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Conditional
License Agreement

By using any of the materials or concepts from and or trainings titled: Recruiting Manual for the Journey to Mastery™, Journey
To Mastery™ (JTM™), S.E.L.L.™, Prestige Home Tour™, Quantum Home Tour™ and Mega™ Openhouse and/or
Committing Communication™ their training manuals and associated materials, you accept the terms of this Agreement.

Conditional License

The names "Journey To Mastery™ (JTM), S.E.L.L.™, Quantum Home Tour™ and Mega™ Openhouse and Committing
Communication™" their underlying concepts, procedures, "choreography" and techniques are proprietary and the
intellectual property of Douglas M. Yeaman, Quantum Management Systems. Quantum  and Douglas M. Yeaman give you,
the licensee, the right to use the trade name "S.E.L.L.™, Quantum Home Tour™ and Mega™ Openhouse and Committing
Communication™," the prescribed procedures contained in their manuals and training along with the attached documen-
tation subject to the following conditions and restrictions:

You, the licensee, are continuously affiliated with the creator of these programs, Douglas M. Yeaman and the licensed
company, (in this case JTM™ Licensed Company (Name_____________________________) ;  You conduct all
recruiting for the "Journey To Mastery™ (JTM), S.E.L.L.™, Quantum Home Tour™ and Mega™ Openhouse and Committing
Communication™" trainings in strict accordance with the trained procedures. These procedures  specifically include, but
are not limited to: 1. That each and every participant understands and signs a license agreement as part of their participation
or hire packet; 2. That any inclusion of any part of this recruiting program or variation of this program into other company
programs be specifically approved by the "trainer"; 3. That all fees due Quantum Management Systems, Inc. are current under
the agreed payment plan which shall be in writing.; 4. That in the event of a change in trainers, such change will only occur
with the express approval of the licensor and only following certification in writing by the licensor,  certifying that the trainer/
recruiter is qualified to conduct these programs.

Proprietary Rights and Obligations

The structure, organization, information and material contained in the trainings and manuals is owned by and the property
of Quantum and Douglas M. Yeaman and is protected by United States copyright laws and international treaty provisions.
You will not make or have made, or permit to be made, any copies of the Video Tapes, Manuals, signs and attached or
unattached documentation, or any portions thereof except as specifically authorized by this Agreement or subsequent
agreement in writing. You shall agree not to modify, adapt, translate, reverse, disassemble or create derivative works based
on the Video Tapes, Manuals, materials or trainings, including the direct training by Douglas M. Yeaman.  The Manual and
materials contained in the package may not be photocopied or distributed to others—except as expressly provided in the
body of the manual and as stated herein.   Trademarks shall be used in accordance with accepted trademark practice,
including identification of trademark owner’s name.

Each person involved in delivery or direct management of the programs shall agree to be sub-licensed and to use the
manuals and attached materials for the exclusive use in their own business, and if you terminate your affiliation with the
licensor  this and all sub-licenses will be terminated automatically and without notice for each and every other existing sub-
license.  You shall further agree to not disclose the content or processes of the recruiting and other programs to anyone other
than parties to this agreement.  In addition, you agree that any such use must conform to the provisions set forth in the attached
manuals and associated materials.

Assignment

You may not assign or transfer the Video Tapes, Manual or accompanying materials and concepts except as agreed to in
writing. And no variation of this training or JTM process may be used.

Term

The license is effective until terminated.  Quantum and Douglas M. Yeaman have the right to terminate your license
immediately if you fail to comply with any term of this Agreement.  Upon any such termination you will destroy the original
and any copies and related materials and cease all use of the trademarks and discontinue any variation of this training or
procedure.

