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Conditional
License Agreement

By being trained in or using any of the materials, concepts from and/or trainings titled:  JTM™ , Journey To Mastery™,Journey
to Mastery™ Recruiting, Sales Environment Learning Laboratory™, S.E.L.L.™, Hub Event™, Probing and Committing
Communication™, and Power Presentations™, the related training manuals and other materials (all of the materials, concepts,
trainings, manuals, etc., are hereinafter referred to as the “Quantum Training™ Programs”), you accept the terms of this Agreement
as follows:

1.  Conditional License.  You are granted a non-exclusive license to use the following trademarks, concepts and materials
associated with the Quantum Training™ Programs:  JTM™ , Journey to Mastery™, Journey to Mastery™ Recruiting Manuals,
Sales Environment Learning Laboratory™, S.E.L.L.™, Hub Event™,  Probing and Committing Communication™, and Quantum
Power Presentaions.  You are also granted a conditional non-exclusive license to the use copyright in the video tapes, manuals,
signs or other materials supplied hereunder in connection with the above listed trademarks or the Quantum Training™ Programs,
the information contained in such video tapes, manuals, signs and other materials and the training provided in connection with
the Quantum Training™ Programs.  The above-mentioned trademarks and other Quantum Training™ Program materials are
proprietary and the intellectual property of Douglas M. Yeaman and Quantum Management Systems, Inc. (“Licensor”) and with
your use and training of, you both acknowledge and agree to such.

2. Conditions of License.  a. You, the licensee, are continuously and actively affiliated with the Licensor, in this instance, Douglas
M. Yeaman.  b. You, the licensee, conduct all Quantum Training™ Programs in strict accordance with the trained and instructed
procedures and use any and all Quantum Training™ Program manuals and other materials exactly as directed.  c. That you
personally insure that each and every participant in any Quantum Training™ Program you are the Trainer or Facilitator for has
entered into an applicable Conditional License Agreement/s as a condition of their participation.  d. The inclusion of any part
of the Quantum Training™ Programs or variation of the Quantum Training™ Programs into other non-Quantum company
programs is only made after obtaining specific written authorization from Licensor.

3.  Proprietary Rights and Obligations.  The Quantum Training™ Programs trademarks, copyrights, structure, organization,
information, material, trainings, processes and manuals are owned by and the property of Licensor and are protected by United
States copyright laws and international treaty provisions.  You agree not to make or have made, or permit to be made, any copies
of videotapes, manuals, signs or other Quantum Training™ Programs materials, or any portions thereof except as specifically
authorized in writing.  You agree not modify, adapt, translate, reverse, disassemble or create derivative works based on, but not
limited to: the video tapes, manuals, signs or other Quantum Training™ Program materials.  Trademarks shall be used in
accordance with accepted trademark practices.

It is your responsibility to make sure that persons involved in the delivery or direct management of the Quantum Training™
Programs do so strictly in accordance with terms of this Agreement.  You shall further agree to not disclose the content of the
Quantum Training™ Programs to anyone other than as authorized in the Quantum Training™ Program materials.  In addition,
you agree that any use of the Quantum Training™ Programs materials must conform to the provisions set forth in the Quantum
Training™ Program materials. You also agree to not train nor disclose information about the training nor allow anyone to
participate in the training where the purpose is to export the training to a use outside of his or her own personal business and
in a non-training and non-plagiarizing capacity.

4.  Assignment.  Your rights granted under this Agreement may not be assigned in whole or in part to anyone.

5.  Termination.  Your rights under this Agreement shall automatically terminate without notice if you do not comply with the
conditions of the license granted hereunder or if the.  Otherwise, your rights under this Agreement are effective until terminated
by either party for any reason upon written notice and shall continue exclusively at the discretion of Licensor.  Upon termination
of this Agreement for any reason, you will destroy Quantum Training™ Programs original materials, related materials and any
copies of such and shall cease all use of the trademarks and discontinue the Quantum Training™ Programs, related trainings
and procedures or any variation thereof. You agree to provide documented proof of such destruction and an affidavit of disposal.

6.  Entire Agreement.  You acknowledge that you have read this Agreement, understand it and that it is the complete and exclusive
statement of the agreement between Licensor and you relating to the subject matter of this Agreement, and that your obligations
under this Agreement shall inure to the benefit of Licensor, whose rights are being licensed under this Agreement.  No variation
of the terms of this Agreement will be enforceable against Licensor unless Licensor gives its express consent in writing.  In the
event of enforcement action by Licensor, you agree to pay all attorney’s fees and court costs.

             Licensor                                                                                licensee

By:

Name:

Its:

Date:

683859

By:

Name:

Its:

Date:

License for Trainers and Recruiters
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Conditional
License Agreement

By being trained in or using any of the materials, concepts from and/or trainings titled:  JTM™ , Journey To Mastery™,Journey
to Mastery™ Recruiting, Sales Environment Learning Laboratory™, S.E.L.L.™, Prestige Home Tour™, Hub Event™, Probing
and Committing Communication™, and Quantum Power Presentaions, the related training manuals and other materials (all of
the materials, concepts, trainings, manuals, etc., are hereinafter referred to as the “Quantum Training™ Programs”), you accept
the terms of this Agreement as follows:

1.  Conditional License.  You are granted a non-exclusive license to use the following trademarks, concepts and materials
associated with the Quantum Training™ Programs:  JTM™ , Journey to Mastery™, Journey to Mastery™ Recruiting Manuals,
Sales Environment Learning Laboratory™, S.E.L.L.™, Hub Event™,  Probing and Committing Communication™, and Quantum
Power Presentaions.  You are also granted a conditional non-exclusive license to the use copyright in the video tapes, manuals,
signs or other materials supplied hereunder in connection with the above listed trademarks or the Quantum Training™ Programs,
the information contained in such video tapes, manuals, signs and other materials and the training provided in connection with
the Quantum Training™ Programs.  The above-mentioned trademarks and other Quantum Training™ Program materials are
proprietary and the intellectual property of Douglas M. Yeaman and Quantum Management Systems, Inc. (“Licensor”) and with
your use and training of, you both acknowledge and agree to such.

