn that you don't know how to do now?
Since our methods are unconventional, do vou honestly feel that vou'll be open-minded
and teachable 1o these advanced technigues?”

The 3 Choices Turnaroond:
As 1 see it you've got 3 choices here.
#  Choice One. "You can choose to do nothing more. You can be content with what
vou've got in your 1ife right now, If that's where you're at it's OK. That's what
most people do.”

e (Choice Two. "If Real Estate is really going to be yvour focus, you can do what the
majority of investors do ... and that's to figure out all the "tricks of the frade’ on
vour own through trial and error. Most people usually make some comunon
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mistakes along the way. And, there's nothing wrong with that approach, as long as
yvou know what you're getting into.

w  And Choice Three. "You can choose to hire sumeone 1o teach you how to do
things the right way. You can learn from someone else’s mistakes. That's what I'm
talking ahout here; having a bona-fide Real Estate expert teach vou how to be
profitable quickly, and how o aveid the common mistakes that can hurt you. This
way, you ars kind of 'stacking the deck’ in your tavor. People want this kind of
help borause they see it as a way 1o | make their goals become a reality”

“Pm curious ... whish of these choices seems best for you and vour faraily?

Pim Afraid do Iovest Thoasands of Dellars:

"{ understand how vou feel. Many of my clients have felt the same way at one time or
another. However, what we've found is thatif someone is hesitant {0 invest a few
thousand into their education ... what are we supposed 1o expect from them when their
Real Estate Coach s talking with them about investing TENS of Thousands or even
HUNDREDS of Thousands of dollars in a pioce of property? Would having a
professional coach guide you through this be something that would bepefit you? Why? "
Eefinancing

People whio are 10 the provess of refinancing thelr homes cannot use their credit cards
until the re-finance is completed. If you suspect that they may be refinancing their homs,

schedule another appointment to re-set them in the future. Do NOT set them with yowr
Director,
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SUCCESS STORIES

David Haryvison — Northern Californda -- Real Estate

Throughout my education at Tromp University, { have had several successes. The Foeus
Seminar tanght me areas in my hife that are disorganized and nsed impovement. Arcas
where T waste valuable tirne, [ have hired an assistant and check my email less than half
as many times prior lo attending the course(s), freeing up time to spend on profit making
tasks and obligations, Iin regards to real estate, Exit Stratepy Course has given me the
confidence to position myself more in control when evaluating and negotiating property.
I have purchased a 4-plex in a resort corununity in the West that is worth almost double
what 1 paid for it at the beginning of the last vear! [ have also sold one of my first
investment properties and with the easy calculation projections and due diligence
requirements through this course, | have sold this for & times my initial 58,000 down
pavment with little improvements! However, instead of 1031 exchanging the money, |
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 succesd, but has allowed me to achieve what others promised
and under delivered. Cheers! David

JB Olsen — Minneapolis — Real Estate

To Whom It May Concern; I am more than enthusiastic in reporting the succesy that |
have received from my involvement in the Trump University Real Estate Mastery
Course. | was a new invesior in real estate, and | now own 11 propertics, with 5 more set
to close (including one commercial property). I have currently put $2.1 million into my
portfolic and I am on track to cash flow $300,000 for the year, OUTSTANDING! | could
not have done this if it were not for the help that [ received in iy coaching and
curriculum, Thank you so nach, Trump U, ps - 1 want to meet the Donald. He's the best,
andd T am 50 happy to be involved with his program, See what you can arrange. pps —
Make sure you forward this email to Me, Tramp. He would be happy to know that he is
helping people become wealthy through real estate. ppps - I am sertous.. Jet him know
about my success. T will help him brand his name even more as an educator for Middle
Asnerica.

Greg Adtken — Kamloops BC - Real Estate

Mr. Trump encouraged us to "Think Big" and if the deal was gond and the monthly
payments conld be made, then to go ahead with it. He said that most people shy away
from things the larger they become. As a conservative accountant I truly did hesitate with
the $2,400,000 price tag, however I did a 1031 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 closing 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.
T will now be looking for refinancing of $4,117,112 and/or Venture Capitalist/Private
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BEquity group for expansion of the business and also a potential developer for a 17 acre
"Active Adult” community. Mr. Trump 15 "Right on the Money". Thanks Greig Ajtken

Tadei Brdnik — NY WY - Beal Esiate

Trursp University courses are giving me tools for something I have always dreamed of -
financial freedom, [ purchased my first property and looking for my second now ... Thank
you for giving me tools for making this happen.

