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·1· · · · · · · · DEPOSITION OF ROXANE ROMANS

·2· · · · · · · · · · · JANUARY 24, 2018

·3

·4· · · · · · · · · · · ·ROXANE ROMANS,

·5· · having been first duly sworn, testifies as follows:

·6

·7· · · · · · · · · · · · EXAMINATION

·8· ·BY MR. MARK:

·9· · · · Q· · Good afternoon, Ms. Romans.

10· · · · A· · Good afternoon.

11· · · · Q· · My name is Etan Mark.· I represent the

12· ·plaintiffs in this case.· I am going to be asking you

13· ·some questions today; okay?

14· · · · A· · Okay.

15· · · · Q· · Have you been deposed before?

16· · · · A· · Yes.

17· · · · Q· · Okay.· How many times, approximately?

18· · · · A· · Three.

19· · · · Q· · When was the last time you were deposed?

20· · · · A· · To the best of my recollection, maybe about

21· ·three, four years ago.

22· · · · Q· · Okay.· Do you want me to run through the

23· ·ground rules for today?

24· · · · · · ·MR. MARK:· Mr. Drooks, you want me to run

25· ·through the grounds rules?



·1· · · · · · ·MR. DROOKS:· Up to you.

·2· · · · · · ·MR. MARK:· Okay.

·3· · · · Q· · There is somebody transcribing everything

·4· ·that we say today.· So I would ask that you please

·5· ·provide verbal responses.· A shake of the head, a nod

·6· ·is not going to be recorded.

·7· · · · A· · Yes.

·8· · · · Q· · To the extent I ask a question that you

·9· ·don't understand, please ask me to rephrase it, and I

10· ·will be happy to do that.

11· · · · A· · Thank you.

12· · · · Q· · If you answer a question, I am going to

13· ·assume that you understand it; okay?

14· · · · A· · Okay.

15· · · · Q· · If at any point you want to take a break,

16· ·feel free to ask and I will be happy to accommodate

17· ·you.

18· · · · · · ·I would ask that if there is a question

19· ·pending, you answer the question.· Then you could take

20· ·a break.· Okay?

21· · · · A· · Thank you.

22· · · · Q· · Sure.

23· · · · · · ·What is your home address, please?

24· · · · A· · 4500 Via, V-I-A, Marina, No. 203, in

25· ·Marina Del Rey, California 90292.



·1· · · · Q· · And your work address?

·2· · · · A· · My work address -- sorry, I don't recall.

·3· ·We moved recently.

·4· · · · Q· · Okay.

·5· · · · A· · Our building, it is in Torrance.

·6· · · · Q· · It's in Torrance?

·7· · · · A· · Yes, on 190th.

·8· · · · Q· · Do you work in the same building as

·9· ·Ms. Ramirez?

10· · · · A· · Yes -- no.· Sorry, no.

11· · · · Q· · No.

12· · · · · · ·Okay.· Are you under any medication that

13· ·would impact your ability to testify truthfully or

14· ·completely today?

15· · · · A· · No.

16· · · · Q· · What did you do to prepare for today's

17· ·deposition?

18· · · · · · ·And I don't want to hear about any

19· ·conversations you have had with your attorneys, other

20· ·than that.

21· · · · A· · Reviewed my declarations.

22· · · · Q· · Okay.· Did you review the exhibits that were

23· ·attached to the declaration, as well?

24· · · · A· · Yes.

25· · · · Q· · What is your title at Herbalife?



·1· · · · A· · The senior director of Member Policy

·2· ·Administration.

·3· · · · Q· · And that's for which company?

·4· · · · A· · Herbalife International of America, Inc.

·5· · · · Q· · What are your responsibilities as a senior

·6· ·director of Member Policy Administration?

·7· · · · A· · My current responsibilities are developing

·8· ·strategies that relate to our member policies and

·9· ·member materials and departmental operations.

10· · · · Q· · Did you say departmental --

11· · · · A· · Operations.

12· · · · Q· · -- operations?

13· · · · · · ·So what does that mean, developing strategy

14· ·relating to member policies and member materials?

15· · · · · · ·What -- on a day-to-day basis, what does

16· ·that mean?

17· · · · A· · So, basically, coming up with ideas on how

18· ·to improve either our materials that include

19· ·distributor policies or the policies themselves or the

20· ·way we do the work in our department.

21· · · · Q· · And what is your department?

22· · · · A· · Member Policy Administration.

23· · · · Q· · How many employees are in that department?

24· · · · A· · It's a worldwide department, but in the

25· ·U.S., we have seven employees, including myself.



·1· · · · Q· · Are you the head of the department in the

·2· ·U.S.?

·3· · · · A· · Yes.

·4· · · · Q· · Who do you report to?

·5· · · · A· · Pamela Jones Harbor.

·6· · · · Q· · Harbor?

·7· · · · A· · H-A-R-B-O-R.

·8· · · · Q· · And what is her title?

·9· · · · A· · She is the senior vice president, legal

10· ·officer of privacy and worldwide compliance.

11· · · · Q· · Are you an attorney?

12· · · · A· · No.

13· · · · Q· · Do you hold any graduate degrees?

14· · · · A· · No.

15· · · · Q· · Are you generally familiar with the member

16· ·policies and member materials?

17· · · · A· · Yes.

18· · · · Q· · Okay.· And what falls into that description,

19· ·member policies and member materials?· What documents

20· ·are we talking about?

21· · · · A· · So numerous documents:· Our rule book, our

22· ·member application and other agreements and materials

23· ·that we post online, advisories.

24· · · · Q· · Post online on myherbalife.com?

25· · · · A· · Correct.



·1· · · · Q· · When you said "the rule book," is that the

·2· ·same as the Rules of Conduct?

·3· · · · A· · Yes.

·4· · · · Q· · And the "member application," is that the

·5· ·same thing as the Application for International

·6· ·Distributorship?

·7· · · · A· · Correct.

·8· · · · Q· · If I use those phrases interchangeably

·9· ·today, you understand what I mean?

10· · · · A· · Yes.

11· · · · Q· · I might say, "rule book."· I say might say,

12· ·"Rules of Conduct."· I mean the same thing when I --

13· · · · A· · Yes.

14· · · · Q· · Okay.· I will try to use your vernacular,

15· ·though.

16· · · · · · ·Are you responsible for updating these

17· ·documents?

18· · · · A· · Yes.

19· · · · Q· · And what is the process, usually, for

20· ·updating these documents?

21· · · · A· · My department becomes aware that there is a

22· ·need to either update a current rule or add an

23· ·additional rule, and we facilitate that happening.

24· · · · Q· · How does your department become aware of the

25· ·need to update the rules?



·1· · · · A· · Generally, from our other business partners

·2· ·within the company.

·3· · · · Q· · "Other business partners," meaning other

·4· ·employees of Herbalife or --

·5· · · · A· · Yes, perhaps, from the legal department or

·6· ·other departments within Herbalife.

·7· · · · Q· · Okay.· Okay.· How many times has Herbalife

·8· ·amended the member application?

·9· · · · A· · Numerous times.

10· · · · Q· · Well, are you aware of what version of the

11· ·member application is currently in effect?

12· · · · A· · To the best of my recollection, it is

13· ·Version 48.

14· · · · Q· · And does that mean Herbalife's amended it 48

15· ·times?

16· · · · · · ·MR. DROOKS:· Um-hmm.

17· ·BY MR. MARK:

18· · · · Q· · You can answer.

19· · · · A· · No.

20· · · · Q· · So -- so just -- I did not mention this in

21· ·the ground rules.· I apologize.· There is going to be

22· ·sometimes where your counsel is going to be objecting

23· ·to my questions because they are, for whatever reason,

24· ·not good questions.

25· · · · · · ·Unless he instructs you not to answer, I



·1· ·would ask that you answer the question.· Okay?

·2· · · · A· · Okay.

·3· · · · Q· · So -- so you said that, no, Version 48 does

·4· ·not mean that it was amended 48 times.

·5· · · · · · ·Can you explain that?

·6· · · · A· · Sure.

·7· · · · · · ·The -- the versioning of our materials

·8· ·occurs between the printer and our Creative Services

·9· ·Department.· So there are times where maybe they have

10· ·skipped a numbering versioning.· Sometimes that

11· ·happens to a line -- our Spanish version of an

12· ·application and our English version of an application

13· ·or sometimes -- I don't know exactly the reason; but

14· ·something happens between the printing company and our

15· ·Creative Services Department.

16· · · · · · ·So just because it is Version 48, doesn't

17· ·necessarily reflect that it has been changed 48 times.

18· · · · Q· · Okay.

19· · · · A· · I wouldn't know without studying how many

20· ·times.

21· · · · Q· · And the same thing, same question for the

22· ·Rules of Conduct, do you know what version,

23· ·approximately, you were on on the Rules of Conduct?

24· · · · A· · Today, I believe it is Version 34D.

25· · · · Q· · Okay.· Do you know how many times the Rules



·1· ·of Conduct have been amended?

·2· · · · A· · No.· Numerous times.

·3· · · · Q· · More than 30?

·4· · · · A· · I wouldn't know without studying that.

·5· · · · Q· · So -- so -- well, let's take a step back.

·6· · · · · · ·We are currently on Version 48 of the

·7· ·application; right?

·8· · · · A· · Yes.

·9· · · · Q· · Are we on Version 48 of the Spanish

10· ·application, as well?

11· · · · A· · They should align.· I believe that they do

12· ·at this time.

13· · · · Q· · Okay.· And Version 34D of the Rules of

14· ·Conduct, is it also up to Version 34D of the Spanish

15· ·versions of the Rules of Conduct?

16· · · · A· · I believe so at this time.

17· · · · Q· · And are those rules identical, say, for the

18· ·language?· In other words, the translation?

19· · · · A· · Yes.

20· · · · Q· · So you don't know how many times the

21· ·application has been amended?

22· · · · A· · Correct.

23· · · · Q· · Do you know approximately how many times it

24· ·has been amended?

25· · · · A· · No.



·1· · · · Q· · And Rules of Conduct, you don't know how

·2· ·many times that has been amended?

·3· · · · A· · No.

·4· · · · Q· · Do you know approximately how many times it

·5· ·has been amended?

·6· · · · A· · No.

·7· · · · Q· · There is varying terminology that I have

·8· ·seen in the Rules of Conduct and the application,

·9· ·distributor, member and customer?

10· · · · A· · Yes.

11· · · · Q· · Do you know what each of those terms means

12· ·in the context of those documents?

13· · · · A· · Yes.

14· · · · Q· · Can you tell me?

15· · · · A· · Sure.

16· · · · · · ·So our distributor relates to an individual

17· ·who entered into an application in order to do the

18· ·business, which means purchase the products either for

19· ·their personal use or for resale, and to recruit

20· ·others to do the same.

21· · · · Q· · Okay.

22· · · · A· · A member is an individual who entered into a

23· ·contract simply to obtain a discount on our products

24· ·for personal use.· They do not do the business.

25· · · · Q· · Okay.



·1· · · · A· · And a customer relates to an individual that

·2· ·is purchasing a product from a distributor.

·3· · · · Q· · Okay.· And that's currently the way those

·4· ·words are used; right?

·5· · · · A· · Correct.

·6· · · · Q· · Is that a fairly recent change?

·7· · · · · · ·MR. DROOKS:· Lacks foundation.

·8· ·BY MR. MARK:

·9· · · · Q· · Do you know?· In other words --

10· · · · · · ·MR. DROOKS:· It still lacks foundation.

11· ·BY MR. MARK:

12· · · · Q· · Okay.· You can answer.

13· · · · A· · Can I ask you to rephrase the question?

14· · · · Q· · Sure.· Yeah, that's fine.

15· · · · · · ·This difference between distributor and

16· ·member that you just outlined, has it always been that

17· ·way at Herbalife?

18· · · · A· · Yes.

19· · · · Q· · Did it used to mean the same thing,

20· ·distributor/member?

21· · · · A· · No, it has never meant the same thing.

22· · · · Q· · Okay.

23· · · · A· · But it wasn't -- it wasn't defined that way

24· ·in our materials.

25· · · · Q· · It used to be defined a different way in



·1· ·your materials?

·2· · · · A· · We used to simply use the term

·3· ·"distributor."

·4· · · · Q· · I see.· So the term "member" is a new term

·5· ·for Herbalife?

·6· · · · A· · Yes.

·7· · · · Q· · Okay.· And distributor, what a distributor

·8· ·means in the old way that Herbalife used it?

·9· · · · A· · Distributor was a person that entered into

10· ·an agreement --

11· · · · Q· · Regardless of --

12· · · · A· · -- with Herbalife.

13· · · · Q· · Regardless of whether the product was solely

14· ·for personal consumption or to pursue a business

15· ·opportunity?

16· · · · A· · Correct.

17· · · · Q· · And at a certain point, there was a decision

18· ·to create these two different categories?

19· · · · A· · Correct.

20· · · · Q· · Do you know when that was done?

21· · · · A· · To the best of my recollection, it was in

22· ·2013 or '14.

23· · · · Q· · Okay.· So not all -- not all members are

24· ·distributors today?

25· · · · A· · Correct.



·1· · · · Q· · But all distributors are members?

·2· · · · A· · All distributors are members -- can you say

·3· ·that again?

·4· · · · Q· · Sure.

·5· · · · · · ·Distributors can both pursue the business

·6· ·opportunity and also purchase the product for personal

·7· ·consumption; right?

·8· · · · A· · Correct.

·9· · · · Q· · It can be both?

10· · · · · · ·Whereas members only are obtaining it to --

11· ·are only purchasing the product to obtain the discount

12· ·for personal consumption?

13· · · · A· · Correct.

14· · · · Q· · Okay.· And what is the approximate split

15· ·today of Herbalife distributors versus members?

16· · · · A· · I am not aware of that figure.

17· · · · Q· · Are there more distributors or more members?

18· · · · A· · I would be speculating.· I don't know.

19· · · · Q· · Okay.· I don't want you to speculate.

20· · · · · · ·The Rules of Conduct, do those apply to both

21· ·distributors and members?

22· · · · A· · The Rules of Conduct apply to distributors.

23· ·Members don't do the business.

24· · · · Q· · So the Rules of Conduct do not apply to

25· ·members?



·1· · · · A· · Not the Rules of Conduct, no.

·2· · · · · · ·MR. MARK:· Okay.· I am going to hand you a

·3· ·document that we will mark as Exhibit 3.

·4· · · · · · ·(Exhibit 3 marked.)

·5· · · · · · ·THE WITNESS:· Can I grab my glasses?

·6· · · · · · ·MR. MARK:· Of course.

·7· · · · Q· · Okay.· Have you seen this document before?

·8· · · · A· · Yes, I have.

·9· · · · Q· · Can you identify it for me, please?

10· · · · A· · This is my declaration.

11· · · · Q· · You signed it?

12· · · · A· · Yes, I did.

13· · · · Q· · And you agree with the statements contained

14· ·therein?

15· · · · A· · Yes, I do.

16· · · · Q· · You didn't write this declaration; did you?

17· · · · A· · No, I didn't.

18· · · · Q· · Did you make any changes to the declaration

19· ·once you received it?

20· · · · A· · Yes, I did.

21· · · · Q· · What were the changes that you made?

22· · · · A· · I don't specifically recall what the changes

23· ·were, but if there was anything that I verified

24· ·that -- if there was a discrepancy, then I made that

25· ·change.



·1· · · · Q· · Okay.· Now, there came a certain point in

·2· ·which you signed a supplemental declaration; correct?

·3· · · · A· · Yes.

·4· · · · Q· · Okay.· And why did you do that?

·5· · · · A· · I believe it was for clarification purposes

·6· ·about the printing of one of our rule books.

·7· · · · · · ·MR. MARK:· I will hand you a document that

·8· ·we will mark as Exhibit 4.

·9· · · · · · ·THE WITNESS:· Thank you.

10· ·BY MR. MARK:

11· · · · Q· · Can you identify that document for me,

12· ·please?

13· · · · · · ·(Exhibit 4 marked.)

14· · · · · · ·THE WITNESS:· Yes, this is the supplemental

15· ·declaration that I signed.

16· ·BY MR. MARK:

17· · · · Q· · So the reason you signed the supplemental

18· ·declaration is because the wrong version of the rules

19· ·was attached to the first declaration with respect to

20· ·Exhibit C?

21· · · · A· · I believe that was the case.

22· · · · Q· · Okay.· But other than that, everything in

23· ·your first declaration marked as Exhibit 3 is correct?

24· · · · A· · Yes, correct.

25· · · · Q· · These applications or distributor agreements



·1· ·that we are talking about, how are those maintained by

·2· ·Herbalife?

·3· · · · A· · Those are maintained online.

·4· · · · Q· · Are there hard copies kept of any of the

·5· ·distributor applications?

·6· · · · A· · I believe with regard to paper applications,

·7· ·there are paper records, and to the best of my

·8· ·knowledge, the online applications are maintained, you

·9· ·know, online.

10· · · · Q· · Is there a system at Herbalife that

11· ·maintains those applications?

12· · · · A· · Yes.

13· · · · Q· · What is it called?

14· · · · A· · I -- I can't respond to that because

15· ·technology may have advanced since -- since I knew

16· ·what we used to use.

17· · · · Q· · Well, I am asking today.

18· · · · A· · I wouldn't know the name of the system

19· ·today.

20· · · · Q· · So do you know today how online applications

21· ·are maintained at Herbalife?

22· · · · A· · They are maintained online.

23· · · · Q· · But you don't know how -- you don't know how

24· ·they get there or who is responsible for maintaining

25· ·them?



·1· · · · A· · I know that the records department scans

·2· ·paper applications and uploads them into a system, an

·3· ·online system.· I don't know the name of that system.

·4· · · · Q· · And what about the -- what about the

·5· ·applications that are completed online, how are those

·6· ·maintained at Herbalife?

·7· · · · A· · Those are, to my knowledge, maintained

·8· ·online.

·9· · · · Q· · How do you know that?

10· · · · A· · Because we have access to those applications

11· ·online.

12· · · · Q· · But you don't know the name of the system

13· ·you have to access to get the applications?

14· · · · A· · Correct.

15· · · · Q· · Do you, in the regular course of your

16· ·business, access the applications online?

17· · · · A· · No.

18· · · · Q· · When was the last time you went online to

19· ·access an application?

20· · · · A· · Years.

21· · · · · · ·MR. MARK:· Okay.· Well, I am going to hand

22· ·you a series of documents that we will mark as

23· ·Exhibits, I guess, 5 through 11, maybe.

24· · · · · · ·So the first one I am going to hand you is

25· ·attached as Exhibit M to your declaration.



·1· · · · · · ·(Exhibit 5 marked.)

·2· ·BY MR. MARK:

·3· · · · Q· · Have you seen this document before?

·4· · · · A· · Yes, I have.

·5· · · · Q· · Okay.· So this document has been marked as

·6· ·Exhibit 5.· Can you identify, please, what that

·7· ·document is?

·8· · · · A· · Yes, this is a membership application for

·9· ·Felix Valdez.

10· · · · Q· · What is the date of that application?

11· · · · A· · The date the member signed the application?

12· · · · Q· · Yes.

13· · · · A· · Is June 14th of 2008.

14· · · · · · ·MR. MARK:· Hand you a document that we will

15· ·mark as Exhibit 6 -- well, before I move on to that,

16· ·I'm sorry.

17· · · · Q· · Exhibit 5, you will agree with me, that is

18· ·the same document that was attached as Exhibit M to

19· ·your declaration?

20· · · · A· · Exhibit M being the English translation

21· ·of --

22· · · · Q· · So look at your declaration, which is --

23· · · · A· · Oh, I see it.· It is here, sorry.

24· · · · · · ·MR. DROOKS:· You don't have the exhibits

25· ·attached to the declaration; do you?



·1· · · · · · ·MR. MARK:· Well, I want her to confirm that

·2· ·that is the document.

·3· · · · · · ·MR. DROOKS:· Well, then you need to give her

·4· ·the declaration with the exhibits, so she could match

·5· ·them up to make sure that they have not been changed.

·6· · · · · · ·MR. MARK:· Okay.

·7· · · · · · ·MR. DROOKS:· If you are representing that

·8· ·you --

·9· · · · · · ·MR. MARK:· I am.

10· · · · · · ·MR. DROOKS:· -- are offering it to her, I

11· ·have no reason to dispute it.

12· · · · · · ·MR. MARK:· That's fine.

13· · · · Q· · So look at not the supplemental declaration,

14· ·the original, the other declaration, okay, and if you

15· ·look at paragraph 16.

16· · · · · · ·So I am representing to you that Exhibit 5

17· ·is Exhibit M to your declaration.

18· · · · A· · That's correct.

19· · · · Q· · Okay.

20· · · · · · ·MR. MARK:· I am going to hand you Exhibit 6.

21· · · · · · ·THE WITNESS:· Thank you.

22· · · · · · ·(Exhibit 6 marked.)

23· ·BY MR. MARK:

24· · · · Q· · Can you identify, please, what Exhibit 6 is?

25· · · · A· · This is a distributor application from Izaar



·1· ·Valdez.

·2· · · · Q· · What is the date of that, please?

·3· · · · A· · The date signed was June 14th, 2008.

·4· · · · Q· · Okay.· And if you look at paragraph 17 of

·5· ·your declaration, and I am going to represent to you

·6· ·that the document marked as Exhibit 6 was Exhibit N to

·7· ·your declaration.· Okay?

·8· · · · A· · Yes, that's correct.

·9· · · · · · ·MR. MARK:· Hand you a document that we will

10· ·mark --

11· · · · · · ·MR. DROOKS:· If you represent to us that you

12· ·have taken an exhibit with a letter on it from

13· ·Ms. Romans' declaration and you're now marking it with

14· ·a number, we are not going to dispute that.

15· · · · · · ·MR. MARK:· Okay.

16· · · · · · ·MR. DROOKS:· You don't need to have her

17· ·physically compare them.

18· · · · · · ·MR. MARK:· Okay.· But I am going to be

19· ·marking each of the applications, so --

20· · · · · · ·MR. DROOKS:· That's fine.

21· · · · · · ·MR. MARK:· -- as separate exhibits.

22· · · · · · ·THE REPORTER:· That's 7.

23· · · · · · ·(Exhibit 7 marked.)

24· ·BY MR. MARK:

25· · · · Q· · Okay.· Have you seen that document before?



·1· · · · A· · Yes.

·2· · · · Q· · What is it?

·3· · · · A· · It's a distributor application submitted by

·4· ·Patricia Rodgers.

·5· · · · Q· · What is the date of that application,

·6· ·please?

·7· · · · A· · June 23rd, 2010.

·8· · · · Q· · I am going to represent to you that that is

·9· ·attached as Exhibit I to your declaration.· Okay?

10· · · · A· · Okay.

11· · · · · · ·MR. MARK:· Handing you what has been marked

12· ·as Exhibit 8.

13· · · · · · ·(Exhibit 8 marked.)

14· · · · · · ·THE WITNESS:· Thank you.

15· ·BY MR. MARK:

16· · · · Q· · Have you seen that document before?

17· · · · A· · Yes, I have.

18· · · · Q· · Can you identify it, please?

19· · · · A· · A distributor application submitted by

20· ·Jennifer Loken.

21· · · · Q· · And what is the date of that document?

22· · · · A· · February 14th, 2011.

23· · · · Q· · I am going to represent to you that that was

24· ·attached as Exhibit K to your declaration.· Okay?

25· · · · A· · Okay.



·1· · · · · · ·THE REPORTER:· That is 9.

·2· · · · · · ·MR. MARK:· Exhibit 9.· Handing you what has

·3· ·been marked as Exhibit 9.

·4· · · · Q· · Can you identify that for me, please?

·5· · · · · · ·(Exhibit 9 marked.)

·6· · · · · · ·THE WITNESS:· A distributor application

·7· ·submitted by Izaar Valdez.

·8· ·BY MR. MARK:

·9· · · · Q· · What is the date of that, please?

10· · · · A· · March 22nd, 2013.

11· · · · Q· · Do you recognize that document?

12· · · · A· · Yes.

13· · · · Q· · And I will represent to you that was

14· ·attached as Exhibit O to your declaration.· Okay?

15· · · · A· · Thank you.

16· · · · · · ·MR. MARK:· Handing you what we will mark as

17· ·Exhibit 10.

18· · · · · · ·(Exhibit 10 marked.)

19· ·BY MR. MARK:

20· · · · Q· · Can you identify that document, please?

21· · · · A· · A distributorship application submitted by

22· ·Cody Pyle.

23· · · · Q· · What is the date of that, please?

24· · · · A· · 7/7/2014.

25· · · · Q· · And have you seen that document before?



·1· · · · A· · Yes, I have.

·2· · · · Q· · And I will represent to you that was

·3· ·attached as Exhibit L to your declaration.

·4· · · · A· · Thank you.

·5· · · · · · ·MR. MARK:· Last, but not least, Exhibit 11.

·6· · · · · · ·(Exhibit 11 marked.)

·7· ·BY MR. MARK:

·8· · · · Q· · Have you seen that document before?

·9· · · · A· · Yes, I have.

10· · · · Q· · What is it?

11· · · · A· · A distributorship application submitted by

12· ·Jennifer Lavigne.

13· · · · Q· · Have you seen that document before?

14· · · · A· · Yes, I have.

15· · · · Q· · What is the date of it, please?

16· · · · A· · December 2nd, 2014.

17· · · · Q· · Okay.· I will represent to you that was

18· ·attached as Exhibit J to your declaration.· Okay?

19· · · · A· · Thank you.

20· · · · Q· · So when we were talking about how were these

21· ·documents maintained by Herbalife, you stated that

22· ·some are maintained in hard copy and some are

23· ·maintained electronically; is that correct?

24· · · · · · ·MR. DROOKS:· Mischaracterizes the testimony.

25



·1· ·BY MR. MARK:

·2· · · · Q· · You can answer.

·3· · · · A· · I think what I stated was paper applications

·4· ·are scanned into our online system, and online

·5· ·applications are, obviously, directly input into the

·6· ·system.

·7· · · · Q· · Are original paper applications maintained

·8· ·at Herbalife, as well?

·9· · · · A· · Yes.

10· · · · Q· · Okay.· So the paper applications are

11· ·maintained in both the hard copy form and electronic

12· ·form?

13· · · · A· · Yes.

14· · · · Q· · And then the online applications are only

15· ·maintained in their electronic form?

16· · · · A· · To my knowledge.

17· · · · Q· · Okay.· So let's start by looking at the

18· ·declarations of -- I'm sorry, the application of Izaar

19· ·Valdez.

20· · · · · · ·MR. DROOKS:· Which one?

21· · · · · · ·MR. MARK:· Exhibit 6.

22· · · · Q· · This is not an electronic application;

23· ·correct?

24· · · · A· · Correct.

25· · · · Q· · Is this a -- this is a one-page,



·1· ·double-sided form as maintain -- the original form, is

·2· ·it a one-page double-sided piece of paper?

·3· · · · A· · I believe it was.

·4· · · · Q· · Okay.· And the only place for signature on

·5· ·this document that has been marked as Exhibit 6 is on

·6· ·the first page; right?

·7· · · · A· · That's correct.

·8· · · · Q· · And this document, if you look at

·9· ·paragraph 4 -- do you speak Spanish?

10· · · · A· · A little bit.

11· · · · Q· · Okay.· Me, too, just a little, though.

12· · · · · · ·If you look at paragraph 4 of this document

13· ·marked as Exhibit 6, there is a provision requiring

14· ·the parties to mediate if there is any dispute and

15· ·then arbitrate.

16· · · · · · ·Do you see that?

17· · · · A· · Yes, I do.

18· · · · Q· · Okay.· Now, at a certain point in time,

19· ·Herbalife removed the arbitration provision; is that

20· ·correct?

21· · · · A· · Yes, that's correct.

22· · · · Q· · Do you know when that occurred?

23· · · · A· · No, I don't recall.

24· · · · Q· · All right.· And what version is this

25· ·document?



·1· · · · · · ·MR. DROOKS:· "This document" being

·2· ·Exhibit 6?

·3· · · · · · ·MR. MARK:· Yes.· I am talking about

·4· ·Exhibit 6 right now.

·5· · · · · · ·THE WITNESS:· The version date on this

·6· ·document is No. 31.

·7· ·BY MR. MARK:

·8· · · · Q· · So this is Version 31?

·9· · · · A· · Spanish.

10· · · · Q· · In Spanish.

11· · · · · · ·And what is the -- and if you turn two

12· ·pages, you will see that there is the English version

13· ·of this document; is that right?

14· · · · A· · Yes, that's correct.

15· · · · Q· · And this is the Version 29 of the English

16· ·version; is that right?

17· · · · A· · Yes, that's correct.

18· · · · Q· · And the Spanish version, the revision says

19· ·it is effective January, 2008; is that correct?

20· · · · A· · Can you repeat the question?

21· · · · Q· · Sure.

22· · · · · · ·The revision date is January, 2008; is that

23· ·correct?

24· · · · A· · Are you asking about the -- which document

25· ·are you asking?



·1· · · · Q· · So I am looking in Exhibit 6.

·2· · · · A· · Uh-huh.

·3· · · · Q· · And you will see there is a footer on

·4· ·Exhibit 6 that says, "Form 4011-USSP-31 Rev 01/08."

·5· · · · · · ·Did I read that correctly?· It's small.

·6· · · · A· · Yeah, it is small.

·7· · · · · · ·MR. DROOKS:· I see the witness is having

·8· ·trouble reading it.

·9· · · · · · ·Do you mind if she hands it to me and I will

10· ·read it and stipulate if you have read it accurately?

11· · · · · · ·MR. MARK:· That's fine.

12· · · · · · ·MR. DROOKS:· I am reading it and we will

13· ·stipulate that the first page of Exhibit 6 reads,

14· ·Form 4011-USSP-31, space, Rev, space, 01/0 -- and I

15· ·believe that is an 8.· It could be a 6, but I think it

16· ·is an 8.

17· · · · · · ·MR. MARK:· Okay.· So we are saying the same

18· ·thing, then.· Okay?

19· · · · · · ·MR. DROOKS:· Yeah.· And looking, by the way,

20· ·at Exhibit N to the witness' declaration, which is a

21· ·clearer copy, it is clearly an 8.

22· · · · · · ·MR. MARK:· Well, you are looking at the

23· ·English version.· That is why.

24· · · · · · ·MR. DROOKS:· That's true.

25



·1· ·BY MR. MARK:

·2· · · · Q· · Okay.· So does this mean that the last

·3· ·revision -- that this document was revised in January

·4· ·of 2008; is that what that footer means?

·5· · · · A· · Correct.

·6· · · · Q· · Okay.· So at a certain point after January,

·7· ·2008, Herbalife removed this arbitration provision;

·8· ·correct?

·9· · · · A· · I don't recall when it was removed.

10· · · · Q· · Well, it was certainly after January, 2008,

11· ·though; right?· Because this document was signed in

12· ·June of 2008, and it was last revised in January of

13· ·2008.

14· · · · A· · Yes, correct.

15· · · · Q· · Okay.

16· · · · A· · Um-hmm.

17· · · · Q· · Do you know why Herbalife removed the

18· ·arbitration provision in this document?

19· · · · A· · No.

20· · · · Q· · But you would agree with me that there was a

21· ·certain point in time -- and we will look at those

22· ·applications soon -- in which Herbalife removed the

23· ·arbitration provision; correct?

24· · · · A· · Yes.

25· · · · Q· · Do you see there is a stamp on this page?



·1· · · · · · ·It is hard to see, but it is across -- it is

·2· ·sort of a vertical line under where it says, Acuerdo

·3· ·de distribucion.

·4· · · · · · ·Do you see that?

·5· · · · A· · Yes.

·6· · · · Q· · What is that?

·7· · · · · · ·MR. CATLETT:· Foundation.

·8· ·BY MR. MARK:

·9· · · · Q· · You can answer.

10· · · · A· · To the best of my knowledge, it would be the

11· ·stamp imposed by the records department when they

12· ·physically received this application.

13· · · · Q· · Okay.· So -- and that is why I am interested

14· ·in the process a little bit.

15· · · · · · ·So this hard copy is filled out by

16· ·Ms. Valdez and it is sent into Herbalife.· Herbalife

17· ·receives it, stamps it, and puts it in a hard file; is

18· ·that right?

19· · · · A· · I am not an expert in that area.

20· · · · Q· · Do you know how that is done or no?

21· · · · A· · To the best of my knowledge, it is as you

22· ·described.· The application is submitted and stamped

23· ·by the records department and scanned into the online

24· ·system; and the paper copy is filed.

25· · · · Q· · And it is your understanding that was the



·1· ·process in 2008, as well?

·2· · · · A· · Yes.

·3· · · · Q· · Now, if you look at Exhibit 5, which is

·4· ·Felix Valdez's application.

·5· · · · A· · Yes.

·6· · · · Q· · The form is identical; correct?

·7· · · · · · ·Actually, it's not.· This is a different

·8· ·application; correct?

·9· · · · A· · Yes, correct.· It is a different version of

10· ·the application.

11· · · · Q· · And what version is this?

12· · · · A· · This one is the Spanish version with the

13· ·number 28, revision date March of '06.

14· · · · Q· · Okay.· Now, are you aware of what the

15· ·difference is between these two versions?

16· · · · A· · No, I am not.

17· · · · Q· · Okay.· And which application is

18· ·Mr. Valdez -- Felix Valdez, Exhibit 5, which

19· ·application is Mr. Valdez bound to?

20· · · · · · ·MR. DROOKS:· Calls for a legal conclusion.

21· ·BY MR. MARK:

22· · · · Q· · You can answer.

23· · · · · · ·MR. DROOKS:· And by "which," do you mean

24· ·Exhibit M or N?

25· · · · · · ·MR. MARK:· Yeah.



·1· · · · Q· · I am asking, in other words, he signed this

·2· ·in June of -- the same day as Izaar Valdez; right?

·3· · · · · · ·They appear to be signed the same day;

·4· ·correct?

·5· · · · A· · Correct.

·6· · · · Q· · Okay.· And there are two different versions

·7· ·of the application; correct?

·8· · · · A· · Correct.

·9· · · · Q· · And Version 31 was in place after

10· ·Version 28; correct?

11· · · · A· · Correct.

12· · · · Q· · Do you know which version of the

13· ·application, Exhibit 5 or Exhibit 6, Mr. Valdez is

14· ·bound to?

15· · · · · · ·MR. DROOKS:· Calls for a legal conclusion.

16· ·BY MR. MARK:

17· · · · Q· · You can answer.

18· · · · · · ·MR. CATLETT:· Join.

19· · · · · · ·THE WITNESS:· Both Mr. Valdezs are --

20· ·BY MR. MARK:

21· · · · Q· · Okay.· Well, Izaar is a female, but --

22· · · · A· · Oh, I didn't know.

23· · · · Q· · That's okay.· Yeah.

24· · · · A· · By virtue of signing these applications,

25· ·they are bound by all of our rules.· There is a clause



·1· ·in the application --

·2· · · · Q· · Um-hmm.

·3· · · · A· · -- that dictates that.

·4· · · · Q· · Okay.· So does that mean that they are

·5· ·always bound by the latest version of the application?

·6· · · · A· · They are bound by the most current version

·7· ·of our rules.

·8· · · · Q· · And what about the application, are they

·9· ·bound by the most current version of the application,

10· ·as well?

11· · · · · · ·MR. DROOKS:· Calls for a legal conclusion.

12· · · · · · ·THE WITNESS:· I think I would have to be a

13· ·lawyer to answer that.

14· ·BY MR. MARK:

15· · · · Q· · Well, you have testified that they are bound

16· ·by the most current version of the rules; correct?

17· · · · A· · Because we have a clause in the application

18· ·that states that.

19· · · · Q· · Where does it say that?

20· · · · A· · So clause No. 1:

21· · · · · · ·"I apply to become an independent

22· · · · · · ·distributor of Herbalife products

23· · · · · · ·on the terms and conditions set

24· · · · · · ·forth below and on the back of this

25· · · · · · ·form, as well as the documents



·1· · · · · · ·which are expressly incorporated

·2· · · · · · ·into this agreement of

·3· · · · · · ·distributorship."

·4· · · · Q· · Okay.· And which documents are "expressly

·5· ·incorporated into this agreement of distributorship"?

·6· · · · · · ·MR. DROOKS:· Calls for a legal conclusion.

·7· ·BY MR. MARK:

·8· · · · Q· · You can answer.

·9· · · · A· · Can you -- can you repeat the question?

10· · · · Q· · Sure.

11· · · · · · ·Which documents are "expressly incorporated

12· ·into this agreement of distributorship"?

13· · · · A· · So those documents are identified in clause

14· ·No. 5.

15· · · · Q· · Okay.

16· · · · A· · Which explicitly states:

17· · · · · · ·"The Herbalife International

18· · · · · · ·business pack contains, among other

19· · · · · · ·things, the Rules of Conduct and

20· · · · · · ·distributor policies, the sales and

21· · · · · · ·marketing plan, ordering procedures

22· · · · · · ·and sample forms.· Those documents

23· · · · · · ·and such other rules and policies

24· · · · · · ·as Herbalife has published or in

25· · · · · · ·the future may publish, together



·1· · · · · · ·with such modifications and

·2· · · · · · ·amendments as Herbalife shall make

·3· · · · · · ·from time to time in its sole and

·4· · · · · · ·absolute discretion collectively

·5· · · · · · ·the rules are each hereby

·6· · · · · · ·incorporated into this agreement of

·7· · · · · · ·distributorship, each in its then

·8· · · · · · ·most recently published form."

·9· · · · Q· · Okay.· So that's the basis for your

10· ·testimony that the individuals who -- that sign these

11· ·applications are subject to the Rules of Conduct that

12· ·are in effect at the time?

13· · · · · · ·MR. DROOKS:· Lacks foundation.· Calls for a

14· ·legal conclusion.

15· · · · · · ·MR. CATLETT:· Object to the form.

16· · · · · · ·THE WITNESS:· That's correct.

17· ·BY MR. MARK:

18· · · · Q· · And if you see here, look at -- looking at

19· ·Exhibit 6, it refers to an Herbalife International

20· ·business pack, IBP or mini IBP.

21· · · · · · ·Do you see that?

22· · · · · · ·MR. DROOKS:· Are you talking about the

23· ·English translation, paragraph 5?

24· · · · · · ·MR. MARK:· No, I am talking about

25· ·paragraph 3(a).



·1· · · · · · ·MR. DROOKS:· In the English version?

·2· · · · · · ·MR. MARK:· Yes.· It is in both versions.  I

·3· ·am just using English.

·4· · · · · · ·MR. DROOKS:· Okay.

·5· · · · · · ·THE WITNESS:· Yes, I see that.

·6· ·BY MR. MARK:

·7· · · · Q· · Okay.· What is the Herbalife International

·8· ·business pack?

·9· · · · A· · The Herbalife International business pack is

10· ·what an individual purchases when they want to become

11· ·a distributor.

12· · · · Q· · Okay.· And what is in an International

13· ·business pack?

14· · · · · · ·MR. DROOKS:· Vague as to time.

15· ·BY MR. MARK:

16· · · · Q· · At the time that this document was signed in

17· ·June of 2008, what was in the International business

18· ·pack?

19· · · · A· · I am not an expert, but I can tell you, to

20· ·the best of my knowledge, what was included in the

21· ·pack.

22· · · · Q· · Um-hmm.

23· · · · A· · Distributorship application, a button, some

24· ·product, and some marketing literature, as well as the

25· ·rule book; and sales and marketing plan.



·1· · · · Q· · The "rule book" being the Rules of Conduct?

·2· · · · A· · Correct.

·3· · · · Q· · Okay.· So after somebody would sign this,

·4· ·mail it into Herbalife, Herbalife would then send back

·5· ·that International business pack?

·6· · · · A· · No.

·7· · · · Q· · Okay.· So then how was it that they would

·8· ·receive the International business pack?

·9· · · · A· · They would receive it in a variety of ways.

10· ·They could receive it from a distributor who meets

11· ·them and discusses the business opportunity with them.

12· · · · Q· · Okay.

13· · · · A· · And that distributor would provide the kit

14· ·at that moment.

15· · · · · · ·If an individual became aware of our

16· ·business opportunity online, then in that case, yes,

17· ·the kit would be mailed to them from Herbalife.

18· · · · Q· · Okay.· But right now, I just want to focus

19· ·in on these applications that were actually

20· ·handwritten out and mailed back to Herbalife.

21· · · · A· · Um-hmm.

22· · · · Q· · Okay.· So the way that they would receive

23· ·the kit would be either from another distributor;

24· ·right?

25· · · · A· · Correct.



·1· · · · Q· · Or would Herbalife send the kit or Herbalife

·2· ·would not send the kit?

·3· · · · A· · If these applications were signed previous

·4· ·to our online ability for people to sign up online,

·5· ·they would have received it directly from the

·6· ·distributor.

·7· · · · Q· · Okay.· Do you know when Herbalife first

·8· ·permitted people to sign up online?

·9· · · · A· · I don't recall.

10· · · · Q· · But obviously, Izaar and Felix Valdez did

11· ·not sign up online; right?· You can see that by the

12· ·application?

13· · · · · · ·MR. DROOKS:· It's vague as to time.

14· · · · · · ·THE WITNESS:· That's true.

15· ·BY MR. MARK:

16· · · · Q· · In other words, it is true that they didn't

17· ·sign up online; right?

18· · · · · · ·It is not true that it is vague as to time.

19· ·I am trying to understand.

20· · · · A· · I'm sorry.· I am mistaken.

21· · · · · · ·Felix Valdez and Izaar Valdez, in 2008,

22· ·submitted paper applications.

23· · · · Q· · Right.

24· · · · A· · That's correct.

25· · · · Q· · So they did not receive -- so they did not



·1· ·sign up online; correct?

·2· · · · A· · Correct.

·3· · · · Q· · Okay.· So how did they receive the

·4· ·International business pack?

·5· · · · · · ·How would that have come to them, just

·6· ·solely through another distributor?

·7· · · · A· · To the best of my knowledge, it would have

·8· ·been from their sponsor.

·9· · · · Q· · And does their sponsor -- what is the

10· ·process by which a sponsor gives them the

11· ·International business pack?

12· · · · · · ·Is it after they fill out the application,

13· ·they then give it to the sponsor?

14· · · · · · ·Obviously, not because they sent it to

15· ·Herbalife, the application.

16· · · · A· · Well --

17· · · · · · ·MR. DROOKS:· It is now compound and

18· ·argumentative.

19· ·BY MR. MARK:

20· · · · Q· · Okay.· So how do they receive the

21· ·International business pack?

22· · · · A· · They would receive it physically from their

23· ·sponsor.

24· · · · Q· · After they signed the application?

25· · · · · · ·MR. CATLETT:· Foundation.



·1· · · · · · ·THE WITNESS:· It is kind of like the chicken

·2· ·or the egg; right?· The application is within the kit.

·3· ·So whether they -- well, they would receive the kit,

·4· ·open it, take out the application; and complete it --

·5· ·BY MR. MARK:

·6· · · · Q· · Oh, okay.

·7· · · · A· · -- together.

·8· · · · Q· · I understand.· Okay.

·9· · · · · · ·So the only way to get the paper application

10· ·was, it is part of the kit?

11· · · · A· · Correct.

12· · · · Q· · Okay.· Was the kit -- did the kit contain

13· ·documents in Spanish or English or both?

14· · · · A· · We have a Spanish kit and an English kit.

15· · · · Q· · If the application is in Spanish, does that

16· ·mean that the other documents in the kit are in

17· ·Spanish, as well?

18· · · · A· · Correct.

19· · · · Q· · There are two different packs referenced

20· ·here in paragraph 3(a) of Mr. and Mrs. Valdez's

21· ·application, the International business pack and the

22· ·mini IBP.

23· · · · · · ·What is the difference between the mini IBP

24· ·and the IBP?

25· · · · A· · The difference is the product that is



·1· ·included within the kit.· So in the full kit, the

·2· ·person receives a full canister of product, and in the

·3· ·mini kit, I believe they are only receiving sample

·4· ·size products.

·5· · · · Q· · Okay.· Are all the documents the same in

·6· ·both kits?

·7· · · · A· · Yes.

·8· · · · Q· · Okay.· Okay.· Let's look at Exhibit 7,

·9· ·please, which is Ms. Rodgers' application.

10· · · · A· · Okay.

11· · · · Q· · There were Rules of Conduct in effect at the

12· ·time of this application?

13· · · · A· · Yes.

14· · · · Q· · Okay.· Now, this application does not

15· ·contain an arbitration provision; correct?

16· · · · · · ·MR. DROOKS:· The documents speaks for

17· ·itself.

18· ·BY MR. MARK:

19· · · · Q· · Okay.· You can answer the question.

20· · · · · · ·MR. MARK:· Please keep your objections to

21· ·form.· Okay.

22· · · · · · ·Go ahead.

23· · · · · · ·THE WITNESS:· Yeah, I would say that is

24· ·correct.

25



·1· ·BY MR. MARK:

·2· · · · Q· · So you would agree with me that at the time

·3· ·that she signed this application in June of 2010,

·4· ·there was no arbitration agreement in effect; correct?

·5· · · · · · ·MR. DROOKS:· Calls for a legal conclusion.

·6· · · · · · ·MR. MARK:· Her whole affidavit is a legal

·7· ·conclusion.· Okay.

·8· · · · · · ·Go ahead.

·9· · · · · · ·THE WITNESS:· I believe that's correct.

10· ·BY MR. MARK:

11· · · · Q· · And the same goes for Ms. Loken; correct, if

12· ·you look at the next exhibit?

13· · · · · · ·MR. DROOKS:· Calls for a legal conclusion.

14· · · · · · ·MR. MARK:· Please keep your objections to

15· ·form.

16· · · · · · ·MR. DROOKS:· Calls for a legal conclusion.

17· · · · · · ·MR. MARK:· I don't know what the practice is

18· ·in Central District California.· In the Southern

19· ·District of Florida, objection depositions are either

20· ·form or you can instruct the witness not to answer.

21· · · · · · ·MR. DROOKS:· Well, my understanding is that

22· ·calling for a legal conclusion is an objection to form

23· ·because it could be corrected in a way that would

24· ·allow you to avoid the objection.

25· · · · · · ·MR. MARK:· So just say, "Object to form."



·1· · · · · · ·MR. DROOKS:· That is not a viable objection.

·2· ·I have to state what the objection is so that when the

·3· ·Court reviews the transcript, the Court will know what

·4· ·it is; and you are on notice as to how to correct it.

·5· · · · · · ·MR. MARK:· Okay.· We disagree.

·6· · · · · · ·MR. DROOKS:· We may have a difference in

·7· ·practice.

·8· · · · · · ·MR. MARK:· It is not a difference in

·9· ·practice.· It is a difference in the local rules under

10· ·the Southern District of Florida.

11· · · · Q· · Okay.· Ms. Rodgers' application, that has

12· ·been marked as Exhibit 8; is that correct?

13· · · · A· · 7.

14· · · · Q· · I'm sorry.· 7.

15· · · · · · ·Okay.· And Ms. Loken's application, what is

16· ·that exhibit?

17· · · · A· · 8.

18· · · · Q· · 8.· Okay.

19· · · · · · ·So you would agree that Ms. Loken's

20· ·application does not contain an arbitration provision;

21· ·correct?

22· · · · A· · Yes, I agree.

23· · · · Q· · Okay.· And Ms. Rodgers' application does not

24· ·contain an arbitration provision; correct?

25· · · · · · ·MR. DROOKS:· What exhibit is that?



·1· · · · · · ·MR. MARK:· 7.

·2· · · · · · ·MR. DROOKS:· What exhibit?

·3· · · · · · ·MR. MARK:· 7.· 7.

·4· · · · · · ·MR. DROOKS:· Thank you.

·5· · · · · · ·THE WITNESS:· I don't believe that I have

·6· ·the entire application.· I only -- it stops at 8 and

·7· ·it does not include the entire clause.

·8· ·BY MR. MARK:

·9· · · · Q· · I'm sorry, this is Ms. Loken's?

10· · · · A· · Patricia Rodgers.

11· · · · · · ·MR. MARK:· Can I see?

12· · · · · · ·MR. CATLETT:· It should be a three-page

13· ·document.

14· · · · · · ·MR. MARK:· Yeah, three pages.· Let me run a

15· ·copy of my version, which has the three pages.

16· · · · · · ·THE WITNESS:· Okay.

17· · · · · · ·MR. MARK:· Sorry about that.

18· · · · · · ·THE WITNESS:· No problem.

19· · · · · · ·MR. MARK:· Is there someone that can run a

20· ·copy for me?

21· · · · · · ·MR. DROOKS:· Sure.· We have been going about

22· ·an hour.· Let's take a five-minute break.· I will get

23· ·you the copy, and if you have any other copies, I can

24· ·do it at the same time.

25· · · · · · ·MR. MARK:· I don't think I do, but you never



·1· ·know.

·2· · · · · · ·MR. CATLETT:· Are we off the record?

·3· · · · · · ·MR. MARK:· Yeah.

·4· · · · · · ·(Recess.)

·5· · · · · · ·MR. MARK:· So, Counsel, I am going to add,

·6· ·this page was inadvertently omitted from Exhibit 7.

·7· ·It is the third page of Ms. Rodgers' application.

·8· · · · · · ·MR. DROOKS:· Sure.

·9· · · · · · ·MR. MARK:· Okay.· I am going to add that to

10· ·what has been previously marked as Exhibit 7.

11· · · · Q· · So now, can you confirm for me that that is

12· ·a complete application for Ms. Rodgers?

13· · · · A· · Yes, it is a complete application.

14· · · · Q· · Okay.· Thank you.

15· · · · · · ·This application was filled out online?

16· · · · A· · Yes, it was.

17· · · · · · ·MR. LEVINE:· What did she say, Etan?

18· · · · · · ·MR. MARK:· Said this application was filled

19· ·out online.

20· · · · Q· · So, remember, earlier we were talking about

21· ·the process by which those folks who had paper

22· ·applications received the International business pack?

23· · · · A· · Yes.

24· · · · Q· · What is the process by which people who fill

25· ·out applications online receive the International



·1· ·business pack?

·2· · · · A· · To the best of my knowledge, the applicant

·3· ·could have received the pack in two various ways:

·4· · · · · · ·One, when they go online, they have the

·5· ·option of purchasing the business pack at that time;

·6· ·but also, we have people that meet a distributor, and

·7· ·just the same as I described for the paper process,

·8· ·that distributor provides them with a kit; but

·9· ·perhaps, they don't want to fill out the paper

10· ·application.· They want to do it online

11· ·electronically.

12· · · · · · ·So in this case, they could either get it

13· ·from a distributor and fill the application out

14· ·online, or they could just go online and purchase a

15· ·kit at the same time that they are filling out the

16· ·application.

17· · · · Q· · Oh, when they purchase a kit, that then

18· ·triggers Herbalife to send the kit to that

19· ·distributor?

20· · · · A· · That is correct.

21· · · · Q· · And in that kit, is the same items that we

22· ·talked about earlier, it does not change; correct?

23· · · · A· · That's correct.

24· · · · Q· · Including the Rules of Conduct; correct?

25· · · · A· · Correct.



·1· · · · Q· · And if you fill out the application online

·2· ·and the kit is mailed to you subsequently?· You are

·3· ·not seeing the Rules of Conducts until the kit is

·4· ·mailed to you; is that correct?

·5· · · · · · ·MR. DROOKS:· That calls -- form.· Objection

·6· ·as to form.

·7· · · · · · ·MR. MARK:· Very good.· Thank you.

·8· · · · Q· · You can answer.

·9· · · · A· · The distributor has the opportunity to read

10· ·the rules when they are signing up online.

11· · · · Q· · How does that work?

12· · · · A· · Through a link.

13· · · · Q· · So walk me through that.

14· · · · · · ·So you had this application online; right?

15· · · · A· · Yes.

16· · · · Q· · And you are filling it out.· How do you then

17· ·see the Rules of Conduct?

18· · · · A· · So the distributor acknowledges by signing

19· ·this application that they have reviewed or will

20· ·review the Rules of Conduct, which are provided online

21· ·through a link.

22· · · · Q· · Where does it say that?

23· · · · A· · Okay.· I believe that is cited in

24· ·Clause 3(d) and also in Clause 4.

25· · · · · · ·Cause 3(d) states:



·1· · · · · · ·"I am aware that the only required

·2· · · · · · ·purchase to become, succeed or

·3· · · · · · ·advance as an Herbalife independent

·4· · · · · · ·distributor is the mini

·5· · · · · · ·International business pack.· The

·6· · · · · · ·mini IBP is a basic package

·7· · · · · · ·containing only explanatory

·8· · · · · · ·materials, forms and product sample

·9· · · · · · ·packages."

10· · · · Q· · I'm sorry, what provision are you in?

11· · · · A· · I am in 3 and D.· 3(d).

12· · · · Q· · Can I see the document that you are looking

13· ·at, please?

14· · · · A· · Of course.

15· · · · Q· · Oh, okay.· So I am actually looking at

16· ·Ms. Rodgers' application.

17· · · · A· · Oh, I'm sorry.

18· · · · Q· · So let's look at that one; okay?

19· · · · A· · Okay.

20· · · · Q· · And Exhibit 7; right?

21· · · · A· · Yes.

22· · · · Q· · Is it your understanding that provision is

23· ·in there, as well, Exhibit 7?

24· · · · A· · Yes.

25· · · · Q· · Okay.· Where is that?



·1· · · · A· · That is in also Clause 3(d).

·2· · · · Q· · Okay.

·3· · · · A· · "So I am aware" -- do you want me to --

·4· · · · Q· · I'm sorry, I just don't -- oh, Clause 3.

·5· · · · · · ·Okay.· I am on 3.· I got it.

·6· · · · A· · And letter D.

·7· · · · Q· · Mine just says 3.

·8· · · · A· · Well, we have 3 and then we have got an A,

·9· ·B, C, D.

10· · · · Q· · Can I just make sure we are looking at the

11· ·same document?

12· · · · A· · Um-hmm.· Of course.

13· · · · Q· · Okay.· Okay.· So 3, yup, "I am aware."· Got

14· ·it.

15· · · · A· · Okay.

16· · · · · · ·And the Clause D says:· "I will

17· · · · · · ·review the statement of average

18· · · · · · ·gross compensation of U.S.

19· · · · · · ·supervisors and policy statements

20· · · · · · ·on business methods, both of which

21· · · · · · ·are contained in the mini IBP and

22· · · · · · ·the IBP, and which are available on

23· · · · · · ·myherbalife.com or upon request

24· · · · · · ·from my sponsor or Herbalife's

25· · · · · · ·Distributor Relations Department."



·1· · · · Q· · Okay.· But -- I'm sorry.

·2· · · · A· · Clause 4, just to continue.

·3· · · · Q· · Yes, please.

·4· · · · A· · "The Herbalife International

·5· · · · · · ·Business pack contains, among other

·6· · · · · · ·things:· The Rules of conduct and

·7· · · · · · ·distributor policies, the sales and

·8· · · · · · ·marketing plan; ordering procedures

·9· · · · · · ·and sample forms.· Those documents

10· · · · · · ·and such other rules and policies

11· · · · · · ·as Herbalife has published or in

12· · · · · · ·the future may publish together

13· · · · · · ·with such modifications and

14· · · · · · ·amendments as Herbalife shall make,

15· · · · · · ·from time to time, in its sole and

16· · · · · · ·absolute discretion, collectively

17· · · · · · ·the rules are each hereby

18· · · · · · ·incorporated into this agreement,

19· · · · · · ·each in their then most recently

20· · · · · · ·published form."

21· · · · Q· · Okay.

22· · · · A· · And, I'm sorry, I know that doesn't answer

23· ·your question.· Let me find that.

24· · · · Q· · Right.· Because I thought you said that

25· ·there was a provision --



·1· · · · · · ·MR. DROOKS:· Let -- the witness is still

·2· ·answering the question.

·3· ·BY MR. MARK:

·4· · · · Q· · Okay.

·5· · · · A· · Oh, I found it.

·6· · · · Q· · Okay.· Good.

·7· · · · A· · It is Clause 3(a).

·8· · · · · · ·"So I hereby represent, warrant,

·9· · · · · · ·agree that upon my receipt of

10· · · · · · ·Herbalife's mini or full

11· · · · · · ·International business pack, I will

12· · · · · · ·thoroughly review the contents of

13· · · · · · ·the previously unopened pack."

14· · · · Q· · I see.· Okay.· And within that pack includes

15· ·the Rules of Conduct?

16· · · · A· · Exactly.

17· · · · Q· · And earlier when you testified that you

18· ·understood there was a provision in this agreement

19· ·that provides that the distributor will review the

20· ·Rules of Conduct, that was the provision that you were

21· ·referring to?

22· · · · A· · That's correct.

23· · · · Q· · Okay.· And am I correct that in some cases,

24· ·the distributor doesn't have physically in his or her

25· ·possession the Rules of Conduct at the time that they



·1· ·sign this application?

·2· · · · A· · It depends on how you define "physically."

·3· · · · Q· · Okay.· How do you define it?

·4· · · · A· · If they are online submitting an

·5· ·application, they had access to the Rules of Conduct

·6· ·online; and also they are able to print them, if they

·7· ·wish.

·8· · · · Q· · Okay.· Does it say here how to access the

·9· ·Rules of Conduct online?

10· · · · A· · I believe so.

11· · · · Q· · Where is that?

12· · · · A· · I believe your question is answered with

13· ·No. 4 for technical requirements.

14· · · · Q· · Okay.

15· · · · A· · I will have to read it to see if it answers

16· ·your question.

17· · · · Q· · Sure.· Please read.

18· · · · A· · "The technical requirements to access" --

19· · · · Q· · If you want to read that out loud, you're

20· ·welcome to; but you don't have to.

21· · · · A· · Okay.· Let me read it to myself.

22· · · · Q· · Sure.

23· · · · A· · I don't see that in this version of the

24· ·application.

25· · · · Q· · Okay.· So how does a distributor access the



·1· ·Rules of Conduct online as of June of 2010?

·2· · · · A· · On myherbalife.com.

·3· · · · Q· · Okay.· So after the distributor completes

·4· ·this application, what does it look like to -- how do

·5· ·you access the Rules of Conduct?

·6· · · · · · ·I know it is obviously on myherbalife.com.

·7· · · · · · ·This application is completed on

·8· ·myherbalife.com; right?

·9· · · · A· · Correct.

10· · · · Q· · Okay.· So then how do you then get to the

11· ·Rules of Conduct from this application?

12· · · · A· · It is my understanding that we provide a

13· ·link within the application.

14· · · · Q· · Okay.· But there is no link within this

15· ·application; is there, to the Rules of Conduct?

16· · · · A· · Not that I can see on this printed version.

17· · · · Q· · Okay.

18· · · · A· · But that doesn't mean that there is not a

19· ·link available.

20· · · · Q· · Well, what is a link?· I mean, is it a

21· ·hyperlink or is it a button?

22· · · · · · ·What does it look like, the link, if you

23· ·know?

24· · · · A· · I don't know.

25· · · · Q· · Okay.· So you don't know whether -- you know



·1· ·that the Rules of Conduct were available online as of

·2· ·June, 2010; correct?

·3· · · · A· · Correct.

·4· · · · Q· · But you don't know exactly how it is that a

·5· ·distributor can access those Rules of Conduct from

·6· ·this application?

·7· · · · A· · My understanding is that they are provided

·8· ·with a link and that they click that link, which

·9· ·carries them to the Rules of Conduct.

10· · · · Q· · Okay.· But that link is nowhere to be seen

11· ·on Exhibit 7; correct?

12· · · · A· · I don't see that link in Exhibit 7.

13· · · · Q· · And nor is it on Exhibit 8; correct?

14· · · · A· · Correct, nor is it on Exhibit 7.

15· · · · Q· · Okay.· And on --

16· · · · A· · I'm sorry, Exhibit 8.

17· · · · Q· · Thank you.

18· · · · · · ·And on both Exhibits 7 and 8, there is a

19· ·place for a signature on the first page; correct?

20· · · · A· · Correct.

21· · · · Q· · And then how is it, then, the applicant gets

22· ·to the agreement of distributorship itself when you

23· ·are looking at it online?

24· · · · · · ·Is it literally just a screen that you

25· ·scroll down and you see the agreement of



·1· ·distributorship, and then you see the next page of the

·2· ·agreement of distributorship; is that how it looks?

·3· · · · A· · I believe so.

·4· · · · Q· · Okay.· And once the applicant signs

·5· ·electronically the first page of this document that

·6· ·has been marked as Exhibit 7, is there anything else

·7· ·that the applicant has to do to submit her application

·8· ·for distributorship?

·9· · · · A· · No.

10· · · · Q· · Now, on the third page of Exhibit 7, there

11· ·is a provision that says:

12· · · · · · ·"Herbalife electronic disclosure

13· · · · · · ·agreement and online distributor

14· · · · · · ·application and agreement."

15· · · · · · ·Do you see that?

16· · · · A· · Yes.

17· · · · Q· · Okay.

18· · · · · · ·And it says, "By clicking, I agree

19· · · · · · ·below," et cetera, et cetera.

20· · · · · · ·Do you see that?

21· · · · A· · Yes.

22· · · · Q· · Is there a -- is there a button on the

23· ·bottom of this that normally appears that says, "I

24· ·agree"?

25· · · · A· · I am not sure where the button is located,



·1· ·but where the distributor signs on page 1.

·2· · · · Q· · Yes.

·3· · · · A· · "By executing the application,

·4· · · · · · ·The distributor acknowledges that

·5· · · · · · ·he/she has reviewed the terms and

·6· · · · · · ·conditions on the reverse side of

·7· · · · · · ·the application and agrees to be

·8· · · · · · ·bound by them."

·9· · · · Q· · Right.· So -- and I appreciate that, but

10· ·what I am wondering is are you aware of any kind of --

11· ·it says, "By clicking, I agree below."

12· · · · · · ·I am wondering if there is a button that the

13· ·distributor clicks or the applicant clicks, which then

14· ·submits the application to Herbalife electronically,

15· ·if you know?

16· · · · A· · I don't know if it is a button or a link.  I

17· ·don't know what it looks like online.

18· · · · Q· · But is there some kind of a submit button or

19· ·an okay button?

20· · · · A· · There is something, yes.

21· · · · Q· · Okay.· And that is not on the first page of

22· ·the application; that is at the end of the application

23· ·after the electronic disclosure agreement?

24· · · · A· · I wouldn't know.

25· · · · Q· · Okay.



·1· · · · · · ·And this statement:· "By executing

·2· · · · · · ·the application, distributor

·3· · · · · · ·acknowledges that he/she has

·4· · · · · · ·reviewed the terms and conditions

·5· · · · · · ·on the reverse side of the

·6· · · · · · ·application."

·7· · · · · · ·There is no reverse side of this

·8· ·application; is there?

·9· · · · A· · You're correct.

10· · · · Q· · And is it your position that they are bound

11· ·by the terms -- by the Rules of Conduct that are in

12· ·effect at the time that they signed the application?

13· · · · · · ·MR. DROOKS:· Yeah, that is a contention

14· ·interrogatory.· That is a contention question.· The

15· ·witness is not a PMQ.

16· · · · · · ·I will instruct her not to answer.

17· · · · · · ·MR. MARK:· Okay.

18· · · · · · ·MR. DROOKS:· You can ask her her

19· ·understanding.

20· ·BY MR. MARK:

21· · · · Q· · Is it your understanding that at the time

22· ·that they signed this application, they are bound by

23· ·the Rules of Conduct in effect as of the date that

24· ·they signed the application?

25· · · · A· · As of the date we accept their application,



·1· ·they are bound by the rules that -- yes, the current

·2· ·rules that are -- that are published.

·3· · · · · · ·And one of our rules stipulates that the

·4· ·distributor should stay informed of our current

·5· ·policies and will abide and comply with our rules and

·6· ·the law.

·7· · · · Q· · And that is Rule 8(c); is that correct?

·8· · · · A· · A portion of 8(c), yes.

·9· · · · Q· · But is that the rule you were referring to,

10· ·the portion of 8(c)?

11· · · · A· · One of the rules, yes.

12· · · · Q· · Is there another rule besides 8(c) that

13· ·provides that?

14· · · · A· · There is one rule, 8(c), which stipulates:

15· · · · · · ·"The distributor should stay

16· · · · · · ·informed of our current rules and

17· · · · · · ·abide by them."

18· · · · · · ·And then there is another rule that states:

19· · · · · · ·"Distributors must comply with our

20· · · · · · ·rules and the law."

21· · · · Q· · What rule is that?

22· · · · A· · I'm sorry, I don't recall the number.

23· · · · Q· · Okay.· Is Rule 8(c) in the current version

24· ·of the Rules of Conduct?

25· · · · A· · I believe that language or similar language



·1· ·is in the current Rules of Conduct, but it is not

·2· ·entitled 8(c).

·3· · · · Q· · Okay.· We will get to that later.· Okay?

·4· · · · A· · Um-hmm.

·5· · · · Q· · Looking at what has been marked as

·6· ·Exhibits 10 and 11, that's Mr. Pyle and Ms. Lavigne;

·7· ·right?

·8· · · · A· · Yes, that's correct.

·9· · · · Q· · Is there any kind of click to agree in this

10· ·application?

11· · · · A· · It's not visible to me on this printout, but

12· ·it's visible -- something is visible to the applicant

13· ·on the screen.

14· · · · Q· · Okay.· So let's go through it.

15· · · · · · ·So 10 and 11, those are the same -- those

16· ·are the same versions of the distributorship

17· ·application; right?· They are both Version 43, it

18· ·looks like, in English?

19· · · · A· · Yes, that's correct.

20· · · · Q· · Okay.· So let's just look at Mr. Pyle's

21· ·Exhibit 10.· Then I will assume that your answers

22· ·apply to Exhibit 11; okay?

23· · · · A· · Okay.

24· · · · Q· · If they don't, just let me know.

25· · · · · · ·So on the first page, there is a place for



·1· ·the applicant's signature; correct?

·2· · · · A· · That's correct.

·3· · · · Q· · Okay.· And that is an electronic signature,

·4· ·they type in their name; right?

·5· · · · A· · Correct.

·6· · · · Q· · Now, on the second page of the application

·7· ·where it states, "Gold Standard Guarantees," there are

·8· ·a number of provisions that say, "I have read and

·9· ·understood this message."

10· · · · · · ·Do you see that?

11· · · · A· · Correct.

12· · · · Q· · Are there little boxes to check next to each

13· ·of those statements?

14· · · · A· · That's correct.

15· · · · Q· · Okay.· Are they actually check boxes or do

16· ·you click, "I have read and understood"; I have read

17· ·and understood"?

18· · · · A· · I -- I don't recall.

19· · · · Q· · Okay.· And then the next page is a Statement

20· ·of Average Gross Compensation paid by Herbalife to

21· ·U.S. members in 2013; right?

22· · · · A· · Yes.

23· · · · Q· · Is there any kind of click to agree or I

24· ·understand with respect to that statement?

25· · · · A· · Yes.



·1· · · · Q· · Where is that?

·2· · · · A· · That's No. 6 on the previous page, the Gold

·3· ·Standard Guarantees.

·4· · · · Q· · Okay.· Where does it say that -- oh, it

·5· ·says, I understand -- I see.· I understand.· Okay.

·6· · · · A· · Correct.· Um-hmm.

·7· · · · Q· · I see.· So that check next to No. 6 applies

·8· ·to the Statement of Average Gross Compensation on the

·9· ·next page?

10· · · · A· · Correct.

11· · · · Q· · And then it states, after No. 6:

12· · · · · · ·"To see all of your rights and

13· · · · · · ·obligations as an Herbalife member,

14· · · · · · ·please review Herbalife's Rules of

15· · · · · · ·Conduct in your member pack or

16· · · · · · ·visit myherbalife.com."

17· · · · · · ·Did I read that correctly?

18· · · · A· · Yes.

19· · · · Q· · And there is an actual hyperlink to

20· ·myherbalife.com; correct?

21· · · · A· · Correct.

22· · · · Q· · Is there a link to the Herbalife Rules of

23· ·Conduct?

24· · · · A· · Directly to the Rules of Conduct?

25· · · · Q· · Yes.



·1· · · · A· · I don't know.

·2· · · · Q· · Okay.· Well, how --

·3· · · · A· · I believe this routes directly to the Rules

·4· ·of Conduct.

·5· · · · Q· · You believe that the hyperlink that says

·6· ·"myherbalife.com" actually links directly to the Rules

·7· ·of Conduct?

·8· · · · A· · I believe so.

·9· · · · Q· · Okay.· Are you certain about that or are you

10· ·speculating?

11· · · · · · ·MR. DROOKS:· Form.

12· ·BY MR. MARK:

13· · · · Q· · You can answer.

14· · · · A· · I am not certain technically how it works,

15· ·but I do know that we provide a PDF specifically of

16· ·the Rules of Conduct, which is linked directly to this

17· ·application.

18· · · · · · ·And so it is my understanding that this link

19· ·will take the user directly to the rules document.

20· · · · Q· · Okay.· And if you look at the page, the next

21· ·page that begins with, "A membership," do you see

22· ·that?· It is in two pages.

23· · · · A· · Yes.

24· · · · Q· · Is there any place as you go through the

25· ·next eight or nine pages of this document where you --



·1· ·where it says, click to agree or accept or anything

·2· ·like that, as we have seen on the previous three

·3· ·pages?

·4· · · · A· · I believe that there is near D, Electronic

·5· ·Disclosures.

·6· · · · Q· · Okay.· So you are on page 749 of 771; right?

·7· ·Where it says, "Electronic disclosures"?

·8· · · · A· · Yes, correct.

·9· · · · Q· · Okay.· So you think that somewhere on D --

10· ·on that section D, there is a button to click?

11· · · · A· · To the best of my recollection, yes.

12· · · · Q· · And where is that button?

13· · · · A· · Well, it's not showing on this printout.

14· · · · Q· · Right.

15· · · · A· · But the person sees it on the screen.

16· · · · Q· · And it would be after paragraph 1, "Consent

17· ·to Electronic Disclosures"?

18· · · · A· · I would be guessing if I told you where it

19· ·was located.

20· · · · Q· · Okay.· So you think that there is a button

21· ·somewhere on this page, you're not sure where?

22· · · · A· · Correct.

23· · · · Q· · And prior to Herbalife accepting the

24· ·application, are they required to consent to

25· ·Electronic Disclosures?



·1· · · · · · ·MR. DROOKS:· By "they," you mean --

·2· ·BY MR. MARK:

·3· · · · Q· · Prior to Herbalife accepting this

·4· ·application, is the applicant required to consent to

·5· ·the Electronic Disclosures?

·6· · · · A· · I don't know the answer to that question.

·7· · · · Q· · Prior to Herbalife accepting this

·8· ·application, is it required that the applicant click

·9· ·each of the options on the second page of this

10· ·document that states, "I have read and understood this

11· ·message"?

12· · · · A· · That's correct.

13· · · · Q· · But you're not aware of any other point on

14· ·this application that is required for the applicant to

15· ·click in order to submit the application to Herbalife

16· ·other than on the first two pages; is that correct?

17· · · · A· · Correct.

18· · · · Q· · Let's look at your declaration.

19· ·Paragraph 6, it states:

20· · · · · · ·"Herbalife distributor Rules of

21· · · · · · ·Conduct, defined as rules, together

22· · · · · · ·with the distributor agreement,

23· · · · · · ·among other documents, provide the

24· · · · · · ·terms and conditions under which a

25· · · · · · ·distributor must operate his or her



·1· · · · · · ·Herbalife distributorship."

·2· · · · · · ·Did I read that correctly?

·3· · · · A· · Yes.

·4· · · · Q· · So is it your understanding that

·5· ·distributors are bound by the provisions of the Rules

·6· ·of Conduct?

·7· · · · A· · Yes.

·8· · · · Q· · And it is by the provisions of the Rules of

·9· ·Conduct in effect at that -- at the moment; correct?

10· · · · A· · Yes.

11· · · · Q· · And going back to Ms. Rodgers' application,

12· ·let's look at paragraph 4, which you read before

13· ·talking about the documents that are incorporated; --

14· · · · A· · Yes.

15· · · · Q· · -- right?

16· · · · · · ·Okay.· So -- so tell me, please, which

17· ·documents are incorporated into an application for

18· ·distributorship?

19· · · · · · ·MR. CATLETT:· Form and foundation.

20· · · · · · ·THE WITNESS:· Any policy document that

21· ·Herbalife publishes is incorporated.

22· ·BY MR. MARK:

23· · · · Q· · And how does Herbalife publish these policy

24· ·documents?

25· · · · A· · We have a number of different materials



·1· ·which could be our -- before our rule book, Rules of

·2· ·Conduct.· It could be on the membership application.

·3· ·It could be in any other agreement that we require our

·4· ·distributors to sign.· It could be in an announcement

·5· ·that we have made to our members about a policy.

·6· · · · Q· · An announcement, an oral announcement or a

·7· ·written announcement?

·8· · · · A· · The announcements would -- do take place

·9· ·orally and -- and written.

10· · · · Q· · Okay.· And are all of these announcements

11· ·available on myherbalife.com?

12· · · · A· · Yes.

13· · · · Q· · Okay.· Are all of the policies that bind --

14· ·let me try that again.

15· · · · · · ·All policies to which distributors are bound

16· ·are found on myherbalife.com?

17· · · · · · ·MR. DROOKS:· Objection as to form.· Legal

18· ·conclusion.

19· ·BY MR. MARK:

20· · · · Q· · You can answer.

21· · · · A· · I would say, yes.

22· · · · Q· · So we talked about the Rules of Conduct,

23· ·that is Book 4; is that how you --

24· · · · A· · Yes.

25· · · · Q· · Okay.· What are distributor policies?· What



·1· ·is that?

·2· · · · A· · Distributor policies are the rules and the

·3· ·clauses on our membership application, clauses on

·4· ·other forms, information included in announcements.

·5· · · · Q· · Anything else that you think fall into

·6· ·distributor policies?

·7· · · · A· · Not that I can think of.

·8· · · · Q· · Okay.· And the sales and marketing plan,

·9· ·what is that?

10· · · · A· · The sales and marketing plan describes the

11· ·business model.

12· · · · Q· · And is that also incorporated into each of

13· ·the applications?

14· · · · A· · Yes.

15· · · · Q· · Ordering procedures?

16· · · · A· · Yes.

17· · · · Q· · What is that?

18· · · · A· · Ordering procedures provides members with

19· ·information as to how to place an order, what time

20· ·frames to place an order.· General information, fax

21· ·numbers, phone numbers, warehouse information.

22· · · · Q· · And those are also incorporated into the

23· ·applications?

24· · · · A· · Yes.

25· · · · Q· · And those are part of the documents that



·1· ·form the agreement between Herbalife and an applicant?

·2· · · · A· · Correct.

·3· · · · · · ·MR. DROOKS:· Form.

·4· ·BY MR. MARK:

·5· · · · Q· · And sample forms, what is that?· What are

·6· ·sample forms?

·7· · · · A· · There is a section in the book that includes

·8· ·a sample of the various forms.

·9· · · · Q· · The various --

10· · · · A· · For reference and sometimes some of the

11· ·forms that a distributor can photocopy it in order to

12· ·use it.

13· · · · Q· · And are those sample forms part of the

14· ·documents that are incorporated into this agreement of

15· ·distributorship?

16· · · · · · ·MR. DROOKS:· Form.

17· · · · · · ·THE WITNESS:· Correct.

18· ·BY MR. MARK:

19· · · · Q· · And are those documents the terms and

20· ·conditions under which a distributor must operate his

21· ·or her Herbalife distributorship?

22· · · · · · ·MR. DROOKS:· Form.

23· · · · · · ·THE WITNESS:· Correct.

24· ·BY MR. MARK:

25· · · · Q· · Well, that is what you stated in your



·1· ·declaration; correct?

·2· · · · · · ·In paragraph 6 in your declaration you state

·3· ·that:

·4· · · · · · ·"Herbalife's Rules of Conduct,

·5· · · · · · ·together with a distributor

·6· · · · · · ·agreement, among other documents,

·7· · · · · · ·provide the terms and conditions

·8· · · · · · ·under which a distributor must

·9· · · · · · ·operate his or her Herbalife

10· · · · · · ·distributorship"; correct?

11· · · · A· · That's correct.

12· · · · Q· · Okay.· So I want to just make sure I

13· ·understand the universe of documents that comprise

14· ·those terms and conditions under which a distributor

15· ·must operate his or her Herbalife distributorship;

16· ·okay?

17· · · · A· · Yes.

18· · · · Q· · Okay.· So those documents include the Rules

19· ·of Conduct; correct?

20· · · · A· · Correct.

21· · · · Q· · The distributor policies?

22· · · · A· · Correct.

23· · · · Q· · The sales and marketing plan?

24· · · · A· · Correct.

25· · · · Q· · The ordering procedures?



·1· · · · A· · Correct.

·2· · · · Q· · The sample forms?

·3· · · · A· · Correct.

·4· · · · Q· · And then other rules and policies --

·5· · · · A· · Correct.

·6· · · · Q· · -- that are available on myherbalife.com?

·7· · · · A· · Correct.

·8· · · · Q· · Okay.· As you sit here today, are there any

·9· ·other -- are there any other terms and conditions

10· ·under which a distributor must operate his or her

11· ·Herbalife distributorship, other than those that I

12· ·just listed?

13· · · · · · ·MR. DROOKS:· Form.

14· ·BY MR. MARK:

15· · · · Q· · That you are aware of?

16· · · · A· · No.

17· · · · Q· · And each of those documents are incorporated

18· ·into these applications in their most recently

19· ·published form; is that correct?

20· · · · · · ·MR. DROOKS:· Form.

21· · · · · · ·THE WITNESS:· Can you repeat that?

22· ·BY MR. MARK:

23· · · · Q· · Yeah.

24· · · · · · ·Each of those agreements are incorporated

25· ·into these applications in their most recently



·1· ·published form?

·2· · · · · · ·MR. DROOKS:· Form.

·3· · · · · · ·THE WITNESS:· Yes.

·4· ·BY MR. MARK:

·5· · · · Q· · Now, later in these applications, it

·6· ·states -- and if you look at Ms. Rodgers' application,

·7· ·for example --

·8· · · · · · ·MR. DROOKS:· Yeah, that is compound.· It's a

·9· ·different --

10· ·BY MR. MARK:

11· · · · Q· · If you look at Ms. Rodgers' application --

12· · · · A· · Um-hmm.

13· · · · Q· · -- Exhibit 7?

14· · · · A· · Yes, third page.

15· · · · Q· · Okay.· If you look at the third page, you

16· ·will see paragraph 12(b).

17· · · · · · ·Do you see that paragraph?

18· · · · A· · Yes.

19· · · · Q· · And it states:

20· · · · · · ·"This agreement, including

21· · · · · · ·documents incorporated herein in

22· · · · · · ·their then published form."

23· · · · · · ·Do you see that?

24· · · · · · ·MR. DROOKS:· Can I have an exhibit number on

25· ·that, so we can follow along?



·1· · · · · · ·MR. MARK:· 7.

·2· · · · · · ·MR. DROOKS:· 7.

·3· ·BY MR. MARK:

·4· · · · Q· · Do you see the "then published form"?· Do

·5· ·you see that?

·6· · · · A· · I'm sorry, where were we?

·7· · · · Q· · 12(b).

·8· · · · A· · Oh, yeah.· 12(b), yes.

·9· · · · Q· · What does "in their then published form"

10· ·mean?

11· · · · · · ·MR. CATLETT:· Form and foundation.

12· · · · · · ·MR. DROOKS:· Form.· Foundation.

13· · · · · · ·THE WITNESS:· To my understanding?

14· ·BY MR. MARK:

15· · · · Q· · If you know what that means, yeah.

16· · · · A· · My understanding is the current form at that

17· ·time.

18· · · · Q· · At the time that this application is signed?

19· · · · · · ·MR. CATLETT:· Same objections.

20· · · · · · ·MR. DROOKS:· Same objections.· Form.

21· · · · · · ·THE WITNESS:· No.

22· ·BY MR. MARK:

23· · · · Q· · So what does it mean?

24· · · · A· · The most current, whatever is the most

25· ·current at any date in time.



·1· · · · Q· · Okay.· So when it states, "including

·2· ·documents incorporated herein in their then published

·3· ·form," that, to you, means the same thing as "the most

·4· ·recently published form"; is that correct?

·5· · · · A· · No.

·6· · · · Q· · They mean different things?

·7· · · · A· · My understanding is that this refers to the

·8· ·document's most recently published form.· So at any

·9· ·given date in time, whatever the current form of that

10· ·particular document is, is what this is applying to.

11· ·That's my understanding.

12· · · · Q· · So "then published form," to you, means the

13· ·same thing as "most recently published form"?

14· · · · · · ·I am not trying to trick you.· I am just

15· ·trying to understand because there is two different --

16· ·the language is different in two different parts of

17· ·the application.

18· · · · · · ·I am trying to understand if it is intended

19· ·to mean the same thing or if they mean two different

20· ·things.

21· · · · · · ·MR. DROOKS:· It's argumentative.

22· · · · · · ·THE WITNESS:· I think "most recently

23· ·published form" can also mean the same as "in their

24· ·then published form."

25



·1· ·BY MR. MARK:

·2· · · · Q· · Okay.

·3· · · · A· · My understanding of both terminologies is

·4· ·that the distributor is bound by whatever, at any

·5· ·given date and time, whatever the rules are at that

·6· ·time.

·7· · · · Q· · And it is your understanding that "then

·8· ·published form" means the same thing as "most recently

·9· ·published form"?

10· · · · A· · I don't know how to better describe my

11· ·answer than to say this includes future versions of

12· ·the language.

13· · · · Q· · So "then published form" includes future

14· ·versions of the documents?

15· · · · A· · Yes.

16· · · · Q· · Those categories of documents that we talked

17· ·about that were incorporated by reference into these

18· ·agreements, are they the same for each application?

19· · · · · · ·Are there categories of documents that are

20· ·incorporated into certain applications, but not other

21· ·applications?

22· · · · A· · No.

23· · · · Q· · It's the same?

24· · · · A· · (Witness nods head.)

25· · · · Q· · "Yes"?



·1· · · · A· · Yes.

·2· · · · Q· · Okay.· You talked about the myherbalife.com

·3· ·website in your affidavit in paragraph 7.

·4· · · · · · ·Do you see that?

·5· · · · A· · I see paragraph 7.

·6· · · · Q· · In your declaration?

·7· · · · · · ·"Yes"?

·8· · · · A· · (Witness nods head.)

·9· · · · Q· · And you see there is a footnote; right,

10· ·which talks about myherbalife.com?

11· · · · A· · Yes.

12· · · · Q· · Can you tell me a little bit about

13· ·myherbalife.com.· I know, obviously, it is a website,

14· ·but what is it for?· And what is the purpose of

15· ·myherbalife.com?

16· · · · · · ·MR. DROOKS:· Form.· Compound.

17· ·BY MR. MARK:

18· · · · Q· · What is the purpose of myherbalife.com?

19· · · · A· · Myherbalife.com is a tool for distributors

20· ·to use.

21· · · · Q· · Anything else?

22· · · · A· · It includes the Rules of Conduct.· It

23· ·includes areas on the site where the distributor can

24· ·track their progress, see how many volume points they

25· ·have, look at their royalties; and their earnings; and



·1· ·other information for distributors to use in order to

·2· ·build their business.

·3· · · · Q· · Is it an important tool for a distributor?

·4· · · · · · ·MR. CATLETT:· Form.

·5· · · · · · ·MR. DROOKS:· Speculative.· Form.

·6· ·BY MR. MARK:

·7· · · · Q· · You can answer.

·8· · · · A· · I would say yes.

·9· · · · Q· · Can you participate in the Herbalife

10· ·business opportunity without using the website?

11· · · · A· · If you sign up online, no.

12· · · · Q· · And it is your con -- well, is it your

13· ·understanding that you are actually required to stay

14· ·apprised of the myherbalife.com website, that is one

15· ·of the requirements to be a distributor?

16· · · · A· · I would rephrase that a little bit to say,

17· ·it's my understanding that the distributor has to stay

18· ·apprised of the Rules of Conduct.

19· · · · Q· · And the Rules of Conduct are only available

20· ·in their current form through myherbalife.com; is that

21· ·correct?

22· · · · · · ·MR. CATLETT:· Form.

23· · · · · · ·THE WITNESS:· Can you rephrase that?

24· ·BY MR. MARK:

25· · · · Q· · You -- you said that Herbalife -- that



·1· ·distributors are required to stay apprised of the

·2· ·updated versions of the Rules of Conduct through

·3· ·myherbalife.com; right?

·4· · · · A· · Yes.

·5· · · · Q· · Is there any other obligation, in your mind,

·6· ·for distributors to go to myherbalife.com?

·7· · · · A· · Obligation, no.

·8· · · · Q· · Okay.· After Ms. Rodgers signed her

·9· ·application, and after Ms. Loken signed her

10· ·application, the Rules of Conduct were amended;

11· ·correct?

12· · · · A· · Yes.

13· · · · Q· · And they were amended to include an

14· ·arbitration provision; correct, among other things?

15· · · · A· · I believe the amendment occurred prior to

16· ·the date they signed their application.

17· · · · Q· · The --

18· · · · A· · Oh, I beg your pardon.· You're correct.

19· ·After they signed their application, they were

20· ·amended.

21· · · · · · ·MR. MARK:· I will hand you a document that I

22· ·will mark as Exhibit 12.

23· · · · · · ·(Exhibit 12 marked.)

24· · · · · · ·MR. DROOKS:· Is that somewhere that --

25· · · · · · ·MR. MARK:· Yes.· I am going to tell you



·1· ·where it is.

·2· · · · Q· · Well, can you identify this document?