2. Conditions of License.  a. You, the licensee, are continuously and actively affiliated with the Licensor, in this instance, Douglas
M. Yeaman.  b. You, the licensee, conduct all Quantum Training™ Programs in strict accordance with the trained and instructed
procedures and use any and all Quantum Training™ Program manuals and other materials exactly as directed.  c. That you
personally insure that each and every participant in any Quantum Training™ Program you are the Trainer or Facilitator for has
entered into an applicable Conditional License Agreement/s as a condition of their participation.  d. The inclusion of any part
of the Quantum Training™ Programs or variation of the Quantum Training™ Programs into other non-Quantum company
programs is only made after obtaining specific written authorization from Licensor.

3.  Proprietary Rights and Obligations.  The Quantum Training™ Programs trademarks, copyrights, structure, organization,
information, material, trainings, processes and manuals are owned by and the property of Licensor and are protected by United
States copyright laws and international treaty provisions.  You agree not to make or have made, or permit to be made, any copies
of videotapes, manuals, signs or other Quantum Training™ Programs materials, or any portions thereof except as specifically
authorized in writing.  You agree not modify, adapt, translate, reverse, disassemble or create derivative works based on, but not
limited to: the video tapes, manuals, signs or other Quantum Training™ Program materials.  Trademarks shall be used in
accordance with accepted trademark practices.

It is your responsibility to make sure that persons involved in the delivery or direct management of the Quantum Training™
Programs do so strictly in accordance with terms of this Agreement.  You shall further agree to not disclose the content of the
Quantum Training™ Programs to anyone other than as authorized in the Quantum Training™ Program materials.  In addition,
you agree that any use of the Quantum Training™ Programs materials must conform to the provisions set forth in the Quantum
Training™ Program materials. You also agree to not train nor disclose information about the training nor allow anyone to
participate in the training where the purpose is to export the training to a use outside of his or her own personal business and
in a non-training and non-plagiarizing capacity.

4.  Assignment.  Your rights granted under this Agreement may not be assigned in whole or in part to anyone.

5.  Termination.  Your rights under this Agreement shall automatically terminate without notice if you do not comply with the
conditions of the license granted hereunder or if the.  Otherwise, your rights under this Agreement are effective until terminated
by either party for any reason upon written notice and shall continue exclusively at the discretion of Licensor.  Upon termination
of this Agreement for any reason, you will destroy Quantum Training™ Programs original materials, related materials and any
copies of such and shall cease all use of the trademarks and discontinue the Quantum Training™ Programs, related trainings
and procedures or any variation thereof. You agree to provide documented proof of such destruction and an affidavit of disposal.

6.  Entire Agreement.  You acknowledge that you have read this Agreement, understand it and that it is the complete and exclusive
statement of the agreement between Licensor and you relating to the subject matter of this Agreement, and that your obligations
under this Agreement shall inure to the benefit of Licensor, whose rights are being licensed under this Agreement.  No variation
of the terms of this Agreement will be enforceable against Licensor unless Licensor gives its express consent in writing.  In the
event of enforcement action by Licensor, you agree to pay all attorney’s fees and court costs.

             Licensor                                                                                licensee

By:

Name:

Its:

Date:

683859

By:

Name:

Its:

Date:

License for Trainers and Recruiters
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The first purpose of Action Monday’s is for new Account Representa-
tives to go over the past week’s schedule.  Be acknowledged for what
they did complete and be “held accountable” for what they did not
complete.  (See Accountability Script)  Being held accountable is not
a punishment but a privilege.   Having someone to take the time to give
feedback to the person stuck and not seeing what they scheduled,
clearly for their best interest, how it could have been accomplished and
getting that support is truly a gift.

At 9:00 you will meet with your Team Leaders.  You will be running this
group and being the model for how they will run their group for that
morning.  You will be reviewing their past weeks schedule holding
accountable and reviewing next weeks schedule (this should have
been made out in advance).   You will determine which “Cluster Group”
they will go to after team break.  Have them write their name in
appropriate group as each person is completed.
This should last 45 minutes with a 15 minute break so all is ready for
the 10:00 meeting.

The room is set in horseshoe (see Ideal Room Setup).

Warm greeting to all and proceed with wins and struggles.  This allows
for them to share their experiences of the week and learn from each
other.  This will go 10:00 to 10:45.
You may see the need to spend 10 to 15 minutes in this time frame to
review a training piece depending on what has come up in your
morning group or something that has been shared that morning.

They will now break into their individual teams.   It will be determined
by the results of this past week what “Cluster Group” they will go to after
the break.  The Team Leader will direct each person after review of
schedule to go to cluster sign up sheet to sign name under group they
will go to after break.   You will walk room and listen in on groups to see
how they are doing.  This will last 10:45 to 11:20.  Then 15 minute
break.

Back from break – break into Clusters.

Action Monday
Managers Introductory Overview
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Action Monday
Timeline and Forms Overview

9:00 to 9:45 ACTION MONDAY MANAGER RUNS MEETING WITH TEAM LEADERS9:00 to 9:45 ACTION MONDAY MANAGER RUNS MEETING WITH TEAM LEADERS9:00 to 9:45 ACTION MONDAY MANAGER RUNS MEETING WITH TEAM LEADERS9:00 to 9:45 ACTION MONDAY MANAGER RUNS MEETING WITH TEAM LEADERS9:00 to 9:45 ACTION MONDAY MANAGER RUNS MEETING WITH TEAM LEADERS
As their team leader you fill out:
 TEAM LEADER’S CLUSTER REPORT & EXCEPTIONS LIST

(You will have determined which Cluster Group they will join after  the
Team Meeting and have them write it on the group list on wall.)