Entire Agreement

You acknowledge that you have read this agreement, understand it and that it is the complete and exclusive statement of
your agreement with Douglas M. Yeaman and Quantum which supersedes any prior agreement, oral or written, and any
other communications between Douglas M. Yeaman, Quantum its representatives and you relating to the subject matter
of this agreement, and that your obligations under this agreement shall inure to the benefit of Douglas M. Yeaman, Quantum’s
as licensor whose rights are being licensed under this agreement. No variation of the terms of this agreement will be
enforceable against Quantum unless Quantum gives its express consent in writing signed by Douglas M. Yeaman. In the
event of enforcement licensee agrees to pay all attorney's fees and court costs.

Printed Name
License Granted By Date

Signed Date
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SCRIPT FOR ANSWERING CALLS
FROM ADS

SLOW DOWN!!

Answer with “hello.”
Track media source through “name.”
When returning call: When would you have two minutes two minutes two minutes two minutes two minutes to talk to me on the
phone?

As you know, my name is (NAME) and I’m the Director of Career Development with
JTM™ Licensed Company (Name).  We are currently seeking motivated individuals
interested in entering the real estate field.  For the person with the right focus and work
ethic, we are willing to invest the time and dollars necessary to get them licensed and
teach them how to succeed in real estate. With that in mind, may I ask you three
questions?

1. If we hired you, would you be able to make a full time commitmentfull time commitmentfull time commitmentfull time commitmentfull time commitment to
real estate in approximately 45 to 60 days?
2. Are you clear that real estate is commission income based?
3. For the first 6 months to a year you would be working weekends and
some nights..will that work for you and your family?

We are conducting an interview on: ________________ for your area; or you
could come to:____________________, in _________________(Location 1 or
Location 2) on __________________.
Which would be better for you?

Ok, great…..
What you need to know is that the meeting is an interview and it is conducted in
a group. You are not competing with anyone there, as we will recruit many who
meet our qualifications. You should come dressed appropriate to an interview
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and be prepared to answer the following three questions:

What do you you you you you think it takes to be successful in real estate?
What obstacles obstacles obstacles obstacles obstacles do you see in your way of entering the real estate field?
If you you you you you were JTM™ Licensed Company (Name)JTM™ Licensed Company (Name)JTM™ Licensed Company (Name)JTM™ Licensed Company (Name)JTM™ Licensed Company (Name), would you invest in you and
why?

OK, Mr. (Ms.) _________, I’m adding you to my list of people for the (date/
time/location) group interview.  You You You You You can count on your time being well spent.
Seating is limited, if you commit to a seat you will be taking one away from
someone else. So...you can count on us, can we we we we we count on you to be there?
Terrific.

Let me review the logistic details; do you have a pen?
It is at: (location)
It is at:  (time)

Now one more detail. We will need to contact you one more time to button
down our final detail. We need a time and a phone number to reach you
on:__________or __________;
What date and time can we reach you? Think of this as an appoint-
ment:_________________.
What is the phone number for that appointment. (We will be discreet if this
number is sensitive). Phone Number;__________________

Ok, wonderful,

I will personally See you there.  If you have any questions, feel free to call me at
this number.

I’ll see you at the interview.



8

©1990,1993,1995,1997,2000,  2003
Douglas M. Yeaman and Quantum
Management System, All Rights
Reserved

The Journey to Mastery™The Journey to Mastery™The Journey to Mastery™The Journey to Mastery™The Journey to Mastery™
Group Recruiting ManualGroup Recruiting ManualGroup Recruiting ManualGroup Recruiting ManualGroup Recruiting Manual

Confirmation Script

Hello, This is ___________________with________________(company). I am
calling to confirm your participation in our interview tomorrow
_____________(date) and I would like to button down a few details, do you
have a minute right now?

Great, thanks.

First I would like to confirm that you are planning on being there_________(wait
for response). The size of the interview is limited, showing up is part of the inter-
view and second interviews if missed are not available.

Second, you know it is an interview right? (Wait for response)
It is a group interview and there are several spots being filled. Do you have a
pen?
(Make sure they have one and are writing down the information.)

Ok, we would like you to come prepared to tell us about yourself, and answer
the question: What does it take to be successful in selling person to person?