·3· · · · · · ·MR. DROOKS:· I would really like to have a

·4· ·copy of it before we start questioning the witness

·5· ·about it.

·6· · · · · · ·MR. MARK:· Sure.· Here.

·7· · · · Q· · Can you identify it?

·8· · · · A· · This is an announcement provided by the

·9· ·company.

10· · · · Q· · What is the date of the announcement?

11· · · · A· · I don't see a date here.

12· · · · Q· · If you look at your declaration,

13· ·paragraph 7, the second part of that, let me give you

14· ·this -- the second part of that states:

15· · · · · · ·"On February 13, 2014, Herbalife

16· · · · · · ·also sent a notification to all

17· · · · · · ·distributors of the recent changes

18· · · · · · ·to the rules, including the

19· · · · · · ·addition of the arbitration

20· · · · · · ·provision.· A complete and

21· · · · · · ·authentic copy of that notice is

22· · · · · · ·attached hereto as Exhibit B."

23· · · · · · ·Do you see that?

24· · · · A· · Yes, I do.

25· · · · Q· · Okay.



·1· · · · · · ·MR. MARK:· So I am going to hand you a

·2· ·document that we will mark as the next exhibit.

·3· · · · · · ·THE REPORTER:· 13.

·4· · · · · · ·MR. MARK:· 13.

·5· · · · · · ·(Exhibit 13 marked.)

·6· · · · · · ·THE WITNESS:· Thank you.

·7· ·BY MR. MARK:

·8· · · · Q· · So I will represent to you that Exhibits 12

·9· ·and 13 that I have handed you together comprise

10· ·Exhibit B to your declaration; okay?

11· · · · A· · Yes.

12· · · · Q· · And if you look at Exhibit 13, is it your

13· ·understanding that the advisory dated February 13,

14· ·2014, was part of Exhibit 12?

15· · · · A· · Yes, that's correct.

16· · · · Q· · Okay.· And it is your -- is it your

17· ·understanding that this amendment applied to those

18· ·existing distributors?

19· · · · A· · Yes, to all distributors.

20· · · · Q· · Including those that predated the date of

21· ·this amendment; correct?

22· · · · A· · Yes, that's correct.

23· · · · Q· · Okay.· And that is because Herbalife retains

24· ·the right to change the terms of its agreement with

25· ·its distributors by amending the Rules of Conduct?



·1· · · · A· · That's correct.

·2· · · · · · ·MR. DROOKS:· Objection as to form.

·3· ·BY MR. MARK:

·4· · · · Q· · Can Herbalife make these changes at any

·5· ·time?

·6· · · · A· · Yes.

·7· · · · · · ·MR. DROOKS:· Objection to form.

·8· · · · · · ·MR. MARK:· "Yes"?

·9· · · · · · ·THE WITNESS:· Yes.

10· · · · · · ·MR. DROOKS:· Legal conclusion.

11· ·BY MR. MARK:

12· · · · Q· · Are there any restrictions, to your

13· ·knowledge, on Herbalife's ability to make these

14· ·changes to the documents?

15· · · · · · ·MR. DROOKS:· Objection as to form.

16· ·BY MR. MARK:

17· · · · Q· · You can answer.

18· · · · A· · Can you rephrase the question?

19· · · · Q· · Are there any restrictions, to your

20· ·knowledge, on Herbalife's ability to make these

21· ·amendments?

22· · · · A· · These amendments?

23· · · · Q· · Yeah, any amendments.

24· · · · · · ·MR. DROOKS:· Objection as to form.

25· · · · · · ·MR. CATLETT:· And foundation.



·1· ·BY MR. MARK:

·2· · · · Q· · You testified that Herbalife can amend the

·3· ·documents at any time; correct?

·4· · · · A· · Um-hmm.· Yes.

·5· · · · Q· · Okay.· And it can do so -- are there any

·6· ·restrictions on its ability to do so, to your

·7· ·knowledge?

·8· · · · A· · Yes.

·9· · · · Q· · And what are those restrictions?

10· · · · A· · We are bound by an agreement that we made

11· ·with our distributors that we will not make changes to

12· ·our sales and marketing plan in any way that will

13· ·be -- impact the way that -- that their -- that they

14· ·have been able to earn with our marketing -- sales and

15· ·marketing plan.

16· · · · Q· · Okay.· So there is a restriction on

17· ·Herbalife's ability to amend its sales and marketing

18· ·plan; is that correct?

19· · · · · · ·MR. DROOKS:· Calls for -- form.

20· · · · · · ·THE WITNESS:· Let me say there is parameters

21· ·as to how we make certain changes to our sales and

22· ·marketing plan.

23· ·BY MR. MARK:

24· · · · Q· · Okay.· Are there any parameters as to

25· ·Herbalife's ability to amend the Rules of Conduct, to



·1· ·your knowledge?

·2· · · · A· · No.

·3· · · · Q· · And when are the changes -- well, let's

·4· ·start with this one, Exhibit 12.

·5· · · · · · ·When do these changes become effective?· In

·6· ·other words, when do they first apply to the

·7· ·distributors?

·8· · · · · · ·MR. CATLETT:· Form and foundation.

·9· · · · · · ·THE WITNESS:· Upon publication.

10· ·BY MR. MARK:

11· · · · Q· · Okay.· And when were these amendments

12· ·published?

13· · · · A· · Well, it states in this advisory that these

14· ·rules became available in our warehouses and could be

15· ·accessed online --

16· · · · Q· · You are looking at Exhibit --

17· · · · A· · -- around --

18· · · · Q· · -- 13 --

19· · · · A· · -- February 13th of 2014.

20· · · · Q· · Okay.· So you are looking at Exhibit 13; is

21· ·that correct?

22· · · · A· · Correct.

23· · · · Q· · So -- so the changes that are reflected in

24· ·Exhibit 13 first became effective on February 13,

25· ·2014?



·1· · · · A· · No.

·2· · · · Q· · Okay.· When did they first become effective?

·3· · · · A· · When we published them --

·4· · · · Q· · And when did you --

·5· · · · A· · -- online, which was, I believe, in advance

·6· ·of this advisory being published.

·7· · · · Q· · And when was -- when was that?

·8· · · · A· · So let me see, I believe it was in October

·9· ·of 2013.

10· · · · Q· · And what forms the basis of that

11· ·understanding?

12· · · · A· · I just recall that in reviewing materials in

13· ·preparation for my declaration.

14· · · · Q· · Okay.· So -- and if you look in your

15· ·declaration, you see in paragraph 7 it states:

16· · · · · · ·"This version of the rules and the

17· · · · · · ·arbitration provision were readily

18· · · · · · ·available to distributors online

19· · · · · · ·through myherbalife.com on

20· · · · · · ·October 28, 2013."

21· · · · A· · Correct.

22· · · · Q· · Okay.· So it is your understanding that --

23· ·that these amendments that are reflected in

24· ·Exhibit 13, first became effective on October 28,

25· ·2013, when they were published on the Herbalife



·1· ·website?

·2· · · · A· · That's correct.

·3· · · · Q· · And that is myherbalife.com; right?

·4· · · · A· · Yes.

·5· · · · Q· · Was there any notification to distributors

·6· ·at that time that the rules were changing?

·7· · · · A· · Not -- that I can recall.

·8· · · · Q· · Exhibit 12 is the first notification of --

·9· ·to distributors of this change; correct?

10· · · · A· · It is possible that we may have made a

11· ·verbal announcement to our distributor leadership in

12· ·advance of the advisory being published.· So a verbal

13· ·announcement is very possible in advance of the

14· ·October date.

15· · · · Q· · And you said "distributor leadership"; is

16· ·that what you said?

17· · · · A· · Yes.

18· · · · Q· · Who is that?

19· · · · A· · So our President Team members.

20· · · · Q· · Okay.· Other than -- other than the

21· ·potential announcement to President Team members, are

22· ·you aware of any other announcement of these

23· ·amendments to the distributorship relationship prior

24· ·to February 13, 2014?

25· · · · A· · No.



·1· · · · Q· · And is it your -- do you believe that when

·2· ·these new rules were first posted on the website in

·3· ·October of 2013, that those replaced the earlier

·4· ·versions of the Rules of Conduct?

·5· · · · A· · Yes.

·6· · · · Q· · Do you know why it took four months between

·7· ·the posting of the rules in October of 2013 and the

·8· ·February 13, 2014 announcement?

·9· · · · A· · As I recall, we were making quite a few

10· ·changes at that time, and rather than sending several

11· ·different announcements within that period of months,

12· ·I believe we waited to complete our full nomenclature

13· ·changes before publishing this advisory.

14· · · · Q· · Okay.· And this amendment, which you state

15· ·became effective in October of 2013, this is the

16· ·first -- this amendment added an arbitration

17· ·provision; correct?

18· · · · A· · Yes.

19· · · · Q· · And this also added the jury trial waiver

20· ·provision; correct?

21· · · · A· · Yes.

22· · · · Q· · And this also added the class action waiver

23· ·provision; correct?

24· · · · A· · Yes.

25· · · · Q· · And until this change occurred in October of



·1· ·2013, there were no such restrictions in the

·2· ·distributor agreement at the time; correct?

·3· · · · A· · Can you ask one more time?

·4· · · · · · ·MR. MARK:· Can you read it back?

·5· · · · · · ·(Record read.)

·6· · · · · · ·MR. CATLETT:· Object to form.

·7· · · · · · ·THE WITNESS:· We may have had arbitration

·8· ·provision years before and I am not certain.· I don't

·9· ·want to --

10· ·BY MR. MARK:

11· · · · Q· · Well, we saw the arbitration provision, in

12· ·fact, in earlier --

13· · · · · · ·MR. DROOKS:· Let the witness finish her

14· ·answer.

15· ·BY MR. MARK:

16· · · · Q· · Okay.· Go ahead.

17· · · · A· · Before 2013, we may have had an arbitration

18· ·provision in our membership application.

19· · · · Q· · Well -- are you done with your answer?

20· · · · A· · Yes.

21· · · · Q· · Okay.· Now, in 2008, we saw Mr. Valdez -- we

22· ·saw in Mr. Valdez's agreement, which was signed in

23· ·2008, there was an arbitration provision; correct?

24· · · · A· · Yes.

25· · · · Q· · Is that what you are thinking about?



·1· · · · A· · Yes.· Thank you for reminding me.

·2· · · · Q· · Sure.

·3· · · · · · ·And then subsequent to that, though, the

·4· ·arbitration provision was removed; correct?

·5· · · · A· · Yes.

·6· · · · Q· · And then it was added again in 2013;

·7· ·correct?

·8· · · · A· · Correct.

·9· · · · Q· · But at the time that it was added in October

10· ·of 2013, there was no arbitration agreement in effect;

11· ·correct?

12· · · · A· · Correct.

13· · · · Q· · Okay.· And I -- and there was no jury trial

14· ·waiver in effect; correct?

15· · · · A· · Correct.

16· · · · Q· · And there was no class action waiver in

17· ·effect; correct?

18· · · · A· · Correct.

19· · · · Q· · And you stated that that change became

20· ·effective to all distributors in October of 2013;

21· ·correct?

22· · · · A· · Correct.

23· · · · Q· · So what was the purpose of this

24· ·notification?

25· · · · · · ·MR. DROOKS:· Objection as to form.



·1· ·BY MR. MARK:

·2· · · · Q· · Exhibit 13?

·3· · · · A· · The purpose of the notification is to make

·4· ·distributors aware that we made changes in our Book 4.

·5· · · · Q· · How would distributors -- is there any way

·6· ·for distributors to know that there was a change to

·7· ·the Rules of Conduct prior to this February 13, 2014

·8· ·announcement?

·9· · · · A· · Verbal announcement to our leadership.

10· · · · Q· · Other than that?

11· · · · A· · No.

12· · · · Q· · Does Herbalife expect the distributors to go

13· ·onto myherbalife.com and look at the Rules of Conduct

14· ·on a regular basis to see if they have been updated?

15· · · · A· · Yes.

16· · · · · · ·MR. DROOKS:· Speculation.

17· ·BY MR. MARK:

18· · · · Q· · "Yes"?

19· · · · A· · Yes.

20· · · · Q· · And that is without -- regardless of whether

21· ·or not there is a notice to do so?

22· · · · A· · Well, the membership application has a

23· ·clause that -- that indicates members should go online

24· ·to stay apprised of -- of the rules, the most current

25· ·rules.



·1· · · · Q· · And how often are distributors to do that?

·2· · · · · · ·MR. DROOKS:· Objection as to form.· Lacks

·3· ·foundation.

·4· · · · · · ·THE WITNESS:· I suppose a time frame would

·5· ·depend on each distributor and how they conduct their

·6· ·business.

·7· ·BY MR. MARK:

·8· · · · Q· · How -- how -- I don't understand.

·9· · · · · · ·Why would it depend on how the distributor

10· ·conducts its business?

11· · · · A· · Some distributors maybe are online more

12· ·often than others.

13· · · · Q· · So the obligation to go online to review the

14· ·Rules of Conduct depends on the distributor?

15· · · · · · ·MR. DROOKS:· Objection as to form.

16· · · · · · ·THE WITNESS:· I didn't --

17· · · · · · ·MR. DROOKS:· Lacks foundation.· Legal

18· ·conclusion.

19· · · · · · ·THE WITNESS:· Yeah, the distributor is

20· ·obligated to stay apprised of the most current rules.

21· ·BY MR. MARK:

22· · · · Q· · But how does a distributor do that?

23· · · · · · ·MR. DROOKS:· Calls for speculation.

24· · · · · · ·THE WITNESS:· They go on myherbalife.com or

25· ·their sponsor or through trainings that occur in the



·1· ·field or through our events that also include

·2· ·training.

·3· ·BY MR. MARK:

·4· · · · Q· · And that's -- is there a certain amount of

·5· ·times that a distributor is required to do that?

·6· · · · A· · No.

·7· · · · · · ·MR. MARK:· I will hand you a document that

·8· ·we will mark as the next exhibit.

·9· · · · · · ·THE REPORTER:· 14.

10· · · · · · ·MR. MARK:· Thank you.

11· · · · Q· · Actually, I'm sorry, before we do that,

12· ·let's look at Exhibit 12 for a moment.

13· · · · · · ·This is the E-mail announcement; right?

14· · · · A· · Yes.

15· · · · Q· · And in order to obtain the actual summary of

16· ·updates that is Exhibit 13, you have to click through

17· ·to learn more; is that right?

18· · · · A· · Yes, or a distributor could just be online.

19· ·Obviously, they can get through it through this

20· ·announcement by clicking the link, but a distributor

21· ·could just be online and also get to this

22· ·announcement.

23· · · · Q· · Okay.· But right now, I am just talking

24· ·about the announcement that is Exhibit 12.· Okay?

25· · · · A· · Yes.



·1· · · · Q· · This announcement, you receive this E-mail,

·2· ·all you are seeing is Exhibit 12 in the E-mail;

·3· ·correct?

·4· · · · A· · Correct.

·5· · · · Q· · Okay.· And in order to see the summary of

·6· ·updates, that is Exhibit 13, you have to click where

·7· ·it says, "Learn more"?

·8· · · · A· · Correct.

·9· · · · Q· · Okay.· Now, who is -- who is

10· ·salvadorrod@herbalife.com?· It's at the bottom of

11· ·Exhibit 12.

12· · · · A· · He was an employee in charge of pushing

13· ·these announcements out online.

14· · · · Q· · Is he no longer with Herbalife?

15· · · · A· · To my knowledge, he is no longer with the

16· ·company.

17· · · · Q· · Okay.· Is this E-mail announcement sent to

18· ·all distributors?

19· · · · A· · Yes.

20· · · · Q· · And how -- is there any method of confirming

21· ·that this was, in fact, sent to all distributors?

22· · · · · · ·MR. CATLETT:· Foundation.

23· ·BY MR. MARK:

24· · · · Q· · If you know?

25· · · · A· · Yes, I believe so.



·1· · · · Q· · How is that done?

·2· · · · A· · The system that we use to push these

·3· ·announcements out has reporting capabilities.

·4· · · · Q· · Is it like Constant Contact or something?

·5· ·Do you know what the system is called?

·6· · · · A· · I believe it is called ExactTarget.

·7· · · · Q· · ExactTarget.· Okay.

·8· · · · · · ·So that system, then, pushes out these

·9· ·announcements and then it knows whether or not those

10· ·announcements bounce back or not, for example?

11· · · · A· · Yes.

12· · · · Q· · And I assume that a certain percentage of

13· ·them do, in fact, bounce back?

14· · · · A· · I assume.

15· · · · Q· · Yeah.· Is there any method by which

16· ·Herbalife confirms that these announcements are, in

17· ·fact, sent and received by all distributors?

18· · · · A· · We have the capability to do so.

19· · · · Q· · Does Herbalife do so?

20· · · · A· · I don't know.

21· · · · Q· · Okay.· And what about clicking through;

22· ·right, where it says, "Learn more," for example?

23· · · · A· · Uh-huh.

24· · · · Q· · Is there a way to tell what percentage of

25· ·people, for example, click through to learn more?



·1· · · · A· · I don't know.

·2· · · · Q· · Is receipt of these announcements a

·3· ·condition to staying a distributor?

·4· · · · · · ·MR. DROOKS:· Objection as to form.· Legal

·5· ·conclusion.

·6· · · · · · ·THE WITNESS:· No.

·7· ·BY MR. MARK:

·8· · · · Q· · And, in fact, a distributor can unsubscribe

·9· ·from these announcements; right?

10· · · · A· · Yes.

11· · · · Q· · And do distributors unsubscribe from these

12· ·announcements?

13· · · · A· · I don't know.

14· · · · Q· · In order to stay a distributor, do you have

15· ·to stay subscribed to these announcements?

16· · · · A· · No.

17· · · · Q· · Is there anything on this notification that

18· ·requires the recipient of these E-mails to acknowledge

19· ·that they have received it?

20· · · · A· · No.

21· · · · Q· · And is there anything on this E-mail that

22· ·allows a distributor to determine whether or not --

23· ·that allows Herbalife, excuse me, to determine whether

24· ·or not the E-mail went into spam or not?

25· · · · A· · Well, I don't know.



·1· · · · Q· · And there is nothing in this announcement

·2· ·that requires the recipient to acknowledge that they

·3· ·agree with the new Rules of Conduct; correct?

·4· · · · A· · Correct.

·5· · · · Q· · Are you aware of whether any distributors

·6· ·actually unsubscribed from these announcements?

·7· · · · A· · I don't know.

·8· · · · Q· · And regardless of whether or not any

·9· ·distributor receives this E-mail, they are still bound

10· ·by the Rules of Conduct; correct?

11· · · · A· · Correct.

12· · · · · · ·MR. DROOKS:· Legal conclusion.· Form.

13· ·BY MR. MARK:

14· · · · Q· · Is it your understanding that the Rules of

15· ·Conduct still apply to distributors that do not

16· ·receive these announcements?

17· · · · A· · Correct.

18· · · · · · ·MR. MARK:· Okay.· I am going to hand you a

19· ·document --

20· · · · · · ·MR. DROOKS:· Etan, at some point when you

21· ·are at a stopping point, I would like to take a break.

22· · · · · · ·MR. MARK:· Sure.

23· · · · · · ·MR. DROOKS:· Can you do it now?· I don't

24· ·want to interrupt, but I see you are moving on.

25· · · · · · ·MR. MARK:· That's fine.



·1· · · · · · ·(Recess.)

·2· · · · · · ·MR. MARK:· I am going to hand the witness

·3· ·what has been marked as Exhibit 15.

·4· · · · · · ·THE REPORTER:· 14.

·5· · · · · · ·MR. MARK:· 14, I'm sorry.

·6· · · · · · ·(Exhibit 14 marked.)

·7· ·BY MR. MARK:

·8· · · · Q· · Can you identify this document for me?

·9· · · · A· · Yes.· This is Book 4, which includes the

10· ·Rules of Conduct, the sales and marketing plan, sample

11· ·forms, ordering procedures, enforcement procedures.

12· · · · Q· · And what is the effective date of these

13· ·Rules of Conduct?

14· · · · A· · I can't tell you that by looking at this

15· ·document.

16· · · · Q· · Okay.· If you look at -- this document has

17· ·been Bates stamped HLF, underscore, 00051 through

18· ·000184.

19· · · · · · ·If you go to the last page, 184, you will

20· ·see a -- what I think is a version number; is that

21· ·right?

22· · · · A· · Correct.

23· · · · Q· · Okay.· What version is this?

24· · · · A· · Version 29.

25· · · · Q· · And there is a date next to it; right?



·1· · · · A· · Correct.

·2· · · · Q· · That date is August, 2013?

·3· · · · A· · Correct.

·4· · · · Q· · Okay.· So is that the date that this was

·5· ·published?

·6· · · · A· · No.

·7· · · · Q· · What is that?

·8· · · · A· · That's the date that we approved all of the

·9· ·content in this book and sent it to our Creative

10· ·Services Department for preparation of publication.

11· · · · Q· · Okay.

12· · · · · · ·MR. CATLETT:· And just so the record is

13· ·clear, then, Exhibit 14 is attached as Exhibit A to

14· ·Ms. Romans' deposition?

15· · · · · · ·MR. MARK:· Well, that is what I was going

16· ·to -- that is where I am going.

17· · · · · · ·MR. CATLETT:· Okay.· I'm sorry.

18· ·BY MR. MARK:

19· · · · Q· · So can you confirm for me, then, that

20· ·Exhibit 14 is the same as Exhibit A to your

21· ·declaration?· In other words, this copy of the rules

22· ·as amended in August of 2013?

23· · · · A· · Yes.

24· · · · · · ·MR. DROOKS:· That lacks foundation.· Form.

25



·1· ·BY MR. MARK:

·2· · · · Q· · "Yes"?

·3· · · · · · ·MR. DROOKS:· As amended.

·4· · · · · · ·THE WITNESS:· Yes.

·5· ·BY MR. MARK:

·6· · · · Q· · Okay.· And this is the version of the rules

·7· ·that we were talking about earlier that was first

·8· ·published on October 28, 2013 on the myherbalife.com

·9· ·website?

10· · · · A· · Correct.

11· · · · Q· · And -- and as of that date, this document

12· ·marked as Exhibit 14 was the -- this provided the

13· ·terms and conditions under which a distributor must

14· ·operate his or her Herbalife distributorship?

15· · · · · · ·MR. DROOKS:· Form.

16· · · · · · ·THE WITNESS:· Correct.

17· ·BY MR. MARK:

18· · · · Q· · Now, if you look on page -- starting on

19· ·page, it looks like 93, there is some forms.· I think

20· ·they are forms.

21· · · · A· · Yes.

22· · · · Q· · Okay.· And earlier you recall testifying

23· ·that there are certain forms that get incorporated

24· ·into the agreements, as well?

25· · · · A· · Correct.



·1· · · · Q· · And are these the forms you are talking

·2· ·about with respect to each version of the Rules of

·3· ·Conduct?

·4· · · · A· · Yes.· And there could be other forms.

·5· · · · Q· · Okay.· And I understand there could be other

·6· ·policies, as well; correct?

·7· · · · A· · Yes.

·8· · · · Q· · That are in effect at the time?

·9· · · · A· · Correct.

10· · · · Q· · Now, if you look at page 94, you will see

11· ·there is an application for International

12· ·distributorship.· And when I say "page 94," I am

13· ·referring to HLF, underscore, 000094.· Okay?

14· · · · A· · Yes.

15· · · · Q· · Is that the application of International

16· ·distributorship that was in effect at the time that

17· ·these Rules of Conduct were in effect?

18· · · · A· · I am not certain.

19· · · · Q· · But this form is incorporated into these

20· ·Rules of Conduct; correct?

21· · · · A· · Correct.

22· · · · Q· · And you will see that this distributorship

23· ·agreement on page 97 does not contain an arbitration

24· ·provision; correct?

25· · · · A· · That's correct, but I would like to point



·1· ·out that this is just a sample form and not

·2· ·necessarily the current version of the form that was

·3· ·in place at that time.

·4· · · · Q· · Okay.· But I thought you said that this form

·5· ·is incorporated into these rules of conduct?

·6· · · · A· · The distributor application itself is

·7· ·incorporated into the rules.· This, though, is simply

·8· ·a sample form.

·9· · · · Q· · I see.· So this distributor application that

10· ·is on pages 94 through 97 is just a sample form?

11· · · · A· · Correct.

12· · · · Q· · It is not -- but it is incorporated into

13· ·these Rules of Conduct?

14· · · · A· · The distributor application itself is

15· ·incorporated into the Rules of Conduct.· The form that

16· ·is included in this book as a sample, may not

17· ·necessarily be the form that was in existence at the

18· ·time that this printed, simply because of printing

19· ·logistics.

20· · · · Q· · Okay.· Well, this says, "Revised 7/13";

21· ·right, this form?

22· · · · A· · I can't read the date.· Sorry.· I see 13,

23· ·but I can't see the month.

24· · · · Q· · Okay.· I will represent to you it says,

25· ·"Rev. 07/13."



·1· · · · A· · Okay.

·2· · · · Q· · Okay.· Does that mean that this form was

·3· ·effective as of July, 2013?

·4· · · · A· · No.

·5· · · · Q· · Okay.· What does it mean?

·6· · · · A· · It means that we prepared and agreed on the

·7· ·content of this form at that time; but it still had to

·8· ·go through our Creative Services team for artwork and

·9· ·preparation of publication.

10· · · · Q· · Okay.· And do you know what form was in

11· ·effect as of 7/13 -- I'm sorry, as of the date of

12· ·these Rules of Conduct?

13· · · · A· · No, I don't know.

14· · · · Q· · Okay.· Is whatever form that was in effect

15· ·as of the date of these Rules of Conduct, the form

16· ·that is incorporated into the terms and conditions

17· ·under which a distributor must operate his or her

18· ·Herbalife distributorship?

19· · · · A· · Yes.

20· · · · Q· · But you don't know whether it was this form?

21· · · · A· · Correct.

22· · · · Q· · This is Version 39; right?

23· · · · A· · Yes.

24· · · · Q· · Is Version 40 the next version of this form?

25· · · · A· · To my recollection, yes.



·1· · · · Q· · You're not aware of a 39(a) or (b); are you?

·2· · · · A· · No, I'm not.

·3· · · · · · ·MR. MARK:· I will hand you a document that

·4· ·we will mark as Exhibit --

·5· · · · · · ·THE REPORTER:· 15.

·6· · · · · · ·MR. MARK:· -- 15.

·7· · · · · · ·(Exhibit 15 marked.)

·8· · · · · · ·THE WITNESS:· Thank you.

·9· ·BY MR. MARK:

10· · · · Q· · I am handing you a document that has been

11· ·Bates stamped HLF, underscore, 000802.

12· · · · A· · Yes.

13· · · · Q· · Okay.· And if you look in the lower

14· ·right-hand corner, you will see there is a form

15· ·number.

16· · · · · · ·Do you see that?

17· · · · A· · Yes.

18· · · · Q· · Is this Version 40?

19· · · · A· · It looks like Version 40.

20· · · · Q· · Okay.· And this was revised -- it states the

21· ·revised date is 09/13; is that right?

22· · · · A· · Yes.

23· · · · Q· · So this form that has been marked as

24· ·Exhibit 15 was in effect after the date -- the

25· ·effective date of these Rules of Conduct; correct?



·1· · · · · · ·MR. DROOKS:· Lacks foundation.

·2· · · · · · ·THE WITNESS:· I believe so.

·3· ·BY MR. MARK:

·4· · · · Q· · So at the time, looking at Exhibit 15 and

·5· ·the form on HLF 000097, it appears that the

·6· ·application in effect at the time of these Rules of

·7· ·Conduct was Version 39; is that correct?

·8· · · · A· · It appears so.

·9· · · · Q· · Okay.· And you will agree with me that this

10· ·form states, paragraph 17:

11· · · · · · ·"Any claim shall be resolved

12· · · · · · ·exclusively in a judicial

13· · · · · · ·proceeding in either the Superior

14· · · · · · ·Court of the Commonwealth of" -- I

15· · · · · · ·am looking at the Puerto Rico one.

16· · · · · · ·Let's look at page 00095, paragraph 17, it

17· ·states:

18· · · · · · ·"Any claims shall be resolved

19· · · · · · ·exclusively in a judicial

20· · · · · · ·proceeding in either the Superior

21· · · · · · ·Court or the United States District

22· · · · · · ·Court, both located in Los Angeles,

23· · · · · · ·California."· Correct?

24· · · · A· · That's what this document states.

25· · · · Q· · Okay.· And that's inconsistent with the



·1· ·provision of these Rules of Conduct that contain an

·2· ·arbitration agreement; correct?

·3· · · · · · ·MR. CATLETT:· Form.· Foundation.

·4· · · · · · ·MR. DROOKS:· Form.

·5· · · · · · ·THE WITNESS:· Correct.

·6· ·BY MR. MARK:

·7· · · · Q· · Okay.· So as of August of 2013, which --

·8· ·which one was it?

·9· · · · · · ·Was it the arbitration provision or was it

10· ·the, "any claim shall be resolved exclusively in a

11· ·judicial proceeding in Los Angeles"?

12· · · · · · ·MR. DROOKS:· Calls for a legal conclusion.

13· · · · · · ·THE WITNESS:· I wouldn't know the answer to

14· ·that question.

15· ·BY MR. MARK:

16· · · · Q· · How would a distributor know the answer to

17· ·that question?

18· · · · · · ·MR. CATLETT:· Foundation.

19· · · · · · ·MR. DROOKS:· Speculation.

20· ·BY MR. MARK:

21· · · · Q· · I assume you don't know.

22· · · · A· · I don't know how to answer that.

23· · · · Q· · Your testimony earlier about this amendment

24· ·to the Rules of Conduct being available online for the

25· ·first time on October 28, 2013, did that also apply to



·1· ·the Spanish version of the documents or only the

·2· ·English version?

·3· · · · A· · Can you repeat the beginning of your

·4· ·question?

·5· · · · Q· · I'm sorry, that was not a good question.

·6· · · · · · ·Do you recall your earlier testimony that

·7· ·Version 29 of the Rules of Conduct first became

·8· ·effective on -- when it was available to distributors

·9· ·online on October 28, 2013?

10· · · · A· · Yes.

11· · · · Q· · Okay.· Was the Spanish version of the Rules

12· ·of Conduct also available on that date?

13· · · · A· · Yes.

14· · · · Q· · Okay.· Going back to Exhibit 14 for a

15· ·moment.

16· · · · · · ·If you look on page HLF, underscore, 000121,

17· ·do you remember your earlier testimony about

18· ·Rule 8(c)?

19· · · · A· · Yes.

20· · · · Q· · Is this the rule you were referring to, the

21· ·one that is headed, "Keep Informed of Herbalife's

22· ·Policies"?

23· · · · A· · Yes.

24· · · · Q· · And now I thought you said that there were

25· ·two sort of similar provisions in the Rules of



·1· ·Conduct, that both required distributors to stay

·2· ·informed of Herbalife's policy; is that --

·3· · · · · · ·MR. DROOKS:· Mischaracterizes --

·4· ·BY MR. MARK:

·5· · · · Q· · I am not trying to mischaracterize.· Is that

·6· ·correct?

·7· · · · A· · It is not exactly what I stated.

·8· · · · Q· · So tell me again, please, if you don't mind.

·9· · · · A· · 8(c), yes, does include language that

10· ·states, the distributor should regularly visit

11· ·Herbalife's website and stay apprised of our -- of our

12· ·rules, keep informed of our policies.

13· · · · · · ·But there is another rule that states the

14· ·distributor must also abide by our rules and abide by

15· ·the law.

16· · · · Q· · Okay.· Where is that?

17· · · · A· · Oh, 8(d), "Comply with the Laws."

18· · · · Q· · Okay.· It doesn't say anything about

19· ·Herbalife's rules, though, there, does it?

20· · · · A· · This one doesn't.· Perhaps, it is in another

21· ·version of the rules.

22· · · · Q· · Okay.

23· · · · · · ·MR. MARK:· I will hand you a document we

24· ·will mark as Exhibit 15 and Exhibit 16.

25· · · · · · ·MR. DROOKS:· You already marked an Exhibit



·1· ·15.

·2· · · · · · ·MR. MARK:· I did?

·3· · · · · · ·THE WITNESS:· You said 16 after.

·4· · · · · · ·MR. MARK:· I'm sorry, Exhibit 16 and 17.

·5· · · · · · ·(Exhibits 16 and 17 marked.)

·6· ·BY MR. MARK:

·7· · · · Q· · So I am handing you what has been marked as

·8· ·Exhibits 15 and 16.

·9· · · · · · ·Can you identify these documents?

10· · · · A· · Exhibit 16 is the --

11· · · · Q· · Did I say 15 and 16 again?· 16 and 17.· I'm

12· ·sorry.

13· · · · A· · So Exhibit 16 is the online announcement

14· ·where the reader can click, "Learn more," and get to

15· ·the actual announcement about the Rules of Conduct.

16· · · · Q· · And Exhibit 17 is the actual announcement?

17· · · · A· · Correct.

18· · · · Q· · And this announcement was sent on July 21st,

19· ·2014?

20· · · · A· · Correct.

21· · · · Q· · The only way to see the document marked as

22· ·Exhibit 17 would be to click on "Learn more";

23· ·correct?

24· · · · A· · No.

25· · · · Q· · Okay.· How else would you see Exhibit 17?



·1· · · · A· · A distributor that is online could find this

·2· ·announcement.

·3· · · · Q· · How would they find it?

·4· · · · A· · Under our Rules and Policies tab.

·5· · · · Q· · So under Rules and Policies, it would

·6· ·look -- what would it look like?· There would be

·7· ·another tab --

·8· · · · A· · There would be another tab for Advisories

·9· ·and Announcements.

10· · · · Q· · Advisories and Announcements.· Okay.· So

11· ·then this advisory or announcement would be up there

12· ·at the time?

13· · · · A· · Yes.

14· · · · Q· · How long does that advisory or announcement

15· ·stay on the myherbalife.com website?

16· · · · A· · Indefinitely.

17· · · · Q· · Is it still -- it is still there right now?

18· · · · A· · Which one is this, Version 31.· To my

19· ·knowledge, this one is no longer there.

20· · · · Q· · Okay.· So how long do these announcements

21· ·stay on online?

22· · · · A· · In the past, they used to stay on an

23· ·extended period of time.

24· · · · Q· · Do you know how long this Exhibit 17 stayed?

25· · · · A· · No.



·1· · · · Q· · Okay.· And part -- it is your understanding

·2· ·that part of a distributor's obligation is to stay

·3· ·apprised of the rules is to routinely check the

·4· ·Announcements tab on myherbalife.com?

·5· · · · A· · The Announcements tab, yes, and also the

·6· ·book.· The actual book.

·7· · · · Q· · Regardless of whether or not there is

·8· ·actually -- they receive notice of a published

·9· ·announcement?

10· · · · A· · Correct.

11· · · · Q· · And is this announcement sent via the same

12· ·system that you talked about earlier?

13· · · · A· · Yes.

14· · · · Q· · What was it called again?

15· · · · A· · ExactTarget.

16· · · · Q· · Exact, E-X-A-C-T --

17· · · · A· · Target.

18· · · · Q· · -- Target.

19· · · · · · ·And there is no -- and you don't know

20· ·whether or not this announcement reached each

21· ·distributor; correct?

22· · · · A· · No, I don't know.

23· · · · Q· · Do you know whether it reached the --

24· ·specifically the plaintiffs in this case?

25· · · · A· · I wouldn't know.



·1· · · · Q· · Did you check to see if any of the

·2· ·plaintiffs in this case received the announcement that

·3· ·was marked as Exhibit 16?

·4· · · · A· · No.

·5· · · · Q· · Did you check to see if any of the

·6· ·plaintiffs in this case received the announcement that

·7· ·was marked as Exhibit 12?

·8· · · · A· · I may have.

·9· · · · Q· · And what did you see?

10· · · · A· · I don't recall.

11· · · · Q· · All right.· How did you check to see if the

12· ·plaintiffs in this case received the announcement

13· ·marked as Exhibit 12?

14· · · · · · ·MR. DROOKS:· Lacks foundation.

15· · · · · · ·THE WITNESS:· Through the department that

16· ·pushes the ExactTarget communications.

17· ·BY MR. MARK:

18· · · · Q· · Can you describe for me, please, that

19· ·conversation?

20· · · · A· · That was done through E-mail.

21· · · · Q· · Okay.· So you E-mailed -- do you actually

22· ·recall E-mailing the department that deals with

23· ·pushing these announcements through as to whether or

24· ·not the plaintiffs in this case actually received the

25· ·document that has been previously marked as



·1· ·Exhibit 12?

·2· · · · A· · I may have E-mailed one of my team members

·3· ·to obtain the information.

·4· · · · Q· · Okay.· Did your team member respond to your

·5· ·E-mail?

·6· · · · · · ·MR. DROOKS:· Objection as to form.· Lacks

·7· ·foundation.

·8· · · · · · ·THE WITNESS:· I believe so.

·9· ·BY MR. MARK:

10· · · · Q· · Okay.· And what did your team member tell

11· ·you?

12· · · · A· · I don't recall.

13· · · · Q· · You don't recall whether your team member

14· ·said that any of the plaintiffs did or did not receive

15· ·the notification marked as Exhibit 12?

16· · · · A· · Correct, I don't recall.

17· · · · Q· · But the purpose of reaching out to this team

18· ·member was to determine whether any of plaintiffs did,

19· ·in fact, receive the document marked as Exhibit 12?

20· · · · A· · Correct.

21· · · · Q· · Okay.· Did you make any efforts to see if

22· ·the plaintiffs received the document marked as

23· ·Exhibit 16?

24· · · · A· · I believe I did.

25· · · · Q· · Okay.· And same sets -- same questions --



·1· · · · A· · I don't recall.

·2· · · · Q· · Okay.· So you recall asking a team member,

·3· ·the team member responded to you, but you don't recall

·4· ·what the response was?

·5· · · · A· · Exactly.

·6· · · · Q· · Why did you ask your team member whether or

·7· ·not any of the plaintiffs in this case received the

·8· ·notification?

·9· · · · A· · I believe our lawyer asked me the question.

10· · · · Q· · But it is your -- but it is your

11· ·understanding that those -- that all the plaintiffs

12· ·are bound by these rules regardless of whether or not

13· ·they received notification; right?

14· · · · A· · Yes.

15· · · · Q· · And there is certainly no obligation for

16· ·them to affirm that they have accepted any of these

17· ·obligations; correct?

18· · · · · · ·MR. DROOKS:· Objection as to form.· Legal

19· ·conclusion.

20· · · · · · ·THE WITNESS:· They affirm when they sign

21· ·their distributor application that they will.

22· ·BY MR. MARK:

23· · · · Q· · Right.· But I am talking about the

24· ·amendments.· I am talking about receiving the

25· ·amendments.



·1· · · · · · ·There is no obligation that any distributor

·2· ·affirmed that they agreed to the amendments; correct?

·3· · · · A· · Correct.

·4· · · · · · ·MR. DROOKS:· Objection as to form.

·5· ·BY MR. MARK:

·6· · · · Q· · Do you know why Rule 8(c) was removed from

·7· ·the rules?

·8· · · · · · ·MR. DROOKS:· Calls for speculation.

·9· · · · · · ·THE WITNESS:· No, I don't know.

10· ·BY MR. MARK:

11· · · · Q· · I think I asked this, but I want to confirm.

12· · · · · · ·There were Rules of Conduct in effect prior

13· ·to the Rules of Conduct dated August, 2013; right?

14· · · · A· · Correct.

15· · · · Q· · And you saw the applications that you have

16· ·attached to your declaration, including some in 2008,

17· ·there were Rules of Conduct in effect at the time;

18· ·correct?

19· · · · A· · Correct.

20· · · · · · ·MR. MARK:· I will hand you a document that

21· ·we will mark as Exhibit 18.

22· · · · · · ·(Exhibit 18 marked.)

23· · · · · · ·THE WITNESS:· Thank you.

24· ·BY MR. MARK:

25· · · · Q· · Can you identify this document for me,



·1· ·please?

·2· · · · A· · Yes, this is Book 4, Version 31, which

·3· ·includes the Rules of Conduct, sample forms, ordering

·4· ·procedures.

·5· · · · Q· · What was the date that these Rules of

·6· ·Conduct governed the distributors?

·7· · · · A· · They became available July 21st, 2014.

·8· · · · Q· · Is that the date at which distributors

·9· ·became bound by these Rules of Conduct?

10· · · · · · ·MR. CATLETT:· Foundation.

11· · · · · · ·MR. DROOKS:· Form.

12· · · · · · ·THE WITNESS:· It is my understanding.

13· ·BY MR. MARK:

14· · · · Q· · And how is that your understanding?

15· · · · A· · That is when we published these rules.

16· · · · Q· · So if you look at paragraph 9 of your

17· ·declaration, you write:

18· · · · · · ·"On July 21st, Herbalife sent a

19· · · · · · ·notification to all distributors of

20· · · · · · ·the recent changes of the rules,

21· · · · · · ·including the changes to the

22· · · · · · ·arbitration provision."· Correct?

23· · · · A· · My paragraph 9 doesn't -- oh, yes, it does.

24· ·Yes.

25· · · · Q· · Okay.· And that is the notification we just



·1· ·looked at; right?

·2· · · · A· · Yes.

·3· · · · Q· · Now, are you aware of whether these rules

·4· ·were published on herbalife.com before July 21st,

·5· ·2014?

·6· · · · A· · It's my recollection that they were

·7· ·published online on July 21st, 2014.

·8· · · · Q· · Simultaneous with this notification?

·9· · · · A· · I believe so.

10· · · · Q· · Now, Rule 8(c) is not contained in this

11· ·version of the rules; correct?

12· · · · A· · We changed our numbering.· So I am

13· ·verifying.

14· · · · Q· · Sure.

15· · · · A· · So we have, in this version, Rule 3.1.1

16· ·entitled Must Comply with the Rules and the Law, which

17· ·is on page 84, our page 84.

18· · · · Q· · Page 84, okay.· 3.1.1.

19· · · · A· · "Must Comply with the Rules

20· · · · · · ·and the Law.· Members must comply

21· · · · · · ·with the laws and the rules in each

22· · · · · · ·country where they are conducting

23· · · · · · ·their Herbalife business.· Members

24· · · · · · ·are to review these rules with

25· · · · · · ·downline members."



·1· · · · Q· · Okay.· Is that the replacement of Rule 8(c)?

·2· · · · A· · I believe so.

·3· · · · Q· · And you will agree with me that as of

·4· ·July 21st, 2014, Rule 8(c), in its form, Rule 8(c) is

·5· ·no longer in effect; correct?

·6· · · · A· · I can't agree to that on the spot because we

·7· ·may have similar language in other documents.

·8· · · · Q· · Okay.· But Rule 8(c) -- and that is why I am

·9· ·talking specifically about Rule 8(c).

10· · · · · · ·Rule 8(c), as Rule 8(c), is no longer

11· ·applicable; correct?

12· · · · A· · Correct.

13· · · · Q· · Okay.· So as of July 21st, 2014, Rule 8(c)

14· ·is no longer in effect?

15· · · · A· · That specific rule is no longer published.

16· · · · Q· · So it is no longer in effect; correct?

17· · · · · · ·MR. CATLETT:· Foundation.

18· · · · · · ·MR. DROOKS:· Form.

19· · · · · · ·THE WITNESS:· I would not say that it is no

20· ·longer in effect.

21· ·BY MR. MARK:

22· · · · Q· · So Rule 8(c) is still in effect as of

23· ·July 21st, 2014?

24· · · · · · ·MR. CATLETT:· Same objections.

25· · · · · · ·MR. DROOKS:· Form.



·1· · · · · · ·THE WITNESS:· The parameter that is set for

·2· ·distributors in Rule 8(c) is still in effect.

·3· ·BY MR. MARK:

·4· · · · Q· · Okay.· And is that because a similar

·5· ·parameter exists in this version of 31?

·6· · · · A· · It may be in this version or it may be on

·7· ·the application.· So I can't remember sitting here in

·8· ·front of you.

·9· · · · Q· · Okay.

10· · · · A· · So I don't want to say no.

11· · · · Q· · Okay.· And that is why -- what I understand

12· ·your testimony that there may be some other language

13· ·in some other application or somewhere else as of

14· ·July 21st, 2014, that contains some of the same

15· ·obligations as what Rule 8(c) contained?

16· · · · A· · That's correct.

17· · · · Q· · Okay.· But you will agree with me that

18· ·Rule 8(c) is no longer in existence for purposes of

19· ·obligations of distributors as of July 21st, 2014?

20· · · · · · ·MR. CATLETT:· Form.

21· · · · · · ·THE WITNESS:· No, I don't agree with that

22· ·statement.

23· ·BY MR. MARK:

24· · · · Q· · So Rule 8(c) still is in existence as of

25· ·July 21st, 2014 and distributors are still bound by



·1· ·it?

·2· · · · A· · The requirements in Rule 8(c) are still in

·3· ·existence and distributors are still bound by it.

·4· · · · Q· · Okay.· Show me, please, where the

·5· ·requirements of Rule 8(c), and specifically, the

·6· ·obligation to stay informed of the rules is contained

·7· ·in the Rules of Conduct marked as Exhibit 19.

·8· · · · A· · 18.

·9· · · · Q· · 18.

10· · · · A· · My interpretation of Rule 3.1.1 states that:

11· · · · · · ·"Members must comply with the laws

12· · · · · · ·and the Rules and that members are

13· · · · · · ·to review these Rules with downline

14· · · · · · ·members."

15· · · · · · ·And these are the most current rules.

16· · · · Q· · So the word "rules" is capitalized; right,

17· ·in 3.1.1?

18· · · · A· · Yes.

19· · · · Q· · Does "rules" mean the Rules of Conduct?

20· · · · A· · My understanding is all policies, whether it

21· ·be on the membership application, Book 4, the forms,

22· ·the advisories.

23· · · · Q· · Is the word "rules" defined in this

24· ·document?

25· · · · A· · I don't know.



·1· · · · · · ·"The Herbalife Rules of Conduct and

·2· · · · · · ·all other rules and policies and

·3· · · · · · ·advisories that Herbalife issues or

·4· · · · · · ·in the future may issue from time

·5· · · · · · ·to time."

·6· · · · Q· · What page are you on?

·7· · · · A· · On page 111.

·8· · · · Q· · Under Definitions?

·9· · · · A· · Yes.

10· · · · Q· · Is there any part of this exhibit that

11· ·requires distributors to stay informed of the rules?

12· · · · A· · Again, my interpretation of 3.1.1 indicates

13· ·they have to stay informed because they must comply

14· ·with the laws and the rules.

15· · · · Q· · Okay.· So it says that they have to comply

16· ·with the rules, and you interpret that as meaning that

17· ·they also have to stay informed of the rules?

18· · · · A· · Correct.

19· · · · Q· · Is there anything else in this document, to

20· ·your knowledge, that obligates the distributors to

21· ·stay informed of changes in the rules?

22· · · · A· · I believe that there are references in some

23· ·of the rules.

24· · · · Q· · But you don't -- it is not your position

25· ·that Rule 8(c) specifically carries forward to the



·1· ·later revisions of the rule; is it?

·2· · · · · · ·MR. DROOKS:· You can't ask her what our

·3· ·position is.· You can ask her understanding.

·4· ·BY MR. MARK:

·5· · · · Q· · Understanding.· It is not your understanding

·6· ·that Rule 8(c) carries forward in its form to future

·7· ·versions of the rules; is it?

·8· · · · · · ·MR. CATLETT:· Form.

·9· · · · · · ·THE WITNESS:· I think I have already

10· ·answered that question.· Rule 8(c), the specific

11· ·language in Rule 8(c), does not appear in this

12· ·Version 31, but my understanding of Rule 3.1.1 covers

13· ·what was in Rule 8(c).

14· ·BY MR. MARK:

15· · · · Q· · Okay.· But that Version 31 replaces earlier

16· ·versions of the Rules of Conduct; correct?

17· · · · A· · That's correct.

18· · · · Q· · Okay.· You're familiar with the Herbalife --

19· ·the home page of myherbalife.com; right?

20· · · · A· · Yes.

21· · · · · · ·MR. MARK:· I will hand you a document that

22· ·we will mark as --

23· · · · · · ·THE REPORTER:· 19.

24· · · · · · ·MR. MARK:· -- 19.

25· · · · · · ·(Exhibit 19 marked.)



·1· · · · · · ·THE WITNESS:· Thank you.

·2· ·BY MR. MARK:

·3· · · · Q· · Is this the myherbalife.com home page?

·4· ·Admittedly, it is a printout of it.

·5· · · · A· · It looks like it.

·6· · · · Q· · Okay.· And do you remember your earlier

·7· ·testimony about the policies that are incorporated

·8· ·into the distributor agreement?

·9· · · · A· · Yes.

10· · · · Q· · Those are available on myherbalife.com;

11· ·correct?

12· · · · A· · Correct.

13· · · · Q· · And do those include the Privacy Policy?

14· · · · A· · Yes.

15· · · · Q· · Does it include the terms of use?

16· · · · A· · The terms of use, sorry, I am not clear what

17· ·you're asking me.

18· · · · Q· · Sure.

19· · · · · · ·You talked earlier about the incorporation

20· ·of the various documents into the application; --

21· · · · A· · Yes.

22· · · · Q· · -- right?

23· · · · · · ·And you said that those were available on

24· ·myherbalife.com; right?

25· · · · A· · Yes.



·1· · · · Q· · Okay.· And the Privacy Policy is one of

·2· ·those written policies that are incorporated in here;

·3· ·right?

·4· · · · A· · Yes.

·5· · · · Q· · Okay.· And the Terms of Use, do you see the

·6· ·Terms of Use?

·7· · · · · · ·MR. DROOKS:· Of the website?

·8· · · · · · ·MR. MARK:· Of the website.

·9· · · · · · ·THE WITNESS:· Oh, I see here, Terms of Use.

10· ·BY MR. MARK:

11· · · · Q· · Yes.· Is that also something that was

12· ·incorporated into the application?· The Privacy Policy

13· ·is; correct?

14· · · · A· · Um-hmm.

15· · · · Q· · "Yes"?· Is the Terms of Use also?

16· · · · · · ·MR. CATLETT:· Form.· Foundation.

17· · · · · · ·MR. DROOKS:· Form.· Legal conclusion.

18· · · · · · ·THE WITNESS:· It would --

19· ·BY MR. MARK:

20· · · · Q· · Is that one of the written Herbalife

21· ·policies that provide the terms and conditions under

22· ·which a distributor must operate his or her

23· ·distributorship?

24· · · · A· · It would be my understanding that it is.

25· · · · Q· · Yeah.· And is the Privacy Policy one of the



·1· ·terms and conditions under which a distributor must

·2· ·operate his or her Herbalife distributorship?

·3· · · · · · ·MR. CATLETT:· Form and foundation.

·4· · · · · · ·THE WITNESS:· I am pausing a moment because

·5· ·I don't know if this Privacy Policy is in reference to

·6· ·the website or if this Privacy Policy is the Privacy

·7· ·Policy that we have in place as part of our rules for

·8· ·our members.

·9· ·BY MR. MARK:

10· · · · Q· · Okay.

11· · · · A· · I don't know what is behind this.

12· · · · Q· · So does that matter, then, which one of

13· ·those two are in --

14· · · · A· · My understanding would be that it is

15· ·incorporated.

16· · · · Q· · Okay.· Right.· That both the Privacy Policy

17· ·and the Terms of Use are incorporated?

18· · · · · · ·MR. CATLETT:· Form and foundation.

19· · · · · · ·THE WITNESS:· Yes.

20· · · · · · ·MR. MARK:· I will hand you a document that

21· ·we will mark as Exhibit 20.

22· · · · · · ·(Exhibit 20 marked.)

23· · · · · · ·THE WITNESS:· Thank you.

24· ·BY MR. MARK:

25· · · · Q· · Have you seen this document before?



·1· · · · A· · No.

·2· · · · Q· · You have never seen it?

·3· · · · A· · No, I haven't.

·4· · · · Q· · Okay.· Are you aware that these are the

·5· ·Terms of Use that are on the myherbalife.com website?

·6· · · · A· · No, I am not aware of this.

·7· · · · Q· · Okay.· Do you see the last revised date,

·8· ·February 2nd, 2017?

·9· · · · A· · No, I see January -- oh, I see after that.

10· · · · Q· · The last revised date on the first page?

11· · · · A· · Oh, yes, February 2nd, 2017.

12· · · · Q· · Who is responsible at Herbalife for revising

13· ·the Terms of Use --

14· · · · · · ·MR. DROOKS:· Maybe you want to let her

15· ·finish her answer.

16· · · · · · ·MR. MARK:· I thought she did.

17· · · · Q· · Who is responsible at Herbalife for revising

18· ·the Terms of Use, if you know?

19· · · · A· · I don't know.

20· · · · Q· · Okay.· And these Terms of Use, if you look

21· ·at the first paragraph, it states:

22· · · · · · ·"Please read these Terms of Use and

23· · · · · · ·the Privacy Policy" -- and then it

24· · · · · · ·links to the Privacy Policy --

25· · · · · · ·"before using this website or



·1· · · · · · ·purchasing any product or services

·2· · · · · · ·from Herbalife."

·3· · · · · · ·Do you see that?

·4· · · · A· · Yes.

·5· · · · Q· · Did I read that correctly?

·6· · · · A· · Yes.

·7· · · · Q· · Okay.· Are you aware that Herbalife requires

·8· ·its distributors to read these Terms of Use before

·9· ·using this website or purchasing any product or

10· ·services from Herbalife?

11· · · · A· · No.

12· · · · · · ·MR. DROOKS:· Mischaracterizes the document.

13· · · · · · ·THE WITNESS:· I wasn't aware.

14· ·BY MR. MARK:

15· · · · Q· · Okay.· Let's look at the third paragraph.

16· · · · · · ·Do you see the bold language there, "If you

17· ·do not agree"?

18· · · · · · ·Do you see that?

19· · · · A· · Yes.

20· · · · Q· · Can you read that, please?

21· · · · A· · "If you do not agree to be

22· · · · · · ·bound by this agreement, do not

23· · · · · · ·access or otherwise use this site

24· · · · · · ·or participate in any of the

25· · · · · · ·offerings."



·1· · · · Q· · So these Terms of Use govern the use of the

·2· ·website; correct?

·3· · · · · · ·MR. DROOKS:· Form.· Legal conclusion.

·4· · · · · · ·MR. CATLETT:· Foundation.

·5· · · · · · ·MR. DROOKS:· Foundation.

·6· · · · · · ·THE WITNESS:· What was your question?

·7· ·BY MR. MARK:

·8· · · · Q· · These Terms of Use govern the use of

·9· ·myherbalife.com website; right?

10· · · · · · ·MR. DROOKS:· Same objections.

11· · · · · · ·THE WITNESS:· It appears to.

12· ·BY MR. MARK:

13· · · · Q· · Okay.· And you are the senior director of

14· ·Member Policy Administration; right?

15· · · · A· · Correct.

16· · · · Q· · And you were not aware of this policy?

17· · · · A· · I have never seen this document with the

18· ·question you had asked me.

19· · · · Q· · But it is all on the Herbalife --

20· ·myherbalife.com website?

21· · · · A· · Yes.

22· · · · Q· · Okay.· Do you see the fourth paragraph that

23· ·begins with, "This agreement"?

24· · · · A· · Yes.

25· · · · Q· · It states that:



·1· · · · · · ·"It constitutes the entire

·2· · · · · · ·agreement between you and us

·3· · · · · · ·pertaining to the subject matter

·4· · · · · · ·hereof and supersede all prior or

·5· · · · · · ·other arrangements, understandings,

·6· · · · · · ·negotiations and discussions,

·7· · · · · · ·whether oral or written."

·8· · · · · · ·Do you see that?

·9· · · · A· · Yes.

10· · · · Q· · Are you aware of any language in any of the

11· ·Rules of Conduct that states that it supersedes all

12· ·prior versions of the Rules of Conduct or any other

13· ·agreement between the distributor and Herbalife?

14· · · · · · ·MR. CATLETT:· Form and foundation.

15· · · · · · ·THE WITNESS:· I don't recall.

16· ·BY MR. MARK:

17· · · · Q· · As you sit here today, as the senior

18· ·director of Member Policy Administration, are you

19· ·aware of any language in any of the Rules of Conduct

20· ·that state that a particular Rule of Conduct

21· ·supersedes any other agreements between the

22· ·distributor and Herbalife?

23· · · · · · ·MR. CATLETT:· Form.

24· · · · · · ·THE WITNESS:· I am familiar with that

25· ·language, but I am having difficulty in recalling



·1· ·where -- where that would be positioned.

·2· ·BY MR. MARK:

·3· · · · Q· · So you think you have seen it, but you're

·4· ·not sure where?

·5· · · · A· · Correct.

·6· · · · Q· · Is it possible that it was the Terms of Use

·7· ·that you saw it?

·8· · · · A· · I don't believe that is where I saw it.

·9· · · · · · ·MR. DROOKS:· Speculation.

10· ·BY MR. MARK:

11· · · · Q· · If you look at the second paragraph of the

12· ·Terms of Use, you will see where it says -- this

13· ·sentence begins with, "This agreement"?

14· · · · A· · Second paragraph?

15· · · · Q· · Yes.· I'm sorry.

16· · · · · · ·The second sentence of the second paragraph

17· ·that begins with, "This agreement."

18· · · · · · ·Do you see that?

19· · · · A· · Yes.

20· · · · Q· · Can you read that sentence for me, please,

21· ·out loud?

22· · · · A· · Second paragraph, second sentence, okay, I

23· ·see it.

24· · · · · · ·"This agreement sets forth the

25· · · · · · ·legal terms and conditions



·1· · · · · · ·governing your use of this website

·2· · · · · · ·and each independent distributor's

·3· · · · · · ·platform and each web property

·4· · · · · · ·collectively referred to herein as

·5· · · · · · ·the Site, and for your purchase

·6· · · · · · ·and/or use of any Herbalife goods,

·7· · · · · · ·services, collectively referred to

·8· · · · · · ·hereinafter as Offerings.· This

·9· · · · · · ·agreement also provides information

10· · · · · · ·on how to become an Herbalife

11· · · · · · ·independent distributor or

12· · · · · · ·Herbalife preferred member."

13· · · · Q· · Okay.· So you would agree with me that these

14· ·Terms of Use govern the use of the website; correct?

15· · · · · · ·MR. DROOKS:· Objection as to form.

16· · · · · · ·THE WITNESS:· It appears so.

17· ·BY MR. MARK:

18· · · · Q· · And you would also agree with me that these

19· ·Terms of Use govern each independent distributor's

20· ·platform and each web property?

21· · · · · · ·MR. DROOKS:· Objection as to form.

22· ·Mischaracterizes the document.

23· ·BY MR. MARK:

24· · · · Q· · Correct?

25· · · · · · ·MR. CATLETT:· And foundation.



·1· · · · · · ·THE WITNESS:· I believe so.

·2· ·BY MR. MARK:

·3· · · · Q· · And you would agree with me that this

·4· ·agreement also governs a distributor's purchase and/or

·5· ·use of any Herbalife goods or services?

·6· · · · · · ·MR. DROOKS:· Mischaracterizes the document.

·7· · · · · · ·MR. CATLETT:· Foundation.

·8· ·BY MR. MARK:

·9· · · · Q· · Correct?

10· · · · · · ·MR. DROOKS:· Objection as to form.

11· · · · · · ·THE WITNESS:· It is one document that

12· ·includes policies, but not the only.

13· ·BY MR. MARK:

14· · · · Q· · Well, this supersedes other documents,

15· ·though; right?

16· · · · · · ·MR. DROOKS:· Objection as to form.

17· ·BY MR. MARK:

18· · · · Q· · You can answer.

19· · · · · · ·MR. DROOKS:· Calls for a legal conclusion.

20· · · · · · ·MR. CATLETT:· Form.

21· · · · · · ·THE WITNESS:· I wouldn't know how to define

22· ·that.

23· ·BY MR. MARK:

24· · · · Q· · Well, it states that.· But all right.· It

25· ·states that it supersedes other agreements; correct?



·1· · · · · · ·MR. DROOKS:· Mischaracterizes the document.

·2· ·BY MR. MARK:

·3· · · · Q· · You can answer.

·4· · · · · · ·MR. DROOKS:· Object as to form.

·5· · · · · · ·THE WITNESS:· I believe we read the word

·6· ·"supersedes."

·7· ·BY MR. MARK:

·8· · · · Q· · Do you want me to show --

·9· · · · A· · Yeah, show me.

10· · · · Q· · Okay.· Sure.· It is it one, two, three,

11· ·fourth paragraph.

12· · · · A· · Yes, it indicates supersedes.

13· · · · Q· · Okay.· So would you agree with me that this

14· ·document supersedes all prior other arrangements,

15· ·understandings, negotiations and discussions between

16· ·distributor and Herbalife?

17· · · · · · ·MR. CATLETT:· Foundation.

18· · · · · · ·MR. DROOKS:· Objection as to form.

19· ·Mischaracterizes the document.

20· · · · · · ·THE WITNESS:· I don't feel like I am in a

21· ·position to answer that question because I am not a

22· ·lawyer.

23· ·BY MR. MARK:

24· · · · Q· · Okay.· But are you the head of --

25· · · · · · ·MR. DROOKS:· That has been asked and



·1· ·answered --

·2· ·BY MR. MARK:

·3· · · · Q· · You are the --

·4· · · · · · ·MR. DROOKS:· -- now for the fifth time.

·5· ·BY MR. MARK:

·6· · · · Q· · You are the senior director of Member Policy

·7· ·Administration; right?

·8· · · · A· · Yes, that's correct.

·9· · · · · · ·MR. DROOKS:· Asked and answered.

10· ·BY MR. MARK:

11· · · · Q· · And as part of your responsibilities, you

12· ·are required to stay apprised of Herbalife's policies;

13· ·correct?

14· · · · A· · Yes, I am.

15· · · · Q· · And this is an Herbalife policy; correct?

16· · · · · · ·MR. CATLETT:· Foundation.

17· · · · · · ·THE WITNESS:· Yes.

18· ·BY MR. MARK:

19· · · · Q· · Okay.· So that is why I am asking you this

20· ·question because I don't know who else to ask.

21· · · · · · ·MR. DROOKS:· That's argumentative.

22· ·BY MR. MARK:

23· · · · Q· · Okay.· So would you agree that --

24· · · · · · ·MR. DROOKS:· That's not a question,

25· ·actually.· Let's stick with the questions.· Don't



·1· ·argue with the witness.

·2· ·BY MR. MARK:

·3· · · · Q· · So you would agree with me, then, that this

·4· ·agreement appears to supersede all other agreements

·5· ·between Herbalife and the distributor; correct?

·6· · · · · · ·MR. DROOKS:· Object as to form.

·7· ·Mischaracterizes the document.

·8· · · · · · ·THE WITNESS:· I did not say that.

·9· ·BY MR. MARK:

10· · · · Q· · You don't agree with that statement?

11· · · · · · ·MR. CATLETT:· Foundation.

12· · · · · · ·MR. DROOKS:· Lacks foundation.· Form.· Legal

13· ·conclusion.

14· · · · · · ·THE WITNESS:· I am not in a capacity to make

15· ·that determination.

16· ·BY MR. MARK:

17· · · · Q· · Okay.· Who would be at Herbalife?

18· · · · A· · I assume a lawyer.

19· · · · Q· · Okay.· You see the reference to Herbalife

20· ·goods or services -- goods, services in the second

21· ·paragraph?

22· · · · A· · Yes, I do.

23· · · · Q· · What are Herbalife's goods?

24· · · · · · ·MR. CATLETT:· Foundation.

25



·1· ·BY MR. MARK:

·2· · · · Q· · If you know?

·3· · · · · · ·MR. DROOKS:· Foundation.

·4· · · · · · ·THE WITNESS:· Nutritional products.

·5· ·BY MR. MARK:

·6· · · · Q· · What about Herbalife services?

·7· · · · · · ·MR. CATLETT:· Same objection.

·8· · · · · · ·THE WITNESS:· My understanding of services

·9· ·would be some of the services that we offer our

10· ·distributors, like use of our website.

11· ·BY MR. MARK:

12· · · · Q· · What about events?

13· · · · · · ·MR. CATLETT:· Same objection.

14· · · · · · ·THE WITNESS:· I don't know that an event is

15· ·considered a service.

16· ·BY MR. MARK:

17· · · · Q· · Can you purchase tickets for events on the

18· ·Herbalife website?

19· · · · A· · I don't know.

20· · · · Q· · You don't know whether you can buy tickets

21· ·to Extravaganza on myherbalife.com?

22· · · · A· · I don't know that.

23· · · · Q· · Going to paragraph 20, the last page of the

24· ·document, do you see where it says, "Choice of law and

25· ·venue"?



·1· · · · A· · Yes.

·2· · · · Q· · That is not an arbitration provision; is it,

·3· ·to your knowledge?

·4· · · · · · ·MR. DROOKS:· Objection as to form.· Legal

·5· ·conclusion.

·6· · · · · · ·MR. CATLETT:· Foundation.

·7· ·BY MR. MARK:

·8· · · · Q· · Well, you know what an "arbitration

·9· ·provision" is; right?

10· · · · A· · To my knowledge, this is not an arbitration

11· ·provision.

12· · · · Q· · Do you know what an "arbitration provision"

13· ·is?

14· · · · A· · I have a general understanding.

15· · · · Q· · Well, you stated in your declaration that

16· ·all Herbalife members are subject to an arbitration

17· ·provision; correct?

18· · · · A· · Correct.

19· · · · Q· · Okay.· So I am asking you whether

20· ·paragraph 20 is an arbitration provision, to your

21· ·knowledge?

22· · · · A· · To my knowledge, it's not.

23· · · · Q· · Okay.· Is paragraph 20, to your knowledge,

24· ·inconsistent with an arbitration provision?

25· · · · · · ·MR. DROOKS:· Objection as to form.· Legal



·1· ·conclusion.

·2· ·BY MR. MARK:

·3· · · · Q· · You can answer.

·4· · · · A· · It is different than an arbitration

·5· ·provision.

·6· · · · Q· · In other words, you can't have both; right?

·7· ·It is one or the other?

·8· · · · · · ·MR. DROOKS:· Objection as to form.· Legal

·9· ·conclusion.

10· ·BY MR. MARK:

11· · · · Q· · If you know?

12· · · · A· · I don't know.

13· · · · · · ·MR. MARK:· Okay.· I am going to hand you a

14· ·document that we will mark as Exhibit 21.

15· · · · · · ·(Exhibit 21 marked.)

16· · · · · · ·THE WITNESS:· Thank you.

17· ·BY MR. MARK:

18· · · · Q· · Have you seen this document before?

19· · · · A· · Yes, I have.

20· · · · Q· · Okay.· Can you identify it for me, please?

21· · · · A· · It says, "Version 33 of Book 4."· The date

22· ·on the spine is November, '16.

23· · · · Q· · November, 2016, is that 2016?

24· · · · A· · It is 2016.

25· · · · Q· · Okay.· Is it your understanding that this is



·1· ·the version of the Rules of Conduct that is currently

·2· ·in effect?

·3· · · · A· · I don't believe so.

·4· · · · Q· · There is a later version?

·5· · · · A· · Yes.

·6· · · · Q· · If you go to page HLF, underscore, 000666

·7· ·for a moment.

·8· · · · A· · Yes.

·9· · · · Q· · Do you see that Footnote 1?

10· · · · A· · Yes.

11· · · · Q· · Do you understand what that footnote means?

12· · · · · · ·MR. DROOKS:· Calls for speculation.

13· · · · · · ·THE WITNESS:· So it states:

14· · · · · · ·"Herbalife has the sole and

15· · · · · · ·absolute discretion to change the

16· · · · · · ·Rules of Conduct and issue other

17· · · · · · ·rules, policies and advisories from

18· · · · · · ·time to time altogether the rules.

19· · · · · · ·However, the changes in new rules

20· · · · · · ·will be prospective, which means

21· · · · · · ·they will not be applied to past

22· · · · · · ·behavior.· Herbalife may impose any

23· · · · · · ·corrective action or sanction to

24· · · · · · ·address any breach of the rules and

25· · · · · · ·we reserve the right to waive fully



·1· · · · · · ·or partially any breach of any

·2· · · · · · ·rule."

·3· ·BY MR. MARK:

·4· · · · Q· · Okay.· And this is the document that was

·5· ·marked -- and just to make sure we are all on the same

·6· ·page.

·7· · · · · · ·This document, which was Bates stamped HLF,

·8· ·underscore, 582 through 749 is the document that is

·9· ·referred to as Exhibit G of your declaration,

10· ·paragraph 11; is that correct?

11· · · · A· · Yes.

12· · · · Q· · Okay.

13· · · · · · ·So the sentence that says,

14· · · · · · ·"However, the changes in new rules

15· · · · · · ·will be prospective, which means

16· · · · · · ·they will not be applied to past

17· · · · · · ·behavior," what does that mean?

18· · · · · · ·MR. DROOKS:· Calls for speculation.· Lacks

19· ·foundation.· Legal conclusion.

20· ·BY MR. MARK:

21· · · · Q· · Do you know what that means?

22· · · · · · ·MR. DROOKS:· Speculative.· Form.

23· · · · · · ·THE WITNESS:· My understanding is that if

24· ·someone's behavior did X prior to a rule coming out,

25· ·we are not going to go back in time and say, you know,



·1· ·in whatever month, you did X; and now we have this

·2· ·rule in place; and we are going to -- so you are in

·3· ·trouble for what you did in the past before the rule

·4· ·was published.

·5· ·BY MR. MARK:

·6· · · · Q· · Okay.· So -- okay.· So if a rule -- so if --

·7· ·I am trying to think if there is a way I can rephrase

·8· ·it because I still don't completely understand.

·9· · · · · · ·If a new rule is added in 20 -- in, let's

10· ·say, this Version 33, and that rule makes conduct that

11· ·predated this amendment a violation of the rules,

12· ·Herbalife is not going to go back and say, hey, you

13· ·violated these rules before this amendment, now this

14· ·amendment is in effect; and I am imposing these rules

15· ·to your earlier behavior?

16· · · · A· · Exactly.

17· · · · · · ·MR. DROOKS:· Objection as to form.

18· ·BY MR. MARK:

19· · · · Q· · Is it your understanding that that would

20· ·apply also to the arbitration provision?· And do you

21· ·understand what I mean by that?

22· · · · A· · I understand your question, but I can't

23· ·answer that.· Again, I am not a lawyer.· I don't know

24· ·how to interpret that specific.

25· · · · Q· · So whether or not conduct that predated the



·1· ·arbitration provision, you're not sure whether or not

·2· ·that would fall into -- whether or not the arbitration

·3· ·provision would apply to that conduct?

·4· · · · · · ·MR. DROOKS:· Vague and ambiguous.· Objection

·5· ·as to form.

·6· ·BY MR. MARK:

·7· · · · Q· · Do you understand?

·8· · · · A· · I understand, but I don't know how to answer

·9· ·your question correctly -- or to answer your question.

10· · · · Q· · I don't know what the correct answer --

11· · · · A· · I don't mean correctly.· I just mean I do

12· ·not know how to answer the question.

13· · · · Q· · Okay.· I just want to make sure it is not

14· ·because you don't understand the question; it is just

15· ·that you are not sure of what the answer is?

16· · · · A· · I understand your question, but because I am

17· ·not a person with legal background, I don't have the

18· ·capacity to interpret when arbitration that you're

19· ·asking me about went into effect or what it covered

20· ·people before or after.

21· · · · Q· · Okay.· Well, you do state that the

22· ·arbitration provision was added in August, 2013 in

23· ·your declaration; right?

24· · · · A· · Correct.

25· · · · Q· · Okay.· So let's talk about conduct in July



·1· ·of 2013.· There is no arbitration provision in effect

·2· ·then; right?

·3· · · · · · ·MR. DROOKS:· Vague and ambiguous as to

·4· ·"conduct."

·5· ·BY MR. MARK:

·6· · · · Q· · Okay.· Right?

·7· · · · A· · Again, I don't know how to answer that.

·8· · · · Q· · Well --

·9· · · · A· · We read on the application the clause that

10· ·spoke about policies being in their then current form.

11· · · · Q· · Okay.

12· · · · A· · So I would leave that up to an attorney to

13· ·define exactly the answer to your question.

14· · · · Q· · As to whether or not conduct before the

15· ·arbitration provision would or would not be subject to

16· ·arbitration?

17· · · · · · ·MR. DROOKS:· Objection as to form.

18· ·BY MR. MARK:

19· · · · Q· · Is that the question that you are --

20· · · · · · ·MR. DROOKS:· Objection as to form.

21· · · · · · ·MR. MARK:· Can I finish the question before

22· ·you object?

23· · · · · · ·MR. DROOKS:· Your question was complete.· If

24· ·you go on, it is just compound.

25· · · · · · ·MR. MARK:· It was not complete.



·1· · · · · · ·MR. DROOKS:· Okay.

·2· · · · · · ·MR. MARK:· You objected to form and then I

·3· ·started another question, and then you objected to

·4· ·form when I was four words into that question.

·5· · · · · · ·MR. DROOKS:· I see.· So you are withdrawing

·6· ·the prior question?

·7· · · · · · ·MR. MARK:· Yes, I am withdrawing the prior

·8· ·question.

·9· · · · · · ·MR. DROOKS:· Okay.

10· ·BY MR. MARK:

11· · · · Q· · So is it your -- so what you are stating --

12· ·I just want to make sure I understand -- is that an

13· ·arbitration provision that was first added in August,

14· ·2013, you're not sure whether or not that would apply

15· ·to conduct before August of 2013?

16· · · · · · ·MR. DROOKS:· Objection.· Vague and ambiguous

17· ·as to "conduct."· Objection as to form.

18· · · · · · ·THE WITNESS:· My personal understanding is

19· ·that it would apply based on the sentence that we

20· ·spoke about on the member application, which says that

21· ·the distributor is bound by the policy -- the most

22· ·current policies in their then form.

23· ·BY MR. MARK:

24· · · · Q· · Which is the same, you testified to, as the

25· ·most recently published form?



·1· · · · A· · Yes.

·2· · · · Q· · Okay.· So it is your understanding, then,

·3· ·that conduct that occurred before the arbitration

·4· ·provision went into effect in August, 2013 would be

·5· ·subject to the arbitration provision because of that

·6· ·provision which applies on a prospective basis?

·7· · · · A· · That is my personal understanding.

·8· · · · Q· · If you turn to page 644 of Exhibit 21.

·9· · · · A· · Yes.

10· · · · Q· · There is the sample form Herbalife

11· ·Membership Application and Agreement, Version 46,

12· ·revised April, 2016; is that correct?

13· · · · A· · I can't see the date.

14· · · · Q· · Okay.

15· · · · A· · Yes.

16· · · · Q· · Other than the date part, is what I said

17· ·correct?

18· · · · A· · Yes.

19· · · · Q· · I will represent to you it says,

20· ·"Version 46, revised April 2016"; okay?

21· · · · A· · Yes.

22· · · · Q· · All right.· So -- but you don't know whether

23· ·this form application was in effect at the time that

24· ·these rules were put into effect; correct?

25· · · · A· · That's true.



·1· · · · Q· · And that is because of the Creative

·2· ·Department?

·3· · · · A· · The logistics of printing.

·4· · · · Q· · Print; right.

·5· · · · · · ·Now, is the -- are the provisions of this

·6· ·Membership Application and Agreement sample form

·7· ·also -- do those also govern the Herbalife distributor

·8· ·relationship as of the time that these rules are put

·9· ·into effect?

10· · · · · · ·MR. DROOKS:· Objection as to form.· Legal

11· ·conclusion.

12· · · · · · ·THE WITNESS:· That is a very technical

13· ·question.

14· ·BY MR. MARK:

15· · · · Q· · Well, a distributor gets this packet, these

16· ·Rules of Conduct; right, when they sign the

17· ·application; correct?

18· · · · A· · Yes.

19· · · · Q· · And these Rules of Conduct contain this

20· ·sample form, Herbalife Membership Application

21· ·Agreement; correct?

22· · · · A· · Correct.

23· · · · Q· · Are they bound by the provisions in terms of

24· ·that Herbalife Membership Application and Agreement in

25· ·the Rules of Conduct or are they bound by the



·1· ·Herbalife Membership Application Agreement that they

·2· ·signed?

·3· · · · · · ·MR. CATLETT:· Form.· Foundation.

·4· · · · · · ·MR. DROOKS:· Form.· Foundation.· Legal

·5· ·conclusion.

·6· ·BY MR. MARK:

·7· · · · Q· · If you know.

·8· · · · A· · I am back to -- I don't know how to answer

·9· ·that question since I am not a lawyer.

10· · · · Q· · Okay.· And if there is a conflict between

11· ·the application that they signed and the application

12· ·that is incorporated in these Rules of Conduct, which

13· ·one controls, if you know?

14· · · · · · ·MR. DROOKS:· Objection.· Form.

15· · · · · · ·MR. CATLETT:· Foundation.

16· · · · · · ·THE WITNESS:· I don't know.

17· ·BY MR. MARK:

18· · · · Q· · Are sponsors required to train downline

19· ·distributors about the Rules of Conduct?

20· · · · A· · Yes, they are.

21· · · · Q· · That is an obligation under the Rules of

22· ·Conduct?

23· · · · A· · Yes.

24· · · · Q· · And how does that occur?

25· · · · A· · Training can occur different ways from the



·1· ·sponsor to the member, whether it is face-to-face

·2· ·training, you know, virtual training between them.

·3· · · · Q· · Does Herbalife monitor whether or not that

·4· ·training occurs?

·5· · · · · · ·And I mean specifically the training with

·6· ·respect to updates to the Rules of Conduct.

·7· · · · · · ·MR. CATLETT:· Form.

·8· ·BY MR. MARK:

·9· · · · Q· · If you know.

10· · · · A· · We would look into any issues reported.

11· · · · Q· · Okay.

12· · · · A· · If a downline made us aware that their

13· ·sponsor is not providing them with training, then -- I

14· ·think you used the word "monitor," and actually, we

15· ·would inquire about that sponsor's business activities

16· ·and how they are training their downline.

17· · · · Q· · Okay.· But absent notification from a

18· ·downline member that their sponsor is not providing

19· ·him or her training as to updates in the Rules of

20· ·Conduct, is there any other way in which Herbalife

21· ·monitors training?

22· · · · A· · Yes.

23· · · · Q· · Can you tell me about that?

24· · · · A· · Training between the company and the

25· ·distributor, but training between a distributor and



·1· ·their downline?

·2· · · · Q· · Yes.

·3· · · · A· · Not that I am aware.

·4· · · · · · ·MR. MARK:· Let's take three minutes.  I

·5· ·might be done.

·6· · · · · · ·THE WITNESS:· Okay.

·7· · · · · · ·MR. MARK:· Thank you.

·8· · · · · · ·THE WITNESS:· Yeah.

·9· · · · · · ·(Recess.)

10· · · · · · ·MR. MARK:· I don't have any further

11· ·questions.

12· · · · · · ·MR. DROOKS:· Do you want to just put the

13· ·same stipulation on the record that we did this

14· ·morning?

15· · · · · · ·THE REPORTER:· Yes, I can.

16· · · · · · ·MR. MARK:· Okay.· Thank you so much for your

17· ·time.· I really appreciate it.

18· · · · · · ·THE WITNESS:· You're welcome.

19· · · · · · ·MR. DROOKS:· Thank you.

20· · · · · · ·MR. MARK:· I'd like to get rough drafts.

21· · · · · · ·(Whereupon, the following

22· · · · · · ·stipulation was agreed to by the

23· · · · · · ·parties and copied from the

24· · · · · · ·deposition of Silvia Ramirez:

25· · · · · · · · · "MR. DROOKS:· I propose that



·1· ·the court reporter be relieved of

·2· ·her obligation to maintain the

·3· ·original.· The original will be

·4· ·sent to me.

·5· · · · "Ms. Ramirez will review it.

·6· ·We will provide you with any

·7· ·errata.· She will sign it under

·8· ·penalty of perjury without benefit

·9· ·of a notary.

10· · · · "I will provide the original

11· ·to you.· You will maintain it for

12· ·all purposes.· File it with the

13· ·court, as needed or appropriate.

14· · · · "If the original is lost or

15· ·misplaced, a certified copy can be

16· ·used for all purposes.· And if the

17· ·original is not timely signed, you

18· ·can use an unsigned, certified copy

19· ·for all purposes.

20· · · · "And I understand you have a

21· ·motion pending.· So if you want to

22· ·expedite the transcript, you can do

23· ·that.· We will make every effort to

24· ·have Ms. Ramirez review it and sign

25· ·it within 10 days of receipt.



·1· · · · "If that becomes a problem,

·2· ·for some reason, we will let you

·3· ·know.

·4· · · · "MR. MARK:· Well, yeah, so --

·5· ·so I would like to expedite the

·6· ·transcript.

·7· · · · "Yeah.· Obviously, you have

·8· ·the right to read the transcript

·9· ·and make any changes, et cetera,

10· ·via an errata sheet.· So I don't

11· ·have a problem with that.

12· · · · "Obviously, I would like to

13· ·expedite it in light of the fact

14· ·that we have a response due in

15· ·20 days, I think.· That should be

16· ·fine.

17· · · · "MR. DROOKS:· So stipulated?

18· · · · "MR. MARK:· Yeah.· Yeah.")

19· ·(The deposition concluded at 3:45 p.m.)

20· · · · · · · · ·* * *
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UNITED STATES DISTRICT COURT 
SOUTHERN DISTRICT OF FLORIDA 


MIAMI DIVISION


CASE NO. l:17-cv-23429-MGC


JEFF RODGERS, et. al„ 
individually and on behalf of 
all others similarly situated,


Plaintiffs,


vs.


HERBALIFE, LTD., et. al. 


Defendants.
/


DECLARATION OF ROXANE ROMANS IN SUPPORT OF DEFENDANTS’ JOINT
MOTION TO COMPEL ARBITRATION


I, Roxane Romans, declare as follows:


1. I am over eighteen years of age and am competent to testify. Except as 


otherwise indicated, this declaration is based upon information personally known to me, 


and if called upon to do so, I would testify consistently with the statements made herein.


2. I make this Declaration in support of Defendants’ Joint Motion to Compel 


Arbiti'ation.


3. I am currently the Senior Director of Member Policy Administration for 


Herbalife International of America, Inc. (collectively, all Herbalife entity defendants are 


referred to herein as “Herbalife”), a global nutrition company based out of Los Angeles, 


California.


4. Herbalife’s products are sold around the world exclusively through a network 


of independent Distributors (“Distributors”).


5. To become a Distributor, and thereafter earn money, an individual is required
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to execute a distTibutor agi'eement (the “Distributor Agreement”), The Distributor 


Agreements for each current and former Distributor are maintained in the ordinary course 


of business by Herbalife,


6. Herbalife’s Distributor Rules of Conduct (the “Rules”), together with the 


Distributor Agreement (among other documents), provide the terms and conditions under 


which a Distributor must operate his/her Herbalife Disti'ibutorship.


7. In August 2013, the Rules were amended to add an arbitration provision (the 


"Arbitration Provision”), which required Herbalife and Distributors “to arbitrate all disputes 


and claims between them.” This version of the Rules and the Arbitration Provision were 


readily available to Distributors online, through myherbalife.com on October 28, 2013.' A 


complete and authentic copy of the Rules, as amended in August 2013, is attached hereto as 


Exhibit “A”. On February 13, 2014, Flerbalife also sent a notification to all Distributors of 


the recent changes to the Rules, including the addition of the Arbitration Provision. A 


complete and authentic copy of that notice is attached hereto as Exhibit “B”.


8. At the time the Arbitration Provision was added in August 2013, all 


Distributors were subject to Rule 8(C) ("Keep Informed of Herbalife's Policies") in the prior 


version of the Rules, which required each Distiibutor to "Stay informed of Herbalife's 


policies by . . . regularly visiting Herbalife's official website myherbalife.com." A complete 


and authentic copy of tlie Rules, in existence immediately prior to the August 2013 


amendment, is attached hereto as Exhibit "C". The August 2013 amendment did not 


modify Rule 8(C), which remained in tire Rules.


9. In May 2014, the Rules were amended and the Arbitration Provision was also 


amended. This version of the Rules and the Arbitration Provision were readily available to


' The website, myherbalife.com, is a private site for Distributors that provides them with 
announcements, updates, product and busmess information, and trainings. Through 
myherbalife.com, Distributors also have access to then- individual statistics, including, 
among others, sales volume, royalties, and commissions.
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Distributors through myherbalife.com on July 21, 2014. A complete and authentic copy of 


the Rules, as amended in May 2014, is attached hereto as Exhibit “D”. On July 21, 2014, 


Herbalife also sent a notification to all Disnibutors of the recent changes to the Rules, 


including the changes to the Arbitration. Provision. A complete and authentic copy of that 


notice is attached hereto as Exhibit “E”.


10. At the time the Rules were amended in May 2014, all Distributors were still 


subject to Rule 8(C) in the prior version of the Rules. A complete and authentic copy of the 


Rules, in existence immediately prior to the amendment in May 2014 (but after the August 


2013) amendment, is attached hereto as Exhibit "F".


11. In November 2016, the Rules were amended and the Arbitration Provision 


was also amended. This version of the Rules and the Arbitration Provision were readily 


available to Distributors through myherbalife.com on November 30, 2016. A complete and 


authentic copy of the Rules, as amended in November 2016, is attached hereto as Exhibit 


"G”. On November 30, 2016, Herbalife also sent a notification to all Distributors of the 


recent changes to the Rules, including the changes to the Arbitration Provision. A complete 


and authentic copy of that notice is attached hereto as Exhibit "FI”.