Michael Jones — Baltimore MD — Real Estate

Since starting the Real Estute Course | have gained confidence to take steps to buying
property. Right now I have several people wanting to work with me to purchase their
property. [ used what | have learned so far from the course (working numbers &
negotiatingy and people are coming to me to sell their property. I am days away from my
first deal and T know I wouldn't have gone this far without TU. Thanks for everything.
Michael Jones

Dr. Dale Allen — Ausiralia — Real Estate
Hello, I am a doctor practicing as a family physician in Anstralia, For much of the time

my income, 1 now know wealth is created from the balance sheet and not the profit and
loss statement. The greatest gift I received from Trump University was the need to do; no
one became wealthy just thinking or talking about it. 1 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
Trumyp University has given me a blue print that will keep me busy for the next 30 vears.
With the knowledge and skills [ have acquired my financial goals and freedom do not
seem so far away. I wish vou well on your journey. Yours, Dr. Dale Allen.

Rami Al-Karmi — Anman — Real Estale

Trump University gave me the required background to pursue my inferests in real estate
investmenis and start my property management business. The e-learning curricula,
Books, material, and instructors were of huge help to me in order to achisve my goals |
Thank you Trump Unrversity! Chief Executive Officer Concerete Management Total Real
Estate Life Cyle Management Solutions! www.concretemgm.com

Tim Rill ~ Manchester MD — Real Estate

Just purchased two duplexes in Pa after expenses including management it will cash flow
around $500 a property for $1000 of positive cash flow every month even if I never get
out of bed. Not to mention T gained about $25000 per property in equity to add $30K to
my net worth, If I put about $5X into ¢ach 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 {o have $20K
passive income a month by the time I'm 45, 1 turn 42 on Monday. 1 need to get busy, busy
busy. | have taken many courses in the past and have always fallen short of my goals.
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Trump University has taught me how to turn coal into dimmonds with properties and ideas
no one else would think of,

Justin Hayes — Olando FL — Real Bstate

I have purchased 3 rental properties in the last vear. 1 have one appraised at 76K with a
note on it for 60K, it has rental income of 900 3 month coming in. | am cash flowing 4338
a month. I have another property appraised at 72K that i have a note on it for 35K with
800 a month coming in and cash flow of 412 2 month. the last property was my first
purchase and it is appraised at 66K with a note for S8K and 1 have rental income of 525
with only 26 a month in cash flow, 1 have taken 9200 of equity out of the houses and
have a cash flow of 876 per month from my properties. | am going to do one more deal
right now and then [ will be moving on to larger deals, I have also had my own life and
health insurance hrokerage for 2 years but | have added a mortgage brokerage as well in
the last 6 months. | have already made in 6 months more then what [ bave made in the
fast 1 1/2. My motivation to help others and to create wealth has had a huge impact on
my life. I also realized that while 1 am doing business I am making others in my
community money. that is very important as well.

Mathigu Hebert — Quebec — Wealth Building

Before the Trumpll §was only surviving in the financial world. No real plan, ne real
meney... Trump gives me the guts and the knowledge to take control of my career. The
Trumpl is surely THE best investment of miy life, I change my attitude and apply the
"Trump way" into my financial advisor business and EVERYTHING and change! The
way that people see me, the way my clients see me, and of course, my wealth!!! Tcan tell
that Trumpll give vou more than a edge, it give you a vision and tools to make it happen!

Krystyna Mazur - Chicago {L - Real Estate

Became to America not knowing English 17 veara ago, I'm thankful for many things: -
opportunity for being who I'm; well educated, professional, normal. America is great
country especially for people who really know what they want, where they wani 10 be.
Having goals is good things, because means, that we are not poor with mind. Pesitive
thinking is very helpful but everything together need us keep going; teke decision, go
forward. Best things follow right people who are successful. One of the special spirit for
my mind is Trump U - with many subjects I'm thankful for. I have had the opportunity to
learn; how fo be successful in my own business (! was worry to open long time ago).
Adfter Trump U programs I'm much smarter, think guicker, have confidence. Trump U
teach not only business but also think positive, be good to ourselves, family, others; how
to oreate, work and personal life. Being with greatest teachers {(mentors, masters) like
Trump U has, [ got so much positive energy and keep going forward. Thank You Trump
I for getiing in my life. Krystyna Mazur Chicago, 1L