Please come dressed as you would for work.
Bring a resume if you have one. (It is not necessary)
Be sure to be early or on time. That is very important!
Be prepared to stay until (2+hours) PM

Now it is located at:___________________________________
And the directions to get there are as follows:____________________

Do you have any questions?

Great ___________________(name of applicant)

Now you can absolutely count on us to be there, can I count on you?

Great see you there, tomorrow; we start sharp at 3:00 PM so don’t be late ok?
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Second Meeting or
Commitment Meeting

Call-Back Script

Hi this is_________________________with_____________________. I am calling
to let you know that we have chosen you to come back to a 2nd interview.

___________________the Broker/Owner has set
aside______________________(day) at____________(time). (Wait and listen, if
that isn’t a good time, ask them what is a good time for them to return to our
offices for a second interview.)

Are you clear on the time, location? Make sure you come dressed appropriate
for business and are you clear this is a full time commitment.

Once again, ____________________ the Broker/Owner is very much looking
forward to this 2nd interview with you.

You can absolutely count on _____________ being there, can he count on you?
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JOURNEY TO MASTERY™ LOGISTICS
 

 

 

GROUP RECRUIT NIGHT 
(First Interview) 
 
Discussion: 

This is the first opportunity you have to make a positive impression.  If you 

make a poor or mediocre impression, you will have no further opportunity 

with the “best” people.  Perhaps the middle or the bottom tier will not care, 

but the top people notice when things are done haphazardly or carelessly, 

even if they notice below the level of consciousness. 

 

Therefore, every item matters.  The air conditioning, the smell, the location, 

parking, arrows pointing the way, your appearance, how the chairs are 

arranged…everything! 

 

 

Orientation: 

The focus of the presentation is the “front” where you will be speaking. 

The entry door should be at the “rear” of the room. 

 

 

FRONT

Registration 

Refreshments 
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LOGISTICS 

 

 

 

Chairs: 

The way people are seated makes a big difference.  The purpose is to create 

intimacy and warmth.  Never, never allow tables to be set up.  They create 

distance. 

 

The chairs are set carefully in a horseshoe shape.  There is no break in the 

horseshoe other than at the ends.  It should start approximately 3 feet away 

from the front table.  When you are standing in front of the table, or at the 

easel, you want some space before the first person. 

 

Depending upon the size of the room and the number of people in the 

audience, form one or two rings of horseshoe.  If you require more than two 

rings, put an aisle down the center. 

 

Again, depending upon the number in the audience, pull the horseshoe 

together as much as possible.  Don’t allow the ends of the horseshoe or the 

“hoop” to be very far away. 

 

 

 

 

 

 

 

 

 

         TOO WIDE                            TOO DEEP                            JUST RIGHT 

 

 

Before letting the audience into the room, get a feeling for the real 

attendance you expect.  Then limit the number of seats to about 90% of that.  

It is fine to add chairs as people come late, but it looks like something’s 

wrong if there are any empty chairs. 
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LOGISTICS 

 

 

 

The Front Table 

This is where people will be looking when they come in.  They need to get a 

nice warm feeling. 

 

Drape it with a floor length cloth.  Hotels often have drapes.  Make sure it is 

clean and cloth.  No stained or plastic coverings.  If you supply your own, be 

sure to check each time you finish to see if it needs to be laundered and/or 

pressed. 

 

FLOWERS!  Make sure you have a large bouquet of fresh flowers sitting on 

the table.  Nothing is as warm and inviting as fresh flowers. 

 

Make sure all of your presentation implements are neatly arranged on the 

table.  Keep a supply of extra pencils and applications. 

 

 

The Easel: 

You will be doing a lot of writing and drawing on the easel.  Make sure there 

is enough paper on it.  Make sure that your markers have enough ink in 

them. 

 

If you have some pre-written pages, put them on the first pages.  You can 

easily come back to the front, but you don’t want to have to jump over or 

find them later. 

 

Either have a blank page or a welcome message showing on the easel. 