12. Plaintiff Patricia Rodgers executed a Distributor Agreement (the "Rodgers 


Distributor Agreement”) to enroll as a Distributor on .June 23, 2010. A complete and 


authentic copy of the Rodgers Distributor Agieement is attached hereto as Exhibit “I”.


13. Plaihtiff Jennifer Lavigne executed a Distributor Agreement (tire "Lavigne 


Distributor Agreement”) to enroll as a Distributor on December 2, 2014. A complete and 


authentic copy of the Lavigne Disbibutor Agreement is attached hereto as Exhibit “J”.


14. Plaintiff Jennifer Ribalta (fk.a. Jennifer Loken) executed a Distributor 


Agreement (the "Ribalta Distiibutor Agreement”) to enroll as a Distributor on February 14, 


2011. A complete and authentic copy of the Ribalta Distributor Agi‘eement is attached 


hereto as Exhibit "IC”.
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15. Plaintiff Cody Pyle executed a Distiibutor Agieement (the “Pyle Distributor 


Agreement”) to enroll as a Distributor on July 7, 2014. A complete and authentic copy of 


the Pyle Distributor Agreement is attached hereto as Exhibit “L”.


16. Plaintiff Felix Valdez executed a Distiibutor Agreement (the "F. Valdez 


Distributor Agreement”) to enroll as a Distributor on June 14, 2008. A complete and 


authentic copy of the F. Valdez Distributor Agreement is attached hereto as Exhibit “M,” 


and the English version of that distributor agi eement is included therewith.


17. Plaintiff Izaar Valdez first executed a Distributor Agreement (the “First I. 


Valdez Distributor Agreement”) to enroll as a Distributor on June 14, 2008. A complete 


and authentic copy of the First 1. Valdez Distributor Agreement is attached hereto as 


Exhibit “N”, and the English version of that distributor agreement is included therewith. 


Izaar Valdez's distributorship was terminated on June 15, 2011 due to nonpayment of the 


annual processing fee. Then, Izaar Valdez executed a new Distributor Agreement (the 


"Second I. Valdez Distributor Agreement”) on March 22, 2013. A complete and authentic 


copy of the Second I. Valdez Distiibutor Agreement is attaehed hereto as Exhibit “O", and 


the English version of that distributor agieement is included therewith. That distributorship 


was terminated on June 21, 2016 due to nonpayment of the annual processing fee.


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


that the foregoing is true and correct.


DATED this. 14th day of December, 2017 in Los./i.ngeles, California.


■-I /M-',-V / .Va


Roxane Romans ^








1:


Case 01/18/2018 Page 2 of 142


MIAMI DIVISION


CASE NO. l;17-cv-23429-MGC


JEFF RODGERS, et. al., 
individually and on behalf of 
all others similarly situated,


f J ■'


Plaintiffs,


vs.


HERBALIFE, LTD., et. al. 


Defendants.
/


SUPPLEMENTAL DECLARATION OF ROXANE ROMANS IN SUPPORT OF 
DEFENDANTS^ JOINT MOTION TO COMPEL ARBITRATION


I, Roxane Romans, declare as follows:


1. I am over eighteen years of age and am competent to testify. Except as 


otherwise indicated, this declaration is based upon information personally known to me, 


and if called upon to do so, I would testify consistently with the statements made herein.


2. I make this Supplemental Declaration in support of Defendants’ Joint Motion 


to Compel Arbitration.


3. I am currently the Senior Director of Member Pohcy Administration for 


Herbahfe International of America, Inc. (collectively, all Herbalife entity defendants are 


referred to herein as “Herbalife”), a global nutrition company based out of Los Angeles, 


California.


4. In my original declaration in support of Defendants' Joint Motion to Compel 


Arbitration, I stated that Exhibit C to my original declaration was the version of the Rules in 


existence immediately prior, to the August 2013 amendment. Exhibit C, however, was a


1


..Ji.EXHIBIT NO, 
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version of the Rules that was never adopted or published to Distributors.


5. A complete and authentic copy of the version of the Rules that was available 


and in existence immediately prior to the August 2013 amendment is attached hereto as 


Exhibit "A". That version of the Rules was enacted in May 2013, and on May 13, 2013,


Herbalife sent a notification to all Distributors of that version of the Rules and aU changes 


that had been made therein. A complete and authentic copy of Aat notice is attached 


hereto as Exhibit "B". The version of the Rules attached as Exhibit A hereto included Rule 


8(C) ("Keep Informed of Herbalife's Pohcies"), which stated that each Distributor was to
h


”[s] tay informed of Herbalife's policies by .,. . regularly visiting Herbalife's official website 


myherbalife.com."


I declare under penalty of pequry under the laws of the United States of America 


that the foregoing is true and correct,


DATED this lio day of January, 2018 in Los Angeles, California.


Roxane Romans


QB\49934762.3
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.>SACUERD0 de DISTRIBUCION


Pot medio dol pfosonto acuerdo solicito converlirma en Disinbmdor Indopendionte de lo$ producios Herbahlo baio las condiciones y iflrmlnos presontados en esta soliertud. a 
continuaciOn y dI rovetao do la mte/na, as! como de los documentos quo son oxprosamenio incorporados en esto Acuerdo do Oistnbucidn Me convenird en un Disuibutdor sOlo 
cuando mi Acuerdo de OisTribucidn haya sido registrado on los archrvos de Distribuidor de Herbalile en Los Angeles Cslilorma a su eniera y absoluta dtscroctdn Hasta enionees y 
mientras tanto me serd olorgada una licencia provisional para comprar y vendor productos oe Herbalile
Si mi osposo(e) o yo huoiOramos previamente sido dueAos o asisiido en una DistnbuciOn Horbalife proporcionare iniormaciOn er> los siguientes eapacios lO de la 
Distribucidn/Nombre/Fecha de la Sohcitudt/ Fecha de la uliima aciividad en conexidn con esa Disinbucidn 


Estoy consieme quo las Normas de Conducia y PoKlicss do Oistribucidn requieren un perlodo do un aho do mactividad dos puis de (a) no pagar.lo Cuoia Anual de
Procesamiemoo (6) ranunciar a cuatquier Oisinbuctdn previa, por lo quo represenlo y garantizo quo lai panodo ha iranscurrtdo 
Por este medio represenlo garantizo y estoy de acuerdo que yo 
a He recibioo y examinado completamente el conlenido de un Paqueie Intarnacional de Negoeios (‘IBP”) o Mtm IBP nunce anios abierto El Mmi>lBP es el paquete bSsico que 


contieno maieriales explicaiorios. y lormas, y paqueias do muesiras de productos El IBP inctuye productos Herbalile adicionalmonio a los matonales y lormas cue contione el 
Mini IBP


b No estoy basSndomo en nmguna represontacrOn en euanto a los rosullados fmancieros quo yo pudiera conseguir
c Estoy eoncieme quo la umca compra necesana para convertirme tenor cxito o avar.zar como un Distrtbuidor Indopendionte de Herbalile es el Mini IBP
d He rocibido y oxaminado la Declaracidr. del Memo Promedio de Componsacidn para Supervisores en Estedos Unidos y la Oeclaracibn de Politicas para Mitodos Comerciales. los 


cuatos. embos ostin contemdos en cl Mini tBP y cl IBP quo osiin dispombles en www MvHefbattte.com o tguelmente por solicitud a mi Patroemador o at Depsrtamento de 
Helaciones al Oistnbuidor


ACUERDO PARA MEDIAR Y OESPUES ARBITRAR TODAS LAS OISPUTAS Herbalifo y yo acordomos quo cualquier reclamaciOn o dispute provemente o reloctonada con mi 
OisinbuciOn incluyondo, pero sm iimitarse a mis doroebos obligecionos y roiaciones con Herbalife, (e mcluso cualquiera de sus asociados corporativos^.djalqutera de sus oticiales 
respectivos diraciores o empleados) y/o con otros Distriburdores. (cualquier 'Rocicmacidn'}, seri resuoUa de le siguiente manere a) pnmero tralare^p buena fe de resolver la 
reclamaciOn por medio oo nogociaclones de ouens to b) En caso que tales nogociaeiones no resuelvan la redamacIOn iralarO en buena fa do llegar a un acuerdo por medio de 
mediacion edministrada on Los Angeles, California, por la Asociacion de Arbitrate Amencana (AAA) e) y tmatmente, si tal mediaciOn no resuelve lafiwlamaciOn. Herbabto o yo 
podromos exigii. como el umco y exclusive medio y foro para resolver la ReclamactOn un arbitrate obligatorio en Los Angeles. California por rnedio da la AAA Este acuerdo para 
Modiar y dospuis Arbitmr es llovado a cabo en una transoccidn quo implica el comerem mterestatal El Acto de Arbtiraie Federal (FAA) y, al grsdb relevaoio. las Reglas de Arbitrate 
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imposicidn y medidas de acuerdo con este pirralo excepto cuando por otra parte puede ser proporcionado en las Provisiones do RosoiuciOn de Dispute contenidas en las Normas de 
Conducta y Politicas do Oistnbucion de Herbalile, tal como seen enmendades de cuando en cuando. Herbalile y yo esiamos de acuerdo que mnguna reclamacidn seri arbitrada, et^ 
un arbitrate o en cuatquier procoeimtento judicial como une Accldn de Clase. y quo nmgun arbiuejo u otro procoso impLeahdo a Horbalife y a m( permitirin'roclamaclones da claso, 
consaiidacidn de redamacionas o partidos El arbitrate da cualquier Roclamacibn seri gobernado por el dascubrimiento y provisiones de luicio en conjimio por las Reglas Federalel 
de Procodirntemos Cmles (Reglas 26 a 37 y S6) y las Reglas Fedoraias de Pruebas serin aplieables.a lodas las presentaciones de pruabas, a conalcion sm embargo, que aqui 
descubrimienlo so hmitari a asuntos que sean direciamonta relavanios a las cuestiones en el arbitrate No obstante lo anterior Herbalile y yo retenefops el derecho de comenzi 
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documentos. y las otras reglas y poitticas qua Herbalile haya publicado, junto con tales modilicaciones y enmiendas qua 
Herbalila haya alectado de cuando on cuando a su total y absolute discreoidn (colectivamonte, las *Reglas"). son cada una pot 
este medio incorporadas en aste Acuerdo de Oistnbucfpn (cada una en su forma y al momenio mds reciontemente publicadaj 
El tqrmino de mi Oisirlbucidn sard anual. rsnovable cada aho. sujeto a procedimientos y cuotas de procesamlento qua Herbalile 
dstqrminard a su enlera y absoluia discracibn Puedo anular la Olstribucion en cualquier momento notilicando de mi intencion 
a Herbalile por ascnio Al terminar mi Disliibucidn, lengo el derecho de revender los productos Herbalife no usados y 
revandibles comprados a Herbalile y las partes no usados y rovendibies del IBP, sujetas a las condiciones y lerminos 
esltpulados en las Reglas
Herbalile podrd lermmar mi Disinbucidn si determine que he violado esie Acuerdo (incluyendo. pare sin limilarso a las Reglas 
o ley aplicable) Podrfa suspender o lomar otra accidn an cuanto a mi Distrlbucldn a su total y absoluta discreciOn. sujeto sOlo 
a las limitaciones oxplicilamonie estipuladas an las Reglas 
Como Dlslribuldor Indopendienie do Herbalile 
a UsarP mjs mejores esfuerzos para promovor la venta de productos Herbalile a consumidores on una manera quo realce la 


reputaciOn de Herbalile Ml dxito s6lo vendrd de mis ventes del producto Herbalile y de las ventes do aqucllas personas que 
yo haya palrocinado. direclamente o Indiraetamenle.


b No ulilizare mnguna prdctica enganosa. injusta o ilegal Indemnizare, defenders y sostendrS a Herbalile Inocuo acerca de 
cualquier violacidn de este Acuerdo o violacidn de lay aplicable Herbalile podra descontar contra canlidades quo sa deban 
de mis parcepciones. y tales cantidades que en su'capacidad juzgue razonable para cubrir tal indemnidad 


c ConducirS mi negocio Herbalile como un contratlsta independienie auto empleado (determinando ml proplo horario y 
pbjelivos, rosponsables de mis propios gastos e Impuosios aplicables, incluso mi impuaslo de empleo), no como un 
empleado, agenle, concesionano. sostenedor de valores. Iiduciario conjunlo o beneticiario da Herbalile o cualquier otro 
Oistribuidor No serS empleado do Herbalile para fines de impuestos federales o para cualquier oiro fin y no acerlare 
poslcidn a lo contrario


d En caso de quo yo patrocine a oiros Olslnbuidores, lo harp do una forma legal y Stica, y seguirS vendiendo y promovlendo 
la vanta de productos Herbalile para el consume, ullllzare mis.mejores asfuorzos para entronar. asislir y apoyar a aquellos 
que yo haya palrocinado para que hagan lo mismo y me comunicare y mostrare mi liderazgo como ejempio a segulr No hard 
rapressniaciones do los productos de Herbalife o la oporlunidad de ingresos si no es segun y de acuerdo a las Reglas de 
Herbalile y las leyes aplicables No ordonare producto principalmenie para calilicor y ganar compensacidn alguna sino que 
Id hare para mi consume personal y solo en canlidades que yo considcre razonables para servir a mis clientes 


e Heibalife reune cierta informaciOn personal de sus Oislribuldores Lo hace para realizar sus obligaciones dentro de su 
relacion con los Olslnbuidores y para proveor a sus Dislribuidores los productos y servicios solicitados Entlendo que mi 
infbrmaclOn puede ser usada para enviorme materiales sobro productos Herbalile y servicios. u otra inlormacidn comercial. 
incluso intormacien de productos de socios comerclalos de Herbalife 


Duranie el tdrmi'no de mi Olstribucidn
a Y. a parllr de entonces y mientras que tengan valor econdmico, ml ednyuge y yo mantendremos en confianza para ventaja 


oxclusivo da Herbalife cualquier secrete de labrlcacifln. Idrmulas. proyectos comerciales. o in(ormaci6n comercial 
confidencial o paientada (incluyendo, pero sin llmliarse a genealogias y otras compilaciones de la idenlilicacidn y otros 
dalos acerca de Oistnbuidores y/o clienles), y cualquier otra inlormacidn de valor comercial acerca do oiros Dislribuidores 
y/o Clienios, proporclonados por Herbalife o que desarrollomos u obtengamos mientras seemos Dislribuidores, y 
no los ulllizatemos, diroclamente o Indirectamenie, para cualquier objoiivo que no sea la adminislracidn do nuestra 
□isiribucidn Herbalile


b Y, durante un (1) ado a partir da entonces, nl mi ednyuge ni yo vamos a, direclamente o indirectamente (a Iravds o por medio 
de cualquier persona, entidad o artilicio). solicilar, promover, patrocinar o reclutar a cualquier Distribuidor Herbalife o 
cualquier clianie Herbalifa de quien mo di cuania an el transcurso de mi Dislribucldn Herbalile, se haya aflliado. promueva, 
vonda o compre productos da, o participe (como vendedor o similar) de cualquier nogocio de multinivol o venlas directas y 
no alentare a nadie a qua haga lo quo yo he acordado no hacer 


c Y, a perpeluidad a partir da entonces, usard el nombre de Herbalile. su logotipo. marcas regisiradas y propiedad Intelectual 
sdio on caso qua y al grado exprosamame permitrdo por Herbalife por escrito 


Nl epla Distnbucidn ni cualquier inlerds on ella podrdn ser adjudlcados o transferidos. voluntaria o involuntanamente. excepto 
conlorma a las Reglas y luego sdlo con el consentimienlo provio por oscrito do Herbalife. otorgado (y en esie caso bajo tales 
tsrminos y condiciones especilicados por Horbalilo), o no concedido por Herbalile a su total y absoluia discrecidn 
Herbalife es un negocio con orientaciOn familiar que espera que sus Dislribuidores se comporlen con la mds alia dtica e 
inlegndad Consiento en proceder asi Represento y garantlzo que no he sido condenado por delilo alguno que implique la 
lalsedad o la violancia hacia otros
LEY DE PRESCRIPCION PRIVADA V OPCION DE LEY A pesar de cualquior ley, auloridad o doctrina equitallva, cualquier 
ReclamaciOn (como so define en el Pdrrafo 4), serd Iraida dentro de un (1) ado do la fecha an la cual la persona que alirma 
que la Reclamacidn existe, supo primero, o por el ajercicio de la diligencia razonable deberia habersabido. quo la Raclamacidn 
exislia Con el objeto de delermlnar apllcabilidad, y delerminar mds adalanle lo que es el alcance permisible de cualquier 
Recipmacidn, este Acuerdo debora ser gobernado o interprolado de acuerdo con el Acto de Arbitrate Federal y serdn por otra 
parte gobernados por e inlarpretados de acuerdo con la ley domdslica del Estado de California, sm la aplicacldn de prlnclpios 
de conflicto como se detina en el Pdrralo 4 da la lay Independiantemente de que la Reclamacibn sea arbitrada de acuerdo con 
el procBso de resolucidn de disputa en osla Regia o en una cone 
PROVISIONES LEGALES MISCELANEAS


a Nl Herbalife ni yo nos haromos responsables do cualquier dano sacundario o consiguiente causado por la violacldn. 
lerwlnacidn o suspension de este Acuerdo, o cualquier otro Acuerdo, si la posibilidad para tales darlos y perjuicios es o no 
es conoclda por cuelquiora do las Partes, y ningun dano punmvo o ejemplar serd concedido contra cualquiera de nosotros 
en cualquier disputa de uno contra el otro. excepto como expllcitamente sea autorizado por dacrelo an California 


b Este Acuerdo (Incluyendo los documentos incorporados al mismp en su forma al momenio publicada), constiluyen el total 
Acuerdo entre Herbalile y mi persona


c Si alguna o mds de tas provisionas contenidas aqui tuoran por alguna raz6n encontradas por un tribunal de jurisdiccibn 
competente o un erbilro ser Invdlidas, ilegalas, o maplicables en cualquier aspecto. tal provisidn Invallda. Ilegal o 
provisiones Inapiicables serdn ineficaces, pero de ningiJn mode va a invalidar o por olra parte afeclar cualquier otra 
provisidn Sin embargo, si alguna pane del Pdrrafo 4.resultara ser invdiida, Ilegal. o Inaplicable, entonces uno u otro de los 
Partidos o Herbalile tendrd el derecho. pero no la obllgacidn, do pedir que la Reclamacidn sea resuelta exclusivamenta en 
un procedimiento judicial de la Code Superior o en el Tribunal de Distrito Estados Unidos, ambos ubicados en el Condado 
de Los Angeles. California, y no por arbitrate


d Este Acuerdo Serb obligatorio sobre y habituarb a la ventaja do los panidos, sus herederos y sucesores pormltldos en 
ol .inlerds
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HERBAUFE INTERNAnONAL OP AUERICA, INC. 
P.O.Box B0310
Los Angds, Ca&t3miaeoae(M>2lO


Sdes 0nl3 Depatmenl <t)(stribu;ar Rdainns 
TeL (866)S6&4744


APPLICATION FOR INTERNATIONAL DISTRIBUTORSHIP
Application must be completed accurately and in its entirety in order to be considered by Herbalife International


The number above Is your Herbalite ID 
Number once your Aj^icalion is accepted.


B 754 of


APPLICANT INFORMATION


Last Name First Name Middle In trial


1 n 1
Street Address IP 0. Box/Rural Route Number) If P.Q. Box indicated. Leqal/Fiscal Residence Address must be completei


City


below.


Country Code Area Code Day Phone


State ZIP Code


Area Cod e Mobile Phone


Area Code Evening Phone Area Code FAX


E-mail Address (if appl cable)


Date of Birth (month • spelled out) (day) (year) (age Applicant’s U.S. Social Security Number Spouse’s Social Security Number


Spouse’s Last Name First Name


c/o • In care ot name (it applicable). It completed, Legal/Fisca) Residence Address must be completed below.


Middle Initial


r LEGAUFISCAL RESIDENCE ADDRESS flF DIFFERENT FROM ABOVE)


Street Address (cannot be a P.Q. Box)


City


Country


State ZIP Code


Country Code Area Code Phone Number


SPONSOR'S INFORMATION


Sponsor's Nsme (print)


^onsor's Herbalite 10 Number


SUPERVISOR'S INFORMATION


Supervisor’s Name (print)


Suptfvisor's Herbalite ID Number


AGREEMENT OF DISTRIBUTORSHIP


1. I apply to become an independent Distributor ol Herbalite products on the terms and conditions set torth below and on the back ot this form, as welt as the 
documents which are expressly incorporated into this Agreement of Distributorship. I will become a Distributor only when my Distributorship is entered into 
Herbalife's Distributor records in Los Angeles, California, in. its sols and absolute discretion. Until then. I am granted a provisional license to buy and sell 
Herbalite products.


2. If my spouse or I have previously owned or assisted in an Herbalite Distributorship, i will fill out the following:
Distribulorship ID /Name/Application Date//. Dale of Iasi activity in connection with
that Oistribulofship --------------- - . I acknowledge that the Rules o( Conduct and Distributor Policies require a one-year period of inactivity following:
(a) non-paymeni of the Annual Processing Fee or (bj resignation of any prior Distributorship, and I represent and warrant to Herbalite that such period 
has passed.


3. 1 hereby represent, warrant and agree that I:
a. Have received and have reviewed thoroughly the contents ol a previously unopened Herbalite international Business Pack (‘‘IBP’’) or Mint IBP. The Mini IBP 


is the basic package containirtg only explanatory materials and forms and product sample packages. The IBP includes Herbalite products in addition to the 
materials and torms in the Mini IBP.


b. Am not relying upon any representations as to the linancial results I might achieve.
c. Am aware that the only required purchase to become, succeed or advance as an Herbalite Independent Distributor is the Mini (BP.
d. Have received and reviewed the Statement of Average Gross Compensation of U.S. Supervisors and the Policy Statement on Business Methods, both of 


which are contained in the Mini IBP and the IBP and which are available on www.MvHerbalife.com or upon request from my Sponsor or the Distributor 
Relations Department.


AGREEMENT TO MEDIATE. THEN ARBITRATE ALL DISPUTES. Herbalite and 1 agree that any claim or dispute arising out of or related to my Distributorship, 
including, without limitation, my rights, obligations and relationships with Herbaiite (including any of its corporate affiliates or any of their respective officers, 
directors or employees), and/or with other Distributors, (a ‘Claim*), shall be resolved exclusively In the following way; a) first. I will try in good faith to resolve 
the Claim by good faith negotiations; b) if such negotiations arenot successful, I will try in good faith to settle the Claim by mediation administered in 
Los Angeles. Calilornla, by the American Arbitration Association (AAA); c),and, finally if such mediaiion is not successful, cither Herbalifa or I may demand, as 
the sole and exclusive means and forum to resolve the Claim, binding arbitration in Los Angeles, California, by AAA. This Agreement to Mediate, then Arbitrate, 
is made in a transaction involving interstate commerce. The Federal Arbitration Act '(FAA) and, to the extent not inconsistent. AAA's Commercial Arbitration 
Rules and Mediation Procedures (‘AAA Rules'), as such Rules exist as of the lime this Agreement is executed, shall govern the interpretation, enforcement and 
proceedings pursuant to this paragraph, except as otherwise may be provided in the Dispute Resolution Provisions contained in Herbalife's Rules of Conduct 
and Distributor Policies as amended.from time to time. Herbalife and I agree that no Claim shall be adjudicated, in an arbitration or in any judicial proceeding, 
as a Class Action, and that no arbitration or other proceeding conducted pursuant to this Agreement shall allow class claims, or consolidation or joinder of 
claims or parties. The arbitration of any Claim wilt be governed.by the discovery and summary judgement provisions in the Federal Rules ot Civil Procedure 
(Rules 26 through 37 and 56) and the Federal Rules of Evidence shall be applicable to all presentations of evidence, provided hov/ever, that discovery will be 
limited to matters which are directly relevant to the issues in the arbitration. Notwithstanding the foregoing, Herbalife and I retain the right to commence actions 
lor monetary consideration only, against each other in any small claims court of competent jurisdiction.
(For more terms and conditions, see the back of this form). ______ ________


Applicant’s Signature:.
I hereby agree to be bound by the terms set forth above and on the back of this form.


Signed at.
City, State, Country ‘ Month, Day


DsmbLtion; H7>fi»>H«b3ttB'scopy /’fnJr-Sponnr’soopy Canary-Supervsv^ copy 6oW-AppGcanticopy 
Reprodudisn o) lha page in «.tida or in part b prahOdad C 2008 HBru&e of AmoRca. Iric. H rt^ tacarved
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11.


The Herbalife International Business Pack (“IBP"), contains (among other things) the Rules ol Conduct and Distributor Policies, 
the Sales and Marketing Plan, Ordering Procedures and Sample Forms. Those documents and such other rules and policies as 
Herbalife has published, or in the future may publish, together with such modifications and amendments as Herbalife shall make 
from lime to time in its sole and absolute discretion (collectively, the “Rules"), are each hereby Incorporated into this Agreement of 
Distributorship (each in Its then most recently published form).
The term of my Distributorship will be annual, renewable from year to year thereafter, subject to procedures, requirements and 
processing fees as Herbalife shall delermine in its sole and absolute discretion. I may cancel the Distributorship at any time by 
notifying Herbalife in writing that I wish to do so. Following tennination of my Distributorship, I have the right to resell to Herbalife 
unused and resalable products purchased from Herbalife and unused and resalable portions of'the IBP, subject to the limitations, 
terms and conditions set forth in the Rules.
Herbalife may terminate my Distributorship if it determines I have violated this Agreement (including without limitation the Rules or 
applicable law). It may suspend or take other action regarding my Distributorship, in its sole and absolute discretion subject only 
to the limitations explicitly set forth in the Rules.
As an Herbalife independent Distributor '
a. I will use my best efforts to promote the sale of Herbalife products to consumers in a manner that enhances the reputation of 


Herbalife. My success will only come from my sales of Heibalife product for consumption and those oi persons I have 
sponsored, directly or indirectly.


b. I will not engage In any deceptive, unfair or illegal practice. I will indemnify, defend and hold harmless Herbalife from any cost 
or liability relating to any breach of this Agreement or violation of applicable law. Herbalife may offset against amounts which 
would othenvise be due me reasonable amounts to cover such indemnity.


c. I will conduct my Herbalife business as a self-employed independent contractor (determining my own schedule and objectives, 
responsible for my own expenses, and any applicable laxes-Including self-employment taxes), not as an employee, agent, 
franchisee, securities holder, joint venturer fiduciary or beneficiary of Herbalife or any other Distributor. I will not be an 
employee of Herbalife for Federal tax purposes or any other tax or other puq}ose, and will assert no position to the contrary.


d. If I sponsor others to became Distributors, I will do so in an ethical and lawful manner, and I will thereafter continue to sell and 
promote the sale ol Herbalife products for consumption, will use my best efforts to train, assist and support those I sponsor 
to do the same and will communicate and lead by example. I will make no representations about Herballfe’s products or income 
opportunity except in compliance with Herbalife’s Rules and applicable law. I may not order product primarily to qualify to 
earn compensation, as opposed to purchases for my own consumption and amounts I consider reasonable to service 
my customers.


e. Herbalife collects certain personal identifiable information about its Distributors. It does so to fulfill its obligations under the 
Distributor relationship and to provide its Distributors with the products and sen/ices requested. I understand my information 
may be used to send me materials about Herbalife producis and sen/ices, or other commercial information, including 
information on products of Herbalife’s business partners.


During the term of my Distributorship;
a. And, thereafter for so long as they have economic value, my spouse and I will hold in confidence and mjst for the exclusive 


benefit of Herbalife any trade secrets, fonnulas, business plans, or confidential or proprietary business information (including, 
without limitation, genealogies and other compilations of identifying and other data relating to other Distributors or customers), 
and any other information of commercial value relating to other Distributors or customers, provided by Herbalife or which 
I develop or obtain while a Distributor, and I will not use them, directly or indirectly, for any puqjose other than the condua of 
my Herbalife Distributorship.


b. And, for one (1) year thereafter, neither my spouse nor I will, directly or indirectly (through or by means of any person, entity 
or artifice), solicit, promote, sponsor or recruit any Herbalife Distributor or any customer of Herbalife of whom I became aware 
in the course of my Herbalife Distributorship, to join, promote, sell or purchase products of. or participate (as a salesperson or 
otherwise) in any multi-level marketing or direct sales company and I will not encourage anyone to do what I have agreed 
not to do.


c. And, in perpetuity thereafter, I will use Herbalife's trade name, logo, trademarks and intellectual property only If and to the 
extent expressly permitted by Herbalife in writing.


Neither this Distributorship nor any interest therein may be assigned or transferred, voluntarily or involuntarily, except as provided 
in the Rules and then only with the prior written consent ol Herbalile, given (and if so, on such lemts and conditions specified by 
Herbalife) or withheld by Herbalife in its sole and absolute discretion.
Herbalife is a family oriented business that expects its Distributors to conduct themselves with the highest ethics and integrity.! agree 
to do so. I represent and warrant that I have not been convicted ol a crime involving dishonesty or violence to others.
PRIVATE STATUTE OF LIMITATIONS AND CHOICE OF LAW. Despite any law or equitable doctrine or authority, any Claim (as 
defined in Paragraph 4). above shall be brought within one (1) year from the date the person or entity asserting the Claim first 
knew, or through the exercise of reasonable diligence should have known, that the Claim existed. For puqtoses of determining 
enforceability, and further determining what is the permissible scope of any Claim, this Agreement shall be governed and 
constated in accordance with the Federal Arbitration Act ,and shall othenvise be governed by and constated in accordance with 
Ihe domestic law of the State ol California without the application of conflict of law principles as defined In Paragraph 4. 
Regardless of whether the Claim Is adjudicated pursuant to the dispute resolution process in this Agreement or In a court of law. 
MISCELLANEOUS LEGAL PROVISIONS:
a. Neither Herbalife nor I shall be liable for any Incidental or consequential damages caused by breach, termination or 


suspension of this Agreement, whether or not the possibility of such damages is known by either Pariy, and no punitive or 
exemplary damages shall be awarded against either of us in any dispute against the other except as explicitly authorized by 
California statute.


b. This Agreement (including documents incorporated herein, in their then published fomt) constitutes the entire Agreement 
between Herbalife and me.


c. If any one or more of fhe provisions contained herein shall for any reason be found by a coun of competent jurisdiction or an 
arbitrator to be invalid, illegal, or unenforceable in any respect, such invalid, illegal or unenforceable provisions shall be 
ineffective, but shall not in any way Invalidate or otherwise affect any other provision. However, If any pohion of Paragraph 4 
above relating to arbitration is found to be invalid. Illegal or unenforceable, then either Pariy or Herbalife shall have the right, 
but not the obligation, to require that a Claim be.resolved exclusively In a judicial proceeding in either the Superior Court or 
the United States District Court, both located In the County of Los Angeles, Calilornia, rather than through arbitration.


d. This Agreement shall be binding upon and inure to the benefit of the parties, their heirs and permitted successors in interest.


RondutknolU^psgsinwtMldarinpvtbpohbted. O2306HvbsifatntBnu;iaRa(dAfrarica,(nc. AliighUrKOVod Pam401(KlS-ZS Rev.3f06








HarbftOf* Int9nt0t]onai of An«/tea, Inc 
PO Boi60210
LosAigelas CAkterna 90080 OZtQ


Op:o Os Paaocsitipts da Relacbnas al Omribuidor 
Tal <B66) 866-4744


C Docume iD Dockei


soLicrrub de bistgiBubWiji2i]^|f^^^


12/14/OTS»e 75-
09917470


L B numero apareco amba ser6 su - 
Numero do ID Harbalrfa una voz quo su 


solidtud haya sido aceptada


U solicitud debe ser llenada correctamente y en eu totaltdad para poder aer conslderada por Heit maUonal
DATOS DEL SOlIIClfA^ ■"


I i I I I I I I I W I I I I M I I I H I I I
Npinbre/FiralNama


I j I r I I I I I I I
Nento/Middle Wbd


Domiclllo [Apartado Pos<al/DoinlciHo RuraH SI indlca epaitailo postal agul. favor da prooorclonar Doitilclllo LeqaVnstal en la carte de abate /AMresa


1 m
Estado/ State Cddlqo Postal/Zip Code


iCddlQO


IT A I
^tod|P|feJg^^W^d|^g|^g^Te!6tanodeOfa/DayPh. Cdd^o deilree/Ares Code TeltowdeNodw/Eve. Ph Cddlgode Area/Area Code FAX/F^l-^____ _


cCudlesBuidlomapreferldoparecfertascofnumcaaonescuandoestgndisponiblas? In^Ss/Englisti| /"^spanirt/^anlshy^ 
What is your preferred language for certrin communications when avaSafato? ^


0 de Area / Area Cd. Tei^tono Celutar / Cell Phone


mes-esemo/


I I I I I I 1 I I I I


(aite/yr) (edad/ag^T nooBacguoaocaaaaoDuisistfmc&uu 
8 U£.Socal Secujfty Hunter


NadDSepsoSocUdelCdnyugs 
SpouBPiSoddSecutfly Number


AptibdoddCdnvuga/Spouse'a Last Mama
Nombre/RrciNama midddel


I I I I 1 II I II I ) I I 1 I 1 I 1 i I I i I 1 1 1 i
do - Nombre opcisnal de quien recibe su conespondeneia (si aplica] Si os contestado, proporetone DomIdUo Legal/FIaeal aba|o 
do • In care of name (H ap^icable) H completed, Legal/Flscal Residence Address must be conipleted belew_____________________


■Nomfare/MlddietnBial


r
1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 Nil 1 1 1 1 II 1 1 1 1 1
OomiclliD/Street Address (no ouede ser un apartado postal) cannot be a PO Boil


1 1 1 1 III II II II I. 1 u 1 LI U^I INICiud ad/CIty Estad(VStEilBC<S<llgaPostaVZB>Cods


1 1 i 1 1 1 1 1 1 1 1 1 I- 1 1 M 1 II 1
Pais/Country


CddtodaPaiilCounbvCd CMoodeAitdAreaOd. Numero deTeKfafidPbone Number


INFORMACKatj'DEL P,^OClNADOR


}7jA Q^F 'P^oA /l/A /? i


Telifono


He detdftnUneacldnHerb&UtedolPetJOctnaftor


L


... „ V INFORMACION.DEL-,SUPERVISOR


Nombre
ToMfono^^^™•■■■■■I----


0 ‘?hl7 kU)l7ll


1 Selicito convortumo en Oisidbuidor Indcpondiente de loa productoa HerbetKe eogun Im tdrmtnos y.eondicionos mamleftiados aba)o y al reverse do este formulario aal como en los 
documonlos que so mcorporen oitpreeamonte a este Acuofdo de Oisinbuctdn No me converbr6 en Di&Uibuidor sino haala quo mi Distiitmcito quode registrada on los archivoa 
correspondtentes de Herbafife en Los Angeles. Caldomta y a la solo y ebsolula dlscfeddn de asta empresa Solo enlonces se me otorga una licenaa provisional para comprer y 
vender productos Herbatite


2 £n ease de que con aniertondad mt cbnyugo o yo hayamos sido propJotanos de. o coloboradoros en una Disiribucidn Harbalde, Uonard ,lo siguiento
ID de la Disinbucidn/Nomore/Feche oe Solicilud , _ / / lacna de la irilima actividad en conexidn
con dicba Oistnbucidn.
page do la cuoia anual do Pro


_ Reconozco que los Normas de Conducta y PoKbeas de Oistnbucidn exigen un parfodo do iriaetiyidad de un aAo posterMr a (a) el cese de 
nto 0 (b) de haber ronuneiado a cualquier Oalribuddn anterior y represento y garanbzo ante Kerbaliie que dicho f^rtodo ha transcurrido


3 Por medio de esie documenio represento garanilzo y acuerdo que yo .
A Ho recibido y revisado mouculosamente el contenido da un Poquete do Nogoeio Intomanonal Horbalifo (*IBP) o Mini IBP quo no habla sido abierlo previamomo El Mini IBP es el 


paquele bAsIco que contieno umcamenie matenalos de inlormacidn. /ormularios y pequotes con muestras do productos El IBP inciuye productos Herbalife ademds de los 
maioriates y lormulanos del Mini IBP ^


B No estoy cont&ndo con mnguno toptosoniactdn cn cuanto a los rosuttados (tnanclotos quo pudieta lograr
C Estoy eonscienta de qua le umea compra necesana para convertirme en, tnuntar o avanzar como Oistnbuidor Indopondionto Horbalile os ol Mini IBP
D He recibido y revisddo la Oeclaracrdn del Monto Promedio do Compensoadn para Suporvisoroa on EE UU asf como la Dedarecidn da Pollticas sobre Mdtodos da Nagooos. ambos


4 ACUEROO OE RESOLVER^TQDA OISPUTA CON MEDIA^N Y OESPuSfARBITRAJH Herbalife y yo acordamos en que cuelquior Reclamacrj>rTo dispula suigida de o 
relacionada con mi Oistnbucidn mcluyando sin limiles mis derechos. obligacionas y rolacHWies con Herbalite. hncluyendo aquellas con cualquiera de sj» afiliadas corporativas o 
cuaiquiera de $u8 funcionarios. direciores o empleados respectrvos). y/o con otros Oistnbuidores (la *Recl3maci6n*) so resolverd ezclusivamente da la slguTbrna 
inteniard de buena to resolver lo Radamacidn con nogociacionea de buena le b) si tales negociaciones son mfrucruosas intentard en buena ie,resolver 
medtacidn admmlstrada enlos Angelos, Catifornia por la Amencan Arbrtration Assooetion (AAA) (e) y por ultimo, si tal mediacidn es intructuosa. Horbaltfy^)yo , 
como unico y exclusivo modio y foro para resolver la Reclamacidn el arbitraje obligatono de la AAA en Loa ^gelss. Celitomia Este Acuerdo do modieoOn, luogo 
una tronsacodn quo implica comorcio intorostatal La Federal Arbitration Act (FAA) y hasta donde no resulien eontranas. las Regies dal Arbitraje y Procedunienli 
Mediacidn ^'Reglaa AAA*), como extstan tales regies at momento de que so (ormatice este Acuerdo, gobemerdn (a mterprotacidn. apticacidn y los procadimiai 
pdrrafo, salvo como lo prevean de oiro modo las disposlciones de resoiuctdn de disputes de las Normas de Conducts y Polflicas de Diatnbucidn Herbalilo, segi 
vez en cuanoo Haroolife y yo acordamos en que ninguna Reclamacidn so adjudicaie, en arbitraje o ntngun otro procedimienlo judicial como aeddn colecbva, y qui 
otro procedimiemo realizado sagun este Acuerdo parmiiire damandas colectrvas ni la consolidaadn o aaoaacidn do roclemamones o partes El arbitrate de t 
rogue por las dtsposicionoa de exhioicidn y do sentenaa aumena del Roglamento Federal de Procedimiontos Cnnles (Roglas 26 a 37 y 56) y oi Roglamonto Fedai 
Bplicable a todas las preaontaciones de pruebas siompre y euando am embargo, que la exhibictdn so limns a cuosnonos direciomante relevantes a los asur 
obstante to antonor. Hsrbalile y yo consorvamos o) derodio do miclar acetonos uno contra otro, por consideraciones monelanaa umcamenie. on cualquier tnbunaf 
menores do junsdiccidn competonte


exhibit no.
P.JANNIE^R#1^4


(Consulta mda lermlnoa y condiclonee al dorso de Mte loiyitiiarlo) ^


Firmo dal Soileltante .
Wa d DtB««i(ia jeiwrilo cumpllr lo>IcSnnnnos


Ftrmsdoen.


que a^ryen anihe y al doreo de este tormubirlo)


DsnoucSi A3KS-C(padBH«taa» As^CapsddPOQcrakr AasCs-CapaddSqanrooi OnO-Ct^MSekixm 
&dpiMHaUr^4oeu^dacai09ra.iaaiopvaalMtB Qaxr7iMdftlrosnscnSdAraexa.be. TataitasdEntfiBtesmadB.
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5e PeSfeW-TlSEyi <Z# Of
Drstribucifin, el Plan de Vanias y Mercadeo procedimle^iZide Pedidos y Ejemplos da Formularios Esios documentos y 
demas Normas y politicas publicados anteriormente o on el futuro por Herbalile. junto con las modificnciones y onmiandas 
qua los haga Herbalife da vez an cuando a su antara dlscrecldn (coleclivamente. las "Normas"), est^n incorporados an el 
presente Acuerdo de Distribucibn (cada uno da olios an su (orma mas reclentamente publicnda)
El plazo de mi Oistribucibn sera nnual, ranovable a/Vo tras afio En adelanie estarS sujeto a los procedimiemos, raquisitos y 
cuoias de procesamlento qua Herbalilo determine a su entera discrecibn Podrb cancelar la Oistribucibn en cualquier 
momento notificando mi dasoo de hacerlo por escrilo a Herbalile Despubs de la terminacibn de mi Distribucion tengo el 
derecho de revender a Herbalile los productos .comprados qua esibn sin usar y qua puodan volverse a vender, asf como las 
porciones sin usar quo puedon venderse dal IBP, sujeto a las limitaciones, tbrmlnos y condiclones manl/estados en las 
Normas


Herbalile podrb rescindir mi Distribucion si dotorrnina que he iniringido esto Acuordo (incluyondo sin limites las Normas y los 
leyos portinontes) Podrb suspender o emprender alguna oira accibn con respocto a mi Oistribucibn a su sola y entero 
discracibn, sujela unicamonte a las limitaciones manilestadas explicitamante en las Normas 
Como Oisiribuidor Independiente Herbalile
a Hare mi me|or estuerzo por promover la venta de productos Horballle a consumidoras de una manera que tavorezca la 


repulacibn de Herbalile Ml bxito provendrb unicamonte de mis vantas de productos Herbalile para consume, y las venlas 
realizadas por las personas que yo haya patrocinado directs o indireclamenie 


b No llevarb a cabo ninguna prbctica engabosa. Injusla o ilegal Indemnizorb delenderb y librarb de responsabllldad a 
Herbalilo de cualquier costo o responsabllldad relatives a cualquier mlraccibn de este Acuerdo o iniriccibn de las leyes 
pertinentes A lin do cubrir esto indemnizacibn, Herbalife podrb componsar razonablemente contra montos que de otro 
modo me serian pagaderos


c Realizare mis actividadas comercialas Herbalilo como contratisla mdependiortte autoemplaado (doterminarb mi propio 
horario y objetivos, sorb responsabla de mis proplos gastos y cualesquiera impuastos aplicables. incluyondo impuestos 
por auloempleo), no como empleado, ogente. lenedor de Iranquicia o valores. Ilduclarlo da co-inversibn o benallciarlo de 
Herbalife o ningun otro Distribuidor No sorb empleado de Herbalife para efectos de Impuestos federales, o ningun otio 
impuesto o efecto, y no afirmarb posicibn contraria


d Si patrocino a otros para sor Distribuldores. lo hare en forma btlca y legal En odelante contlnuarb la venta y promocibn 
de venta de productos Herbalife para consumo Emplearb mis majoros esfuorzos para capacllar, oyudar y apoyar a 
Quienes patrocino a hacer lo mismo Comunicarb y dirigirb con el ejempio No harb representaciones sabre tos productos 
u oportunidad da ingresos Herbalife. salvo en cumpllmiento con las Normas Herbalife y las leyes pertinentes No podrb 
pedir productos fiindamentalmenle para calificar para ganor compensacibn, sino para mi propio consumo y en las 
cantidades que juzgue razonables para servir a mis clientes


e Herbalife recopila cierta informacibn de identldad personal sobre sus Oistribuidores Lo hace en cumplimento con sus 
obligaciones relerentes a su relacibn con el Distribuidor, y e fin de brindar a sus Oistiibuidores los productos y servicios 
que solicited Entiendo quo ml informacibn podrb emplearse para enviarme malerialas sobre productos y servicios de 
Herbalife, u otra Informacibn comorcial incluyendo los productos de los socios comercialas de Herbalife 


Durante la vigancia de mi Oistribucibn
a Y en adelante durante el tiempo que tengan un valor econbmico. mi cbnyuge y yo mantendremos on confidencia y en 


confianza para benelicio exclusive de Herbalife cualesquiera secretos comerciales formulas, planes de negocio, o 
intormacion de Nogocios confidoncial y propiedad de Herbalife (incluyendo sin limites, genealogias y otras compllaclones 
da identldad, asi como otros datos relativos a otros Oistribuidores o clientes), asi como cualquier otra informacibn de valor 
comerciai raintiva a otros Oistribuidores o clientes que ms brinde Herbalife, o que yo mismo desarrolle u obtenga como 
Distribuidor No utilizarb dichas informacioncs directa o indirectamente para otro efecto que no ssan las actividades de 
mi Oistribucibn


b Durante un (1) alVo en adelante, ni mi cbnyuge ni yo. sollcitaremos. promoveremos palrocineremos ni reclutaremos an 
forma directa o indirecta (a travbs da. o por medio de persona, entidad o artificio alguno), a ningun Distribuidor o cliente 
da Herbalife a quien yo haya conocido en el transcurso de mi Oistribucibn Herbalife para que se una. promueva, venda o 
compre los productos, o participe (como vendedor o en otro caracter) con cualquier compahia de mercadeo multinivel o 
do ventas directas Tampoco alentarb a nadie a hacer lo que he acordado no hacer 


c Posteriormente y a perpetuidad utilizarb el nombre comerciai, logo, marcas comerciales y propiedad intelectual do 
Herbalife unicamonte cuando. y hasta donde to pormita expresamente por escrilo Herbalife 


No podra cederse o transferirse volunlaria o invoiuntariarhente esta Oistribucibn ni interbs alguno en la misma, salvo como 
to prevbn las Normas, y en ese case unicamonte con el consentimiento previo escrito de Herbalife, otorgado (de ser asf en 
los termlnos y condiciones especificados por Herbalife) o negado por la comparVia a su sola y ebsoluta discrccibn 
Herbalife es un negocio orientado a la famllla y espora que sus Oistribuidores se conduzcan con la mayor btica e integridad 
Acuerdo en proceder asi Represento y garanlizo quo no se me ha acusado de un crimen de deshonestidad o violencia a 
torceros
ESTATUTO PRIVADO DE LIMITACIONES Y OPCiOn DE LEY Pose a cualquier lay, doctrine o autorldad equivalenle toda 
Reclamacibn (como se define en el Pbrrafo 4 anterior) se presentarb dentro de un (1) atVo a partir de la fecha en que la 
persona o entidad reclamante supo por primera vez que existfa, o que por medio de diligencia razonablo debib haber sabido 
qua existfa la Reclamacion Para efectos de determmar su aplicabilidad. y adombs para determinar el alcance permisible de 
cualquier Reclamacibn. el Acuerdo estarb regido y se interpretarb de acuerdo con la Federal Arbitration Act Asimismo, de 
otro modo estarb regido por. y se Interpretarb de acuerdo con, las leyes del Estado de California sin la aplicacion de los 
principlos da conflicto legal, sin importar si la Reclamacibn so adjudica segun el proceso de solucibn do disputes en este 
Acuordo o an un tribunal 
DISPOSICIONES LEGALES DIVERSAS
a Ni Herbalife nl yo seremos responsables de cualesquiora dafVos incidentales o consecuenclales provocados por ta 


infraccibn, rescisibn o suspensibn de este Acuerdo. mdependiantemante de que alguna de las partes sepa de la 
posibilidad de dichos dafVos No se otorgarbn daiVos punitivos ni ejemplares contra ninguna de ambas partes en cualquier 
dispute mutua salvo como lo autoncen expllcitamente los esiatutos de California 


b Este Acuerdo (incluyondo los documentos aqui incorporados en su forma publicada a la fecha) constituye todo el Acuerdo 
entre Herbalife y yo


c En el caso de que por cualquier motivo un tribunal de jurisdiccibn competente o un mediador descubre que cualquiera o 
mbs do las disposiciones aqui contenidas resulta invblida ilegal o no aplicable en cualquier aspecto. dicha dlsposicibn 
invalids, ilegal, o inaplicable quedarb sin efecto, pero de ninguna manera invalidarb o afectarb de otro modo a ninguna 
otra disposicibn Sin embargo si cualquier porcibn del Pbrrafo 4 anterior relativa al arbitrate se revela como invblida. ilegal 
a inaplicable. entonces cualquiera do las partes o Herbalife tendrbn el derecho pero no la obligacion, de exigir que la 
Reclamacibn se resuelva exclusivamente en un proceso judicial ya sea en el Tribunal Superior o,en la Corte de Distrito de 
los Estados Unidos. ambos ubicados en el Condado de Los Angeles, California, en lugar de por medio de arbitraje 


d Este Acuerdo Serb obligatono y efectivo a beneficio de las panes sus herederos y sucesores en mteres permitidos


BMbiqxtidKoeiifcoapojra.tiilaUipaiMhwra! 6200) HatalLliSKra* oral olVxnui Inc TMm liiiitanenMiiiwvMoc ForeiWI-USSMi Rn oioe
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®HERBALIFE.
HEBBWJFEWTERNATtONAl OF WttmCA,lNC. 
PA Bo 60210
Us Angeles. CaStorm 000500210 
Tel: 010)4100600


Sales Order Oepartirers AKstrauo Rdsdrm 
Td: ISSS) 6664744


APPLICATION FOR INTERNATIONAL DISTRIBUTORSHIP
Application must be completed accurately end in its entirety in order to be considered by Herb^lte Internationa)


IDENTIFICATION NUMBER


The number above is your Herbalite ID 
Number once your Application is accepted.


APPLICANT INFORMATION


I I I
Street Ad dres^ (P.O. Box/Rural Route Number If P.O. Etox Indicated. Leaal/Fiscal Resir ence Ad ress must be comoieted below.


I I I I I T]
Cou ntrv Code Area Code Dav Phone


I I
• I


State


Area Code Mobile Phone


Area Code Evening Phone 
What is your preferred language for c^n coir


Area Code FAX


Ie7: English □ Spanish □


E-m 3flA( dre s (If aDDllcable)


Date of Birth (month • spelled out) (day) (year) (age)


Spouse's Us NameT r Ti
Applicant's U.S. Social Security Number Spouse's Social Securii


First Name


do ■ In care of name (if applicable). If completed; Legal/FIscal Residence Address must be completed below.


Middle in tial


LEGAL/FiSCAL RESIDENCE ADDRESS (IF DIFFERENT FROM ABOVE)


City


dress (cannot be


n
Country


State ZIP Code


[ I I
Country Code Area Code Phone Number


SPONSOR'S INFORMATION


Sponsor's Nsmo (print)


Sponsor's Herbslite 10 Nionber


SUPERVISOR'S INFORMATION


Supervisor's Nsme (print)


Sup^soris Hsrbaiits (0 Nundrer


AGREEMENT OF DISTRIBUTORSHIP


1.1 apply to become an Independent Distributor of Herbalife products on the terms anc conditions set forth below and on the back of this form, as well as the 
documents which are expressly incorporated into this Agreement of Distributorship. I will become a Distributor only when my Distributorship is entered into 
Herbalife’s Distributor records in Los Angeles. California, in its sole and absolute discretion. Until then, I am granted a provisional license to buy and sell 
Herbaliie products.


2. If my spouse or I have previously owned or assisted in an Herbalife Distributorship. I will fill out the fotlowlng;
DislMbutorship ID /Name/Appllcation Date_____________________ / / . bale of last activity In connection .with
that Distributorship / / I acknowledge that the Rules of Conduct and Distributor Policies require a one-year period of inactivity tollowing;
(a) non-payment of the Annuel Processing Fee or (b) resignation of any prior Distributorship, and I represent and warrant to Herbalife that such period 
has passed.


3. I hereby represent, warrant and agree that I;
a. Have received and have reviewed thoroughly the contents of a previously unopened Herbalife International Business Pack (‘IBP*) cr Mini IBP. The Mini 18.=^ 


is the basic package containing only explanatory materials and forms and product.sample packages. The IBP includes Herbalife products in addition to the 
materials and forms in the .Vini IBP.


b. Am not relying upon any representations as to the financial results I might achieve.
c. Am aware Inat the onty required purchase to become, succeed or advance as an Herbalife tndependertt Distributor is the Mini IBP.
d. Have received and reviewed the Statemehrof Average Gross-Compensation of U.5. Supervisors and the Policy Statement on Business Methods, both of 


wnich are contained in the Mini (BP and the IBP and which*are available on wvw.MyHerbalife.com or upon request from my Sponsor cr the Distributor 
Relations Department.


4. AGREEMENT TO MEDIATE, THEN A.RBITRATE ALL DISPUTES. Herbalife and I,agree that any claim or dispute arising out of or related to rr.y Distributorship, 
including, without limitation, my rights,,obligations and relationships with Herbalife (including any of its corporate affiliates or any cf their respective officers, 
directors or employees), and/or with other Distributors, (a ‘Claim*), shall be resolved exclusively in the tollowing way: a) first, 1 will try in.good faith to resolve 
the Claim by good faith negotiations: b) if such negotiations are not successful. I will try in good faith to settle the Claim by mediation administered in 
Los Angeles, California, by the American Aroitration Association (AAA); c) and. finally if such mediation is not successful, either Herbalife or I may cemand, as 
the sole and exclusive means and forum to resolve the Claim, binding arbitration in Los Angeles, California, by AAA. This Agreerr^ent to,Mediate, then Arbitrate, 
is made in a transaction involving interstate commerce. The Federal Arbitration Act (FAA) and, to the extent not inconsistent. AAA's Commercial Arbitration 
Rules and Mediation Procedures (‘AAA Rules*), as such Rules exist as of the time this Agreement is executed, shail govern the interpretation, enforcement and 
proceedings pursuant to this paragraph, except as otherwise may be provided in the Dispute Resolution Provisions comainec in Herbalife's Rules of Conduct 
and Distributor Policies as amended from time to time. Herbalife and I agree that no Claim shall be adjudicated, in an arbit.'ation or in any judicial proceeding, 
as a Class Action, and that no arbitration or other proceeding conducted pursuant to this Agreement shall allow class claims, or consolidation or joinder of 
.claims or parties. The arbitration of any Claim will be governed by the discovery and summary judgement provisions in the Federal Rules of Civil Procedure 
(Rules 26 through 37 and 56) and the Federal Rules ot Evidence shall be applicable to all presentations of evidence, provided however, that discovery will be 
limited to matters which are directly relevant to the issues in the arbitration. Notwithstanding the foregoing. Herbalife and I retain the right to commence actions 
for monetary consideration only, against each other in any small claims court of competent jurisdiction.
(For more terms and conditions, see the back of this form).


Applicant's Signsture:.
t hereby agree to be bound by the terms set forth above and on the back of thia tomu


Signed at _
Qty, State, Country


Distrbubcn- MWHefbdieicanr ftne-Spascrscocy Crl>r^SJpervcBal'lcc(ly CoW'Apskttticon- 
ReoioOjcticnolltapsae'nwhciearputUprchbisd. 02007 Hsb3lt«hlsmrtanriorAnenea.bic. Al tishti menvd
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AGREEMENT OF DIST^feljTORSHIP (Continued)


The Herbalife International Business Pack (“IBP"), contains (among' other things) the Rules of Conduct and Distributor Policies, 
the Sales and Marketing Plan, Ordering Procedures and Sample Forms. Those documents and such other rules and policies as 
Herbalife has publisher), or in the future may publish, together with such modifications and amendments as Herbalife shall make 
from time to lime in its sole and absolute discretion (collectively, the "Rules”), are each hereby incorporated into this Agreement of 
Qistributorship (each in its then most recently published form).
The term of my Distributorship will be annual, renewable Irom year to year thereafter, subject to procedures, requirements and 
processing fees as Herbalife. shall determine in its sole and absolute discretion. I may cancel the Distributorship at any time by 
notifying Herbalife in writing that I wish to. do so. Following termination of my Distributorship, I have the right to resell to Herbalife 
unused and resalable products purchased from Herbalife and unused and resalable portions of the IBP, subject to the limitations, 
terms and conditions set forth in the Rules.
Herbalife may terminate my Distributorship if It determines I have violated this Agreement (including without limitation the Rules or 
applicable law). It may suspend or take other action regarding my Distributorship, in its sole and absolute discretion subject only 
to the limitations explicitly set forth in the Rules.
As an Herbalife independent Distributor: •
a. I will use my best efforts to promote the sale of Herbalife products to consumers in a manner that enhances the reputation of 


Herbalife. My success will only come from my sales of Herbalife product for consumption and those of persons I have 
sponsored, directly or indirectly.


b. I will not engage in any deceptive, unfair or illegal practice. I will indemnify, defend and hold harmless Herbalife from any cost 
or liability relating to any breach of this Agreement or violation of applicable law. Herbalife may offset against amounts which 
would otherwise be due me reasonable amounts to cover such indemnity.


c. I will conduct my Herbalife business as a self-employed independent contractor (determining my own schedule and objectives, 
responsible for my own expenses and any applicable taxes-including self-employment taxes), not as an employee, agent, 
franchisee, securities holder, joint venturer, fiduciary or beneficiary of Herbalife or any other Distributor. I will not.be an 
employee ol Herbalife for Federal tax purposes or any other tax or other purpose, and will assert no position to the contrary.


d. If I sponsor others to become Distributors, I will do so in an ethical and lawful manner, and I vrill thereafter continue to sell and 
promote the sale of Herbalife products for consumption, will use my best efforts to train, assist and support those I sponsor 
to do the same and will communicate and lead by example. Twill make no representations about Herbalife’s products or Income 
opportunity except in compliance with Herbalife's Rules and applicable law. I may not order product primarily to qualify to 
earn compensation, as opposed to purchases for my own consumption and amounts I consider reasonable to senrioe 
my customers.


e. Herbalife collects certain personal identifiable information about its Distributors. It does so to fulfill its obligations under the 
Distributor relationship and to provide its Distributors with the products and services requested. I understand my information 
may be used to send me materials about Herbalife products and sewices. or other commercial informalion, including 
information on products of Herbalife's business partners.


During the term of my Distributorship:
a. And, thereafter for so long as they have economic value, my spouse and I wilt hold in confidence and trust for the exclusive 


benefit of Herbalife any trade secrets, formuias, business plans, or confidential or proprietary business information (including, 
without limitation, genealogies and other compilations of identifying and other data relating to other Distributors or customers), 
and any other information of commerciai value relating to other Distributors or customers, provided by Herbalife or which 
I develop or obtain while a Distributor, and I will not use them, directly or indirectly, for any purpose other than the conduct of 
my Herbalife Distributorship.


b. And, for one (1) year fhereafter, neither my spouse nor I will, directly or indirectly (through or by means of any person, entity 
or artifice), solicit, promote, sponsor or recruit any Herbalife Distributor or any customer of Herbalife ol whom I became aware 
in the course of my Herbalife Distributorship, to join, promote, sell or purchase products of, or participate (as a salesperson or 
otherwise) in any multi-level marketing or direct sales company and I will not encourage anyone to do what I have agreed 
not to do,


c. And, in'perpetuity thereafter, I will use Herbalife's trade name, logo, trademarks and intellectual property only if and to Ihe 
extent expressly permined by Herbalife in writing.


Neither this Distributorship nor any interest therein may be assigned or transferred, voluntarily or involuntarily, except as provided 
in the Rules and then only with the prior written consent of Herbalile, given (and it so, on such terms and conditions specified by 
Herbalife) or withheld by Herbalife inuts soie and absolute discretion.
Herbalife is a family oriented business that expects its Distributors to conduct themselves with the highest ethics and integrity. 
I agree to do so. I represent and warrant that I have not been convicted of a crime involving dishonesty or violence to others. 
PRIVATE STATUTE OF LIMITATIONS AND CHOICE OF LAW. Despite any law or equitable doctrine or authority, any Claim (as 
defined in Paragraph 4). above shall be brought within one (1) year from the date the person or entity asserting the Claim first 
knew, or through the exercise of reasonable diligence should have known, that the Claim existed. For purposes of determining 
enforceability, and further determining what is Ihe permissible scops ol any Claim, this Agreement shall be governed and 
construed in accordance with the Federal Arbitration Act and shall otherwise be governed by and construed in accordance with 
the domestic law of the State of California without the application of conflict of law principles. Regardless 
of whether the Claim is adjudicated pursuant to the dispute resolution process in this Agreement or in a court of law, 
MISCELLANEOUS LEGAL PROVISIONS:
a. Neither Herbalife nor I shall be liable for any incidental or consequential damages caused by breach, termination or 


suspension of this Agreement, whether or not the possibility of such damages is known by either Party, and no punitive or 
exemplary damages shall be awarded against either of us in any dispute against the other except as explicitly authorized by 
California statute.


b. This Agreement (including documents incorporated herein, in their then published form) constitutes the entire Agreement 
between Herbalife and me.


c. If any one or more of the provisions contained herein shall for any reason be found by a court of competent jurisdiction or an 
arbitrator to be invalid, illegal, or unenforceable in any respect, such invalid, illegal or unenforceable provisions shall be 
ineffective, but shall not in any way invalidate or otherwise affect any other provision. However, if any portion ol Paragraph 4 
above relating to arbitration is tound to be invalid, illegal or unenforceable, then either Party or Herbalife shall have the right, 
but not .the obligation, to require that a Claim be resolved exclusively in a judicial proceeding in either the Superior Court or 
the United States District Court, both located in the County of Los Angeles, California, rather than through arbitration.


d. This Agreement shall be binding upon and inure to the benelit of the parties, their heirs and permitted successors in interest.


R«crujudiand Onp«a*in I'M* or h penb ptcMAhL C2C07H«baS!BlNem«liaa)a(AniBi;ci.lnc ADligNsr«Mnr*d. FaRr.401(K15-29 FUt.OlfiS
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f® HERBALIFE
HER8AUFE INTERNATIONAL OF AMERICA, INC.' 
P.O. BCJ 80210
Las Angeles, Calilon^ 8008WS21C Tel.(310)Ai(M600


APPUCATION FOR INTERNATIONAL DISTRIBUTORSHIP


Application must be completed accurately and in its entirety in order to be considered by Herbalife International


^ IDENTIFICATION NUMBER


10Y0212886


The number above 
^ becomes your permanent 


Herbalife ID Number


APPLICANT INFORMATION 1
Rodgers Patricia
Last Name


Street Address


First Name Middle Inititlal


Country Code-Area Code- Daytime Phone Number


Area Code - Cell Phone


State ZIP code


Area Code - Evening Phone Area Code - Fax Phone


Language Preferrence: English Spanish
■ Do you v/anl your information to be sent by Internet e-mail? Yesl^ No □□


E-mail Address (if applicable)


Date of Birth (month) (day) (year) (age) Applicant's U.S. Social Secunty Number


Spouse's Last Name First Name Middle Inititlal


c/o - "In.Care Of Name (if applicable). If completed, Legal/Fiscal Residence Address must be completed below.


LEGAL/nSCAL RESIDENCE ADDRESS (IF DIFFERENT FROM ABOVE)


not be a P.O. Box)
FL
state ZIP code


Country


Sponsor's Information Supervisor's Information


PAUL HOLSAPFEL PAUL HOLSAPFEL
Sponsor's Name Supervisor's Name


Phone Phone


100819809 100819809
Sponsor's Herbalife ID Number Supervisor’s Herbalife ID Number


NOTICE TO APPLICANT AND SPONSOR
COMPLETION OF THIS SECTION IS REQUIRED /


________________ ________^I Have you or your spouse previously been an Herbalife Independent Distributor or partidpated in any Herbalife Distributorship? Yes I---- 1 No Lt _


Distributorship ID (month) (day) (year) 
Application Date


(month) (day) (year) 
Date of last activity in connection 


vwth that Distributorship


APPLICANT: By executing the application. Distributor acknowledges that he/she has reviewed the terms and conditions on the reverse side of the application and 
agrees to be bound by them.


Annlirant's Finnan,re Patricia RodgSrS


narprt ar on 6 . 23 2010
Qtv, State, Country Month, Day


Year
Spouse s U.S. Social Security


EXHIBIT NO.i_ 


0. JANNIERE, #10034


G2010 Herbalife International of America. Inc. AD rights reserved. USA. #86715-US 01/10
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AGREEMENT OF DISTRIBUTORSHIP


1. I apply to become an independent Distributor of Herbalife products on the terms and conditions that follow, as well as the 
documents which are expressiy incorporated into this Agreement of Distributorship. I will become a Distributor only when this 
Application for Distributorship is accepted by entering it into Herbalife’s records at Herbalife's Home Office in Los Angeles, California, in 
its sole and absolute discretion. Untii then, I am granted a provisional license to buy and sell Herbalife products.


2. I acknowiedge that if I or my spouse have previously owned or assisted in an Herbaiife Distributorship and now wish to sign a new 
Appiication under a new Sponsor the Rules of Conduct and Distributor Policies require a one-year period of inactivity foilowing:


(a) non-payment of the Annual Processing Fee or (b) resignation of any prior Distributorship, and I represent and warrant to Herbalife 
that such period has passed.


I also acknowledge that my spouse and I may not operate an Herbalife Distributorship other than this Distributorship for which we are 
applying. Faiiure to observe the period of inactivity may resuit in reactivation of any prior Distributorship and/or extension of the waiting 
period required prior to becoming eligible to sign an Application under a new Sponsor.


Additionaily, any Application processed prior to the compietion of the waiting period may be deemed an invaiid Distributorship. The 
corrective measure appiied to protect the lines of sponsorship can cause significant lineage and monetary adjustments or fines, as 
weil as the termination of the invalid Distributorship, aii within the sole and absolute discretion of Herbalife.


3. I am aware that the only required purchase to become, succeed or advance as an Herbalife Independent Distributor is the Mini- 
International Business Pack (Mini-IBP). The Mini IBP is a basic package containing only explanatory materials, forms and product 
sample packages.


At the Applicant's election, Herbalife also offers an International Business Pack (IBP) which includes full size Herbalife products in 
addition to the materials included in the Mini-IBP.


I hereby represent, warrant and agree that;


a) Upon my receipt of Herbalife's Mini or Full International Business Pack, I will thoroughly review the contents of the previously 
unopened Pack.


b) I am not relying upon any representations as to the financial results I might achieve.


c) . Although a Distributorship is not employment, I am authorized to work in the United States.


d) I will review-the Statement of Average Gross Compensation of U.S. Supervisors and the Policy Statement on Business Methods, 
both of which are contained in the Mini IBP and the IBP and which are available on wwwiMyHerbalife.com or upon request from my 
Sponsor or Herbalife's Distributor Relations Department.


4. The Herbalife International Business Pack (TBP*), contains (among other things) the Rules of Conduct and Distributor Policies, the 
Sales and Marketing Plan, Ordering Procedures and Sample Forms. Those documents and such other rules and policies as Herbalife 
has published, or in the future may publish, together with such modifications and amendments as Herbalife shall make from time to 
time in its sole and absolute discretion (collectively, the “Rules"), are each hereby incorporated into this Agreement of Distributorship 
(each in its then most recently published form).


5. The term of my Distributorship will be annual, renewable from year to year thereafter, subject to procedures, requirements and 
processing fees as Herbalife shall determine in its sole and absolute discretion. I may cancel the Distributorship at any time by 
notifying Herbalife in writing that I wish to do so. Following termination of my Distributorship, I have the right to resell to Herbalife 
unused and resalable products purchased from Herbalife and unused and resalable portions of the IBP, subject to the limitations, 
terms and conditions set forth in the Rules.


6. Herbalife may terminate my Distributorship if it determines I have violated this. Agreement (including without limitation the Rules or 
applicable law). It may suspend or take other action regarding my Distributorship, in its sole and absolute discretion subject only to the 
limitations explidtly set forth in the Rules.


7. As an Herbalife Independent Distributor:


a. I will use my best efforts to promote the sale of Herbalife products to consumers in a manner that enhances the reputation of 
Herbalife. My success will only come from my sales of Herbalife product for consumption and those of persons I have sponsored, 
directly or indirectly.


b. I will not engage in any deceptive, unfair or illegal practice. I will indemnify, defend and hold harmless Herbalife from any cost or 
liability relating to any breach of this Agreement or violation of applicable law, Herbalife may offset against amounts which would 
otherwise be due to me reasonable amounts to cover such indemnity.


c. I will conduct my Herbalife business as a self-employed independent contractor (determining my own schedule and objectives, 
responsible for my own expenses and any applicable taxes-induding self-employment taxes), not as an employee, agent, franchisee, 
securities holder, joint venturer, fidudary or benefidary of Herbalife or any other Distributor. I will not be treated as an employee with 
respect to such services lor Federal tax purposes or any other tax or other purpose, and will assert no position to the contrary.


d. If I sponsor others to become Distributors, I will do so in an ethical and lawful manner, and I will thereafter continue to sell and 
promote the sale of Herbalife products for consumption, will use my best efforts to train, assist and support those I sponsor to do the 
same and will communicate and lead by example. I will make no representations about Herbalife’s products or income opportunity 
except in compliance with Herbalife's Rules and applicable law. I may not order product primarily to qualify to earn compensation, as 
opposed to purchases for my own consumption and amounts 1 consider reasonable to service my customers.


e. Herbalife International of America. Inc,, P.O. Box 80210, Los Angeles, CA 90080, collects certain personal identifiable information 
about its Distributors. It does so to fulfill its obligations under the Distributor relationship and to provide its Distributors with the products 
and services requested. I understand my information may be used to send me materials about Herbalife products and services, or 
other commercial information, including information on products of Herbalife’s business partners.


8. During the term of my Distributorship:
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a. And, thereafter for so long as they have economic value, my spouse and Iwill hold in confidence and trust for the exclusive benefit 
of Herbalife any trade secrets, formulas, business plans, or confidential or proprietary business information (including, without 
limitation, genealogies and other compiiations of identifying and other data relating to other Distributors or customers), and any other 
information of commercial value relating to other Distributors or customers, provided by Herbalife or which I develop or obtain while a 
Distributor, and I will not use them, directly or indirectly, for any purpose other than the conduct of my Herbalife Distributorship.


b. And, for one (1) year after termination of my Herbalife Distributorship, whether voluntary or involuntary neither my.spouse nor I will, 
directly or indirectly (through or by means of any person, entity or artifice), solicit, promote, sponsor or recruit any Herbalife Distributor 
or any customer'of. Herbalife of whom I became aware in the course of my Herbalife Distributorship, to join, promote, sell or purchase 
products of, or participate (as a salesperson or otherwise) in any multi-level marketing or direct sales corripany and I will not encourage 
anyone to do what I have agreed not to do.


c. And, in perpetuity, I will use Herbalife's trade name, logo, trademarks and intellectual property only if and to the extent expressly 
permitted by Herbalife in writing.


9. Neither this Distributorship nor any interest therein^may be assigned or transferred, voluntarily or involuntarily, except as provided in 
the Rules and then only with the prior written consent of Herbalife, given (and if so, on such terms and conditions specified by 
Herbalife) or withheld by Herbalife in its sole and absolute discretion.


10. Herbalife is a family-oriented business that expects its Distributors to conduct themselves with the highest ethics and integrity.
I agree to do so. I represent and warrant that I have not been convicted of a crime involving dishonesty or violence to others.


11. PRIVATE STATUTE OF LIMITATIONS AND CHOICE OF LAW AND FORUM. Despite any law or equitable doctrine or authority to 
the contrary, any Claim must be brought within one (1) year from the date the person or entity asserting the Claim first knew, or 
through the exercise of reasonable diligence should have known, that the Claim existed. Any Claim shall be resolved exclusively in a 
judicial proceeding in either the Superior Court or the United States District Court, both located in Los Angeles, California. This 
Agreement, and any dispute arising from the relationship between the parties to this Agreement, shall be governed by the domestic 
law of the State of California without the application of conflict of law principles.


12. MISCELLANEOUS LEGAL PROVISIONS:


a. Neither Herbalife nor I shall be liable for any incidental or consequential damages caused by breach, termination or suspension of 
this Agreement, whether or not the possibility of such damages is known by either Party, and no punitive or exemplary damages shall 
be awarded against either of us in any dispute against the other except as explicitly required by California statute.


b. This Agreement (including documents incorporated herein, in their then published form) constitutes the entire Agreement between 
Herbalife and me.


c. If any one or more of the provisions contained herein shall for any reason be found by a court of competent jurisdiction to be 
invalid, illegal or unenforceable In any respect, such invalid, illegal or unenforceable provisions shall be ineffective, but shall not in any 
way invalidate or otherwise affect any other provision.


d. This Agreement shall be binding upon and inure to the benefit of the parties, their heirs and permitted successors in interest.


+++++-r++++++++-r+H r++++++++++++++-+


HERBALIFE
ELECTRONIC DISCLOSURE AGREEMENT
AND ONLINE DISTRIBUTOR-APPLICATION AND AGREEMENT


By clicking "I AGREE" below, you agree that you have read and are bound by the terms of this Electronic Disclosure Agreement, and 
the Herbalife Online Distributor Application and Agreement, which Is fully incorporated herein by reference (hereinafter, the 
"Agreement"). •


1. ELECTRONIC DISCLOSURE NOTICE
All documents, including but not limited to. this Agreement, as well as all notices, disclosures and records (collectively, "Disclosures") 


relating to your account with Herbalife may be sent to you electronically at the email address indicated by you in the account 
registration form or by viewing the Disclosures on Herbalife’s web site. Alternatively, Herbalife may provide you with Disclosures via fax 
or in the mail.


2. CONSENT TO ELECTRONIC DISCLOSURES
By clicking "I AGREE" below, you agree to receive all Disclosures from Herbalife electronically which Herbalife may send to you by 


email or by posting the Disclosures on the internet.


3. WiTHDRAWAL OF CONSENT .
You may withdravy your conserit to electronic Disclosures in the future at any time without charge. To withdraw your consent, please 


fax us at 310-258-7012 or write us at PO Box 80210, Los Angeles, CA 90080 and indicate that you wish to receive all future 
communications in writing. We wili send you a confirming notice once we have processed your change request.


4. TECHNICAL REQUiREMENTS ’
To access Disclosures electronically and print copies of these Disclosures for your records, you must have internet access, as well as 


access to a printer. By clicking "I AGREE" below, you confirm that you have access to the Internet and a printer or the ability to make 
hard copies of your information and records (the "Hardware”). Herbalife uses a Secure Socket. Layer (SSL) system that supports 128- 
bit encryption. In order to submit an Online Distributor Application, you must have the hardware and/or software to support 128-bit 
encryption. Please make a copy of this Agreement, including the Online Distributor Application and Agreement for your records. You 
can aiso save an electronic copy of this document to your hard drive. Upon request, you may also obtain a copy of the foregoing by 
accessing herbalife.com under Distributor Services


5. ONLINE DISTRIBUTOR APPLICATION AND AGREEMENT
By clicking "I AGREE" below, and by completing the Online Distributor Application and Agreement^ which will appear after you click "I 


AGREE," you agree to be bound by the terms of the Herbalife Online Distributor Application and Agreement.


6. CONTACT INFORMATION
You agree to promptly notify us of any changes in your address information by faxing us at 310-258-7012, by writing to us at P:0. 


Box 80210, Los Angeles, CA 90080, or by accessing one of Herbalife's websites and changing your'personal information."








r..
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®HERBALIFE.
HERBAUFE INTERNATIONAL OF AMERICA, INC.< 
P.O.Box 80210
Los Angles, Caliic^ja S008C>C2iO 
Tel: (310) 410^500


APPLICATION FOR INTERNATIONAL DISTRIBUTORSHIP
Application must be completed accurately and in its entirety in order to be considered by Herbalife International


^ IDENTinCATlON NUMBER


10Y0249171
TTie number above 


^ becomes your permanent 
Herbalife ID Number


r APPLICANT INFORMATION


Loken Jennifer
Last Name


Country Code-Area Code- Daytime Phone Number


Area Code - Cell Phone


First Name Middle Inltitial


State ZIP code


Area Code - Evening Phone Area Code - Fax Phone
Language Preferrence: English (2 Spanish


Do you v/ant your inforniation to be sent by Internet e-mait? YesQ] No


E-mail Address (if applicable)


■ H -


Date of Birth (month) (day) (year) (age) ' Applicant's U.S. Social Secunty Number


Spouse's Last Name First Name Middle Inltitial


c/o-”ln Care or Name (if applicable). If completed. Legal/Fiscal Residence Address must be completed beimv.


I LEGAL/nSCAL RESIDENCE ADDRESS (IF DIFFERENT FROM ABOVE) I


: cannot be a P.O. Box)


State ZIP code


Country


Sponsor's Information Supervisor's Information


THOMAS GIOIOSA THOMAS GIOIOSA
Sponsor’s Name Supervisor's Name


Phone Rione


10042031 10042031
Sponsor's Herbalife ID Number Supervisor’s Herbalife ID Number.


NOTICE TO APPLICANT AND SPONSOR
COMPL£TION OF THIS SECTION IS REQUIRED T


Have you or your spouse previously been an Herbalife Independent Distributor or participated in any Herbalife Distributorship? Yes
U solZJ


Distributorship ID (month) (day) (year) 
Application Date


(month) (day) (year) 
Date of last activity in connection 


with that Distributorship


APPLICANT: By executing the application, Distributor acknowledges that he/she has reviewed the terms and conditions on the reverse side of the application and 
agrees to be bound by them.


Aooiicant's sionature Jennifer Loken


Dated at
• on - 2 14 2011


QCv, State, Country Month, Day Year Spouse's U.S. SodU Secunty


exhibit no.


J.JANNIERE, CSR#1na^l


®2010 Herbalife International of America, Inc. M riQhts reserved. USA; #86715-US 01/10
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AGREEMENT OF DISTRIBUTORSHIP


1. I apply to become an independent Distributor of Herbalife products on the terms and conditions that foilow, as well as the 
documents which are expressly incorporated into this Agreement of Distributorship. I will become a Distributor only when this 
Application for Distributorship is accepted by entering it into Herbalife's records at Herbalife's Home Office in Los Angeles, California, in 
its sole and absolute discretion. Until then, I am granted a provisional license to buy and sell Herbalife products.


2. I acknowledge that if I or my spouse have previously owned or assisted in an Herbalife Distributorship and now wish to sign a new 
Application under a new Sponsor the Rules of Conduct and Distributor Policies require a one-year period of inactivity following:


(a) non-payment of the Annual Processing Fee or (b) resignation of any prior Distributorship, and I represent and warrant to Herbalife 
that such period has passed.


I also acknowledge that my spouse and I may not operate an Herbalife Distributorship other than this Distributorship for which we are 
applying. Failure to observe the period of inactivity may result In reactivation of any prior Distributorship and/or extension of the waiting 
period required prior to becoming eligible to sign an Application under a new Sponsor.


Additionally, any Application processed prior to the completion of the waiting period may be deemed an invalid Distributorship. The 
corrective measure applied to protect the lines of sponsorship can cause significant lineage and monetary adjustments or fines, as 
well as the termination of the invalid Distributorship, all within the sole and absolute discretion of Herbalife.


3. I am aware that the only required purchase to become, succeed or advance as an Herbalife Independent Distributor is the Mini- 
International Business Pack (Mini-IBP). The Mini IBP is a basic package containing only explanatory materials, forms and product 
sample packages.


At the Applicant’s election, Herbalife also offers an International Business Pack (IBP) which includes full size Herbalife products in 
addition to the materials included in the Mini-IBP.


I hereby represent, warrant and agree that:


a) Upon my receipt of Herbalife's Mini or Full International Business Pack. I will thoroughly review the contents of the previously 
unopened Pack.


b) I am not relying upon any representations as to the financial results I might achieve.


c) . Although a Distributorship is not employment, I am authorized to work in the United States.


d) I will review-the Statement of Average Gross Compensation of U.S. Supervisors and the Policy Statement on Business Methods, 
both of which are contained in the Mini IBP and the IBP and which are available on www.MyHerbalife;com or upon request from my 
Sponsor or Herbalife's Distributor Relations Department.


4. The Herbalife International Business Pack CIBP"), contains (among other things) the Rules of Conduct and Distributor Policies, the 
Sales and Marketing Plan, Ordering Procedures and Sample Forms. Those documents and such other rules and policies as Herbalife 
has published, or in the future may publish, together with such modifications and amendments as Herbalife shall make from time to 
time in its sole and absolute discretion (collectively, the ’•Rules"), are each hereby incorporated into this Agreement of Distributorship 
(each in its then most recently published form).


5. The term of my Distributorship will be annual, renewable from year to year thereafter, subject to procedures, requirements and 
processing fees as Herbalife shall determine in its sole and absolute discretion. I may cancel the Distributorship at any time by 
notifying Herbalife in writing that I wish to do so. Following termination of my Distributorship, I have the right to resell to Herbalife 
unused and resalable products purchased from Herbalife and unused and resalable portions of the IBP, subject to the limitations, 
terms and conditions set forth in the Rules.


6. Herbalife may terminate my Distributorship if it determines I have violated this Agreement (including without limitation the Rules or 
applicable law). It may suspend or take other action regarding my Distributorship, in its sole and absolute discretion subject only to the 
limitations explicitly set forth in the Rules.


7. As an Herbalife Independent Distributor


a. I will use my best efforts to promote the sale of Herbalife products to consumers in a manner that enhances the reputation' of 
Herbalife. My success will only come from my sales of Herbalife product for.consumption and those of persons I have sponsored, 
directly or indirectly.


b. I will not engage in any deceptive, unfair or illegal practice. | will indemnify, defend and hold harmless Herbalife from any cost or 
liability relating to any breach of this Agreement or violation of applicable law. Herbalife may offset against amounts which would 
otherwise be due to me reasonable amounts to cover such indemnity.


c. I will conduct my Herbalife business as a self-employed independent contractor (determining my own schedule and objectives, 
responsible for my own expenses and any applicable taxesnncluding self-employment taxes), not as an employee, agent, franchisee, 
securities holder, joint venturer, fiduciary or beneficiary of Herbalife or any other Distributor. I will not be treated as an employee with 
respect to such services for Federal tax purposes or any other tax or other purpose, and will assert no position to the contrary.


d. If I sponsor others to become Distributors, I will do so in an ethical and lawful manner, and I will thereafter continue to sell and 
promote the sale of Herbalife products for consumption, will use my best efforts to train, assist and support those I sponsor to do the 
same and will communicate and lead by example. I will make no representations about Herbalife’s products or income opportunity 
except in compliance with Herbalife's Rules and applicable law. I may not order product primarily to qualify to earn compensation, as 
opposed to purchases for my own consumption and amounts I consider reasonable to service my customers.


e. Herbalife International of America. |nc., P.O. Box 80210, Los Angeles. CA 90080, collects certain personal identifiable information 
about its Distributors. It does so to fulfill its obligations under the Distributor relationship and to provide its Distributors with the products 
and services requested. I understand my information may be used to send me materials about Herbalife products and services, or 
other commercial information, including information on products of Herbalife’s business partners.


8. During the term of my Distributorship:
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a. And, thereafter for so tong as they have economic value, my spouse and 1 will hold in confidence and trust for the exclusive benefit 
of Herbalife any trade secrets, formulas, business plans, or confidential or proprietary business information (including, viiithout 
limitation, genealogies and other compilations of identifying and other data relating to other Distributors or customers), and any other 
information of commercial value relating to other Distributors or customers, provided by Herbalife or which I develop or obtain while a 
Distributor, and I will not use them, directly or indirectly, for any purpose other than the conduct of my Herbalife Distributorship.


b. And, for one (1) year after termination of my Herbalife Distributorship, whether voluntary or involuntary neither my spouse nor I will, 
directly or indirectly (through or by means of any person, entity or artifice), solidt, promote, sponsor or recruit any Herbalife Distributor 
or any customer of Herbalife of whom I became aware in the course of my Herbalife Distributorship, to join, promote, sell or purchase 
products of, or partidpate (as a salesperson or otherwise) in any multi-level marketing or direct sales company and I will not encourage 
anyone to do what I have agreed not to do.


c. And. in perpetuity, I will use Herbalife’s trade name, logo, trademarks and intellectual property only if and to the extent expressly 
permitted by Herbaiife in writing.


9. Neither this Distributorship nor any interest therein may be assigned or transferred, voluntarily or involuntarily, except as provided in 
the Rules and then only with the prior written consent of Herbalife, given (and if so, on such terms and conditions spedfied by 
Herbalife) or withheld by Herbalife in its sole and absolute discretion.


10. Herbalife is a family-oriented business that expects its Distributors to conduct themselves with the highest ethics and integrity.
I agree to do so. I represent and warrant that I have not been convicted of a crime involving dishonesty or violence to others.


11. PRIVATE STATUTE OF LIMITATIONS AND CHOICE OF LAW AND FORUM. Despite any law or equitable doctrine or authority to 
the contrary, any Claim must be brought within one (1) year from the date the person or entity asserting the Claim first knew, or 
through the exerdse of reasonable diligence should have known, that the Claim existed. Any Claim shall be resolved exdusively in a 
judidal proceeding in either the Superior Court or the United States District Court, both located in Los Angeles, California. This 
Agreement, and any dispute arising from the relationship between the parties to this Agreement, shall be governed by the domestic 
law of the State of California without the application of conflict of law principles.


12. MISCELLANEOUS LEGAL PROVISIONS:


a. Neither Herbalife nor I shall be liable for any inddental or consequential damages caused by breach, termination or suspension of 
this Agreement, whether or not the possibility of such damages is known by either Parly, and no punitive or exemplary damages shall 
be awarded against either of us in any dispute against the other except as explidtiy required by California statute.


b. This Agreement (including documents incorporated herein, in their then published form) constitutes the entire Agreement between 
Herbalife and me.


c. If any one or more of the provisions contained herein shall for any reason be found by a court of competent jurisdiction to be 
invalid, illegal or unenforceable in any respect, such invalid, illegal or unenforceable provisions shall be ineffective, but shall not in any 
way invalidate or otherwise affect any other provision.


d. This Agreement shall be binding upon and inure to the benefit of the parties, their heirs and permitted successors in interest.