Frank Cook — Washington DC — Real Estate

THANX MR, TRUMP.I AM A AUTO BREPAIR SHOP OWNER MY FAMILY AND 1
LIVE FAIRLY OK BUT THERE WAS A VOIDIPICKED UP TRUMPS BOCK ON
REAL BESTATE THE BOOK BLEW MY MINDUI PROCEEDED TO GET THE ON
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LINE COURSESTUDIED IT AND PUT IT INTO EFFECT.EVERY DEAL ]
CHECKED QUTIT IS AS IF L HAVE MR, TRUMP IN MY HEAD GUIDING ME TO
MAKE THE BEST DECISIONITS AMAZING HOW MUCH STUFF HE
COVERS.SINCE THEN  HAVE PUCHASRED MY FIRST HOME, A DUPLEX IN THE
HEART OF DOWN TOWN D.CLA DUPLEX BY CATHOLIC UNIVERSITY
D.CWORKING ON A CONSTRUCTION TO PERM IN
MARYLAND(WATERFRONT)ALSO 1 AM CURRENTLY SERCHING FOR A GAS
ETATION TO PURCHASE I MORMALLY NOW BEASILY KEEP SIX FIGURES 1M
THE BANE,SPEND MORE TIME W/ THE FAMILY AND HAVE TAKEN MY FIRST
REAL VACATION IN ALL OF MY LIFEI ALSO HAVE BEEN ABLE TO PERSUIT
MY PASSION WICH IS BOATING.I NEVER WOULD HAVE BEN ABLE TO DO
THESE THINGS WITHOUT REAL ESTATE INVESTING.GOD BLESS YOU AND
YOUR TEAM OR PROFFESIONALS.AS A MATTER OF FACTINEED TG GO
OVER PART OF A LESSON(THERE IS SOME INFO ON LAND ACUASITION ]
NEEINGOTTA GO MAKE SOME MONEY-TAKE CARE AND GOD BLESS-
FRANK COOK

Michelle Townson — Guatemala - EMP

Well it has been almost 3 months since I started my coaching at Tramp University and |
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. Thave obtained from Trumyp University the
knowledge to market my company in such s way that my concept has become unique an
specific to meet the needs of clients that need special personal attention , which has
become one of my most imporfant services in the company. 1 felt privileged to have been
selected to obtain this type of coaching from sach a prestigious corporation that tiers
came from eyes the day [ received the news, because [ knew it was the last chance to
make my dream come true, at 40 the new 30's, not to many times this opportunity knocks
at your door, so I do motivate anyone whe 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 achlevement 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 | 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
Trump's University. Michelle Townson-Guatemala There's only thing left for me to
obtain from Trump's University, it will be the privilege to meet him in person some day,
hopefully not to far away. Thank you.

Marty Coleman —New Jersey - EMP

Mr, Trump and Tromp University have inspired me and given me the courage 1o make
my entrepreneurial dreams come true. When the company [ worked for went cut of
business last month, I quickly started my own business and serviced my existing client
base without interruption. I have learned from my last company's mistakes and have
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turned my knowledge bito profit. Thank vou Mr. Trumyp and Tramp University! Marty
Coleman President & CED Coleman Global Telecommunications,