 

 

Handout Materials: 

If you have a prepackaged handout, put it together with the application on 

the chairs.  Make sure they are neatly put together.  Don’t allow them to be 

haphazard. 

Page 3 
jtmlog.doc 



Page 4 
jtmlog.doc 

LOGISTICS 

 

 

 

Refreshments 

Have an assortment of soft drinks, both diet and regular.  If you can have tea 

and coffee, it is best.  If you can have only one kind of coffee, make it decaf.  

Have an attractive and tempting assortment of cookies.  You want them to 

have a drink and cookie when you talk to them. 

 

Make certain you have enough of everything…Including napkins, cups, 

stirrers, sugar, etc. 

 

Keep the refreshment area neat and attractive.  Pick up any trash left laying 

there.  Make a trash basket available. 

 

 

General Room Issues: 

Temperature:  Keep it on the cool side of comfortable.  About 70ºF. 

Other clutter:  Take away anything extraneous (Hotels are notorious for 

leaving extra tables, TVs, pianos, etc. in the room.) 

Lighting:  You want the light to be intimate, but not romantic.  Make sure 

they can read the easel and that you can see them clearly. 

Windows:  Keep any windows covered.  Close the drapes or the blinds 

completely.  You do not want to compete with anything going on 

outside the window, even if it is just the view. 

Extra chairs:  Keep extra chairs in the room.  Keep them well out of the 

circle where they will not be used by shy people to distance themselves 

from the meeting.  But not outside the room, since you will be adding 

chairs for latecomers. 

 

Set up chairs for the attending managers after the meeting starts.  They 

will be mingling before the meeting starts and will sit outside the circle 

after it begins. 
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JTM Group
Interview Outline

1.1.1.1.1. INSTRUCTORINSTRUCTORINSTRUCTORINSTRUCTORINSTRUCTOR
INTRODUCTION ANDINTRODUCTION ANDINTRODUCTION ANDINTRODUCTION ANDINTRODUCTION AND
BACKGROUNDBACKGROUNDBACKGROUNDBACKGROUNDBACKGROUND

2.2.2.2.2. INTERVIEWINTERVIEWINTERVIEWINTERVIEWINTERVIEW
OBJECTIVESOBJECTIVESOBJECTIVESOBJECTIVESOBJECTIVES

••••• Tell you the complete truth about real
estate.

••••• Give you a chance to learn about the
company.

••••• Give us a chance to get to know who.

••••• Is this the right place and the right time?

3.3.3.3.3. GUESTGUESTGUESTGUESTGUEST
INTRODUCTIONINTRODUCTIONINTRODUCTIONINTRODUCTIONINTRODUCTION

••••• Get to know each student.

••••• Why are you here and who are you?

4.4.4.4.4. QUESTION/MINIQUESTION/MINIQUESTION/MINIQUESTION/MINIQUESTION/MINI
SURVEYSURVEYSURVEYSURVEYSURVEY

••••• What is the average income for a real
estate agent?  $7,000

••••• How many are 100% sure you will be in
real estate 1 year from now?

••••• Write down right now my name, this date
and the $7,000 number and put this
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somewhere you can look back on in 1
year and see that I was the one who told
you the truth.

5.  80/20 RULE IN THE5.  80/20 RULE IN THE5.  80/20 RULE IN THE5.  80/20 RULE IN THE5.  80/20 RULE IN THE
BUSINESSBUSINESSBUSINESSBUSINESSBUSINESS

••••• 13 out of 14 people fail in real estate
before the end of the second year.

••••• There is a huge disparity between those
who succeed and the average.

••••• The decision you make tonight or in the
next few weeks will largely decide
whether you are one of the few who
succeed and the many who fail.

••••• This is a huge problem the industry hasn’t
addressed, ever, nobody.

••••• This company is one of the few to address
it.