Team members attach to their file completed:
WEEKLY SCHEDULE (filled out for next week)
ACCOUNT REPRESENTATIVE REPORT (filled out with current
information)

(Make sure room is re-set for start of meeting in horseshoe)

9:45 to 10:00 BREAK for Team Leaders9:45 to 10:00 BREAK for Team Leaders9:45 to 10:00 BREAK for Team Leaders9:45 to 10:00 BREAK for Team Leaders9:45 to 10:00 BREAK for Team Leaders

10:00 SHARP ACTION MONDAY BEGINS

10:00 to 10:45 WARM UP AND WINS & STRUGGLES
(Paperwork my NOT be done in the room! after it starts!!!)

10:45 to 11:20 TEAM LEADERS MEET WITH THEIR TEAMS
Team Leaders conduct their group just like you did with them at 9:00.
(With the exception of Prospect Certification)  Team Leader will
complete TEAM LEADER’S CLUSTER REPORT & EXCEPTION
LIST

They will, at the end of their meeting, have determined which Cluster
Group each will be coming back    to after break and have them write
in on the appropriate group page.  They also attach their Weekly
Schedule and Account Representative Report in their folder.)
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Action Monday
Timeline and Forms Overview

11:20 to 11:35 BREAK

11:35 to 12:25 CLUSTER GROUP MEETING

People not meeting standard come back after lunch for TRIAGE.  The
standard being: 0, 1 and 2 groups always go to Triage.  If someone has
been in group 3 or 4 for more than 3 weeks in a row without movement
then they go to Triage.  No one in group 5 is required to go to Triage and
may leave after Cluster Meeting.

LUNCH BREAK (Manager determines time: 1hr to 1 ½ hours)

1:30 (or as determined)  TRIAGE
To last 1 ½ to 2 hours.

Action Monday Manager to fill out:Action Monday Manager to fill out:Action Monday Manager to fill out:Action Monday Manager to fill out:Action Monday Manager to fill out:

• MANAGER’S CLUSTER REPORT ANASYSIS & EXCEPTION

LIST REPORT.

•  Manager to complete computer spreadsheet for Doug & Ellaine

Yeaman.

These 2 reports are to be E-Mailed to Doug.  Cluster Report by
Tuesday after Action Monday.  The spreadsheet by Friday of that week
to be E-mailed to both Doug and Ellaine’s individual E-mails.
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Action Monday OverviewAction Monday OverviewAction Monday OverviewAction Monday OverviewAction Monday Overview

I Set UpI Set UpI Set UpI Set UpI Set Up

Room set up is chevron style which may be modified to accommodate the size of the
group. The room requires 2 flip charts and 3 training tables to be set as follows  (please
see the diagram on page 17).

1. Trainer Table Supplies1. Trainer Table Supplies1. Trainer Table Supplies1. Trainer Table Supplies1. Trainer Table Supplies
a. Clock
b. Clip board
c. Markers
d. Calculator
e. Jelly Beans
f. Dictionary
g. Handouts
h. Water pitcher and water glass
i. Coffee for trainer

2. Supply Table Supplies2. Supply Table Supplies2. Supply Table Supplies2. Supply Table Supplies2. Supply Table Supplies
a. Schedules
b. Reports
c. Sign up board for Hub Event™
d. Sign up board for any training during the week

3. Water Table3. Water Table3. Water Table3. Water Table3. Water Table
a. This table should have water and tissues only – no coffee or  food

allowed in a training room. There may be occasions or times that other
audio video equipment is utilized and a screen may be set up behind
the training table. Audio equipment, such as a microphone may be
necessary in groups in excess of 100. Please verify with trainer to his/
her specific preferences in this matter.

II Good MorningII Good MorningII Good MorningII Good MorningII Good Morning

It is recommended that name tags and accountability folders are set up for each new
recruit when coming on board with the program. These files will be utilized to track the
attendance, contacts and production of the new Account Representative. These files are
used at all trainings or meeting with the recruit and are kept in a traveling file cabinet for
the trainer(s) to monitor the progress new Account Representatives.

1. File Set up1. File Set up1. File Set up1. File Set up1. File Set up
a. A manila file folder with prongs is recommended to keep papers neat

and organized and to reduce the likelihood of paper loss

Action Monday
Managers Overview
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i. The left side of the file folder is reserved for schedules – each week a new
schedule is simply filed on top of the previous weeks time manage-
ment, this allows both the trainer and the Account Representative a
history of time management at their fingertips

ii. The right side of the file folder is reserved for the weekly report – again
the new report is simply filed on top of the hold report putting a history
of contacts and achievements at fingertips.

iii. The permanent training nametag for each Account Representative is
attached to the outside of the folder and Account Representatives are
asked to re-attach the tag at the end of each training. The files are then
re-filed and ready for the next event.

2. Manage nametags not lists – by having2. Manage nametags not lists – by having2. Manage nametags not lists – by having2. Manage nametags not lists – by having2. Manage nametags not lists – by having
a.  2 identical bins for file storage you may easily take attendance of your

group. When the training event begins, simply remove the original bin
that you brought the accountability files in and replace it with an empty
bin. When the Account Representatives leave the training event, they
will place their files into the new bin and the files returned will be the
files of the attendees, any file not returned will simply be marked
absent, you will need to double check this with the files still in the 1st
bin for verification purposes.

3. The supply table in the registration area – this3. The supply table in the registration area – this3. The supply table in the registration area – this3. The supply table in the registration area – this3. The supply table in the registration area – this
a. table will have whole punches to attach pages to files, schedules,

reporting sheets, certified prospectforms and other forms necessary in
the processing of the media transaction. The Account Representatives
should be directed to have schedules and reports filled out prior to
coming into the training room. Of course we do need to get themup to
speed the first couple of weeks and someone will need to be standing
by to offer assistance to any new Account Representatives.

III Welcome – The opening of each action Monday will begin by a fewIII Welcome – The opening of each action Monday will begin by a fewIII Welcome – The opening of each action Monday will begin by a fewIII Welcome – The opening of each action Monday will begin by a fewIII Welcome – The opening of each action Monday will begin by a few
minutes of sharing wins and areas where Account Representatives
feel that they need support. This is something that needs to be done to
allow a free and open communication style to develop among the
Account Representative to  Account Representative relationships and
the Account Representative to trainer relationship.