Jeremy Anderson ~ Clavton NJ -- EMP

As a poor humble voung man half Irish and half American Indian who from discerning
the strategies of such great life changers as Sun Tew and applying them to the Boardroom
to harnessing the power in the lessons of Norman Vincent Peale for self empowerment
and honoring the teachings in The Word Of God for elarity of mind and so many other
self discoveries which have defined me to this point - all past expertences have led me to
this following solid conclusion: It is because of the efforts of s0 many at The Trump
University and the vision of "The Donald’ himself that have empowered an unmatched
public platform for the incubation of the futare Masterminds of American Entreprencurial
suceess, It is in this enriched environment at Trumpl] that has provided me hard to find
resources which I could not find anywhere else. Their experience and knowledge about
business approach is trly unparalleled! 1 Have grown from the teachings in one vear's
time and immediately applied it cach week to my everyday business tactics and have
found 300% growth in my hourly wage in 11 monihs time! T was billing only 11.50/hr in
Texas providing Saa8 custom medical billing software development to 11 months later
feading Brand management and Engagement Markeling strategies for an tncredible Brand
I never thought I'd be honored (o assist as g critical decision maker billing 36/he now. |
believe it Is many things I have discovered through my stimmulation and practice of being
involved as an active participant of the Trump University resources ouline that I must be
gratefol to in propelling me to my latest successes now here in New Jersey, Delaware and
New York. I believe a secret key where we all can begin in Tromp University’s programs
{no matter what specific program or perspective you are coming from) ean be found in
what Madam C.J. Walker said in the late 1800z and it is still true today; " had to make
my own living and my own opportunity! But I made it! Don'{ sit down and wait for the
gpportunities to come. Get up and make them! " Thank you again TrumplU for the
indescribable experiences - onward and upwerd as a friend of mine gays - { look forward
to my owh engoing successes 1o continue as I 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. { believe Trump University provides the proper type of
Business launch pad engagement-rich programs that will seulpt tomorrows success
ieaders today. Thank you for the opportunity to share my personal successes, Sincerely
Jevernyy Anderson.com

Vinil Ramdev — India - EMP

1 have taken a lot of entreprencurship courses, but Trump Universities courses are the
very best, It changed my life drastically. If you are serious about entreprencurship you
don't have a choice, you have to take these courses. They will change your life,
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John Meiden — NY NY - Marketing

T've taken g few courses with Trump University. | 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. T'm a broker in New York and the courses have given me the insight to stay
with ray plan, U'm currently working on bringing money to the table for a Resturant in
New York for expansion. The marketing course showed a different view as to how lo
define the markets and target them to get what you want. I never really looked af markets
as 1 do now. [ 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 [ beliave. |
remember sitting there and thinking about all the information [ was getting form the
instructors via comaputer in the comfort of my home office at that time. Well moved my
office to Rockefeller Center and the deals haven't closed 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 vou will acquire if vou 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 John P Meiden Meiden Enterprises Real
state Brokerage

Anthony Gugel - Australia — Wealth Builder Software

The Wealth Builders Blueprint has helped me really focus on what my goals are, the plan
needed to achieve theni, who [ need around g to help achieve them and what my
measures of success will be. This has given me the knowledge, impetus and confidence to
put together five business plans for new products and services, and underiake
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 vou. Regards, Anthony Gugel
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To:  Enrolliment Counselors

From: Mark Sawezuk

Date:  &/14/2007

Re:  Motable Marketing Techniques

How to Prepare Your Property for the Market

Rituation: With the recent market slightly favoring buyers and renters, propeity
owners must think of not only providing prospective “clients™ with the best value
proposition, but must also provoke an overwhelming sense of love at first sight.

Complication: Many property owners, especially “fest-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 o

market conditions, and have unreasonable expectations.

Resohution: Investors who wish o successfully sell or rent their properties must
realize that they are doing 50 in a competitive market where cusiomers have a lot of
choices. In order to facilitate the selling/renting process, owners must disassociate
themselves from the property and set reasonable prices, While conventional
techniques of improving property appeal, such as rearranging closets and cabinets,
making repairs, and checking curb appeal, are still necessary, owners/sellers may
want to consider more aggressive and unconventional techniques. Staging properties
has become evermore popular and helps promote an “T-want-that” kind of fervor,
Including fumiture in the package helps draw even morg market attention. Direct

mail and E-Flvers are also becoming more popular.

Attachments:

Tl Take It! {and the Sofa, Too)”

ef=slogin
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To: Envollment Counselors
From: Mark Sawezuk

Drate: R/14/2007

Re: Choosing the Best Morigage

Page 37 of 48

With the recent market conditions, picking the right one 18 all the more important,

Sittwation: If you are in the market for a new property, you may figurs that you may
as well get the cheapest mortgage possible, with property values all over the place
recently, But finding the best type of moftgage for your simiation can feel & bit

daunting with all this talk of the declining sub prime market.

Complication; Many people overlook clauses and “catches” when shopping for a
morlgage 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 narrow
their search o the best category of mortgage for which they need to comparison
shop. The most important guestion should be: “How much can | afford to pay on a
monthly basis?” Keep in mind that your mortgage payment is only part of what you
will pay to own your property. One should budget for general expenses and costs that

may not immediately be covered by collected cash flow.