.  Real Estate Agent Study

••••• Consulting for large California real estate
company who wanted to expand.
Presented unique opportunity to do a
study or science project or analysis on
the characteristics of successful real estate
agents, to see common factors in the
successful real estate agents.

Results of Study

••••• Could only find one common success
factors, only one.

••••• Stunningly, the data established that the
1 out of 14 who succeeded and
completed their second year in the
business….
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••••• If an agent did not write a contract in the
first 3 months, the odds of succeeding
where 45/1

••••• If an agent did not write a contract in the
first 6 months, the odds were 90/1

••••• If an agent did not write a contract in the
first  9 months, the odds of succeeding
were 700/1

••••• If an agent did not write a contract in the
first 12 months, the odds were 900/1.

Writing a contract does not mean you closed a
transaction and took a check to the bank.  It means
that you got close enough to a buyer who took their
pen out and wrote a contract, gaining the important
confidence that you can do the business.

Full Time Commitment
••••• If you are planning to come into real

estate, the single most important thing is
that you make a full time commitment so
that you don’t make a single mistakesingle mistakesingle mistakesingle mistakesingle mistake.

Because the clock is ticking and you only have so
much time, so it requires a full time commitment.
You can not make a single mistake, let alone one
that is due to time conflicts from other job commit-
ments.

The Journey to Mastery Program (JTM)

••••• The JTM Program is the only program in
the industry and in the country that
addresses the problem of 93% turnover.

••••• The JTM Program reduces the turnover to
40% or 6 out of 10 will succeed instead
of 1 out of 14.
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Characteristics of the Most Likely to Succeed Who
Eventually Fail

••••• The culture in real estate establishes that
the key to success is listings.

••••• Agents should focus on taking listings.

••••• A listing is a contract to go to work.

••••• Other companies will tell you that your
job right now is to take listings.

••••• Those with the highest probability of
success focused on listings, exactly what
the culture in real estate told them to do.

••••• Why would those with the highest
probability to succeed ultimately fail if
they did what they were told to do and
took listings?

Typical Listing Scenario

••••• New agent has the opportunity to take
listing without market knowledge or listing
background.

••••• Seller wants certain price which is above
the market, which agent doesn’t know or
understand.

••••• Agent takes overpriced listing, spends
limited savings in marketing, 90 days
later reduces price, maybe the listing
sells and closes 60 days later, but most
likely never sells before the end of the
listing period and new agent loses listing
to seasoned listing agent.

••••• Agent wastes precious, limited time in
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area that won’t typically produce income
within the limited time agent has to make
money.

••••• Agent gets discouraged in process

••••• Time runs out (family support, financial
resources, personal ego, company
standards, etc.)

••••• Agent fails and leaves the business.

Journey to Mastery Program (JTM)

••••• JTM is for agents who have a high
probability of success

••••• It costs $7,000 to provide the JTM
experience and get a new agent
productive.

••••• If it costs a company $7,000 to train a
new agent, and if 13 out of 14 fail, it
really costs a company $98,000 to train
a new agent to be productive.

Not a single company is in a position to spend that
kind of money.  Therefore nobody spends the money
and companies have largely given up on training.
And the high agent turnover problem continues.

••••• The JTM Program reduces agent turnover
to 40% making the $7,000 per agent
more manageable.

••••• The program is too expensive for people
who are not making a significant
commitment.

An Important Question…. Where Is Your Next Transac-
tion Coming From?
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••••• Ask yourself “Where is your next or first
transaction coming from?”  You should
ask every company with whom you
interview that question.  Not just your first
transaction who might be your friend or
relative, but a stream of transactions that
drive you into production.

••••• Where are the buyers today?

••••• Answer – Real buyers are out driving
around looking at houses.  Many are
looking at open houses.  Some have
agents, some don’t.

••••• Industry tells you the key to success is
listings, listings, listings.  We reviewed
why that is false.  Listing process is too
technical and takes too long.

••••• Industry also tells you that Open Houses
don’t work.  They are mostly for the seller
and don’t produce any real results.

 Some Important Facts…..