H-++++++++++++++++++ ++++++++++++++++++++++++++++++


HERBALIFE
ELECTRONIC DISCLOSURE AGREEMENT
AND ONLINE DISTRIBUTOR APPLICATION AND AGREEMENT


By dicking "I AGREE" below, you agree that you have read and are bound by the terms of this Electronic Disdosure Agreement, and 
the Herbalife Online Distributor Application and Agreement, which is fully incorporated herein by reference (hereinafter, the 
■Agreement").


1. ELECTRONIC DISCLOSURE NOTICE
All documents, induding but not limited to. this Agreement, as well as all notices, disclosures and records (colledively, "Disdosures") 


relating to your account with Herbalife may be sent to you electronically at the email address indicated by you in the account 
registration form or by viewing the, Disdosures on Herbalife's web site. Alternatively, Herbalife may provide you with Disdosures via fax 
or in the mail.


2. CONSENT TO ELECTRONIC DISCLOSURES
By dicking "I AGREE" below, you agree to receive all Disdosures from Herbalife electronically which Herbalife may send to you by 


email or by posting the Disdosures on the internet.


3. WITHDRAWAL OF CONSENT
You may withdraw your consent to electronic Disdosures in the future at any time without charge. To withdraw your consent, please 


fax us at 310-258-7012 or write us at PO Box 80210, Los Angeles, CA 90080 and indicate that you wish to receive all future 
communications in writing. We will send you a confirming notice once we have processed your change request.


4. TECHNICAL REQUIREMENTS
To access Disdosures electronically and print copies of these Disdosures for your records, you must have internet access, as well as 


access to a printer. By dicking "I AGREE" below, you confirm that you have access to the Internet and a printer or the ability to make 
hard copies of your information and records (the "Hardware"). Herbalife uses a Secure Socket Layer (SSL) system that supports 128- 
bit encryption. In order to submit an Online Distributor Application, you must have the hardware and/or software to support 128-bit 
encryption. Please make a copy of this Agreement, including the Online Distributor Application and Agreement for your records. You 
can also save an electronic copy of this document to your hard drive. Upon request, you may also obtain a copy of the foregoing by 
accessing herbalife.com under Distributor Services


5. ONLINE DISTRIBUTOR APPLICATION AND AGREEMENT
By dicking "I AGREE" below, and by completing the Online Distributor Application and Agreement, which will appear after you dick ‘I 


AGREE," you agree to be bound by the terms of the Herbalife Online Distributor Application and Agreement.


6. CONTACT Information
You agree to promptly notify us of any changes in your address information by faxing.us at 310-258-7012, by writing to us at P.O. 


Box 80210, Los Angeles, CA 90080, or by accessing one of Herbalife's websites and changing your personal information."








Case l:17-cv-23429-MGC Documen
® HERBALIFE.
HERBAUFE IK^RNATIONAL OF AUERICA, INC. P.O.Bota02tQ
Los Angeles, California 9QQ80-0210 
T^: (310) 410-9600


Dpto. de Peddos/Dpn). de Rdaosnes al Distribuidor 
Tel: (866) 866^744 
Usuarios TTY: (800) 508^160


62-2 En tered on FLSD Docket 12/14/2017 Page 762 of
' _ nOmerodeIDENTIFICACIlbN
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SOLICITUD DE DISTRIBUCION INTERNACIONAL 


La solicitud debe ser llenada correctamente y en su totalidad para 
poder ser considerada per Herbalife International of America, Inc,


EJ nOmero que sparece arriba 
— serd su NOmero de 10 —


Herbalife una vez que su 
Solicitud haya side aceptada


DATOS DEL SOLICITANTE


Valdez Izaar
Apellldo Nombre Inicial del 2° Nombre


Domicilio (Apartado Postal/Domicillo Rural) SI indica apartado postal aqui favor.de propordonar Domidllo Legal / Fiscal en la parte de abajo.


____________ iy
Ciudad Estado iodigo Postal


Cddigo de Pais/ Codigo de Area / Teldfono de Dia Cddigo de lArea / Teldfono de Noche Cddigo de Mea I F/tX


Celular j,Cudl es su idioma preferido para dertas comunicadones cuando estdn disponibles? Ingids Espatlol |71


Direcddn de Correo Electrpnico (si aplica) / Su direcddn de coneo electrdnico debe ser unica y no debe co'mpartirse con otro Distribuidor. 
Al propordonar su direcddn de correo electrdnico, usted otorga permiso para redbir comunicadones por correo electrdnico de Herbalife.


lacimiento (mes - escrito) (dia)


Numero de Seguro Sodal del Solldtante o Numera 
Individual de Identificaddn de Impuesto


Numero de Seguro Sodal del Cdnyuge o Numero 
Individual de Identificaddn de Impuesto


Apellldo del Cdnyuge Nombre Inidal del 2° Nombre


c/o - Nombre opdonal de quien redbe su correspondenda (si aplica). Si es completado, propordone Domidllo Legal/Fiscal abajo.


DOMICILIO LEGAL/FISCAL (SI ES DIFERENTE AL DE ARRIBA)


lalio (no puede ser un apartado postal)


Ciudad Estado Cddigo Postal


Pais Cddigo de Pais / Cddigo de /Area / Numero de Teldfono


Informacion del Patrocinador


Felix Valdez
Nombre del Patrocinador


09682232
No. de IdentiScaddn Herbalife del Patrocinador


Informacidn del Supervisor


Felix Valdez
Nombre del Supervisor '^5 1


Teldfono


09682232


EXHIBIl


D. JANNIEI


■ NO. £l_ 1
1«, CSR #10034 J


No. de IdentiScaddn Herbalife del Supenrisor


AVISO PARA EL SOLICITANTE Y EL PATROCINADOR
es OBUGATORIO COUPLETAR ESTA SECCION


I Ha sido usted o su cdnyuge enteriomiente Oistribudor de H^aSfe, o ban participado en alguna Oetribuddn de Herbalife?
TJ RolZ]


No. de la Oistribuddn (mes) (dia) (aAo) 
Fecha de Soiidtud


(mes) (dia) (ate) 
Fecha de la ultima actividad en 
conexidn con dicha Oistribuddn


SOUCitANTE: Al hacer die en "acepto" reconozco que he revisado y entiendo el Acuerdo de Oistribuddn Tdrminos Y Condidones que siguen y convengo cumplir con ellos.


Firma del Solicitante Izaaf VsIdeZ 3 22 2013


Por el presente convengo cumplir los terminos que aparecen 
arriba y al dorso de este formulario.


(mes)
(dia) (ado)


Copyright e Herbalife Todos los derechos reservados. USSP-39 Rev. 12/12
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ACUERDO DE DISTRIBUCION TERMINOS Y CONDICIONES


1. Solicito convertirme en Distribuidor Independiente de los producfos Herbalife segun los t6rminos y condiciones 
que siguen, asi como en los documentos que se incorporan expresamente a este Acuerdo de Distribucidn. No 
me convertird en Distribuidor sino hasta que esta Solicitud de Distribucidn sea aceptada, a la sola y absoluta 
discrecion de Herbalife, por medio de su ingreso en los archives de la Gficina Matriz de Herbalife en Los 
Angeles, California. Mientras tanto se me otorga una licencia provisional para comprar y vender productos 
Herbalife.


2. Reconozco que si mi ednyuge o yo hemos sido propietarios de, o colaboradores en una Distribucidn Herbalife 
y ahora deseo firmar una nueva Solicitud bajo un nuevo Patrocinador, las Normas de Conducta y Politicas de 
Distribucidn exigen un periodo de inactividad de un (1) aho posterior a:


(a) el cese de pago de la Cuota Anual de Procesamiento o


(b) haber renunciado a cualquier Distribucidn anterior, y represehto y garantizo ante Herbalife que dicho 
periodo ha transcurrido.


Tambien reconozco que mi ednyuge y yo no podemos operar ninguna otra Distribucidn Herbalife que no sea 
dsta que estamos solicitando. Dejar de observer el periodo de inactividad podria ocasionar la reactivacidn de 
la Distribucidn anterior y/o la ampliacidn del periodo de espera requerido para tener derecho a firmar una 
Solicitud con un Patrocinador nuevo.


Adicionalmente, cualquier Solicitud procesada antes de que concluya el periodo de espera podrd considerarse 
como una Distribucidn invdiida. La medida corrective que se aplica para proteger las lineas de patrocinio 
puede causer significativos ajustes en el linaje, ajustes monetarios, o multas, asi como la rescisidn de la 
Distribucidn invalida; todo lo anterior a la sola y absoluta discrecidn de Herbalife.


3. Una vez que reciba el Paquete de Negocio Internacional Herbalife (“IBP") Mini o Complete, yo revisard 
meticulosamente el contenido del Paquete que no habia sido abierto previamente.


El Mini IBP es el paquete bdsico que contiene unicamente materiales de informacidn, formularies, y paquetes 
con muestras de productos. El IBP incluye productos Herbalife ademas de los materiales y formularies en el 
Mini IBP. Incluido dentro de estos materiales y en vwv\w.MiHerbalife.com la lista de precios sugeridos para 
productos de venta al por menor. La Compahia proporciona materiales de capacitacidn gratuita sobre 
mercadeo y publicidad en estos materiales y en este sitio web (@ Herramientas y Capacitacidn).


4. No estoy basdndome en ninguna representacidn en cuantd a los jesultados financieros que yo pudiera lograr.


5. Estoy consciente de que la unica compra necesaria para convertirme en, triunfar o avanzar como Distribuidor 
Independiente Herbalife es el Mini IBP. Las compras de productos son opcionales, al igual que la compra de 
cualesquiera ayudas de venta. Estoy consciente de que las disposiciones de reembolso y recompra aplicables 
a los productos o ayudas de venta que yo compre a Herbalife estdn descritas en los materiales incluidos en el 
IBP y Mini IBP y disponibles en www.MiHerbalife.com. Entiendo que Herbalife no vende, endosa ni 
recomienda ninguna ayuda de ventas y por lo tanto no tiene responsabilidad alguna si yo opto por comprar 
dichas ayudas.


6. Aun cuando una Distribucidn no constituye un empleo, confirmo que estoy autorizado para trabajar en Estados 
Unidos.


7. Revisard la Declaracidn de Compensacidn Bruta Promedio de los Supervisores en EUA, asi como la 
Declaracidn de Politica Corporativa para Mdtodos Comerciales, ambos contenidos en el Mini IBP y en el IBP 
regular, los cuales estdn disponibles en www.MiHerbalife.com o pueden solicitarse a mi Patrocinador o al 
Departamento de Reiaciones al Distribuidor. Reconozco que estas cantidades son ingresos brutos, no netos.


8. El Paquete de Negocio Internacional Herbalife (“IBP”) y Mini IBP contiene (entre otras cosas) las Normas de 
Conducta y Politicas de Distribucidn, el Plan de Ventas y Mercadeo, procedimientos de Pedidos y Ejemplos 
de Formularios. Estos documentos y demas Normas y politicas publicados anteriormente o en el future por 
Herbalife, junto con las modificaciones y enmiendas que les haga Herbalife de vez en cuando a su sola y 
absoluta discrecidn (colectivamente, las “Normas”), estdn inebrporados en el presente Acuerdo de Distribucidn 
(cada uno de ellos en su forma mds recientemente publicada).
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9. El plazo de mi Distribucion ser^ indefinido. En adelante estarci sujeto a los procedimientos, requisitos y cuotas 
de procesamiento que Herbalife determine a su entera discrecidn. Podre cancelar la Distribucidn en cualquier. 
memento notificando mi deseo de hacerlo per escrito a Herbalife. Despues de la terminacion de mi 
Distribucion por mi o por la Compafiia, tengo el derecho de revender a Herbalife los productos comprados que 
estdn sin usar y que puedan volverse a vender, sujeto a las limitaciones, tdrminos y condiciones manifestados 
en las Normas, bajo el encabezado “Recompra de Inventario." Si cancelo mi Distribucidn y devuelvo el Mini 
IBP 0 IBP a la Compafiia en el lapso de los 90 dias siguientes a la fecha en que la Compafiia reciba el pago 
por el Mini IBP o IBP, se me reembolsard el precio neto que yo haya pagado por los materiales devueltos.


10. Herbalife podra rescindir rni Distribucidn si determina que he violado este Acuerdo (incluyendo sin limites las 
Normas y las leyes pertinentes). Podrd suspender o emprender alguna otra accion con respecto a mi 
Distribucidn a su sola y absolute discrecion, sujeta unicamente a las limitaciones manifestadas explicitamente 
en las Normas.


11. Como Distribuidor Independiente Herbalife:
a. Hare mi mejor esfuerzo por promover la venta de productos Herbalife a consumidores de una manera que 


favorezca la reputacion de Herbalife. Mi exito provendra unicamente de mis ventas de productos Herbalife 
para consume, y las ventas de las personas que.yo haya patrocinado directa o indirectamente.


b. No Ilevar6 a cabo ninguna practice engafiosa, injusta o ilegal. Debo cumplir con todas las leyes y 
reglamentos locales, estatales y federales aplicables al negocio Herbalife. Tampoco participarfe en practice 
p actividad alguna que pudiese desacreditar o dahar la imagen o reputacidn de Herbalife. Esto aplica no 
solamente a las leyes del lugar donde vivo, sino tambi6n a las de cualquier pais donde yo tenga negocios 
aprovechando el Patrocinio Internacional de Herbalife. Indemnizare, defendere y librare de responsabilidad 
a Herbalife de cualquier costo o responsabilidad relatives a cualquier infraccion de este Acuerdo o 
violacibn de las leyes aplicables. A fin de cubrir esta indemnizacion, Herbalife podr^ compensarse 
razonablemente contra montos que de otro mode me serian pagaderos.


c. Cumplire con las Normas de Conducta y Politicas de Distribucidn publicadas en los paises donde yo tenga 
actividades.


d. Realizare mis actividades comerciales Herbalife como contratista independiente autoempleado 
(determinare mi propio horario y objetivos, ser6 responsable de mis propios gastos y cualesquiera 
impuestos aplicables, incluyendo impuestos por autoempleo), no como empleado, agente, tenedor de 
franquicia o valores, fiduciario de co-inversi6n o beneficiario de Herbalife o ningun otro Distribuidor. No 
sere empleado de Herbalife en relacion con tales servicios para efectos de impuestos Federales o 
Estatales, o cualquier otro propdsito, y no afirmar6 posicion contraria alguna.


e. Si patrocino a otros para ser Distribuidores, lo har6 en forma etica y legal. En adelante continuar6 la venta 
y prornocidn de venta de productos Herbalife para consume. Empleare mis mejores esfuerzos para 
capacitar, ayudar y apoyar a quienes patrocine a hacer lo mismo. Comunicare y dirigire con el ejemplo. No 
har6 representaciones sobre los productos u oportunidad de ingresos Herbalife, salvo en cumplimiento con


' las Normas Herbalife y las leyes aplicables. No podre pedir productos fundamentalmente para calificar 
para ganar compensacion, sino para mi propio consume y en las cantidades que juzgue razonables para 
servir a mis clientes.


f. Herbalife International of America, Inc., P.O. Box 80210.Los Angeles, CA, 90080-0210, reune cierta 
informacibn personal identificable sobre sus Distribuidores con el fin de cumplir con sus obligaciones 
relatives a la relacion con el Distribuidor y para proporcionarle a este los productos y servicios solicitados. 
Entiendo que mi informacibn puede ser usada para enviarme materiales sobre productos y servicios de 
Herbalife, u otra informacibn comercial, incluso informacibn- de productos de socios de negocio de 
Herbalife.


De vez en cuando, usted podrb recibir de Herbalife informacibn de identificacibn personal (IIP) relativa a 
su llnea descendente. Usted no debe usar esta IIP para ningun otro propbsito que el de desarrollaf la 
relacibn de negocio con su linea descendente; a menos que usted haya recibido permiso del Distribuidor 
de linea descendente para utilizar el IIP para otros propbsitos. Usted debe acatar las leyes de proteccibn 
de datos en todo momento, incluyendo las restricciones internacionales de transferencia de datos. Usted 
es responsable del uso que haga del IIP de su linea descendente, una vez que Herbalife le ha transmitido 
dichos datos a usted. Ademas en todo momento, usted mantendrb en estricta confidencialidad el IIP que 
haya recibido de Herbalife acerca de su linea descendente.
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12. Durante el termino de mi Distribucion y en adelante, durante el tiempo que tengan un valor economico, mi 
cdnyuge y yo mantendremos en confidencia y en confianza para beneficio exclusive de Herbalife 
cualesquiera secretes comerciales, formulas, planes de negocio, o informacion de Negocios confidencia) y 
propiedad de Herbalife (incluyendo sin llmites, genealogies y otras compilaciones de identidad, as! como 
otros dates relatives a otros Distribuidores o clientes), as! como cuaiquier otra informacion de valor comercial 
relative a otros Distribuidores o clientes que me brinde Herbalife, o que yo mismo desarrolle u obtenga como 
Distribuidor y no utilizare dicfias informaciones directa o indirectamente para otro efecto que no sean las 
actividades de mi Distribucibn.


13. Durante el termino de mi Distribucibn y un (1) afio en adelante, ni mi cbnyuge ni yo, solicitaremos, 
promoveremos, patrocinaremos ni reclutaremos en forma directa o indirecta (a traves de, o por medio de 
persona, entidad o artificio alguno), a ningun Distribuidor o cliente de Herbalife a quien yo haya conocido en 
el transcurso de mi Distribucibn Herbalife para que se una, promueva, venda o compre los productos, o 
participe (como vendedor o en otro carbeter) con cuaiquier compania de mercadeo multinivel o de ventas 
directas. Tampoco alentare a nadie a hacer lo que he convenido no hacer.


14. Durante el tbrmino de mi Distribucibn y posteriormehte a perpetuidad, utilizare el nombre comercial, logo, 
marcas comerciales y propiedad intelectual de Herbalife unicamente cuando, y hasta donde lo permita 
expresamente por escrito Herbalife.


15. No podra cederse o transfefirse voluntaria o involuntariamente esta Distribucibn ni interes alguno en la 
misma, salvo como lo proven las Normas, y en ese caso unicamente con el consentimiento previo escrito de 
Herbalife, otorgado (de ser asi, en los terminos y condiciones especificados por Herbalife) o negado por la 
compania a su sola y absoluta discrecibn.


16. Herbalife es un negocio orientado a la familia y espera que sus Distribuidores se conduzcan con la mayor 
btica e integridad. Convengo en proceder asi. Represento y garantizo que no se me ha acusado de un 
crimen de deshonestidad o violencia a terceros.


17. ESTATUTO ESPECIAL DE LIMITACIONES Y ELECCI6n DE LEY O JURISDICCI6n. No obstante cuaiquier 
ley, doctrina equitativa o autoridad que disponga lo contrario, toda reclamacibn tendra que presentarse en el 
transcurso de un (1) afio desde que la persona fisica o moral que la presente haya tenido conocimiento de 
ella por primera vez, o que mediante el ejercicio de diligencia razonable debib de haber sabido que dicha 
reclamacibn existia. Toda reclamacibn se resolverb exclusivamente en proceso judicial, ya sea en el Tribunal 
Superior o en el Tribunal Federal de Primera Instancia, ambos localizados en Los Angeles, California. Este 
Convenio, y cuaiquier disputa que surja de la relacibn entre las partes del mismo, se someterbn a las leyes 
propias del Estado de California sin que apliquen los conflictos de principios de ley.


18. DISPOSICIONES LEGALES DIVERSAS;
a. Ni Herbalife ni yo seremos responsables de cualesquiera dahos incidentales o consecuenciales 


provocados por la infraccibn, rescisibn o suspensibn de este Acuerdo, independientemente de que alguna 
de las partes conozca ia posibilidad de dichos dahos. No se otorgarbn dahos punitivos ni ejemplares 
contra ninguna de ambas partes en cuaiquier disputa mutua salvo como se requiera explicitamente en los 
estatutos de California.


b. Este Acuerdo (incluyendo los documentos aqui incorporados en su forma publicada de vez en cuando) 
constituye todo el Acuerdo entre Herbalife y yo.


c. En el caso de que un tribunal de jurisdiccibn competente determine que alguna o mas de las disposiclones 
aquI contenidas sea invalida, ilegal o inaplicable en cualquiera de sus aspectos, dichas disposiclones 
invblidas, ilegales o inaplicables quedarbn sin efecto, pero de ninguna manera invalidaran o afectarbn de 
otro modo cuaiquier otra disposicibn.


d. Este Acuerdo sera obligatorio y efectivo a beneficio de las partes, sus herederos y sucesores en interes 
permitidos.


19. Ni mi cbnyuge ni yo, as! como ninguna persona que ayude en mi Distribucibn realizara directa o 
indirectamente (a traves, o por medio, de persona, entidad o artificio alguno) actividades comerciales 
Herbalife con alguna persona que (i) sea (o quien yo tenga motivos para creer que sea) ciudadano de Irbn, 
Sudbn, Cuba o Corea del Norte (independientemente del lugar donde radique); (ii) resida en u opere
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negocios en Ir^n, Sudan, Cuba o Corea del Norte; o bien (ill) se crea que participe en ventas a ciudadanos o 
residentes de Ir^n, Sudan, Cuba o Corea del Norte.
Las actividades comerciales incluyen, pero no se limitan a las siguientes:


■ promover la oportunidad de negocio Herbalife;
■ patrocinar a Distribuidores Herbalife;
■ promover o vender productos Herbalife; o
■ alentar a otros a hacer lo que queda prohibido en esta norma.


Cualquier violacion a esta norma resultara en la terminacidn de la Distribucion.


Copyright © Herbalife Todos los derechos reservados. USA. USSP-39 Rev. 12/12


++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++  
HERBALIFE CONVENIO DE DIVULGACION ELECTRONICA Y SOLICITUD Y CONVENIO ELECTRONICOS 
DE DISTRIBUCION


Hacer die en "ACEPTO" m^s adelante, indicar^ que usted conviene en que ha leldo y se ha obligado a los 
terminos y condiciones de este Convenlo de Divulgacidn Electronica, asi como el Acuerdo de Distribucibn 
Tbrminos y Condiciones Electrdnico de Herbalife el cual queda totalmente incorporado en el presente por 
referenda (en adelante, el “Convenio”).


1. NOTIFICACION DE DIVULGACION ELECTRONICA
Todo documento incluyendo, sin limitarse a, este Convenio as! como toda notificacion, divulgacibn y registro 
(colectivamente, las “Divulgaciones”) relativos a su cuenta con Herbalife se le podran enviar electronicamente a 
la direccibn electrbnica que usted haya indicado en el formulario de registro de cuenta. O bien, usted podrb 
consultar las Divulgaciones en la pbgina web de Herbalife. Alternativamente, Herbalife podrb enviarle 
Divulgaciones via fax o por correo.


2. CONSENTIMIENTO A LAS DIVULGACIONES ELECTRONICAS
Al hacer die en “ACEPTO” mbs adelante, usted conviene en recibir toda Divulgacibn de Herbalife por via 
electrbnica. Herbalife podrb enviar las Divulgaciones por correo electrbnico o publicarlas en Internet.


3. RETRACTACION DE CONSENTIMIENTO
En el future, usted podra retractarse de su consentimiento a las Divulgaciones electrbnicas en cualquier 
momento y sin costo. Para retractarse de su consentimiento, sirvase mandarnos un fax al 310-258-7012 o 
escribirnos al P.O. Box 80210, Los Angeles, CA 90080-0210 indicando que usted desea recibir toda 
comunicacibn futura por escrito. Nosotros le enviaremos una nota de confirmacibn una vez que hayamos 
procesado su solicitud de cambio.


4. REQUISITOS TECNICOS
Para poder acceder electrbnicamente a las Divulgaciones e imprimir copias de las mismas para sus archives, 
usted debe contar con acceso a la Internet y a una impresora. Al hacer die en “ACEPTO” mbs adelante, usted 
confirmarb que tiene acceso a la Internet y a una impresora, o la capacidad para hacer impresiones en papel, de 
su informacibn y registros (el "Hardware"! Herbalife emplea un sistema a seguro (Secure Socket Layer - SSL) 
que soporta codificacibn (encriptacibn) de 128 bits. Para poder enviar una Solicitud Electrbnica de Distribucibn, 
usted debe contar con el hardware y/o software que tenga capacidad para codificacibn de 128 bits. Por favor 
haga una copia de este Convenio, asi como de la Solicitud y Convenio de Distribucibn para sus propios archives. 
Usted tambibn puede guardar una copia electrbnica de este documento en el disco duro de su computadora. 
Puede tambibn solicitar copia de lo anterior accediendo a Servicios a Distribuidores en www.MiHerbalife.com.


5. SOLICITUD Y CONVENIO ELECTRONICO DE DISTRIBUCION
Al hacer die en “ACEPTO” mbs adelante, y luego de llenar la Solicitud y Convenio Electrbnico de Distribucibn 
que aparecerb despubs de que usted haga die en “ACEPTO”, usted manifiesta estar obligado a las condiciones 
de dicha Solicitud y Convenio Electrbnico de Distribucibn Herbalife.


6. INFORMACION DE CONTACTO
Usted conviene en notificarnos a la brevedad cualesquiera cambios en su domicilio por medio de fax al 310-258- 
7012, 0 mandbndonos una carta al P.O. Box 80210, Los Angeles, CA 90080-0210, o bien, accediendo a una de 
las pbginas web de Herbalife y haciendo usted mismo los cambios pertinentes a sus dates personates.
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® HERBALIFE.
HERBALIFE ItfTERNATfONAL OF AUERKTA, INC. 
P.O. to 80210
Los Angctes. Oitornia S0C8(M3t0 Tel;(j10}410>9600


Sfiies Ontet Dopartinent/CKsbitxAor ReiaS«e
Tel: <866} B66-4744 
TTY Ito: (800) 5034180


APPLICATION FOR INTERNATIONAL DISTRIBUTORSHIP
Application musl be completed accurately and in its entirety in 


order to be considered by Herbalife International of America, Inc.


lOEmiFICATION
NUMBER


The numbef atMive your 
Kertufile ID Number once 


your ApplicaSon b accepted.'


APPLICANT INFORMATION


Last Name First Name


Street Address (P.O. Box/Rural Route Numbei) If P.O. Box indicated. Legal/Fiscal Residence Address must be completed below.


Stale ZIP Code


Country Code - Area Code - Day Phone


Area Coda - Mobile Phone


Area Code - Evening Phone Area Code - Fax


VWial (s your preferred language for certain communication when available? English Q Spanish Q


E-mail Address (if applicable) Your em^l address musl be unique and not shared by another Distributor.
By providing your email address, you have consented to receive business-related em^l communications from Herbalife.


Dale of Birth (month > spelled out) (day) (year) Applicant’s Social Security Number or Spouse's Social Security Number or
Individual Taxpayer Identincatlon Number individual Taxpayer Identification Number


Spouse’s Last Name First Name Middle Initial


do - In Care Of Name (if applicable). If compfeled. Legal/Fiscal Residence Address must be completed below.


I LEGAUF1SCAL RESIDENCE ADDRESS (IF DIFFERENT FROM ABOVE)


Street Address (cannot be a P.O. Box)


City State ZIP Code


Country Country Code - Area Code - Phone Number


Sponsor’s Information Supervisor's Information


Sponsor’s Name Supervisor's Name


Rione Phono


Sponsor’s Herbaffe ID Number Supei^ut’a HerbaUe ID Number


NOTICE TO APPLICANT AND SPONSOR 1
COMHETIONOF THIS SECTJONIS REQUIRED 1 . . lutialilt Osaauuiinlp? Yal___1 Nsl___1


tXstraHdoreh^lO
Lesir’teino HslNome (month) (day) <ye»i)


AppScatkm Date
(momh) (day) (year)


Date of last activity M cennecdoo 
with ttial Otstributorship


APPLICANT: By clicking "i accapr I acknowledge that I have revlewad and understand the Otstributorship Agreement Terms and Conditions mat follow and agree to be bound by them.


Applicant's Signature ____________________________________________


I hereby agree to be bound by the terms set forth above and on Hie back of tHs form. (manth) (day) (yea^


CopyrtshtO HeibaSre AO fights resented. USA. USEN-39 Rev. I2ri2
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DISTRIBUTORSHIP AGREEMENT TERMS AND CONDITIONS


1. I apply to become an Independent Distributor of Herbalife products on the terms and conditions that follow, 
as well as the documents which are expressly incorporated into this Agreement of Distributorship. I will 
become a Distributor only when this Application for Distributorship is accepted by entering it into Herbalife’s 
records at Herbalife's Home Office in Los Angeles, California, in its sole and absolute discretion. Until 
then, I am granted a provisional license to buy and sell Herbalife products.


2. I acknowledge that if my spouse or I have previously owned or assisted in an Herbalife Distributorship and 
now wish to sign a new Application under a new Sponsor the Rules of Conduct and Distributor Policies 
require a one-year period of inactivity following:


(a) non-payment of the Annual Processing Fee or


(b) resignation of any prior Distributorship, and I represent and warrant to Herbalife that such period has 
passed.


I also acknowledge that my spouse and I may not operate an Herbalife Distributorship other than this 
Distributorship for which we are applying. Failure to observe the period of inactivity may result in 
reactivation of the prior Distributorship and/or extension of the waiting period required prior to becoming 
eligible to sign an Application under a new Sponsor,


Additionally, any Application processed prior to the completion of the waiting period may be deemed an 
invalid Distributorship. The corrective measure applied to protect the lines of sponsorship can cause 
significant lineage and monetary adjustments or fines, as well as the termination of the invalid 
Distributorship, all within the sole and absolute discretion of Herbalife.


3. Upon my receipt of the Herbalife International' Business Pack ("IBP”) or Mini IBP, I will thoroughly review 
the contents of the previously unopened Pack.


The Mini IBP is the basic package containing only explanatory materials, forrns, and product sample 
packages. The IBP includes Herbalife products in addition to, the materials and forms in the Mini IBP. 
Included within these materials and at www.MvHerbalife.com is the suggested retail product price list. The 
Company provides free training materials on marketing and advertising in these materials and at this 
website (@Tools&Training).


4.1 am not relying upon any representations as to the financial results I might achieve.


5. I am aware that the only required purchase to become, succeed or advance as an Herbalife Independent 
Distributor is the Mini IBP. Product purchases are optional, as are the purchase of any sales aids. I am 
aware that refund and buy back provisions applicable to products or sales aids I purchase from Herbalife 
are described in the materials included in the IBP and Mini IBP and available at www.MvHerbalife.com and 
upon request. I understand that Herbalife does not sell, endorse or recommend any sales aids and 
therefore has no responsibility if I choose to purchase such sales aids.


6. Although a Distributorship is not employment, I am authorized to work in the United States.


7. I will review the Statement of Average Gross Compensation of U.S. Supervisors and the Corporate Policy 
Statement on Business Methods, both of which are contained in the Mini IBP and the IBP and which are 
available on www.MvHerbalife.com or upon request from my Sponsor or Herbalife’s Distributor Relations 
Department. I acknowledge these are gross, not net income figures.


8. The Herbalife International Business Pack (“IBP") and Mini IBP contain (among other things) the Rules of 
Conduct and Distributor Policies, the Sales and Marketing Plan, Ordering Procedures and Sample Forms, 
Those documents and such other rules and policies as Herbalife has published, or in the future may 
publish, together with such modifications and amendments as Herbalife shall make from time to time in its 
sole and absolute discretion (collectively, the “Rules"), are each hereby incorporated into this Agreement of 
Distributorship (each in its then most recently published form).


9. The term of my Distributorship will be indefinite, subject to procedures, requirements and processing fees 
as Herbalife shall determine in its sole and absolute discretion. I may cancel the Distributorship at any time 
by notifying Herbalife in writing that I wish to do so. Following termination of rtiy Distributorship by me or by 
the Company, I have the right to resell to Herbalife unused and resalable products purchased from







Case l:17-cv-23429-MGC Document 62-2 Entered on FLSD Docket 12/14/2017 Page 769 of


Herbalife subject to the limitations, terms and conditions set forth in the Rules under the caption “Inventory 
Repurchase." If I cancel the Distributorship and I return the Mini IBP or IBP to the Company within 90 days 
from the time the Company receives payment for the Mini IBP of IBP, I will receive a refund of the net price 
I paid for the returned materials.


10. Herbalife may terminate my Distributorship if it determines I have violated this Agreement (including 
without limitation the Rules or applicable law). It may suspend or take other action regarding my 
Distributorship, in its sole and absolute discretion subject only to the limitations explicitly set forth in the 
Rules.


11. As an Herbalife Independent Distributor:
a. I will use my best efforts to promote the sale of Herbalife products to consumers in a manner that 


enhances the reputation of Herbalife. My success will only come from my sales of Herbalife product for 
consumption and those of persons I have sponsored, directly or indirectly.


b. I will not engage in any deceptive, unfair or illegal practice. I must comply with all local, state and federal 
laws and regulations that apply to the Herbalife business and shall not engage in any practice or activity 
that could discredit or damage the image or reputation of Herbalife. This applies not only to the laws 
where I live but also to any country where I conduct the business as a result of taking advantage of 
Herbalife’s international sponsoring. I will indemnify, defend and hold harmless Herbalife from any cost 
or liability relating to any breach of this Agreement or violation of applicable law. Herbalife may offset 
against amounts which would otherwise be due to me reasonable amounts to cover such indemnity.


c. I will comply with Herbalife's Rules of Conduct & Distributor Policies published in the countries I operate.


d. I will conduct my Herbalife business as a self-employed independent contractor (determining my own 
schedule and objectives, responsible for my own expenses and any applicable taxes - including self- 
employment taxes), not as an employee, agent, franchisee, securities holder, joint venturer, fiduciary or 
beneficiary of Herbalife or any other Distributor. I will not be treated as an employee with respect to 
such services for Federal or State tax purposes or any other purpose, and will assert no position to the 
contrary.


e. If I sponsor others to become Distributors. I will do so in an ethical and lawful manner, and I will 
thereafter continue to sell and promote the sale of Herbalife products for consumption, will use my best 
efforts to train, assist and support those I sponsor to do the same and will communicate and lead by 
example. I will make no representations about Herbalife’s products or income opportunity except in 
compliance with Herbalife’s Rules and applicable law. I may not order product primarily to qualify to earn 
compensation, as opposed to purchases for my own consumption and amounts I consider reasonable to 
service my customers.


f. Herbalife International of America, Inc., P.O. Box 80210, Los Angeles, CA 90080-0210, collects certain 
personal identifiable information about its Distributors. It does so to fulfill its obligations under the 
Distributor relationship and to provide its Distributors with the products and services requested. I 
understand my information may be used to send me materials about Herbalife products and services, or 
other commercial information, including information on products of Herbalife's business partners.


From time to time you may receive personally identifiable information (PH) from Herbalife relating to your 
downline. You should not use this Pll for any other purpose than to develop the business relationship 
with your downline, unless you have received consent from the downline Distributor to use the Pll for 
other purposes. You will abide by applicable data protection laws at all times, including international data 
transfer restrictions. You are responsible for the use that you make of the Pll of your downline once 
Herbalife has transmitted it to you. You will also hold the Pll you receive from Herbalife on your downline 
Distributors at all times in strict confidence.


12. During the term of my Distributorship and thereafter, for so long as they have economic value, my spouse 
and I will hold in confidence and trust for the exclusive benefit of Herbalife any trade secrets, formulas, 
business plans, or confidential or proprietary business information (including, without limitation, 
genealogies and other compilations of identifying and other data relating to other Distributors or 
customers), and any other information of commercial value relating to other Distributors or customers, 
provided by Herbalife or which I develop or obtain while a Distributor, and I will not use them, directly or 
indirectly, for any purpose other than the conduct of my Herbalife Distributorship.


13. During the term of my Distributorship and for one (1) year thereafter, neither my spouse nor I will, directly or 
indirectly (through or by means of any person, entity or artifice), solicit, promote, sponsor or recruit any
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Herbalife Distributor or any customer of Herbalife of whom I became aware in the course of my Herbalife 
Distributorship, to join, promote, sell or purchase products of, or participate (as a salesperson or otherwise) 
in any multi-level marketing or direct sales company and I will not encourage anyone to do what I have 
agreed not to do.


14. During the term of my Distributorship and in perpetuity thereafter, I will use Herbalife’s trade name, logo, 
trademarks and intellectual property only if and to the extent expressly permitted by Herbalife in writing.


15. Neither this Distributorship nor any interest therein, may be assigned or transferred, voluntarily or 
involuntarily, except as provided in the Rules and then only with the prior written consent of Herbalife, given 
(and if so, on such terms and conditions specified by Herbalife) or withheld by Herbalife in its sole and 
absolute discretion.


16. Herbalife is a family-oriented business that expects its Distributors to conduct themselves with the highest 
ethics and integrity. I agree to do so. I represent and warrant that 1 have not been convicted of a crime 
involving dishonesty or violence to others.


17. PRIVATE STATUTE OF LIMITATIONS AND CHOICE OF LAW AND FORUM. Despite any law or equitable 
doctrine or authority to the contrary, any Claim must be brought within one (1) year from the date the person 
or entity asserting the Claim first knew, or through the exercise of reasonable diligence should have known, 
that the Claim existed. Any Claim shall be resolved.exclusively in a judicial proceeding in either the Superior 
Court or the United States District Court, both located in Los Angeles, California. This Agreement, and any 
dispute arising from the relationship between the parties to this Agreement, shall be governed by the 
domestic law of the State of California without the application of conflict of law principles.


However, a Louisiana resident may bring an action against the Company with jurisdiction and venue as 
provided by Louisiana law.


18. MISCELLANEOUS LEGAL PROVISIONS:
a. Neither Herbalife nor 1 shall be liable for any incidental or consequential damages caused by breach, 


termination or suspension of this Agreement, whether or not the possibility of such damages is known by 
either Party, and no punitive or exemplary'damages shall be awarded against either of us in any dispute 
against the other except as explicitly required by California statute.


b. This agreement (including documents incorporated herein, in their form as published from time to time) 
constitutes the entire Agreement between Herbalife and me.


c. If any one or more of the provisions contained herein shall for any reason be found by a court of 
competent jurisdiction to be invalid, illegal or unenforceable in any respect, such invalid, illegal or 
unenforceable provisions shall be ineffective, but shall not in any way invalidate or otherwise affect any 
other provision.


d. This Agreement shall be binding upon and inure to the benefit of the parties, their heirs and permitted 
successors in interest.


19. Neither I or my spouse, nor any other person assisting in my Distributorship will directly or indirectly 
(through or by means of any person, entity, or artifice) conduct any Herbalife business activities with an 
individual who (i) is (or whom I have reason to believe is) a citizen of Iran, Sudan. Cuba, or North Korea 
(regardless of place of residence); (ii) is a resident of, or operates businesses in Iran, Sudan, Cuba or North 
Korea; or (Hi) who is believed to engage in sales to citizens or residents of Iran, Sudan, Cuba or North 
Korea. Business activities include but may not be limited to the following:


• promoting the Herbalife business opportunity;
• sponsoring Herbalife Distributors;
• promoting or selling Herbalife products; or
• encouraging others to do what is prohibited under this rule 


Violation of this rule shall result in termination of the Distributorship.


Copyright © Herbalife All rights reserved. USA. USEN-39 Rev. 12/12
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++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++++ 
HERBALIFE ELECTRONIC DISCLOSURE AGREEMENT AND ONLINE DISTRIBUTOR APPLICATION AND 
AGREEMENT


By clicking "I AGREE" below, you agree that you have read and are bound by the terms of this Electronic 
Disclosure Agreement, and the Herbalife Online Distributorship Agreement Terms and Conditions, which is fully 
incorporated herein by reference (hereinafter, the “Agreement”).


1. ELECTRONIC DISCLOSURE NOTICE
All documents, including but not limited to, this Agreement, as well as all notices, disclosures and records 
(collectively, "Disclosures") relating to your account with Herbalife may be sent to you electronically at the email 
address indicated by you in the account registration form or by viewing the Disclosures on Herbalife's web site. 
Alternatively, Herbalife may provide you with Disclosures via fax or in the mail.


2. CONSENT TO ELECTRONIC DISCLOSURES
By clicking “I AGREE" below, you agree to receive all Disclosures from Herbalife electronically which Herbalife 
may send to you by email or by posting the Disclosures on the Internet.


3. WITHDRAWAL OF CONSENT
You may withdraw your consent to electronic Disclosures in the future at any time without charge. To withdraw 
your consent, please fax us at 310-258-7012 or write us at P.O. Box 80210, Los. Angeles, CA 90080-0210 and 
indicate that you wish to receive all future communications in writing. We will send you a confirming notice 
once we have processed your change request.


4. TECHNICAL REQUIREMENTS
To access Disclosures electronically and print copies of these Disclosures for your records, you must have 
Internet access, as well as access to a printer. By clicking “I AGREE" below, you confirm that you have access 
to the Internet and a printer or the ability to make hard copies of your information and records (the "Hardware"). 
Herbalife uses a Secure Socket Layer (SSL) system that supports 128-bit encryption. In order to submit an 
Online Distributor Application, you must have the hardware and/or software to support 128-bit encryption. 
Please make a copy of this Agreement, including the Online Distributor Application and Agreement for your 
records. You can also save an electronic copy of this document to your hard drive. Upon request, you may also 
obtain a copy of the foregoing by accessing MvHerbalife.com under Distributor Services.


5. ONLINE DISTRIBUTOR APPLICATION AND AGREEMENT
By clicking “I AGREE” below, and by completing the Online Distributor Application and Agreement, which will 
appear after you click "I AGREE,” you agree to be bound by the terms of the Herbalife Online Distributor 
Application and Agreement.


6. CONTACT INFORMATION
You agree to promptly notify us of any changes in your address information by faxing us at 310-258^7012, by 
writing to us at P.O. Box 80210, Los Angeles, CA 90080-0210, or by accessing one of Herbalife's websites and 
changing your personal information.
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® HERBALIFE.
HERBALIFE INTERNATIONAL OF AMERICA, INC. 
P.O. Box 80210
Los Angeles. CaBiomla 900BO-0210 
Tel. (310)410-9600


Sales Order Dopaiimonl/Disiributoi RGlatlons 
Id. (866) 866-4744
TTY User. (800)503-5180


HERBALIFE MEMBERSHIP APPLICATION AND AGREEMENT
This Application must be completed accurately and In its entirety In order to be 


considered by Herbalife International of America. Inc.


I— IDENTIFICATION NUMBER —


10Y0707107
rise »iurT4» abjve wa be my 


— Hiyfaa}>te ID N'urfccr once Uks ^ 
Apl6calic»5 is acueMal


1 APPLICANT INFORMATION |


pyle cody s
Last Name Rrst Name Middle Initial


Residenlial Address po. Boxes are not acceptea)


OK
City state ZIP Code-


Day Phone Mobile Phone Evening Ptione


What is your preferred language for certain communication when available? 
|2) English Spanish


Email Address (it applicable) Your email address must be unioue and noi shared by another Member.
3y providing your email address, you have rxmsented io receive business-related email communications from Herbalife.


Date of Birth (month) (day) (year) Applicant’s Social Security Number or 
Individual Taxpayer Identification Number


SPOUSE INFORMATION
Spouse’s name Is tor recognlilon purposes onh/ and is nr>t an iiidicaticn of ownership or entillariem.


Spouse's Last Name First Name Middle Initial


Spouse’s Social Security Number or 
Inciividual Taxpayer IdentificationiNumber


Sponsor’s Information


CHARLES BURCHARDT
Sponsor’s Name


10y0450100
Phone Sponsor’s Herbalife ID Number


Supervisor's Information


CHARLES BURCHARDT
Supervisor’s Name


10y0450100
Phone Supervisor’s Herbalife ID Number


Have you or your spouse previously' been an Herbalife Member or participated in any Herbalife Membership or Distributorship? 
Q Yes 0 No


Membership ID Last Name Rrst Name (month) (day) (yeah 
Application Date


(month) (day) (year)
Date of last activity In connection witli 


that Membership or Distributorship


I hereby acknowledge that I have reviewed and understand the Herbalife Membership Application and Agreement, including the Arbitration Agreement and 
Terms and Conditions expressed or incorporated therein, and agree to be bound by them.


cody pyle
Applicant's Signature


7 2014


wEXHIBIT NO.


0. JANNIERE, CSR #10034


(month) (day) (year)


Ccoyh^ii 0 HauaSie. <1 rlgnis ressnad. USA. US-BJ--13 Rev. 05/14
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1.


6.


Herbalife takes pride in the policies we have in place to protect all of our Members. Please review the Gold Standard 
Guarantees and check each box to acknowledge that you have read and understood each item.


There are no minimum purchases required and start-up costs are low.
The only required purchase to become an Herbalife Member or engage in the Herbalife business is the Mini Herbalife Member 
Pack, or at my election, the Herbalife Member Pack. No product purchases are required. If I choose to purchase products, I 
understand my purchases should not exceed my own needs or amounts I am confident I can resell in a reasonable amount of 
time.


I have read and understood this message


There is a fully refundable, 90-day money-back guarantee for the cost of the Herbalife Member Pack, if Membership is 
canceled for any reason.
If I choose to cancel my Membership within 90 days I have the right to a full refund of the purchase price of the Herbalife 
Member Pack or Mini Herbalife Member Pack.


I have read and understood this message


There is a 100% refund guarantee on product, purchased in the prior 12 months if Membership is canceled for any 
reason.
If my Membership is canceled for any reason, I may return to the company unused and resalable products or sales materials 
that I purchased within the last 12 months for a full, refund of the purchase price. Simply follow the directions in the “Sample 
Forms” section of Book 4 of the Member Pack or online at MvHerbalife.com.


I have read and understood this message


There is no requirement to purchase any sales and business tools to start up or succeed in your Herbalife 
Membership.
I am not required to purchase any business tools, and can use the promotional literature and sales tools that Herbalife makes 
available for free or at minimal cost. I understand that I must, successfully complete the “Protecting Your Business 101" 
training (available on MvHerbalife.com) within 60 days of my qualification as a new Supervisor, or I will subsequently be 
unable to place orders until the training is successfully completed. Prior to opening a Nutrition Club, including any Club with 
fitness activities; I must be a Member for at least 90 days and complete the Company's Mandatory Nutrition Club training 
available on MvHerbalife.com.


I have read and understood this message


We clearly define the benefit of each product and appropriate method of use directly on the product label - we want 
to make absolutely sure that the right products are taken the right way to achieve realistic results. We provide 
realistic expectations of the business opportunity and the effort required to succeed at all levels.
We clearly define the benefit of each product and appropriate method of use directly on the product label - we want to make 
absolutely sure that the right products are taken the right way and that Members have the correct information to talk about the 
products to their customers. Similarly, we provide accurate information about the financial results that Herbalife Members 
have achieved so that it may be shared with those being introduced to the Herbalife opportunity. Any claims I make about 
Herbalife’s® products or about the Herbalife opportunity must be lawful; true, not misleading, substantiated in writing in 
advance and consistent with claims made in the current materials published by Herbalife. I may not make any written, 
therapeutic or curative claims about Herbalife® products (whether or not they are about my own personal experience), except 
those stated in materials published by Herbalife, or use the name of the Food and Drug Administration (FDA) or any other 
regulatory agency when representing Herbalife® products.


I have read and understood this message


We provide clear, accurate, and timely disclosures to prospective Members regarding potential income.
People join the Herbalife Team for many reasons. Many simply want to purchase Herbalife® products at wholesale 
prices. Others want to build a business of their own. If my goal is to build an Herbalife business, I understand that it takes 
hard work and dedication to make it successful. I understand that the Statement of Average Gross Compensation that follows 
is available on MvHerbalife.com. and is the only authorized information about the financial results that Herbalife Members 
have achieved. I confirm I am not relying on any other information.


To see all of your rights and obligations as an Herbalife Member, please review Herbalife's Rules of Conduct in your Member 
Pack er visit MvHerbalife.com.


1 have read and understood this message
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STATEMENT OF AVERAGE GROSS COMPENSATRM PAID BY HERBALIFE TO U.S. MEMBERS IN 2013


People become Herbalife Members for a number of reasons. A substantial majority (73%)^ join us primarily to receive a discounted price on products 
they and their families enjoy. Others wish to earn part-time money, wanting to give direct sales a try. They are encouraged by Herbalife's minimal start
up costs (at their option, a Mini Herbalife Member Pack [Mini HMP] at (USD) 59.50 or full HMP at (USD) 92.25,^ plus applicable sales tax, shipping and 
handling) and rhoney-back guarantee.^ There is no need to purchase large amounts of inventory or to purchase other materials. In fact, Herbalife's 
corporate policy discourages the purchase of sales aids, especially in the first few months of a Membership.


If you are someone who seeks to build a part-time or full-time income, we want you to have realistic expectations of the possible income you can 
earn. The Herbalife earnings opportunity is something like a gym membership: results vary with the time, energy and dedication you put into it. Anyone 
considering the Herbalife opportunity needs to understand the realities of direct selling. It is hard work. There is no shortcut to riches, no guarantee of 
success. However, for those who devote the time and energy to develop a stable base of customers and then mentor and train others to do the sanie, 
the opportunity for personal growth and an attractive part-time or full-time income exists.


PROFIT ON YOUR OWN 5ALE5: One element of the income a Member can earn is the profit, after expenses, from the resale of Herbalife® products. 
Members decide for themselves the way they do the business, the number-of days and hours they work, the expenses they incur and the prices 
they charge.


MULTI-LEVEL COMPEN5ATION: 5ome Members (22.2%) sponsor others to become Herbalife Members. In that way, they may seek to build and 
maintain their own downline saies organization. They are not paid anything for sponsoring new Members. They are paid soiely based on product 
sales to their downline Members for their own consumption or to sell to others. This multi-level compensation opportunity is detailed in Herbalife's 
5ales & Marketing Plan, which is available to all Members online at www.MvHerbalife.com. For the 13.6% of Herbalife Members who are 5ales 
Leaders" with.a downline, the average compensation received from the Company in 2013 was (USD) 5,381. These amounts are before expenses 
incurred in the operation or promotion of their business.


In the chart below, we summarize the economic benefits available to Herbalife Members in 2013. For most people (88%), the economic benefits 
resulted exclusively from a discounted price on products they purchased for personal and family use or for resale to others, neither of which took the 
form of a payment from the Company.


The multi-level compensation paid to Members summarized below does not include expenses incurred by a Member in the operation or promotion of 
his or her business, which can vary widely and might include advertising or promotional expenses, product samples, training, rent, travel, telephone and 
Internet costs, and miscellaneous expenses. The compensation summarized below is not necessarily representative of the compensation, if any, that 
any particular Member will receive. These figures should not be considered as guarantees or projections of your actual compensation or profits. 5uccess 
with Herbalife results only from successful product sales efforts, which require hard work, diligence and leadership. Your success will depend upon how 
effectively you exercise these qualities.


5ingle-Level Members (No Downline)
1 Economic Opportunity i Members* |


Number
■ %


• Wholesale price on product purchases
• Retail profit on sales to non-Members


408,640 77.8%


, Economic Opportunity
[ Members |


Number %
• Wholesale price on product purchases
• Retail profit on sales to non-Members 45,076 8.6%


• Wholesale profit on sales to another Member


The economic rewards for single-level Members are the wholesale pricing received on products for 
consumption by the Member and his or her family as well as the opportunity to retail product to 
non-Members. Neither of these rewards are payments made by the company and therefore are 
excluded frofn this chart.


Non-5ales Lea'ders With a Downline
In addition to the economic rewards of the single-level Members above, which are not included in 
this chart, certain non-sales.leaders with a downline may be eligible for payments from Herbalife 
for wholesale commissions on downline product purchases made directly with Herbalife.


2,929 of the 5,037 eligible Members earned such payments in 2013. 
The average total payments to the 2,929 Members was (USD) 105.


Sales Leaders With a Downline
Economic Opportunity


• Wholesale price on product purchases
• Retail profit on sales to non-Members
• Wholesale profit on sales to another Member
• Multi-level compensation on downline sales


• Royalties
• Bonuses


Members
Number


71,535 13.6%


1 All Sales Leaders With a Downline |


Average Payments 
from Herbalife (USD)


Number of 
Members


% of Total 
Grouping


Average Gross 
Payments (USD)


>250,000 199 . 0.3% 666,680
100,001-250,000 505 0.7% 148,413
50,001-100,000 600 0;8% 69,573
25,001-50,000 1,247 1.7% 35,536
10,001-25,000 2,116 3.0% ■ 15,644
5,001-10,000 2,716 3.8% 7,079
1,001-5,000 11,942 16.7% 2,244:


1-1,000 40,120 56.1% 302
0 12,090 16.9% ■ 0


Total 71,535 ioo:o% 5,381


This chart includes a(l 
Commissions, 
Royalties and Bonuses 
paid by Herbalife. It 
does not include ' 
amounts earned by 
Members on their 
sales of Herbalife® 
products directly to 
others.


•45,048 of the 408,640 single-level Members are sales leaders without a downline.


The majority of those Members who earned in excess of (USD) 100,000 from Herbalife in 2013 had reached the level of Herbalife's President's 
Team. During 2013, 53 U.S. Members achieved the level of President's Team. They averaged nine years as an Herbalife Member before reaching 
President's Team, with the longest duration being 31 years and the shortest being less than three years.


73%, based on a survey of former U.S. Members by Lieberman Research Worldwide, Inc. ("LRW") in January 2013, with a margin of error of +/- 3.7%. 
Prices quoted are for the U.S. as of April 2014. and are subject to change. For current prices, see opDortunitv.herbalife.com.
If requested within 90 days for the return of the HMP and one year for the return of resalable inventory, upon leaving the business.
Sales Leaders are Members who achieved the level of Supervisor or higher. See details on Herbalife’s Sales & Marketing Plan at MvHerbalife.com. 
55.1% of 5ales Leaders as of Februarv 1. 2013. reoualifled bv January 31. 2014 (includine 37.5% of first time 5ales Leaders). Rev.050114
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A. MEMBERSHIP


1. Becoming a Member: I hereby apply to be a Member of Herbalife on the terms and conditions set forth below and in 
the "Materials” (as defined below). I will become a Member only when this Application is accepted by Herbalife in its 
sole and absolute discretion by entering my Membership into its records at Herbalife’s Home Office in Los Angeles, 
California. Until then, I am granted a limited, revocable license to buy and, if I choose, to resell Herbalife® products.


2. Prior Membership or Participation: I acknowledge that the Rules of Conduct require a one-year period of inactivity 
following: a) non-payment of the Annual Services Fee or b) resignation of any prior Membership or Distributorship, and 
I represent and warrant to Herbalife that such time has passed.


If my spouse or I previously owned or assisted in the operation of an Herbalife Membership or Distributorship, I will 
complete the following information which I represent and warrant is true:


Membership ID:_ Name:


Application Date: / / Date of last activity in connection with that Membership / /
Month Day Year Month Day Year


3. Herbalife Member Pack: I have ordered an Herbalife Member Pack, which is either an Herbalife Member Pack or Mini 
Herbalife Member Pack. The only required purchase to become an Herbalife Member or engage in the Herbalife 
business is the Mini Herbalife Member Pack, or at my election, an Herbalife Member Pack. The Member Pack includes 
the Terms and Conditions of Doing the Herbalife Business, the Arbitration Agreement, the Statement of Average Gross 
Compensation Paid by Herbalife, and Book 4 which includes the Sales & Marketing Plan and the Rules of Conduct 
(“Rules"), as well as the Policy Statement on Expenditures by New Members, the Corporate Policy Statement on 
Business Methods and other documents. (These are referred to collectively as the “Materials" and by this reference are 
incorporated in this Agreement). This Agreement constitutes the entire agreement between Herbalife and me. The 
Materials, which may be modified from time to time by Herbalife in its sole and absolute discretion are effective upon 
publication, and may be obtained in their current form on MvHerbalife.com.


4. Term: The term of this Agreement shall be indefinite, subject to requirements including an Annual Services Fee (which 
Herbalife may determine from time to time in its discretion). I may cancel or terminate my Membership by notifying 
Herbalife in writing that I wish to do so. Herbalife may cancel or terminate my Membership if it determines that I or 
persons participating in my Herbalife Membership have violated this Agreement or if I fail to pay the Annual Services 
Fee.


5. Refunds:


a. Member Pack Refund: I shall have the right to a full refund of the purchase price I paid for the Member Pack, if I 
•choose to cancel my Membership with Herbalife within 90 days of acceptance of this Application, as provided in the 
Rules - Resigning Within 90 Days.


b. Consumer Satisfaction Refund: If I am not completely satisfied with any Herbalife® product purchased at any time 
for my, own consumption (whether directly from Herbalife or from an Herbalife Member) I may return it to the 
Company within 30 days of purchase in exchange for other products, as provided in the Rules - Satisfaction 
Guarantee.


c. Refund for Inventory: Following the cancellation (by me or by Herbalife) of my Membership, I shall have the right to 
resell to Herbalife and a refund of the price I paid for unused and resalable products or sales materials returned and 
which I purchased from Herbalife directly or indirectly through another Member within the last 12 months, as 
provided in the Rules - Inventory Repurchase.


d. How to Obtain a Refund: To obtain a refund or exchange as provided in a, b or c above, I may follow the directions 
provided in the “Sample Forms” section of Book 4 contained in the Member Pack and available at MvHerbalife.cotfi. 
or by contacting Herbalife (toll free) at 866-866-4744.


6. Transfers: My Membership or any interest in my Membership may only be assigned or transferred as provided in the 
Rules and only with the prior written consent of Herbalife, given or withheld by Herbalife in its sole and absolute 
discretion. Herbalife may assign this Agreement without my consent.
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B. THE HERBALIFE BUSINESS OPPORTUNITY
1. Diligent Inquiry: if I wish to consider engaging in an Herbalife business, by seiling Herbalife® products or sponsoring 


other Members to do so, i agree as an essential part of that consideration, to carefully review the Materials contained in 
the Member Pack and those then available on MvHerbalife.com. Herbalife encourages careful prior review so I will be 
informed about the potential risks, benefits and rules applicable.to Members engaged in business activities


2. Compensation I Might Receive or Income that I Might Earn: The Compensation Statement (contained in the Member 
Pack and available on MvHerbalife.com) is the only authorized presentation of the matters it sets forth. I hereby 
represent, warrant and agree that I am not relying upon and that I will not rely upon any other written or oral information 
or representations about the financial results I might achieve.


3. Promote the Sale of Products: If I choose to engage in the Herbalife Business, I will promote the sale of Herbalife® 
products to consumers in a manner that enhances the reputation of Herbalife. My success will only come from product 
sales to my customers for their consumption and to my downline for their consumption and resale to others.


4. Product and Other Purchases: I am not required to purchase products or maintain an inventory to succeed or advance 
as an Herbalife Member. I may not purchase product primarily to qualify to earn compensation, as opposed to 
purchases which I freely choose to make for my own consumption and amounts I consider reasonable to service my 
customers. I am also not required to purchase sales aids or attend meetings or events.


5. Building a Sales Organization: I am aware that I will earn no compensation or other economic benefit for recruiting 
other Members. If I choose to sponsor others as Herbalife Members in order to build and maintain a downline sales 
organization, my earnings will be based on product sales to my customers for their consumption and to my downline for 
their consumption and resale to others. This multilevel compensation opportunity is detailed in Herbalife's Sales & 
Marketing Plan, which is available to all Members online at MvHerbalife.com.


C. MISCELLANEOUS LEGAL PROVISIONS


1. Damages: Neither Herbalife nor I shall be liable for any incidental or consequential damages caused by breach, 
termination or suspension of this Agreement, whether or not the possibility of such damages is known by either party, 
and no punitive or exemplary damages shall be awarded against either of us in any dispute against the other except as 
explicitly required by California statute.


2. Waiver and Delay: Herbalife may address Rules violations or other breach of this Agreement-with any Member in its 
sole and absolute discretion. No failure, refusal or neglect of Herbalife to exercise any right, power or option under any 
agreement with any Member, shall constitute a waiver of the provisions or a waiver by Herbalife of its rights at any time 
under this Agreement.


3. Severability: If any one or more of the provisions contained herein shall for any reason be found by a court of 
competent jurisdiction to be invalid, illegal or unenforceable in any respect, such invalid, illegal or unenforceable 
provisions shall be ineffective, but shall not in any way invalidate or otherwise affect any other provision, except as 
otherwise provided in Section (4)(c) of the Arbitration Agreement.


4. Private Statute of Limitations: Despite any law or equitable doctrine or authority to the contrary, any claim, whether 
brought by Herbalife or by me, shall be brought within one (1) year from the date the person or entity asserting the claim 
first knew, or through the exercise of reasonable diligence should have known or suspected, the facts which underlie 
the claim.


5. Choice of Law: This Agreement, and any dispute arising from the relationship between the parties to this Agreement, 
shall be governed by the domestic law of the State of California without the application of conflict of law principles.


6. Indemnification: I will indemnify, defend and hold harmless Herbalife from any cost or liability relating to or arising from 
my breach of this Agreement or the conduct of my Herbalife business. Herbalife may offset reasonable amounts against 
amounts which would otherwise be due to me to cover such indemnity.


7. Binding Terms: This Agreement shall be binding upon and inure to the benefit of the parties, their heirs and permitted 
successors in interest.
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TERMS AND CONDITIONS OF DOING THE HERBALIFE BUSINESS
I agree that if I chose to conduct the Herbalife business in any respect:


A. Independent Contractor


Self-employed: I will be a self-employed independent contractor, (determining my own schedule and objectives, 
responsible for my own expenses and any applicable taxes - including self-employment taxes), not an employee, 
agent, franchisee, securities holder, joint venturer, fiduciary or beneficiary of Herbalife or any other Member. I will not 
be treated as an employee with respect to such services for Federal or State tax purposes, nor will I be treated as ah 
employee for any other purpose. As an independent contractor, I agree that I shall have no rights or benefits that an 
employee of Herbalife may have nor will I make any claim to the contrary.


|B. Important Corporate Statements


The Corporate Statements referenced below, and other important policies are contained in the Materials and are also 
available online at MvHerbalife.com or from Herbalife Distributor Relations and are hereby incorporated by this 
reference. I agree to carefully review those Statements prior to any decision or action to engage in the Herbalife 
business, including but not limited to reselling Herbalife® products, sponsoring other Members or both.


Compensation Statement: The Compensation Statement is the only authorized presentation of the matters it 
sets forth. I hereby represent, warrant and agree that I am not relying and will not rely in the future upon any 
other written or oral information or representations about the financial results I might achieve.


Expenditures and Business Methods: The Policy Statement on Expenditures by New Members and the 
Corporate Policy Statement on Business Methods set forth Herbalife’s positions and recommendations with 
respect to the matters they cover.


|C. Purchases


1. The Only Required Purchase: The only required purchase to become, succeed, or advance as an Herbalife 
Member is the Herbalife Mini Member Pack or at my election the Herbalife Member Pack.


2. Product Purchases: All product purchases are optional, as are the purchase of any sales aids. I may not 
purchase product primarily to qualify to earn compensation, as opposed to purchases for my own consumption and 
amounts I consider reasonable to service my customers.


3. Sales Aids: Herbalife does not endorse or recommend sales aids produced or sold by others and shall have no 
responsibility if I decide to purchase them. I may not buy, nor may I, directly or indirectly, sell, promote, 
recommend, refer, facilitate or take any action which Herbalife might deem to encourage or promote the purchase, 
use or sale by another Member of leads, leads-related advertising, advertising slots or decision packs.


|D. Further Agreements


1. Sales of Herbalife® Products: I will promote the sale of Herbalife® products in a manner that enhances the 
reputation of Herbalife. My success will only come from sales of Herbalife® products by me and those I have 
sponsored, directly or indirectly, for consumption and resale.


2. Illegal Practices: I will not engage in any deceptive, unfair or illegal practices, and I will comply with applicable 
law. I will comply with Herbalife’s Rules of Conduct published in the countries in which I conduct any aspect of the 
Herbalife business.


3. Obligations of Sponsorship: If I sponsor others to become Members, I will do so in an ethical and lawful manner, 
and in compliance with this Agreement and applicable law. Thereafter, I will use best efforts to train, assist and 
support those I sponsor to do the same, and I will communicate and lead by example.


4. Representations: I will make no representations about Herbalife's® products or business opportunity except in 
compliance with Herbalife’s Rules and applicable law.


5. Conduct: Herbalife is a family-oriented business that expects its Members to conduct themselves with the highest 
ethics and integrity. I agree to do so. I represent and warrant that I have not been convicted of a crime involving 
dishonesty, moral turpitude, or violence to others.
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6. Non-Solicitation of Other Members While I am an Herbalife Member: During the term of my Membership, 
neither I nor my spouse will, directly or indirectly (through or by means of any person, entity or artifice), solicit, 
promote, sponsor or recruit any Herbalife Member or any customer of Herbalife of whom my spouse or I became 
aware in the course of the Herbalife Membership, to join, promote, sell or purchase products of, or participate (as a 
salesperson or otherwise) in any multi-level marketing or direct sales company and neither of us will encourage 
anyone to do what I have agreed we will not do.


7. Intellectual Property and Confidential Information:
a. From time to time, I' may receive personally identifiable information (“PM"), from Herbalife relating to my 


downline. I may not use this PI I for any other purpose than to develop my Herbalife business relationship with 
my downline, unless I have received consent from the downline Member to use the Pll for other purposes. I 
will abide by applicable data protection laws at all times, including international data transfer restrictions. I shall 
be responsible for the use that I make of the Pll of my downline once Herbalife has transmitted it to me. I shall 
also hold the Pll I receive from Herbalife on my downline Members at all times in strict confidence.


b. I am hereby granted during the term of my Membership, a limited, revocable license to use.Herbalife’s trade 
name, logo, trademarks and certain intellectual property only if and to the extent expressly permitted under the 
terms of the Agreement or by Herbalife in writing.


c. During the term of a Membership and thereafter for so long as they have economic value, my spouse and I will 
hold in confidence and trust for the exclusive benefit of Herbalife any trade secrets, formulas, business plans, 
or confidential or proprietary business information (including, without limitation, genealogies and other 
compilations of identifying and other data relating to other Members or customers), and any other information 
of commercial value relating to other Members or customers, provided by Herbalife or that I or we developed 
or obtained while a Member, and neither I nor my spouse \«ill use them, directly or indirectly, for any purpose 
other than the conduct of the Herbalife Membership.


d. I authorize Herbalife to videotape and photograph me and I grant Herbalife a license to use my name, 
photograph, video images, personal story and information I provide to Herbalife, and likeness in Herbalife 
related promotional materials. I hereby waive all claims for payment for such use.


ARBITRATION AGREEMENT FOR DISPUTES BETWEEN MEMBERS AND HERBALIFE


This is the Arbitration Agreement incorporated into the Membership Application and Agreement. In the event that Herbalife 
and Member are not able to resolve any dispute in an amicable informal manner, Herbalife and Member each agree to 
resolve such disputes solely and exclusively by binding arbitration or in small claims court instead of in courts of general 
jurisdiction. Arbitration can be more informal than a lawsuit in court. Arbitration uses a neutral arbitrator instead of a judge 
or jury, allows for more limited discovery than in court, and is subject to very limited review by courts. Arbitrators can award 
the same damages and relief that a court can award.


ANY ARBITRATION UNDER THIS AGREEMENT SHALL TAKE PLACE ON AN INDIVIDUAL BASIS; 
CLASS ACTIONS AND CLASS ARBITRATIONS SHALL NOT BE PERMITED.


For any claim that does not exceed $75,000, Herbalife will pay all arbitration fees so long as the arbitrator does not find 
that Member’s claim is frivolous or filed for improper purpose. Moreover, in arbitration Member may be entitled to recover 
attorneys’ fees from Herbalife to at least the same extent as Member would be in court. In addition, under certain 
circumstances (as explained below), Herbalife will pay Member more than the amount of the arbitrator’s award and will pay 
Member’s attorney (if any) twice his or her reasonable attorney’s fees if the arbitrator awards Member an amount that is 
greater than what Herbalife had offered Member to settle the dispute prior to the issuance of the arbitrator’s award.


Arbitration Agreement:


(1) Scope


Except as provided in paragraph (2) below, Herbalife and Member agree to arbitrate all disputes and claims between 
them. This agreement to arbitrate is.intended to be broadly interpreted. It includes, but is not limited to:
• claims arising out of or relating to terminations, enforcement of Member Rules and Marketing Plan decisions;
• claims by Member against Herbalife or Herbalife against Member which arise out of or relate in any way to any dispute


between Member and another Herbalife Mem'ber;
• claims arising out of or relating to any aspect of the relationship between Herbalife and Member, whether based in 


contract, tort, statute, fraud, misrepresentation or any other legal theory;
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• claims that are the subject of purported class action litigation in which Member is not a member of a certified class; 


and


• claims that may arise before, after or as a direct or indirect result of the termination of Member’s relationship with 
Herbalife.


MEMBER AGREES THAT, BY ENTERING INTO THIS AGREEMENT, HERBALIFE AND MEMBER ARE 
EACH WAIVING THE RIGHT TO A TRIAL BY JURY OR TO PARTICIPATE IN A CLASS ACTION.


This Agreement evidences a transaction in interstate commerce, and thus the Federal Arbitration Act governs the 
interpretation and enforcement of this provision. This arbitration provision shall survive termination of this Agreement, the 
Member Agreement or any other agreement between Herbalife and Member.


References to “Herbalife," “Member," “they,” “their” or “them” include Herbalife’s and Member’s respective subsidiaries, 
affiliates, officers, directors, agents, employees, predecessors in interest, heirs, successors and assigns.


(2) Exceptions


(a) Notwithstanding the foregoing. Member may bring an individual action for monetary damages in small claims court. 
Member may not bring any other-type of action against Herbalife in small claims court. Herbalife may only arbitrate 
claims against Member and may not bring any actipns against Member in small clairns court.


(b) This arbitration agreement does not preclude Member from bringing issues to the attention of federal, state or local 
agencies. Such agencies can, if the law allows, seek relief against Herbalife on Member’s behalf.


(3) Procedure


(a) A party who intends to seek arbitration must first send to the other, by certified mail, a written Notice of Dispute 
(“Notice”). The Notice to Herbalife should be addressed to:


Office of the General Counsel 
Herbalife International of America, Inc.
800 West Olympic Blvd., Suite 406 
Los Angeles, CA 90015


(“Herbalife’s Notice Address”). The Notice to Member shall be addressed to Member’s mailing address as. listed in 
Herbalife’s records. (“Member’s Notice Address"). The Notice shall (a) describe the nature and basis of the claim or 
dispute; and (b) set forth the specific relief sought (“Demand”). If Herbalife and Member do not reach an agreement 
to resolve the claim within 30 days after the Notice is received. Member or Herbalife may commence an arbitration 
proceeding. During the arbitration, the amount of any settlement offer made by Herbalife or Member shall not be 
disclosed to the arbitrator until after the arbitrator determines the amount, if any, to which Herbalife or Member is 
entitled. Member may download or copy a form Notice and a form to initiate arbitration at: 
http://wvw.adr.orq/aaa/ShowPDF?doc=ADRSTG 004175


(b) After Herbalife receives notice at Herbalife’s Notice Address that Member has commenced arbitration, it will promptly 
reimburse Member for Member’s payment of the filing fee unless Member’s claim is for greater than $75,000. (The 
filing fee currently is $125 for claims under $10,000, but is subject to change by the arbitration provider.) If Member 
states that Member is unable to pay this fee, Herbalife will pay it directly upon receiving a. written request at its 
Notice Address.


(c) The arbitration will be governed by the Commercial Arbitration Rules (“AAA Rules”) of the American Arbitration 
Association (“AAA”), as modified by this Agreement, and will be administered by the AAA. The AAA Rules are 
available online at adr.org, by calling the AAA at 1-800-778-7879, or by writing to the Notice Address. The arbitrator 
shall be bound by the terms of this Agreement. All issues shall be for the arbitrator to decide, including the scope of 
this arbitration provision, but the arbitrator shall be bound by the terms of this Agreement.


(d) Unless Herbalife and Member agree otherwise, any arbitration hearings will take place in the county (or parish) of 
Member’s Notice Address. If Member’s claim is for $10,000 or less, Herbalife and Member agree that Member may 
choose whether the arbitration will be conducted solely on the basis of documents submitted to the arbitrator, 
through a telephonic hearing, or by an in-person hearing as established by the AAA Rules. If Member’s claim 
exceeds $10,000, the right to a hearing will be determined by the AAA Rules. Regardless of the manner in which 
the arbitration is conducted, the arbitrator shall issue a reasoned written decision sufficient to explain the essential 
findings and conclusions on which the award is based. Except as otherwise provided for herein, Herbalife will pay all
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above. If, however, the arbitrator finds that either 71^ substance of Member’s claim or the relief sought in the 
Demand is frivolous or brought for an improper purpose (as measured by the standards set forth in Federal Rule of 
Civil Procedure 11(b)), then the payment of all such fees will be governed by the AAA Rules. In such case. Member 
agrees to reimburse Herbalife for all monies previously disbursed by it that are otherwise Member’s obligation to pay 
under the AAA Rules. In addition, if Member initiates an arbitration in which Member seeks more than $75,000 in 
damages, the payment of these fees will be governed by the AAA Rules.


(4) Awards and Attorneys’ Fees


(a) If, after finding in Member’s favor in any respect on the merits of Member’s claim, the arbitrator issues Member an 
award that is greater than the value of Herbalife’s last written settlement offer made before an arbitrator was 
selected, then Herbalife will:


• pay Member the amount of the award or $10,000 (“the alternative payment”) whichever is greater; and


• pay Member’s attorney, if any, twice the amount of attorneys’ fees, and reimburse any expenses (including expert 
witness fees and costs) that Member’s attorney reasonably accrues for investigating, preparing, and pursuing 
Member’s claim in arbitration (“the attorney premium”).


If Herbalife did not make a written offer to settle the dispute before an arbitrator was selected, Member and Member’s 
attorney will be entitled to receive the alternative premium and the attorney premium, respectively, if the arbitrator 
awards Member any relief on the merits. The arbitrator may make rulings and resolve disputes as to the payment and 
reimbursement of fees, expenses, and the alternative premium and the attorney premium at any time during the 
proceeding and upon request from either party made within 14 days of the arbitrator’s ruling on the merits.


(b) The right to attorneys’ fees and expenses discussed in paragraph (4) shall supplement any right to attorneys’ fees 
and expenses Member may have under applicable, law. Thus, if Member would be entitled to a larger amount under 
the applicable law, this provision does not preclude the arbitrator from awarding Member that amount. However, 
Member may not recover duplicative awards of attorneys’ fees or costs. Although under some laws Herbalife may 
have a right to an award of attorneys’ fees and expenses if it prevails in an arbitration, Herbalife agrees that it will 
not seek such an award.


(c) The arbitrator may award declaratory or injunctive relief only in favor of the individual party seeking relief and only to 
the extent necessary to provide relief warranted by that party’s individual claim.


HERBALIFE AND MEMBER AGREE THAT EACH MAY BRING CLAIMS AGAINST THE OTHER ONLY IN MEMBER’S 
OR HERBALIFE’S INDIVIDUAL CAPACITY, AND NOT AS A PLAINTIF OR CLASS MEMBER IN ANY PURPORTED


___________ CLASS OR REPRESENTATIVE PROCEEDING.________________________________


Further, unless both Herbalife and Member agree otherwise, the arbitrator may not consolidate more than one person’s 
claims, and may not otherwise preside over any form of a representative or class proceeding. If this specific provision is 
found to be unenforceable, then the entirety of this arbitration provision shall be null and void.


(d) Except as required by any applicable law, rule or regulation, or by order or decree from any court of competent 
jurisdiction, any party involved in a claim or dispute under this arbitration provision shall not disclose to any other person 
not directly involved in the arbitration process anything having to do with the arbitration, including without limitation, (i) the 
substance of, or basis for, the claim; (ii) the content of any testimony or other evidence presented at an arbitration hearing 
or obtained through discovery; or (iii) the terms or amount of any arbitration award. However, nothing in this provision shall 
preclude a party from, in good faith, investigating a claim or defense, including interviewing witnesses and otherwise in 
engaging in discovery. Herbalife and Member both agree that this confidentiality agreement applies to each of Herbalife’s 
and Member’s directors, officers, employees, clients, agents, advisors, and any other persons affiliated with Herbalife and 
Member in any way and that Herbalife and Member will take the steps necessary to make sure that all such persons or 
entities know about this confidentiality provision.
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D. Electronic Disclosures


1. CONSENT TO ELECTRONIC DISCLOSURES
I agree that all documents, including but not limited to, this Agreement, as well as all notices, disclosures and 
records (collectively, “Disclosures”) relating to my account with Herbalife may be sent to me electronically at the 
email address indicated by me in the account registration form or by viewing the Disclosures on Herbalife’s 
website. Alternatively, Herbalife may provide me with Disclosures via fax or in the mail..


2. WITHDRAWAL OF CONSENT TO ELECTRONIC DISCLOSURES


I may withdraw my consent to electronic Disclosures in the future at any time without charge. To withdraw my 
consent, I may fax Herbalife at 310-258-7012 or write Herbalife at P.O. Box 80210, Los Angeles, CA 90080-0210 
and indicate my wish to receive all future communications in writing. Herbalife will send me a confirming notice 
once it has processed my change request. >


3. TECHNICAL REQUIREMENTS FOR ELECTRONIC DISCLOSURES


To access Disclosures electronically and print copies of these Disclosures for my records, I must have Internet 
access, as well as access to a printer. I agree that I have access to the Internet and a printer or the ability to 
make hard copies of my information and records (the "Hardware").


Herbalife uses a Secure Socket Layer (SSL) system that supports 128-bit encryption. In order to submit an Online 
Membership Application, you must have the hardware and/or software to support 128-bit encryption.


Please make a copy of this Agreement, including the Online Membership Application and Agreement for your 
records. I may also save an electronic copy of this document to my hard drive. I may also obtain a copy of the 
foregoing from MvHerbalife.com by accessing My Office / My Profile from the drop-down menu, and clicking on 
View / Print My Application.


4. CONTACT INFORMATION


I agree to promptly notify Herbalife of any changes in my address information by faxing Herbalife at 310-258- 
7012, by writing to P.O. Box 80210, Los Angeles, CA 90080-0210, or by accessing one of Herbalife's websites and 
changing my personal information.
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Notice of Cancellation


FEDERAL AND STATE LAW: Regulations require that we print the following Notice of Cancellation. The Herbalife 
Refund Policy provides you greater protection than the law requires.


Date of Transaction; / /


You may CANCEL this transaction, without any Penalty or Obligation, within THREE BUSINESS DAYS from the 
above date.


If you cancel, any property traded in, any payments made by you under the contract or sale, and any negotiable 
instrument executed by you will be returned within TEN BUSINESS DAYS following receipt by the seller of your 
cancellation notice, and any security interest arising out of the transaction will be canceled.


If you cancel, you must make available to the seller at your residence, in substantially as good condition as when 
received, any goods delivered to you under this contract or sale; or you may, if you wish, comply with the 
instructions of the seller regarding the return shipment of the goods at the seller’s expense and risk.


If you do make the goods available to the seller and the seller does not pick them up within 20 days of the date of 
your Notice of Cancellation, you may retain or dispose of the goods without any further obligation. If you fail to 
make the goods available to the seller, or if you agree to return the goods to the seller and fail to do so, then you 
remain liable for performance of all obligations under the contract.


To cancel this transaction, mail or deliver a signed copy of this Cancellation Notice or any other written notice, or 
send a telegram to;


Herbalife International of America, Inc.
P.O. Box 80210


Los Angeles, CA 90080-0210


NOT LATER THAN MIDNIGHT OF;
(Date: 3 days after date of order)


I HEREBY CANCEL THIS TRANSACTION:


___ J___ /___ ____________________________________ _____
Month Day Year Buyer’s Signature
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HERBALIFE INTERNATIONAL OF AMERICA. INC.
P.O.Boj 80210
Los Angetea. Caliio* «OJaO-0210 
Tel. r5’0)4i0*9600


Sat&s Older Deaartrnent/Djvtribut&f Relatioris 
• Tel. (5661 $60-4744 
rr-' User. 1800) 503-6ie0


LAVIGNE


HERBALIFE MEMBERSHIP APPLICATION AND AGREEMENT
This Applicaiioh musi be conipieiea accurately.ano in its entirety in oifJet to be 


considered by Herbafife international of America, inc.


^ .. ^^ppLicANT lNFORM^ibN 


JENNIFER


p IDEfTFtCATlOr.' NUUBEH' p


10Y0760183
TiH.- rMmiMjr £U»vo v.-fl o.. my 


I— HBftrrfifo ID Niimtjor onco U'ts — 
A«iSc.-nion ts accentoci


O ,
Lasi Name First Mama Middle Initial


Residential Address tP.O. Bo-es are not acceoied)


Day Pltone Mobile Phone Evening Phone


What is your preferred language for certain communication when available? 
12 Englisii 2 S|3anish


Email Address lit apimicable) Your email address must be unique and not snared by another Member.
By providing your em-sll address, you nave consented lo receive business-retaied email communications from Herbatiie.


i
Dale ot Birtli (month), (day) (year)


LAVIGNE


Applicant’s Social Security Number or 
Individual Taxpayer Ideniificalion Number


SPOUSE lIMFORMATION
Spoi^e's name is tor recognilion purpose^on^ and is not ^ indication ol ownership or eniiilemeni.


JENNIFER ■
Spouse's Last Name First Name Middlelnitial


Spouse's Social .Security Number or 
Individual Taxpayer Idenlilication Number


Sponsor's Information


ANDREA GOODWIN
S|3onsorS Name


Supervisor’s Informatbjn


ANDREA GOODWIN_________
Supervisor’s Name


10y0583018 10y0583018
Phone Sponsor's Herbaliie ID Number Phone Supenrisor’s Harbalife ID Number


Flave you or your, spouse previously been an Herbaliie Member or participated in any Herbaliie Membership or Distributorship? 
2 Yes 2


Membership ID Last Name First Name (montli) (dayl (yearl 
Application Dale


(month) (day) (year)


Date ol last activity in connection with 
that Membership or Distributorship


I hereby acknowledge that I have reviewed and understand the Herbalife Membership Application and Agieement, including the Arbitration Agreement and 
Terms and Conditions expressed or incorporated therein, and agree lo be ijound by them.


JENNIFER LAVIGNE 2 2014
Appiicant’S'Signature (montn) (day) (year)


exhibit no. \\ 


ojanniere. csr #ioom


&?r*vritiW O HOfUiliV:-. AS tignis iBS3V>xl. USA, U3-EN-43 R»/. 05714
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1.


3.


Herbalife takes pride in the policies we have in place to protect all of our Members. Please review the .Gold Standard 
Guarantees and check each box to acknowledge that you have read and understood each item.


There are no minimum purchases required and start-up costs are low.
The only required purchase to become an Herbalife Member or engage in the Herbalife business is the Mini Herbalife Member 
Pack, or at my.election, the Herbalife Member Pack. No product purchases are required. If I choose to purchase products, I 
understand my purchases should not exceed my own needs or amounts I am confident I can resell in a reasonable amount of 
time.


I have read and understood this message


There is a fully refundable, 90-day money-back guarantee for the cost of the Herbalife Member. Pack, if Membership is 
canceled for any reason.
If I choose to cancel my Membership within 90 days I have the right to a full refund of the purchase price of the Herbalife 
Member Pack or Mini Herbalife Member Pack.


I have read and understood this message


There is a 100% refund guarantee on product, purchased in the prior 12 months if Membership is canceled for any 
reason.
If my Membership is canceled for any reason, I may return to the company unused and resalable products or sales materials 
that I purchased within the last 12. months for a full refund of the purchase price. Simply follow the directions in the “Sample 
Forms" section of Book 4 of the Member Pack or online at MvHerbalife.com.


I have read and understood this message


There is no requirement to purchase any sales and business tools to start up or succeed in your Herbalife 
Membership.
i am not required to purchase any business tools, and can use the promotional literature and sales tools that Herbalife makes 
available for free or'at rninimal cost. I understand that I must successfully complete the “Protecting Your Business 101” 
training (available on MvHerbalife.com) within 60 days of my qualification as a new Supervisor, or I will subsequently be 
unable to place orders until the training is successfully completed. Prior to opening a Nutrition Club, including any Club with 
fitness activities; I must be a Member for at least 90 days and complete the Company’s Mandatory Nutrition Club training- 
available on MvHerbalife.com.


I have read and understood this message


We clearly define the benefit of each product and appropriate method of use directly on the product label - we want 
to make absolutely sure that the right products are taken the right way to achieve realistic results. We provide 
realistic expectations of the business opportunity and the effort required to succeed at all levels.
We clearly define the benefit of each product and appropriate method of use directly on the product label - we want to make 
absolutely sure that the right products are taken the right way and that Members have the correct information to talk about the 
.products to their customers. Similarly, we provide accurate information about the financial results that Herbalife Members 
have achieved so that it may be shared with those being introduced to the Herbalife opportunity. Any claims I make about 
Herbalife's® products or about the Herbalife opportunity must be lawful, true, not misleading, substantiated in writing in 
advance and consistent with claims made in the current materials published by Herbalife. I may not make any written, 
therapeutic or curative claims about Herbalife® products (whether or not they are about my own personal experience), except 
those stated in materials published by Herbalife, or use the name of the Food and Drug Administration (FDA) or any other 
regulatory agency when representing Herbalife® products.