158-Year versus 30-Year: A 30-year mortgage will have a lower monthly payment
and a higher interest rate than a 15-year mortgage. So you will have a lower monthly
obligation, but you will have to pay more for the property over time because you are

paying it off with interest for a longer peried.

Fixed versus Adjustable: In order to answers this question, one should ask: “How
long do I plan on owning the property?” A fixed-rate morigage locks in a vate for the
length of your loan, ARMSs, meanwhile, are short-term fixed-rate loans: Afler the
fixed rate term is up, the rate adjusts at regolar intervals in accordance with current
interest rate conditions. Generally, if you are planning on owning fong term it may
be better to utilize a fixed-rate mortgage and avoid an unexpected interest spikes. If

you are planning on short-term investment, ARMs may be of interest.
Attachments:
Tromp Moertgage

httpsfrumpmorntzage.corn/resources/loantvoes.php
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Ton Enrollment Counselors
From: Mark Sawezuk

Date: 341472007

Re: Commercial Properties

Gogd News:

s All of the other major factors affecting the commercial market — the state of
the 1.S. economy, the level of interest ratss, the amownt of funds that are
seeking investment, and the persistent rise in construction costs — all of these
factors seem to support a continuation of the very strong real estate market
and the historically low level of capitalization rates that exast today.

= The sgeing of the population and the retivement of the Baby Boomers means
that there is @ large chunk of retirement money looking for alternate income
opportanities ... think “income property.”

s “A” quality commercial propertics are becoming “commoditized,” meaning
that there are real opportunities i “B” and “C" product, which is great for the
new investor.

% The Mg plavers are getting out of condominium product-at significant
discounts to original asldng price (which means you might get a nice home
for cheap). This was in evidence in San Diego and South Florida, Residential
prajects are taking a back seal to commercial inthe minds of the hig
investors.

s My conclusions are that there will be some opportunities to make money in
smaller commnereial properties in outlying areas and smaller whan markets,

2 The chill in the housing market won’t pass through commercial property.
Odds are against a shump anytime soon in the marksts for office, industrial
and retail space, despite pockets of weakness in some regions and some
property segments—aotably in retail cutside of malls and other shopping
centers, Overall, prowth in demand for commercial real estate is more than
keeping pace with gains in supply, buoying property values and rents.

Bad News (Mot that bad though!):
= The fat price gains for commercial nvestors are largely over. The average
refrn this year on investments in the sector—known as the capitalization
rate—will be about 6% to 7%, down from 8% 1o 9% last vear, and a

whopping 20% or so in the previous two years, when the commercial market
began reviving,
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Ter Ergollment Counselors
From: Miark Sawoznk

Date: 8/14/2007

Re Declining Markets

The slorap in home prices was both deeper and more widespread than ever
befors in the fourth quarter 2006}, ~CNN Money

Sttwation:  Market performance will be more modest i 2007 do 1o negative
speculation and economic conditions. The National Association of Realiors reported
a 2.7 percent decline in prices in the fourth quarter (2006) compared to the fowrth
quarter of a year earlier. That's the biggest year-over-vear drop on record.

Complication: Tnvestors need to realize that there is a threat of oversupply and lack
of appreciation. Builders are being foreed to drop prices even faster than owners,
They overbuilt and have huge excess inveniory that they cannot sell at current prices.
Hvou don’t do your research, potential for investing in a declining market is certain.

Hesolution: Realize that prices are far beyond any historically known relationship to
rents or salaries. Rents are sometimes less than mortgage payments. Salaries cannot
cover mortgages except in the very short temm, by using adjustable interest-only
loans, In order 1o prevent such an investment catastrophe learn to look for markets
with a housing shortage, emerging industries, and major access points where an
increase in vent is in the foresceable fture.

Top 10 Declining US Markets

Akron (83} 5.8%
Toleda OH 2.0%
Youngstown-Warren-Boardman QH-FA <17
Barnsiable Town . MA <7 8%
Renc-Sparks Ny B8%
New Orlsans-Metailrie-Kennar LA 8.3%
Springfield 1L F0.4%
Cape Coral-Fort Myers FL A417%
Palm Bay-Melboumne-Tiusville FL A7.8%
Sarasota-Bradenton-Venice FL 48.0%
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Top 18 Markets where Price are Expected fo Drop in the Coming YVear:

Stoskion, TA - 5:7%
Merced, G «8.9%
Reno/Sparks, NV - BA%
Fresng, CA -7.8%
Vallgjo/Fairfield, CA ~TB%
Las Vegas, WY « T4 %
Bakersticll, C& ~8.8%
Bacramento, CA ~ Bl %%
Washington, D.C, » 8.3%
Tuggon, AL - 5.2%

Sourees: NN Money, US NEWS, Pricowatcrhouse Coopers

Attachmenis:

“f Birategies to Survive the Real Estatg Bust”

hitp://menev.enn.com/mavazines/TortuneTormune archive/2006/12/25/83%6 764/ index

Jim
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Tox Errollment Counselors
From: Wark Sawezuk

Date: 81472007

Rex Emerging Markeis

Page 41 of 48

The global gateway metropolitan areas of New York, Washington, Los Angeles,
Seattle and San Francisco and Seattle rank as the fop major U.S, markets for real
estaie  investment prospects this yesr. - Urban Land Iestivte (ULD and

PricewaterhouseCoopers LLP

Situation: Although we don't expect any major downturn in the marketplace, it's

likely that real estate's overall performance will be more muodest in 2007.

Complication: Investors need to realizee location is becoming ever more iaportant
in real estate investing as the transforming global economy increasingly determines

where companies and people need and want to be.

Besolution: Understand that the top markets are distinguished by several
characteristics, ncluding: locations along pathways with major infernational airports
and habor ports; 24-hour features; atiractive seftings in reasenably comfortable
climates; geographic barmiers limiting sprawl; and jobs atiracting an afffuent, highly

educated workforce.

Apartment Secter: Ranked highest for invedtment veturn potential. Apartment
market’s strength attributed to rising mortgage rates and high housing costs, which
have shut sorne entry-level buyers out of the home buyving nuwket. As the for-sale
market softens, conversions of condominiums into apartments could cause some

unwanted competition, the report cautions,

Top 18 US Markets that Wil Rise in 2007: McAllen-Mission, Texas, El Paso,
Albuguergue, Salt Lake City, Syracuse, San Antonio, Rochester, NY, Baton Rouge,

Fort Worth, and Birmingham, Ala.

Top 8 U Markets that Will See Continued Apgpreciation in 2007 San

Francisos, Loz Angeles, Seattle, Boston, and New York City

Top 16 International Markets: The top ten investment markets worldwide include
five from the Asia Pacific region, three from the United States and two from Hurope.
In addition to Osaka, New York and Washington, rounding out the top ten are

Shanghal, Tokyo, Paris, Los Angeles, Singapore, Taipei, and London,

Sources: The Urbsn Land Institute, Emerging Trends Forecast, Pricewsterhouse

Coopers

Attachments: "saka, New York and Washington are Top Beal Fstate Tovestment
Markets Worldwide: ULT Analysis Shows Global Gateways as “Best Buys”

httpAwwwenliorg/ AMY Template o fin?Section=News& CONTENTID=87075&TH

MPLATE=CM/ContentDisplav.chn
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Ton Froollment Counselors
From; Mark Sawezuk

Date: 8/14/2007

Re: Forsclosures

About 1.5 mitlion 1.5, homeowners will be foreclosed on this vear.

Sitnation: Investors will now have tremaendous opportunity to purchase properties at
major discounts and rent them to the emerging rental market.

Talking point: Buy properiies for discounts of 20% - 80%. Hot markets include
California, Missouri, Arizona, Florida, Maryvland, and Texas.

Comphication: Most people don’t realize hidden risks when investing in foreclosures
and get bumed. Inchides: unpaid Hens, miscalculated costs, tenant rights, and sold “as

is.”

Resolution: Dovelop knowledge, skills, and confidence to make deals that minimize
risk and maximize profits.

Foreclosure: legal proceeding in which a bank sells or repossesses real estate due to
the owner's failure to comply with a moortgage or deed of trust.