••••• Buyers are only asked 2.3% of the time
for an appointment if you call the real
estate office on the phone about a property
or visited an open house.

••••• The average number of people who
attend an open house is 5-10.

••••• How many open houses do you need to
have to get an appointment?  Answer is
10

••••• That’s 10 open houses to get one
appointment.  10 weekends you have to
work to get one appointment.  Not very
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productive or worthwhile.

••••• What if we could change the results by
better training the agent?

••••• What if we could change the results to
60% of contacts to appointments?

••••• What if we reinvented the open house
into a major marketing event, achieving
5 -7 times the results?

••••• What if we generated 25 -35 people and
we make appointments with 60%.

••••• 82% of people who call on an ad or who
come through an open house are going
to do something real estate related within
a 6 -9 month period and you will make
an appointment with 12 of them.

The JTM Buyer Guarantee

••••• We can say that within 6 weeks of
starting in the business, you will have a
Certified Buyer, someone who is real
close to making a decision, a real buyer.
You have to be willing to absolutely
everything we train you to do.

••••• No other real estate company will put
that kind of a guarantee in writing.

••••• We can make that guarantee because of
the JTM Training and Coaching Program.

The JTM Program

••••• The Program is 6 -9 months.  You need
to have 3 buyers sold and 3 listings sold
and closed to graduate and complete the
program
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••••• The company is willing to sponsor High
Probability Candidates under certain
conditions:

••••• Your commission with this company is the
lowest you will get with any other
company.  100% of nothing is nothing.

The Licensing Program Sponsorship

••••• The company is willing to pay the cost of
pre-licensing, or $375 in tuition.  You
pay licensing fee to State of $245.

••••• If we commit to train you, we need to
know you have the money to pay the
State to get licensed.  We hold the check
in trust until you pass your test, at which
time the check goes to the State for your
license.

Paying For Pre-licensing and the JTM Training

••••• For “high probability” candidates, we
have a real easy, low cost approach to
your success.  You enter into two different
Promissory Notes in favor of the company
according to the following terms:

••••• First, you sign a Pre-licensing Promissory
Note in the amount of the licensing
school tuition.  When you complete the
pre-licensing school, pass your test and
get your license, which is our agreement,
the Pre-licensing Note is cancelled and
voided.  If you drop out of the licensing
school or don’t complete the pre-licensing
for any reason, the note is immediately
due and payable.  You must complete the
pre-licensing school and get your license
within 3 months.
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••••• Second, you sign a JTM Promissory Note
in the amount of $1,750 for the cost of
the JTM Training Program.  Once you
have successfully completed the program
and remained with the company for at
least one year, the JTM Promissory Note
is also cancelled and voided.  Also, if
you leave the business for any reason and
do not return to the business for at least
one year, the note is cancelled and
voided.  We want you as a friend and as
a client.  However, if you do not complete
the program for any reason or complete
the program and leave the company for
a competitor within one year of the
program completion, the note is
immediately due and payable.  The only
way this note is enforced is if you go to
a competitor.  If we terminate you from
the program for any reason, we will
forgive the note.  We do not want to
collect the note.  We want to you either
be productive and successful in real
estate with our company or we want you
to be a friend or client.

••••• The terms are very strictly enforced.  We
make a major commitment to your success
and show up every day to do our part.
You are similarly expected to make a
major commitment and show up every
day to do your part.  When everyone
shows up and does their part, real good
things happen.

Pre-licensing School

••••• This is the time to discuss the pre-licensing
process and school arrangement.  Where
is the school, what are the hours, how
quickly can it be completed?

The Next Step
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••••• In spite of this effort to be brutally honest
with you in explaining the many challenges
associated with becoming a productive,
successful real estate agent, how many
of you are interested in further exploring
the possibility of entering the business?

••••• Please write down on a piece of paper
provided to you the telephone number
and exact time to call you tomorrow to
further to confirm a time to get back
together to further pursue this opportunity.