1 have read and understood this message


We provide clear, accurate, and timely disclosures to prospective Members regarding potential income.
People join the Herbalife Team for many reasons. Many simply want to purchase Herbalife® products at wholesale 
prices. Others want to build a business of their own. If my goal.is to build an Herbalife business, I understand that it takes 
hard work and dedication to make it successful. I understand that the Statement of Average Gross Compensation that follows 
is available on MvHerbalife.com, and is the only authorized information about the financial results that Herbalife Members 
have achieved. I confirm I am not relying on any other information.


To see all of your rights and obligations as an Herbalife Member, please review Herbalife’s Rules of Conduct in your Member 
Pack or visit MvHerbalife.com.


I have read and understood this message
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STATEMENT OF AVERAGE GROSS COMPENSATlGtl PAID BY HERBALIFE TO U.S. MEMBERS IN 2013


People become Herbalife Members for a number of reasons. A substantial majority (73%)' join us primarily to receive a discounted price on products 
they and their families enjoy. Others wish to earn part-time money, wanting to give direct sales a try. They are encouraged by Herbalife's minimal start
up costs (at their option, a Mini Herbalife Member Pack [Mini HMP) at (USD) 59.50 or full HMP at (USD) 92.25,* plus applicable sales tax, shipping and 
handling) and.money-back guarantee. There is no need to purchase large amounts of inventory or to purchase other materials. In fact, Herbalife's 
corporate policy discourages the purchase of sales aids, especially in the first few months of a Membership.


If you are someone who seeks to build a part-time or full-time income, we vyant you to have realistic expectations of the possible income you can 
earn. The Herbalife earnings opportunity is something like a gym membership: results vary with the time, energy and dedication you put into it. Anyone 
considering the Herbalife opportunity needs to understand the realities of direct selling. It is hard work. There is no shortcut to riches, no guarantee of 
success. However, for those who devote the time and energy to develop a stable base of customers and then mentor and train others to do the same, 
the opportunity for personal growth and an attractive part-time or full-time income exists.


PROFIT ON YOUR OWN SALES: One element of the income a Member can earn is the profit, after expenses, from the resale of Herbalife® products. 
Members decide for themselves the way they do the business, the number of days and hours they work, the expenses they incur and the prices 
they charge.


MULTI-LEVEL COMPENSATION; Some Members (22.2%) sponsor others to become Herbalife Members. In that way, they may seek to build and 
maintain their own downline sales organization. They are not paid anything for sponsoring new Members. They are paid solely based on product 
sales to their downline Members for their own consumption or to sell to others. This multi-level compensation opportunity is detailed in Herbalife's 
Sales & Marketing Plan, which is available to all Members online at www.MvHerbalife.com. For the 13.6% of Herbalife Members who are Sales 
Leaders" vvith a downline, the average compensation received from the Company in 2013 was (USD) 5,381. These amounts are before expenses 
incurred in the operation or promotion of their business.


In the chart below, we summarize the economic benefits available to Herbalife Members in 2013. For most people (88%), the economic benefits 
resulted exclusively from a discounted price on products they purchased for personal and family use or for resale to others, neither of which took the 
form of a payment from the Company.


The multi-level compensation paid to Members summarized below does not include expenses incurred by a Member in the operation or promotion of 
his or her business, which can vary widely and might include advertising or promotional expenses, product samples, training, rent, travel, telephone and 
Internet costs, and miscellaneous expenses. The compensation summarized below is not necessarily representative of the compensation, if any, that 
any particular Member vvill receive. These figures should not be considered as guarantees or projections of your actual compensation or profits. Success 
with Herbalife results only from successful product sales efforts, which require hard work, diligence and leadership. Your success will depend upon how 
effectively you exercise these qualities.


Economic Opportunity


Wholesale price on product purchases 
Retail profit on sales to non-Members


>'k;>Single-leyerMemb'ers'(No Downline)
The economic rewards for single-level Members are the wholesale pricing received on products for 
consumption by the Member and his or her family as well as the opportunity to retail product to 
non-Members. Neither of these rewards are payments made by the company and therefore are 
excluded from this chart.


1 Members* I
Number %
408,640 77.8%


Economic Opportunity


Wholesale price on product purchases 
Retail profit on sales to non-Members 
Wholesale profit on sales to another Member


Economic Opportunity


Non-Sales Leaders With a Downline
Members In addition to the economic rewards of the single-level Members above, which are not included in


this chart, certain non-sales leaders with a downline may be eligible for payments from Herbalife 
for wholesale commissions on downline product purchases made directly with Herbalife.


Number


45,076 8.6%
2,929 of the 5,037 eligible Members earned such payments in 2013. 
The average total payments to the 2,929 Members was (USD) IPS.


Sales Leaders With a Downiine",


• Wholesale price on product purchases
• Retail profit on sales to non-Members
• Wholesale profit on sales to another Member
• Multi-level compensation on downline sales


• Royalties


• Bonuses


Members
Number


71,535 13.6%


All Sales Leaders With a Downline


Average Payments 
from Herbalife (USD)


Number of 
Members


% of Total 
Grouping


Average Gross 
Payments (USD)


>250,000 199 0.3% 666,680
100,001-250,000 505 0.7% 148,413
50,001-100,000 600 . 0.8% 69,573
25,001-50,000 1,247 1.7% 35,536
10,001-25,000 2,116 3.0% 15,644
5,001-10,000 2,716 3.8% 7,079
1,001-5,000 11,942 16.7% 2,244


1-1,000 40,120 56.1% 302


. 0 12,090 16.9% 0
Total 71,535 100.0% 5,381


This chart includes all 
Commissions, 
Royalties and Bonuses 
paid by Herbalife. it 
does not include 
amounts earned by 
Members on their 
sales of Herbalife® 
products directly to 
others.


*45,048 of the408,640 single-level Members are sales leaders without a downline.


The majority of those Members who earned in excess of (USD) 100,000 from Herbalife in 2013 had reached the level of Herbalife's President's 
Team. During 2013, 53 U.S. Members achieved the level of President's Team. They averaged nine years as an Herbalife Member before reaching 
President's Team, with the longest duration being 31 years and the shortest being less than three years.


73%, based on a survey of former U.S. Members by Lieberman Research Worldwide, Inc. ("LRW") in January 2013, with a margin of error of +/* 3.7%. 
Prices quoted are for the U.S. as of April 2014, and are subject to change. For current prices, see opportunitv.herbalife.com. 
if requested within 90 days for the return of the HMP and one year for the return of resalabie inventory, upon leaving the business'.
Sales Leaders are Members who achieved the level of Supervisor or higher. See details on Herbalife's Sales & Marketing Plan at MvHerbalife.com. 
55.1% of Sales Leaders as of February 1. 2013, reaualifted bv January 31. 2014 (Including 37.5% of first time Sales Leaders). Rey. 050114
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A. MEMBERSHIP
1. Becoming a Member; I hereby apjoly to be a Member of Herbalife on the terms and conditions set forth below and in 


the “Materials" (as defined below). I will become a Member only when this Application is accepted by Herbalife in its 
sole and absolute discretion by entering my Membership into its records at Herbalife's Home Office in Los Angeles, 
California. Until then, I am granted a limited, revocable license to buy and, if I choose, to resell Herbalife® products.


2. Prior Membership or Participation; I acknowledge that the Rules of Conduct require a one-year period of inactivity 
following; a) non-payment of the Annual Services Fee or b) resignation of any prior Membership or Distributorship, and 
I represent and warrant to Herbalife that such time has passed.


If my spouse or I previously owned or assisted in the operation of an Herbalife Membership or Distributorship, I will 
complete the following information which. I represent and warrant is true;


Membership ID:_ Name:


Application Date: / / _. Date of last activity in connection with that Membership. / /
Month Day Year Month Day Year


3. Herbalife Member Pack: I have ordered an Herbalife Member Pack, which is either an Herbalife Member Pack or Mini 
Herbalife Member Pack. The only required purchase to become an Herbalife Member or engage in the Herbalife 
business is the Mini Herbalife Member Pack, or at my election, an Herbalife Member Pack. The Member Pack includes 
the Terms and Conditions of Doing,,the Herbalife Business, the Arbitration Agreement, the Statement of Average Gross 
Compensation Paid by Herbalife, and Book 4 which includes the Sales ■& Marketing Plan and the Rules of Conduct 
(“Rules"), as well-as the Policy Statement.on Expenditures by New Members, the Corporate Policy Statement on 
Business Methods and other documents. (These are referred to collectively as the "Materials" and by this reference are 
incorporated in this Agreement). This Agreement constitutes the entire agreement between Herbalife and me. The 
Materials, which may be modified from time to time by Herbalife in its sole and absolute discretion are effective upon 
publication, and may be obtained in their current form on MyHerbalife.com.


4. Term; The term of this Agreement shall be indefinite, subject to requirements including an Annual Services Fee (which 
Herbalife may determine from time to time in its discretion). I may cancel or terminate my Membership by notifying 
Herbalife in writing that I wish to do so. Herbalife may cancel or terminate my Membership if it determines that I or 
persons participating in my Herbalife Membership have violated this Agreement or if I fail to pay the Annual Services 
Fee.


5. Refunds;
a. Member Pack Refund; I shall have the. right to a fulLrefund of the purchase price I paid for the Member Pack, if I 


choose to cancel my .Membership with Herbalife within 90 days of acceptance of this Application, as provided in the 
Rules - Resigning Within 90 Days.


b. Consumer Satisfaction Refund; If I am not completely satisfied with any Herbalife® product purchased at any time
for my own consumption (whether directly from Herbalife or from an Herbalife Member) I may return it to the 
Company within 30- days of purchase in exchange for other products, as provided in the Rules - Satisfaction 
Guarantee. ' .


c. Refund for Inventory; Following the cancellation (by me or by Herbalife) of my Membership, I shall have the right to 
resell to Herbalife and a refund of the price I paid for unused and resalable products or sales materials returned and 
which I purchased from Herbalife directly or indirectly through another Member within the last 12 months, as 
provided in the Rules - Inventory Repurchase.


d. How to Obtain a Refund; To obtain a refund or exchange as provided in a, b or c above, I may follow the directions 
provided in the “Sample Forms” section of Book 4 contained in the Member Pack and available at MvHerbalife.com. 
or by contacting Herbalife (toll free) at 866-866-4744.


6. Transfers; My Membership or any interest in my Membership may only be assigned or transferred as provided'in the 
Rules and only with the prior written consent of Herbalife, given or withheld by Herbalife in its sole and absolute 
discretion. Herbalife may assign this Agreement without my consent.
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B. THE HERBALIFE BUSINESS OPPORTUNITY


1. Diligent Inquiry: If I wish to consider engaging in an Herbalife business, by selling Herbalife® products or sponsoring 
other Members to do so, l_ agree as an essential part pf that consideration, to carefully review the Materials contained in


• the Member Pack and those then available on MvHerbalife.com. Herbalife encourages careful prior review so I will be 
informed about the potential risks, benefits and rules applicable to Members engaged in business activities


2. Compensation I Might Receive or Income that I Might Earn; The Compensation Statement (contained in the Member 
Pack and available on MvHerbalife.com) is the only authorized presentation of the matters, it sets forth. I hereby 
represent, warrant and agree that I am not relying upon and that I will not rely upon any other written or oral information 
or representations about the financial results ! might achieve.


3. Promote the Sale of Products: If I choose to engage in the Herbalife Business, I will promote the sale of Herbalife® 
products to consumers in a manner that enhances the reputation of Herbalife. My success will only come from product 
sales to my customers for their consumption and to my downline for their consumption and resale to others.


4. Product and Other Purchases; I am not required to purchase products or maintain an inventory to succeed or advance 
as an Herbalife. Member. I may not purchase product primarily to qualify to earn compensation, as opposed to 
purchases which I freely choose to make for my own consumption and amounts I consider reasonable to service my 
customers. I am also not required to purchase sales aids or attend meetings or events.


5. Building a Sales Organization: I am aware that I will earn no compensation or other economic benefit for recruiting 
other Members. If I choose to sponsor others as Herbalife Members in order to build and maintain a downline sales 
organization,, my earnings will be based on product'sales to my customers for their consumption and to my downline for 
their consumption and resale to others. This multilevel compensation opportunity is detailed' in Herbalife’s Sales & 
Marketing Plan, which is available to all Members online at MvHerbalife.com.


C. MISCELLANEOUS LEGAL PROVISIONS


1. Damages; .Neither Herbalife nor I shall be liable for any incidental or consequential damages caused by breach, 
termination or suspension of this.Agreement, whether or not the possibility of such damages is known by either party, 
and no punitive or exemplary damages shall be awarded against either of us in any dispute against the other except as 
explicitly required by California statute.


2. Waiver and Delay: Herbalife may address Rules violations or other breach of this Agreement with any Member in its 
sole and absolute discretion; No failure, refusal or neglect of Herbalife to exercise any right, power or option under any 
agreement with any Member, shall constitute a waiver of the provisions or a waiver by Herbalife of its rights at any time 
under this Agreerhent.


3. Severability; If any one or more of the provisions contained herein shall for any reason be found by a court of 
competent jurisdiction to.be invalid, illegal or unenforceable in any respect, such invalid, illegal or unenforceable 
provisions shall be ineffective, but shall not in any way invalidate or othenwise affect any other provision, except as 
otherwis.e provided in Section (4)(c) of the Arbitration Agre.ement.


4. Private Statute, of Limitations: Despite any law or,equitable doctrine or authority to the contrary, any claim, whether 
brought by Herbalife or by me, shall be brought within one (1) year from the date the person or entity asserting the claim 
first knew, or through the exercise of reasonable diligence should'have known or suspected, the facts which underlie 
the claim.


5. Choice of Law: This Agreement, and any dispute-arising from the relationship between the parties to this Agreement, 
shall be governed by the domestic law of the State of California without the application of conflict of law principles.


6. Indemnification; I will indemnify, defend and hold harmless Herbalife from any cost or liability relating to or arising from 
my breach of this Agreement or the conduct of my'Herbalife business. Herbalife may offset reasonable amounts against 
amounts which would othenwise be due to me to cover such indemnity.


7. Binding Terms: This Agreement shall be binding upon and inure to the benefit of the parties, their heirs and permitted 
successors in interest.
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TERMS AND CONDITIONS OF DOING THE HERBALIFE BUSINESS
I agree that if I chose to conduct the Herbalife business iri any respect:


A. Independent Contractor


Self-employed: I will be a self-employed independent contractor, (determining my own schedule and objectives, 
responsible for my own expenses and any applicable taxes - including self-employment taxes), not an employee, 
agent, franchisee, securities holder, joint venturer, fiduciary dr beneficiary of Herbalife or any other Merhber. I will not 
be treated as an employee with respect to such services for Federal or State tax purposes, nor will I be treated as an 
employee for any other purpose. As an independent contractor, I agree that I shall have no rights or benefits that an 
employee of Herbalife may have nor will I make any claim to the contrary.


B. important Corporate Statements


The Corporate Statements referenced below, and other important policies are contained in the Materials and are also 
available online at MvHerbalife.com or from Herbalife Distributor Relations and are hereby incorporated by this 
reference. I agree to carefully review those Statements prior to any decision or action to engage in the. Herbalife 
business, including but not limited to reselling Herbalife® products, sponsoring other Members or both.


Compensation Statement: The Compensation Statement is the only authorized presentation of the matters it 
sets forth. 1 hereby represent, warrant arid agree that I am not relying and will not rely in the future upon any 
other written or oral information or representations about the financial results I might achieve.


Expenditures and Business Methods: The Policy Statement on Expenditures by New Mefnbers and the 
Corporate Policy Statement on Business Methods set forth Herbalife's positions and recommendations with 
respect to the matters they cover.


C. Purchases


1. The Only Required Purchase: The only required purchase to become, succeed, or advance as an Herbalife 
Member is the Herbalife Mini Member Pack or at my election the Herbalife Member Pack.


2. Product Purchases: All product purchases are optional, as are the purchase of any sales aids. I may not 
purchase product primarily to qualify to earn compensation, as opposed to purchases for my own consumption and 
amounts I consider reasonable to service my customers.


3. Sales Aids: Herbalife does not endorse or recommend sales aids produced or sold by others and shall have no 
responsibility if I decide to purchase them. .I may not buy, nor may I, directly or indirectly, sell, promote, 
recommend, refer, facilitate or take any action which Herbalife might deem to encourage or promote the purchase, 
use or sale by another Member of leads, leads-related advertising, advertising slots or decision packs,


D. Further Agreements


1. Sales of Herbalife® Products: I will promote the sale of Herbalife® products in a manner that enhances the 
reputation of Herbalife. My success will only come from sales of Herbalife® products by me .and those I have 
sponsored, directly or indirectly, for consumption and resale.


2. Illegal Practices: I will not engage in any deceptive, unfair or illegal practices, and I will comply with applicable 
law. I will comply with Herbalife’s Rules of Conduct published in the countries in which I conduct any aspect of the 
Herbalife business.


3. Obligations of Sponsorship: If I sponsor others to become Members, I will do so in an ethical and lawful manner, 
and in compliance with this Agreement and applicable law. Thereafter, I will use best efforts to train, assist and 
support those I sponsor to do the same, and I will communicate and lead by example;


4. Representations: I will make no representations about Herbalife’s® products or business opportunity except in 
compliance with Herbalife’s Rules and applicable law.


5. Conduct: Herbalife is a family-oriented business that expects its Members to conduct themselves with the highest 
ethics and integrity. I agree to do so. I represent and warrant that I have not been convicted of a crime involving 
dishonesty, moral turpitude, or violence to others.
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6. Non-Solicitation of Other Members While I am an Herbalife Member; During the term of my Membership, 
neither I nor my spouse.will, directly or indirectly (through or by means of any person, entity or artifice), solicit, 
promote, sponsor or recruit any Herbalife Member or any customer of Herbalife of whom my spouse or I became 
aware in the course of the Herbalife Membership, to join, promote, sell or purchase products of, or participate (as a 
salesperson or otherwise) in any multi-level marketing or direct sales company and neither of us will encourage 
anyone to do what I have agreed we will not do.


7. Intellectual Property and Confidential Information:


a. From time to time, I may receive personally identifiable information (‘'PH”), from Herbalife relating to my 
downline. I may not use this PM for any other purpose than to develop my Herbalife business relationship with 
my downline, unless I have received consent from the downline Member to use the PH for other purposes. I 
will abide by applicable data protection laws at all times, including international data transfer restrictions. I shall 
be responsible for the use that I make of the PH of my downline once Herbalife has transmitted it to me. I shall 
also hold the PH I receive from Herbalife on my downline Members at all times in strict confidence.


b. I am hereby granted during the term of my Membership, a limited, revocable license to use Herbalife's trade 
name, logo, trademarks and certain intellectual property only if and to the extent expressly permitted under the 
terms of the Agreement or by Herbalife in writing.


c. During the term of a Membership and thereafter for so long as they have economic value, my spouse and I will 
hold in confidence and trust for the exclusive benefit of Herbalife any trade secrets, formulas, business plans, 
or confidential or proprietary business information (including, without limitation, genealogies and other 
compilations of identifying and other data relating to other Members or customers), and any other information 
ofxommercial value relating to other Members or customers, provided by Herbalife or that I or we developed 
or obtained while a Member, and neither I nor my spouse will use them, directly or indirectly, for any purpose 
other than the conduct of the Herbalife Membership.


d. I authorize Herbalife to videotape and photograph me and I grant Herbalife a license to use my name, 
photograph, video images, personal story and information I provide to Herbalife, and likeness in Herbalife 
related promotional materials. I hereby waive all claims for payment for such use.


ARBITRATION AGREEMENT FOR DISPUTES BETWEEN MEMBERS AND HERBALIFE


This is the Arbitration Agreement incorporated into the Membership Application and Agreement. In the event that Herbalife 
and Member are not able to resolve any dispute in an amicable informal manner, Herbalife and Member each agree to 
resolve such disputes solely and-exclusively by binding arbitration or in small claims court instead of in courts of general 
jurisdiction. Arbitration can be more informal than a lawsuit in court. Arbitration uses a neutral arbitrator instead of a judge 
or jury, allows for more limited discovery than in court, and is subject to very limited review by courts. Arbitrators can award 
the same damages and relief that a court can award.


ANY ARBITRATION UNDER THIS AGREEMENT SHALL TAKE PLACE ON AN INDIVIDUAL BASIS; 
CLASS ACTIONS AND CLASS ARBITRATIONS SHALL NOT BE PERMITED.


For any claim that does not exceed $75,000, Herbalife will pay all arbitration fees so long as the arbitrator does not find 
that Member's claim is frivolous or filed for improper purpose. Moreover, in arbitration Member may be entitled to recover 
attorneys’ fees from Herbalife to- at least the same extent as Member would be in court. In addition, under certain 
circumstances (as explained below), Herbalife will pay Member more than the amount of the arbitrator's award and will pay 
Member's attorney (if any) twice his or her reasonable attorney's fees if the arbitrator awards Member ah ariiount that is 
greater than what Herbalife had offered Member to settle the dispute prior to the issuance of the arbitrator's award.


Arbitration Agreement:


(1) Scope


Except as provided in paragraph (2) below, Herbalife and Member agree to arbitrate all disputes and claims between 
them. This agreement to arbitrate is intended to be broadly interpreted. It includes, but is not limited to:


• claims arising out of or relating to terminations, enforcement of Member Rules and Marketing Plan decisions;


• claims by Member against Herbalife or Herbalife against Member which arise out of or relate in any way to any dispute
between Member and another Herbalife Member;


• claims arising out of or relating to any aspect of the relationship between Herbalife and Member, whether based in 
contract, tort, statute, fraud, misrepresentation or any other legal theory;
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• claims that are the subject of purported class action litigation in which Member is not a member of a certified class; 


and


• claims that may arise before, after or as a direct or indirect result of the termination of Member’s relationship with 
Herbalife.


MEMBER AGREES THAT, BY ENTERING INTO THIS AGREEMENT, HERBALIFE AND MEMBER ARE 
EACH WAIVING THE RIGHT TO A TRIAL BY JURY OR TO PARTICIPATE IN A CLASS ACTION.


This Agreement evidences a transaction in interstate commerce, and thus the Federal Arbitration Act governs the 
interpretation and enforcement of this provision. This arbitration provision shall survive termination of this Agreement,'the 
Member Agreement or any other agreement between Herbalife and Member.


References to ''Herbalife,” “Member," "they,” “their” or “them" include Herbalife’s and Member’s respective subsidiaries, 
affiliates, officers, directors, agents, employees, predecessors in interest, heirs, successors and assigns.


(2) Exceptions


. (a) Notwithstanding the foregoing. Member may bring an individual action for monetary damages in small claims court. 
Member may not bring any other type of action against Herbalife in small claims court. Herbalife may only arbitrate 
claims against Member and may not bring any actions against Member in small claims court.


(b) This arbitration agreement does not preclude Member from bringing issues to the attention of federal, state or local 
agencies. Such agencies can, if the law allows, seek relief against Herbalife on Member’s behalf.


(3) Procedure


(a) A party who intends, to seek arbitration must first send to the other, by certified mail, a written Notice of Dispute 
(“Notice”). The Notice to Herbalife should be addressed'to:


Office of the General Counsel 
Herbalife International of America, Inc.
800 West Olympic Blvd., Suite 406 
Los Angeles, CA 90015


(“Herbalife’s Notice Address"). The Notice to Member shall be addressed to Member’s mailing address as listed in 
Herbalife’s records. (“Member’s Notice Address”). The Notice shall (a) describe the nature and basis of the claim or 
dispute; and (b) set forth the, specific relief sought ("Demand"). If Herbalife and Member do not reach an agreement 
to resolve the claim within 30 days after the Notice is received. Member or Herbalife may commence an arbitration 
proceeding.. During the arbitration, the amount of any settlement offer made by Herbalife or Member shall not be 
disclosed to the arbitrator until after the arbitrator determines the amount, if any, to which Herbalife or Member is 
entitled. Member may download or ■ copy a form Notice and a form to initiate arbitration at: 
http://www.adr.orq/aaa/ShowPDF?doc=ADRSTG 004175


(b) After Herbalife receives notice at Herbalife’s Notice Address that Member has commenced arbitration, it will promptly 
reimburse Member for Member’s payment of the filing fee unless Member’s claim is for greater than $75,000. (The 
filing fee currently is $125 for claims under $10,000, but is subject to change by the arbitration provider.) If Member 
states that Member is unable to pay this fee, Herbalife will pay it directly upon receiving a written request at its 
Notice Address.


(c) The arbitration will be governed by the Commercial Arbitration Rules (“AAA Rules”) of the American Arbitration 
Association (“AAA”), as modified by this Agreement, and will be administered by the AAA. The AAA Rules are 
available online at adr.org, by calling the AAA at 1-800-778-7879, or by writing to the Notice Address. The arbitrator 
shall be bound by the terms of this Agreement. All issues shall be for the arbitrator to decide, including the scope of 
this arbitration provision, but the arbitrator shall be bound by the terms of this Agreement.


(d) Unless Herbalife and Member agree otherwise, any arbitration hearings will take place in the county (or parish) of 
Member’s Notice Address. If Member’s claim is for $10,000 or less, Herbalife and Member agree that Member may 
choose whether the arbitration will be conducted solely on the basis of documents submitted to the arbitrator, 
through a telephonic hearing, or by an in-person hearing as established by the AAA Rules. If Member’s claim 
exceeds $10,000, the right to a hearing will be determined by the AAA Rules. Regardless of the manner in which 
the arbitration is conducted, the arbitrator shall issue a reasoned written decision sufficient to explain the essential 
findings and conclusions on which the award is based. Except as otherwise provided for herein, Herbalife will pay all
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above. If, however, the arbitrator finds that either-;tt7g_ substance of Member’s claim or the relief sought in the 
Demand is frivolous or brought for an improper purpose (as measured by the standards set forth in Federal Rule of 
Civil Procedure 11(b)), then the payment of all such fees will be governed by the AAA Rules. In such case. Member 
agrees to reimburse Herbalife for all monies previously disbursed by it that are otherwise Member's obligation to pay 
under the AAA Rules. In addition, if Member initiates an arbitration in which Member seeks more than $75,000 in 
damages, the payment of these fees will be governed by the AAA Rules.


(4) Awards and Attorneys' Fees


(a) If, after finding in Member’s favor in any respect on the merits of Member’s claim, the arbitrator issues Member an 
award that is greater than the value of Herbalife’s last written settlement offer made before an arbitrator was 
selected, then Herbalife will:


• pay Member the amount of the award or $10,000 (“the alternative payment") whichever is greater; and


• pay Member’s attorney, if any, twice the amount of attorneys’ fees, and reimburse any expenses (including expert 
witness fees and costs) that Member’s attorney reasonably accrues for investigating, preparing, and pursuing 
Member’s claim in arbitration (“the attorney premium").


If Herbalife did not make a written offer to settle the dispute before an arbitrator was selected. Member and Member’s 
attorney will be entitled to receive the alternative premium and the attorney premium, respectively, if the arbitrator 
awards Member any relief on the merits. The arbitrator may make rulings and resolve disputes as to. the payment and ■ 
reimbursement of fees, expenses, and the alternative premium and the attorney premium at any time during the 
proceeding and upon request from either party made within 14 days of the arbitrator’s ruling on the merits.


(b) The right to attorneys’ fees and expenses discussed in paragraph (4) shall supplement any right to attorneys’ fees 
and expenses Member may'have under applicable law. Thus, if Member would be entitled to a larger amount under 
the applicable law, this provision does not preclude the arbitrator from awarding Member that amount. However, 
Member may not recover duplicative awards of attorneys’ fees or costs. Although under some laws Herbalife may 
have a right to an award of attorneys’ fees and expenses if it prevails in an arbitration, Herbalife agrees that it will


' not seek such an award.


■ (c) The arbitrator may award declaratory or injunctive relief only in favor of the individual party seeking relief and only to 
the extent necessary to provide relief warranted by that party’s individual claim. '


HERBALIFE AND MEMBER AGREE THAT EACH MAY BRING CLAIMS AGAINST THE OTHER ONLY IN MEMBER’S 
OR HERBALIFE’S INDIVIDUAL CAPACITY, AND NOT AS A PLAINTIF OR CLASS MEMBER IN ANY PURPORTED 


________________________________CLASS OR REPRESENTATIVE PROCEEDING._______________________________


Further, unless both Herbalife and Member agree otherwise, the arbitrator may not consolidate more than one person’s 
claims, and may not otherwise preside over any form of a representative or class proceeding. If this specific provision is 
found to be unenforceable, then the entirety of this arbitration provision shall be null and void.


(d) Except as required by, any applicable law, rule or regulation, or by order or decree from any court of competent 
jurisdiction, any party involved in a claim or dispute under this arbitration provision shall not disclose to any other person 
not directly involved in the arbitration process anything having to do with the arbitration, including without limitation, (i) the 
substance of, or basis for, the claim; (ii) the content of any testimony or other evidence presented at an arbitration hearing 
or obtained through discovery; or (iii) the terms or amount of any arbitration award. However, nothing in this provision shall 
preclude a party from, in good faith, investigating a claim or defense, including interviewing witnesses and otherwise in 
engaging in discovery. Herbalife and Member both agree that this'confidentiality agreement applies to each of Herbalife’s 
and Member’s directors, officers, employees, clients, agents, advisors, and any other persons affiliated with Herbalife and 
Member in any way and that Herbalife and Member will take the steps necessary to make sure that all such persons or 
entities know about this confidentiality provision.







Case l:17-cv-23429-MGC Document 62-2 Entered on FLSD Docket 12/14/2017 Page 733 of 
________^^_______________ 771


D. Electronic Disclosures


1. CONSENT TO ELECTRONIC DISCLOSURES
I agree that all documents, including but not limited to, this Agreement, as well as all notices, disclosures and 
records (collectively, “Disclosures”) relating to my account with Herbalife may be sent to me electronically at the 
email address indicated by me in the account registration form or by viewing the Disclosures on Herbalife’s 
website. Alternatively, Herbalife may provide me with Disclosures via fax or in the mail.


2. WITHDRAWAL OF CONSENT TO ELECTRONIC DISCLOSURES


• l
I may withdraw my consent to electronic Disclosures in the future at any time without charge. To withdraw my 
consent, I may fax Herbalife at 310-258-7012 or vyrite Herbalife at P.O. Box 80210, Los Angeles, CA 90080-0210 
and indicate my wish to receive all future communications in writing. Herbalife will send me a confirming notice 
once it has processed my change request.


3. TECHNICAL REQUIREMENTS FOR ELECTRONIC DISCLOSURES


To access Disclosures electronically and print copies of these Disclosures for my records, I must have Internet 
access, as well as access to a printer. I agree that I have access to the Internet and a printer or the ability to 
make hard copies of my information and records (the "Hardware").


Herbalife uses a Secure Socket Layer (SSL) system that supports 128-bit encryption. In order to submit an Online 
Membership Application, you must have the hardware and/or software to support 128-bit encryption.


Please make a copy of this Agreement, including the Online Membership Application and Agreement for your 
records. I may also save an electronic copy of this document to my hard drive. I may also obtain a copy of the 
foregoing from MvHerbalife.com by accessing My Office / My Profile from the drop-down menu, and clicking on 
View / Print My Application.


4. CONTACT INFORMATION


I agree to promptly notify Herbalife of any changes in my address information by faxing Herbalife at 310-258- 
7012, by writing to P.O. Box 80210, Los Angeles, CA 90080-0210, or by accessing one of Herbalife's websites and 
changing rny personal information.
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Notice of Cancellation


FEDERAL AND STATE LAW: Regulations require that we print the following Notice of Cancellation. The Herbalife 
Refund Policy provides you greater protection than the law requires.


Date of Transaction: / /


You may CANCEL this transaction, without any Penalty or Obligation, within THREE BUSINESS DAYS from the 
above date.


If you cancel, any property traded in, any payments made by you under the contract or sale, and any negotiable 
instrument executed by you will be returned within TEN BUSINESS DAYS following receipt by the seller of your 
cancellation notice, and any security interest arising out of the transaction will be canceled.


i


If you cancel, you must make available to the seller at your residence, in substantially as good condition as when 
received, any goods delivered to you under this contract or sale; or you may, if you wish, comply with the 
instructions of the seller regarding the return shipment of the goods at the seller’s expense and risk.


If you do make the goods available to the seller and the seller does not pick them up within 20 days of the date of 
your Notice of Cancellation, you may retain or dispose of the goods without any further obligation. If you fail to 
make the gbods'available to the seller, or if you agree to return the goods to the seller and fail to do so, then you 
remain liable for performance of all obligations under the contract.


To cancel this transaction, mail or deliver a signed copy of this Cancellation Notice or any other written notice, or 
send a telegram to:


Herbalife International of America, Inc.


P.O. Box 80210


Los Angeles, CA 90080-0210


NOT LATER THAN MIDNIGHT OF: 
(Date: 3 days after date of order)


I HEREBY CANCEL THIS TRANSACTION:


/ /


/
Month Day Year Buyer’s Signature
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To view this email as a web pane, tio here.


0HERBAL1FE. U.S.A. EDITION


Dear Team Herbalife,


Continue building your business on a solid foundation by staying informed of the latest Policy 
updates. Please take a moment to access the link below to view the Summary provided, which 
highlights the updates implernented in the US Rules of Conduct Book 4.


Learn more »


We thank you for your continued support. Should you have any questions, please contact 
Distributor Relations toll-free at 866-866-4744.


Cordially,


Your Member & Distributor Support Team


Estimado Equipo Herbalife,


Continue construyendo su negocio sobre una base solida, manteniendose informado acerca de las 
ultimas Politicas. Por favor, tome un momento para hacer die en el enlace a continuacion y ver el 
Resumen proporcionado, lo cual destacan las actualizaciones implementadas en el Libro 4 de las 
Normas de Conducta.


Mas informacion »


Le damos las gracias por su continuo apoyo. Si tiene alguna pregunta, por favor comuniquese 
gratuitamente con el Departamento de Relaciones al Distribuidor al 866-866-4744.


Cordialmente,


Su Equipo de Apoyo al Asociado y Distribuidor


NutjHtidn for^a bettorlife^


This email was sent to: salvadorrod@herbalife.com


This email was sent by; Herbalife International of America, Inc. 
800 West Olympic Blvd., Suite 406, Los Angeles, CA, 90015, USA •


Unsubscribe | Update Profile | Manage Subscriptions


EXHIBIT NO.,
\


ERE. CSR#100:


h
D.JANNIERE, CSR #10034
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Advisory: February 13, 2014


Rules Update; US Summary of Updates - Book 4 (Version 30)


The Summary included below reflects the most prominent updates implemented in Versions 27 - 30 of Book 4, 
located in Herbalife’s Member Pack.


For ease of reference, the center column of the Summary provides a brief description of the updates (keep in 
mind this Summary is not a substitution for the Rules, in'their entirety). The last column of the Summary 
provides a link to the updated policy.


The most recent version of Herbalife’s Sales & Marketing Plan, and the Member Rules of Conduct are now 
available in our warehouses, and may also be accessed online from MvHerbalife.com. under the tab My Office, 
under the heading Distributor Policies.


Sales & Marketing Plan


Topic


Statement of 
Average Gross 
Compensation 
Paid by Herbalife 
to USA Members 
in 2012


Description of the Update


Addition Ver. 27: (05/13)
The Statement of Average Gross Compensation figures were updated with 
2012 data. The latest “Statement” is more descriptive than previous versions of 
this document.


Announced: 02/06/13


Revision


CTRL CLICK


Business Administration Section


Topic


Simplified Pricing


Puerto Rico


Nomenclature/New 
Terminology_____


Description of the Update


Enhancement Ver. 27 (05/13)


The new pricing structure makes the total product order cost clear to your 
customers. The Packaging and Handling fee was reduced and added to 
shipping costs to become Shipping and Handling. The retail price was 
increased, so there was no change in the total suggested customer price. 
These changes also resulted in streamlining the Retail Order Form


Announced: 04/14/13


Update Ver. 29: (08/13)
Relevant references to Puerto Rico residents were added throughout the 
Rules.


Update Ver. 29 & 30: (08/13 and 12/13)
Members
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Membership '
Herbalife Member Pack


- NC Attendees
- NC Attendee Fees 


Annual Membership Services Fee


Rules of Conduct


Rule Number 
and Name


Rule 1-C Incurring 
Debt, Obtaining a 
Loan,or
Borrowing Money


Rule 2-A 
Restrictions on 
Purchase 
Requirements


Penalty for Dual 
Memberships


8-A Inducement 
to sell other 
products or 
services


Rule 8-N 
Limitations on 
Ownership 
Interest for Tab 
Team Members


Section 9 Product 
Import, Export, 
Bus. Activities 
and Personal


Description of the Update


Update Ver. 27: (05/13)
This addition to the Rules indicates Members may not go into debt (or 
encourage others to do so) to pursue or conduct the Herbalife business. Also, 
funds loaned or granted for purposes not related to the establishment of a 
business, may not be used.


Announced: 05/23/13


UpdateVer. 27: (05/13)
The rule has been expanded upon and specifies there is no required purchase 
of any amount of materials, products or services, or seminars, meetings or 
other events. Further, neither Mini nor Full Herbalife Member Pack may be 
combined with other products, services or materials to form an introductory 
package. The only introductory package shall be Herbalife’s official Member 
Pack.


Enhancement Ver. 29: (08/13)
Added the paragraph that follows to further explain the continuation of 
business as part of the resolution of Dual Memberships.


In cases of Dual Memberships and other similar infringements, the Member 
may be allowed to continue as an Herbalife Member, but must do so in the 
proper line of sponsorship, as determined by the Company in the application 
of the Rules of Conduct. In most cases, the downline lineage of the deleted 
Membership’s organization will be rrioved to the rightful line of sponsorship, 
with the Member.


Enhancement Ver. 30: (12/13)
Added important details regarding the prohibition of conducting Herbalife 
business, with citizens of countries that are banned by US law.


Update Ver. 27: (05/13)
As before, TAB Team members may not participate in or promote products, 
services or the earnings opportunity associated with any other direct sales or 
multi-level marl^eting company. The rule change makes it clear that ownership 
of more than five percent of a company engaged in direct sales or multi-level 
marketing company is not permitted.


Enhancement Ver. 27: (05/13)
Section 9 has been rewritten for better flow. Rule 9-A has been expanded upon 
to include further protections in markets where Herbalife is not officially open, 
such as the prohibition of gifting, selling or distributing Herbalife products or the


Revision
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Sponsoring”Consumption


Rule 10-D 
Inventory 
Repurchase


Rule16-E 
Unacceptable 
Forms of Payment


Rule 21-D 
Directions for Use


Rule 22-D Product 
Claims


27-K Sports 
Sponsorships


Section 29 
Arbitration 
Agreement For 
Disputes Between 
Members and 
Herbalife


Enforcement
Procedures


Privacy and Data 
Protection


Herbalife Member Pack, and the 'Censoring of residents and visitors. 
Additionally, the rule specifies restrictions concerning the publicizing of 
Herbalife products or the Herbalife business opportunity via the use of 
electronic communications (emails, SMS, website or social media postings).


Enhancement Ver. 27; (05/13)
As a further enhancement of the policy, Herbalife will arrange for the pick-up of 
products being returned and will pay the shipping charges for the return.


Enhancement Ver. 29: (08/13)
Rewritten for clarity to specify Members are responsible for ensuring that all 
methods of payment for Herbalife orders comply with the law.


Enhancement Ver. 29: (08/13)
Added important reminders to the rules that any person with a medical 
condition, or who is under current medical treatment, should always be urged 
to seek the advice of a physician before changing their diet.


Enhancement Ver. 29; (08/13) 
Removed references to FC Barcelona.


New Section Ver. 29: (08/13)
Arbitration provisions were recently incorporated in Version 40 of the US 
Membership Application, and have also been added to Book 4 in the Rules, as 
Section 29. As provided in the provision Members waive their right to a trial by 
jury and class action lawsuits.


Enhancement Ver. 27; (05/13)
The Enforcement Procedures section has been rewritten for clarification and 
provides details regarding the inquiry process, request for reconsideration and 
appealing a termination.


Enhancement Ver. 30: (12/13)
Added a paragraph that specifies Members must handle personable 
identifiable information (Pll) relating to others, in strict confidence and in 
accordance with applicable laws.


CTRL CLICK


CTRL CLICK


CTRL CLICK


CTRL CLICK


CTRL CLICK


CTRL CLICK


CTRL CLICK


BUSINESS METHODS


Rule Number 
and Name


Description of the Update Revision


Rule1-A-1
Legal Review & 
Registration of
Bus. Methods prior 
to Sale,


Deletion Ver. 29: (08/13)
Herbalife no longer requires Members to register Business Methods. 
Therefore Rule 1-A1 was deleted. Herbalife will update and make available 
on MvHerbalife.com. a Cautionary Notice advisina of those Business Methods 
that are not compliant and Members are prohibited from purchasing, selling. ®CTRL CLICK
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Endorsement, 
Recommendation, 
Promotion, or use 
of Bus. Methods


endorsing, recommending, and prfaiTOting such systems in connection with 
their Herbalife business activities. Please visit MvHerbalife.com for the latest 
Cautionary Notice.


Business Methods 
Registration Form


The Business Methods Registration Form was also deleted.


Announced: 06/18/13


Rule 1-G Leads, 
Advertising, 
Advertising Slots, 
and Decision
Packs


Enhancement Ver. 27: (05/13)
Previous Rule 1-G Business Methods, Sales Aids and Decision Packs and 
previous Rule 1-0 Leads Sales prohibited were deleted and revised. The 
current policy regarding leads, advertising, advertising slots, & decision packs 
is Rule 1-G - entitled: Leads, Advertising, Advertising Slots, and Decision 
Packs and includes the follovving prohibitions.


• Members may not purchase, use, sell, recommend, refer, facilitate, 
encourage or promote the purchase of business opportunity leads or 
product leads, leads-related advertising, advertising slots, or decision 
packs for their own use or the use of others.


» Members may generate leads for their own use or free distribution to 
their downline, but not for sale.


Announced: 04/05/13


Nutrition Club Rules


Form Description of the Update . Revision


Rule 5-A Nutrition Enhancement Ver. 27: (05/13)
Club Registration 
Process


Added the following protection: Members may not establish a Nutrition Club in 
a Non-Residential Location unless they have been an officially registered 
Herbalife Member for at least 90 days and have completed the process 
required by the Company at the time as to site location and proposed signage, 
training and other matters.


CTRL CLICK


Nutrition Club 
Registration Form


Announced: 05/02/13


The Nutrition Club Registration Form was updated to reflect the above policy.
CTRL CLICK


Published: 02/13/14
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SALES & MARKETING PLAN


Overview
Herbalife's Sales & Marketing Plan offers you unique 
opportunities which can lead to higher levels of success 
and to great achievement. The plan was developed for 
Distributors by Herbalife's first Distributor and founder, Mark 
Hughes. The result is arguably the best Sales & Marketing 
Plan in the industry. Herbalife's Sales & Marketing Plan pays 
out up to 73% of product revenues to Distributors in the form 
of Retail and Wholesale Profits, Royalty and bonus income 
and incentives. This tested, proven business plan is designed 
to maximize rewards for effort and provide substantial and 
ongoing income.


The Herbalife business opportunity and the Sales & Marketing 
Plan are identical for every Distributor. Each Distributor's 
success is dependent on two primary factors:
• The time, effort and commitment a Distributor puts into 


their Herbalife business and


• The product sales made by a Distributor and their 
downline organization.


These two factors raise the importance of a Distributor's 
responsibility to train, support and motivate their downline 
organization.


The following pages describe the different levels of 
Herbalife's Sales & Marketing Plan. Each level has specific 
qualifications and associated benefits to reward Distributors 
for their efforts and enhance their success.


Beconning a Distributor - The Important First Step 
The only required purchase in order to become an Herbalife 
Independent Distributor is the Herbalife Mini HMP (the 
smaller version of our official Distributor Pack). The Mini 
HMP (as well as the larger version) contains the Application 
for International Distributorship, which you must complete 
and submit in order to receive an Herbalife Identification 
Number and purchase products.


Registration


You officially become an Herbalife Distributor when your 
properly completed Application has been processed and 
accepted by the Herbalife World Operations Home Office, 
This process takes only a few days, but in the meantime, 
you are entitled to buy Herbalife® products from or through 
your Sponsor, first upline Fully Qualified Supervisor or the 
Herbalife Sales Order Department at the applicable discount. 
Once your Application has been accepted, your contract with 
Herbalife becomes effective immediately, giving you all the 
rights, responsibilities and privileges of a Distributor.


CONFIDENTIAL


Income Opportunities
The Herbalife Sales & Marketing Plan provides many 
opportunities to earn income and other rewards.


Immediate Retail Profit 
25% to 50%
The profit from direct sales to customers.


Daily Wholesale Profit 
Up to 25%
The difference between what you pay for products and what 
Distributors in your personal organization pay for products.


Monthly Royalty Override Income 
Up to 5% on three levels of downline 
As a Supervisor, you earn up to 5% on the Personal Volume 
of all of your Supervisors, three active levels of downline.


Monthly Production Bonuses
TAB Team members can earn an extra 2% to 7% 
Organizational Production Bonus.


Annual Bonuses
A bonus to Top Achievers in recognition of outstanding 
performance.


Qualify for Special Vacations and Training Events 
Distributors who qualify are rewarded for consistent 
performance and efforts in building their business.


Plus other special promotions and bonuses 
throughout the year.
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UNDERSTANDING VOLUME


Throughout this manual, we use the term volume extensively. 
Volume is a key element in the Sales & Marketing Plan and is 
the basis for qualifying and working your way to higher levels.


Each Herbalife® product has a Volume Point value assigned 
to it that is equal in all countries (see order forms and price 
lists for exact information). Official Herbalife Member Packs 
(HMPs), literature items and sales tools do not count as 
volume. As you order products, you accumulate credit for the 
amount of Volume Points that are applicable to the products 
ordered. These accumulated Volume Points become your sales 
production and are used for purposes of qualifications and 
benefits.


Volume is credited to you in various ways depending on who 
purchased the volume, their status and discount, your own 
status as a Distributor and other factors of the Herbalife Sales 
& Marketing Plan. Volume is calculated on the accumulated 
Volume Point value of products ordered in a Volume Month.


Explanation of Sales Volume Month


Definition ofVolume Month
Sales Volume is credited to and accumulated by a Supervisor 
on a Volume Month basis. The Volume Month begins on the 
first business day of the month and ends on the last business 
day of the month. If the last day is Sunday, the Volume Month 
will be extended to Monday. Likewise, if the last day of the 
month is considered a holiday, the month may be extended 
to the first business day after the holiday, Herbalife reserves 
the right to modify the Volume Month as it deems appropriate.


Determination ofVolume Month 
Sales Volume is credited to the Volume Month in which the 
order is both placed and full payment is received by Herbalife, 
except for orders that meet the rules and conditions that apply 
to Add-On Sales Volume.


Under no circumstances can volume be placed for a prior 
order month, with the exception of a Matching Volume order.


Add-On Sales Volume
All of the following conditions must be met for an order to be 
accepted as Add-On Sales volume:
1. Order must be placed no later than the designated last 
order day of a Volume Month, plus


2. Full payment must be made, or initiated, by the same 
last order day of the month. If payment is mailed, then 
the postmark must be stamped the designated last day. 
If the payment is a wire transfer, direct deposit or other 
bank transaction, a receipt must be supplied to verify the 
transaction date was on, or prior to, the last designated order 
day of the month, plus
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3. Full payment must be received by Herbalife no later than the 
5th day of the following month. If the 5th of the month falls 
on a Sunday or a holiday, then the payment must be received 
by the 4th of the following month.


If for any reason, a payment is not approved for acceptance, 
such as with a credit card, personal check or APS, then the 
order will be canceled and the Volume will not be applied 
unless another order was placed and paid within the time 
periods indicated.


There are a number of ways volume is credited in the 
Herbalife Sales & Marketing Plan. The following definitions 
and examples illustrate these:


Personally Purchased Volume
Personally Purchased Volume is the volume on orders 
purchased directly from Herbalife using your Herbalife 
Identification Number.


Downline Volume
As a non-Supervisor, Downline Volume is based on volume 
which is placed by your downline Distributors directly from 
Herbalife ordering between 25% to 42% discount.


Downline Volume Example


Purchases/
Discount %


Downline
Volume


A !
Supervisor j


2,500 Volume Points® = 
50% Discount


Distributor'
V,


500 Volume Points =
@ 35% Discount


900 Volume Points 
(C & D's Volume)


'Distributor 500 Volume Points 
@ 35% Discount


400 Volume Points 
(D's Volume)


/ D ^
Distributor'
\


400 Volume Points® = 
25% Discount


0


"For Fully Qualified Supervisors, Downline Volume is credited 
as Personal Volume or Group Volume,


Personal Volume
As a Fully Qualified Supervisor, Personal Volume is the volume 
purchased using your Herbalife Identification Number, as well 
as the volume purchased by your non-Supervisor downline, 
down to your first Fully Qualified Supervisor.


Non-Supervisor Distributors may purchase only from their 
Sponsor, first upline Supervisor (only if their Sponsor is not a 
Fully Qualified Supervisor) or directly from Herbalife.
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Therefore, if you are a Fully Qualified Supervisor, all of 
your own orders purchased at 50% - as well as all orders 
purchased by your downline Distributors, Senior Consultants, 
Success Builders and Qualified Producers at 25% to 42% 
discount - count as your Personal Volume.


Personal Volume Example


Purchases/


Discount %
Personal
Volume


1,500 Personal
Volume Points 
+ B, C & D's Volume


A
Supervisor


= 3,500
Personal Volume


■ ® 1
Distributor.


V- y
1,400 Volume Points 
+ C & D's Volume 
@ 42% Discount


= 2,000
Personal Volume


'Distributor.


V- y
200 Volume Points 
+ D's Volume 
@ 35% Discount


= 600
Personal Volume


'Distributor;


V y
400 Volume Points 
@ 25% Discount


= 400
Personal Volume


Group Volume


Group Volume is the volume on orders purchased at a 
temporary 50% discount by Qualifying Supervisor(s) in their 
qualifying month.


This Temporary 50% Volume is accumulated as Personal 
Volume for the Qualifying Supervisor who purchased it. but 
is Group Volume for the Fully Qualified Supervisor. The Fully 
Qualified Supervisor may earn Royalty Qverrides on their 
Group Volume if all other Royalty Qverride requirements 
are met. (Refer to the "Qualifying as a Supervisor" and 
"Temporary 50%" sections of this book for complete details.)


Group Volume Example


Purchases/


Discount %
Personal
Volume


A


1 Supen/isor
i
i


2,500 Volume Points 
+ B & C's Volume


6.500


Personal Volume 
+ 1,000


Group Volume


7.500 Total Volume


! Distributor j


V y


1,000 Volume Points 
©Temporary


50% Discount 
+ C's Volume


^ 5,000
Personal Volume


1 ■ ^
l^^^tributor^ 4,000 Volume Points 


@42% Discount
^ 4,000


Personal Volume
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Total Volume
Total Volume is the combined total of a Supervisor's Personal 
Volume plus Group Volume. (See "Group Volume Example" 
for Supervisor As Total Volume.) Total Volume is the factor on 
which some qualifications are based.


Organizational Volume


Qrganizational Volume is the accumulated Volume amount 
on which a Supervisor earns Royalty Overrides. (See the 
"Organizational Volume Example" on the following page.)


Encumbered and Unencumbered Volume


Encumbered Volume
Encumbered Volume is all volume produced by any Distributor 
qualifying for Supervisor in your personal organization.


Unencumbered Volume


Unencumbered Volume is all volume produced by anyone 
in your personal organization, down to the first qualified 
Supervisor, who achieves less than 2,500 Volume Points 
in one Volume Month, plus all your own Personal Volume. 
Therefore, this is volume that is not used by anyone for 
Supervisor qualification purposes.


The example on the following page illustrates the use 
of Encumbered and Unencumbered Volume for each of 
the Distributors.


Matching Volume
Matching Volume is the volume a sponsoring Supervisor 
must have through personal orders, or by Distributors in their 
personal organization in a given month, to equal or exceed 
the volume achieved by their downline Distributor(s) who are 
qualifying for Supervisor.


Matching Volume is how Flerbalife verifies and validates the 
qualification of new Supervisors. Whenever a Supervisor 
sponsors a Distributor to the Supervisor position, the 
sponsoring Supervisor's Total Volume must be at least the same 
as the Total Volume of their downline Distributor(s) qualifying 
within that same month. Without adequate Matching Volume, 
the new Supervisor will go to the next upline Supervisor.


The Matching Volume example on the following page illustrates 
the amount of Personal Volume and Total Volume that must 
be achieved by the sponsoring Supervisor for the downline 
Distributors who are qualifying for Supervisor. In this example, 
"A" (the sponsoring Supervisor) must have at least 4,000 
Personal Volume Points and at least 1,000 Group Volume Points 
in the month that "B" and "C" are qualifying for Supervisor, in 
order to confirm the volume they report on their Supervisor 
Qualification Form. This volume obligation for the Supervisor is 
considered to be their Matching Volume requirement.
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DISTRIBUTOR BENEFITS


Organizational Volume Example


A
Supervisor


2,500
Volume Points


1st Level 
Supervisor


10,000 Total 
Volume Points


2nd Level 
Supervisor


10,000 Total 
Volume Points


3rd Level 
Supervisor


10,000 Personal 
Volume Points


30,000
= Organizational 


Volume


! Encumbered and Unencumbered Volume


—
A


Supervisor


2,500
2.500 Unencumbered
Total Volume Points = 5 000
+ B & C s Volume Encumbered to A


\
1,000Distributor '


^ Qualifying / Total Volume Points
Supervisor^/ + c's Volume


1,000
Unencumbered
4,000
Encumbered to B


C
; Distributor 
\ Qualifying 


V Supervisor


4,000
Total Volume Points


4,000
Unencumbered to C


Matching Volume Example


A
Sponsoring
Supervisor


Matching Volume Requirement 
for Supervisor "A"


4,000 Personal Volume 
-I-1,000 Group Volume_________
rr 5,000 Total Volume


Retail Profit


As a Distributor, you may purchase Herbalite products at a 
wholesale discount of 25% to 50%. As your volume increases, 
this discount will increase up to a maximum of 50% when you 
qualify as a Supervisor. You earn an immediate Retail Profit 
of 25% to 50% when you sell these products to customers, 
depending on volume. The difference between the discounted 
product price paid by you and the retail price paid by your 
customer is your Retail Profit. (See the "Retail Profit Example.")


Retail Profit Example 1
Full Retail Cost


(at 25% discount)
Profit


r $100 $75 $25 I


Wholesale Profit (Commissions)
In addition to Retail Profit, as an Herbalife Distributor, you can 
also earn Wholesale Profit on products purchased by your 
Distributors, Your Wholesale Profit, also called Commissions, 
is the difference between the discounted price you pay for 
products and the discounted price paid by your Distributors.


If you sell products directly to your Distributors, you can earn 
up to 25% Wholesale Profit immediately. If your Distributors 
purchase their product directly from Herbalife, then Herbalife 
pays the difference in discount percentage to the Qualified 
Producer and/or Fully Qualified Supervisor on the order during 
the monthly Royalty Override process. These payments 
are called Commissions and are Wholesale Profit. (See the 
"Wholesale Profit ICommissionsI Example" below.)


' Wholesale Profit (Commissions) Example


Your Cost Your Distributor's Cost Your


i
Retail (at 50%) (at 25%) Profit


$foo ^ $50 $75 $25


Split Commision Example


I Qualifying 
< Supervisor


1,000 Volume Points 
©Temporary
50% Discount


1,000 Group 
“ Volume for "A"


Total
Retail


Discount
Level


Your
Distributor's


Cost


Split Commissions
To the Quaified To the
Producer IQP) Supervisor


• $100 25% ' $75^ $17 $8


: ■. c ]
j Qualifying I


4,000 Volume Points 
© 42% Discount


4,000 Personal 
~ Volume for "A"


$100 25% $75 N/A (no QP) $25


Supervisor j ' $100 35% ~ '$65 $7 $8


$100 35% $65 N/A (no QP) $15
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Senior Consultant
Improve Your Profits With the Distributor 
Discount Scale


As you and your non-Supervisor Downline Distributors sell 
more Herbalife products, yourTotal Volume increases and you 
may reach the next level of Senior Consultant. As such, you 
become entitled to buy products at a 35% or 42% discount off 
the retail price, giving you a greater profit margin.


iDistributor Discount Scale


Distributors purchase at a 25% discount for all orders until 
they become eligible for a higher discount. Thereafter, they 
begin purchasing on the Distributor Discount Scale each 
month as indicated below at no less than 35% discount.


The accumulating Volume Points can either come from 
orders placed by you directly with Herbalife, which are 
referred to as Personally Purchased Volume, or they can 
also come from orders your downline Distributors place 
with Herbalife, which are called Downline Volume. Both 
types of volume may be used to achieve Senior Consultant 
Level at 35% or 42% discount.


Distributor Monthly Discount
Level Volume


Distributor, ^ .
j Points


(M99 Volume 25%


Eligibility


Until you become eligible 
fora higher discount.


! Senior \ Achieve 500 -co/
Consultany Volume Points °


All orders will be placed 
at 35% discount until you 
become eligible for a 
higher discount.


/ Senior ^ Achieve 2,000 .,o/


iConsultanr volume Points


\ ) VoZePoinT 42%


\ Builder / (One Order)


This order entitles you to 
a 42% discount on this 
order and all orders for 
the remainder of the 
Volume Month.
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Distributor Monthly Discount Eligibility
Level Volume


Qualified
Producer


Achieve 2,500 
Personally 
Purchased 
Volume (PPVI 
in 1-3 months


42%


As a Qualified Producer 
you are entitled to a 42% 
discount on every order. 
(Must requalify annually) 
Volume can be achieved 
with all PPV or utilizing up 
to t,000 Downline Volume 
Points, with the remaining 
1,500 as Personally 
Purchased Volume,


Qualifying
Supervisor


Achieve 4,000 
Volume Points


in one month with 
a minimum 1,000 
Volume Points 
unemcumbered or
- Achieve 2,500 


Volume Points 
in each of two 
consecutive 
months with a 
minimum 1,000 
Volume Points 
unemcumbered or


- Accumulate 5,000 
Volume Points 
within 12 months 
with a minimum of 
3 months required


Temporary
50%


Once Qualifying Volume 
Points are achieved 
additional orders 
are purchased at a 
Temporary 50% discount.


1 3 ways to qualify; As a Supervisor, you
; 1 i See "Qualifying as are entitled to a 50%1 1 Supervisor 1 a Supervisor" in this 50%


discount on every order.
- j 1 j section of the Career (Must requalify annually.)


1 i Book for details


Once you have achieved 
2,000 Volume Points, you 
are eligible to place this 
order and all orders for the 
remainder of the Volume 
Month at a 42% discount.


Note:


All of your Personal Sales Volume, plus your Distributors' 
Sales Volume, count as your Total Volume. Once you are on 
the Distributor Discount Scale, your discount will never be 
less than 35% for as long as you remain an active Distributor. 
The more you sell, the greater your profit potential. Remember 
that each Volume Month you begin again at 35% and can work 
your way up the scale - up to 42% discount.


You may also earn Wholesale Profits on sales to your downline 
Distributors. For example: One of your Distributors places an order 
with you. Your discount is 35%, and your Distributor's is 25%. You 
earn 10% Wholesale Profit on your downline Distributor's order.


Herbalife Advantage Progrann
Activate your HAP order and immediately enjoy a 
35% to 50% discount


The Herbalife Advantage Program (HAP) is open to all Distributors. 
HAP is a monthly automatic shipment program that provides 
Herbalife Distributors the following added benefits:


• 35% to 50% Discount - You'll save on the products you use 
most while you enjoy all the 'oenefits of being a HAP member
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• Minimum Order - Your HAP order must be a minimum of 
100 to a maximum of 1,000 Volume Points of products per 
month. Additional wholesale product purchases can be made 
at any time according to the Distributor Discount Scale.


• No Activation Fee - There is no activation fee to gain 
automatic service, regular communications or any of the 
other benefits associated with being a HAP member.


• Sales Tax Savings - Since your HAP order is a personal use 
order and not intended for resale, you benefit from a sales 
tax savings.


• Placing Your Monthly HAP Order - Determine the products you 
use most or wish to sample from the Herbalife product line 
and place your personal automatic monthly HAP order over 
the phone with the Herbalife Advantage Program Department 
at 866-866-4744, or mail your completed HAP order form. Your 
monthly HAP order will be sent to you four business days after 
your monthly deadline.


• Changing Your Monthly Order - You have a choice of two 
HAP deadlines: the 11th or the 18th of each month. You may 
change your monthly order at any time during the month - 
from the day after your deadline, up to and including your 
deadline day.


Success Builder
As an Herbalife Distributor, you have an opportunity to place 
a single order of 1,000 Volume Points purchased at a 42% 
discount. This qualifies you to become a Success Builder. 
As a Success Builder, you will be able to order at a 42% 
discount for the remainder of the Volume Month. If you place 
your Success Builder order directly with Herbalife, you are 
automatically updated to this prestigious position.


As a Success Builder, you will:


• Receive a 42% discount on your Success Builder Order


• Receive a 42% discount on additional purchases in the same 
Volume Month


Qualified Producer
As an Herbalife Distributor, you have the opportunity to place 
your orders directly with Herbalife and accumulate personally 
purchased volume that counts toward your Qualified Producer 
status. When you achieve 2,500 personally purchased volume 
points within 1 to 3 months, you will become a Qualified 
Producer. You can also reach this status by utilizing up to 
1,000 Downline Volume Points, with the remaining 1,500 
as Personally Purchased Volume.


You are automatically updated to this prestigious position on 
the 1st of the month following the month your qualification 


12 volume was achieved.
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You will be able to maintain your 42% discount as long as you 
retain your Qualified Producer status.


A Qualified Producer is eligible to:
• Earn a 42% Retail Profit


• Earn up to 17% Wholesale Profit (Commissions) on 
purchases made by downline Distributors at 25% or 35%


Requalification:
All Qualified Producers must requalify their status annually 
between February 1 and January 31 to maintain their rights 
and privileges. The requalification requirements are the same 
as the Qualified Producer requirements.


In addition to requalifying their Qualified Producer status, 
a Qualified Producer must assure their Annual Processing 
Fee is current and paid.


Failure to requalify each year by January 31, will cause a 
Qualified Producer to be demoted to Senior Consultant (35% 
discount level) and lose all of their Qualified Producer privileges.


Supervisor
As an Herbalife Supervisor you will earn the highest discount 
of 50%, plus Retail and Wholesale Profit, and become eligible 
to earn Royalty Overrides (R.O.).


A Fully Qualified Supervisor is eligible to:


• Earn a 50% Retail Profit


• Earn up to 25% Wholesale Profit


• Earn an R.O. of 1 % to 5% on their 
first-level Supervisor


• Earn an R.O. of 1 % to 5% on their 
second-level Supervisor


• Earn an R.O. of 1 % to 5% on their 
third-level Supervisor


• Attend special workshops and training sessions


• Qualify for special Supervisor recognition


Qualifying as a Supervisor
There are three ways to qualify as a Supervisor:
• One-Month Qualification: Achieve 4,000 Volume Points in 


one Volume Month (with a minimum 1,000 of those 4,000 
Volume Points Unencumbered).


• Two-Month Qualification Achieve 2,500 Volume Points for 
two consecutive months (with a minimum of 1,000 of those 
2,500 Volume Points Unencumbered for each month).
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• Accumulated Qualification: Achieve 5,000 Personally 
Purchased Volume Points within 12 months (of which a 
minimum of 3 months is required). Distributors have the 
opportunity to qualify via this method when purchasing their 
orders directly with Herbalife. You can use up to 1,000 
Downline Volume Points with the remaining 4,000 as 
Personally Purchased Volume.


Supervisor Qualification Form:
If orders are placed directly with Herbalife, a Supervisor 
Qualification Form is not required. Distributors are promoted 
to Supervisor on the 1st of the month following the month 
their qualification volume was achieved.


It is necessary for a Supervisor Qualification Form to be 
completed and sent to Herbalife for all Distributors who are 
qualifying for Supervisor.These forms are available in the "Sample 
Forms "section of this book and from your upline Supervisor. This 
form must be completed in full with all necessary attachments 
and submitted on or after the 1st of the month following the 
qualification, and received by Herbalife no later than the 5th of 
the month. If a Distributor is completing a two-month Supervisor 
qualification, then a Supervisor Qualification Form must be 
completed and sent to Herbalife at the 1st of each month 
following the month the Qualifying Volume was achieved.


Qualifying Supervisor
Eligibility forTemporary 50% Discount 
A Distributor who has completed the required Volume Points 
toward Supervisor Qualification is considered a Qualifying 
Supervisor until the 1st of the following month, when they 
become a Fully Qualified Supervisor. As a Qualifying 
Supervisor, they are eligible for a temporary 50% discount for 
the remainder of the Volurne Month in which their qualifying 
Volume Points were achieved.


All 50% discount orders must be purchased directly from 
Herbalife. If you have not purchased your qualifying order 
directly from Herbalife, your Supervisor must contact Herbalife 
to authorize you to purchase at the temporary 50% discount. 
The authorization, once approved, will be in effect until the 1st 
of the following month, at which time you will be entitled to 
all the privileges of a Fully Qualified Supervisor, assuming all 
other Supervisor requirements have been met.


The upline Supervisor must have adequate Personal Volume 
credited with Herbalife in that month to qualify the Supervisor.


To assure volume on the order is credited properly, it is imperative 
that the Qrder Form be completed correctly. The Temporary 
50% Purchaser must assure that their Name and Herbalife ID 
Number are entered on the Wholesale Product Qrder Form in
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the "Qualifying Supervisor - Temporary 50%" space to assure 
proper crediting of Volume. The name and Herbalife ID Number 
of the first upline "Fully Qualified Supervisor" who is authorizing 
the 50% discount must also be entered in the "Fully Qualified 
Supervisor" space. Adjustments to the order after the order is 
placed are not permitted. Volume purchased at Temporary 50% 
is considered Group Volume for the Fully Qualified Supervisor.


Definition of Matching Volume


The definition of Matching Volume is the Total Volume a 
sponsoring Supervisor must achieve in any given Volume Month 
when their downline Distributor(s) are qualifying as Supervisor.


Whenever a Fully Qualified Supervisor sponsors a Distributor(s) 
to the Supervisor position, the sponsoring Supervisor's Total 
Volume must be at least the same amount as the Distributor's 
Volume within that same Volume Month. Supervisors are not 
permitted to qualify Distributors as Supervisors using Volume 
purchased in a prior Volume Month, unless an equal amount 
is purchased from Herbalife in the current month to replace it.


Matching Volume for Supervisor Qualification 
The sponsoring Supervisor must have at least 4,000 Personal 
Volume Points for each of their downline organizations 
that are qualifying for Supervisor using a one-month 
qualification. The sponsoring Supervisor must have at least 
2,500 Personal Volume Points each month for each of their 
downline organizations who is qualifying for Supervisor with 
a qualification of two consecutive months.


The sponsoring Supervisor, however, must have enough 
Total Volume to match all orders submitted by their downline 
Distributors who are qualifying for Supervisor.


For example, suppose a Supervisor sponsors a Distributor 
who qualifies for Supervisor in September with 4,000 Total 
Volume Points. If the orders to qualify are purchased directly 
from Herbalife, either at 42% by the Distributor or directly by 
the Supervisor, the volume will be automatically matched. If the 
orders are purchased directly from the Supervisor, the Supervisor 
must ensure that an equal amount of volume is purchased from 
Herbalife during the qualifying month in order to match volume.


Failure to Match Volume


When a Supervisor Qualification Form is received from a 
Distributor and the first upline Fully Qualified Supervisor 
does not have enough Total Volume Points for the month the 
qualifying Supervisor's volume was achieved to confirm the 
orders submitted by the Distributor to qualify, then the Fully 
Qualified Supervisor is "short" Matching Volume. Herbalife will 
notify the Supervisor that they must place a Matching Volume 
Qrder for the amount they are short. The Qrder Department
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will be authorized to accept the Matching Volume Order for 
the appropriate month.


To place this volume, the order must be clearly Identified as 
"Matching Volume Order for Month of


Matching Volume Order


To receive proper credit for this volume, the order must be 
clearly identified as Matching Volume Order for the appropriate 
month and year, with full payment Included. The order may 
not be combined with other volume. A Matching Volume 
Order can only be accepted by Herbalife if the Company 
has identified a Matching Volume problem and notified 
the Supervisor accordingly, and has authorized the Order 
Department to accept the order. This order will be applied to 
the Volume Month specified. Matching Volume Orders placed 
after the Volume Month in question do not count for Royalty 
Point qualifications for TAB Team Production Bonuses or other 
earnings for the Supervisor. However, appropriate adjustments 
will be made on the order to the upline Royalty and Production 
Bonus receiving Supervisors of the sponsoring Supervisor.


Matching Volume Permanent Penalty 
The Supervisor must place the Matching Volume Order once they 
have received notification to do so from Herbalife to avoid a penalty. 
If the Supervisor who is short volume, fails to place an order to 
Match Volume, a Matching Volume Penalty will be assessed. The 
penalty Is that the Supervisor will permanently lose a Supervisor 
who qualified the month in question and that Supervisor's downline.


Failure to Qualify as a Supervisor 
If a Distributor's sponsored downline becomes a Fully Qualified 
Supervisor before the Distributor does, the Distributor will 
have one year from the date of the downline's qualification to 
also become a Fully Qualified Supervisor (applied at the end 
of the Supervisor's first requalification year).


If the Distributor does not become a Fully Qualified Supervisor 
within the one year following their downline's Supervisor 
qualification, the Distributor will permanently lose that 
downline to their first upline Supervisor.


Example:


08/01/2005 
Downline 


Supervisor's 
Qualilicalion Month


February 2007 
Sponsor loses 


Qualified Downline 
it Sponsor hasn’t 
become a Fully 


Qualified Supervisor


08/01/2005 • 01/31/2007
Sponsor’s Opporlunity to Qualify for Supervisor


Requalification


All Supervisors must requalify their status annually between 
February 1 and January 31 to maintain their rights and 
privileges. The requallficatlon requirements for this are 
described below.


• Qne-Month Qualification: Achieve 4,000 Volume Points in 
one Volume Month (with a minimum 1,000 of those 4,000 
Volume Points unencumbered).


• Two-Month Qualification: Achieve 2,500 Volume Points for 
two consecutive months (with a minimum of 1,000 of those 
2,500 Volume Points unencumbered for each month).


• Twelve-Month Requalification: Accumulate 4,000 
Unencumbered Total Volume Points over the 12-month 
Requalification period.


Qr,


Accumulate 10,000 Unencumbered Total Volume Points over 
the 12-month requalification period.


The computer system will automatically requalify you each year 
if the volume requirements are met during the qualification 
period, so there is no need to resubmit an application. As a 
reminder, you have the advantage of receiving a 50% discount 
on your requalification volume.


In addition to requalifying their Supervisor status, a Supervisor 
must assure their Annual Processing Fee is current and paid. 
Failure to pay the Annual Processing Fee prior to or within 
90 days after requalification will result in suspension of 
qualification, ordering privileges and earnings until the Annual 
Processing Fee is paid.


Supervisors who do not complete their Supervisor 
Requalification will lose all rights and privileges of a Supervisor. 
This includes, but is not limited to, the loss of any lineage that 
includes a Supervisor. In this case, the entire downline lineage 
will be moved to the next upline Fully Qualified Supervisor.


Failure to requalify each year by January 31 will cause a 
Supervisor to be demoted to the position of Senior Consultant, 
unless they have met the requirements to requalify as a 
Qualified Producer. To requalify as a Qualified Producer, the 
Supervisor must achieve 2,500 Personal Volume points within 
1 to 3 consecutive Volume months between the requalification 
period of February 1 and January 31.
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ROYALTY OVERRIDE INCOME


Supervisors who accumulate 4,000 unencumbered Volume 
Points between February 1 and January 31 will retain their 
Supervisor status and 50% buying privileges. It is important 
to note that if you requalify using this method, any leg with a 
Supervisor will be lost to the upline Supervisor,


Flowever, if you accumulate 10,000 unencumbered Volume 
Points you will be able to retain your downline Supervisors.


As a Supervisor with Fully Qualified or Qualifying Supervisors 
in your first three downline levels, you may qualify to earn 
Royalty Qverrides of 1% to 5% of your Qrganizational Volume. 
Royalty Qverrides are paid on the 15th of each month for the 
prior month's business.


Three Levels of Success
The people you personally sponsor as Flerbalife Distributors 
are known as your First Level. They may be friends or family 
or business associates, or even people you have just met. You 
can personally sponsor as many people as you want in any 
country in which Herbalife officially operates around the world. 
When these Distributors in your First Level sponsor other 
Distributors themselves, these new Distributors become 
your second level. When your Second Level, in turn, sponsor 
others, those they sponsor become the third level in your 
Flerbalife organization.


By training your Distributors and encouraging them to follow 
your example, you are assisting every Distributor on your team 
to qualify at the Supervisor level. As a Supervisor with Fully 
Qualified or Qualifying Supervisors in your first three levels, 
you may qualify to earn Royalty Qverrides between 1 % to 5% 
of your Qrganizational Volume.


I Royalty Override Sliding Scale


Your Total 
Volume Points


0-499 ■


500-999


Royalty Override 
Earning %


0%


1%


1,000-1,499


1,500-1,999


2,000^^2A^


2,500 plus


2%


3%


^4%


5%


Payment of Royalty Overrides


Your Royalty Qverride percentage is based on your Total 
Volume for each month, and if you produce less than 500 
Volume Points, then no Royalty Qverrides are earned. If you 
produce 2,500 Volume Points or more, then a full 5% is earned 
on three active downline levels. The Royalty Qverride scale 
above shows the volume requirements that a Supervisor must 
meet every month to earn Royalty Qverrides.


Royalty Overrides are paid as follows:
• The 1 % to 5% Royalty Qverride is paid on the Total Volume 


of personally sponsored first-level qualified Supervisors.


• The 1 % to 5% Royalty Qverride is paid on the Total Volume 
of second-level qualified Supervisors (e.g., a Supervisor 
who has been sponsored in turn by your personally 
sponsored Supervisor).


• The 1 % to 5% Royalty Qverride is paid on the Personal 
Volume of third-level Supervisors (e.g., a Supervisor who 
has been sponsored in turn by a second-level Supervisor),


In the following example, at a full 5%, your Royalty Qverride 
is calculated on 30,000 Qrganizational Volume, which gives 
you 1,500 Royalty Qverride Points. Royalty Qverride Points are 
used for qualification purposes. As a general matter, earnings 
are calculated on the earn base of the products in the country 
from which the product is ordered.' In certain countries, these 
Royalty Qverride earnings are converted to your local currency.


I Royalty Override Example |


j YOU 1 2,500
Volume Points


_ Your Total Royalty Override 
= 1,500 Royalty Points


First-Level
Supervisor


10,000
Volume Points = 5% = 500 Royalty Points


; Second-Level |
1 Supen/isor j


10,000
Volume Points = 5% = 500 Royalty Points


i Third-Level | 
Supervisor {


10,000
Volume Points = 5% = 500 Royalty Points
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■In some cases, for reasons which relate lo currency, cost an-d other factors, the 
base against which earnings are calculated may not be eaual to the retail price in the 
particular country.
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Additional Requirements
Supervisors who meet the specified requirements to earn 
Royalty Overrides must also comply with Herbalife's 10 Retail 
Customers Rule and the 70% Rule, to earn and receive both 
Royalty Overrides and Production Bonus. The Supervisor must 
confirm their adherence to these requirements by submitting 
the Earnings Certification Form each month. If the Supervisor 
fails to comply with either of these rules, the Royalty Overrides 
and Production Bonus will not be paid to the Distributor.


Royalty Override Roll-Up
As a Supervisor, you also have the opportunity to earn Royalty 
Override Roll-Ups. Royalty Override Roll-Ups are paid to the 
appropriate qualified upline Supervisor(s) when any downline 
Royalty Override contributing Supervisor earns less than 
the maximum 5% payout. This "roll-up" percentage is the 
difference between the 5% maximum Royalty Override 
and the actual percentage earned by the downline Royalty 
contributing Supervisor.


To be eligible for Royalty Override Roll-Ups, a Supervisor must 
be at the maximum 5% earning level, based on the Royalty 
Override Sliding Scale. A Supervisor may not earn more than 
5% Royalty Override on any volume.


fRoyalty Override Roll-Up Example


Earns 5% Royalty Override 
on First-, Second- and


YOU
2,500
Total Volume Points 
5% Royalty Override


Third-Level Supen/isors


Earns 4% Royalty
Override Roll-Up on 
Fourth-Level Supenrisor


First-Level
Supervisor


2,500
Total Volume Points 
5% Royalty Override


Earns 5% Royalty Override 
on Second-, Third- and 
Fourth-Level Supervisors


Second-Level
Supervisor


2,500
Total Volume Points 
5% Royalty Override


Earns 5% Royatty 
= Override on Third-and 


Fourth-Level Supervisors


Third-Level
Supenrisor


500
Total Volume Points 
1% Royalty Override


Earns 1 % Royalty Override 
on Fourth-Level Supen/isor


Fourth-Level
Supervisor


1,000
Total Volume Points 
No Royalty Override


Supen/isor does not 
= have downline to earn


Royalty Overrides
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World Team
Qualifying as a World Team member 
Is an important step in your Herbalife 
business. You have demonstrated 
your success by qualifying for this 
prestigious team. World Team is 
your launching pad to move on to 
qualifying for the TAB Team.


To Qualify:
Achieve 10,000 Total Volume Points in one Volume 
Month after becoming a Qualifying Supervisor or a Fully 
Qualified Supervisor.


OR As a Fully Qualified or Qualifying Supervisor, achieve 
2,500Total Volume Points, each Volume Month, for four 
consecutive months.


OR Achieve 500 Royalty Points in one Volume Month.


Providing you have achieved your Supervisor qualification, 
after achieving the required Volume or Royalty Points listed 
above, you are promoted to World Team member status on 
the first of the following month.


You Receive:


• All the benefits of a Supervisor


• A World Team pack, containing a personalized World Team 
Certificate, World Team pm and Herbalife daily journal


PlusYou Become Eligible to:


• Attend special planning and training sessions targeted to 
accelerate your progress to TAB Team membership.


• Qualify for special Company qualifications.


TAB Team
Successful Supervisors have the opportunity to proceed to the 
higher scale of the Herbalife Sales & Marketing Plan, which is 
the Top Achievers Business (TAB) Team. Upon meeting initial 
requirements, Supervisors may obtamTABTeam status.There 
are three steps within the TAB Team: Global Expansion Team 
(GET), Millionaire Team and President's Team.


Achieving TAB Team status is a prestigious recognition within 
Herbalife. TAB Team status indicates that the Supervisor has 
developed a strong, active downline Supervisor base and has 
demonstrated a willingness to take a leadership role within 
Herbalife. Your Form and Acknowledgment to qualify for this 
status brings with it the responsibility to exclusively promote 
the Herbalife products and opportunity. You'll receive additional
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benefits and earn leadership status. Reaching each new level 
enables you to participate in advanced training, earn unrivaled 
Production Bonuses and qualify for exceptional awards and 
incentives.


TABTeam Production Bonus
As a TAB Team member, you are eligible to receive from a 2% 
to 7% Production Bonus on your entire downline organization's 
volume. Production Bonus earnings are paid monthly to all 
qualified TAB Team members. It is necessary to submit a 
completed TAB Team Production Bonus Acknowledgment Form 
and also comply with Herbalife's 10 Retail Customers Rule and 
the 70% Rule to be eligible for Production Bonus payments. 
The TAB Team Production Bonus is, in part, a reward for your 
undivided loyalty. (Please refer to the "Sample Forms" section 
of this book.) The Application must have been accepted and 
approved by Herbalife in order to receive payments. This form 
will be sent to you by Herbalife during your qualification period. 
(See individual team qualifications for specific Production Bonus 
qualifications.)


Annual Bonuses


A bonus payment representing a percentage of Herbalife's 
worldwide sales is distributed annually among Herbalife's 
President's Team members in recognition of their outstanding 
performance in advancing sales of Herbalife products. (Refer to 
"Mark Hughes Bonus Award Rules" distributed to President's 
Team members, and available online at MvHerbalife.com.)


Vacation andTraining Events
Reward, recognition and training are of the utmost importance 
at Herbalife. Vacation andTraining Events (when offered) are 
both fun and informative and are held in exciting locations 
around the world. The Vacation andTraining Events will teach 
you how to meet your goals, increase your earning power and 
build an international business without leaving the comfort of 
your own home! You'll learn all this while enjoying an exciting, 
adventurous vacation guaranteed to make an extraordinary 
impact on your life.


Global Expansion Team (GET)
To Qualify:
Achieve 1,000 Royalty Points each 
month for three consecutive months.
The first of the following month you 
are promoted to Global Expansion Team 
(GET) member.


You Receive:


• A Global Expansion Team plaque and pin


• All the benefits of a Supervisor


PlusYou Become Eligible to:
• Earn TAB Team Production Bonus based on your qualif ication 


level. (Please refer to the "TAB Team Production 
Bonus Payout Guidelines" section in this book.) Upon 
completion of your Qualification, you will receive a detailed 
communication that further specifies your monthly TAB 
Team Production Bonus earning requirements.


• Qualify for Vacation andTraining Events.


• Participate in special advanced trainings.


• Participate in special conference calls.


Millionaire Team
To Qualify:
Achieve 4,000 Royalty Points each
month for three consecutive months.
The first of the following month, you are
promoted to Millionaire Team member.


You Receive:
• A Millionaire Team plaque and pin


• All the benefits of a Supervisor


PlusYou Become Eligible to:


• Earn TAB Team Production Bonus based on your 
qualification level. (Please refer to the "TAB Team 
Production Bonus Payout Guidelines" section of this 
book.) Upon completion of your Qualification, you 
will receive a detailed communication that further 
specifies your monthly TAB Team Production Bonus 
earning requirements.


• Qualify for Vacation andTraining Events.


• Develop your teaching skills and assist with worldwide 
trainings.


• Participate in special conference calls.


CONFIDENTIAL HLF 000066







President's Team
To Qualify:
• President's Team: Achieve 10,000 


Royalty Points in three consecutive 
months. After a waiting period of 
three months, earn a 2% to 6%


Production Bonus.


• 20K President: Achieve 20,000 
Royalty Points in three consecutive 
months. After a waiting period of


three months, earn a 2% to 6.5% Production Bonus.


• 30K President: Achieve 30,000 Royalty Points in three 
consecutive months. After a waiting period of three months, 
earn a 2% to 6.75% Production Bonus.


• 50K President: Achieve 50,000 Royalty Points in three 
consecutive months. After a waiting period of three months, 
earn a 2% to 7% Production Bonus.


You Receive:


• A prestigious President's Team plaque and pin


• All the benefits of a Supervisor


PlusYou Become Eligible to:


• Earn TAB Team Production Bonus based on your qualification 
level. (Please refer to the "TAB Team Production Bonus 
Payout Guidelines.") Upon completion of your Qualification, 
you will receive a detailed communication that further 
specifies your monthly TAB Team Production Bonus 
earning requirements.


• Qualify for Vacation and Training Events.


• As a leader, assist with worldwide trainings.


• Participate in special conference calls.


Awards Policies


Herbalife International delivers recognition awards (such 
as, but not limited to) pins, plaques, and jewelry in a timely 
manner to Distributors that have achieved such recognition.


In the event an award is not received, the Awards and 
Recognition Department should be contacted in writing (via 
email or at the postal address below). The request must be 
received by Herbalife no later than six (6) months after the 
qualification date associated with the Award.


Awards Replacement and/or Repair Policy:


Herbalife strives to provide the highest quality awards 
available. In the event that a Distributor receives an award 
that IS defective or otherwise damaged, the Distributor may 
return the item(s) for free replacement within six months 
of the original qualification date associated with the award. 
After this six-month period, the Distributor may return 
damaged itemis) to be professionally refurbished or repaired 
which shall be at Distributor’s cost paid through an earning 
deduction. Any deviations from this policy shall be at the sole 
and absolute discretion of Herbalife.


Request may be submitted by phone or in writing to:


Local Distributor Relations 
RO. Box 80210 
Los Angeles, CA 90080-0210 
or


toll-free at 866-866-4744.
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PRESIDENT'S TEAM PLUS


President's Teann Plus Awards and Recognition


1 One Diamond Executive President's Team


To achieve this reward, you must have one (1) first-line. Fully Qualified President’s 
Team member in any line of your downline organization.


1 Two Diamonds Senior Executive President's Team
To achieve this reward, you must have two (2) first-line. Fully Qualified President's 
Team members in two separate lines of your downline organization.


1 Three Diamonds International Executive President's Team
To achieve this reward, you must have three (3) first-line. Fully Qualified
President's Team members in three separate lines of your downline organization.


1 Four Diamonds Chief Executive President's Team
To achieve this reward, you must have four (4) first-line. Fully Qualified President's 
Team members in four separate lines of your downline organization.


1 Five Diamonds Chairman's Club


To achieve this reward, you must have five (5) or more first-line.
Fully Qualified President's Team members in five or more separate lines of your 
downline organization.


Ten Diamonds Founder's Circle


To achieve this reward, you must have 10 or more first-line.
Fully Qualified President's Team members in 10 or more separate lines of 
your downline organization.


Presidential 
Plus Awards 
The Presidential Plus 
Awards are based on 
production (January 
through December 
Volume).