Types: Pre {oreclosure, foreclosure, and Real Estate Owned (REO)
Pre foreclosure: When the owner of a property is behind on payraent and the
banks haven’t sold the property vet. Best type because the sooner that you
contact & homeowner in pre foreclosure, the more time one has to structure 3
deal and purchase the property

Foreclosure: Open bidding on property sold “as is™

REO: Bark has already completed the foreclosure process with the siate and
nolds the title for the property

Necessary Skills: Foundation in real estate, market cyeles, foreclosure sources, and
risk analysis

Spurces: Tannie Mae, FDIC, IRS, HUD, SBA, US Tresswry, Veterans
Administration

Attachments: “Foreclosures May Hit 1.5 Million in U5, Housing Bust”

hltpy/rwww.hloombere comfapps/newsPrid=newsarchivedsid=aoxvdk FVIUNG
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T Enrollment Counselors

Fromy; Mark Sawezuk

Date: 81472007

Re: Notable Marketing Technigues

Page 43 of 48

How to Prepare Your Property for the Market

Sitwation: With the recent market slightly favoring buyers and renters, property
owners must think of not enly providing prospective “clients” with the best value
proposition, but must alse provoke an overwhelming sense of “love at first sight.”

Cemplication: Many property owners, especially “first-thmers,” get too emotionally
attached to thelr investments. After devoting a lot of hard earned money and sweat
equity inte a property, investors forget that they are marketing a produgt, subject 1o

market conditions, and have unreasemble expectations.

Resolution: Investors who wish to successfully sell or rent their properties must
realize that they are doing so in 3 competitive market where customers have a lot of
choices. In order to facilitate the selling/renting process; owners must disassociate
themselves from their properties and set reasonable prices. While conventional
technigues of improving property appeal, such as rearranging closets and cabinets,
making repairs, and checking cwrb appeal, are still necessary, owners/sellers may
want to consider more aggressive and unconventional techniques. Staging properties
has become evermore popular and helps promote an “T-want-that” kind of fervor.
Including fumiture in the package helps draw even more market attention, Direct
mail and H-Flyers are also becoming more popular aml aggressive marketing

fechiigues.
Attachments:

1 Take It! {and the Sofa, Too)”

hito s fwwew. nvtimes, cony2007/05/06/redlestate/Donizo. himl? =18 ef=realestateSor

ef=slopin
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Ton Eroollment Counselors
From: Mark Sawezuk

Date; 81472007

Re: Rethinking Real Estate

Though many flee, sirength in some segments makes case for REITs and other
vehieles, ~Wall Street Journal

Sitmation: With bousing prices soflening and sub prime lenders tanking, investors
have been running from anything that refates to real estate. But, they may be bajling
oo quickly, as some parts of yeal estate investing are sull doing well.

Complication: So where to invest, given the melidown in some parts of the real
gatate soctot?

Resolution: Real Fstate Mutal Funds! The easiest means for creating instant
diversity across regions and property styles is to buy a real estate index mutual fund
or an exchange traded fund, Office properties, in urban locations, currently offer the
hest opportunities, Apartment REITs also offer potential as former homeowners slip
back into the rental market after the explosion of foreclosures.

REITs of Interest: Vanguard’s REIT Index, iShares Dow Jones US Real Batate
Index, Vomado Realty Trust, Home Properties INC, and Boston Properties INC.

Attachwments:
“How to Find the Best REITS”

httowww dividenddetectivecom/sereen for refis.him
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T Enroliment Counselors
Fromy Mark Sawezuk

Dhate: 8/1472007

Re: The Good & The Bad

= Market Overview:
o Ben Bernake
¢ Beleagnered housing market might finally have stabilized
= A lot of good news is already priced in for a spring recovery
= DMorigages
o Bad Mews: Mortgage lenders are tightening their credit standards
*  Limiting use of loans requiring less docwmentation of the
borrowers status than conventional mortgages
w  Most atfected: ARMSs on sub prime market
o Risk — teaser rates
= Forecloswres mumerous in Nogtheust, Midwest, and Southwest
e Hental Market
o {Rising morigage rales + morigage document requirements) + shortage of
affordable housing + high cost of constroction = POSITIVE outlook for
2007 rental market
Multifamily: The apartment market is strengthening as potential home
buyers rernatn in rental housing and echo boomers enter the rental market.
New supply is matching absorption, keeping vacancy rates fat.

. Rental | Net
Va;:;;gcy vate absorp
changs Hiowry
huttifamily
, 350,975
Ly 07 E 05 ¥
2005 8.2% 2.9% (units)
\ | ] . 262,762
2l & 30, ; Y] t
2006 5.2% 4 8% (units)
- . 203,050
oy wx o7 Uli :
2007 5.3% 50% (units)
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To: Enrollment Counselors
Feomne Mark Sawezuk
Drater  8/14/2007

Rer  Subprime Loans Get New Standards

Principles issued by bank regulators include new consnmer profections; lenders
should only offer loans to these who have proof they can repay—cenumoney.com

Situation: US banks regulators tightened standards for mortgage lending in a bid to
curtail risky practices that have been blamed for g record level of fireclosurss.
Borrowers shoudd not be penalized for refinancing a mortgage before a low
introductory rate resets to a higher level and Jenders must have evidence a berrower
can 1epay, according 1o a statement of principles issued by the regulators.