Thank you for your participation tonight.

You and your recruiter should talk to
each and every attendee to thank them
for attending and to obtain their contact
information for the Next Step follow up.
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1.Name___________________________________________________________________________

2. Home Address_____________________________________________________________

3. Home Phone(____)__________ Office Phone(____)__________Email________________________

4.Office____________________________________________________________________________

5. Age______ Birthdate_______/_______/________  Male ❏ Female ❏

6a. Real Estate Experience:  ❏ License ❏ Currently in Real Estate School
 ❏ Ready to take First Step     ❏ Other

6b. Have you graduated from High School? Yes ❏  No ❏
College? Yes ❏ No ❏ Years completed________
Do you hold regular or advanced degrees? Yes ❏ No ❏
Please state them._______________________________________________________

7. What is your present occupation?_____________________________________________________

8. How long have you done this type of work?_________________________________________

Directions for completing this form:
A. Please print clearly.
B. Fill in every space completely.
C. When a question is not applicable, write N/A.

The information requested in this questionnaire is intended to enable you to get the maximum benefit from this
informational group interview and will be used to tailor the program to be more responsive to your individual concerns.
All information will be held in strictest confidence by Platinum Properties GMAC Real Estate and reviewed only by
authorized personnel.

 Information Sheet

Company Name Street/P.O. Box City Zip Code

Street/P.O. Box City State Zip Code

Last Given first              Middle initial Like to be called

Regular Advanced

9. How long have you been in your present job?_______________________________________

10. What was your occupation prior to coming into this business?______________________________

Rev. 07/10/03

Group Recruit Information Sheet.pmd
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11. What are your average earnings per year over the last  three years _______________________________

12. What are your average earnings per month over the last six  months? _____________________________

13. What is your income goal this year?_________________________________________________________

14. What factors influenced your decision to consider a career in real estate?___________________________

________________________________________________________________________________________________________________________________________________________________________________________________________________

15. Describe and/or quantify benefits you wish to derive from a new career:

a. Productivity and/or income____________________________________________________________

          ____________________________________________________________________________________________________

b. Attitude/work habits__________________________________________________________________

          ________________________________________________________________________________________________________

c. Personal life/relationships_____________________________________________________________

         _______________________________________________________________________________________________________

16. If you could get one thing from a new career of this type, what would it be?___________________________

_____________________________________________________________________________________________________________

_____________________________________________________________________________________________________________

CONFIDENTIALITY AGREEMENT:  I understand that what occurs in the course of this interview is a
private and confidential matter between myself and the group.  I agree to keep all materials, forms,
concepts, techniques, and conversations private and strictly confidential.  I certify that I have read and
understand this Confidentiality Agreement and I agree to keep it.

Signature Today's date

Rev. 07/10/03

Group Recruit Information Sheet.pmd
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December 11, 2000

«First» «Last»
«Address1» «Address2»
«City», «State» «Zip»

Dear «First»,

Congratulations on passing your State of (The State Name) real estate license exam! This accomplishment
is your first step toward an exciting and rewarding career in real estate. The type of career you can have with
the proper training and support, the type of career The Journey to Mastery can help you achieve.

(The name of the Company)’ Journey to Mastery program uses a unique system that provides the opportunity
to work hand-in-hand with seasoned sales agents. Participants engage in intensive seminar sessions
integrated into their work; sessions that will give you skills in time-management, prospecting and
networking that turn leads into appointments and appointments into contracts.

Journey to Mastery is a world-class program, created by a national consultant and trainer. It has been designed
to help new licensees become productive in as short a time as possible.  It helps you develop the contacts and
confidence a successful real estate agent needs while learning how to use these tools to your best advantage.

We offer this nationally recognized training program at no cost for qualified individuals who work with and
stay with (The name of the Company).  If you are serious about your new career, call today and schedule an
appointment to learn more about (The name of the Company)’ Journey to Mastery program.

I look forward to your call.