Marquis Diamond Ring 
BOO,000 Royalty 
Override Points


Baume & Merciei 
Watch' 250,000 
Royalty Override 
Points


Piaget Gold 
and Diamond 
Watch 750,000 
Royalty Override 
Points


Piaget
Diamond Watch' 
1,000,000 Royalty 
Override Points


Actual watch model may vary based on availability at time of qualification,
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STATEMENT OF AVERAGE GROSS COMPENSATION 
PAID BY HERBALIFE TO USA DISTRIBUTORS IN 2012


People become Herbalife Distributors fora number of reasons. 
The majority (73%)"’ primarily join us to receive a wholesale 
price on products they and their families enjoy. Some wish 
to earn part-time money, wanting to give direct sales a try 
and are encouraged by Herbalife's low start-up costs (at their 
option, a Mini Herbalife Member Pack [Mini HMP| at $57.75 
or full HMP at S89.55) and money-back guarantee”’’. Others 
are drawn to Herbalife because they can be their own boss 
and can earn rewards based on their own skills and hard work.


Whatever the motivation, an Herbalife Distributorship is 
something like a gym Distributorship: results vary with 
the time, energy and dedication you put into it. Anyone 
considering an active Distributorship needs to understand 
the realities of direct selling. It is hard work. There is no 
shortcut to riches, no guarantee of success. However, for 
those who devote the time and energy to develop a stable 
base of customers and then mentor and train others to do the 
same, the opportunity for personal growth and an attractive 
part-time or full-time income exists. Moreover, unlike other 
businesses, there are minimal start-up costs in beginning your 
Herbalife Distributorship. There is no need for a Distributor to 
spend significant amounts of money on sales aids or other 
materials. In fact, Herbalife's corporate policy discourages the 
use of such sales aids, especially in the first few months of 
a Distributorship.


The majority of Herbalife's Independent Distributors (71%) 
have not sponsored another Distributor and are therefore 
"single-level" Distributors. Single-level Distributors benefit 
from buying Herbalife® products at a preferred price for 
their consumption and that of their families, and for many 
this is the only benefit they seek. Some may also be retailing 
products for a profit and this profit is not included in any of the 
compensation figures shown.


Some Distributors (29%) have decided to sponsor others to 
become Herbalife Distributors. In that way, they may seek to 
build and maintain their own downline sales organizations. 
They are not paid anything for sponsoring new Distributors. 
They are paid solely based on product sales to their downline 
Distributors for their own consumption or for retail to others. 
This multilevel compensation opportunity is detailed in 
Herbalife’s Sales & Marketing Plan, which is available to all 
Distributors online at www.MvHerbalife.com.


(1} Based on a Oisiribuior research survey conducied in ihe USA by Lieberman Research Worldwide. January 2015. with a margin or error of 3.7%. 
(2) 90 days on the return of the HMP and one year on the return of resalable inventory, upon leaving the business.


For potential Distributors to make an informed decision, 
we offer the following chart to show the different ranges 
of average gross compensation that Herbalife pays to its 
Distributors. The figures below do not include any retail 
/ wholesale profit that a Distributor makes from selling 
Herbalife's products to others nor do these figures include 
expenses incurred by a Distributor in the operation or 
promotion of his or her business. Such business expenses 
can vary widely. They might include advertising or promotional 
expenses, product samples, training, rent, travel, telephone 
and Internet costs, and miscellaneous expenses. The 
compensation received by the Distributors in this chart is 
not necessarily representative of the gross compensation, if 
any, that any particular Distributor will receive. These figures 
should not be considered as guarantees or projections of your 
actual gross compensation or profits. Success with Herbalife 
results only from successful product sales efforts, which 
require hard work, diligence and leadership. Your success 
will depend upon how effectively you exercise these qualities.


The compensation chart that follows that 434,125 Distributors 
(88%) received no payments from Herbalife during 2012. 
However, this chart does not include amounts earned by 
Distributors on their sales of Herbalife® products to others.


Additionally, this chart does not include the benefit to 
Distributors buying Herbalife® products at a preferred price 
for their consumption and that of their families. Based on the 
company's survey, 73%"' of individuals became Distributors 
primarily for this benefit.
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Single-Level Distributors (No Downline)


Economic Opportunity ^
Oistributors'


^NurblMr * % -
• Wholesale price on produci purchases
• Retail profit on sales lo non-DisIribulors


351.06b yi%


Ccorionriic Opportunihr . Distributors
■ • ..........................................


■ Number %.
• Wholesale price on product purchases
• Retail profii on sales to non-Distribufors 60..333 12%


• Wholesale profit on sales to anolber Dislributor


The economic rewards for single-level Dislrihulors are Ihe wholesale pricing received on products lor consumption by the 
Distributor and his or her family as well as the opportunity to retail product to non-Distributors, Neither of these rewards are 
payments made by the company and therefore are excluded from this schedule.


Non-Sales Leaders** With a Downline
In addition to the economic rewards of die single-level Distributors above, which are not included in this chart, certain non
sales leader Distributors vrith a downline may be eligible.tor payments from Herbalife on downline product purchases made 
directly with Herbalife.


2.466 of the 4,449 eligible Oislributors earned such payments in 2012. 
The average total payments to the 2.466 Distributors was (USD)104.


Sales Leaders** With a Downline


Ecohomic Opportunity


• Wholesale price on product purchases
> Retail profit on sales to non-Distributors
• Wholesale profit on sales to another Distributor
• Multilevel compensation on downline sales


• Royallies
• Bonuses


Distributors


Number


82.464 17%


All Sales Leaders with a Downline


Average Payments from Herbalife Number of % Of Total Average Gross(USD) Oistributors Grouping Payments (USD)
>250,000 194 0.2% 724.030


fOO.001-250,000 452 0.5% 148.808
50,001-100.000 539 0.7% 68,912
25,001-50.000 1,136 1.4% 35,581
10,001-25.000 1,940 2.4% 15,538


5.001-10,000 2,552 3,1% 7.008


1.001-5.000 11.307 13.7% 2.216
1-f,000 39,151 47.5% 292


0 25,193 30.6% 0
Total 82,464 100.0% 4,485


This chart does not include 
amounts earned by Distributors on 
their sales of Herbalife* products 
to others.


'3P.B21 ol Ihe 351 ,C65 sitvjle-leire! Oistnbutois are sales leaders wiihoui a downline.
'•Sides leaoejs are Dlsiribiuors that acnicvet) me le/el of SeDWvisot or higner. See oeiails on Hertwlile s Sales & Marketing Plan at v.vAv.MvHert)aliic.con.


51.0% of all sales leaders as of February 1, 2011, requalified by February 1, 2012 (including 34.3% of first time sales leaders).


The majority of those Distributors who earned in excess of (USD)l 00,000 in 2012 had reached the level of Flerbalife’s President's 
Team. During 2012, 47 U.S. Distributors joined the level of President’s Team. They averaged nine years as an Flerbalife Distributor 
before reaching President's Team, with the longest being 20 years and the shortest being less than three years.
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STATEMENT OF AVERAGE GROSS COMPENSATION
PAID BY HERBALIFE TO PUERTO RICO DISTRIBUTORS IN 2012


People become Herbalife Distribuiors for a number of 
reasons. Based on a US survey, the majority (73%)'" primarily 
join us to receive a wholesale price on products they and their 
families enjoy. Some wish to earn part-time money, wanting 
to give direct sales a try and are encouraged by Herbalife's low 
start-up costs (at their option, a lYlini-Herbalife (vlember Pack 
[Mini HMPI at S57.75 or full HMP at S89.55) and money-back 
guarantee"". Others are drawn to Herbalife because they can 
be their own boss and can earn rewards based on their own 
skills and hard work.


Whatever the motivation, an Herbalife Distributorship is 
something like a gym Distributorship: results vary with 
the time, energy and dedication you put into it. Anyone 
considering an active Distributorship needs to understand the 
realities of direct selling. It is hard work. There is no shortcut 
to riches, no guarantee of success. However, for those who 
devote the time and energy to develop a stable base of 
customers and then mentor and train others to do the same, 
the opportunity for personal growth and an attractive part- or 
full-time income exists. Moreover, unlike other businesses, 
there are minimal start-up costs in beginning your Herbalife 
Distributorship. There is no need for a Distributor to spend 
significant amounts of money on sales aids or other materials. 
In fact, Herbalife's corporate policy discourages the use 
of such sales aids, especially in the first few months of a 
Distributorship.


The majority of Herbalife's Independent Distributors (74%) 
have not sponsored another Distributor and are therefore 
"single-level" Distributors. Single-level Distributors benefit 
from buying Herbalife® products at a preferred price for 
their consumiption and that of their families, and for many 
this is the only benefit they seek. Some may also be retailing 
products for a profit and this profit is not included in any of the 
compensation figures below.


Som.e Distributors (26%) have decided to sponsor others to 
become Herbalife Distributors. In that way, they may seek to 
build and maintain their own downline sales organizations. 
They are not paid anything for sponsoring new Distributors, 
They are paid solely based on product sales to their downline 
Distributors for their own consumption or for retail to others. 
This multilevel compensation opportunity is detailed in 
Herbalife's Sales & Marketing Plan, which is available to all 
Distributors online at www.Mvherbalife.com.


(1) Based on a Disiribuiot research survey conducteri in the USA h>' Lieberman Research Worldwide, January 2013. with a maryin oi error ot i/-3.7%. 
(21 90 days on the return of the HMP and one year on (he return of ,'esalablrj inventory, upon leaving me business.


For potential Distributors to make an informed decision, 
we offer the following chart to show the different ranges 
of average gross compensation that Herbalife pays to its 
Distributors. The figures below do not include any retail 
/ wholesale profit that a Distributor makes from selling 
Herbalife's products to others nor do these figures include 
expenses incurred by a Distributor in the operation or 
promotion of his or her business. Such business expenses 
can vary widely. They might include advertising or promotional 
expenses, product samples, training, rent, travel, telephone 
and Internet costs, and miscellaneous expenses. The 
compensation received by the Distributors in this chart is 
not necessarily representative of the gross compensation, if 
any, that any particular Distributor will receive. These figures 
should not be considered as guarantees or projections of your 
actual gross compensation or profits. Success with Herbalife 
results only from successful product sales efforts, which 
require hard work, diligence and leadership. Your success 
will depend upon how effectively you exercise these qualities.


The compensation chart below indicates that 7,558 
Distributors (89%) received no payments from Herbalife 
during 2012. However, this chart does not include amounts 
earned by Distributors on their sales of Herbalife® products 
to others.


Additionally, this chart does not include the benefit to 
Distributors buying Herbalife® products at a preferred price 
for their consumption and that of their,families. Based on the 
company's survey, 73%(1) of individuals became Distributors 
primarily for this benefit.
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Single-Level Distributors (No Downline)
-r ‘ ^ ■ •’ •' ‘ - ‘


Economic Oppbiiunity ■ - Oistributora* -


jiumber . . ■.% '


• Wholesale price on product purchases
• Retail profit on sales lo non-Distributors


6.249 73.6%


Economic ppportunity ; .. Oistribijlors .
■iNumber' %


• Wholesale price on product purchases
• Retail protil on sales lo non-Distributors t.364 16.1%


• Wholesale profit on sales to anclher Distributor


The economic rewards for single-level Distributors are the wholesale pricing received on products lor consumption by the 
Distributor and his or her family as well as the opportunity to retail product to non-Distributors. Neither of these rewards are 
payments made by the company and tlierefore are excluded from this schedule


Non-Sales Leaders** With a Downline


In addilion to the economic rewards of the single-level Distributors above, which are not included in this chart, certain non- 
sales leader Distributors with a downlihe may be eligible for payments from Herbatite on downline product purchases made 
directly with Herbalife.


55 of fhe 194 eligible Disbibutors earned such payments in 2012. 
The average lolal payments to the 55 Distributors was (USD)103.


Sales Leaders** With a Downline


Ecpnomlc Opportunity


• Wholesale price on product purchases
• Retail profil on sales to non-DisItibulors
• Wholesale protil on sales to another Oislributor
• Multilevel compensation on downline sales


• Royalties
• Bonuses


• Distributors


Number ■ ’ •%


879 10.4%


All Sales Leaders with a Downline


Average Payments Number of % of Total Average Gross
from Herbalife (USD) Distributors Grouping Payments (USD)


>250.000 3 0.3% 417,551
100,001-250.000 2 0.2% 111,383
50,001-100.000 11 1.3% 76,056
25.001-50,000 15 1.7% 37,116
10,001-25,000 36 4.1% 15,149
5.001-10,000 51 5.8% 6,869
1,001-5,000 182 20.7% 2,172


1-1.000 470 53.5% 339
0 109 12.4% 0


Total 879 100.0% 4,913


This chart does not include 
amounts earned by Distributors on 
their sales of Herbalife* products 
to others.


'26*1 o1 the 6.2-J9 single-level OistriDutofs are sales lettJets witfiout a oov/ntno,
’■&iles leaoeis ate Disiribuiors ihsi achieved the level ol SuDwvisor ck higner. See Details on Hemalile's Soles & Marketing Plan at vA-Av.MvheiDaMe.com.


58.0% of all sales leaders as of February 1, 2011, requalified by February 1, 2012 (including 44,7% of first time sales leaders).


The majority of those Distributors who earned in excess of (USD)IOO.OOO in 2012 had reached the level of Herbalife's 
President's Team. During 2012, 2 Puerto Rican Distributors joined the level of President's Team. They averaged four years 
as an Herbalife Distributor before reaching President's Team, with the longest being four years and the shortest being less 
than four years.


Rev. 04/25/13
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Qualifications by Team Level
Following is an easy-to-understand graph of qualifications for each team level. 
Qualifications Waiting and Earning Periods


Team
Achieve required Royalty 
Points each month for 3 


consecutive months
Waiting Period Earning Period


Global Expansion Team (GET) 1,000 None 12 months from Fully Qualified/Requalified Date


Millionaire Team (MILL) 4,000 1 2 months 12 months after waiting period is complete


President's Team (PRES) 10,000 [ 3 months 12 months after waiting period is complete


PRES 20K (20K) 20,000 ‘1 3 months 12 months after waiting period is complete


PRES 30K (30K) 30,000 3 months 12 months after waiting period is complete


PRES 50K (50K) 50,000 i 3 months 12 months after waiting period is complete


Production Bonus Earning % Requirements
Once you have qualified and/or requalified for a particular TAB Team earning % level, the following must 
be achieved in each of the earning months to receive a TAB Team Production Bonus ("PB" on the following 
table) during your earning period:


Max Earning 
% Level


Total
Volume
Points


Required


Royalty Points 
Required for 


Max 2%
TAB Team PB


Royalty Points 
Required for 


Max 4%
TAB Team PB


Royalty Points 
Required for 


Max 6%
TAB Team PB


Royalty Points 
Required for 


Max 6.5% 
TAB Team PB


Royalty Points 
Required for 
Max 6.75% 


TAB Team PB


Royalty Points 
Required for 


Max 7%
TAB Team PB


2% 5,000 1,000


4% 3,000 1,000 4,000


6% 2,500 1,000 4,000 10,000


6.5% 2.500 1,000 4,000 10,000 20,000


6.75% 2.500 1,000 4,000 10,000 20,000 30,000


7% 2,500 1,000 4,000 10,000 20,000 30,000 50,000


CONFIDENTIAL HLF 000073







TAB TEAM PRODUCTION BONUS 
PAYOUT GUIDELINES


To help you better understand the TAB Team Production Bonus Payout, we've put together the following guidelines.


• When a TAB Team member in your downline earns a TAB Team Production Bonus at a lower % level than you, you will earn 
the % difference on their downline. For example, if you earn a TAB Team Production Bonus at the 6% level and your downline 
TAB Team member earns a TAB Team Production Bonus at the 2% level, you will earn 6% on that TAB Team member and 
the remaining 4% TAB Team Production Bonus on their downline organization down to the next TAB Team Production Bonus 
earning member. Your TAB Team Production Bonus earnings below those downline TAB Team earners will depend upon the 
earning % of each TAB Team member.


• When a downline TAB Team member earns a TAB Team Production Bonus at the same % level as you, you will earn on that 
TAB Team member, but you will be unable to earn a TAB Team Production Bonus on their downline.


• When a downline TAB Team member earns a TAB Team Production Bonus at a higher level than you, you will be unable to 
earn a TAB Team Production Bonus on that downline and their organization.


• Remember, to be eligible to receive the TAB Team Production Bonus, your completed TAB Team Production Bonus 
Acknowledgment Form must have been accepted and approved by Flerbalife, and all other terms and conditions must be met.


Production Bonus Eligibility Period Examples
Qualification Period Global Expansion Team (GET)


JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC JAN FEB MAR APR MAY JUN
1,000


Royalty
Points


1,000
Royalty
Points


1,000
Royalty
Points


Eligible to earn 2% TAB Team PB from April to March


Requalification Period from April to March


Qualification Period Millionaire Team
JAN FEB MAR APR MAY JUN JUL AUG SEP OCT 1 NOV DEC JAN FEB MAR APR MAY JUN


4,000
Royalty
Points


4,000
Royalty
Points


4,000
Royalty
Points


VVaiting
Period Eligible to earn 4% TAB Team PB from June to May


Requalification Period from April to March


Qualification Period President's Team
JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC JAN FEB MAR APR MAY JUN


10K, 20K, 30K, 50K 
Royalty Points


X 3 months


Waiting Period Eligible to earn 6% TAB Team PB from July to June


Requalification Period from April to March


Production Bonus Requalification
To continue earning your TAB Team Production Bonus, you need to requalify at your team level or above. Here's how you do 
just that:


Requalification


To remain at your earning level, simply achieve three consecutive months of Royalty Point requirements (same as original 
qualification) every year during your requalification period.


Please note: When you qualify for any Team status, you retain that status regardless of your TAB Team Production Bonus 
earning % level (unless you achieve a higher TAB Team status or are demoted as a Supervisor).


If you don't requalify for any TAB Team Production Bonus earning ‘‘/o level during your last requalification period and later qualify 
for the same level, you will need to observe the waiting period before you start earning at that level.


Requalification Period
To allow you ample time to requalify and continue to earn your TAB Team Production Bonus, you have a 12-month time frame 
from your last Team qualification/requalification date.
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GLOSSARY OF TERMS


The following terms are used throughout this text. Some have 
specific Herbalife connotations, so please become familiar 
with them and make them a part of your vocabulary as quickly 
as possible.


Blocking: As a Production Bonus earner, when you have a 
Production Bonus earner below you earning at a higher 
Production Bonus earning percentage, you will be 
"blocked" from earning on that Production Bonus earner 
as well as their downline organization.


Commission: The difference between the discounted price 
paid by the Sponsor and the price paid by the downline 
Distributor. It is also known as Wholesale Profit. 


Customer: Anyone who is not an Herbalife Distributor who 
purchases Herbalife products at retail price.


Cut Off: As a Production Bonus earner, when you have a 
downline Production Bonus earner earning an equal 
Production Bonus earning percentage, you will be able to 
earn your eligible Production Bonus percentage on volume 
down to and including that person, but will be "cut off" 
from earning a Production Bonus on any lineage below 
that person. When you have a downline Production 
Bonus earner earning at a lower Production Bonus earning 
percentage than you are. you will earn your full Production 
Bonus percentage down to and including the volume of 
that Production Bonus earner and earn the percentage 
difference on their downline below. For example, if your 
Production Bonus earning percentage is 6% and the 
Production Bonus earning percentage of the person 
downline is 4%. you'll earn 6% on volume down to and 
including the volume of that person and 2% (6% to 4%) 
on the volume down to the next Production Bonus earner. 


Downline Organization: All Distributors personally 
sponsored by you as well as all other persons sponsored 
by them.


Earn Base: Base amount assigned to a product on which 
earnings are calculated.


First-Level Distributor: All Distributors you personally 
sponsor are considered your First Level.


Fully Qualified Supervisor: A Distributor who has met all 
the requirements for Supervisor qualification and is now 
entitled to all Supervisor privileges.


HAP Distributor: A Distributor who activates the regular 
monthly automatic ordering procedure called Herbalife 
Advantage Program (HAP). The HAP Program is not 
available for the residents of Puerto Rico.


Lineage: All Distributors who are part of one organization as 
a result of sponsoring or being sponsored.


CONFIDENTIAL


Distributor: Anyone who purchases an official Herbalife 
Member Pack (HMP) and submits to Herbalife a valid 
and complete Application for Distributorship and whose 
application has been accepted by Herbalife.


Distributor Discount Scale: An earned discount of 
35% to 50% which is allowed after reaching specified 
sales goals.


Production Bonus: A bonus of 2%, 4%, or 6% to 
7% on downline Organizational Volume earned by 
eligible members of the TAB Team who meet certain 
requirements.


Profit, Retail: The difference between the discounted 
product price paid by a Distributor and the retail price 
paid by a customer.


Profit, Wholesale: The difference between the discounted 
price paid by the Sponsor and the price paid by the 
downline Distributors. Also known as Commission.


Qualified Producer: A Distributor who accumulates 2,500 
personally purchased Volume Points within 1 to 3 months 
and is entitled to purchase at a 42% discount and earn 
split commissions. This status can be reached by utilizing 
up to 1,000 Downline Volume Points, with the remaining 
1,500 as Personally Purchased Volume.


Qualifying Month: The month in which a Distributor 
achieves the required volume for Supervisor qualification.


Qualifying Supervisor: A Distributor who has achieved 
the required Volume Points toward Supervisor 
Qualification in their qualifying month. Assuming that 
all qualifications are met, they will be recognized as a 
Fully Qualified Supervisor on the first of the following 
month. A Qualifying Supervisor is eligible to purchase 
from Herbalife at a temporary 50% discount.


Royalty Qverride: A payment ranging from 1% to 5% made 
to Fully Qualified Supervisors on the Monthly Volume of 
their three levels of active downline Supervisors.


Royalty Points: Used for qualification purposes, this is the 
sum of a Supervisor's Qrganizational Volume times their 
royalty earnings percentage.


Royalty Roll-Ups: Herbalife pays Supervisors the full 
5% for each of three active downline Supervisor levels. 
Royalty Roll-Ups are paid to the appropriate upline 
Supervisor(s) when a downline Supervisor earns less 
than the maximum 5% Royalty Qverride payout per level. 
In these instances, the difference between 5% and the 
Supervisor's earning percentage (1% to 4%) results in the 
Royalty Roll-Ups.


Senior Consultant: A Distributor who has qualified to 
purchase at 35% to 42% discount.
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Split Commission: The commission earned from a 
downline Distributor purchasing at less than 42% 
discount. A commission of 7% or 17% is first paid to the 
first upline Qualified Producer and the remaining 8% is 
paid to the first upline Fully Qualified Supervisor.


Sponsor: A Distributor who brings another individual into 
Flerbalife as a Distributor.


Success Builder: A Distributor who places an order of 
1,000 Volume Points at 42% discount.


Supervisor's Personal Organization: Includes all 
Distributors in the Supervisor's downline who are at 
Distributor, Senior Consultant, Success Builder, Qualified 
Producer and Qualifying Supervisor levels,


TAB Team Member: A Distributor who has met all the 
requirements for GET, Millionaire Team or President's 
Team membership.


10 Retail Customers Rule: A Distributor must ma.ke sales 
to at least 10 separate retail customers each month to 
qualify and receive Royalty Qverrides and Production 
Bonus.


The 70% Rule: In any given month, a Distributor must sell 
to retail customers, and/or sell at wholesale to downline 
Distributors, at least 70% of the total value of Herbalife 
products they hold for resale, in order to qualify for TAB 
Team and to earn and receive Royalty Qverrides and 
Production Bonus for that month's business.


Upline Organization: Your Sponsor and their Sponsor and 
their Sponsor's Sponsor, and so on.


Volume, Downline: As a non-Supervisor, Downline Volume 
is based on volume which is placed by your downline 
Distributors directly from Flerbalife ordering between 
25% to 42% discount.


Volume, Encumbered: All volume produced by anyone 
in your personal organization who has achieved 2,500 
Volume Points or more in one Volume Month. This is 
volume being used by them for Supervisor qualification 
purposes.


Volume, Group: Qrders purchased at a temporary 50% 
discount, by Qualifying Supervisor(s) in a Supervisor's 
personal organization.


Volume, Matching: The Total Volume a sponsoring 
Supervisor must have in a given month to equal or e.xceed 
the volume achieved by their downline Distributor(s) who 
are qualifying for Supervisor.


Volume, Organizational: The volume on which a 
Supervisor is paid a Royalty Qverride.


Volume, Personal: The volume from orders purchased 
by you as a Fully Qualified Supervisor and all others in 
your downline organization, excluding any 50% orders by 
Qualifying Supervisors and Qualified Supervisors.


Volume, Personally Purchased: The volume from 
orders purchased directly from Flerbalife using your 
Flerbalife Identification Number.


Volume, Total: The combined total of Personal Volume plus 
Group Volume.


Volume, Unencumbered: All volume produced by anyone 
in your personal organization who has achieved less than 
2,500 Volume Points in one Volume Month, and all your 
own Personal Volume. Volume that is not used by anyone 
else for Supervisor qualification purposes.


Volume Point: A point value assigned to each Flerbalife 
product that is equal in all countries. Volume Points are 
used for qualification and bonuses.
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THE HERBALIFE 
SATISFACTION GUARANTEE


Herbalife guarantees the quality of any product which 
carries the Herbalife name and certifies that the products 
manufactured for it meet high standards of freshness and 
purity for customer use.


We are confident that our consumers will find our products 
satisfactory in every way. However, if for any reason, a retail 
customer is not completely satisfied with any Herbalife 
product purchased from an Herbalife Distributor, the customer 
may request a refund from the Distributor within 30 days from 
the date the customer receives the product. The customer will 
be instructed to return the unused portion of the product, or 
the original product labels, or the empty product containers, 
along with a copy of the retail receipt/copy of the Retail Order 
Form, to the Distributor from whom the customer purchased 
the product. The Distributor must offer the customer a full 
credit toward the purchase of other Herbalife products or a 
full refund of the purchase price.


Similarly, subject to certain conditions. Distributors who 
purchase a product for their own consumption and who are 
not satisfied with the product, may return it within 30 days 
(from the date they received the product) in exchange for 
other product. To initiate the exchange, contact the Refunds 
& Repurchase Department at 310^10-9600 extension 43132 
for a "Return Authorization Number."


Distributor Must Honor Guarantee
Herbalife's Satisfaction Guarantee is limited only by the terms 
of certain specific warranties attached to or packaged with 
certain products and does not apply to any product intentionally 
damaged or misused. If the retail customer is not satisfied, 
the Distributor must honor the product guarantee quickly and 
courteously, according to the instructions that follow.


A Distributor is required to fully complete and provide an 
official Herbalife Retail Order Form with each retail sale made. 
It is important for the customer to know how to reach the 
Distributor for more products, questions, etc. The Distributor 
must maintain a copy of the Retail Order Form for their 
records so they can properly follow up with their customer.


If, however, a customer requests a refund, then the Distributor 
must complete a Request for Refund Form, a copy of which 
is included in the "Sample Forms" section of this book. The 
Distributor is to calculate the amount of the customer's refund 
or credit due, have the customer sign the Refund Form, and 
immediately pay the refund to the customer or apply their 
credit to other products.


The Distributor may then submit the Request for Refund 
Form, a copy of the customer's original Retail Order Form, 
along with the unused portion of the product, or the original 
product labels, or the empty product containers to Herbalife 
within 30 days of making the refund to the customer. 
Herbalife will exchange the returned product with the identical 
replacement product for the Distributor as soon as all the 
required documentation has been received. In the case of a 
Distributor returning product, there may be additional inquiry 
to ensure that the reason for the return is the Distributor's 
dissatisfaction as a consumer of the products returned.
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ORDERING PROCEDURES


This section of the Career Book is designed to acquaint you 
with Herbalife's administration policies, which ensure the 
smooth flow of daily business activity.


Every profitable enterprise establishes clear guidelines for the 
conduct of its own business. The rules provide the parameters 
within which the business operates freely. Many of the rules 
relating to the conduct of business are applied externally, 
by government, regulatory bodies, consumer legislation, or 
industry codes and practices. In addition to the rules governing 
companies in the United States, other countries and the 
direct-selling industry, Herbalife has developed a set of rules 
for the conduct of an Herbalife Distributorship, to ensure the 
maximum fairness and protection for all Distributors.


These rules provide consistency, security, integrity and 
honesty, enabling the Company, Distributors and the public 
to enjoy total confidence in the system and respect for 
our industry.


Please read and become familiar with these policies 
and procedures.


Ordering Procedures
To place your orders via phone, mail or email, or to place and 
pick up your orders in person, please contact Herbalife at 
866-866-4744. For TTY assistance please contact 800-503-6180.


Important OrderingTips


As soon as you have become a Distributor, you may purchase 
from your Sponsor, your first upline Supervisor, or directly 
from Herbalife.


Once you qualify as an Herbalife Supervisor, you must 
always purchase directly from Herbalife. There are several 
convenient methods you may use to place an order directly 
with Herbalife: telephone, mail or in person at an Herbalife 
Sales or Distribution Center. All orders will be shipped on 
the next business day, whenever possible, if all moneys 
have cleared. Please remember that our ordering process 
is computerized, so once you complete your order it cannot 
be adjusted or altered in any way. Therefore, no matter what 
method you choose to place your order, it is important that 
you prepare your order in advance to ensure accurate and 
speedy processing.


All orders must be paid in full, confirmed and processed 
for Herbalife to release the order. Please always have the 
following information readily available.
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• Prepare your order in advance to ensure accurate and 
speedy processing.


• Clearly indicate order month,


• Have your Herbalife Identification Number ready.


• Have the name and Identification Number of your Sponsor 
and upline Fully Qualified Supervisor (FQS).


• Have shipping method and shipping address, recipient's 
name and corresponding telephone number (if applicable).


• Provide the appropriate discount percentage.


• Provide method of payment and appropriate details (i.e., 
credit card number, expiration date, Automatic Payment 
System [APS] PIN number, etc.).


• All calculations - prices, discounts, Volume Points, and ta.xes 
of the city/county/state to which you are shipping. (Please 
have the correct ZIP code available.) Refer to the latest U.S. 
price list on MvHerbalife.com.


• Provide the stock number(s), description and quantity of the 
item(s) you are ordering.


• Complete all calculations and totals.


Mail Orders
All orders must be completely filled out, with appropriate 
payment included. Herbalife sells in individual units, only as 
specified on the order form.


Depending on the method of mail, you should address your 
orders as follows:


VIA REGULAR MAIL
Herbalife International of America, Inc.
Ann: Sales Order Department 
RO. Box 80210 
Los Angeles, CA 90080-0210 
United States of America


VIA EXPRESS MAIL (e.g., Federal Express) 
Herbalife International of America, Inc.
Attn: Sales Order Department 
950 West 190th Street 
Torrance, CA 90502-1001 
United States of America


To assure correct and prompt processing of your orders, 
make sure they are correctly and completely filled out, with 
an acceptable form of payment attached.
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Telephone Orders


To place your telephone orders, please call the Sales Order 
Department toll-free at 866-866-4744 between the hours of: 
Monday-Friday: 9:00 a.m.-6:00 p.m. (PT)


Saturday: 6:00 a.m.-2:00 p.m. (PT)
EOM: 9:00a.m.-12:00a.m. (PT)
Holidays: 9:00 a.m.-2:00 p.m. (PT) or Closed
Closed Sunday


TTY Assistance


TTY Users: 800-503-6180
Monday-Friday:


Closed Saturday and Sunday
9:00 a.m.-6:00 p.m. (PT)


After payment has cleared, your order will be transmitted.


Acceptable methods of telephone payment are:


• Major Credit Cards (Visa, MasterCard, American Express 
and Discover).


• Automatic Payment System (APS); approved applications 
must be on file at the World Home Office (must have 4-digit 
code). Contact the Sales Order Department for an APS 
Application.


• Wire Transfers must be bank-to-bank transactions.


Upon payment clearance, your order will be transmitted to the 
Distribution Center for shipment.


All telephone orders must be placed and fully paid by the close 
of business day on the designated "End of Month" (EOM) 
day. Please have your order ready before calling the Sales 
Order Department.


Walk-In Orders


If you are located near Los Angeles, Riverside or Tracy, CA; 
Memphis,TN; Dallas or Houston, TX; Phoenix, AZ: Chicago, IL; 
or Bronx or Brooklyn, NY, the fastest way to receive product(s) 
is to place, pay for and pick up your order in person at one 
of our Sales or Distribution Centers. The addresses of our 
U.S. Sales and Distribution Centers are listed below for your 
reference:


Los Angeles Distribution Center (LADC)


18431 S. Wilmington Avenue 
Carson, CA 90746 
Telephone: 310-952-0100
Monday-Friday: 9:00 a.m.-7:00 p.m. (PT)


Saturday: 9:00 a.m.-5:00 p.m. (PT)
Closed Sunday
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Memphis Distribution Center 
5025 Crumpler Road 
Memphis, TN 38141 
Telephone: 901-795-5056
Monday-Friday: 8:00 a.m.-7:00 p.m. (CT)
Closed Saturday and Sunday


Dallas Sales Center 
8105 North Beltline Road, Suite 100 
Irving, TX 75063 
Telephone: 214-441-3333


Monday-Friday: 10:00 a.m.-7:00 p.m. (CT)
Saturday: 10:00 a.m.-3:00 p.m. (CT)


Closed Sunday


Phoenix Sales Center 
1606 E. University Dr., Suite 109 
Phoenix, AZ 85034 
Telephone: 602-358-2066 
Monday-Friday:


Saturday:


Closed Sunday


10:00 a.m.-7:00 p.m. (PT) 
10:00 a.m.-3:00 p.m. (PT)


Jamaica-Kingston Pick-Up Center 
S.K. D.R Company Ltd.


18 Hillcrest Ave.
Kingston, Jamaica 
Hours for Pick-up Only
Monday-Thursday: 8:30 a.m.-5:00 p.m.
Friday: 8:30 a.m.-4:30 p.m.


1st Saturday after the 5th of the Month:


9:00 a.m.-12:00 p.m.
(Jamaica Local Time)


Discovery Bay Pick-up Center 
PO. Box 160 Discovery Bay 
St. Ann, Jamaica 
Hours for Pick-up Only 
Monday-Friday:


(Jamaica Local Time)


9:t)0 a.m.-5:00 p.m.


Puerto Rico Sales Center


Ave. Jose Tony Santana 
Besthree Building Lot C 
LMM Airport (Cargo Area) 
Carolina, PR. 00979-1547 
USA
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Chicago Quick Response Center 
200 Howard Avenue, Suite 232 
Des Plaines, IL 60018-5910 
Telephone: 847-298-9533
Monday, Wednesday and Friday:10:00 a.m,-6:00 p.m. (CT) 
Tuesday and Thursday: 12:00 p,m,-8:00 p.m. (CT)
Saturday: 10:00 a.m.-3:00 p.m. (CT)
Closed Sunday


Bronx Quick Response Center 
2359 Hollers Avenue 
Bronx, NY 10475 
Telephone: 718-708-7020
Monday, Wednesday and Friday: 10:00 a.m.-6:00 p,m. (ET) 
Tuesday and Thursday: 12:00 p.m.-8:00 p.m. (ET)
Saturday: 10:00 a.m.-3:00 p.m. (ET)
Closed Sunday


Tracy Quick Response Center 
470 West Larch Road, Suite 10 
Tracy, CA 95304 
Telephone: 209-832-4110
Monday and Wednesday: 12:00 p.m.-8:00 p.m. (PT)
Tuesday, Thursday and Friday: 10:00 a,m.-6:00 p.m. (PT)
Saturday: 10:00 a.m.-3:00 p.m. (PT)
Closed Sunday


Houston Quick Response Center 
4702 N. Sam Houston Pkwy. W., Suite 130 
Houston, TX 77086 
Telephone: 281-895-8193
Monday, Wednesday and Friday: 10:00 a.m.-6:00 p,m, (CT) 
Tuesday and Thursday: 12:00 p.m,-8:00 p,m. (CT)
Saturday: 10:00 a.m.-3:00 p.m. (CT)
Closed Sunday


Riverside Quick Response Center 
7560 Jurupa Avenue 
Riverside, CA 92504 
Telephone: 951-689-4444
Monday and Wednesday: 12:00 p,m,-8:00 p,m, (PT)
Tuesday, Thursday and Friday: 10:00 a.m,-6:00 p.m. (PT)
Saturday: 10:00 a.m.-3:00 p.m. (PT)
Closed Sunday


Brooklyn Quick Response Center 
919 Flushing Avenue 
Brooklyn, NY 11206 
Telephone: 718-381-9610
Monday, Wednesday and Friday: 10:00 a.m.-6:00 p.m. (ET) 
Tuesday, Thursday: 12:00 p.m.-8:00 p.m. (ET)
Saturday: 10:00 a.m.-3:00 p.m. (ET)
Closed Sunday
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San Jose Quick Response Center 
1430Tully Road, Suite 417 
San Jose, CA 95122 
Telephone: 408-280-0444 
Fax: 408-724-8380
Monday, Wednesday: 12:00 p.m.-8:00 p.m. (PT)
Tuesday, Thursday, Friday: 10:00 a.m,-6:00 p.m. (PT)


Saturday: 10:00 a.m.-3:00 p.m. (PT)
Closed Sunday


All walk-in orders must be placed and fully paid by the close 
of business day at the respective Sales or Distribution Center 
on the designated EOM day. Please have your order ready 
before handing it to a Sales Order Representative. You must 
have your Herbalife Distributor ID number, photo ID and order 
number with you when you pick up your order.
Cashier's checks, money orders, most major credit cards, 
wire transfers or cash are the acceptable terms for purchasing 
products and other materials through the Herbalife Sales or 
Distribution Centers.


Payment Policy
Please note that all orders must be paid in full, processed 
and accepted for Herbalife to ship and release the order. 
The following are acceptable methods of payment:


Personal Checks
Those who become Supervisors and who have been fully 
qualified for 30 days may use (in addition to the previously 
listed methods of payment) personal checks to purchase 
products. A check-writing policy of $5,000 in one day is the 
maximum amount allowed. Any order in excess of this amount 
must be paid for by one of the methods previously noted.


Guaranteed Checks
Cashier's checks, traveler's checks and money orders, which 
must be made out to Herbalife International of America, Inc., 
and must be in U.S. dollars only. Guaranteed checks may be 
used for mail and walk-in orders only.


Most Major Credit Cards
Visa, MasterCard, American Express (dollar amount is at 
Amex's discretion, mostly under $200.00) and Discover. The 
credit card must be in the name of the purchaser. Credit cards 
may be used for telephone, mail and walk-in orders.


Cash


U.S. dollars only. Cash may be used for walk-in orders only. 
Please do not mail cash!


Automatic Payment System (APS)
To speed up and simplify the processing of your telephone 
order. Supervisors who have been fully qualified for 30 days 
may authorize Herbalife to deduct the exact amount from their 
bank or other financial institution as payment for their order.
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WireTransfers


• Distributors may purchase products from Herbalife by 
bank-to-bank transaction.


• Wire transfers must be initiated by the designated 
End of Month (EOM) day, and must be received no later 
than the 5th of the following month (regardless of what day 
the actual EOM falls on).


• You must reference your Herbalife ID Number and order 
number with your transfer.


• If you wish to use this method, contact Herbalife's Sales 
Order Department for the correct procedure.


• Wire transfer orders will be shipped when the correct 
payment is received by Herbalife.


Shipping Procedures


All orders will be shipped on the next business day, whenever 
possible, if all moneys have cleared. You must indicate the 
method of shipment as applicable (e.g., air, FedEx, motor 
freight, etc.) on each order.


Selecting the right method of shipment for your order is an 
important decision. You will want to keep the freight cost as 
low as possible and at the same time, get the best results in 
terms of service. The decision must be based on distance, 
weight and size of the order, and how rapidly you want it 
delivered. You should call the various freight carriers in your 
area for rates and service details. However, here is some 
general information on how they work:


Federal Express (FedEx) Home Delivery


Federal Express home delivery is our standard ground carrier.
This may be one of your best options for shipping.


Things to Remember:
• FedEx Home Delivery takes typically three to five (3 


to 5) working days Tuesday to Saturday for delivery. It is 
recommended that someone be available at the "ShipTo" 
address to accept the shipment. (You may desire to address 
your shipment to your neighbor, friend, relative, etc.)


• Herbalife allows a maximum weight of 48 pounds per box.


• When your shipment consists of several boxes, they may 
not all be delivered at the same time. (If this happens, 
simply allow two [2) additional days for the balance of the 
shipment to be delivered.)


All orders to be shipped via FedEx are shipped from the 
Los Angeles and Memphis Distribution Centers on a freight 
prepaid basis. When you request FedEx as the method 
of shipment on an order, your delivery and freight will be 
calculated as indicated in the following ground chart.


FedEx Home Delivery
Rate times (X) ■ Retail Value |
4.25% $1,000 and Up
'fl:75% . $700 - $999.99 . |
5.25% $400 - $699.99
5.75% • $125-$399.99 1
$7.50 Minimum $0-$124.99


Examples:


A) $400 retail value x 5.25% = $21.00 freight cost
B) $130 retail value x 5.75% = $7.48 freight cost


C) $124.99 retail value - add $7.50 minimum freight cost 
Please be sure to include the shipping costs in your payment 
to avoid any delay in processing and shipping your order.


FedEx'2 arid 1 Day Delivefy


FedEx - 2 Day 7.75% - $11 minimum
fedEx -1 Day 11.75% - $19 minimum


Motor-Freight Carrier


When your order weight exceeds 100 pounds, you may want 
to consider a motor-freight carrier. Generally you will pay for a 
minimum of 100 pounds of freight.


Things to Remember:


• All truck shipments are made on a freight-collect basis.


• This service will range from overnight delivery to five (5) or 
more working days, depending on the distance between 
the shipping point and the destination.


• Door-io-door delivery is provided to most locations or, upon 
request, your order may be held at the dock for pickup.


• Generally, the complete shipment is delivered at once.


• If door-to-door is requested, there must be someone 
available at the "ShipTo" address to accept the shipment.


• The heavier the shipment, the lower the freight rate per 
pound. For more detailed information, call your local 
trucking companies.


Air Shipping
Special rates are available for almost any shipment size, 
but when your order weighs over 200 pounds, it may be 
to your advantage to consider the delivery time and the 
possible cost savings. The airfreight industry is becoming 
very cost competitive with ground-freight transportation. 
Convenient special freight-cost programs are available through 
most airlines. For example, E and EH Disposable Corrugated 
Air Containers can be shipped at special rates, or you can 
take advantage of the special rates of the deferred airfreight 
programs.
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Things to Remember:
• All air shipments are made on a freight-collect basis.


• Airfreight offers the fastest means of transportation.


• They offer call-upon-arrival service.


• Your order can be delivered to your door.
(This requires an additional charge, and someone must be 
available to accept the shipment.)


• Shipments may be held at the airport terminal for pickup.


• Weekend service is available at most major airports.


• Air containers have special rates. (When using this method, 
remember that the total cubic footage cannot be 100% 
utilized due to the variance of product dimensions.)


• Please specify the airport of destination, or the airline will 
ship to the airport closest to the "ShipTo" address.


• There is excellent traceability. For more specific information, 
call the airfreight carriers at the airport(s) closest to you.


Air- andTruck-Freight Insurance 
Herbalife recommends that you insure your air and truck 
shipments at their full discounted value for a small premium. 
Typically the cost of the airfreight insurance is approximately 
40 cents for each S100 declared value. For example, if you are 
a Supervisor placing a S2,000 retail order at a 50% discount, 
you are paying $1,000. If you declare this $1,000 as your 
freight value, your full insurance coverage will cost $4. When 
ordering, indicate in the shipping instructions that you wish to 
have your order "insured at full value." The additional insurance 
amount will be added to your freight charges. Without the 
insurance, you can only collect the amount determined by tbe 
freight company policy. (Flat and per pound rates vary from 
carrier to carrier, but tend to be in the area of 50 cents to 60 
cents per pound.)


When Receiving Your Shipment
All Flerbalife®products are in perfect condition when the' 
carrier takes possession of the shipments at our Distribution 
Center loading docks. Upon receipt of your package, here are 
some things to remember:


• Your signature means that you have received your shipment 
in a satisfactory manner (unless otherwise specified),


• Determine the number of boxes your shipment includes, 
either by the packing slip or by the number of boxes marked 
on top of each box (e.g., 1 of 3, 2 of 3, etc.).


• Only sign "Received" for the number of boxes actually 
received.


• Check your shipment for obvious outside damages. (Even 
though there is no apparent damage on the outside of a box, 
some damage may have occurred inside.) See "Shipping
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Inquiries and Claims" below.


• Note any damages and/or box shortages on the carrier’s 
delivery documents. (FedEx may not deliver all boxes the 
same day.)


Shipping Inquiries and Claims
For any specific inquiry or problem associated with a panicular 
shipment (damaged and lost order claims, etc.) please 
call Herbalife's Order Support Department toll-free at 
866-866-4744.


FedEx Home Delivery Claims
• FedEx lost shipments (complete or partial) must be reported 


to Herbalife International within seven (7) days after the 
estimated time of arrival.


• Any hidden damages found on a FedEx delivery, discovered 
after the FedEx driver has left, must be reported to your 
local FedEx office immediately. FedEx will send a driver 
to pick up the damaged items for inspection. Keep the 
damaged items in the original package as found, including 
all packing material and the master container.


• FedEx will forward a copy of the damage-inspection 
report to the Herbalife Distribution Center that originated 
the shipment.


• The Distribution Center, upon receiving this report, will 
initiate the proper FedEx claim(s) procedures and follow up 
to completion.


• In some instances, FedEx may desire not to send an 
inspector to pick up the damaged items. However, the 
damage report will still be generated, and the same 
procedure as above will take effect. In either case, you will 
be given a control number from FedEx.


Month-End Ordering Guidelines 
General - United States


The Herbalife U.S. Sales Order Department, as well as all 
Herbalife International Sales Order Departments, will be open 
extended business hours on the designated End of Ivlomh 
(EOM): Distribution Centers will be open regular business hours 
that day.


A. Business Hours 
1. Sales Order Department:


English and Spanish Lines
Monday-Friday: 9:00 a.m.-6:00 p.m. (PT)
Saturday: 6:00 a.m.-2:00 p.m. (PT)
EOlVI: 9:00a.m.-12:00a.m. (PT)
Holidays: 9:00 a.m.-2:00 p.m. (PT) or Closed


Closed Sunday


2.TTY Users: 800-503-6180 
Monday-Friday:


Closed Saturday and Sunday


9:00 a.m.-6:00 p.m. (PT)
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3. Los Angeles Distribution Center (LADC):
Monday-Friday:


Saturday:


Closed Sunday


4. Memphis Distribution Center: 
Monday-Friday:


Closed Saturday and Sunday


5. Dallas Sales Center: 
Monday-Friday:


Saturday:


Closed Sunday


6. Phoenix Sales Center: 
Monday-Friday:


Saturday:


Closed Sunday


9:00 a.m.-7:00 p.m. (PT) 
9:00 a.m.-5:00 p.m. (PT)


8:00a.m.-7:00 p.m. (CT)


10:00 a.m.-7;00 p.m. (CT) 
10:00a.m.-3:00p.m. (CT)


10:00a.m.-7:00p.m. (PT) 
10:00 a.m.-3:00 p.m. (PT)


7. Jamaica-Kingston Pick-Up Center:


Monday-Thursday: 8:30 a.m.-5:00 p.m.


Friday: 8:30 a.m.^:30 p.m.


1 St Saturday after the 5lh of the Month:


9:00 a.m.-12:00 p.m.


(Jamaica Local Time)


8. Discovery Bay Pick-up Center: 
Monday-Friday 
(Jamaica Local Time)


9:00 a.m.-5:00 p.m.


9. Chicago Quick Response Center:


Monday, Wednesday and Friday:


10:00 a.m.-6:00 p.m. (CT) 
Tuesday and Thursday: 12:00 p.m.-8:00 p.m. (CT)


Saturday: 10:00 a.m.-3:00 p.m. (CT)


Closed Sunday


10. Bronx Quick Response Center:


Monday, Wednesday and Friday:


10:00 a.m.-6:00 p.m. (ET) 
Tuesday and Thursday: 12:00 p.m.-8:00 p.m. (ET)


Saturday: 10:00 a.m.-3:00 p.m. (ET)


Closed Sunday


11. Tracy Quick Response Center:


Monday and Wednesday: 12:00 p.m.-8:00 p.m. (PT)


Tuesday, Thursday and Friday: 10:00 a.m.-6:00 p.m. (PT)


Saturday: 10:00 a.m.-3:00 p.m. (PT)


Closed Sunday


12. Houston Quick Response Center:


Monday, Wednesday and Friday:


10:00 a.m.-6:00 p.m. (CT) 
Tuesday and Thursday: 12:00 p.m.-8:00 p.m. (CT)


Saturday: 10:00 a.m.-3:00 p.m. (CT)


Closed Sunday
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13. Riverside Quick Response Center:


Monday and Wednesday: 12:00 p.m.-8:00 p.m. (PT)


Tuesday, Thursday and Friday: 10:00 a.m.-6:00 p.m. (PT)


Saturday: 10:00 a.m.-3:00 p.m. (PT)


Closed Sunday


14. Brooklyn Quick Response Center:


Monday, Wednesday and Friday:


10:00 a.m.-6:00 p.m. (ET) 
Tuesday, Thursday: 12:00 p.m.-8:00 p.m. (ET)


Saturday: 10:00 a.m.-3:00 p.m. (ET)


Closed Sunday


15. San Jose Quick Response Center:


Monday, Wednesday: 
Tuesday, Thursday, Friday: 
Saturday:


Closed Sunday


12:00 p.m.-3:00 p.m. (PT) 
10:00 a.m.-6;00 p.m. (PT) 
10:00 a.m.-3:00 p.m. (PT)


B. Business Numbers/Addresses


EWorld Operations Home Office


a. Toll-Free Number (Distributor Relations in English 
and Spanish): 866-866-4744


b. TTY Users: 800-503-6180


c. HAP Order Line: 866-866-4744


d. Mailing Address


Herbalife International of America, Inc.


Sales Order Department 
RO. Bo.x 80210


Los Angeles, CA 90080-0210


e. Express Mail Only


Herbalife International of America, Inc.


Sales Order Department 
950 West 190th Street 
Torrance, CA 90502


2. Los Angeles Distribution Center (LADC)


(Walk-In and Pickup Service)


Herbalife International of America, Inc.


18431 S. Wilmington Avenue


Carson, CA 90746


3. Memphis Distribution Center 
(Walk-In and Pickup Service)


Herbalife International of America, Inc.


5025 Crumpler Road


Memphis, TN 38141


4. Dallas Sales Center 
(Walk-In and Pickup Service)


8105 North Beltline Road, Suite 100 
Irving, TX 75603


5. Phoenix Sales Center 
(Walk-In and Pickup Service)


1606 E. University Dr., Suite ff109 
Phoenix, AZ 85034
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6. Jamaica-Kingston Pick-Up Center 
S.K. D.R Company Ltd.


18 Hillcrest Ave.
Kingston, Jamaica


7. Discovery Bay Pick-up Center 
RO. Box 160 Discovery Bay
St. Ann, Jamaica


8. Chicago Quick Response Center 
(Walk-In and Pickup Service)
200 Howard Avenue, Suite 232 
Des Plaines, IL 60018-5910


9. Bronx Quick Response Center 
(Walk-In and Pickup Service)


2359 Hollers Avenue


Bronx, NY 10475


10. Tracy Quick Response Center 
(Walk-In and Pickup Service)
470 West Larch Road, Suite 10 
Tracy, CA 95304


11. Houston Quick Response Center 
(Walk-In and Pickup Service)
4702 N. Sam Houston Pkwy. W., Suite 130 
Houston, TX 77086


12. Riverside Quick Response Center 
(Walk-In and Pickup Service)


7560 Jurupa Avenue
Riverside, CA 92504


13. Brooklyn Quick Response Center 
(Walk-In and Pickup Service)


919 Flushing Avenue
Brooklyn, NY 11206


For additional information on products, qualifications, Sales 
& Marketing Plan, etc., please contact the Distributor 
Relations Department English and Spanish Lines:


Monday-Friday: 9:00 a.m.-6:00 p.mi. (PT)
EQM: 9:00 a.m.-6:00 p.m. (PT)
Closed Holidays, Saturday and Sunday


End of Month Ordering and Payment Deadlines 
The deadlines specified below are set to ensure accurate 
payment of Royalty Qverrides to each and every Distributor.


• All orders MUST be received on or before the End of Month 
(EQM) day in order to count for that month's Volume. The 
EQM day is absolutely the last day for us to process your 
order in the current month.


• Telephone orders must be placed and fully paid by the end 
of business day on each country's specified EQM day.
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• Mail orders must be postmarked on or before each country's 
specified EQM day and received by Herbalife NO LATER 
than the 5th of the following month. Appropriate payment 
must be included with the order.


• Walk-in orders must be placed and fully paid by close of 
business day on the specified EQM day.


• Wire transfers or postal payments must be initiated 
on or before each country's specified EQM day. These 
transactions must be received by Herbalife no later than 
the 5ih of the following month.


• All payments for all orders placed on the EQM day must be 
processed, accepted and paid in full by the end of that same 
day to count for that month's Volume, no matter what day 
the EQM actually falls on.


• Herbalife shall not be held responsible for monetary 
transfers that are not deposited to our account by the 
specified deadline.


• Distributors are responsible for making whatever 
arrangements necessary to ensure payment is received on 
time and that adequate credit is available to assure approval 
of any credit card purchases. If payment is not received 
by the specified date, the order will count as the following 
month's Volume.


• If the EQM falls into the beginning of the next month, 
causing a dual Volume Month. Distributors are responsible 
for specifying the order month they wish the Volume of the 
order to count toward.


• International orders must be placed on or before the 
shipping country's End of Month date.


Tax Information U.S. Residents Only 
The following notes highlight key points of interest for 
Herbalife Distributors. These notes are not intended to 
cover all aspects of registration or taxation that may affect 
your Distributorship, so we recommend that Distributors 
consult with their own tax or business advisor, or their local, 
state or federal taxation offices.


A. Federal/State IncomeTax and Reporting


1. Income tax laws in the United States, and in various 
states and municipalities within the United States, 
require that individuals with income from businesses 
report such income. Residents and those who are 
citizens of the United States, wherever resident, are 
required to file income tax returns reporting all of their 
income. Nonresidents m.ay also need to report their 
U.S. income. Distributors are solely responsible for 
the proper reporting of their income and payment of 
their ta.xes.
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2. It is important to establish and maintain a proper set of 
books and records for your business. Inexpensive manual 
and computerized systems are available, or you may 
prefer to hire an experienced bookkeeper. Under federal 
law, tax records should be maintained for a minimum 
of three (3) years, but it may be prudent to maintain 
them for a longer period.


3. Federal and state tax laws impose certain reporting 
requirements upon Flerbalife. On or before January 
31 of each year, U.S. Distributors will be sent a Form 
1099 in which they must specify the amount of earnings 
(commissions, overrides, bonuses, etc.) they received 
during the prior calendar year. The form will also note 
whether the Distributor purchased $5,000 or more retail 
value of products. This information is also filed with the 
Internal Revenue Service (IRS), and from there is made 
available to the states.


4. For these reporting reasons, all Distributors in the 
United States and those who are citizens of the United 
States, wherever resident, must provide proper 
taxpayer identification numbers (usually their Social 
Security number or Individual Tax Identification 
Number). It is the Distributor's responsibility to assure 
that the name, legal address and taxpayer identification 
number are properly recorded in the Flerbalife computer 
system and to immediately advise if a correction is 
needed. If such information is not correct, tax laws 
impose a "backup" withholding tax. The tax so withheld 
can be claimed by the Distributor on their individual 
income tax return as a prepayment of tax.


B. NonresidentWithholdingTax
1. All payments of commissions, overrides and bonuses 


resulting from U.S. orders are deemed by the IRS to 
be U.S. source income. As such, payments to upline 
Distributors residing outside the United States are 
subject to U.S. nonresident withholding tax 
(currently 30%).


2. On or before March 15 of each year, Flerbalife will send 
a Form 1042-S to Distributors in which they will report 
the amount of earnings paid and the amount of U.S. tax 
withheld. Depending on the Distributor's situation and 
the laws of the Distributor's resident country, a refund 
from the IRS may be requested or relief from double 
taxation is often available. Affected Distributors are 
encouraged to consult with their tax advisors.


C. State and Local SalesTaxes


1. Many Flerbalife products are taxable under the various 
states' sales tax laws. Distributors are primarily
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responsible for their own sales tax liability and should 
ensure they are in compliance with all applicable sales 
tax laws.


2. Flerbalife has voluntarily registered in many states to 
pre-collect state sales ta.xes on behalf of Distributors and, 
thus, reduce the Distributors' compliance requirements. 
In these instances, sales tax is based on the ultimate 
retail price of products shipped for resale to these states. 
In some states. Distributors may obtain from the state 
and submit to Flerbalife a resale/exemption certificate. 
By doing so, the Distributor retains primary responsibility 
for the collection, reporting and payment of all 
such taxes. For a list of these states, please contact 
the Distributor Relations Department toll-free at 
866-866-4744.


D. Business Licenses and Registrations


Many cities or municipalities within the United States require 
that Distributors register their business when starting their 
business activity. We recommend that U.S. Distributors 
contact their local government offices for information about 
these requirements.


E. Social Security or IndividualTax Identification 
Number and OtherTaxes
All Flerbalife Distributors are independent and as such, are 
responsible for their own Social Security or IndividualTax 
Identification Number, Medicare and other taxes as may apply. 
Advance payments of these taxes may be required. Further 
information is available from the respective tax office or your 
tax advisor.


The information noted above may be modified from time to 
time by the respective authorities. To ascertain your personal 
situation or if you have any questions, we suggest that you 
consult the respective federal, state and local tax offices in 
your area, or your qualified tax advisor.


Tax Information Puerto Rico Residents Only 
The following notes highlight key points of interest for 
Flerbalife Distributors, These notes are not intended to cover 
all aspects of registration or taxation that may affect your 
Distributorship, so we recommend that Distributors consult 
with their own tax or business adviser, or their local, state or 
federal taxation offices.


A. Puerto Rico IncomeTax and Reporting 
1. Income tax laws in Puerto Rico require that individuals with 


income from businesses report such income. Residents of 
Puerto Rico are required to file income tax returns reporting 
all of their income from whatever sources. Moreover, Puerto 
Rico residents who are U.S. citizens may also be required to 
report income from sources outside Puerto Rico at the U.S.
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federal level. Nonresidents of Puerto Rico need to report in 
Puerto Rico their Puerto Rico source income if registered 
in Puerto Rico. Distributors are solely responsible for the 
proper reporting of their income and payment of their taxes.


2. It is important to establish and maintain a proper set of 
books and records for your business. Inexpensive manuals 
and computerized systems are available, or you may prefer 
to hire an experienced bookkeeper. Under Puerto Rico law, 
tax records should be maintained for a minimum of six (6) 
years, but it may be prudent to maintain them for a longer 
period.


3. Puerto Rico tax laws impose certain reporting requirements 
upon Herbalife. On or before February 28 of each year, 
Puerto Rico Distributors will be sent a Form 480.6A; 480.6B 
or 480.6C, as applicable, in which the amount of earnings 
(commissions, overrides, bonuses, etc.) they received 
during the prior calendar year, together with any applicable 
withholding of tax at source made. This information is also 
filed with the Puerto Rico Treasury Department (PRTD).


4. For these reporting reasons, all Distributors in Puerto Rico 
must provide proper taxpayer identification numbers (usually 
their Social Security number or Individual Tax Identification 
Number if the Distributor is not a U.S. citizen or a green card 
holder). It is the Distributor's responsibility to assure that 
the namie, legal address and taxpayer identification number 
are properly recorded in the Flerbalife computer system and 
to immediately advise if a correction is needed.


B. Nonresident WithholdingTax


1. All payments of commissions, overrides and bonuses 
resulting from Puerto Rico orders are deemed by the PRTD 
to be Puerto Rico source income. As such, payments to 
upline Distributors residing outside Puerto Rico are subject 
to nonresident withholding tax of 20% and 29% in the case 
of U.S. residents individuals and other nonresident aliens, 
respectively.


2. On or before February 28 of each year, Herbalife will send 
a Form 480.6a, b or c in which the amount of earnings 
(commissions, overrides, bonuses, etc.) received during the 
prior calendar year, together with the applicable withholding 
of tax at source made will be reported for purposes of 
the Puerto Rico income tax filing of the Distributors. This 
information is also filed with the PRTD. Depending on the • 
Distributor's situation and the laws of the Distributor's 
resident country, a refund from the PRTD may be requested 
or relief from double taxation is often available. Affected 
Distributors are encouraged to consult with their tax 
advisors.
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C. State and Municipal Sales and Use Taxes


1. Many Herbalife products are taxable for Puerto Rico sales 
and use tax (SUT) purposes. Distributors are primarily 
responsible for their own sales tax liability and should 
ensure they are in compliance with all applicable sales tax 
laws.


2. Notwithstanding the above, Herbalife has voluntarily 
registered with the PRTD to pre-collect the SUT on 
behalf of Distributors and, thus, reduce the Distributors' 
compliance requirements. In these instances, SUT is based 
on the ultimate retail price of products shipped for resale to 
Puerto Rico. In some states. Distributors engaged in other 
business activities may still need to register and comply 
with the SUT requirements, despite Herbalife's agreement 
with the PRTD.


D. Business Licenses and Registrations 
Distributors may need to register their business when 
starting their business activity with the Municipality of Puerto 
Rico where such business is carried out. Distributors are 
encouraged to consult with their tax advisors to make this 
determination based on facts and circumstances.


E. Social Security or Individual Tax Identification 
Number and OtherTaxes
All Herbalife Distributors are independent contractors and as 
such, are responsible for their own Social Security, Medicare 
and other taxes as may apply. Advance payments of these 
taxes may be required. Distributors are encouraged to consult 
with their tax advisors.


The information noted above may be modified from time to 
time by the tax authorities. To ascertain your personal situation 
or if you have any questions, we suggest that you consult your 
qualified tax advisors.


Frequently Asked Questions
Do I have to wait for my Distributor Application to 
be processed before placing an order?


It's not necessary to wait for your Application to be processed. 
You are entitled to buy Herbalife products from your Sponsor, 
first upline Fully Qualified Supervisor or the Herbalife Sales 
Order Department (at the applicable discount) utilizing the 
Herbalife ID number on the Registration Card contained in 
your Herbalife Member Pack (HMP).


How do I place an order?


It's easy! You may place orders through your Sponsor, 
upline Supervisor, or Herbalife directly. 'tA/hen you become a 
Supervisor you must purchase directly from Herbalife. It is 
important for you to have certain information prepared prior 
to placing an order directly with Herbalife. You may place
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orders with Herbalife by telephone, mail, by going to one of 
our Distribution Centers {Los Angeles or Memphis) or via our 
online ordering system on MvHerbalife.com.


May I go to the Distribution Center and pick up the 
products myself?
You may either place your order with our Sales Order 
Department and specify that you will pick it up in person, or 
you can simply go to our Los Angeles, Memphis, Dallas or 


, Phoenix Sales and Distribution Centers, place and pay for your 
order there, and pick up the products at the same time.


May I call Herbalife directly with questions?


We're here to assist you in any way possible. We always 
encourage you to first consult your Career Book and to 
work closely with your Sponsor and upline Supervisor, 
since they have a great deal of field experience. 
However, if we may assist you, please call Herbalife's 
Distributor Relations Department toll-free in Los Angeles 
at 866-866-4744.


How quickly will my order be processed and how 
long will it take to reach me?


All orders will be shipped the next business day, whenever 
possible, if payment is received and processed. Shipping 
times vary, of course, depending on the shipping method you 
choose. All orders shipped from our Los Angeles and Memphis 
Distribution Centers via FedEx home delivery service are 
shipped freight prepaid, and will generally arrive within three 
to five (3 to 5) working days. Distributors commonly use 
FedEx when an order weighs under 200 pounds. Express, 
motor carrier and air services are also available on a freight- 
collect basis, in order to provide you with the widest possible 
variety of choices.


Do I have to pay any other charges on top of the 
price of the products?


Orders shipped via FedEx, Herbalife's most popular freight 
service, are shipped freight prepaid. All other freight services 
are shipped freight collect. Taxes are based on the tax rates 
of your shipping destination.


I've heard a lot about the HAP Program.
What is it all about?
HAP stands for Herbalife Advantage Program. HAP is an 
automatic monthly product shipment program, providing 
Distributors with an effortless, flexible and convenient 
method for selecting and automatically shipping the products 
they use the most. HAP also provides Herbalife Distributors 
who activate their HAP orders with exclusive added benefits, 
including free activation no Annual Processing Fee for 
non-Supervisors with active HAP orders for 12 consecutive 
months: 35% to 50% discount; multiple HAP orders - one
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for personal use and one consisting of products for resale; 
additional sales tax savings (on personal use orders only); 
single-unit purchases; automatic, consistent monthly home 
delivery; special promotional offers; flexibility to change your 
HAP order (anytime before HAP deadline): free monthly 
literature and communications: and easy automatic payment 
options. You will find a HAP Distributor Activation and 
Order Form in this book. You may download the form from 
MvHerbalife.com. There also are dedicated HAP Sales Order 
telephone numbers listed in the "Ordering Procedures" 
section of this book. For additional information, please contact 
Herbalife's Distributor Relations Department at 866-866-4744.


How do I retail the products?


Retailing the Herbalife products will be one of the most 
important keys to your success! As Herbalife's founder and 
first Distributor, Mark Hughes always stressed, use the 
products, wear the button and talk to people. You will develop 
your own selling style, which might include talking to your 
Circle of Influence, distributing flyers, conducting surveys and/ 
or participating in seasonal promotions. Your Sponsor has the 
field experience to provide you with the proper training.


Wear the Button


• You become a walking advertisement.


• Wear or use or any Herbalife item that will attract people to 
talk to you - this makes conversation easy.


Talk to People
• When they ask, tell your weight-management success story 


or your income success story.


• Explain the products and business opportunity.


• Explain how they can improve their health and also make 
immediate profits.


• Talk to people you know.


• Talk to everyone.


May I export the products?
Regulations vary from country to country in which we are 
officially open. Each country has its own line or products, 
literature and promotional items specific to each of these 
countries. Distributors may only bring products approved for 
a specific country within that country. Distributors may not 
bring products from one Herbalife country to another, unless 
approved for sale there.


Where can I get more training on the Herbalife 
products and selling methods?
You have a multitude of fantastic choices! Your Sponsor 
and/or upline Supervisor should be able to assist you, and 
we always suggest you contact them first. There are many 
training sessions held throughout the world every year, and
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by clicking on MvHerbalife.com. you can access training and 
business-building tools 24/7, Some of our websites include:


HRrhalife.com


Herbalife’s official website establishes Herbalife as the leading 
weight loss, targeted nutrition and outer nutrition site for 
information, education and retail/business opportunity lead 
captures.


MvHerbalife.com


The primary business management and success resource 
website for Herbalife Distributors - optimizing recruitment, 
retention, retail and community. Login requires Distributor ID 
and PIN Code.


Herha lifeCentral.com
An administrative website dedicated to Herbalife Distributors 
worldwide,


HerhalifeFamilvFoundation.org


This website is dedicated to the Herbalife Family Foundation, 
which helps at-risk children around the world. If prompted for 
a password, please contact the Sales and Communications or 
Distributor Relations Departments.


There is also the Herbalife Broadband Network (HBN), which 
features fast, high-quality audio and video streaming to anyone 
with Internet access, 24 hours a day.


Herbalife Broadband Network (HBN) offers;
• Exciting product launches
• Unbeatable video training from Herbalife's founder 


Mark Hughes
• Live question-and-answer sessions with top Distributors 


and Herbalife's doctors


• Motivation by Jim Rohn, world-renowned business 
speaker


• House-party training


Our Sales and Communications Department also operates 
aTouchfon information service that will keep you updated 
with the latest Herbalife information at a nominal charge. 
For additional information on these and many other business 
tools available, please contact Herbalife's Distributor Relations 
Department toll-free at 866-866-4744.


Once I qualify for earnings, are there any special 
procedures to follow?
Yes, and they are quite simple. In order to receive your 
earnings, as a Fully Qualified Supervisor or TAB Team 
member you must strictly adhere to Herbalife's 10 Retail 
Customers/70% Rule. (Please refer to Rules 18-B and 18-C 
in the "Rules of Conduct" section of this book for complete 
information.)
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Are there any tax issues I should be aware of?


Yes. and they are similar to any business you would 
independently operate. Distributors are solely responsible 
for the proper reporting of their income and payment of their 
taxes. Any questions should be referred to the individual 
Distributor's own tax advisor. (For more information, please 
refer to the "Tax Information" section after the "Ordering 
Procedures" section of this book.)


Rules of Conduct USA IMPORTANT NOTICE!


Following are the answers to some of the most commonly 
asked questions by new Distributors regarding Herbalife's 
Rules of Conduct. Please carefully review the "Rules of 
Conduct" section in this book, which will provide you with 
the full details.These Rules of Conduct have been established 
for your protection. They represent the code of ethics by which 
all Herbalife Distributors must operate.


We encourage you to read and understand them, so you 
are fully aware not only of your own obligations, but also of 
your rights as an Herbalife Distributor. We believe Herbalife'^ 
products and Sales & Marketing Plan are the best in the 
industry. We also believe in our Distributors and in supporting 
them by working together to uphold the highest possible 
ethical standards. We are committed to maintaining the 
integrity of Herbalife, its Sales & Marketing Plan and its global 
distribution network of Distributors.


What are the age requirements for becoming 
a Distributor?


An Applicant must be at least 18 years of age to become an 
Herbalife Distributor and to conduct business in the United 
States. However, a minor who is above the age of 14 may 
submit an Application for a Minor Distributorship, under 
certain conditions. (Please refer to Section 3 in the "Rules of 
Conduct" section for full details.)


May my spouse and I have separate 
Distributorships?


Married couples may have only one Distributorship. Married 
couples wishing to become Distributors together, must 
complete and sign a single Distributor Application, thereby 
having only one Sponsor. It is very important for new 
Distributors to note that an individual may have only one 
Herbalife Distributorship and should never sign more than 
one Distributor Application. (Please refer to Sections No. 4 
and No. 5 in the "Rules of Conduct" section of this book for 
full details.)
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May I submit my Distributor Application in the 
name of a Corporation or Partnership?
The long-term success of Herbalife's Sales & Marketing Plan 
has been based on the entrepreneurial spirit of individuals. In 
order to help protect the integrity of the Sales & Marketing 
Plan, Herbalife only accepts Distributor Applications in the 
name of individuals. (Please refer to Section 6 in the "Rules 
of Conduct" section of this book for full details.)


What is the relationship with my Sponsor?
The relationship between a Distributor and their Sponsor is 
the foundation of Herbalife's Sales & Marketing Plan. Many 
Sponsors spend a significant amount of time locating new 
Distributors, training and working with them over a period of 
time. (Please refer to Section 11 in the "Rules of Conduct" 
section of this book for details regarding the responsibilities 
of a Sponsor.)


May I sell Herbalife products anywhere in the 
world?


As an Herbalife Independent Distributor, you may sponsor 
Distributors, train and build your downline business in any of 
the countries where Herbalife is officially open. Please note. 
Distributors may only sell products approved for a specific 
country within that country. They may not bring products from 
one Herbalife country to another, unless approved for sale. 
Permissible Herbalife business activities vary in each country, 
depending on local laws. Please contact Herbalife's Distributor 
Relations Department for detailed information on a specific 
country's rules. Officially opening a country is an involved and 
complicated process. All countries have rules and regulations 
regarding the manufacture, labeling and sale of products and 
other regulations with which we must comply. Therefore, 
we cannot allow the sale of our products in a country in 
which we are not yet officially open. Additionally, country 
openings will be delayed if government officials find that our 
products are being improperly imported into that country. For 
these reasons, we consider violations of our e,'<port policy 
to be extremely serious. Such violations could result in the 
immediate termination of a Distributorship. (Please refer to 
Section 9 of the "Rules of Conduct" section of this book for 
complete information.)


What is Herbalife's Customer Refund Policy? 
Herbalife®’products have a 30-day money-back guarantee for 
the retail customer, from the time the product is received. 
Distributors must respond quickly and courteously when 
the retail customer requests this guarantee be honored. 
The Distributor may offer the retail customer a choice of a 
full refund of the purchase price or full credit for exchange
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of other Herbalife products, and the Distributor must honor 
the retail customer's choice. (Please refer to page 25 of 
the "Sales & Marketing Plan" section and Section 17 in the 
"Rules of Conduct" section of this book for full details on 
these procedures, policies and rules.)


Does Herbalife have specific policies and rules 
regarding advertising and promotion?
The integrity of Herbalife's Sales & Marketing Plan and 
legalities make it necessary for us to enforce im,oortant rules 
and policies regarding advertising and promotion. We are 
confident that you will find these rules and policies protect 
you and your business as much as they protect Herbalife.


Distributors may produce their own ads or flyers, provided 
they follow all of Herbalife's rules for advertising. It is the 
Distributor's responsibility to ensure they are complying 
with these rules. If you have any questions regarding our 
advertising guidelines, please contact Herbalife's Distributor 
Relations Department. (Additionally, please refer to Sections 
19 through 28 in the "Rules of Conduct" section for full 
details.)


Herbalife Worldwide Offices
Listed on this page are the addresses, phone numbers 
and hours of operation for Herbalife's Worldwide Corporate 
Headquarters, Operations Home Office and U.S. Distribution 
and Sales Centers. Herbalife Distributors may order products 
or literature to be shipped from any of our Worldwide 
Distribution Centers. However, no material can be shipped 
across international boundaries. Please contact your local 
Sales Order Department to place an international order.


For information regarding Herbalife's Distribution Centers 
throughout the world, please refer to the listing on 
MvHerbalife.com. or contact the Distributor Relations 
Department toll-free at 866-866-4744.


If you have any questions or require assistance placing an 
order, please call Herbalife's Sales Order Department or the 
Distribution Center nearest you.


Herbalife International of America, Inc.


Worldwide Corporate Headquarters 
800 West Olympic Boulevard, Suite 406 
Los Angeles, CA 90015, USA 
Main Number: 310-410-9600
Monday-Friday; 8:30 a.m.-5:30 p.m. (PT)


Closed Saturday and Sunday
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Herbalife International of America, Inc. 
Operations Home Office 
950 West 190th Street 
Torrance, CA 90502 
Main Number: 310-410-9600 
Monday-Friday:


Closed Saturday and Sunday


Sales Order Department
Monday-Friday:


8:30 a.m.-5:30 p.m. (PT)


Saturday:
EOM:
Holidays: 
Closed Sunday


9:00 a.m.-6:00 p.m. (PT) 
6:00 a.m.-2:00 p.m. (PT) 


9:00 a.m.-12:00 a.m. (PT) 
9:00 a.m.-2:00 p.m. (PT) or Closed


Sales Order Department: 866-866^744 (All orders)


Distributor Relations Department 
Monday-Friday: 9:00 a.m.-6:00 p.m. (PT)
EOM: 9:00 a.m.-6:00 p.m. (PT)
Closed Holidays, Saturday and Sunday


Distributor Relations: 866-866-4744 
Distributor Relations Fax: 310-258-7019


TTY Assistance
TTY Users: 800-503-6180
Monday-Friday:


Closed Saturday and Sunday
9:00 a.m.-6:00 p.m. (PT)


Los Angeles Distribution Center (LADC)
18431 S. Wilmington Avenue 
Carson, CA 90746
Monday-Friday: 9:00 a.m.-7:00 p.m. (PT)
Saturday: 9:00 a.m.-5:00 p.m. (PT)
Closed Sunday


Main Number: 310-952-0100 
Main Fax: 310-952-0111


Memphis Distribution Center 
5025 Crumpler Road 
Memphis, TN 38141
Monday-Friday: 8:00 a.m.-7:00 p.m. (CT)
Closed Saturday and Sunday


Main Number: 901-795-5056 
Main Fax: 901-547-2105


10:00 a.m.-7:00 p.m. (PT) 
10:00a.m.-3:00p.m. (PT)


Dallas Sales Center
8105 North Beltline Road, Suite 100
Irving, TX 75063
Monday-Friday: 10:00 a,m.-7:00 p.m. (CT)
Saturday: 10:00 a.m.-3:00 p.m. (CT)
Closed Sunday


Main Number: 214-441-3333 
Main Fax: 214-441-3338


Phoenix Sales Center 
1606 E. University Dr., Suite 109 
Phoenix, AZ 85034 
Monday-Friday:
Saturday:


Closed Sunday


Main Number: 602-358-2066 
Main Fax: 602-384-2180


Chicago Quick Response Center 
200 Howard Avenue, Suite 232 
Des Plaines, IL 60018-5910 
Monday, Wednesday and Friday:


10:00 a.m.-6:00 p.m. (CT) 
Tuesday and Thursday: 12:00 p.m.-8:00 p.m. (CT)
Saturday: 10:00 a.m.-3:00 p.m. (CT)
Closed Sunday


Main Number: 847-298-9533 
Main Fax: 847-298-9710


Bronx Quick Response Center


2359 Hollers Avenue
Bronx. NY 10475
Monday, Wednesday and Friday:


Tuesday and Thursday: 
Saturday:


Closed Sunday


Main Number: 718-708-7020 
Main Fax: 718-708-7023


Tracy Quick Response Center 
470 West Larch Road, Suite 10


10:00 a.m.-6:00 p.m. (ET) 
12:00 p.m.-8:00 p.m. (ET) 
10:00 a.m.-3:00 p.m. (ET)


Tracy, CA 95304 
Monday and Wednesday: 
Tuesday. Thursday and Friday: 
Saturday:


Closed Sunday


Main Number: 209-832-4110 
Main Fax: 209-833-3650


12:00 p.m.-8:00 p.m. (PT) 
10:00 a.m.-6:00 p.m. (PT) 
10:00 a.m.-3:00 p.m. (PT)
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Houston Quick Response Center 
4702 N. Sam Houston Pkwy. W., Suite 130 
Houston, TX 77086 
Monday, Wednesday and Friday:


10:00a.m.-6:00 p.m. (CT) 
Tuesday andThursday: 12:00 p.m,-8:00 p.m. (CT)


Saturday: 10:00 a.m.-3:00 p.m. (CT)


Closed Sunday


Main Number: 281-895-8193


Riverside Quick Response Center 
7560 Jurupa Avenue 
Riverside, CA 92504 
Monday and Wednesday:


Tuesday, Thursday and Friday:
Saturday:


Closed Sunday


Main Number: 951-689-4444


Brooklyn Quick Response Center


919' Flushing Avenue 
Brooklyn, NY 11206 
Monday, Wednesday and Friday:


10:00 a.m.-6:00 p.m. (ET) 
Tuesday, Thursday: 12:00 p.m.-8:00 p.m. (ET)


Saturday: 10:00 a.m.-3:00 p.m. (ET)


Closed Sunday


Main Number: 718-381-9610


12:00 p.m.-8:00 p.m. (PT) 
10:00a.m.-6:00p.m. (PT) 
10:00a.m.-3:00p.m. (PT)
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SAMPLE FORMS


Introduction


The following pages contain samples of forms which you may be required to use to communicate with Herbalife as you conduct 
your business. They are included to help you become familiar with them and to assist you in completing them. Please review them 
and become familiar with their use.


Downloadable and printable forms are also available online at MvHerbalife.com by clicking "Distributor Documents" in the "My 
Office" area on the home page.Then select "USA" from the dropKJown menu.
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^HERBALIFE
Herbalite International of America, Inc.
950 West 190tfi Street
Torrance, CA 90502-t00t
P.O. Box 80210
Los Angeles, CA 90080-02t0


HERBALIFE ADVANTAGE PROGRAM 
ORDER AND ACTIVATION FORM


Note: The HAP Program is not available lor the residents of Puerto Rico. 
(866) 866-4744 - Herbalite Advantage Program (HAP) Toll-Free 
(800) 503-6180 - Herbalite Advantage Program (HAP) TTY Users


Q New Activation 
n Amended Order


Monday - Friday; 9:00 a.m. - 6:00 p.m. (PT) Saturday: 6:00 a.m. - 2:00 p.m. (PT) EOM: 9:00 a.m. -12:00 a m. (PT) Holidays: 9:00 a.m. - 2:00 p.m. (PT) or closed


Purchased By 1


YES, please activate my Herbalite Advantage 
Program automatic monthly Order Form.


Name:


Herbalite ID Number:


Fully Qualified Supervisor


Name:.


Herbalite ID Number: I NT
• Now you can have two (2) HAP orders; one for personal use, and another 


with products for resale.


• Minimum 100 Volume Points/Maximum i ,000 Volume Poinls for personal 
use orders


• Minimum discount 357o


• If you require additional lines to complete your order, please attach 
a separate sheet of paper.


Discount %


Stock No.


Ship To


Name:


Address:


Telephone: 


Email Address: _


Fax:


Monthly Order Close Date - Picase Select one


There are three Herbalite Advantage Program (HAP| order close and snip dales each month. Please select one of 
the two (2) dates below lor your order to close tor processing and shipping each month.


□ 11th of the month □ 18th of the month


Method of Payment - Please select one


Since your HAP order is an automatic monthly shipmenl program, you musi select one ol the two (2l automatic 
payment options below for Herbalite to process your order.


Option A - Complete for Credit Card Payment 
□ Visa □ Mastercard □ AMEX □ Discover Exp. Date:.


Credit Card Number: 


Authorized Signature: Date:.


Option B - Complete tor Supervisors with APS. 


Authorized Signature:___________________


Pin Number: I
Date: / /


Product Name


'Freight is taxable in the following states: Arkansas. Georgia. Indiana, Kansas. Minnesota, Mississippi, 
Nebraska, Ntwada. New Jfysey. Hew York. NoriJt Caroloia. Nortfi Dakota, Pennsylvania. Soiilli 
Dakota. Texas, Utah, Vermont Washington, West Virginia and Wisconsin. If a state is not 
mentioned, it is NOT taxable.


Arizona. Florida. Illinois. Pennsylvania, and Washington tax may vary in tliese states


02013 Herbalite International of America. Inc. All rights reserved.


Totals


Total Volume Points Total Volume Points


'FedEx Ground - Shipping and Handling
(4.75% X Total of 8) Stoo 10 5124.99. 56.50 Minimum


Subtotal


Tax I_____7o X Suototal of E|


Total Amount Due (Add E + F)


Total Wholesale 
Price


04113
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DISTRIBUTORSHIP AGREEMENT TERMS AND CONDITIONS


I apply to become an Independent Distributor of Herbalife products on the terms and conditions set forth below and on the back of this form, 
as well as the documents which are expressly incorporated into this Agreement of Distributorship. I will become a Distributor only when this 
Application for Distributorship is accepted by entering it into Herbalife’s records at Herbalife's Home Office in Los Angeles. California, in its sole 
and absolute discretion. Until then. I am granted a provisional license to buy and sell Herbalife products.
If my spouse or I nave previously owned or assisted in an Herbalife Distributorship, I will fill out the tollowing:
Distributorship ID/Name/Application Date../ /. Date of last activity in
connection with that Distributorship / /___ . I acknowledge that the Rules of Conduct ano Distributor Policies require a one-year period
of inactivity following:
(a) non-payment of the Annual Processing Fee or (b) resignation of any prior Distributorship, and I represent and warrant to Herbalife that such 
period has passed.
I also acknowledge that my spouse and I may not operate an Herbalife Distributorship other than this Distributorship for which we are applying. 
Failure to observe the period of inactivity may result in reactivation of the prior Distributorship and/or extension of the wailing period required 
prior to becoming eligible to sign an Application under a nevv Sponsor.
Additionally, any Application processed prior to the completion of the waiting period may be deemed an invalid Distributorship. 
The corrective measure applied to protect the lines of sponsorship can cause significant lineage and monetary adjustments or fines, as well as 
the termination of the invalid Distributorship, all within the sole and absolute discretion of Herbalife.
I have received and have reviewed thoroughly the contents of a previously unopened Herbalife Member Pack (“HMP ”) or Mini HMP. The Mini 
HMP is the oasic package containing only explanatory materials, forms, and oroduct sample packages. The HMP includes Herbalife products 
in addition to the materials and fontts in the Mini HMP. Included within these materials and at www.MvHerbalife.com is the suggested retail 
product price list. The Company provides free training materials on marketing and advertising In these materials and at this website (©ToOls&Training).


I am not relying upon any representations as to the financial results I might achieve.
I am aware that the only required purchase to become, succeed or advance as an Herbalife Independent Distributor is the Mini IBP. Product 
purchases are optional, as are the purchase of any sates aids. I am aware that refund and buy back provisions applicable to products or sales 
aids I purchase from Herbalife are described in the materials included in the HMP and Mini HMP and available at www.MvHerbalite.com and 
upon request. I understand that Herbalife does not sell, endorse or recommend any sales aids and therefore has no responsibility if i choose to 
purchase such sales aids.
Although a Distributorship is not employment. I confirm that 1 am authorized to work in the United States.


(For additional important terms and conditions, see the back of this form.)


® HERBALIFE.
IDENTIFICATION NUMBER


HERBAUFE INTERNATIONAt OF AMERICA. INC.


losAngeFa.&iloma 90080-0210t<lplO)-t1l>-!»fW
The number above is your Herbalite ID 


Number once your Aoplication is accepted
mS;S M3-S130 Application must be completed accurately and in Us entirety in order to be considered by Herbalife International of America. Inc.


APPLICANT INFORMATION


First NameLast Name Middle Initial


Street Address (P.O. Box/Rural Route Number) If P.O. Box indicated. Legal/Fiscal Residence Address must be completed below.