1. Wins –1. Wins –1. Wins –1. Wins –1. Wins –
Account Representatives take an opportunity to discuss wins be they

Action Monday
Managers Overview
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at an Hub Event™ or the bell going off in their head allowing them to
see the next relevant step in their journey as media Account Represen-
tatives. This is something that corners can not be rounded on and the
environment must be very uplifting and supportive encouraging every-
one with an issue to add to participate.

2. 2. 2. 2. 2. StrugglesStrugglesStrugglesStrugglesStruggles – – – – – Or Challenges (NOT LOSSES) Or Challenges (NOT LOSSES) Or Challenges (NOT LOSSES) Or Challenges (NOT LOSSES) Or Challenges (NOT LOSSES)
 this is also important, it allows the Account Representative to see and
learn from his/her fellow Account Representative’s struggles. This
portion of the morning is kept very limited and the topics should have
outcomes that many people can learn from and not be too individual
specific.

IV Morning Training –IV Morning Training –IV Morning Training –IV Morning Training –IV Morning Training –
the morning training is a very broad training that can help an Account
Representative, no matter their stage of development. It could be
something like working on Tip analysis or working through the theory
of jelly bean jar management. This should be a segment that lasts
approximately 30 minutes or less.

V Break into Teams & Clusters –V Break into Teams & Clusters –V Break into Teams & Clusters –V Break into Teams & Clusters –V Break into Teams & Clusters –

1. Break into Teams –1. Break into Teams –1. Break into Teams –1. Break into Teams –1. Break into Teams –
are a peer to peer feedback session with session monitors observing
and adding input, the purpose of these groups is to graduate into the
next section. When an individual moves through all sections, he/she
should be complete with the program and be in holding for any
transaction to close.

     Morning Break 15 minutesMorning Break 15 minutesMorning Break 15 minutesMorning Break 15 minutesMorning Break 15 minutes

2. Break into Clusters –2. Break into Clusters –2. Break into Clusters –2. Break into Clusters –2. Break into Clusters –

a. The breakout  groups are divided into 5 sections and then sub-groups
may be created from the sections depending on the size of the master
group

i. Group 0 – New Account Representatives - This is specifically
directed to new Account Representatives who have no appoint-
ments and have yet to complete basic skill modules to move into the
next group. Focus is on scripts and oriientation items.

ii. Group 1 – No appointments. This group is directed towards helping
Account Representatives schedule more appointments. This group
is focused on driving business to them with vehicles such as Hub
Event™ their sphere of influence, getting their name out and
showing that they are actively working in media. Focus is on
scheduling Hub Events™and setting up Jelly Bean Jar for lead

Action Monday
Managers Overview



Page 10

J T
T M

Action Monday Managers Manual ver 4.pmd

follow-up; mastering scripts! Hub Events™are scheduled here and
everyone has one!

iii. Group 2 – One to three appointments – this group continues to
look for more appointments; thus driving their business. Discus-
sions center around networking and Hub Events™and making
sure these are scheduled and getting leads and appointments.
Focus is on scheduling and running Hub Events™™; better script
mastery! Run them better and make more appointments.

iv. Group 3 – Less than six appointments – this group works to raise
the  appointments and the focus is generally Jelly Bean Jar and
following up on past leads from Hub Events™™;may include
scheduling another Hub Event™ or buttoning down leads to ap-
pointments. Focus is on more appointments.

v. Group 4 – Six or more Appointments – this group works to create
prospects from their appointmens. The focus is on probing and
making sure the appointments are with real people.

vi. Group 5 – Three  or more certified prospects – this group works
to certify their prospects; looking for input on bringing their pros-
pects to the end of the certification process and having a contract in
place. Discussions are around re-certifying prospects and re-
probing appointments for potential prospects that have not written
contracts. Focus in getting contracts written; they are exempt from
running Hub Events™™.

VII BreakVII BreakVII BreakVII BreakVII Break
Lunch BreakLunch BreakLunch BreakLunch BreakLunch Break

VIII TriageVIII TriageVIII TriageVIII TriageVIII Triage
Triage is an opportunity for Account Representatives who need special

coaching to
receive the assistance they need. It is a hands on small group
training that tackles subjects that are important in growing your
business such as Appointment Making Workshop. These sessions
last approximately 1 ½ to 2 hours.

Two Groups evolve after time management:
1) Appointment work.
2)Probing work.

Action Monday
Managers Overview
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ACCOUNTABILITY SCRIPTACCOUNTABILITY SCRIPTACCOUNTABILITY SCRIPTACCOUNTABILITY SCRIPTACCOUNTABILITY SCRIPT

Start with welcome and acknowledgment, high-
toned and friendly:
“Good morning! Good to see you!
Before you go in to the training room, I have a few ques-
tions to ask you. This process is an important part of the
training.  It is designed to help you get full value from the
program.
1. First: Did you make commitment to be here on time? (If
question is not answered directly, be understanding and
friendly, and ask question again.
If question needs to be asked three times, refer to appropri-
ate item on foundation.
2. Next question: Did you keep that commitment?
(Again, if questions is not answered directly, be understand-
ing and friendly, and ask  question again.)
3.  Next: Could you have kept the commitment, make sure
you recieve a clear yes, this is how they take responsiblilty
for the result of their commitment.  If you do not recieve a
clear yes ask them again “could you have kept your commit-
ment to be here on time?”  stay with them until you recieve
a clear yes!
4. Now: What would have to happen for you to be here on
time from now on?
(Support participant in identifying the relevant steps he/she
could take to be on time).
5. Good! Will you re-commit to being here on time? (If the
answer is not clear “Yes”, go back to question #3.)  (When
the answer is a clear “Yes”, go on to next part of script.)
Terrific! Thank you for your commitment.
You see, the training is designed to help you get more of
what you want in your life, by making and keeping commit-
ments.  These questions weren’t meant to make you feel
bad or guilty, but rather to help you to get the most out of
the training.
Do you feel all right about the process we went through? (If
not a clear “Yes”, probe briefly and help them let go.
When the answer is a clear “Yes”, go on to next part of
script.) Your not bad or wrong.  Your just what?  Late!
Right!