Sincerely,

Rebecca L. Jollay
Director of New Agent Recruiting
(The name of the Company)
555-264-1280 Direct Line
555-933-7885 Cellular
rjollay@Thecompanyrecruiting.com



“When I got my license I was nervous about getting started.  I knew that getting the proper training was going
to be crucial for my success.  (The name of the Company)’ Journey to Mastery program was exactly what I
was looking for.  The support and hands-on training that I am receiving helped me write my first contract
within 30 days in the business.  This program is powerful, insightful, and I would not trade its’ dynamics for
anything in the world.”

Mary Fran McMahon
(The name of the Company) – Chicago Office
New Agent, 1999

“Thanks to (The name of the Company)’ GREAT training program and their support for brand new agents,
I was able to present myself with confidence to the public as a Realtor from my first week in the business.
Five months and four sales later, I am well on my way to building a successful business.  And now, I have
confidence from my OWN experiences.”

Lynn Chamberlin
(The name of the Company) – Evanston Office
New Agent, 1999

“I’m glad I joined the (The name of the Company) firm.  I
especially appreciate the frequent training opportunities, which
are always helpful and supportive.  I am very grateful that agents
relate to each other in a more cooperative than competitive
way.  And, of course, the office is beautiful and comfortable – a
pleasant place in which to work.”

Doris Rudy (a recent graduate from Journey to Mastery)
(The name of the Company) – Evanston Office
New Agent, 1999



Hi Everyone:

This is a request for your help and support!

We are trying to promote agent participation in Prudential Preferred Properties exciting new program created and
developed by our President and CEO, Doug Yeaman.  The Journey to Mastery program provides new agents with
the training and skills set development necessary for their future in the real estate industry.

The Journey to Mastery program is specifically designed to help newly licensed agents become productive as
early as possible.  Our goal is to teach new licensees time-management skills, how to prospect and network,
how to effectively turn leads into appointments, and how to turn appointments into contracts.

Teri Tuffner, our Director of Career Development, is the training manager for the Journey to Mastery program.
She is solely responsible for getting our new licensees up and running, and driving their production.  Teri runs
both a city and North Shore training program to fully cover all of our areas of expertise.

I help people in many different aspects of their new real estate careers, from pre-licensing classes, to bringing direction
to a not-so-directed sales career.  My primary focus is helping people decide if full time real estate is right
for them.  I then take them through all of the necessary steps to obtaining their real estate license.

I would love to work with anyone you know who is thinking of getting into real estate, or who has recently
obtained their license.  Our training program will provide them with the tools necessary to become productive
quickly, and will put them on the road to a successful career in real estate.
I am asking for the names of anyone you know who should be considered for a sponsored career with
Prudential Preferred Properties.

I can be reached at:
rjollay@prupref.com or 312-264-1280.
I look forward to hearing from you soon.

Sincerely,

Rebecca L. Jollay
Director of New Agent Recruiting

“I had been with Coldwell Banker for 9 months before coming to Prudential
Preferred Properties.  I was definitely on my way out of the business.  I learned more
in 2 days with the Journey To Mastery than I had learned the entire 9 months I had
been in the business.”

Lisa Kent, Winnetka Office
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One Liners for New Recruit Mailings
1. A new vision for the real estate profession.  People first.  To learn more,
call Rebecca Jollay at 312-933-7885.

2. A small change in the way you do business can have a major impact in
the business that you do.  To find out how, call Rebecca Jollay at 312-933-
7885.

3. Work smarter, not harder. (With Prudential Preferred Properties).  Call
Rebecca Jollay at 312-933-7885.

4. Open the doorway to new horizons.  Find out how with Prudential Pre-
ferred Properties.  Call Rebecca Jollay at 312-933-7885.

5. Commit to your success.  We’ll teach you how.  Call Rebecca Jollay at
312-933-7885.

6. Top producers speak a different language.  Learn that language at Pru-
dential Preferred Properties.  Call Rebecca Jollay at 312-933-7885.
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