ZIP Code


Country Code Area Code Day Phone Area Code Evening Phone Area Code


What is your preferred language for certain communications ;vhen available? English □ Spanish □
Area Code Mobile Phone


Email Address (If applicable) Your errull sddrets mu« bs urriqas not stiaifO ay another 0istribul».
By providifK) eddress. you have consented to receive ousinejs-reUted ernail communiMUins from Herbalife.


Date of Birth (month • spelled out) iootue'i Social Security timberiridtviaufll IiMpayer Identfiealjoh fLmfaet


Spouse's usi Name


c/o ■ "In Care Of" Name (if applicable). If completed. Legal/Fiscal Residence Address must be completed below. /
LEGAUFISCAL RESIDENCE (IF DIFFERENT FROM ABOVE)


Street Addre.ss (cannot be a P.O. Box)


ZIP Codu


Country Country Code Area Code Phone Number


APPLICATION FOR INTERNATIONAL DISTRIBUTORSHIP


Suoervisof's Name (Ofint)


SUPERVISOR’S INFORMATION


Suoervisor's Heroalife ID Numoer


Soonsor's Name (orimj -


SPONSOR’S INFORMATION


Sponsor’s Herbalife ID Numoer


Anolicam’s Siaitaiure;
1 hereby bckrwwtedge that 1 have reviewed and understand the Distributorship Agreement Terms 
and Conditions set forth above and on tho back ot this form and agree to be bound by them.


Month Day Year


Dstr«uion Wh/te-He-osUsscccy PmH-Sowsor'jtJC,’ Carwy-Sieetvisotscocy G«W-AccAcan's coey 
=ecwtxw* a! ®rnwr'JSA


CONFIDENTIAL
45


HLF 000094







DISTRIBUTORSHIP AGREEMENT TERMS AND CONDITIONS (Continued)


7. I have received and reviewed the Statement of Average Gross Compensation of U.S. Supervisors and the Corporate Policy Statement on 
Business Methods, both of which are contained in the Mini HMP and the HMP and which are available on www.MvHerbalife com or upon 
request from my Sponsor or the Distributor Relations Department. I acknowledge these are gross, not net income figures.


8. The Herbalife Member Pack {"HMP") and Mini HMP contain (among other things) the Rules of Conduct and Distributor Policies, 
the Sales and Marketing Plan. Ordering Procedures and Sample Forms. Those documents and such other rules and policies as Herbalife has 
published, or in the future may publish, together with such modifications and amendments as Herbalife shall make from time to time in its 
sole and absolute discretion (collectively, the "Rulesl. are each hereby incorporated into this Agreement of Distributorship (each in its then 
most recently published form).


9. The term of my Distributorship will be indefinite, subject to piocedures. requirements and processing fees as Herbalife shall determine 
in its sole and absolute discretion. I may cancel the Distributorship at any time by notifying Herbalife in writing that I wish to do so. 
Following termination of my Distributorship by me or by the Company. I have the right to resell to Herbalife unused and resalable products 
purchased from Herbalife subject to the limitations, terms and conditions set forth in the Rules under the caption "Inventory Repurchase." 
If I cancel the Distributorship and I return the Mini HMP or HMP to the Company within 90 days from the lime the Company receives payment 
for the Mini HMP or HMP. I will receive a refund of the net price I paid for the returned materials.


10. Herbalife may terminate my Distributorship if it determines I have violated this Agreement (including without limitation the Rules or applicable 
law). It may suspend or take other action regarding my Distributorship, in Its sole and absolute discretion subject only to the limitations 
explicitly set fonh in the Rules.


11. As an Herbalife Independent Distributor;
a. I will use my best efforts to promote the sale of Herbalife products to consumers in a manner that enhances the reputation of Herbalife. 


My success will only come from my sales of Herbalife product for consumption and those of persons I have sponsored, directly or indirectly.


b. I will not engage in any deceptive, unfair or illegal practice. I must comply with all local, state and federal laws^and regulations that
apply to the Herbalife business and shall not engage in any practice or activity that could discredit or oamag^the image or reputation of 
Herbalife. This applies not only to the laws where I live but also to any country where I conduct the.business'^ a result of taking 
advantage of Herbalife's international sponsoring. I will indemnify, defend and hold harmless Herbalife'Trom^any cost or^liability relating 
to any breach of this Agreement or violation of applicable law. Herbalife may offset against amounts which.would otherwise be due to me 
reasonable amounts to cover such indemnity. , ^


c. I will comoly with Herbalife's Rules of Conduct and Distributor Policies published in the'countries I operated ^


d. I will conduct my Herbalife business as a self-employed independent contractor'-(deierm'ining my own^schedule and objectives, 
responsible for my own expenses and any applicable taxes - including s^'f-^mploymeht taxesj^'not as an employee.'a^nt.'franchisee, 
securities holder, joint venturer, fiduciary or beneficiary of He^alife or any'^ther DistritiutoV, I wiH not be treated m ari^mDloyee with 
respect to such services for Federal or State tax purposes.or any'other purpose, jind will assert no'^posiUorTlt^Uie'^ntrary.


e. If I sponsor others to become Distributors, I will do so in ^ emicaj and tawfulWrmer.^and I will thereafter continue to sell and promote 
the sale of Herbalife products for consumptiori. will use my bes^efforts to't^'n, a^ist and support,those I sponsor to do the same and 
will communicate and lead by example..l-virtfl nnalre no repres^tati'ons about Herbalife's products or income opportunity except in 
compliance with Herbalife's Rules and ap'plicab|e^law.^may not order product prirnarily to qualify to earn compensation, as opposed to 
purchases for my own cons\^plion and amounts f consider reasonable to service my customers.


f. Herbalife International of America.lnc^, P.O. e6.x802^l O.'Los'Arigeles, CA9008p-0210. collects certain personal identifiable information about 
its Distributors. It does so to fulfill il^obligations under^the DistrlbutorVelationship and to provide its Distributors with the products and 
services requesred, I understatid my information may be'uset^lo send me materials about Herbalife products and services, or other 
commercial information, includirtg information ori products of Herbalife's business partners.
From tW to'time you may receive personally identifiable information (PH) from Herbalife relating to your downline. You should not use this 
Pll for any olher^u^se than to develop-th  ̂business relationship with your downline, unless you have received consent from the 
downline Distributor to use tfie Pll for other purposes. You will abide by applicable data protection laws at all times, including international 
data transfer restrictions. ,You are’ responsible for the use that you make of the Pll of your downline once Herbalife has transmitted it to 
you. You will also hold the PH youVeceive from Herbalife on your downline Distributors at all times in strict confidence.


12. During the teim’of my.Distributorship and thereafter, for so long as they have economic value, my spouse and I will hold in confidence and 
trust for the'exclusive benefit of Herbalife any trade secrets, formulas, business plans, or confidential or proprietary business information 
(including, without lirnitation, genealogies and other compilations of identifying and other data relating to other Distributors or customers), 
and any other information of commercial value relating to other Distributors or customers, provided by Herbalife or v/hich I develop or obtain 
while a Distributor, and I will not use them, directly or indirectly, for any puroose other than the conduct of my Herbalife Distributorship.


13. During the term of my Distributorship and for one (1) year thereafter, neither my spouse nor I will, directly or indirectly (through or by means 
of any person, entity or artifice), solicit, promote, sponsor or recruit any Herbalife Distributor or any customer of Herbalife of whom I became 
aware in the course of my Herbalife Distributorship, to join, promote, sell or purchase products of. or participate (as a salesperson or 
otherwise) in any multi-level marketing ot direct sales company and I will not encourage anyone to do what I have agreed not to do.


14. During the term of my Distributorship and in perpetuity thereafter. I will use Herbalife's trade name. logo, trademarks and intellectual property 
only if and to the extent expressly permitted by Herbalife in writing.


15. Neither this Distributorship nor any interest therein may be assigned or transferred, voluntarily or involuntarily, except as provided 
in the Rules and then only with the prior written consent of Herbalife. given (and if so. on such terms and conditions specified by 
Herbalife) or withheld by Herbalife in its sole and absolute discretion.


16. Herbalife is a family-oriented business that expects its Distributors to conduct themselves with the highest ethics and integrity. I agree to do 
so. I represent and warrant that I have not been convicted of a crime involving dishonesty or violence to others.


17. PRIVATE STATUTE OF LIMITATIONS AND CHOICE OF LAW AND FORUM. Despite any law or equitable doctrine or authority to the contrary, 
any Claim must be brought within one (1) year from the date the person or entity asserting the Claim first knew, or through the exercise of 
reasonable diligence should have known, that the Claim existed. Any Claim shall be resolved exclusively in a judicial proceeding in either the 
Superior Court or the United States District Court, both located in Los Angeles. California. This Agreement, and any dispute arising from the 
relationship between the parties to this Agreement, shall be governed by the domestic law of the State of California without the application 
of conflict of law principles.
However, a Louisiana resident may bring an action against the Company with jurisdiction and venue as provided by Louisiana law.


18. MISCELLANEOUS LEGAL PROVISIONS:
a. Neither Herbalife nor I shall be liable for any Incidental or consequential damages caused by breach, termination or suspension of this 


Agreement, whether or not the possibility of such damages is known by either Party, and no punitive or exemplary damages shall be 
awarded against either of us in any dispute against the other except as explicitly required by California statute.


b. This Agreement (including documents incorporated herein, in their form as published from time to time) constitutes the entire Agreement 
between Herbalife and me.


c. If any one or more of the provisions contained herein shall for any reason oe found by a court of competent jurisdiction to be invalid, illegal 
or unenforceable in any respect, such invalid, illegal or unenforceable provisions shall be ineffective, but shall not in any way invalidate or 
otherxwise affect any other provision.


d. This Agreement shall be binding upon and inure to the benefit of the parties, their heirs and permitted successors in interest.
19. Neither I or my spouse, nor any other person assisting in my Distributorship will directly or indirectly (through or by means of any person, 


entity, or artifice) conduct any Herbalife business activities with an individual who (i) is (or whom I have reason to believe is) a citizen of 
Iran. Sudan. Cuba, or North Korea {regardless of place of residence); (ii) is a resident of. or operates businesses in Iran. Sudan. Cuba or 
North Korea; or (iii) who is believed to engage in sales to citizens or residents of Iran, Sudan. Cuba or North Korea. Business activities 
include but may not be limited to the following:


• promoting the Herbalife business opportunity:
- sponsoring Herbalife Distributors:
• promoting or selling Herbalife products; or
• encouraging olhers to do what is prohibited under this rule 


Violation of this rule shall result in termination of the Distributorship.


OISVCXHX. Whia-WialA'j MTi rtai-Sporsof'?»cy C»wy-Sjt«ir«ar'jc5i:y Oett-ArpteantXwcy 
iC'Srvo.iM.CrryngfTtO HscaJia. Alrivm'«i;ry»s.
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® HERBALIFE.
HERHAUFE PUERTO RJCO, LLC 
Ave. JOM Tony Santora 
BesauH BuiMng Lot C 
LMMAlrfXVt (Cargo Areal Cafo<na,PA00979-t547USA 
MaU ComplatBd Applkation lor tattmationaJ 0 
HertaBfe Puerto fOw, UC 
c/o Herbalita hterrationd o( America. Inc.
P.O. Bo> B0210
L« Angetes. Calilonia 90030-0210


SaktOntor Department/ 
Distiibirtor RalatioAa 
Tel: (S6E) 865-1744 
miher: (800) 503-6180 APPLICATION FOR INTERNATIONAL 


DISTRIBUTORSHIP


IDENTIFICATION NUMBER


The number above is your Herbalife ID - 
Number once your Application 


is accepted.
Application must be completed accurately and in its entirety 


in order to be considered by Herbalife Puerto Rico, LLC.


APPLICANT INFORMATION


Middle Initial


TT TT TIT
Street Address (P.O. Box/Rural Route Number) If P.O. Box indicated, Legal/Fiscal Residence Address must be completed below.


7
1 1 1 1 1 1 1 1 L 1 1 1. 1City State ZIP Code


1 1 H 1 1 1 1 1 1 1 ■ 1 1 1
Country Code Area Code Day Phone Evening Phone Area Code Fax


1 1 1 1
Area Code Mobile Phone


I I 1 1 1
Email Address (if appliiable) Your ental address musl be uniejue and not shared by another Oislhbutor.
By providing your email address, you have consented !0 receive business-related email commurkabons irom Hertabte.


1 1 LJ C ■ 1 1 1 N ^ 1 1
I I I


Spouse's Last Name First Name Middle Initial


XT 1 n ri E7
c/o • “In Care Of" Name (if applicable). If completed, Legal/Fiscal Residence Address must be completed below.


TT
L LEGAL/RSCAL RESIDENCE ADDRESS (IF DIFFERENT FROM ABOVE)


1 1 1 1 1 1 1 L 1
Street Address (cannot be a P.O. Box)


1 1 T 1 1 1
City State ZIP Code


1 II 1 1 1 1 1 1 1 1 1 M 1 ^ 1 1 1 1Counify Country Code Area Code Ptione Number


SPONSOR’S INFORMATION SUPERVISOR'S INFORMATION


Sponsor's Name (print) Supervisor’s Name (print) , "


Pnone
Ptone V V , r


1 II 1 , - "x'l i\ 1 7
Sponsor's Hertalde ID Number \ 5-" T 'Suceiyisor’s Herbalile ID Mumbet


DISTRIBUTORSHIP AGREEMENT TERMS AND CONDITIONSy^' .>'


1. I apply to become an non-exclusive Independent Distributer df Herbalife*' prbducts on the terms and cendidons set lerth below and on the back of this form, 
as well as the documents which are expressly incorporatedTnto this Agreement of Distributorship. Herbalile may freely sell directly in Puerto Rico or through 
others who are outside or in Puerto Rico, I will become a Distributor only when this ApplicatioiiTor Distributorship is accepted by entering it into Herbalife’s 
records at Herbalile's Dffice in Los Angeles, California, iri its sole and absolute discrelion'afterjhe execution of this Agreement. Until then, I am granted a 
provisional license to buy and sell Herbalife^proOuct’s, \\


2. If my spouse or I have previously owned or assisted in an Herbalife.Distributorship. I will fill out the following:
Disuibutorship ID/Najne/Application Dale'- \ \ \ . i,// Date o1 last acbvity in connection with that
Dlsbibutorsnip . I aclinowleOge that the^Rules ol Conduct and Distributor Policies require a one-year period ol inactivity following:
(al Non-payment of the Annual Processing Fee or (b) resignation of any prior Distrlbutorsbip, and I represent and warrant to Herbalife that such period has 
passed. / ( ___ \ >
I also acknowledge that my spouse and I,may not operate an Herbalile Distrlbutorsbip other than this Distributorship for which we are applying. Failure 
to observe the perlod_of inacOvity. may result in reactivation of the prior Disbibutorship and/or extension of the waiting period required prior to becoming 
eligible to sign'an'Application under a new Sponsor.
Additionally, any.Application'processed prior to the completion of the waiting period may be deemed an invalid Distributorship. The corrective measure 
applied to protect the'line^of'sponsotship can cause significant lineage and monetary adjustments or fines, as well as the terminabon of the invalid 
Distrlbulorsnip, all within the sole and absolute Olscrelion ol Herbalile.


3. I have received and have reviewed thoroughly the contents ol a previously unopened Herbalife Member Pack ("HMP") or Mini HMP. The Mini HMP 
is the basic package containing only explanatory materials, forms, and product sample packages. The HMP includes Herbalife® products in addition to the 
materials and forms in the Mini HMP. Included within these matenals and at www.MvHerbalife.com is the suggested retail product price list. The Company 
provides tree training materials on marketing and advertising in these materials and at this website (©Tools&Training).


4. I am not relying upon any representations as to the financial results I might achieve,
5. lam aware mat me only required purchase to become, succeed or advance as an Herbalife Independent Distributor is the MiniHMP. Product purchases are 


opUonal, as are the purchase ol any sales aids. I am aware that refund and buy back provisions applicable to products or sales aids I purchase from Herbalile


not sell, endorse or recommend any sales aids and therefore has no responsibility if I choose to purchase such sales aids.
6. Although a Oistribulotship is not employment, I confiim that 1 am authorized to work in Puerto Rico.
7. I nave received and reviewed the Statement of Average Gross Compensation of U.S, Supervisors and the Corporate Policy Statement on Business MemoOs,


(For addiOonal importani tarms and condilions, see the back of ibis lorm.|


AoDlicant's Skmature:
1 hereby agree to be bound by the Distributor^p Agreement Terms and Conditioris 
set (orth above and on the bacic of this form.


Month Day Year


(>Kiia.tion: Whrt^ coc> PWt-awwof', coc, Supwmoa,OoH-Aodwre, :wy
FstonO'XtRn ol iru uge in «t»le or in tun is onnotea Ccoyi jlit Q rentaUc. M ligms reserved. Prited InUSA.
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DISTRIBUTORSHIP AGREEMENT TERMS AND CONDITIONS (continued )


Distributor Relations Department. I acknowledge these are gross, not net income figures.
8. The Herhalife Member Pack (“HMP") and Mini HMP contain (among other things) the Rules of Conduct and Distributor Policies, the Sales 


and Marketing Plan, Ordering Procedures and Sample Forms. Those documents and such other rules and policies as Herhalife has published, or in the 
future way publish, together with such modificah'ons and amendments as Herhalife shall make from time to time in its sole and absolute discretion 
(collectively, the “Rules”), are each hereby incorporated into this Agreement of Distributorship (each in its then most recently published form).


9. The term of my Distributorship will be annual, renewable from year to year thereafter, subject to procedures, requirements and processing fees as 
Herhalife shall determine in its sole and absolute discretion. I may cancel the Distributorship at any time by notifying Herhalife in writing that I wish 
to do so. Following termination of my Distributorship by me or by the Company, I have the right to resell to Herhalife unused and resalable products 
purchased from Herhalife subject to the limitations, terms and conditions set forth in the Rules under the caption “Inventory Repurchase." If I cancel 
the Distributorship and I return the Mini HMP or HMP to the Company within 90 days from the bme the Company receives payment for the Mini HMP or HMP,
I will receive a refund of the net price I paid for the returned materials. If the Distribution Agreement is terminated prior to 90 days after its execution 
or is terminated by Distributor because of Herbalife's breach of an essential obligation it may have under the Distribution Agreement or because of 
any conduct of Herhalife which detrimentally affected the Distributor. 90% of all payments made by Distributor for services rendered by Herhalife and 
any payments made by Distributor to enter into the Distribubon Agreement would also be reimbursed.


10. Herhalife may terminate my Distributorship if it determines I have violated this Agreement (including without limitation the Rules or applicable law). It 
may suspend or take other action regarding my Distributorship, in its sole and absolute discrebon subject only to the limitations explicitly set forth in 
the Rules.


11. As an Herhalife Independent Distributor:
a. I will use my best efforts to promote the sale of Herhalife* products to consumers in a manner that enhances the reputation of Herhalife. My 


success will only come from my sales of Herhalife® product for consumption and those of persons I have sponsored, directfy or indirectfy.
b. I will not engage in any deceptive, unfair or illegal practice, I must comply with all local, state and federal laws and regulations that apply to the 


Herhalife business and shall not engage in any practice or activity that could discredit or damage the image or reputation.ot Herhalife. This applies 
not only to the laws where I live but also to any country where I conduct the business as a result of taking adrantage’of Herbalife's international 
sponsoring. I will indemnify, defend and hold harmless Herhalife from any cost or liability relating to any breach rS this Agreement or violation of 
applicable law. Herhalife may offset against amounts which would otherwise be due to me reasonable amounts to cover such indemnity.


c. I will comply with Herbalife's Rules of Cohduct and Distribufor Policies published in the countnes'l operate.
d. I will conduct my Herhalife business as a self-employed independent contractor (determining'^my own schedule and objectives, responsible for my


own expenses and any applicable taxes - including self-employment taxes), not as an empidyee) ageiit, franchisee, kcuribes holder, joint venturer, 
bduciary or beneficiary of Herhalife or any other Distributor. I will not be treated as'an'employee'with respect to such services foT tax purposes or 
any other purpose, and will assert no position to the contrary. \ : y


e. If I sponsor others to become Distributors. I will do so in an ethical and lawful manner.'and 1 will thereafter continue to sell and promote the sale of
Herhalife* products for consumption, will use my best efforts to train.'assist arid support those I sponsor to do the same and will communicate and 
lead by example. 1 will make no representations about Herbalife’s products or income opportunity exce'pt'in compliance with Herbalife’s Rules and 
applicable law. I may not order product prima'tily to qualify to earn compensation,'as opposed to purchases for my own consumption and amounts 
I consider reasonable to service iny customers. , \ ) \ \ \ \


I. Herhalife International Puerto Rico'^LLC.. c/o Herhalife International ol America, IncT^ P.O. Box 80210, Los Angeles, CA 90080-0210, collects 
certain personal identifiable information about Herbalile’s''Oistributo'rs and provides it to Herhalife International of America, Inc. It does so to fullill 
its obligations under the Distributor relationship and to provide Herhalife Distributors with the products and services requested. I understand my 
information may be used to send me rhaterials about Hefbalife® products and services, or other commercial information, including information on 
products'of Herbie's business partners. ^


From time to'bme you may receive personally identifiable'information (Pll) from Herhalife relating to your downline. You should not use this Pll for 
any other purpose than to develop the business relationship with your downline, unless you have received consent from the downline Distributor to 
use the Pll for other purposes^You wilTabide by applicable data protection laws at all Umes, including international data transfer restrictions. You are 
responsible for the use that you malie of the Pll of your downline once Herhalife has transmitted it to you. You will also hold the Pll you receive from 
Herhalife on youridownime Distributors at all times in strict confidence.


12. During the term of my Distributorship: and, thereafter, for so long as they have economic value, my spouse and I will hold in confidence and trust for 
the exclusive beriefrt of Herhalife any trade secrets, formulas, business plans, or confidential or proprietary business information (including, without 
limitation, genealogies and other compilations of idenbfying and other data relating to other Distributors or customers), and any other information of 
commercial value relating to other Distributors or customers, provided by Herhalife or which I develop or obtain while a Distributor, ahd I will hot use 
them, directly or indirectly, for any purpose other than the conduct of my Herhalife Distributorship.


13. During the term of my Distributorship and for one (1) year thereafter, neither my spouse nor I will, directly or indirectly (through or by means of any 
person, enbty or artifice), solicit, promote, sponsor or recruit any Herhalife Distributor or any customer of Herhalife of whom I became aware in the 
course of my Herhalife Distributorship, to join, promote, sell or purchase products of, or participate (as a salesperson or otherwise) ih any multilevel 
marketing or direct sales company and I will not encourage anyone to do what I have agreed not to do.


14. During the term of my Distributorship and in perpetuity thereafter, I will use Herbalife's bade name, logo, trademarks and intellectual property only if 
and to the extent expressly permitted by Herhalife in writing.


15. Neither this Distributorship nor any interest therein may be assigned or transferred, voluntarily or involuntarily, except as provided in the Rules and 
then only with the prior written consent ol Herbalile, given (and if so, on such terms and conditions specified by Herhalife) or withheld by Herhalife in 
its sole and absolute discretion. Herhalife may assign this agreement without the consent of the Distributor.


16. Herhalife is a family-oriented business that expects its Distributors to conduct themselves with the highest ethics and integrity. I agree to do so. I 
represent and warrant that I have not been convicted of a crime involving dishonesty or violence to others.


17. PRIVATE STATUTE OF LIMITATIONS AND CHOICE OF LAW AND FORUM. Despite any law or equitable doctrine or authority to the contrary, any 
Claim must be brought within one (1) year from the date the person or entity asserting the Claim first knew, or through the exercise of reasonable 
diligence should have known, that the Claim existed. Any Claim shall be resolved exclusively in a judicial proceeding in either the Superior Court of 
the Commonwealth of Puerto Rico, San Juan Ward or the United States District Court for the District of Puerto Rico, as the case may apply. This 
Agreement, and any dispute arising from the relationship between the parties to this Agreement, shall be governed by the domestic law of the 
Commonwealth of Puerto Rico without the application of conflict of law principles,


18. MISCELLANEOUS LEGAL PROVISIONS:
a. Neither Herbalile nor I shall be liable for any incidental or consequential damages caused by breach, termination or suspension ol this Agreement, 


whether or not the possibility ol such damages is known by either Party, and no punitive or exemplary damages shall be awarded against either of 
us in any dispute against the other except as explicitly required by Puerto Rican Law.


b. This Agreement (including documents incorporated herein, in their form as published from time to time) constitutes the entire Agreement between 
Herbalile and me,


c. If any one or more of tbe provisions contained herein shall for any reason be found by a court of competent jurisdiction to be invalid, illegal or 
unenforceable in any respect, such invalid, illegal or unenforceable provisions shall be ineffective, but shall not in any way invalidate or otherwise 
affect any other provision.


d. This Agreement shall be binding upon and inure to the benefit of the parties, their heirs and permitted successors in interest.
19. Neither I or my spouse, hor any other person assisting in my Distributorship will directly or indirectly (through or by means of any person, entity, or 


artifice) conduct any Herbalile business activities with an individual who (i) is (or whom I have reason to believe is) a citizen of Iran, Sudan, Cuba, or 
North Korea (regardless of place of residence): (ii) is a resident of. or operates businesses in Iran, Sudan, Cuba or North Korea: or (iii) who is believed 
to engage in sales to citizens or residents of Iran. Sudan. Cuba or North Korea. Business activities include but may not be limited to the following:


- promoting the Herbalile business opportunity:
- sponsoring Herbalile Distributors:
• promoting or selling Herbalile® products: or 
■ encouraging others to do what is prohibited under this rule


Violation of this rule shall result in terminaUon of the Distributorship.
48
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^HERBALIFE.
Herbalife International of America, Inc.
950 West 190th Street, Torrance, CA 90502-1001 
P.O. Box 80210, Los Angeles. CA 90080-0210


WHOLESALE PRODUCT ORDER FORM
UNITED STATES AND PUERTO RICO DISTRIBUTOR


(866) 866-4744 - Sales Orrler Department - Toll-Free 
(800) 503-6180 - Sales Order Department TTY User


Order Dale 
Order Month 


Order Number


Ave. Jose Tony Santana, Besthree Building Lot C
LMM Airport (Cargo Area), Carolina. P.R, 00979-1547, U.S.A.
Monday - Friday: 9:00 a.m. - 6:00 p.m. (PT) Saturday: 6:00 a.m. - 2:00 p.m. (PT) EOM: 9:00 a.m. - 12:00 a.m. (PT) Holidays: 9:00 a,m. - 2:00 p.m. (PT) or closed


Purchased By 1


Name:


Herbalife ID Number;


Fully Qualified Supervisor


Name:.


Herbalife ID Number:


Month & Year of Qualification: /
Month Ymt


Qualifying Supervisor - Temporary 50%


Name:


Herbalife ID Number:


Ship To


Name:


Address:


Telephone: 


Email Address:


Fax:


Payment Method Note: APS not available for Puerto Rico residents.


□ Credit Card 
n Cashier's Check 


Credit Card Type: ___


I I Personal Check’


I I Wire Transfer ..-J


D APS No 
D Other; .


Expiration Date:


Credit Card Number; \ \
\ \ 


.A/
Discount %


; {■


\ X X B c
Stock No. Product Name '


: \Qty \ \
Total Volume Points Total Full Retail Total Wholesale 


Price
^ \ ^ \ ''v


' \ \ '■


\ \
; I 's \1 i X \ ■, \ \;


1 V"" . '"s


' ' r'"


---- -


Order Shipping Via FedEx Home Delivery Ground Policy 6 Totals A B c


S 1.000 and Up (FedEx Home Delivery) 4.25% Shiooina and Handlina ( % x


Orders less than S125, S7.50 minimum
D +


S700 - S999.99 4.75%


S400 - S699.99 5.25% Walk-In and Will Call/Pick Up Only -
Pick Up and Handling of (5.25% x fotal of B)


E +S125-S399.99 5.75%


Total retail less than SI 25.00 $7.50 minimum charge Subtotal (Add C + D; or add C + E if applicable) F =
Other Shipping Methods 7 ■Tax f % X Total nt B1 G +


FedEx-2 Day 7.75% - S11.00 minimum Total Amount Due (Add F > G) H =
FedEx - 1 Day 11.75% - S19.00 minimum


^2013 Herbalife imsmaticHral of America. Inc. All rights reserved.
CONFIDENTIAL
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^HERBALIFE.
Herbalife International of America, Inc. 
950 West 190th Street. Torrance. CA 90502-1001 
P.O. Box 80210, l.os Angeles. CA 90080-0210


PROMOTE! & LITERATURE ORDER FORM
UNITED STATES AND PUERTO RICO DISTRIBUTOR


(866) 866-4744 - Sales Order Department - Toll-Free 
(800) 503-6180 - Sales Order Department TTT User


Order Date;. 
Order Month; _ 


Order Number:


Ave. Jose Tony Santana. Besthree Building Lot C
LMM Airport (Cargo Area). Carolina. P.R. 00979-1547. U.S.A.
Monday - Friday: 9;00 a.m. - 6:00 p.m. (PT) Saturday: 6:00 a.m. - 2:00 p.m. (PT) EOM: 9:00 a.m. - 12:00 a.m. (PT) Holidays: 9:00 a.m. - 2:00 p.m. (PT) or closed


Purchased By 1


Name:


Herbalife ID Number: I I I I II
Fully Qualified Supervisor


Name:


Herbalife ID Number: nrnrr r
Month & Year of Oualificalion:.


Qualifying Supervisor - Temporary 50%


Name:


Herbalife ID Number: T1 I II I II IT


Ship To


Name:


Address:


Telephone: 


Email Address:


Fax:


Payment Method Note: APS not available (or Puerto Rico residents. 4


□ Credit Card □ Personal 'ChecIo ,-^C]apSNo


CH Cashier’s Check O ''Wire Transfer dl Other: _________
'X ^ \ \


Credit Card Type:'\ \^ . ^'Expiration Date;!
T ^ V 1 \ \ >. Month Ye\ \


Credit Card Number: ^


^ Authorized.Signature; Date: _
•C^Vs OtlUf attSfK'i Supttvsorahme trtin hiHi quiUiie-l tn 3d (lays o ttvite.


\ ^ s N
'> V '. A B c


stock No.
i \


* ^Product.Name j ■ Qty Total PROMOTE! 
Volume Points


Total PROMOTE! 
Retail Total Literature


■; ''' ' y''’


Shipping Instructions Totals A B c


[H STD FedEx Prepaid E] Express (please see box below) 0 Pick up Retail Total D


ShiDoina and Handlina ( %xBl


Orders less than 5125. S7.50 minimum
E +


'Order Shipping Via FedEx Home Delivery Ground Policy 6


Retail Total Walk-In and Will Call/Pick Up Only -
Pick Up and Handling of &25% x Total at B)


F =SI.000 and UD 4.25%


S700 - S999.99 4.75% Subtotal (Add 0 + E; or add D + F if applicable) G


S400 - S699.99 5.25% 'Tax f % X Total of B H =
S125-S399.99 5.75% Total Amount Due (Add G y H) 1


Total retail less than Si 25.00 S7.50 minimum charge


Other Shipping Methods


FedEx - 2 Day


FedEx -1 Day


7.75% - S11.00 minimum


11.75% - S19.00 minimum


•New Singln-Ufiit Ordet Shipping Poliev for USA eheclive Septeinher 18. 2000.


©2013 Herbalile imemaiiaial ol America. Inc. All rights reserved.
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^HERBALIFE.
Please mail/fax this completed form using 
the information below:


Heroalife International of America. Inc.
950 West 190tf) Street 
Torrance. CA 90507-1001


Distributor Relations; (805) 806-4744 
Fo<:(310) 258-7112


Please mark the appropriate box(es) below


SUPERVISOR QUALIFICATION FORM


Fully Oualifieri Supervisor;


Only one (1) Supervisor Qualification Form Is required for each leg qualifying in your organization. Rease suOmil this Form to your 
Distributor Relations Department no later tttan the 5th ol the month lollowing your Distributor's qualifying orders. Rease attach copies of the original Distributor 
Applications for each of the Distributors qualifying in your organi2aiion.


Qualifying Month/Yean


*One-Month
Qualification


Achieve a minimum of 4.000 Volume Points in one calendar 
month, of which at least 1,000 Volume Points are Unencumbered 
Volume Points (ie.. not used by another Distributor to qualify).


Two-Month
Qualification
FIRST MONTH OF A TWO-MONTH 
QUALIFICATION:


Achieve a minimum of 2.500 Volume Points in one calendar 
month, of which at least 1.000 Volume Points are Unencumbered 
Volume Points,


SECOND CONSECUTIVE MONTH OF 
A TWO-MONTH QUALIFICATION;


Achieve a minimum of 2,500 Volume Points in one calendar 
month, of which at least 1.000 Volume Points are Unencumbered 
Volume Points.


When completing a two-month qualification, an application must 
be turned in separately each month.


Qualifying With 
Organization
Did your downline qualify with their organization? Please list 
below the names, Herbalife ID numbers and Unencumbered 
Volume Points of the Distributors qualifying in this organization.


Each Distributor must have a minimum of 1,000 Volume 
Points that are not being used by another Distributor becoming 
a Supervisor (Unencumbered Volume Points), The bottom 
Disbibutor in the organization must have 4,000 Volume Points 
for a one-month qualification or a minimum of 2,500 Volume 
Points tor a two-month qualification.


If there are more Distributors qualifying in this organization, please add to the chart as appropriate, and attach additional Distributor information (i,e.. Name, 
Herbalife 10 number and Volume Points) or complete a new form. Please complete a separate form for each new leg qualifying.


FULLY
QUALIFIED


SUPERVISOR


Fully Qualified
Supervisor Name


Herbalife ID Number


Telephone Number


Fully Oialified Supervisor: Please write the rwme. Mcrtalite ID number and Volume Points below for eacb Distributor 
qualifying in your organiratJon.


1" LEVEL


1-Month □ 
1st Month □ 
2nd Month □


1st Level:


Please check one box
■or 68cn uisinDUior qualifying


Distribuloi Name


Herbatite ID Number


Unencumbered


Volume Points


2nd Level:LEVEL


t-Month □ 
1st Month □


3“° LEVEL


1-Month □ 
1st Month □ 
2nd Month D


4'" LEVEL 
1-Month □ 
1st Month D 
2nd Month □


Distributor Name


Herbalife ID Number


Unencumbered


Volume Points


3rd Level:


Distributor Name


Herbalife ID Number


Unencumbered


Volume Points


4th Level:


Distributor Name


Herbalife ID Number


Unencumbered


Volume Points


‘Don't forget to call Distributor Relations Toll-Free at (666) 866-4744 to place these qualifying Distributors at Temporary 50Vo status.


C2013 Hertelle btemaiiona! ol America, be. All n^is Rasened.


CONFIDENTIAL
Rev. 04/13
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TAB TEAM PRODUCTION BONUS 
ACKNOWLEDGMENT FORM


® HERBALIFE.
Herbalife International of America, Inc.
950 West 190th street. Torrance. CA 90502-1001 
P.O. Box 80210 Los Angeles, CA 90080-0210 
Distributor Relations: (866) 866-4744 
TTY User: (800) 503-6180 
Fax Number: (310) 258-7112


Please carefully review and complete this Acknowledgment Form confirming your understanding of the eligibility rules to compete tor TAB Team Production Bonuses and, to earn 
the right to other payments from Herbalife International of America, Inc.
Your Acknowledgment Form must be received and approved by Herbalife Internab'onal of America, Inc., in its discretion, before any TAB Team Production Bonuses are earned. The TAB 
Team Production Bonus is only available to Fully Qualified TAB Team members who continue to comply with all of the terms and conditions as provided in their Distributor Agreement.
Mail or fax this form using the information above, Attention: Records Administration Department.


Personal Information (please print)


11
Flerballfe ID Number


LL 1 L J
Distributor's Last Name Distributor’s First Name


1 I I I I I I I I I II I I I I I I I I I I I I I I I I I I I I I I I I I I ITT!
Spouse’s Last Name Spouse’s First Name


I I I M M I M I M I M I I I
Current Mailing Address


Sja^e', \ZipCod'e


' Area Code/ FaxArea Code / Evening Phone \Country Code / Area Code / Day Phone


In order to have the opportunity to qualify to receive the TAB Team'Production ^nus,'an^to^rotect the iiitegrity and loyalty of the Herbalife business, I acknowledge and reconfirm that:


A. I must not make medical claims or misrepresent Herbalife's pro^cls.or earnmgs op^rtunity'and I 'musl abioe by all applicable lax requirements.


B. Participation in the TAB Team Production Bonus Program (“Program") Is a privilege and not a'right. Among other things, it rests upon the responsibility of leadership to train and teach
the Herbalife business and philosophy.^ \ ^ \ \ \


Acknowledgment


marketing or direct sales company. I must not do sJwhhe Lam paihicipatingln the Program. Without limiting the generality ol the foregoing, I acknowledge that: while I am an Herbalife 
Distributor, I may not. directly or indirectly..solicil. promote,' sponsor or recruit any Herbalife Distributor to join, or participate in any way with, any other multilevel marketing or direct 
sales company, and: that these prohibitions apply to my spouse and myself, acting through any company or entity which my spouse or I may control or in which either of us have an 
economic interest. y'


D. All aspects of my relationship with Herbalife. including but not limited to those relating to the Program, are and shall remain subject to modification by Herbalife in its discretion from time 
to lime, such modifications to take effect upon the publlcatioh by Herbalife or upoh such other date as such publication shall indicate.


E. I am an independent contractor selling Herbalife products and sharing its earnings opportunities with others. Nothing in this Acknowledgment or in any other aspect of my relationship 
with Herbalife shall give rise to any of the following legal relationships between Herbalife and myself: employee, agent, partner or joint venturer. Specifically. I am not an employee of 
Herbalife for Federal tax purposes, or for any other State or Federal lax or non-tax purpose.


F. I may not conduct business in any country in which Herbalife has not yel officially opened for business.
G. If. in connection with the conduct of my Herbalife business. I violate Herbalife rules, including those rules mentioned or referred to above. Herbalife shali have the right not to pay me the 


TAB Team Production Bonus (“Bonus”) and not to pay me any other monies for which I may be otherwise qualified, and that Herbalife may terminate my Herbalife Distributorship, in its 
sole discretion and without any further liability or obligation to me.


H. Herbalife. at its sole discretion may disqualify a Distributor from receiving the TAB Team Production Bonus,
I. A condition of receiving the TAB Team Production Bonus is accepting responsibility for the methods by which Distributors of my downline are recnjited and the development ot my 


dpwnline according to applicable law and by Herbalife's rules. As a part of that responsibility. I understand that any request by my downline for Herbalife to repurchase products - in any 
Herbalife country - will result in a loss to me ot any applicable Commission, Royally Override. Production Bonus or TAB Team status associated with the volume that is repurchased. If 
I lose my TAB Team qualification as a result of these deductions. I must return to Herbalife any TAB Team pins earned previously by me for that team status.


j. Any dispute between Herbalife and me arising from or relating to any aspect ol my relationship with Herbalile, shall be governed by and construed in accordance with the domestic law 
of the State of California.


Acknowledge:


Distributor’s Signature:.


Distribution: Send Ofiginal lo Herbalife. Keep a copy for your records.


Reproduction of this page in whole or in part is illegal.
© 2013 Herbalife International ot America. Inc. All rights reserved.


CONFIDENTIAL
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^HERBALIFE


c.


‘S
o
•§
o


Automatic Payment Service (APS) 


Authorization Agreement & Application
Note: APS not available for Puerto Rico residents.


I authorize HERBALIFE INTERNATIONAL (HERBALIFE) to begin deductions from my account with 
the financial institution named for payment of my Flerbalife product, literature and/or sales promotion 
orders (Fterbalife orders).


This authorization will remain in effect until properly revoked by me in writing. I understand that my 
right to stop automatic payment of my FIERBALIFE orders will be effective upon receipt of timely 
written notice by FIERBALIFE and/or my designated financial institution prior to the time my account 
is charged. I understand that FIERBALIFE and/or the financial institution indicated reserve the right to 
end this payment plan and my participation therein upon dispatch of timely written notice.


APS IS AVAILABLE TO SUPERVISORS WHO HAVE BEEN QUALIFIED FOR 30 DAYS OR MORE.


NOTE: IMPORTANT INFORMATION BELOW - PLEASE COMPLETE 
ONE APS APPLICATION PER DISTRIBUTORSHIP


( )


Please print your name (as shown on financial institution records) Daytime Telephone Number


Home Address Street City State Zip Code


Email Address


Name and ID Number on HERBALIFE Distributor Application (please print)


Indicate four-digit code number (must be numerical, no letters) to be used for verification’


Siocf SeaiiiN Numte u 
lixiivtiiial Tax densiicaioi N^mcer


Signature (Primary Distributor) If Joint Account (Other Signature) Date


Please allow 15 days for processing
IMPORTANT: To avoid delay in processing, you must attach a check marked “VOID," or a savings account deposit slip (most savings 
accounts only allow a limited number of deductions per month) with your bank's routing number and your account number noted on 
the deposit slip. In addition, please verity this information with your bank especially if using a credit union account as the transit routing 
number may be different than what is on your check or deposit slip. Please fill in the spaces provided below:


Transit Routing Number (9 digits) Bank Account Number Checking Savings


( )
Name of Your Bank, Savings & Loan, etc. City. State Bank Telephone #


' Please fill in the boxes provided with a four-digit Personal Identification Number (PIN). (You decide the 
code- it may be a binh date, anniversary date, etc.) Please remember your PIN and refer to it each time you 
place an APS Phone-In Order. Please keep a copy of this Agreement & Application form for your records.


RETURN THIS ENTIRE PAGE TO: HERBALIFE WORLD HOME OFFICE
ATTN: ACCOUNTS RECEIVABLE DEPARTMENT 


P.O. BOX 80210 
LOS ANGELES, CA 90080-0210


Supervisors have Herbalife's permission to duplicate this document.
©2013 Herbalife International of America. Inc. All rights reserved.
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® HERBALIFE.
HERBALIFE INTERNATIONAL OF AMERICA. INC.
950 Wcsl lOOlhStrecl 
Torrance, CA 90502-1001 
P.O.Box 80210 
Los Angeles. CA 80080-0210


Distributor Relations
Phone: (866) 866-4744 
Fax: (310)258-7112
TTY User: (800) 503-6108


CHANGE OF ADDRESS FORM


If you wish to request a change of address, the following procedure must be followed:


• Complete this form.
• Mail/Fax this form using the information above to the attention of DISTRIBUTOR RELATIONS


• You may also submit your change of address information directly to Herbalife online at 
MvHerbalite.com (if change is within same country)


All changes will be effective immediately upon completion of the processing of this form by Herbalife.


Do you wish to change your (please check):
CH Email Address 
CD Mailing Address 
CD Legal/Fiscal Address


*lf fflis is a cnange to your counav of legal/fiscal address, please contact 
Distributor Relations, as you will need to supply additional documentation for 
this change to be processed.


Personal Information


nmnr II II II II II 1 II II II II II II II II II II II II II II II II II II II II II
Last Name First Name Middle Name


UUilXJUi
Herbalife ID Number U.S. Social Security Number or Individual Tax Identification Number


Previous Email Address


New Email Address


Country of Address Country of Address


Street Address Street Address


Zip Code Zip Code


Country Code Area Code Day Phone Country Code Area Code Day Phone


Area Code Evening Phone Area Code Evening Phone


Area Code Area Code


New Legal/Fiscal Mailing Address


Country of Address Country of Address


Street Address Street Address


State Zip Code State Zip Code


Country Code Area Code Day Phone Country Code Area Code Day Phone


Area Code Evening Phone Area Code Evening Phone


New Mailing Address


Previous Legal/Fiscal Mailing Address


Previous Mailing Address


Area Code


Your Signature:.


Area Code


Date;


Oisblouars have HerbalJis's o^missiy) U) duplicate itis (loajmem. 
02013 Kercalife International d America, Inc. AJ rigtiis reservM.
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® HERBALIFE.
HERBALIFE INTERNATIONAL OF AMERICA. INC.
Main Phone: (310) 410-9600
Distributor Relations: (866) 866-4744
TTY Users: (800) 503-6180


Los Angeles Distribution Center
18431 S. Wilmington Ave., Carson. CA 90746


REQUEST FOR 
REFUND FORM


Puerto Rico Sales Center
Ave. Jose Tony Santana. Besthree Building Lot C
LMM Airport (Cargo Area). Carolina. P.R. 00979-1547. U.S.A.


Memphis Distribution Centers
5025 Crumpler Road. Memphis. TN 38141


Herbalife Distiubutor


Within 30 days following the refund to your Customer, this form must be completely and accurately filled out, signed and returned in duplicate to your nearest 
Herbalife Distribution Center, along with a copy of your Customer's Retail Order Form, and the unused portion of the product, or the original product labels, 
or the empty product containers. Note: All of the items listed above are required in order to process this request.


Herbalife ID Number


Please indicate the shipping address for your replacement product.
□ Same as Distributor's address


Distributor's Name Name


Distributor's Address Address


City State Zip Code City State Zip Code


Phone


I certify that on this date _ . I have refunded the Customer (stated below) for the sum of S . , or upon their request, I have issued


my Customer full credit toward the purchase of other Herbalife products. (Please refer to the Herbalife Satisfaction Guarantee in the Career Book for 
detailed requirements.)


Distributor's Signature: Date://_


Herbaufe Customer


Name


Address


City Stale Zip Code


Phone


Please stale the reasons you were dissatisfied with the products:


After trying the Herbalife® product for: □ 1 week □ 2 weeks □ 3 weeks □ 4 weeks


In accordance with Herbalife's 30-Day Money-Back Guarantee: I herewith return a copy of my Retail Order Form, along with the unused portion of the 
product, or the original product labels, or the empty product containers, to my Herbalife Distributor, for:


□ A full credit toward the purchase of other Herbalife products, or


□ A full refund of the purchase price indicated below.


I certify, on this date____//I requested a refund or credit toward the purchase of other Herbalife products in the amount of


Sand I acknowledge receiving the:


□ Refund


Customer’s Signature:.


□ Full credit toward other Herbalife products


Date:,


Herbalife Distribution Center


□ LADC □ Memphis □ Puerto Rico


Within 30 days following the Distributor's refund to the Customer, the Distribution Center has:


□ Received the unused portion of the product, or the original product labels, or the empty product containers


□ Received the Retail Order Form.


□ Replaced the identical product and shipped to the Distributor.


Returns Clerk Signature:.


Description of Return


Date;


Shipped By Pick up


56 ©7013HsrtJ3lr:elitsmaliofiaiotAmsrica.lni;. Ail rigrts ResaveQ.
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® HERBALIFE
Herbalife International of America, Inc.
P.O. Box 80210
Los Angeles. California 90080-0210 
Tel: (310) 410-9600


EARNINGS CERTIFICATION FORM 
ROYALTY OVERRIDE/PRODUCTION BONUS and 


10 RETAIL CUSTOMERS/70% RULE DOCUMENTATION


This form must be completed and submitted to Herbalife monthly to comply with the 10 Retail Customers and 70% Rules. Listed below are 
several methods the Form can be submitted to Herbalife. No matter which method is chosen, the form must be received by Herbalife no 
later than the fifth of each month for the prior month's activity. (Note: Mail must be postmarked no later than the last day of the month).


METHODS TO SUBMIT THE FORM:


1. Download the form: [Log on to] MvHerbalife.com [Click on] MvOffice [Click on] Distributor Documents


2. Submit the form electronically: [Log on to] MvHerbalife.com [Click on] MvAccounts & Reports [Click on] Submit 10 Customers Form


3. By Mail: Herbalife International of America, Inc.
P.O. Box 80210
Los Angeles, CA 90080-0210


4. By Fax: 310-216-5147


In addition to all the existing Royalty Override requirements, you must also comply in a timely manner with the 10 RETAIL CUSTOMERS 
and 70% RULES in order to receive your Royalty Override/Production Bonus payments.


The 10 RETAIL CUSTOMERS RULE means that you must make not less than one sale at retail to each of 10 customers during a given month. 


Other activities that can count towards this requirement are:


A sale to a first line Distributor with up to 200 personally purchased Volume Points (and no downline Distributors) which may be counted as a 
sale to one (1) retail customer; and


* A Nutrition Club attendee who consumed products during ten (10) visits to a Nutrition Club within one Volume month, which may be counted by 
the Nutrition Club operator as a sale to one (1) retail customer.


The 70% RULE means that at least 70% of the total value of products you purchase each month must be sold or consumed, each month. 
Sales may be to retail customers, or wholesale to downline Distributors. For the purpose of this rule, consumption means product consumed 
at Nutrition Clubs.


EACH OF THESE REQUIREMENTS MUST BE MET OR ROYALTY OVERRIDE/PRODUCTION BONUS EARNINGS WILL NOT BE PAID


I certify that during the month of. , in the year of. . I have fulfilled the requirements outlined in the box above.


And will, upon request (for verification purposes) furnish to Herbalife the following information concerning such customers: names, addresses, 
phone numbers, email addresses and copies of retail receipts (and/or in the case of Nutrition Club activities, a log of attendee visits inclusive of 
attendee names, dates of visits, contact information). I agree tomaintain all such records for a period of two (2) years.


My total personal retail sales for the month total: S.


Please Print Name: ___________________


Signed: _____________________________


Herbalife ID Number:. 


_________  Date:


Keep one copy of this form for your personal files.
©2013 Herbalife International of America, Inc. .All rights reserved.


Rev. 04/13
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REPURCHASE OF INVENTORY


The opportunity to be an Herbalife Independent Distributor is 
entirely voluntary. A resigning Distributor may return unused 
products or sales materials, which are unopened and in 
resalable condition, for repurchase by Herbalife if the products 
were purchased within the last 12 months and the resigning 
Distributor provides proof of purchase. Reimbursement to the 
Distributor will be issued for the Distributor's original net cost 
for the returned product by the Distributor. Although shipping 
and handling paid on the original order will not be reimbursed, 
Herbalife will arrange pick up and will pay all shipping charges 
for the return of the product to Herbalife.


Herbalife will deduct the amount of Royalty Overrides, 
Commissions, Production Bonuses and any other earnings or 
benefits paid on the returned products from the appropriate 
Distributors, and adjust qualifications as necessary.


Distributors residing in Georgia, Maryland, Massachusetts, 
Puerto Rico, and Wyoming may exceed the 12-month 
repurchase period, provided all the above criteria have 
been met.


How to Initiate a Repurchase of Inventory
• Under Rule 10-D "Inventory Repurchase" of the Rules 


of Conduct, as amended from time to time, a Distributor 
may have the right to have Herbalife repurchase resalable 
inventory that was purchased from Herbalife, under certain 
terms and conditions.


• To initiate a repurchase of inventory the first step is 
to complete the required forms for the Repurchase of 
Inventory that follow.


• The forms may be mailed, emailed or faxed to:


Mailing Address


Herbalife International of America, Inc.


Attention: Refunds & Repurchase Department
950 W. 190th St.


Torrance, CA 90502-1001


Email Address


DS_CSSupport@Herbalife.com


Fax Number


310-258-7155


• The forms must be accompanied by or preceded by a 
signed resignation letter, or instead of the resignation letter, 
the completed and signed Inventory Repurchase Request 
Form will be accepted by Herbalife as your resignation 
letter.


Return Product Authorization


• If you have met the requirements specified on the Inventory 
Repurchase Request Form, and submitted your forms to 
Herbalife via any of the methods described above, please 
contact Herbalife's Repurchase Department at 866-866-4744 
Ext. 43132 to arrange the pickup of your inventory.


• Please be aware that all terms and conditions must be 
met, and to avoid handling delays, your shipment should be 
prepared as indicated below:


• Each side of your package must reflect the letters 
"BB" followed by your Herbalife Identification Number 
in large print (i.e., BBl000000000).


• Once Herbalife has processed the return, the payment due 
will be issued.


• Herbalife will have no responsibility for items shipped that 
are outside of Rule 10-D "Inventory Repurchase," and 
guidelines provided.


For questions regarding the process, please contact


Herbalife's Distributor Relations Department toll-free at
866-866-4744, or Herbalife's Repurchase Department at
extension 43132.
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® HERBALIFE,
HERBALIFE INTERNATIONAL OF AMERICA. INC.
Ann: Refunds and Repurchase Depanmem
950 W. 190ih Si.
Torrance. CA 90502-1001


Inventory Repurchase Request Form
(This form is required.)


This form must be signed, dated, and returned to Herbalife to initiate your request.


To process your request, please provide Herbalife with the details requested, if you have not already done so.


• I hereby permanently resign as an Herbalife Independent Distributor.


• I understand that only unopened and resalable products or sales materials which were purchased within the last 12 months’' 
are eligible for resale to Herbalife, and are in all other respects in accordance with Rule 10-D "Inventory Repurchase" of the 
Herbalife Rules of Conduct.


• I understand my reimbursement will be issued for the full amount I paid for the original net cost I paid for the products. I 
understand that reimbursement will not include the shipping and handling fees paid on the original order. Herbalife will arrange 
pick up and will pay all shipping charges for the return of the products to Herbalife.


• I understand that I will be refunded via the same method of payment that was used when I originally bought the 
merchandise. (If paid by check, money order or wire transfer, the reimbursement will be refunded with a check. 
If paid by credit card, the same credit card will be refunded.)


• I understand that Herbalife reserves the right to determine which products and quantities fall within the limits of Herbalife's 
repurchase of inventory policy. I will return only items that are unopened and in resalable condition, that were purchased 
within the last 12 months, and which comply with Rule 10-D. I understand that Herbalife will have no responsibility for items 
returned that fall outside Rule 10-D and the guidelines provided, and that Herbalife will not pay for or assume responsibility 
for returning items that are not repurchased.


• I have included proof of purchase for this merchandise (copies of credit card statements, money orders or cancelled checks).


• I understand that if within 90 days after the acceptance of my Application for Distributorship in Herbalife's records, I decide 
not to continue as a Distributor, I also may return to Herbalife the official Member Pack (HMP) whether or not in resalable 
condition.


By my signature, I acknowledge and agree to the above.


(Name - Please Print) (Herbalife Identification Number)


(Signature) (Date)


If you agree to the terms and meet the requirements specified above, please contact Herbalife's Repurchase Department at 
866-866-4744 Ext. 43132 to arrange the pickup of your inventory.


'May be longer lor residents ol Georgia, Marvland, Massacbusetls. Puerto Rico and Wyoming. 
© 2013 Hertialite Iniematioiial o< America. Inc. All rights reserved.
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® HERBALIFE.
HERBALIFE INTERNATIONAL OF AMERICA. INC. 
Ann; Refunds and Repurchase Deoartment 
950 W. 190th St.
Torrance. CA 90502-1001


Product I Wish to Return
(In addition to the Inventory Repurchase Request Form, complete this form if your return includes Herbalifeproduct inventory).


Name: 


Herbalife Identification Number:


I understand that only unopened and resalable products which were purchased from Herbalife within the last 12 months* are 
eligible for resale to Herbalife, and in all other respects in accordance with Rule 10-D "Inventory Repurchase"of the Herbalife 
Rules of Conduct. I represent and warrant that the products which are listed below and which I wish to return to Herbalife meet 
these standards.


• I also understand, Herbalife reserves the right to determine which products and quantities fall within the limits of Herbalife's 
repurchase of inventory policy, and that I may return only those items, that are unopened and in resalable condition, that were 
purchased from Herbalife within the last 12 months and which comply with Rule 10-D. I understand that Herbalife will have 
no responsibility for items returned which it determines fall outside Rule 10-D and the guidelines provided.


Stock# Product Description # of Cases or # of Units Office Use Only


(Signature) (Date)


’May be longer for residents of Georgia. Marvland. Massachusetts 
@2013 Herbalife International of America. Inc. All rights reserved.
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® HERBALIFE.
HER8ALIFE INTERNATIONAL OF AMERICA. INC. 
A;tn: Refunds and Repurchase Department 
950 VV. 190th St.
Torrance. CA 90502-1001


Literature/Promotional Items I Wish to Return
(In addition to the Inventory Repurchase Request Form, complete this form if your return includes Herbalife literature/ 
promotional items.)


Name; 


Herbalife Identification Number;


I understand that only resalable sales materials which were purchased from Herbalife within the last 12 months' are eligible 
for resale to Herbalife, and in all other respects in accordance with Rule 10-D "Inventory Repurchase" of the Herbalife Rules of 
Conduct. I represent and warrant that the sales materials which are listed below and which I wish to return to Herbalife meet 
these standards.


• I also understand, Herbalife reserves the right to determine which products and quantities fall within the limits of Herbalife's 
repurchase of inventory policy, and that I may return only items that are unopened and in resalable condition, that were 
purchased within the last 12 months, and which comply with Rule 10-D. I understand that Herbalife will have no responsibility 
for items returned which it determines fall outside Rule 10-D and the guidelines provided.


Stock # Literature / Promotional Items # of Sets or # of Units Office Use Only


(Signature) (Date)


‘May be longer for residents of Georgia, Maryland, Massachusetts. Puerto Rico and Wyoming. 
©2013 Herbalife International of America. Inc. All rights reserved.
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POLICY STATEMENT ON EXPENDITURES BY 
NEW DISTRIBUTORS


One of the unique and wonderful things about becoming an 
Herbalife Distributor is that no investment is required to start 
or grow your Herbalife business and that you can choose for 
yourself how to pursue the many opportunities afforded by 
Herbalife products and the Herbalife Sales & Marketing Plan, 
The only required expenditure is the purchase of the Herbalife 
Member Pack (HMP).


As with any business, you may be attracted to spend or invest 
more than the minimum and just as with any business, you 
should be cautious about spending or committing. You should 
ask yourself questions.


• For example, "Should I buy a large starting inventory?" 
Our advice is not to purchase product beyond your own 
needs and, after you are confident you wish to begin to 
resell Herbalife products, those amounts you are confident 
you can resell within a reasonable amount of time.


• Another example, "Should I buy services and products 
that might be helpful in recruiting other Distributors?" 
These are typically referred to as "Sales Aids" or "Business 
Methods".


Our strong advice is that you should first gain significant 
experience with Herbalife products and the Sales & 
Marketing Plan before you purchase sales aids. Your upline 
is expected to provide support, encouragement and training 
regardless of whether you buy such services or materials. 
In addition, Herbalife offers training materials for its 
Distributors relating to product, product merchandising and 
business skills. However, if you freely choose to purchase 
sales aids (other than leads, advertising or advertising slots, 
or decision packs), we urge you to spend no more than a 
reasonable proportion of the earnings generated from your 
Herbalife business. As with all business expenditures, be 
prudent.


Business Methods are not produced, approved or 
endorsed, by Herbalife, and Herbalife assumes no 
responsibility, with regard to their purchase, sale or use.


• Another example, "Should I sign a lease and 
buy the fixtures and other things needed to 
open a Nutrition Club or an Herbalife Office?" 
Prior to opening a Nutrition Club we strongly advise that you 
obtain proper training and experience about the Herbalife 
products and the business opportunity. Allow yourself the 
time necessary to experience the products and learn about
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their directions for use, become knowledgeable enough to 
properly explain the potential benefits that can be achieved 
through good nutrition and a healthy active lifestyle, and 
gain significant experience in operating your business. We 
further advise that you observe and study how Nutrition 
Clubs or Offices operate and carefully consider whether to 
engage in a large expenditure or enter into what could be a 
substantial obligation in the form of a lease, before you do so.


No aspect of the Herbalife business is or may be considered 
a franchise and you should therefore never be asked for 
payment to buy the "right" to open or operate your own 
Nutrition Club or office. Similarly, you should not pay anyone 
to set up a Nutrition Club or an office for you. However, if you 
work out of another Distributor's Club or Office, it is normal 
to pay a reasonable rental fee for space or a workstation 
or to pay a reasonable percentage of the Club's or office's 
operating expenses,


• And, lastly, "Should I incur debt, obtain a loan, or 
borrow money to pursue the Herbalife business 
opportunity? "
One of the unique aspects of the Herbalife's Sales & 
Marketing Plan is that you can achieve the level required to 
earn Royalties and Production Bonuses by building a solid 
customer base and without purchase of inventory other 
than that required to service your customers and for your 
own personal consumption. As a result, it is not necessary 
to borrow money or obtain a loan of any form and we 
discourage incurring debt to pursue the Herbalife business 
opportunity, and we strongly discourage incurring any debt 
to do so.


Our founder, Mark Hughes, founded Herbalife on the 
principle that success in Herbalife was only limited by your 
own skills, hard work and imagination. After more than 30 
years, that principle is still true today and we hope that 
all new Distributors will bear this in mind as you evaluate 
expenditures in your Herbalife business.


HLF 000111







U.5. AND PUERTO RICO RULES OF CONDUCT


Introduction


These Rules of Conduct have been established for your protection. They represent the code of ethics and standards by which 
all Herbalife Independent Distributors must operate. Herbalife has the sole and absolute discretion to amend (on a prospective 
basis) the Rules of Conduct and such other Rules and Policies Herbalife has published, or in the future may publish. It is your 
responsibility to read and understand Herbalife's Rules so you are fully aware of your rights and obligations as an Herbalife 
Distributor. We believe Herbalife's products and Sales & Marketing Plan are the best in the industry. We also believe in our 
Distributors and in supporting them by working together to uphold the highest possible ethical standards. We are committed 
to maintaining the integrity of Herbalife, its Sales & Marketing Plan and its global distribution network of Distributors. In its sole 
and absolute discretion, Herbalife may impose any remedy or sanction it determines best addresses any breach of the Rules of 
Conduct. Herbalife also reserves the right in its sole and absolute discretion to waive wholly or partially, or to pardon or forgive 
wholly or partially, any breach of any of the rules contained in this section.
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Section 1 Becoming a Distributor and the 
Distributor Agreement


Rule 1-A Becoming a Distributor 
To become an Herbalife Distributor, an Applicant must be 
sponsored by an Herbalife Distributor in good standing, and 
Herbalife must receive the Applicant's completed Application 
for Distributorship. The Application for Distributorship is 
available with the purchase of Herbalife's official Herbalife 
Member Pack (HMP) from the sponsoring Distributor or online 
at MvHerbalife.com.


The only required purchase in order to become, succeed or 
advance as a Distributor is the Mini HMP, The sponsoring 
Distributor must offer the Applicant the opportunity to 
buy the Mini HMP or, at the Applicant’s election, the full 
Herbalife HMR without any markup or profit to the Sponsor 
or the Sponsor's upline.


It is the responsibility of the Sponsor to make the unaltered official 
Herbalife Distributor Pack (HMP) available and to assure the 
Application for Distributorship is completed fully and accurately 
and is immediately submitted to Herbalife International.


In the case of an online Application, the official Herbalife Member 
Pack (HMP) will be mailed to the Applicant directly from the 
Company. No Application for Distributorship should be submitted 
unless the Applicant has purchased a Member Pack (HMP).


Herbalife reserves the right at its sole and absolute discretion, 
to accept or reject any Application, without having to provide 
justification for acceptance or rejection.


The Applicant becomes a Distributor when their Application for 
Distributorship is accepted and entered into Herbalife’s records 
at Herbalife's Home Office. Until then, the Applicant is granted 
a provisional license to buy and sell Herbalife products.


Rule 1-B Applications From Former Distributors 
Former Distributors, and/or their spouse, or other individual 
who previously owned or assisted in a Distributorship, and 
who want to apply to become a Distributor under a different 
Sponsor, must comply with all the requirements and the 
Rules of Conduct required for rejoining as a Distributor, 
including but not limited to, maintaining a minimum of 
a one-year period of inactivity following a) resignation or 
non-payment of Annual Processing Fee or b) resignation of any 
prior Distributorship.


Failure to comply with these rules is a serious violation of 
the rules and regulations of the Company and will result in 
serious penalties, usually termination of Distributorship. 
(Refer to Rule 7-D "Period of Inactivity" in this section for 
complete details on the requirements and rules that apply 
to these individuals.)
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Rule 1-C Incurring Debt, Obtaining a Loan, or 
Borrowing Money


Herbalife strongly discourages incurring debt to pursue the 
Herbalife business opportunity, or conduct the Herbalife 
business. Distributors may not encourage Distributors (or 
prospective Distributors) to obtain a loan or to borrow money 
for use in connection with their Herbalife business.


Further, Distributors may not use in connection with their 
Herbalife activities money loaned or granted to them for 
educational or other specific purposes not related to the 
establishment of a business.


Section 2 Requirements of Applicant


Rule 2-A Restrictions on Purchase Requirements 
The only cost that may be required of an Applicant for 
Distributorship is the purchase of an unaltered Herbalife 
Mini Member Pack (Mini HMP) or at the Applicant's election, 
a full HMP No other requirements may be made of either 
prospective or existing Distributors, including, but not limited 
to, the following;


• No required maintenance of any minimum amount of 
products or materials


• No required purchase of any amount of materials, products 
or services, whether or not produced by Herbalife


• No required purchase of admission tickets to attend any 
seminars, meetings or other events


Herbalife's Mini or Full Member Pack may not be combined 
with other products, services or materials to form an 
introductory package. The only introductory package shall be 
Herbalife's official Member Pack.


Rule 2-B Payment for Information 
Except as provided in Business Methods, Rule 1-C "No 
Required Purchase OtherThan Herbalife Member Pack" (in 
the "Supplemental Rules" section), a Distributor may not 
request a prospect or an Applicant to make any payment, or 
purchase products or materials in return for any information 
or assistance about becoming a Distributor. Distributors may 
not represent or imply that payment or purchases are required 
(legally, or as a matter of practicality) to do or succeed in the 
business, participate in the income opportunity, or receive 
training or upline support. (Refer to Business Methods, Rule 
1-C in the "Supplemental Rules" section of this book.)


Section 3 Age Requirements for a Distributor


Rule 3-A Applicant Must Be ISYears of Age 
An Applicant must be at least 18 years of age to become an 
Herbalife Distributor and to conduct business in the United 
States. The minimum age requirements vary from country
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lo country. For the requirements for other countries, please 
contact Distributor Relations.


Puerto Rico Residents: An Applicant must be at least 21 years 
of age to become an Herbalife Distributor and to conduct 
business in Puerto Rico.


Rule 3-B Minor Distributorships
A minor who is at least 14 years of age, who lives and 
proposes to conduct business in the United States and Puerto 
Rico, may submit an Application to become an Independent 
Herbalife Distributor.


For consideration to become a minor age Distributor, the 
Applicant must provide to Herbalife's Distributor Relations 
Department, the following:


1. Written approval from the parent(s) or legal guardian(s). The 
parent(s) or guardian(s) must accept responsibility for the 
actions of the minor.


2. If the parent(s) or guardian(s) is an Herbalife Distributor, 
then the parent(s) or guardian(s) must provide


a. written consent from their own Sponsor and upline 
Distributors (up to and including their first three active 
upline Supervisors) or explanation satisfactory to 
Herbalife in its discretion why such consents have not 
been obtained or should not be required; and


b, a signed statement that they will not help or participate 
in the development of the minor's Distributorship to the 
detriment of the parents'/guardians' upline, or in a manner 
that constitutes Sales & Marketing Plan manipulation or 
that violates the Rules of Conduct.


In its discretion, Herbalife may accept the request without 
upline response or acceptance, and may require additional 
authorizations or information it deems necessary to making a 
final decision on the acceptance of this Application,


Section 4 Individuals Limited to One Distributorship


Rule 4-A One Distributorship Per Person 
An individual may have and participate in only one Herbalife 
Distributorship under one Sponsor. A Distributor is not 
permitted to retail, recruit, promote, train, educate or 
otherwise assist in the development of the Herbalife business, 
for any Distributorship other than their own, except to assist 
their downline organization, as is appropriate for a Sponsor. 
This policy applies to both the Distributor and their spouse.


Rule 4-B Applicant/Spouse or Individual Assisting in 
the Distributorship Is a Former Distributor 
If an individual applying to become a Distributor, their spouse 
or other individual assisting in a Distributorship was formerly an 
Herbalife Distributor, the Application will only be considered as
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valid if all the conditions set out in Rule 7-D "Period of Inactivity" 
and any other applicable Rules of Conduct have been met.


Rule 4-C Responsibility for Individuals Assisting in 
a Distributorship
If there is another person who assists in the operation of a 
Distributorship, who appears at Herbalife functions with the 
Distributor, or who presents themselves as assisting in that 
Distributorship, who makes statements about their income 
or business achievements from the Herbalife business, or 
whom the Company is advised to recognize and acknowledge 
as assisting in the Distributorship, then the Distributor who 
submitted the Application for Distributorship is responsible 
for ensuring that the other individual assisting in the 
Distributorship follows all Distributor rules and regulations, 
Herbalife has sole and absolute discretion as to the 
determination and application of this policy.


Penalty for Dual Distributorships 
If an individual, their spouse or other individual participating 
in a Distributorship completes and signs more than one 
Application for Distributorship, the first time the Applicant 
enters into a Distributor Agreement that is accepted by 
Herbalife is considered the valid Distributorship, If Herbalife 
determines that an individual or their spouse has signed an 
Application for Distributorship, or has worked or assisted in 
the development of another Distributorship while involved 
with or in a prior Distributorship, Herbalife shall have sole 
and absolute discretion to determine the disposition of 
both Distributorships, including but not limited to decisions 
whether to terminate or place conditions on one or both of 
those Distributorships, and whether to impose penalties 
or sanctions upon the Distributorships and/or Sponsoring 
organizations, including the determination whether to make 
adjustments to Volume and compensation of either or both 
Sponsoring organizations for any period prior to the transfer 
or deletion of Sponsoring organizations, (Refer to Rule 7-D 
"Period of Inactivity" in the "Rules of Conduct" section,)


In cases of Dual Distributorships and other similar infringements, 
the Distributor may be allowed to continue as an Herbalife 
Distributor, but must do so in the proper line of sponsorship, 
as determined by the Company in the application of the Rules 
of Conduct, In most cases, the downline lineage of the deleted 
Distributorship's organization will be moved to the rightful line of 
sponsorship, with the Distributor.


Section 5 Distributors Who Are Married


Rule 5-A Married Couples May Have Only 
One Distributorship
Married couples may have or participate in only one 
Distributorship, unless their circumstances fall under the
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guidelines of Rule 5-D "Two Distributors Who Marry" or Rule 14-D 
"Rights to Continue a Distributorship Under the Sanne Sponsor" 
(in the "Rules of Conduct" section).


Rule 5-B Couples Becoming DistributorsTogether 
Married couples wishing to become Distributors together must 
complete and sign a single Application for Distributorship, 
thereby having only one Sponsor. They may not be under 
separate Sponsors nor can they sponsor each other.


Rule 5-C A Distributor Who Marries 
If a Distributor marries and the spouse wishes to become a 
Distributor, the spouse must conduct business in the existing 
Distributorship, They may request to have the spouse's name 
added to Herbalife's records for event attendance purposes.


Rule 5-D Two Distributors Who Marry 
If two separate Distributors marry each other, then the couple 
must relinquish one of their Distributorships and become partners 
in the other. However, if both Distributors are Supervisors at the 
time of marriage and they choose to continue operating their 
own separate Distributorships, each spouse must conduct their 
Herbalife business activities separately, remaining in their original 
lines of sponsorship. Rules for remaining a Distributor still apply.


Rule 5-E Liability of Married Distributorship 
The liability of two married Distributors who operate a 
Distributorship together shall be joint so that both such 
Distributors shall be responsible, and shall accept liability for, 
and shall be bound by, any act or omission of either Distributor 
and any payment by Herbalife to one such Distributor shall be 
deemed as payment to both such Distributors.


Rule 5-F Resignation of Spouse


In the event that one spouse of a Distributorship resigns their 
Distributorship, then Herbalife reserves the right to terminate 
the Distributorship whether or not the spouse was a joint 
Distributor, if the activities of the resigned Distributor diminish, 
damage or weaken the reputation of Herbalife or its products.


Rule 5-G Responsibility of Married Distributor 
A Distributorship shall be responsible for the activities of 
a spouse, whether or not the spouse participated in the 
Distributorship. For example, if a Distributorship may not 
engage in an activity (such as conduct which violates Rule 5-A 
"Married Couples May Have Only One Distributorship" [in the 
"Rules of Conduct" sectionl or which diminishes, damages 
or weakens the reputation of Herbalife or its products) and 
the spouse engages in that activity, the Distributorship shall 
be deemed to have engaged in that activity and shall be 
considered to be in violation of the applicable rule, and subject 
to appropriate penalties.
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Section 6 Corporations and Partnerships


Rule 6-A Distributorships Must Be Individuals 
Herbalife only accepts Applications for Distributorship in the 
name of individuals. Applications in the names of corporations 
or partnerships will not be accepted. Distributors may 
request their Herbalife earnings be issued on checks made 
payable to someone else by submitting a written request to 
Herbalife's Distributor Relations Department, provided there 
is a legitimate business reason. However, the Distributorship 
will remain in the name of the individual, and the earnings 
of the Distributorship will be reported in the name and tax 
identification number of the individual Distributor.


Section 7 Remaining a Distributor 


Rule 7-A Annual Processing Fee
Herbalife agrees to provide computer processing services 
for Distributors for which an Annual Processing Fee is due. 
Such computer services are limited to maintaining discount 
rates, lineage records and qualification status. Please 
contact Herbalife's Distributor Relations Department for 
all appropriate fees.


Rule 7-B Acceptance of Annual Processing Fee 
Herbalife has absolute discretion to refuse any Processing 
Fee from any Distributor, without having to provide a reason 
for such refusal. In the event that Herbalife does refuse to 
accept a Processing Fee when due, the Distributorship will 
be deleted, the Distributor losing all rights and privileges of a 
Distributor, If a payment has been made, it will be refunded, 
unless applied to an outstanding debt of the Distributor, 
along with a written notice of the refusal from Herbalife. 
Payments for your downline may not be made without 
their written permission.


Rule 7-C Non-Payment of Annual Processing Fee 
In the event that a Distributor does not submit payment for 
the Annual Processing Fee by the date due, then Herbalife 
reserves the right to cease maintaining such computer 
records. Additionally, in the event that a Distributor does not 
submit payment, the Distributor will be deemed to relinquish 
their Distributor status and thereby all rights and interests in 
their lineage and Royalty Override or bonus entitlement.


Rule 7-D Period of Inactivity
Any Distributor who resigns or who relinquishes their 
Distributorship due to non-payment of the Annual Processing 
Fee, or anyone who ceases participating in a Distributorship, 
must wait a minimum of one year before becoming a Distributor 
again under another Sponsor, or participating in another 
Herbalife Distributorship, unless the Distributor, their spouse, 
and any other individual assisting have remained inactive for
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at least the required one-year waiting period from the date of 
relinquishment, resignation or participation in any Herbalife 
Distributorship (also known as the "period of inactivity").


The period of inactivity for the Distributor must be complete 
and absolute for consideration to re-join the Company as a 
Distributor or to participate in any Distributorship. This means 
that during the one-year waiting period, the Distributor, their 
spouse, and any other individual assisting in a Distributorship 
may not:


• Be involved in the Herbalife business in any way.


• Purchase products other than for personal use, bought at 
full retail price.


• Sell any Herbalife products, literature or sales materials.


• Sponsor or offer the Herbalife business opportunity 
to anyone.


• Participate in Herbalife trainings or meetings whether 
sponsored by the Company or a Distributor.


• Participate in any way in promotion, assisting or supporting 
any Herbalife Distributorship.


Failure to observe the period of inactivity may result in the 
reactivation of the Distributorship and/or extension of the 
waiting period. The period of inactivity is calculated as follows;


Example 1: Distributor Resigns


• Prior application date is December 5, 2003.


• Resignation effective as of August 28, 2004.


•The period of inactivity for this Distributorship would be from 
August 28, 2004 through August 27 2005.


• This Distributor would be eligible to sign a new Distributor 
Application under a different Sponsor as of August 28, 2005.


If a Distributor has not paid their Annual Processing Fee by their 
anniversary date and has not submitted a letter of resignation 
Herbalife will conclude that the Distributorship has been 
relinquished on the anniversary date of the Distributorship. 
The Distributor remains responsible for maintaining the period 
of inactivity.


Example 2: Distributor Does Not Officially Resign 
and/or Fails to Pay Annual Processing Fee


• Prior application date is December 5, 2003.


• Annual Processing Fee is due on December 5, 2004 
(anniversary date).


• If the Fee is not paid, the period of inactivity for this 
Distributorship would be from December 5, 2004 through 
December 4, 2005.


• This Distributor would be eligible to sign a new 
Distributor Application under a different Sponsor as of 
December 5, 2005.
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An individual who was formerly a Distributor or who 
participated in a Distributorship and is applying or re-applying 
to become a Distributor under a different Sponsor is required 
to advise Herbalife of the former Distributorship they were 
involved in and the conditions under which they ceased to be 
a Distributor or ceased participation in that Distributorship. 
Herbalife maintains the right to terminate any Distributorship 
where the Distributor failed to inform Herbalife of a prior 
Distributorship or makes misrepresentations regarding it.


If the Distributor, their spouse, or other individual assisting 
wishes to initiate a new Distributorship under their original 
Sponsor and that Sponsor has remained in the original 
organization, they may do so without a waiting period provided 
they have an official Herbalife Member Pack (HMP) and 
complete and submit a new Application for Distributorship.


Rule 7-E Annual Processing Fee Is the Responsibility 
of the Distributor
Herbalife endeavors to remind Distributors by mail/electronic 
mail, at their last address listed with the Company, when 
the date for Annual Processing Fee is near. However, the 
responsibility lies with the Distributor to assure this Services 
Fee is paid each year on the anniversary of their original 
application date.


Section 8 Distributor Conduct


Rule 8-A Inducement to Sell Other Products 
or Services
During the course of a Distributorship and for one year 
thereafter, neither the Distributor nor their spouse, nor any 
other person assisting in a Distributorship will, directly or 
indirectly (through or by means of any person, entity or 
artifice), solicit, promote, sponsor or recruit any Herbalife 
Distributor, or any Herbalife customer they became aware of in 
the course of their Herbalife Distributorship, to join, promote, 
sell or purchase products of, or participate in as a salesperson 
or otherwise, any multilevel marketing or direct-sales company, 
nor will they encourage anyone to do what is prohibited under 
this rule. Violation of this rule is likely to result in termination 
of the Distributorship.


Rule 8-B May Not Associate Other Organizations 
With Herbalife


The Herbalife business is an equal opportunity, regardless 
of gender, race, religious beliefs or political affiliations. It is 
our philosophy that everyone has a personal right to their 
individual beliefs and the freedom to choose.


Therefore, when training their organization or other Distributors, 
or selling products or offering the business opportunity. 
Distributors are not permitted to promote, discuss or offer, 
any company, organization or individual other than Herbalife,
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its staff and its Distributors. Likewise, Distributors may not 
include literature or other material that promotes any other 
organizations or individuals, whether religious, political, 
business or social or that implies any association between 
Herbalife and any other organization.


Herbalife meetings may not be used as a forum to express 
personal beliefs or promote any other organization, company, 
event or individual.


Rule 8-C Keep Informed of Herbalife's Policies 
Stay informed of Herbalife's policies by reading the Career 
Book and regularly visiting Herbalife's official website 
MvHerbalife.com. All material is provided by the Company from 
time to time. Review these policies with downline organization to 
ensure they are aware of and understand them.


Rule 8-D Comply With the Laws
Distributors must comply with all local, state and federal laws 
and regulations that apply to their Herbalife business and shall 
not engage in any practice or activity that could discredit or 
damage the image or reputation of Herbalife. This applies 
not only to the laws where the Distributor lives but also to 
any country where the Distributor conducts their business 
as a result of taking advantage of Herbalife's International 
Sponsoring. (Refer to Business Methods, Rule 1-R "Limit on 
Sales of Business Methods" in the "Supplemental Rules" 
section of this book.)


Rule 8-E Itndependent Distributors 
Distributors conduct their Herbalife business as a 
self-employed independent contractor (determining their 
own schedule and objectives, they are responsible for 
their own expenses and any applicable taxes - including 
self-employment taxes), not as an employee, agent, 
franchisee, securities holder, joint venturer fiduciary or 
beneficiary of Herbalife or any other Distributor. They are 
not employees of Herbalife for federal or state tax purposes, 
Puerto Rico tax purposes or any other purpose, and will not 
assert any position to the contrary.


For example, a Distributor may not use in connection with 
their Herbalife business the words "employee',' "agent" or 
"company representative" either orally or on any stationery, 
business cards, or other printed material is prohibited.


Rule 8-F False or Misleading Information 
No Distributor shall submit false or misleading information to 
the Company.


Rule 8-G Maintaining Reputation and Image of 
the Company
No Distributor shall do anything (whether or not in the course 
of their Distributorship) which Herbalife determines, in its 
sole and absolute discretion, is or could be detrimental to the
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reputation or image of the Company, its products. Distributors, 
trademarks, trade names or goodwill.


Rule 8-H Indemnity
Without prejudice to the other rights of Herbalife under 
these Rules of Conduct and other rules and regulations of 
the Company, Distributors shall indemnify Herbalife from 
and against all actions, claims, demands, prosecutions, fines, 
penalties and the costs thereof (including Herbalife's actual legal 
costs), which might be made or brought against Herbalife in 
respect of, or arising directly or indirectly out of, any breach 
of any laws or regulations applying to the operation of their 
Distributorship. Herbalife shall have no liability to any Distributor 
in respect of any cost, loss, damage or expense suffered by any 
Distributor directly or indirectly as a result of any act, omission, 
representation or statement of any other Distributor.


Rule 8-1 Choice of Law, Damages 
All aspects of a Distributor's relationship with Herbalife shall 
be governed by and interpreted in accordance with domestic 
law of the State of California without the application of conflict 
of law principles. Neither Herbalife nor the Distributor shall be 
liable for any incidental or consequential damages caused by 
breach, termination or suspension of the Distributor Agreement, 
whether or not the possibility of such damages is known by 
either party, and no punitive or exemplary damages shall be 
awarded against Herbalife or the Distributor in any dispute 
against the other except as authorized by California statute.


Louisiana and Puerto Rico Residents: Notwithstanding the 
foregoing, Louisiana and Puerto Rico residents may bring an 
action against the Company with jurisdiction and venue as 
provided by Louisiana law or Puerto Rican law, as the case 
may be.


Rule 8-J Violations of Rules of Conduct 
Whenever there is any violation of the Herbalife Rules of 
Conduct or other rules and regulations and/or any procedures 
or directions issued by Herbalife, Herbalife may in its sole 
and absolute discretion take whatever actions or measures it 
deems necessary and appropriate, including but not limited 
to, suspension of buying privileges, suspension of earnings, 
monetary fines or deletion or termination of the Distributorship.


Rule 8-K Reporting Violations of Rules of Conduct 
In order to protect the goodwill and reputation of Herbalife and 
its Distributors, Herbalife urges its Distributors to promptly 
report alleged violations of the rules to Herbalife, as soon 
as they become aware, by completing an official complaint 
form which can be obtained through Herbalife's Distributor 
Relations Department, or through Herbalife's official website, 
MvHerbalife.com. Refer to 1-B "Complaint Procedure" in the 
"Enforcement Procedures" section of this book.
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Rule 8-L Sales & Marketing Plan Manipulation and 
Improper Enrollment Practices 
In all of their dealings, Distributors must comply with the letter 
and spirit of Herbalife's Rules of Conduct and the Herbalife 
Marketing and Compensation Plan as set forth in official 
Herbalife literature.


Proper enrollment of Applicants to become Distributors is 
required by the Rules and is essential for the proper operation 
of the Sales & Marketing Plan:


• To become an Herbalife Distributor, an Applicant must be 
sponsored by an Herbalife Distributor.


• The Applicant and the enroller must fully complete the 
Application (providing the Sponsor's name, phone number 
and Herbalife ID Number).


• A copy of the Application must be provided to the Applicant 
upon its signing by the Applicant.


• The Application must be submitted immediately to Herbalife.


• Fraudulent or unlawful enrollment of a Distributor 
is prohibited.


Examples of fraudulent or unlawful enrollment are:


• Filling out the Application form with false or misleading 
information, and


• Enrolling someone in circumstances in which the enroller 
knows or has reason to believe violates the Rules or Sales 
& Marketing Plan, such as promising an Applicant that the 
Sponsor or upline will provide downline Distributors for the 
Applicant once he or she becomes a Distributor.


Other illustrations of Sales & Marketing Plan manipulation are:


• Purchasing products in another Distributor's name, other 
than as expressly allowed in the Rules.


• Purchasing products primarily as an attempt to benefit 
under the Sales & Marketing Plan, as contrasted with the 
purchase of products for the purpose of sales to customers 
within a reasonable period.


• Discouraging a downline Distributor from placing orders, as a 
means for the upline to benefit under the Sales & Marketing 
Plan.


• Submitting false information to Herbalife.


• The Sales & Marketing Plan allows Distributors to utilize their 
downline Distributors' sales Volume plus their own sales 
Volume to count as theirTotal Volume for certain qualification 
purposes. However, advertising or publicly promoting, as a 
means to induce prospects to anend meetings or to become 
Distributors or for any other purpose, the enrollment of new 
applicants under each other, when they have little or no prior 
relationship with each other, is considered a manipulation of 
the Sales & Marketing Plan.
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• Teaching or encouragement of another person to violate the 
Rules or manipulate the Sales & Marketing Plan.


Improper enrollment practices and other attempts to 
manipulate the Sales & Marketing Plan are considered serious 
violations and will result in severe sanctions and penalties 
including, but not limited to, loss of earnings and qualifications 
of the Distributorships of anyone involved (directly or 
indirectly) in such activities or in teaching or encouraging 
others to engage in such activities.