MANAGER'S HOUSE KEEPING
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The purpose of Cluster Groups is to receive support on moving forward with theThe purpose of Cluster Groups is to receive support on moving forward with theThe purpose of Cluster Groups is to receive support on moving forward with theThe purpose of Cluster Groups is to receive support on moving forward with theThe purpose of Cluster Groups is to receive support on moving forward with the
immediate goal being to advance to the next group.immediate goal being to advance to the next group.immediate goal being to advance to the next group.immediate goal being to advance to the next group.immediate goal being to advance to the next group.

In the beginning each group is led by a company experienced Account
Representative that is participating in the program by supplying Hub
Events™ and that are trained on how to support participants in the JTM
process.  On start up these groups may started with company manag-
ers.  Once you start to have graduated JTM Account Representatives
they are the ideal leader to volunteer to support these groups.  The
advantage to the graduated JTM Account Representative is that it
keeps you fresh in the training environment and in the commitment
environment.  Also when you give to others good things come back to
you.

Group 0Group 0Group 0Group 0Group 0
As new Account Representatives enter the program they stay approxi-
mately 2 weeks in this group to get through the checklist for the basics
in office orientation, operation and getting set up to work.  They
“graduate” from this group when they have completed the list.  This
group is usually run by someone in the administration staff.

Groups 1 through 4 are detailed in manual.Groups 1 through 4 are detailed in manual.Groups 1 through 4 are detailed in manual.Groups 1 through 4 are detailed in manual.Groups 1 through 4 are detailed in manual.

Group 5 is run by Action Manager.  This is where new Prospects are Certified orGroup 5 is run by Action Manager.  This is where new Prospects are Certified orGroup 5 is run by Action Manager.  This is where new Prospects are Certified orGroup 5 is run by Action Manager.  This is where new Prospects are Certified orGroup 5 is run by Action Manager.  This is where new Prospects are Certified or
prospects in process are re-Certified.prospects in process are re-Certified.prospects in process are re-Certified.prospects in process are re-Certified.prospects in process are re-Certified.

*Participants may be in two groups.  Say they only have 1 appointment
but they have 1 certified prospect.  They would go to group 2 (1-3
appointments) and then to group 5 to have the one prospect certified.

Action Monday
Managers Overview
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The purpose of Cluster Groups is to receive support on moving forward with theThe purpose of Cluster Groups is to receive support on moving forward with theThe purpose of Cluster Groups is to receive support on moving forward with theThe purpose of Cluster Groups is to receive support on moving forward with theThe purpose of Cluster Groups is to receive support on moving forward with the
immediate goal being to advance to the next group.immediate goal being to advance to the next group.immediate goal being to advance to the next group.immediate goal being to advance to the next group.immediate goal being to advance to the next group.

Objective for each participant in Cluster Group is:  “Objective for each participant in Cluster Group is:  “Objective for each participant in Cluster Group is:  “Objective for each participant in Cluster Group is:  “Objective for each participant in Cluster Group is:  “How am I going to get to theHow am I going to get to theHow am I going to get to theHow am I going to get to theHow am I going to get to the
next group up?”next group up?”next group up?”next group up?”next group up?”

Time allotted for Cluster Groups is approximately 1hour.Time allotted for Cluster Groups is approximately 1hour.Time allotted for Cluster Groups is approximately 1hour.Time allotted for Cluster Groups is approximately 1hour.Time allotted for Cluster Groups is approximately 1hour.

A.  GROUP 0 – NEW ACCOUNT REPRESENTATIVEA.  GROUP 0 – NEW ACCOUNT REPRESENTATIVEA.  GROUP 0 – NEW ACCOUNT REPRESENTATIVEA.  GROUP 0 – NEW ACCOUNT REPRESENTATIVEA.  GROUP 0 – NEW ACCOUNT REPRESENTATIVE
As new Account Representatives enter the program they stay approxi-
mately 2 weeks in this group to get through the checklist for the basics
in office orientation, and getting set up to work.  They “graduate” from
this group when they have completed the list.  This group is usually run
by someone in the administration staff.

ACTION:   Focus is on scripts and orientation items.  This group always
comes back after lunch break for TRIAGE.

B.  GROUP 1 – NO APPOINTMENTSB.  GROUP 1 – NO APPOINTMENTSB.  GROUP 1 – NO APPOINTMENTSB.  GROUP 1 – NO APPOINTMENTSB.  GROUP 1 – NO APPOINTMENTS
This group is directed towards helping Account Representatives
schedule more appointments.  This group is focused on driving busi-
ness to them with vehicles such as Hub Event™, their sphere of
influence, getting their name out and showing that they are actively
working in media.

ACTION:  Focus is on scheduling Hub Events™ and setting up Jelly
Bean Jar for lead follow-up and mastering scripts!  Hub Events™are
scheduled here and everyone has one. This group always comes back
after lunch break for TRIAGE.

C. GROUP 2 – ONE TO THREE APPPOINTMENTSC. GROUP 2 – ONE TO THREE APPPOINTMENTSC. GROUP 2 – ONE TO THREE APPPOINTMENTSC. GROUP 2 – ONE TO THREE APPPOINTMENTSC. GROUP 2 – ONE TO THREE APPPOINTMENTS
This group continues to look for more appointments; thus driving their

Action Monday
Cluster Group Overview
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Action Monday
Cluster Group Overview

business.  Discussions center around networking and Hub Events™
and making sure these are scheduled and getting leads and  appoint-
ments.

ACTION:  Focus is on scheduling and running Hub Events™, better
script mastery!  Run them better and make more appointments. This
group will come back after lunch break for TRIAGE.

D. GROUP 3 – LESS THAN SIX APPOINTMENTSD. GROUP 3 – LESS THAN SIX APPOINTMENTSD. GROUP 3 – LESS THAN SIX APPOINTMENTSD. GROUP 3 – LESS THAN SIX APPOINTMENTSD. GROUP 3 – LESS THAN SIX APPOINTMENTS
This group works to raise the appointments and the focus is generally
Jelly Bean Jar and following up on past leads from Hub Events™; may
include scheduling another Quantum Home Tour or buttoning down
leads to appointments.

