
Exhibit J – Training Programs 

Part 1:  Programs in our New Office Development Series 

A.  TRACS (Training Rookies About Core Skills) 

Shown below are the Tables of Contents for the five modules of the TRACS Onboarding 

Program, which is used during New Office Development to teach new franchise owners the core 

methodology of the placement process.  This content is covered via multiple platforms (reading, 

online, on the job activities, webinars & face to face) and is the primary focus of the first 30 days 

of the training process.    
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The following is a list of our franchised Management Recruiters (MR), 
Sales Consultants (SC), and OfficeMates 5 (OM). Some of the Sales 
Consultants offices share premises with Management Recruiters offices. 
 
 

 




