Ceomplication: Many leriders relaxed wnderwriting standards for subprime borrowirs
with shaky eredit during the recent housing boom. As the housing market soured,
many of those borrowers fell behind in their payments and a record portion of
botrowers faced foreclosure.

Resolution: Besides protecting borrowers from costly refinancing, the updated
puidance discourages loans that have let borrowers inflate their income to qualify for
a loan. “Low doc” mortgages were once offered to borrowers; even i they could not
document that they had the resources to make payments. Lenders will now only offer
such loans to borowers if there is sufficient evidence that they can repay, scconding
to the recent regulation.

Attachments:
"Regulators Issue New Subprims Lending Standards”

Rt fananw cnbe.cornfid/1 9503889 /site/ 14081545/
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Weekly Undates

To: Frrollment Counselors
From: Mark Sawezuk
Date:  B/14/2007

Ber  Tax Savvy Investing - 1031 Tax-Deferred Exchanges

Over the past 20 years, tax-deferred exchanges have become an invreasingly
important part of real estate transactions; helping many increase thelr wenlth,

Situation: If you eventually sell the new plece of property, you would owe taxes at
that time, Generally, all gaing and losses on sales of real estate are taxable, but an
exception Hes where the property sold is fraded or exchanged for “like-kind”
operty.

Complication: Many people view tax deforred exchanges as being for huge
corporations, or only for professional investors. However evervone should take
advantage of these where they can. Strategy - purchase a property below market
value, rent it for a year, sell it, and buy two rental properties with your gain. Note that
if you do this too many times, the IRS may take the view that you are not a long term
investor, and disallow such exchanges, When vou get ready to do a tax-deferred
exchange, you will need the services of s qualified CPA and Attorney, though.

Resolution: The tax-deferred exchange is o great way to maximize your wealth, By
keeping your investments growing withowt immediately paying taxes, you can Jdo
wonders for vour net-worth.

Attachments:

“Five Miscongceptions of 1031 Exchanges”

hitpnredonline comimaa/res! estate five misconceptions exchangesfindsx.imil
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TRUMP UNIVERSITY FAQ’S

Who is Donald Trump?

Uverview:

Donald Trump is an American business icon, He is the very definition of the
American suceess siory, continually sefting the standards of excellence in every
industry he touches. He is an internationally renowned real estate developer and
entreprencur who manages over 100 operating companies.

Key Facts:

Conlidential

CGraduated from the Wharton Business School at the University of
Pennsylvania, considered one of the best business schools in the world.
Forbes magazine estimates Donald Trumps fortune at $2.9 Billion
The Interbrand Agency identified the Trumyp brand as being the 7 tmost
valusble in the United States
In August of 2006, Mr. Trump was voted by BusinessWeek magazine as “the
werld’s most competitive businessperson.”
Mr. Trump has authored seven books, including The Art of the Deal, The Axt
of Survival, and How to get Rich, all of which became bestsellers
His portfolio of prestigious properties includes:
o Trump Tower
5 Trump International Hotel & Tower, voted the best U.S. Hotel
by Conde Nast Traveler
Trump World Tower at the United Nations Plaza
o 40 Wall Street
o Trump Park Avenue
o Trump Palace (the tallest building on the Hast Side of
Manhattan)
Cirrent projects under development include:
o Trump International Hotel and Tower, Las YVegas (Antivipated
completion of Tower 1 is 2007}
o Trump International Hotel and Tower, Fort Lauderdale
{Anticipated completion is 2007}
o Trump International Hotel and Tower, Chicage (Anticipated
completion is 2009)
¢ Trump International Hotel and Tower, Torento {Anticipated
completion is 2010}
Trump International Hotel and Tower, SoHe (New York City)
> Trump International Hotel and Tower, Honelulu {Anticipated
completion is 2009)
The Palm Trump International Hotel and Tower, Dubai, United
Arab Emirates
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