ACTION:  The focus is on more appointments.  This group will
comeback after lunch for TRIAGE.

E. GROUP 4 – SIX OR MORE APPOINTMENTSE. GROUP 4 – SIX OR MORE APPOINTMENTSE. GROUP 4 – SIX OR MORE APPOINTMENTSE. GROUP 4 – SIX OR MORE APPOINTMENTSE. GROUP 4 – SIX OR MORE APPOINTMENTS
This group works to create prospects from their appointments.

ACTION:  The focus is on probing and making sure the appointments
are with real people (prospects or sellers).  Does not have to come back
from lunch with 6 or more appointments.  If they have been in this group
2  weeks with out converting 1 or more to certified prospects the are to
attend TRIAGE for more training.

F. GROUP 5 – THREE OR MORE CERTIFIED PROSPECTSF. GROUP 5 – THREE OR MORE CERTIFIED PROSPECTSF. GROUP 5 – THREE OR MORE CERTIFIED PROSPECTSF. GROUP 5 – THREE OR MORE CERTIFIED PROSPECTSF. GROUP 5 – THREE OR MORE CERTIFIED PROSPECTS
This group works to certify their prospects; looking for input on bringing
their prospects to the end of the certification process and having a
contract in place.  Discussions are around re-certifying prospects and
re-probing appointments for potential prospects that have not written
contracts.

ACTION:  Focus in getting contracts written; they are exempt from
running Hub Events™.   This group does not have to return after lunch.
They are doing business.
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Standard for being in afternoon Standard for being in afternoon Standard for being in afternoon Standard for being in afternoon Standard for being in afternoon Triage:Triage:Triage:Triage:Triage:

0,1,2 & 3 groups will always be in afternoon Triage group for further
practice and reinforcement.  If someone has been in group 3 or 4
without movement forward then they are to participate with the Triage
group to work on skill sets they need to move forward. Group 5 is
always done after Cluster meeting and does not come.

The people coming back after lunch break are the ones not meeting
standard.  This is not punishment but extra assistance in practice
sessions to break through where they are stuck right now.

They breakdown into two basic groups:They breakdown into two basic groups:They breakdown into two basic groups:They breakdown into two basic groups:They breakdown into two basic groups:

#1.  APPOINTMENTS:#1.  APPOINTMENTS:#1.  APPOINTMENTS:#1.  APPOINTMENTS:#1.  APPOINTMENTS:
If they are not making enough appoints to have prospects they are
working on appointment making skills.  Problem solving on where they
are failing to connect with potential clients.  Are they not connecting on
Hub Events™ – practice on Hub Event™ scripts and asking to simply
drop by to deliver “stuff”.  Practice on ASKING for the appointment.
They break down in small groups of 2 or 3 and practice with each other
or having one observer to make comments and suggestions.

If their appointments are not showing up work on confirm scripts.

#2.  PROSPECTS:#2.  PROSPECTS:#2.  PROSPECTS:#2.  PROSPECTS:#2.  PROSPECTS:
They have prospects but they are not buying in a timely manner.  They
work on PROBING-PROBING-PROBING.  They need to be more
confident and connect better with prospect in the initial probing ses-
sion.  Again they break down in small groups of 2 or 3 and practice with
each other or having one observer to make comments and sugges-
tions.

You will be going to each group dropping in where appropriate for
comments and suggestion as well.  Being responsible for the whole
groups progress.  If it requires taking time  to bring the whole groups
attention to re-emphasise training piece do it.  You are responsible for
them getting to their next phase.

These sessions should last approximately 1 ½ to 2 hours.These sessions should last approximately 1 ½ to 2 hours.These sessions should last approximately 1 ½ to 2 hours.These sessions should last approximately 1 ½ to 2 hours.These sessions should last approximately 1 ½ to 2 hours.

Action Monday
Triage Overview
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TEAM LEADER'S CLUSTER REPORT &
EXCEPTION LIST

Section I Attendance
Number of people in cluster _____ Names of no shows
Number present _____ 1. ___________________________
Number Late/Still coming _____ 2. ___________________________
Number no show _____ 3. ___________________________
Total (Must balance) _____ 4. ___________________________

5. ___________________________

Section II Results People not making standard
Number of contracts begun _____ 1. ___________________________
Number of contracts signed _____ 2. ___________________________
Number of new clients taken _____ 3. ___________________________

4. ___________________________
5. ___________________________

5 min

Section III Time Management People off of TM System
Yes No 1. ___________________________
� � Check to see Rep is using system 2. ___________________________
� � Check monthly calendar (scheduled events) 3. ___________________________
� � Daily work planner for every day worked 4. ___________________________
� � Logging P I N's 5. ___________________________
� � Check "I" time (15-20 hrs) 6. ___________________________
� � Check "P" time (10-15 hrs) 10 min

Section IV Review Week
 � Write all "real" leads on "Certified Prospect Checklist" collected during week & put into file

Lead name
Phone number
Address
Account Representative's name
Hub Event™ name

    � Prepare all new prospects for Prospect Certification group
    � Re-Certify all Certified Prospects and prepare for Certification group

10 min

Name_____________________

Date____________________
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Section V Analysis
Identify  Which Group  Individualswill be going People not  inviting to Hub Events™
Hub Events™ invites _____ 1. ___________________________
Media kits handed  out _____ 2. ___________________________
Invitations handed out _____ 3. ___________________________
Appointments made _____ 4. ___________________________
Certified Prospects _____ 5. ___________________________

Assign to Cluster Group  ① ➁ ➂ ➃ ➄ (Schedule to Triage Group)

Names of people with no appointments           People with appts but no   Certified Prospects
1. _________________________________ 1. _________________________________
2. _________________________________ 2. _________________________________
3. _________________________________ 3. _________________________________
4. _________________________________ 4. _________________________________
5. _________________________________ 5. _________________________________

Group 1 Group 2
Work 1:1 on phone script Work 1:1 on Probing
These Sections are filled out in Cluster Groups

Section VI Plan of Action - to set minimum 4 appointments for week
1.  Each person uses their Weekly Schedule  for Monday.
2.  Look at each lead & plan next step.
3.  Look at each prospect to see what has to happen to put needs analysis or  presentation together.
4.  Verify that each individual is using appointment technology.
5.  Review how to handle Hub Event™ leads.
6.  Make sure appointments are showing up or need confirming calls.
7.  Role making appointments. 30 min

Section VII Taking Action People needing special attention
1.  Direct to leave and commit to complete action. 1.____________________________
2.  Work with to complete calls & take action 2.____________________________
3.  Purpose of Action Monday™ is to line up week 3.____________________________

*Set 4-6 appointments to drop by/probe 4.____________________________
* Have 3 Certified Prospects 5.____________________________
* Set 2 appointments for formal presentation
* Write 1 contract

5 min

TEAM LEADER'S CLUSTER REPORT &
EXCEPTION LIST (cont'd)
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/                    /
SECTION ISECTION ISECTION ISECTION ISECTION I ATTENDANCE (circle one)

Present Hiatus        Unexcused

SECTION IISECTION IISECTION IISECTION IISECTION II TIME MANAGEMENT
Weekly Schedule

Tip Analysis

20 Hours Prospecting

6 Appointments

Hub Events™ Scheduled

SECTION IIISECTION IIISECTION IIISECTION IIISECTION III ACTIVITY
Hub Events™held:

Names & phone numbers collected:

Number of appointments from Hub Event™:

Number of  Drop By appointments for Hub Event™:

Total Number of appointments:

Number of new clients/prospects this week (list):

1. Name: Phone: Address: Source:

2. Name: Phone: Address: Source:

3. Name: Phone: Address: Source:

4. Name: Phone: Address: Source:

5. Name: Phone: Address: Source:

6. Name: Phone: Address: Source:

Number of Listing Presentations Made:

Number of Certified Prospects™ total (list):

1.

2.

3.

4.

5.

6.

SECTION IIISECTION IIISECTION IIISECTION IIISECTION III RESULTS
Number of new contracts open this week:

Number of contracts open total:

ACCOUNT REPRESENTATIVE
REPORT

©1999 COMMITMENT TECHNOLOGY INSTITUTE
All Rights Reserved
AGNTRPRT

AGNTRPRT QHT01-11   9/99

ACCOUNT REPRESENTATIVE NAME:

DATE:MENTOR :

❑

❑

❑

❑

❑
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                Prospect/Phone    Type    Day     Time    Next Step   Day   Time   Next Step

DateDateDateDateDate

 7:00

 8:00

 9:00

10:00

11:00

12:00

 1:00

 2:00

 3:00

 4:00

 5:00

 6:00

 7:00

 8:00

 9:00

OFFICE:

ACCOUNT
REPRESENTATIVE
NAME:

WEEK BEGINS:

WEEKLWEEKLWEEKLWEEKLWEEKLY SCHEDULEY SCHEDULEY SCHEDULEY SCHEDULEY SCHEDULE

©1999 COMMITMENT TECHNOLOGY INSTITUTE
All Rights Reserved
WKLY SCHD QHT WKLY SCHD QHT           9/99

SUMMARY OF LAST WEEK:SUMMARY OF LAST WEEK:SUMMARY OF LAST WEEK:SUMMARY OF LAST WEEK:SUMMARY OF LAST WEEK:
   # of Hub Events™™_____ #Leads_____ #Drop by_____#Probes_____ #Write offer _____#Open Contracts______ # Closed Contracts______

TIP ANALYSIS:TIP ANALYSIS:TIP ANALYSIS:TIP ANALYSIS:TIP ANALYSIS:    #T_______%P_______%I_______%N_______Avg. Hrs. Day_______Avg. N hrs Day_______

Monday Tuesday Wednesday Thursday Friday Saturday Sunday

1
2
3

 Scheduled Hub Event™ Addresses             Date        Time

1

2

3

4

5

6

7

8
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Let me review with you how I work.  I don’t work with every potential
prospect, but the prospects I do engage with, MUST be committed to
producing results.

PHASE ONE - PROSPECT INTERVIEW

YES      NO WE HAVE AGREED:
❑ ❑ 1. To have all decision makers present in person.
❑ ❑ 2. To spend at least 45 minutes in interview.
❑ ❑ 3. To come to an agreement on what you're

    looking for.
(1) _________________________________
(2) _________________________________
(3) __________________________________

❑ ❑ 4. That I am your exclusive Account Representative
and I represent     you.

❑ ❑ 5. (Prospects agreement attached)
❑ ❑ 6. That you will be Pre-Approved by___________

     for $___________________.
❑ ❑ 7. That you are prepared to buy now.
❑ ❑ 8. Date/time of next appointment.

_________________________________________
❑ ❑ 9. That we will be in communication.
❑ ❑ 10. Prospect is prepared to make  a  decision on

      property and to make an offer.

PHASE TWO - SHOWING PROPERTY

Again, I don’t work the way most Account Representatives do.
I only want to show you properties that are meaningful and fit
your needs.

❑ ❑ 1. Pre-write offer and have on clipboard before
    showing property.

❑ ❑ 2. Show 3 properties.
❑ ❑ 3. Bring back to office for debriefing.
❑ ❑ 4. Write offer.(Go to 3A)
❑ ❑ 5. Re-interview to redefine needs and identify

    where communication broke down.(Go to 3B)

PHASE 3A- SHOWING PROPERTY
❑ ❑ 1. Pre-write offer and have on clipboard.
❑ ❑ 2. Present offer.
❑ ❑ 3. Countered.
❑ ❑ 4. Accepted.
❑ ❑ 5. Set financing appointment and give completed

     file to contract specialist.

PHASE 3B-SHOWING PROPERTY
❑ ❑ 1. Re-establish

needs_______________________
❑ ❑ 2. Identify what got in the way ________________
❑ ❑ 3. Show 3 properties.

(1)______________________________________
(2)______________________________________
(3)______________________________________

❑ ❑ 4. Bring back to office for debriefing.
❑ ❑ 5. Write offer.

    (Go to 4A)
❑ ❑ 6. Make appointment with manager  (date/time)

____________________________(Go to 4B)

PHASE FOUR4A - MANAGEMENT SUPPORT
❑ ❑ 1. Pre-write offer and have on clipboard.
❑ ❑ 2. Present offer.
❑ ❑ 3. Countered.
❑ ❑ 4. Accepted.
❑ ❑ 5. Set financing appointment and give completed

    file to contract specialist.

PHASE 4B-MANAGEMENT SUPPORT

❑ ❑ 1. Re-establish relationship with manager present.
❑ ❑ 2. Identify what got in the way with managers

assistance.
❑ ❑ 3. Show 3 properties.

(1) __________________________________
(2) __________________________________
(3) __________________________________

❑ ❑ 4. Bring back to office for debriefing.
❑ ❑ 5. Write offer.(Go to 5A)
❑ ❑ 6. Discontinue working with prospect.(Go to 5B)

PHASE 5A
❑ ❑ 1. Present offer.
❑ ❑ 2. Countered.
❑ ❑ 3. Accepted.
❑ ❑ 4. Set financing appointment and give completed

     file to contract specialist.

PHASE 5B
❑ ❑ 1. Help prospect understand that he/she is not a

prospect     now. Establish when
they are.

❑ ❑ 2. Put on follow-ups and mailing list.

PROSPECT
SOURCE:

Hub Event™...............a
Floorcall.....................b
Jelly Been Jar.............c
Cold Call....................d
Farm..........................e
Mailout........................f
Community.................g

For Company

Prospect Date acquired

Date called Appointment Date:

Hub Event™ Address

Work phone ( ) Home phone ( )

COMMITTED PROSPECT
CHECKLIST

©1999 COMMITMENT TECHNOLOGY INSTITUTE
All Rights Reserved
BYRCHKLST

BYRCHKLST QHT03-11  9/99
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EXCLUSIVE PROSPECT
RELATIONSHIP AGREEMENT

In exchange for you as an Account Representative/broker company, working to find a
property for me, I agree to work exclusively with you, to the exclusion of any other broker/
company and Account Representative, for a period of       days.  Also, I understand that
you may present offers on my behalf for property offered as “For Sale By Owner”.

I understand that I may continue to look at other properties, Hub Events™, and responding
to advertisements provided that I inform other parties that I am currently employing you as
my Account Representative/broker company and will identify you as my exclusive Ac-
count Representative.

As the Account Representative under this agreement, I understand that you will provide
me with available information on all properties requested by me that are obtained by: 1)
seeing any other properties listed and not listed, 2) any Hub Events™ and advertise-
ments, and, 3) property listed as "For Sale By Owner".  You, as my Account Representa-
tive/broker company, agree to represent me and my interests.

Business Cards Provided

Prospects Date

Account Representative

Broker
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Action Monday Report
1. Total Account Representatives in JTM

______
2. Total New Pended Transactions ______
3. Total New Listings ______

Section I Cluster Reports And Team Analysis
1.  Review Account Representative Reports.
2.  Identify 'no-shows" and set appointment to meet in group.
3.  Identify Account Representatives who are dropping behind and schedule for Triage
4.  Insure Hub Events™and are scheduled and in place
5.  Schedule Account Representatives into phone evening and insure "right" people are

there.
Completed

Section II Report on Action Monday™
1.  Assign Hub Event™ signs and fliers.
2.  Report average appointments/Account Representative (Group 1+) probing/drop bys

3.  Report total number of Account Representatives with 6 appointments+

4.  Report total number Account Representatives with Certified Prospects

5. Report total number of Certified Prospects in JTM™

6.  Report total number of Account Representatives below standard and getting notice

MANAGER'S ACTION MONDAY™ REPORT,
 ANALYSIS & EXCEPTION LIST

Section III Report on Production

1.  Report all Account Representatives with 3 Certified Prospects

2. Report all Listings Taken   Account Representatives           Property
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Section III Report on Production (Cont'd)

TRANSACTIONS OPENED THIS WEEK:
Date Date

Property Address Client Price B, S, S/B Lender Contract Title Opened Target

TRANSACTIONS EXTENDED OR MODIFIED:
New

Property Address Client Target Date Other Changes

TRANSACTIONS FELL OUT:
Property Address Client Reason for Failure

TRANSACTIONS CLOSED:
Property Address Client Date Closed

(B) Buying
Account Repre-
sentative, (S)
Selling Account
Representative,
(S/B) Both

MANAGER'S ACTION MONDAY™ REPORT,
 ANALYSIS & EXCEPTION LIST
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Section III Report on Production (Cont'd)

MANAGER'S ACTION MONDAY™ REPORT,
 ANALYSIS & EXCEPTION LIST

TRANSACTIONS CLOSED:
Property Address                              Client                               Price  Date Closed

Comments:
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Team Report
SAMPLE TEAM LEADERS REPORT FROM TEAM MEETINGS
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SCHEDULE
SAMPLE MANAGERS SCHEDULE OF THE DAY
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MANAGERS
ACTION MONDAY TIMELINE
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SET-UP &
SUPPLIES
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Ideal Room Setup
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SUPPLIES NEEDED

1.  Conference room

2.  Flip Chart with Paper

3.  Chairs

4.  Hub Event™ inventory

5.  Room and Directional Signs

6.  Fliers/invitations (Stock supply, write in address)

7.  JTM Cluster and Account Representative Reports

8.  Pencils

9.  Clock

10. OT&M forms

11. Garbage can

12. Phone scripts

13. Air conditioning (69 degrees)

14. Kleenex

15. Weekly schedule - Certified Prospect Checklists et
al

16. Clipboard

17. Training Check list, Outline and Timeline

18. Cluster paper w names from last week on wall

19. List of Hub Events™and Company invitational events
available for scheduling

20. One Appointment a Day Poster, "Posted"
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See
Action

Monday
Workshop

Manual
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