Rule 8-M Interviews or Statements to Media 
Distributors, from time to time, may be approached by reporters 
interested in interviewing them about the Herbalife products or 
Herbalife business. While we appreciate any interest expressed 
in our products and business opportunity, only the Company 
may grant interviews or authorize advenising of the Company 
or product names. Only authorized officials of Herbalife are 
permitted to speak with or write to the press or other media 
for, or on behalf of, Herbalife or any of its subsidiaries. If 
a Distributor should be approached with a request for an 
interview or statement, they must advise the reporter to 
contact Herbalife. Likewise, Distributors are advised not to 
knowingly invite the press or media to an Herbalife meeting or 
event. Reporters should anend such an event accompanied by 
an authorized Herbalife representative.


Rule 8-N Limitations on Ownership Interest forTab 
Team Distributors
Herbalife TAB Team members may not be a Distributor directly 
or indirectly through any person, entity, or artifice, or otherwise 
participate in or promote the products, services or earnings 
opportunity associated with any other direct sales or multilevel 
marketing company. Ownership of more than five percent of 
a company engaged in direct sales or multilevel marketing 
company is a violation of this provision.


Section 9 Product Import, Export, Business 
Activities, and Personal Consumption 
Herbalife maintains the rules that follow regarding product 
import, export and business activities and personal 
consumption. These Rules have been established to provide 
important protections for all.


Distributors shall be solely responsible for the consequences 
of bringing from one country to another any products and 
shall indemnify the Company for any adverse consequences. 
Herbalife may hold the Distributor's upline(s) responsible for 
violation of the Rules if the inquiry indicates to Herbalife that 
they have knowledge of or were a party to the violation.
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Rule 9-A Activities in Unopen Countries or 


Territories


Distributors may not engage in any business activity (including 
"preparatory" activity) relating to Herbalife in any country which 
includes, but is not limited to, the following acts, efforts or 
attempts (directly or indirectly) to:


• Register or license Herbalife names or products or its Sales 
& (Vlarketing Plan;


• Ship or arrange the shipment (directly or indirectly) of 
products from one country to another, whether or not it is 
for personal consumption:


• Gift, sell or distribute Herbalife products or the Herbalife 
Ivlember Pack (HMP) or Mini HMP;


• Promote Herbalife products or the business opportunity 
(including, but not limited to, wearing the button or 
advertising using any media);


• Hold meetings (large or small) relating to Herbalife, its 
products or business opportunity:


• Sponsor or recruit residents of or visitors in an unopen 
country; or


• Publicize where Herbalife will soon be open or that 
Herbalife products are or soon will be available within 
the unopen country through any means, including 
prospecting for customers or new Distributors by electronic 
communications (emails, SMS, website or social media 
postings), distribution of literature, or in person at formal or 
informal gatherings,


(Mo Distributor may approach government authorities in any 
country regarding the importation, e.xportation or distribution 
of Herbalife products or the registration of Herbalife names, 
trademarks, products or Herbalife's Sales & Marketing Plan.


Rule 9-B Activities in Open Countries orTerritories 
Herbalife products are formulated and labeled in compliance 
with each country's complex national product and labeling 
requirements. For that reason, products produced and labeled 
for one country may not be sold or distributed in another 
country. As a result;


• Products may only be sold, distributed or transferred within 
the specific countries for which those products are formulated, 
labeled, approved, and produced.


• Distributors may not (directly or indirectly) ship or arrange 
shipment of products from one country to another, whether 
or not it is for personal consumption.


Rule 9-C Personal Consumption


Many Distributors travel regularly to other countries and
wish to buy Herbalife products for their personal needs
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while travelling. Herbalife allows Distributors to purchase 
up to 1,000 volume points of assorted products per volume 
month, to carry with them while traveling. Products purchased 
under the personal consumption policy are intended for the 
Distributor's own use or to be shared with their immediate 
family members.


Distributors may not (directly or indirectly) ship or arrange 
shipment of products from one country to another, whether 
or not it is for personal consumption.


Herbalife-Related Activities in Cfiina


• Non-Chinese nationals may not do business in China.


• No one may ship (or arrange shipment) or bring any 
Herbalife product into China, whether or not the product is 
for personal use, consumption or gift.


• Distributors registered in China may NOT purchase, sell or 
distribute Herbalife products outside of China.


Violations of these or other Rules applicable to China are 
likely to result in termination of the violator's commercial 
relationships with Herbalife worldwide.


Section 10 Resignation of a Distributor


Rule 10-A Conditions of Resignation 
A Distributor may resign their Distributorship for any reason 
or without reason at any time, by submiitting a signed letter of 
resignation to Herbalife's Distributor Relations Department. The 
resignation becomes effective when received, validated and 
accepted by Herbalife. If Herbalife does not receive the resignation 
letter or the conditions are not met, then the Distributor is still 
deemed to be a Distributor until deleted by Herbalife.


Rule 10-B Resigning Within 90 Days 
If within 90 days after the acceptance of their Application for 
Distributorship in Herbalife's records, a Distributor decides 
not to continue as a Distributor, the resigning Distributor 
may return to Herbalife (1) the official Member Pack (HMP) 
whether or not in resalable condition, and (2) unopened, 
unused and resalable products and sales materials that were 
purchased since becoming a Distributor from Herbalife or the 
Distributor's Sponsor or upline Supervisor. Reimbursement 
will be issued for the net price paid by the Distributor for 
Herbalife materials and Herbalife products returned which 
comply with these two requirements.


To initiate the return of the items specified above, please 
follow the directions provided to complete the form entitled 
Inventory Repurchase Request Form which is provided in 
the "Sample Forms" section of this book, available online 
for download from MvHerbalife.com. or you may contact 
Distributor Relations at 866-866-4744 for assistance.
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For Distributors who wish to resign after 90 days, please refer 
to Rule 10-D '“Inventory Repurchase."


For transactions occurring in Wyoming and Puerto Rico, the 
refund period may exceed 90 days.


Rule 10-C Liability for Unpaid Debts 
A Distributor who resigns will remain liable for unpaid debts 
owed to Flerbalife or for liabilities for violations of the Herbalife 
Rules of Conduct or other rules and regulations that govern 
the business practices of Distributors.


Rule 10-D Inventory Repurchase
A Distributor leaving the business may return unused products 
or sales materials which are unopened and in resalable condition, 
for repurchase if the products were purchased within the last 12 
months and the resigning Distributor provides proof of purchase. 
Reimbursement to the Distributor will be issued for the 
Distributor's net cost for the returned product by the Distributor. 
The cost of shipping and handling paid on the original order will 
not be reimbursed. Herbalife will arrange pick up and will pay 
shipping charges for the return of the product to Herbalife.


Herbalife will deduct the amount of Royalty Overrides, 
Commissions, Production Bonuses and any other earnings or 
benefits paid on the returned products from the appropriate 
Distributors, and adjust qualifications as necessary.


Distributors residing in Wyoming and Puerto Rico may exceed 
the 12-month repurchase period provided all the above criteria 
have been met.


For Distributors who wish to resign within 90 days after the 
acceptance of their Application for Distributorship in Herbalife's 
records, please refer to Rule 10-B "Resigning Within 90 Days."


Section 11 Sponsoring and Leadership 


Rule 11-ATraining
One of the Sponsor's roles is to stay informed of Herbalife's 
Policies so they can properly advise and train their downline 
Distributors on a regular basis about the Herbalife products 
and their usage, Herbalife's rules and regulations, the Sales & 
Marketing Plan, and the proper use of advertising, including 
the use of literature and sales aids.


A Sponsor may seek assistance from their upline Supervisor 
or TAB Team Distributor, but the primary responsibility for 
training is their own.


No Sponsor may require payment from a personally sponsored 
Distributor for training or training facilities, unless they fully 
explain that the Distributor may choose whether or not they 
want to participate in such training and state in advance the 
cost for such training. If the Distributor declines to participate 
in such paid training, the Sponsor is obligated to provide the 
basic training necessary to learning the business.
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Rule 11-B Independent Relationship 
A Sponsor must maintain and uphold the independent 
relationship between themselves and their Distributors. They 
may assist their downline, as is appropriate for a Sponsor, by 
training and educating them on the Herbalife products and 
business opportunity. They may not participate in or interfere 
with the business of their downline Distributors, and may 
not suggest or develop an employee/employer relationship 
between themselves and their downline.


Rule 11-C Support Company-Sponsored Events 
A Sponsor shall keep informed of Company-sponsored events 
and when appropriate, encourage their personally sponsored 
Distributors to attend Herbalife-sponsored meetings and 
trainings, and to participate and support all Company- 
sponsored events.


Rule 11-D Maintain Permanent Address 
A Distributor must maintain a permanent home or business 
address, and provide this to both Herbalife and their 
organization so they may maintain contact with them.


Rule 11-E Ensure Proper Preparation of 
Distributor Documents
A Sponsor must ensure the proper preparation of Applications 
for Distributorships and Supervisor Qualification Forms, 
and require each Sponsor to send the appropriate copy to 
Herbalife immediately.


Rule 11-F Ensure Understanding and Compliance 
With Customer Refund Policy
A Distributor must ensure that the Herbalife customer refund 
policy is thoroughly and properly understood and applied, and 
intervene in any disputes between customers and Distributors 
to assure that they are aware of and understand the policy.


Section 12 Protecting and Maintaining Lines 
of Sponsorship


Rule 12-A Changes in Sponsorship 
The Distributor/Sponsor relationship is the foundation of the 
Herbalife Sales & Marketing Plan and, as such, the principles 
and rules of the Company protect the rights of the Sponsor. 
Changes of sponsorship are believed to be detrimental to the 
integrity of the business and, as such, are discouraged and 
rarely permitted, and then only under certain conditions and 
at the sole and absolute discretion of Herbalife.


Rule 12-B Inducement to Change Sponsors 
In order to protect the Sponsor, no Distributor may interfere 
with the relationship between another Distributor and their 
Sponsor in any way. A Distributor may not offer, entice, 
encourage, solicit, or otherwise influence or attempt to 
persuade another Distributor to change their Sponsor or line 
of sponsorship, either directly or indirectly.
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Rule 12-C Applying for Change of Sponsorship 
A Distributor who wishes to pursue changing Sponsors must 
obtain a written, notarized release from their Sponsor and all 
upline Distributors, up to and including their active President's 
Team member earning 7% Production Bonus.


If both current and proposed Sponsors share the same upline 
Sponsor and each are at equal status and earning levels under 
the Sales & Marketing Plan, the Distributor requesting the 
change need only obtain a notarized letter of release from the 
current Sponsor along with a notarized letter of consent from 
the proposed Sponsor.


These notarized releases must be submitted to Herbalife's 
Distributor Relations Department detailing the reasons for this 
request and forfeiting all rights to the existing Distributorship 
if the request is approved. Only after all this documentation is 
submitted will Herbalife review the request.


Fulfillment of any part of this requirement does not in any way 
imply or guarantee approval of the request.


The determination of this request will only be made by 
Flerbalife World Operations Flome Office in Los Angeles, 
California. Flerbalife has sole and absolute discretion to 
approve or deny such a request, without providing justification 
for acceptance or rejection.


If Flerbalife approves the change, the requesting Distributor 
will be allowed to keep their downline Distributors upon 
meeting the following conditions; The requesting Distributor 
must obtain permission from his upline in order to keep his 
downline. The requestor's first-level downline will also have 
to sign off on staying with their current Sponsor. If the upline 
agrees to allowing the downline to move, this will consist of 
that downline's entire organization.


If the request for a change of sponsorship is denied and 
the Distributor is determined to change their Sponsor, the 
only remaining alternative is to resign their Distributorship, 
forfeiting current and future rights to their downline 
organization, and both the Distributor and their spouse, or 
other individual assisting in a Distributorship, must remain 
completely inactive as a Distributor for one year after 
the effective date of resignation before re-applying as a 
Distributor. (Refer to Rules 7-D "Period of Inactivity" and 10-A 
"Conditions of Resignation" in this section for complete rules 
for resignation from and rejoining the Company.) Flerbalife 
has sole and absolute discretion in determining if the former 
Distributor and their spouse, or other individual assisting in a 
Distributorship, have met the conditions of inactivity when 
either of them reapply as a Distributor. Flerbalife does not 
guarantee that a Distributor who resigns will be accepted 
again as a Distributor,
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Rule 12-D Penalty for Violation of the Change of 
Sponsorship Rule
Herbalife has sole and absolute discretion to rescind the 
acceptance of an Application for Distributorship from a 
former Distributor at any time in the future if evidence is 
provided that shows the former Distributor, their spouse 
or other individual assisting in a Distributorship was not 
completely inactive the full one-year waiting period after 
resignation or non-payment of the Annual Processing Fee; 
failed to advise Herbalife of a prior Distributorship; or did 
not otherwise meet the terms and conditions of the 
resignation or relinquishment as set forth in these Rules of 
Conduct. If Herbalife determines it is necessary to reverse an 
acceptance of a former Distributor due to a violation of the 
rules for protecting the lines of sponsorship, then Herbalife 
has sole and absolute discretion to assess whatever penalties 
are deemed necessary and appropriate. These include, but 
are not limited to, the transfer of all sponsored Distributors in 
the new Distributorship to the original Sponsor's organization, 
financial penalties, suspension and possible termination of the 
Distributor in violation of these rules.


Section 13 Assignment, Sale orTransfer 
of Distributorship


Rule 13-A Not Permitted Without Prior Written 
Consent From Herbalife
The Herbalife business and the benefits, rights and obligations 
therein are personal to the achievements of the individual 
Distributor. The sale, assignment or transfer of any right or 
Interest in a Distributorship is not permitted without prior 
written consent by the Legal Department of Herbalife's World 
Home Office in Los Angeles, California, Such requests should 
be forwarded to Herbalife's Distributor Relations Department 
that will then submit the requests to the Legal Department, on 
behalf of the Distributor, when all necessary documentation 
is received.


Rule 13-B May Only Be Assigned orTransferred to a 
Non-Herbalife Distributor
A Distributorship can only be assigned or transferred to an 
individual who is not an Herbalife Distributor. If the individual 
wishing to assume responsibility for the Distributorship 
was formerly an Herbalife Distributor, or participated in 
another Herbalife Distributorship, then they must meet all 
requirements of a formier Distributor to rejoin the Company.


Rule 13-C Retention of Status and Benefits 
The achievements of a Distributor are personal to the 
individual, and as such, if an assignment or transfer should be 
authorized, the status and benefits achieved by the Distributor 
are not necessarily transferred with the Distributorship. The 
individual assuming responsibility may be required to achieve
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all qualifications for status and earning requirements after 
the assignment or transfer is made. This includes, but is 
not limited to, Supervisor status, TAB Team status, vacation 
qualifications or any other rights of the individual Distributor.


Rule 13-D Rule for Rejoining the Company 
If the Distributor transferring or assigning the Distributorship 
wishes to become a Distributor again, they must maintain one 
year of inactivity as defined by Herbalife in Rule 7-D "Period of 
Inactivity" after the assignment or transfer is completed before 
reapplying for or participating in another Herbalife Distributorship. 
Herbalife reserves the right to reject this reapplication, without 
having to provide justification for such rejection.


Section 14 Distributors Who Divorce or Separate 
Herbalife requires Distributors to build a business that is 
separate from the original Distributorship when they have 
separated or divorced from their spouse (or when in the 
process of separation or divorce), so that the downline, 
volume, and earnings established after the separation 
or divorce will be properly credited to the new, separate 
individual Distributorship (hereinafter referred to as "individual 
Distributorship"). This is especially important because 
Herbalife cannot dismantle the original Distributorship by 
transferring its downline to either party. Therefore, supporting 
the original downline organization is a shared responsibility.


Whenever a Distributor is in the process of a separation, 
divorce, or dissolution of a marriage (hereinafter referred to 
as "divorce"), the Distributor must ensure that the interests 
of the Distributorship and the Sponsor are protected.


Rule 14-A Establishing a New Distributorship 
In order to continue the Herbalife business during or after the 
divorce, each person must submit the following documents:


• a signed and notarized Divorce Policy form (available 
through Distributor Relations)


• a copy of the Petition for Dissolution, Property Senlement 
Agreement, or Final Judgment


• a newly completed Application for Distributorship in his or 
her own name, sponsored by the original Distributorship’s 
Sponsor (application available through Distributor Relations)


• a newly completed TAB Team Production Bonus 
Acknowledgment Form, reflecting the Distributor ID 
number of the individual Distributorship (TAB Team level 
Distributorships only)


Rule 14-B Removal of Spouse's Name/Transfer Due 
to Divorce
If a Distributor wishes to remove the name of the spouse 
from the Distributorship due to divorce, Herbalife must 
receive a Remove Spouse Request Form, with notarized


CONFIDENTIAL


signature by each party, (The Remove Spouse Request Form 
is available for download on MvHerbalife,com or through 
Distributor Relations.)


If the spouses mutually agree to transfer the Distributorship, 
each person must sign, notarize, and submit the Divorce Policy 
Transfer Request Form, which is included in the Divorce Policy.


If the transfer or name removal is due to court order, Herbalife 
must receive a copy of the final judgment, specifying this change.


If the Distributorship to be transferred is associated with 
another Distributorship as a result of a previous divorce, the 
transferred Distributorship will no longer be associated with 
that Distributorship.


Rule 14-C Joining Under a Different Sponsor/ 
Participating in Another Distributorship 
During the divorce, neither parties may develop nor assist 
in developing (either alone, with, or on behalf of someone 
else) any other Herbalife Distributorship except under their 
original Sponsor.


It is not permitted for either spouse to sign an Application for 
Distributorship under a different Sponsor unless a one-year 
period of inactivity, as defined by Rule 7-D "Period of Inactivity," 
has been maintained following the final judgment, and 
Distributor is in compliance with all other rules and regulations.


Rule 14-D Rights to Continue a Distributorship 
Under the Same Sponsor
Distributors who have divorced (or married Distributors who 
have separated) must conduct an Herbalife business that 
is separate from their spouse, under their original Sponsor, 
with the approval, and at the sole and absolute discretion, 
of Herbalife.


Upon receipt of the documentation described in Rule 14-A 
"Establishing a New Distributorship," Herbalife will deactivate 
the buying privileges of the original Distributorship, and each 
party must continue the business by sponsoring and placing 
orders using their individual Distributor ID number. The 
individual Distributorships will each receive the current status 
of the original Distributorship - Supervisor, World Team, or TAB 
Team (TAB Team members will be required to submit a new 
TAB Team Production Bonus Acknowledgment Form).


Each person may only sponsor Distributors and place orders 
under their individual Distributor ID number, and must ensure 
that the downline organization of the original Distributorship 
receives sufficient support as detailed in Section 11 
"Sponsoring and Leadership,"


Changes to the original Distributor ID number will not be 
allowed through the Internet.
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Rule 14-E Requirements to Earn, Recognition, 
and Events
Total Volume; Each individual Distributorship will be allocated 
Volume Points from their individual Distributorship plus Volume 
Points of the Original Distributorship. This will determine 
the eligibility to receive Royalty earnings, qualifications, 
requalifications and/or Production Bonus.


For the purpose of Royalty Overrides percentage eligibility, 
the original Distributorship will combine volume with each 
of the individual Distributorships, plus its own Volume, 
Production Bonus eligibility for the original Distributorship 
will be determined based on the achievement of the highest 
individual Distributorship (see example following).


Volume Points
Volume for B and C will be as follows:


B + A and C + A
BAG


JANE SMITH


(Ongmol Dismbutoish'p)tlniiividuil Disiributotshtp)


JANE SMITH


Itndividijul Disiribulot^hipl


BOB SMITH


2,000 TV
12.000 IV (■ 500 h/ 


= 2.500 IVI
vP


5% R.O.


500 TV
12.000 IV+ 500 TV 


+ 1.500 TV = 4,000 TV) 
xp


5% R.O.


1,500 TV
11,500 TV+ 500 TV 


= 2,000 IVI
sp


4% R,0,


Royalty Points
The Royalty Override Points for Production Bonus 
purposes are combined as follows:


B + A and C + A
bag


PRESIDENT'S TEAM PRESIDENT'S TEAM
PRESIDENT-STEAM


JANE SMITH JATJE SMIIH 
lOfiqinni Distribuiofshipj


BOB SMITH
llnoivulual Oii>Uibijtursh:pl


9,000 R.O. Points
19,0000.0.+ 1,00011,0.= 


10,000 R.0.1 
vp


6% PB


1,000 R,0, Points 
vp


6% PB


8,000 R,0, Points
18,000 R.O.+ 1.000 R.O. = 


9,000 R.0.1 
Vp


4% PB


The individual Distributorships must comply with the 10 
Retail Customers Rule and the 70% Rule and any other 
requirements to earn Royalty Overrides. Each individual 
Distributorship is required to achieve the necessary volume 
to meet the Matching Volume requirements for their own 
downline who are qualifying for Supervisor status. The buying 
privileges of the original Distributorship will be temporarily 
granted to accommodate any Matching Volume requirements 
for its downline qualifiers.


Recognition: Each Distributor will be recognized for their own 
accomplishments under the Sales & Marketing Plan. The 
original Distributorship will not receive recognition.


If the original and an individual Distributorship reach the level 
of President's Team, only one diamond will be awarded to the
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upline President's Team Distributor, which remains consistent 
with the diamond allocation for Distributorships that are not 
part of a divorce. If the individual Distributorship qualifies for 
a diamond, only that Distributorship will advance within the 
diamond status(es).


Events; Rules related to event attendance are specific 
to each event and may vary. Please refer to event 
materials for information about accommodations, tic.kets, 
transportation, etc.


Rule 14-F Annual Processing Fee 
and Requalification of Status
Each Distributor is responsible for the payment of the Annual 
Processing Fee for their individual Distributorship. The original 
Distributorship is exempt from payment of the Annual 
Processing Fee.


Each Distributor is individually responsible for meeting the 
annual Supervisor re-qualification volume requirements, 
the original Distributorship will requalify as long as one 
of the individual Distributorships requalifies; however, 
they may each use the Royalty Points of the original 
Distributorship in combination with their own, to meet TAB 
Team re-qualification requirements.


Rule 14-G Requests to Modify Earnings Distribution 
of the Original Distributorship and Other Changes 
Herbalife will only accept written, notarized requests to make 
changes to the original Distributorship, and all requests must 
be mutual.


Herbalife will continue to pay the earnings of the original 
Distributorship in the manner established prior to the 
separation/divorce. Earnings divisions can only be 
accommodated upon coun order or upon receipt of a written 
and notarized letter of request from each Distributor. Each 
Distributor must also submit a notarized Request to Pay 
form in addition to the court order or letter of request. The 
request must include specific directions about the distribution 
percentage and the tax liability of each person in regard to 
these earnings.


Once Herbalife approves the earnings division, future changes 
to payment direction must be contained in an order from the 
court or in a notarized, joint letter of request.


The earnings statements for the original Distributorship will be 
mailed to the address of record, unless each party submits a 
written and notarized letter of instruction.


Rule 14-FI Authority of a Legal Decision 
This associated Application as defined in Rule 14-D "Rights to 
Continue a Distributorship Under the Same Sponsor" or 14-C 
"Joining Under a Different Sponsor/Participating in Another
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Distributorship," and any other Herbalife rule or regulation, in 
no way supersedes the dictates of any court of law as to the 
disposition of the Distributorship and/or the rights, benefits or 
obligations of either party to the Distributorship.


Rule 14-1 Impact of Policy Violations 
If Herbalife determines that a Distributor's conduct violates 
any Rule, Herbalife shall have sole and absolute discretion to 
determine the disposition of each associated Distributorship, 
including but not limited to decisions whether to terminate, 
impose penalties or sanctions, or place conditions on any of 
the Distributorships.


Rule 14-JTransfers


If the Distributorship is awarded to a spouse or if a Distributor 
relinquishes their entire interest in the original Distributorship 
and decides to establish a new Distributorship, the following will 
apply;


• The Sponsor of the original Distributorship must sponsor 
the new Distributorship, OR the Distributor must maintain 
a one-year period of inactivity from the date of the Final 
Divorce Decree or Judgment before signing under a new 
sponsor, {Please refer to Rule 7-D "Period of Inactivity.") 
Failure to abide by Rule 7-D is considered a violation of the 
Sales & Marketing Plan and will result in termination of the 
Distributorship in question.


• The new Distributorship will be wholly independent from 
the original.


• If Herbalife receives the new Application for Distributorship 
within one year of the transfer, the status of the new 
Distributorship will be equal to the status of the original at 
the time of the transfer. Otherwise, it will be at Distributor 
status, with 25% discount buying privileges.


• Advancement within the Sales & Marketing Plan, royalty 
earnings, and/or other bonuses are based on the volume 
achievements of the new Distributorship only.


• The transfer will be retroactive to the first day of the month 
during which it is approved.


Rule 14-K Re-Marriage/Multiple Divorces 
Herbalife will only accept and associate one set of divorced 
Distributorships. The first time Herbalife is notified about 
a divorce, the result will be the establishment of two new 
Distributorships that will be associated to the original 
Distributorship as described in Rule 14-D "Rights to Continue 
a Distributorship Under the Same Sponsor." In the event that 
one Distributor remarries, their spouse can be added to their 
individual Distributorship.


The policy for multiple divorces is best understood by the 
following example;
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(Original Di&Tncutorshipj


JANE SMITH


(Individual Distnbutorship)


JANE SMITH


lindividual Distnbutorshipl


BOB SMITH


If Bob remarries, the three Distributorships are still associated 
and the new marriage does not affect the divorce setup. The 
situation becomes this:


(Individual OittuibuiQr'vhin)


JANE SMITH


(Original Oistfibu(orshin)


JANE SMITH
inav/ spousal 


llndrvidu^l Disinhutarshipl


BOB &
BARBARA SMITH


Section 15 Disposition of a Distributorship 


Rule 15-A Inheritance


Upon the death of a Distributor, the deceased's Distributorship 
may be transferred to an heir, subject to applicable laws and 
Herbalife's rules, and with Herbalife's approval and acceptance 
in its sole discretion.


The Rules of inheritance allow an active Distributor to own and 
operate a maximum of three Distributorships - their own, plus 
up to two others acquired by inheritance from a ^qualified family 
Distributor. An inherited Distributorship may be transferred 
to the heir directly, or in the case of a Distributorship that is 
President's Team status, to a Corporation owned by the heir.


Through this process, the Period of Inactivity (as specified in 
Rule 7-D) shall be waived, provided the following additional 
conditions apply:


1. The lineage relationship between the heir's existing 
Distributorship and the inherited Distributorship(s) must be 
vertical (in the same line).


2. The inherited Distributorship must be at TAB Team level.


3. The heir must provide documentation, including indemnities 
and assurances satisfactory to Herbalife in its sole discretion 
regarding their legal ability to instruct Herbalife as to the 
disposition of the deceased's Distributorship.


Inherited Distributorships will be considered as separate 
entities, each subject to fulfilling the business activities, sales 
Volume and compensation terms as set forth in Herbalife's 
Sales & Marketing Plan, with the exception of Lifetime 
Volume achievements, which allow for the combination of the 
heir's own total volume with the inherited Distributorship's 
total volume. The heir will be responsible for payment of 
fees, fines (if/when applicable), and subscriptions for each 
Distributorship maintained, including the Annual Processing 
Fee, and BizWorks (as applicable).


*A qualified family member is defined as a spouse, parent, child, brother, sister, 
grandparent, grandchild, moiher-m-taw, faihcr-in-law. stepparents, stepchildren, 
stepbrother, stepsister, cousin, aunt, uncle, niece, and nephew.
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The heir must abide by all Rules of Conduct and Sales & 
Marketing Plan, not only for their personal Distributorship, but 
also for any Distributorship inherited.


For transfer consideration or to request the cancellation 
of a deceased's Distributorship, please contact your local 
Distributor Relations team in order to receive instructions and 
paperwork about initiating either process.


The final disposition of the Distributorship will be subject to 
approval by the Legal Department of Herbalife's Worldwide 
Corporate Headquarters in Los Angeles, California.


Section 16 Purchasing and Sale of Products 


Rule 16-A Proper Purchasing
Non-Supervisor Distributors may purchase Herbalife products 
only from their Sponsor, their first upline Supervisor (only if 
their Sponsor is not a Fully Qualified Supervisor] or directly from 
Herbalife.


Products purchased directly from Herbalife by non-Supervisor 
Distributors (at discount of less than 50%) are credited to the 
first upline Fully Qualified Supervisor's Personal Volume.


The Sponsor or upline Supervisor must deliver products 
purchased from them by their customers and downline 
Distributors within a reasonable amount of time.


Rule 16-B Orders Purchased at 50% Discount 
All product purchases eligible for a 50% discount (Supervisor 
orders) must be purchased directly from Herbalife and may not 
be purchased from an Upline Supervisor or other Distributor.


Rule 16-C Buying and Selling Products Outside Proper 
Line of Sponsorship


A Distributor is prohibited from buying products from any 
Distributor other than as authorized in Rules 16-A "Proper 
Purchasing" and 16-B "Orders Purchased at 50% Discount." 
Likewise, a Distributor is prohibited from selling to any 
Distributor other than their downline personal organization, 
in keeping with Rules 16-A and 16-B. (Refer to Business 
Methods, Rule 1-L "Restrictions on Solicitations and Sales 
of Business Methods to Herbalife Distributors" in the 
"Supplemental Rules" section.)


Rule 16-D Orders Must Be Paid by Purchaser 
Payment for all orders purchased from Herbalife must be 
made by the Distributor designated as Purchaser on the order, 
their spouse or the first upline Supervisor if the Purchaser is 
a non-Supervisor, unless specific written approval is given to 
Herbalife for payment to be made by another individual. If 
written approval is given, it is for a specific order only and all 
subsequent orders will have above rules applied.
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Distributors may not provide payment for product orders in 
another Distributor's name, unless a Supervisor is ordering for 
a non-Supervisor, which is considered the Supervisor's own 
Personal Volume.


Attempts to purchase products in another Distributor's name 
could be interpreted as attempts to improperly advance in the 
Sales & Marketing Plan.


Rule 16-E Unacceptable Forms of Payment 
Distributors are responsible for ensuring that all methods of 
payment for Herbalife orders comply with the law.


No Distributor may submit a check to Herbalife where 
there are insufficient funds to cover the check. If a check is 
returned for insufficient funds, Herbalife shall have the right 
to impose a surcharge in an amount it determines in its sole 
and absolute discretion.


Distributors must receive and maintain written authorization 
from credit card holders before using that credit card, and 
will be held financially liable for all payments that are rejected 
for any reason by the issuing bank or credit card holder. The 
written authorization must be provided to the company upon 
request for verification.


Herbalife reserves the right to restrict the buying privileges of 
any Distributorship for infractions of this rule, and will make 
the necessary volume and earning adjustments to settle 
disputed charges, (see Rule 18-F Debts Owed to Herbalife).


Section 17 Customer Retail Receipts and the 
Customer Refund Policy


Rule 17-A Providing Retail Receipts to Customer 
A Distributor must provide an official completed Herbalife 
Retail Order Form to all retail customers when the sale 
is completed. This must list the products sold, the sales 
price, and the name, address and telephone number of 
the Distributor and the customer. Distributors are required 
to maintain their copy of all Retail Order Forms on file for 
a period of two (2) years. Herbalife maintains the right to 
request copies of these and to verify the transactions and the 
terms and conditions of the sale, and the service provided by 
the Distributor.


Rule 17-B Customer Refund Policy 
The Herbalife products have a 30-day money-back guarantee 
for the retail customer. The 30 days commence on the date the 
customer receives the product. When a customer requests the 
guarantee be honored, the Distributor must respond quickly 
and courteously. They may offer the customer a choice of a 
full refund of the purchase price or full credit for exchange 
of other Herbalife products, in accordance with the return 
procedures set forth in this book. The Distributor must honor 
the customer's choice. (Refer to the procedures on page 25 of 
the "Sales & Marketing Plan" section of this book.)
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Section 18 Payments and Adjustments 
To qualify for monthly Royalty Overrides, Production Bonuses 
or other bonuses offered by the Company, Distributors must 
meet sales production and Royalty Point requirements that 
are fully defined in the "Sales & Marketing Plan" section 
of this book, or in other literature and promotional material. 
Additionally, in order to earn these payments. Distributors 
must meet certain requirements for retail customers and 
product distribution, and confirm those on the 1st of each 
month on the Earnings Certification Form. The additional 
requirements are defined below.


Rule 18-A Product Distribution


Flerbalife is a wholesale/retail distribution Company. Products 
purchased from the Company are intended to be sold and 
distributed to retail customers and downline Distributors, 
or used for Distributors’ and their immediate families' own 
personal consumption. The purchase of products primarily 
as an attempt to qualify for advancement in the Sales & 
Marketing Plan is not permitted.


Any such attempts will result in severe sanctions, including, 
but not limited to, demotion in team status, probation, 
suspension of buying privileges, suspension of earnings, 
disqualification from bonus participation, and deletion or 
termination of the Distributorship.


Rule 18-BThe 10 Retail Customers Rule 
A Distributor must personally make sales to at least ten (10) 
separate retail customers in a given Volume Month to qualify 
for and receive Royalty Overrides, Production Bonuses, and 
other bonuses paid by Herbalife. For the purpose of fulfilling 
the certification requirements of this Rule, a Distributor may 
count any or all of the following each Volume Month.


• A sale to a retail customer;


• A sale to a first-line Distributor with up to 200 Personally 
Purchased Volume Points (and no downline Distributors) 
may be counted as a sale to one (1) retail customer; and


• 'A Nutrition Club attendee who consumed products during 
ten (10) visits to a Nutrition Club within one Volume Month 
may be counted by the Nutrition Club operator as a sale to 
one (1) retail customer.


If the Distributor fails to timely certify to Flerbalife that they 
have sold to at least ten (10) retail customers in a given 
Volume Month, Royalty Overrides, Production Bonuses, and 
other bonuses will not be paid to the Distributor.


Rule 18-CThe70% Rule
In order to qualify for and receive Royalty Overrides, Production
*lt a Distnbmof utilizes Nimition Club sampling activity toward compliance, the 


Distributor shall maintain a log of Distributor visits for at least tv/o years, setting forth 
the name of the auendee. dates of visits, and contact information, and shall make 
those records available for verification purposes if requested by the Company.
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Bonuses, and other bonuses paid by Flerbalife, at least 70% of 
the total value of Flerbalife products a Distributor purchases 
each Volume Month must be sold or consumed that month. 
For the purpose of fulfilling the certification requirements of 
this Rule, a Distributor may count any or all of the following;


• Sales to retail customers;


• Sales at wholesale to downline Distributors; and


• ‘Product consumed at Nutrition Clubs.


If the Distributor fails to timely certify to Flerbalife that they 
have sold or consumed 70% of the product purchases made 
that Volume Month. Royalty Overrides, Production Bonuses, 
and other bonuses will not be paid to the Distributor.


Rule 18-D Commission Payments for 
Downline Distributors
On orders purchased directly from Flerbalife, the Wholesale 
Profit or Commissions earned by downline Distributors will 
be paid to the Qualified Producer (when one is within the 
line of payout) or the Supervisor. The Qualified Producer 
and Supervisor are required to pay these Commissions out 
to their downline Distributors by the end of the month the 
Commission payment is received.


Rule 18-E Maintenance of Records 
Distributors must maintain records of all their product 
distribution for a minimum of two (2) years. The records 
must contain the name, address and telephone number of 
the customer or Distributor to whom products were sold, 
complete information on products bought, and amount and 
method of payment. These records must be provided to 
Flerbalife immediately upon request. Herbalife maintains the 
right to contact retail customers and downline Distributors to 
confirm these transactions and the level of service provided by 
the Distributor.


Rule 18-F Debts Owed to Herbalife 
If a Distributor owes Herbalife a debt, including, but not 
limited to, any amount owing to Herbalife for products 
ordered, adjustments to earnings for inventory repurchases by 
downline Distributors or other earning adjustments, penalties 
assessed due to violations of the Rules of Conduct or other 
regulations of the Company, return of check or other form of 
payment for insufficient funds or past due Annual Processing 
Fees, Herbalife reserves the right to deduct the amount 
owed from any sum payable to the Distributor, or to withhold 
payment of monies owed until such time as all amounts owing 
by the Distributor to Herbalife have been paid in full and/or 
may decide not to recognize any qualification until the amount 
due Herbalife has been paid or settled.
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Rule 18-GTABTeam Production Bonus 
This bonus is paid to TAB Team members who complete all 
the qualification requirements and who demonstrate leadership 
both within their organization and to all other Distributors. Any 
TAB Team member who is in violation of any of the Rules of 
Conduct, or other rules and regulations of the Company may 
forfeit the right to participate in this bonus program. Herbalife, in 
its sole and absolute discretion, may determine a Distributor's 
eligibility to participate in this bonus.


Section 19 Activities and Locations 
The fundamental business of an Herbalife Distributor is the 
selling of Herbalife products to consumers through direct 
selling, meaning sales occurring away from a "Retail Location',' 
whether by long distance or face-to-face, in a transaction in 
which there is a direct and personal interaction between the 
Distributor and the customer.


Rule 19-A Retail Establishments 
No Distributor shall (directly or indirectly, through any 
person, means or device) display or sell Herbalife products, 
product-related literature, or promotional items in any retail 
establishments, including but not limited to stores, open or 
enclosed markets, pharmacies, grocery, health food or military 
stores, temporary kiosks, booths in malls, outlets, or any other 
location which Herbalife determines, in its sole and absolute 
discretion, is inconsistent with direct selling. (Refer to the 
"Direct Sales Do's and Don'ts" table at the end of this section.)


Rule 19-B Distributor's Private Offices 
A Distributor with a private office may sell, sample, and display 
Herbalife products, product-related literature, or promotional 
items from such an office, provided that products are not 
advertised for sale, and no products, signs, posters, flyers 
or brochures are visible from the street or sidewalk. Exterior 
signage to identify an office is permissible subject to the 
following restrictions:


• Must not invite passers-by to purchase product, and may 
not indicate to a passers-by that Herbalife products are 
available inside.


• Must ensure the location is not perceived as a store, 
restaurant, franchise or other "Retail Location"(Refer to 
the "Direct Sales Do's and Don'ts" table at the end of this 
section.)


Rule 19-C Doctor's or Other Professional Offices 
Doctors, health care or other professionals who are also 
Distributors may sell Herbalife products from their offices 
provided that products are not advertised for sale, and 
there are no products on display. It is permissible to have
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Herbalife-produced brochures or literature on a countertop 
or table, provided they are not presented in a display 
fashion. (Refer to the "Direct Sales Do's and Don'ts" 
table at the end of this section.)


Rule 19-D Service Establishments 
Distributors may not advertise that Herbalife products are 
available at service establishments which include but are not 
limited to beauty salons, barbershops, gyms and health clubs. 
Product, product-related literature, promotional items, or signs 
may not be on display in any service establishment, nor may 
any signs be visible from the exterior of the location that 
indicate to a passer-by that Herbalife products are available 
inside. Subject to these restrictions, sales and sampling of 
Herbalife products are allowed,


Herbalife has sole and absolute discretion as to the 
determination and application of this policy. (Refer to the "Direct 
Sales Do's and Don'ts" table at the end of this section.)


Rule 19-ETrade Fairs, Athletic and 
Community Events
Herbalife products may not be available for sale at trade fairs, 
or athletic and other community events. However, sampling 
and display of Herbalife products are permissible. Artwork for 
branded banners, table skirts, flags and tents/canopies which 
are approved for use in association with sampling may be 
downloaded from the Assets Library at MvHerbalife.com. 
(Refer to the "Direct Sales Do's and Don'ts" table at the end of 
this section.)


Rule 19-F Swap Meets, Flea Markets,
Open-Air Markets, StreetA/endor Carts 
Distributors may not sell, sample, or display Herbalife products 
at swap meets, flea miarkets, open-air markets, street/vendor 
carts, or similar locations/events, or other locations that 
Herbalife determines, in its sole and absolute discretion, are 
inconsistent with "direct selling" or are not conducive to the 
brand image of Herbalife. (Refer to the "Direct Sales Do's and 
Don'ts" table at the end of this section.)
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Direct Sales Do's and Don'ts


Locations


Retail Locations


*Temporary Kiosks, 
Booths in Malls and 


Outlets


Swap Meets, Flea 
Markets, Open-Air 
Markets, Street/ 


Vendor Carts


Distributor's 
Private Offices


Doctor's or Other 
Professional Offices


Nutrition Clubs 
(Non-Residential 


Locations)


Nutrition Clubs 
(Home Locations)


Service
Establishments


Trade Fairs, Athletic & 
Community Events


Display


No


No


No


Yes'


No


Yes'


No


Yes


Sales


No


No


No


No


Promotion or 
Advertising of 
Product Sales


No


No


No


No


No


No


No


No


Exterior Signs


No


No


No


Yes’


No


No


No


Sampling


No


Yes


Yes


Yes


Branded
Materials


No


Yes


Yes


* ‘‘TemporarY"is defined as occasionally present, not permanent. Permanent locations are not permitted.
1 Not visible from the exterior.
2 Subject to limitations as to content.
3 Allowed for booth identification. Subject to limitations as to content.


Section 20 Sponsoring and Offering the 
Business Opportunity


Rule 20-A Franchises orTerritories 
Herbalife does not have territories nor franchises. No 
Distributor may represent, imply, or mention in any way, that 
there are franchises or territories available under the Herbalife 
Sales & Marketing Plan, when presenting or offering the 
business opportunity.


Rule 20-B Offering the Business Opportunity 
When offering the business opportunity or presenting the 
Herbalife Sales & Marketing Plan, a Distributor must:


• Clearly indicate that the principle activity of a Distributor is 
to sell and distribute Herbalife products to Retail Customers 
and may not represent or imply that this is secondary to 
sponsoring or building the business.


• Not imply or represent that a Distributor can benefit solely 
by the sponsoring of other Distributors.


• Not imply that a Distributor is under any obligation to 
sponsor others to become Distributors.
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• Not imply that success may be achieved with little or no 
effort and must clearly indicate that Royalty Overrides, 
Production Bonuses or other earnings of an Herbalife 
Distributorship may only be achieved through the 
continuing sales of Herbalife products to retail customers 
by themselves and their sponsored Distributors, and after 
certain qualifications have been met.


• Not represent that there is any obligation to purchase 
products, literature or sales aids except for the Herbalife 
Member Pack (HMP), nor may they represent that Royalty 
Overrides, Production Bonuses or other benefits may be 
obtained solely from the purchase of products rather than 
the sale of products. (Refer to Rule 22-F "Home-Based 
Business Claims" and 22-G "Claims Regarding Relationship 
Between Herbalife and Herbalife Distributors" in the "Rules 
of Conduct" section of this book.)


• Not make any statements which are not accurate and 
truthful. (Refer to Rules 22-F "Home-Based Business 
Claims" and 22-G "Claims Regarding Relationship Between 
Herbalife and Herbalife Distributors" in the "Rules of 
Conduct" section.)
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Section 21 Selling Practices


Rule 21-A Undesirable Selling Practices 
A Distributor shall not engage in high-pressure selling, but shall 
always conduct themselves in a courteous and considerate 
manner. All presentations of Herbalife products must be 
complete and truthful, including but not limited to, instructions 
on the usage directions and precautions if any, as specified on 
the product labels and any accompanying literature.


Rule 21-B Product Sales to Non-Distributors for Resale 
No Distributor may sell or otherwise provide Herbalife 
products to persons who are not Herbalife Distributors and 
whose intention it is to resell those products.


Additionally, Distributors may not purchase Herbalife products 
with an intent to commercially provide or resell those products 
within the 12-month period following the relinquishment or 
resignation of their Distributorship, in a manner which they 
could not have done while a Distributor under the Rules.


Rule 21-C Modifications to Labels and Materials 
A Distributor may not delete, add, modify or alter any labels, 
literature, material or packaging for any Herbalife product or 
literature, including the official Herbalife Member Pack (HMP),


In addition, products or samples packaged for daily use may 
not be resold individually.


Rule 21-D Directions for Use
Distributor shall explain the directions for use and cautions, 
if any, specified on product labels when selling, or providing 
samples of the products. Any person with a medical condition, 
or who is under current medical treatment, should always be 
urged to seek the advice of a physician before changing their 
diet.


Rule 21-E Product Storage


Distributors are responsible for properly storing and following 
storage instructions provided on Herbalife product labels. 
Proper storage of products may include, but is not limited to, 
keeping products properly sealed, maintaining products in a 
cool dry place, and keeping products out of direct sunlight.


Section 22 Claims and Representations


Claims and Representations Generally 
In addition to the specific Rules that follow, all claims, 
representations and testimonials, including those related to 
weight loss and product efficacy and financial performance 
(including income) must be lawful, truthful and not misleading. 
They must have a reasonable basis in fact and must have been 
substantiated in writing in advance of publication or other 
communication. They must also be consistent with claims
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and representations made in current Herbalife marketing 
publications or on current Herbalife product labels. Since the law 
in this area is subject to change, and as an accommodation to its 
Distributors (but not as the rendering of legal advice), Herbalife 
may post updates of this Rule, updated disclaimers, and updated 
Statement of Average Gross Compensation Paid by Herbalife at 
MvHerbalife.com. Distributors are required to visit the website 
regularly and review these advisories or Rule changes with care.


Rule 22-A Size and Placement of Disclaimers 
In addition to the Rules that follow, there are specific 
requirements for the size and placement of appropriate 
disclaimers (described below) whether they are branded 
or unbranded.


Audio and Visual Presentations (whether live or 
previously recorded):
The disclaimers must appear in reasonable proximity to the claim 
and remain on the screen long enough for anyone to read (in the 
case of visual), or hear (in the case of an oral presentation).


Written Presentations:
The disclaimer must be displayed in a color that contrasts with the 
color of the background (e.g., black on white), in close proximity 
to the income claim (in no event can the disclaimer appear on a 
different page or screen than the income claim itself), and in a font 
at least 75% as large as the size of the font used for the income 
claim, and in no event less than 10-point type.


Rule 22-B Weight-Loss Claims
All weight-loss claims and representations, including 
testimonials, must be accompanied by the following 
disclaimer:


An extensive questionnaire generated responses from more 
than 200 U.S. Herbalife Independent Distributors about their 
weight-loss programs and results. They reported weight loss 
ranging from 4 pounds to 167 pounds and a reduced body 
mass index (BMII of 1.5 points to 24.1 points, suggesting 
that consumption of Herbalife products is associated with 
weight loss and improvement in BMI in those ranges.


Rule 22-C Structure/Function Claims 
Distributors may make only those structure/function claims 
that appear on Herbalife's label and marketing materials for the 
product in question. A structure/function claim is one that the 
product may "assist" or "support" a particular organ/bodily 
function (example: "calcium in this product helps build strong 
bones"). All structure/function claims, including testimonials, 
must be accompanied by the following disclaimer:


These statements have not been evaluated by the Food and 
Drug Administration. This product is not intended to diagnose, 
treat, cure or prevent any disease.
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Rule 22-D Product Claims 
Distributors must not:


• Make any oral or written medical, therapeutic or curative 
claims about Herbalife products. If a customer is under a 
physician's care. Distributors are advised,to recommend the 
customer consult with a physician before undertaking any 
changes in diet. Any person with a medical condition or who 
is under current medical treatment, should always be urged 
to seek the advice of a physician before changing their diet.


• Make any claims about the Herbalife products, either orally 
or in print, other than those presented in the Career Book, 
Product Brochure or other official Herbalife literature.


• Misrepresent, in any way, the price, quality, performance or 
availability of Herbalife products.


• Use the name of the Food and Drug Administration (FDA) 
when representing the Herbalife products.


Rule 22-E Earnings Claims andTestimonials and 
Compliance With the Law


Distributors are responsible for understanding and following 
the laws relating to earnings claims and testimonials in each 
jurisdiction in which they intend to conduct business.


Branded Materials: All income claims and representations, 
including but not limited to testimonials and claims made in 
advertising copy or other materials that mention Herbalife shall 
include a disclaimer accompanying the claim. "Lifestyle Claims" 
(such as those involving cars, pools, vacations, etc.) and personal 
testimonials about earnings or lifestyle are "income claims" and 
subject to this Rule. All income claims that mention Herbalife 
require the following disclaimer:


Income applicable to the individuals (or examples! depicted and 
not average. For average financial performance data, see the 
Statement of Average Gross Compensation Paid by Herbalife 
at HerbaHfe.com and MvHerbaHfe.com.


Alternate Disclaimer: When describing the results achieved by 
the top 1 % of Herbalife Distributors, the following disclaimer 
is also acceptable:


The incomes presented are those of persons within the top I % 
of Herbalife Distributors. For additional financial performance 
data, see the Statement of Average Cross Compensation Paid 
by Herbalife at Herbalife.com and MvHerbalife.com.


Unbranded Materials: If an "income claim" is made in 
advertising copy or other materials that do not mention 
Herbalife, a disclaimer must accompany the claim. "Lifestyle" 
claims (such as those involving cars, pools, vacations, etc.) and 
personal testimonials about earnings or lifestyle are income 
claims and subject to this Rule. All income claims that do not 
mention Herbalife require the following disclaimer:
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Income applicable to the individuals (or e.vampfesj depicted 
and not average.


Under the following limited circumstances, alternate 
disclaimers are acceptable on unbranded materials as follows:


1. When describing the results achieved by the top 1 % of 
Herbalife Distributors:


The incomes presented are those of persons within the 
top 1% of all participants, and not average.


2. When advertising on business cards, opportunity cards, 
classified ads, or any other format which is less than 
6 square inches:


Incomes presented not typical.


Rule 22-F Flonne-Based Business Claims 
When promoting the Herbalife income opportunity. Distributors 
may not misrepresent the extent to which the activities of a 
Distributor can be conducted solely in the home.


Rule 22-G Claims Regarding Relationship Between 
Flerbalife and Herbalife Distributors 
The Herbalife income opportunity is a potential career for 
Distributors, but under no circumstances is it a job, as that 
term is commonly understood. Distributors are, at all times, 
self-employed independent contractors, and may not claim, 
represent or imply that they are employed by, speak for, or 
provide any kind of consulting services to Herbalife, or that the 
Herbalife business is a job. For e.xample. Distributors may not use 
the terms "job," "salary," "employment," or "paid vacations" (or 
any similar terms) in promoting the income opponunity, nor may 
Distributors market the income opportunity using tools primarily 
or wholly devoted to advertising job opportunities including, but 
not limited to "Help Wanted" ads, employment bulletin boards, 
and Internet job search engines, unless the advertisements 
clearly and conspicuously indicate that what is being offered is an 
independent income opportunity, and not a job or employment.


Section 23 Use of Copyrights,Trademarks,Trade 
Names and Logos


Rule 23-A Copyright Infringement 
No Distributor or any other person may reproduce, in whole 
or in part, any printed material or audio or visual recordings 
that have been produced by Herbalife unless given wrinen 
authorization to do so by Herbalife. These materials are 
protected by copyright, whether registered or unregistered, 
and are considered proprietary to Herbalife.


Rule 23-B Consent for Reproduction 
Distributors wishing to use full and exact reproductions of 
articles or materials contained in official Herbalife material 
such as the Career Book, the Product Brochure, Herbalife
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TodaK magazine, audio/visual recordings or other literature, 
to be incorporated into presentations to their own Distributor 
organization or for informational purposes, may do so only if 
they have received prior wrinen approval from Herbalife and if 
such reproduction is followed by this statement:


Reproduced with the permission of Herbalife International. 
All rights to the Herbalife name and logo and any trademarks 
or trade names of Herbalife, are the property of Herbalife 
International and its subsidiaries or associated companies.


Rule 23-CTrademarks,Trade Names and Logos 
A trademark or logo is a proprietary name or symbol which 
Herbalife has the exclusive legal right to use. For example, the 
symbol and the word "Herbalife" are Herbalife trademarks. 
A trademark also includes the name used for an Herbalife 
product, such as Cell-U-Loss®, Herbalifeline®, etc.


A trade name is a business name which Herbalife has the 
exclusive right to use. Company names such as Herbalife 
International of America, Inc. or Herbalife of Canada, Ltd. are 
our legal trade names.


Subject to the following conditions, it is permissible for 
Distributors to use those trademarks, trade names and logos 
which Herbalife makes available for downloading from the 
Assets Library at MvHerbalife.com. However, Herbalife, or any 
of its subsidiaries, reserves the right to withdraw its consent 
at any time at its sole and absolute discretion.


• Herbalife's logos/assets miay not be obtained from any 
source other than Herbalife.


• Use of logos, including the Tri-Leaf logos, must always 
be accompanied by identifying yourself as an Herbalife 
Independent Distributor, and removal of this wording is 
strictly prohibited. Failure to do so can cause confusion in 
the marketplace.


• Distributors may not alter the logos in any way, except to 
resize as necessary to fit the specific tools and materials you 
create. Removal of the "Independent Distributor" wording 
(in conjunction with the logo) is absolutely prohibited.


• Logos may only be used in a manner that is in compliance 
with the law and Herbalife’s rules and regulations (including 
the Rules of Conduct, the Supplemental Rules of Conduct, 
and the Nutrition Club Rules) all of which can be accessed 
on MvHerbalife.com.


• In relation to electronic media, a Distributor may not 
purchase Herbalife related keywords from search providers 
(e.g., Google) so that any site operated by a Distributor 
would appear in the paid search boxes displayed along with 
search results, which is prohibited. These terms would 
include but are not limited to any terms that include the 
word Herbalife or the name of any Herbalife product or 
service offering.
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Rule 23-D Use of Herbalife Name inTV, Radio, 
Magazines or Newspapers
The word "Herbalife" or the specific mention of any Herbalife 
products or pictures of products may not be used in any media 
advertisements, whether in print, audio or visual recordings, 
including, but not limited to, newspapers, magazines, radio and 
television, other than as indicated in the advertising regulations.


Rule 23-EToll-FreeTelephone Numbers 
Distributors may have a toll-free telephone number; however, 
it is not permissible to use any Herbalife trademarks, trade 
names, product names, or slogans such as: Herbalife®, 
Herbalife International, Herbalifeline® and Cell-U-Loss® in 
conjunction with the toll-free number. Distributors may only 
identify or list themselves as Herbalife Distributor or Herbalife 
Independent Distributor.


Rule 23-F For Use Only With Herbalife Business 
Distributors may use Herbalife-produced literature or 
promotional material solely for the purpose of conducting their 
Herbalife business.


Rule 23-G Mark Hughes
The name or image of Mark Hughes (founder of Herbalife) 
may not be used in any form of advertisement.


Rule 23-H Addresses
The Herbalife International World Operations Home Office 
address, or the addresses of any Herbalife companies or 
offices, may not be used, published, or promoted by any 
Distributor, as their own.


Section 24 Advertising and Promotion 
Herbalife endeavors to produce and make available effective 
promotional literature and sales tools for Distributors' use in 
advertising or promoting their business.


Rule 24-A Approved Advertisements and 
Promotional Materials
Distributors may produce their own promotional materials 
provided they are truthful and accurate in content: make 
no therapeutic, disease or medical claims; do not imply an 
employment opportunity; and otherwise follow all Rules of 
Conduct that apply to Advertising.


Rule 24-B Local Laws
In addition to Herbalife’s policies. Distributors must comply 
with any and all local, state and federal ordinances, laws or 
other regulations when advertising or promoting Herbalife 
products or the business opportunity. It is the responsibility 
of the Distributor to determine what these may be and how 
they apply to their business.
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Rule 24-C Price Advertising
Herbalife Distributors are independent businesspersons and 
may sell Herbalife products, Herbalife-produced literature, and 
promotional items at any price they choose. It is prohibited, 
however, to advertise prices or pricing information such as
"special offer," "____% off," "free shipping" or "special
discounts" to the GENERAL public li.e., persons who have 
not had prior personal contact, related to Herbalife products 
or opponunity, with the Distributor placing the advertisement). 
Distributors may advertise prices and pricing information to 
existing customers, downline, and potential new customers 
who have made direct, personal contact and indicated an 
interest in purchasing, subject to Herbalife's other Rules.


The terms cited above are also prohibited from being used 
with site tagging strategies. If a word or term could not appear 
on the site because it would violate the Price Advertising rule, 
then that word or term cannot be used as part of the site 
tagging strategy to promote the site in search results when 
used as part of a search.


The price advertising restriction applies to branded and 
unbranded advertising and to all forms of media, including, 
but not limited to, television, radio, telephone, Internet, 
newspapers, magazines, flyers, leaflets, handbills, pull-tabs 
and all forms of signage.


Materials of any kind, whether produced by Herbalife or by 
a Distributor, that indicate Herbalife’s suggested retail prices 
may not be provided or shown to persons who have not had 
prior personal contact with the Distributor in connection with 
the Herbalife product or opportunity. In addition, Distributors 
may not modify Herbalife-produced literature or material which 
in its original form features suggested retail prices, including 
relevant pages of the Company's website.


E-COMMERCE;


Independent Distributors who operate personal websites 
may advertise product prices or pricing information only on 
the pages that are password protected. That is, in order to 
view prices or pricing information a consumer must first input 
a password or access code that is unique to each individual 
customer, and which has been obtained from the Distributor 
through a personal interaction, with the consumer. Personal 
Interaction is defined as a personal phone call, a one-on-one 
email, or an in person conversation. The use of recorded 
messages and auto-responses and the like (whether by phone, 
Internet, or email) do not constitute personal interaction. The 
word "Herbalife" (or any variation of the word "Herbalife") 
may not be used as a password.


Distributors selling through public e-commerce sites not 
otherwise prohibited by the Rules of Conduct may advertise
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products for sale, however pricing and price related information 
may not be displayed except as otherwise permitted by this 
Rule 24-C.


Pages which are not password-protected (or third-party 
e-commerce sites) may feature the following live hyperlink 
related to prices/purchasing:


"FOR PRICING INFORMATION OR TO INITIATE AND 
COMPLETE A PURCHASE CLICK HERE."


The above link may only direct consumers to a page or screen 
that indicates the Distributor's contact information (name, 
email address and/or telephone number) for consumers to 
obtain pricing information or a password (if prices appear on 
the website) directly from the Distributor.


Prices and pricing information may not be advertised by any 
other means or on any other websites, including, but not 
limited to:


• Email (where there is no pre-existing business or personal 
relationship - including email sent to handheld devices):


• Banner ads anywhere on the Internet;


• Popup ads anywhere on the Internet:


• "Sponsored search results" or "sponsored ads" anywhere 
on the Internet:


• On social networking sites that allow public viewing, 
including, but not limited to, MySpace or Facebook:


• On any blog or public message boards.


Rule 24-DTelephone Directory Listings 
Distributors may list themselves in the telephone directory 
under the heading "Herbalife Distributor." The only information 
that may follow this is the Distributor's name, address, 
telephone number, fax number, email address or website.


Display ads must conform to all Herbalife advertising 
regulations, and the word "Herbalife" (other than "Herbalife 
Independent Distributor"), logos and/or trademarks of 
Herbalife International may not be used in any way other than 
as used in the approved advertisements. Categorical listings 
are permissible under accurate (non-medical, non-therapeutic 
and non-curative) headings. Accurate headings would include: 
"Hair Care Products," "Skincare Products," "Health Products" 
or "Nutritional Products," and "Weight Loss/Control."


Distributors may use display ads as long as the advertisement 
is within the guidelines for print advertising.


Section 25 Posting Advertising Materials
Herbalife periodically updates, publishes, and makes available 
a wide variety of advertising templates for Distributor's use. 
Distributors may not alter these templates other than to
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personalize them with their name and contact information.


The advertising templates are available for download from 
MvHerbalife.com. or may be requested from Herbalife's 
Distributor Relations Department at 866-866-4744.


Distributors may only use these templates as allowed by 
the rules.


Rule 25-A Posting Locations 


Private Property:


Distributors may post advertising materials on private property 
with the written consent of the owner of such property. 
Herbalife offers a "Letter of Consent to Post Advertising on 
Private Property" which Distributors may download and use at 
MvHerbalife.com. or which they may obtain from Herbalife's 
Distributor Relations Department at 866-866-4744.


Advertising materials may not be visible from the street or 
sidewalk when used in connection with a private office or 
other location in which Herbalife business is done, and may 
not be posted or distributed in a manner that might be a 
distraction to motorists or pedestrians.


Public Property:


Distributors may not post advertising materials on public 
property, including utility poles, street lights, traffic lights, 
parking meters or traffic signs.


Rule 25-B Pull-Tabs, Flyers and Hot Pockets 
Pull-tabs, flyers and hot pockets may be used provided their 
content and manner of use complies with the rights of others, 
Herbalife's Rules of Conduct, any other Herbalife Rules, and 
the law. An example of a permitted use is posting of flyers on 
bulletin boards and other locations established for the specific 
purpose of allowing the posting or commercial notices.


Rule 25-C General Rules


Distributors must comply with all applicable laws, regulations 
and ordinances when advertising and promoting Herbalife 
products or income opportunity.


Although Herbalife provides guidance and, in some cases, 
imposes additional restrictions, it is the responsibility of the 
Distributor as an independent businessperson to determine 
what the law requires.


• All materials covered by this Rule must include the name 
and postal address (or personally answered telephone) of 
the Distributor who posted or distributed the material.


• No materials may be attached to ATMs, telephones, 
vending machines or gasoline pumps, or be attached or left 
in a manner that creates a nuisance.
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• Materials must be promptly removed upon the request of 
any government authority, the owner of the property (in the 
case of a withdrawal of consent) or Herbalife.


This Rule is likely to undergo periodic updates. Distributors 
are required to check for updates to this Rule by visiting 
MvHerbalife.com or by calling Herbalife's Distributor 
Relations Department at 866-866-4744. Materials which 
do not comply with updated Rules must be taken down or 
removed promptly.


Rule 25-D Penalties forViolations 
Violations of this Rule may have serious consequences, including 
formal reprimands, significant fines, suspension of buying 
privileges or termination of Distributorships. Where a landowner, 
property owner or governmental entity charges for clean-up 
costs, these costs shall be borne (or at Herbalife’s option, 
reimbursed to Herbalife) by the responsible Distributor. Penalties 
are determined in Herbalife's sole and absolute discretion.


Section 26 Electronic Marketing and Promotion


Rule 26-A Must Disclose Relationship to Herbalife 
on Home Pages Featuring Corporate Logos/Marks 
Distributors operating websites related to their Herbalife 
business may feature the Herbalife®/Shapeworks® logos and 
other Herbalife trademarks on their sites, but must disclose 
their relationship to Herbalife by placing the phrase "Herbalife 
Independent Distributor" in a prominent location on the home 
page, appearing in the same font size as the surrounding 
text, and the phrase must also appear on every Web page 
on which a logo or trademark appears. In the case of a 
Distributor marketing the Shapeworks® brand, "Shapeworks® 
Independent Distributor" may be used. Trademarked/ 
copyrighted words and phrases may not be used in the 
website domain name (URL), the titles for any pages within 
websites (including, but not limited to, the home page), or in 
email addresses.


Rule 26-B Domain Names, Email Addresses 
and Websites
Distributors using websites that offer product sales as part 
of their Herbalife business must clearly and conspicuously 
display the Distributor's personal name and business address 
along with "Herbalife Independent Distributor," on the home 
page and as part of any contact and within unrestricted, 
publicly accessible profile information within the website. 
Anonymous postings or the use of an alias is prohibited.


The Distributor's business name may not be a substitute for the 
personal name of the individual Distributor, but may be included 
in addition to the Independent Distributor's personal name.
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If multiple Distributors are fulfilling product orders or 
otherwise participating in support on the same website, all 
names and current contact information must be listed.


Distributors may not use the name "Herbalife®," Herbalife®/ 
Shapeworks® trade names, Herbalife®/Shapeworks® product 
names, or other intellectual property of Herbalife (or any 
variations thereon) in domain names (URLs), the titles for any 
pages within websites (including, but not limited to, home 
pages), title tags, meta tags, or email address. In the case of a 
domain name violating this Rule, Herbalife shall have the right 
to require the owner to transfer it to Herbalife immediately and 
at no cost to Herbalife, This shall be in addition to Herbalife's 
other rights and remedies.


Rule 26-C Hyperlinking and Associations 
Distributors may not use third parties' trademarks, trade 
names, or product names (or any variations thereon) in domain 
names (URLs), the titles for any pages within websites 
(including, but not limited to home pages), email addresses 
or meta tags, unless they have sought and obtained prior 
written consent from the owner. Independent Distributors 
shall indemnify and keep Herbalife safe and harmless from 
and against any liability or claim or any nature filed by any third 
party arising or related to the use of third-party trademarks, 
trade names or product names by Independent Distributors.


Distributors may link their websites to:


1. Herbalife's official home page or any other website produced 
or maintained by Herbalife.


2. Any other websites maintained by them to promote 
Herbalife's product line and income opportunity.


3. Any third-party websites that will assist them in promoting 
Herbalife's product line and income opportunity, so long as 
such websites are compliant with Rule 26-D "Associating 
Other Organizations" in this section of the Rules of 
Conduct.


Rule 26-D Associating Other Organizations 
Distributors may feature third-party advertisements on their 
websites so long as, in Herbalife's sole and absolute judgment, 
the advertisements:


1. Are unconnected to any religious or political organization;


2. Do not damage the name or reputation of Herbalife or its 
Distributors:


3. Do not misuse Herbalife's service marks, trademarks, 
trade names, product names or other intellectual 
property: and
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4. Do not directly or indirectly promote any other direct- 
selling or network marketing companies (regardless 
of products offered) or any products which are 
competitive with those sold by Herbalife (including, but 
not limited to, meal replacements, nutritional supplements 
and cosmetics).


Rule 26-E Email


The following discussion and Rules on email are generally 
applicable to all activities of Distributors related to their 
Herbalife business. They are in addition to federal, state and 
local legal requirements. As the law in this area is relatively 
new and constantly evolving, and as an accommodation to 
its Distributors (but not as the rendering of legal advice), 
Herbalife may post periodic legal updates at MvHerbalife.com. 
Distributors are expected to visit the website and review these 
advisories with care, but nevertheless. Distributors are solely 
responsible for compliance with all applicable laws, Herbalife 
strongly recommends that Distributors pay regular visits to the 
Federal Trade Commission website, ftc.gov, in order to learn 
about the most recent developments in this area.


1. Generally


Herbalife has adopted the following Rules to comply with the 
CAN-SPAM Act of 2003, a federal law that governs the use of 
email messages to advertise or promote a commercial product 
or service, including content on an Internet website operated 
for commercial purposes. The law applies to all Distributors 
who promote the sale of Herbalife products or the earnings 
opportunity by sending email, regardless of whether the 
Distributor has a pre-existing business or personal relationship 
with the recipient. Failure to obey the requirements of the 
CAN-SPAM Act could result in criminal and civil enforcement 
actions, imprisonment and severe financial penalties.


2. Rules and Definitions
The following restrictions and prohibitions apply to all 
Distributors who transmit commercial email messages to 
promote Herbalife products or the earnings opportunity:


a. Distributors are prohibited from sending messages unless 
the Distributor has a prior existing business or personal 
relationship with the recipient, or the recipient has provided 
prior affirmative consent to receive the message. "Prior 
existing business relationship" means a relationship formed 
by a voluntary, two-way communication between the 
Distributor and the recipient based on the recipient's prior 
purchase or transaction. "Personal relationship" means 
a relationship based on the recipient's status as a family 
Distributor, friend or acquaintance with respect to the 
Distributor. "Affirmative consent" means that the recipient
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has expressly consented to receive the message, either in 
response to the Distributor's clear and conspicuous request 
for such consent or at the recipient's own initiative. Consent 
must specifically address receipt of messages regarding 
Herbalife products or the earnings opportunity.


b. Distributors are prohibited from disguising the origin of 
any email message. Each message must include accurate 
header information. "Header information" means the 
source, destination and routing information attached to an 
email message, including the originating domain name and 
originating email address, and any other information that 
identifies the person initiating the message.


c. The "from" line of each message must accurately identify 
the person who initiated the message.


d. The "subject" line of each message must not mislead 
the recipient about the contents or subject matter of 
the message,


e. Each message must contain a functioning return email 
address or Internet-based mechanism that a recipient 
may use to submit a reply email message or other form 
of Internet-based communication requesting that they not 
receive future commercial email messages from the sender 
at the email address where the message was received 
("opt-out request"). Each message must provide clear and 
conspicuous notice of the opportunity to make an opt-out 
request and how to do so.


f. Distributors are prohibited from initiating or transmitting 
commercial email to a recipient who has made an opt-out 
request more than 10 business days after receiving the 
opt-out request. Each Distributor must produce and 
maintain its own Do-Not-Email List ("DNE list") to track 
and honor all opt-out requests.


g. Each message must include a valid physical postal address 
of the Distributor.


h. Any Distributor who uses a third-party list vendor or Lead 
Generator (lead service, or lead provider) to obtain email 
addresses must verify that each addressee obtained from 
such vendor or service is not on that Distributor’s DNE list 
before sending any commercial message to that addressee, 
even if the list vendor or Lead Generator claims that the 
addressee has "opted-in" to receive commercial mail or has 
provided "consent" or "permission" or any other indication 
that they want to receive commercial messages.


i. Distributors are prohibited from selling, leasing, exchanging, 
or otherwise transferring or releasing the email address of 
a person from whom the Distributor has received an opt- 
out request.
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j. Distributors are prohibited from obtaining the email 
addresses of message recipients by address harvesting or 
dictionary attacks. "Address harvesting" refers to the use 
of software or any other automated means to collect email 
addresses that are listed on an Internet website or online 
service, which may include chat rooms, message boards 
or online directories. Collecting email addresses from such 
sources is prohibited if that source posts a notice stating 
that the operator of such website or online service will 
not give, sell or otherwise transfer addresses maintained 
by such website or online service to any other person for 
the purpose of initiating commercial email messages. 
"Dictionary attack" refers to automated means used to 
generate possible email addresses by combining names, 
letters or numbers into numerous permutations.


k. Distributors are prohibited from using scripts or other 
automated means to register for multiple email accounts 
or online user accounts from which to transmit commercial 
email messages.


l. "Lead Generation Services" (also known as "lead 
generators" or "lead providers") use marketing techniques 
to locate potential customers for their clients. Herbalife 
Distributors are prohibited from selling leads; however, 
they may recommend third-party lead provider services 
to other Distributors, but a Distributor may NOT earn any 
compensation (directly or indirectly) for referrals leading to 
sales of leads or other sales aids. Some Distributors buy 
"leads" to see if the lead might be interested in purchasing 
Herbalife products or in the Herbalife income opportunity. It 
is important to know, some Lead providers use techniques 
that may violate laws that restrict the sending of commercial 
email. The consequences of contacting leads that have 
been purchased from or supplied by a service which is 
using questionable methods can be very severe, even if 
the Distributor is acting in good faith. It is the Distributor's 
responsibility to know and abide by the law and to determine 
that those with whom they do business do so as well. This 
means the Distributor must investigate the Lead provider's 
techniques that the service employs and confirm to a 
certainty their compliance with applicable laws. For example, 
federal law requires that Lead providers using unsolicited 
email to contact prospects have prior affirmative consent 
to be contacted from those recipients. Until a Distributor 
has received written proof that a service's methods are in 
compliance with the law. Distributors may not purchase or 
use leads supplied by that service.The Distributor must keep 
in mind their own activities and once they have acquired the 
lead must comply with the CAN-SPAlVt Act and any other 
applicable laws. In addition to its other rights and remedies, 
Herbalife shall have the right to suspend, terminate or take
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other disciplinary action against a Distributorship using leads 
generated by means which do not comply with the law, 
or using those leads in a manner which does not comply 
with this Rule, Herbalife's other Rules of Conduct, all other 
Herbalife Rules, and applicable laws.


Rule 26-F Discontinuance of Emailing 
Distributors must immediately discontinue email activity if they 
receive any inquiry or notice of action from a governmental 
authority regarding their email practices. Distributors must 
report all such notices or inquiries immediately to Herbalife's 
World Operations Home Office. Herbalife retains the option to 
suspend, terminate and take other disciplinary or legal action 
against any Distributorship that is not in compliance with 
Herbalife's Rules and the laws. This is in addition to Herbalife's 
other rights and remedies.


Rule 26-G Search-Engine Advertising 
The Herbalife name and product names may not be used 
in search engine meta tags and title tags. In the case of a 
domain name violating this Rule, Herbalife shall have the right 
to require the owner to transfer it to Herbalife immediately and 
at no cost to Herbalife.


Distributors are permined to advertise the Herbalife'® income 
opportunity on Internet search engines, but they may only 
use words and phrases that have been preapproved by 
Herbalife for such advertising. This restriction applies to the 
URL, title tag, 25-word description, keywords that make 
up a meta tag, alt/image tags that describe the images of 
a site, sponsored ads that Distributors purchase on search 
engines, and any other page-related factors used by search 
engines in determining website rankings. A list of keywords 
that may optimize your search-engine ranking, and a list of 
approved advertising phrases are available from Herbalife's 
Distributor Relations Department (toll-free) at 866-866-4744 
or online at MvHerbalife.com. These lists will be updated 
from time-to-time. Distributors should view the lists regularly 
and promptly ensure that their search-engine advertising is in 
conformity.


Rule 26-H Obtaining Priority or Preference 
With a Search Engine


Distributors may not use any misleading or deceptive tactics 
(as determined by Herbalife, in its sole and absolute judgment) 
in order to improve their index preference with search engines.


Rule 26-1 Offering Web Services 
Distributors offering any Web services through a vendor must 
provide to each recipient in an easily understandable, direct and 
permanently available manner, the name, address, fax and phone 
numbers, and email address of the Vendor/Service Provider.
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Rule 26-J Offering Herbalife Products for Auction 
Auction sales and sales on auction sites weaken the personal 
relationships which Distributors must develop with their 
customers, as well as the Herbalife brand and the image 
which Herbalife wants to establish for its products. Therefore, 
Distributors may not (directly or indirectly through any 
intermediary or instrumentality) offer or facilitate the offering 
of Herbalife products for sale by soliciting or receiving open 
bids. This prohibition includes, but is not limited to, soliciting or 
receiving bids for Herbalife products on the Internet, through 
a commercial auction website, online auction marketplace, 
or otherwise. Furthermore, commercial auction websites or 
online auction marketplaces, and any other sites determined 
by Herbalife to have an auction focus, are prohibited sales 
channels even when the proposed sales are at a fixed price.


Rule 26-K International Business 
Distributors conducting or seeking to conduct business in 
international markets via their own or other websites must 
comply with Herbalife's Rules of Conduct, any other Herbalife 
Rules, as well as the laws and regulations of each country which 
has jurisdiction over their commercial and Internet activities, 
including, but not limited to, rules, laws and regulations 
pertaining to the confidentiality of consumer data, privacy rights, 
restrictions on telemarketing and restrictions on marketing 
over the Internet. Product references may include only those 
products that are for sale in the particular country to which such 
communications are directed.


Rule 26-L Privacy Statements


Distributor websites that promote Herbalife products or income 
opportunity, or any other relationship with Herbalife, must 
maintain the confidentiality of consumers and site users by 
complying with the privacy laws in each country from which 
they receive consumer information. Distributors must post, 
in a prominent location, a "Privacy Statement" that informs 
consumers whether or not personal information is being 
collected about them and how such information will be used.


Rule 26-M Consumer Data


Distributors may not sell, trade or use consumer or site user 
information, except in connection with Herbalife products or 
Herbalife income opportunity. If any person or entity requests 
that their information not be used, the Distributor must 
immediately honor such request.


Rule 26-N Standard of Personal Conduct 
Distributors may not publish, post or distribute any materials 
on or via the Internet, whether or not in connection with 
Herbalife that are, in Herbalife's sole and absolute judgment, 
defamatory, libelous, disparaging, threatening, offensive, 
harassing, abusive, obscene or pornographic.
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Rule 26-0 Unauthorized Computer Access 
Distributors may not interfere or take any action that 
results in interference with or disruption of Herbalife.com. 
MvHerbalife.com or other websites maintained by Herbalife 
or its Distributors, nor may they gain or attempt to gain 
access to computer systems or networks connected to those 
sites or any other sites without prior written permission or 
authorization from Herbalife.


Rule 26-P AudioA/isual Recordings 
A Distributor may not display or mention the name of any 
Herbalife products, trademarks or trade names in any audio/ 
visual recordings made by, for, on behalf of, or at the direction 
of a Distributor, unless such recording has been approved for 
use by Herbalife. For additional details regarding the use of 
audio/video recordings with Social Media, refer to Rule 27-G 
"Photos, Video/Audio Recordings."


Rule 26-QTelevision, Cable, Satellite or 
Radio Broadcasting
It is not permitted for any Distributor to broadcast any audio/ 
visual recording of any kind that relates to, mentions, displays 
or promotes in any way, either directly or indirectly, the 
Herbalife name, products, materials, business opportunity 
or methods of conducting business, except for the following 
approved advertisement:


Herbalife Independent Distributor 
Call Me for products or opportunity 
(Distributor Name and Phone No./Fax No. 
or Email Address)


Rule 26-RTelevision Advertising 
In the event that Herbalife should broadcast on a television, 
satellite or radio station, no Distributor may advertise on that 
station or network at any time during the period beginning one 
hour before through one hour following the Herbalife broadcast, 
even though such advertisement may otherwise conform with 
Herbalife's Advertising Regulations or other rules.


Section 27 Social Media
Introduction: Social networking websites such as Twitter, 
YouTube, MySpace and Facebook, and online communities 
(like blog sites) are now among the most popular, talked-about 
and visited sites on the Internet. The Herbalife business is 
one of personal communication, so these sites may offer 
important tools and capabilities that you, as Independent 
Distributors, will want to use to communicate.


The following Rules are applicable to your activities with 
online social media and have been created to protect and 
preserve the integrity of Herbalife s brand, as well as your 
business operation.
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Rule 27-A Responsibility for Postings


• Distributors are responsible for all Herbalife-related content 
that they post online, including but not limited to blogs, 
videos, comments, and any other submissions that can be 
traced back to them, whether or not they own, operate, or 
control the website.


• Distributors must fact-check materials they intend to post 
online to ensure the information is truthful and accurate.


• Distributors using social media outlets as part of their 
Herbalife business must clearly and conspicuously identify 
themselves (by both name and as an Herbalife Independent 
Distributor) within unrestricted, publicly accessible profile 
settings. Anonymous postings or the use of an alias is 
prohibited.


Rule 27-B Social Media as a Sales and 
Promotion Forum
Social Media sites are relationship-building sites. Building 
relationships is an important part of the sales process and 
these sites may become useful for Distributors. However, 
social media sites may not be used as a forum to conduct 
sales transactions. Online sales may only be transacted from 
an Independent Distributor's Herbalife website.


Rule 27-C Deceptive Postings and Claims 
Distributors must be accurate and truthful when posting 
biographical information and credentials.


All claims, representations and testimonials, including those 
related to weight loss and product efficacy and financial 
performance (including income) must be lawful, truthful and 
not misleading. They must have a reasonable basis in fact 
and must have been substantiated in writing in advance 
of publication or other communication. They must also be 
consistent with claims and representations made in current 
Herbalife marketing publications or on current Herbalife 
product labels.


When making claims Distributors must adhere to all applicable 
rules and laws. This includes, but is not limited to the use of 
disclaimers which are required for all types of Claims (income, 
lifestyle, product efficacy, and weight-loss). For example: All 
weight-loss claims and representations, including testimonials, 
must be accompanied by the following disclaimer, placed 
prominently, using a font size no less than 10-point type on 
every page on which such claims appear:


An extensive questionnaire generated responses from more 
than 200 U.S. Herbalife Independent Distributors about their 
weight-loss programs and results. They reported weight loss 
ranging from 4 pounds to 167 pounds and a reduced body 
mass index IBMI) of 1.5 points to 24.1 points, suggesting
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that consumption of Herbalife products is associated with 
weight loss and improvement in BMI in those ranges.


Distributors must include this disclaimer when miaking claims 
about their own or anyone else's weight-loss results associated 
with use of Herbalife® products. Although the Claims and 
Representations section of the latest Career Book provides 
the disclaimers and the proper placement details for all types 
of Claims (income, lifestyle, product efficacy, and weight-loss), 
because the law in this area is subject to change, and as an 
accommodation to its Distributors (but not as providing legal 
advice), Herbalife may post updates of this Rule and updated 
Average Gross Compensation paid by Herbalife at MvHerbalife. 
com. Distributors are required to visit the website and review 
these advisories or Rule changes with care.


Rule 27-D Use ofThird-Party Intellectual Property 
Distributors may not use third parties' trademarks, trade 
names, or product names (or any variations thereon) text, 
photo images, videos, or graphics owned or created by third 
parties unless they have sought and obtained prior written 
consent from the owner.


All third party intellectual property must be properly 
referenced as the property of the third party, and Distributors 
must adhere to any restrictions and conditions that the owner 
of the intellectual property places on the use of its property.


Rule 27-E Use of Herbalife'sTrade Names,
Logos and Assets
Distributors may only use Herbalife's trade name in a manner 
that clearly distinguishes themselves as Herbalife Independent 
Distributors. Without limitation, this restriction applies to 
the identification of online groups, forums, and other pages 
created in online environments.


Examples of unauthorized use of the Herbalife name are: 
"Herbalife Wellness Challenge," "The Herbalife Page," "Let's 
Talk Herbalife," etc.


Professionally designed logos are available and assets that 
incorporate the logos, such as those shown below, may be 
downloaded in multiple file formats from the "Assets Library" 
in MvHerbalife.com.


^HERBALIFE.
Independent Distributor


HERBALIFE.
Independent Distributor


Distributor's Personal Meetings


Still Photos: Distributors may not post still photos from their 
personal meetings or trainings on social media websites. Such 
photos may be posted on Herbalife Independent Distributor's 
website provided they are behind a password-protected page.


Distributor's Personal Meetings


Audio/Video Recordings: Distributors may not post audio/visual 
recordings from their personal meetings, or personal trainings 
on any social media website. Such recordings may be posted 
on Herbalife Independent Distributor websites provided they are 
behind a password-protected page.


Corporate Events


Still photos: Still photos taken by Distributors at Company- 
sponsored meetings or events may be used on Herbalife 
Independent Distributor w'ebsites and social media websites. 
Herbalife provides a variety of professional photos that are 
available for Distributors to download from Assets Library in 
MvHerbalife.com. These photos are approved for Distributor's 
use and may also be used on both personal and social 
media websites.


Corporate Events


Audio/Video Recordings: Distributors may not record video or 
audio of Herbalife-sponsored meetings, trainings or events, and 
may not post video or audio recordings on their personal websites, 
or on social media environment.


However, Herbalife provides a variety of professional video and 
audio recordings of Company-sponsored events that are available 
for Distributors to download from MvHerbalife.com (or any site 
Herbalife makes available for that purpose). Recordings provided 
by Herbalife are acceptable for posting on social media websites 
and Herbalife Independent Distributor websites.
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However, the use of these logos and assets is subject to the 
restrictions defined below:


• Logos & assets may not be obtained from any source other 
than Herbalife.


• Distributors may not use logos without conspicuously and 
clearly identifying themselves as "Herbalife Independent 
Distributor." Removal of the "Independent Distributor" 
wording is prohibited.


• Logos and assets may not be altered in any way, except 
resizing to fit tools and materials created.


Rule 27-F Respecting Privacy
Always respect the privacy of others in your postings, and be 
mindful of Herbalife's Rules of Conduct, Rule 8-G "Maintaining 
Reputation and Image of the Company," which states: No 
Distributor shall do anything (whether or not in the course of 
their Distributorship) which Herbalife determines, in its sole and 
absolute discretion, is or could be detrimental to the reputation 
or image of the Company, its products. Distributors, trademarks, 
trade names or goodwill.


Rule 27-G Photos, Video/Audio Recordings 
Distributors may post audio/video material on YouTube and 
similar social media sites, provided the content complies with 
Herbalife's Rules of Conduct.


In its sole and absolute discretion, Herbalife reserves the 
right to determine if recordings and images (including their 
manner of use) conflict with Herbalife's branding efforts or 
Rules of Conduct, including disclaimer requirements. Herbalife 
reserves the right to request the removal of such images or 
recordings.


At all times. Distributors must comply with all privacy laws 
and social media policies when using images or recordings of 
other individuals.


Rule 27-H Prohibited Postings
Distributors may not post or link to any postings or other 
material that:


• Is sexually explicit, obscene, or pornographic:


• Is offensive, profane, hateful, threatening, harmful, 
defamatory, libelous, harassing, or discriminatory 
(whether based on race, ethnicity, creed, religion, gender, 
sexual orientation, physical disability, or otherwise):


• Is graphically violent, including any violent video 
game images:


• Is solicitous of any unlawful behavior:


• Engages in personal attacks on any individual, group, 
or entity:
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• Is in violation of any intellectual property rights of the 
Company or any third party.


Rule 27-1 Professionalism


Distributors should not respond to those who place negative 
posts about them, other Independent Distributors, or 
Herbalife, as this may trigger discussions that potentially 
damage the Distributor's or Herbalife's reputation and 
goodwill. If you see such negative posts, please email us 
at DPCcomDlaintsNAM@herbalife.com and we will consider 
whether a Company response is appropriate.


Rule 27-J Cancellation ofYour Herbalife Business 
If an individual's Herbalife Distributorship becomes cancelled 
for any reason, the individual must discontinue use of 
Herbalife's intellectual property (such as the Herbalife name, 
trademarks, trade names, and any derivative) in postings and 
social media websites the individual utilizes.


Individuals who have previously identified themselves as 
Herbalife Independent Distributors must conspicuously 
disclose that they are no longer Herbalife Independent 
Distributors in future postings, and must appropriately update 
their profile information.


Rule 27-K Sports Sponsorships
When promoting Herbalife-sponsored teams and athletes.


• Distributors may ONLY use marketing tools provided 
by Herbalife, which may not be altered in any way. 
These marketing tools are available for download 
at MvHerbalife.com.


Logos and Assets


• Distributors may ONLY use marketing tools provided 
by Herbalife, which may not be altered in any way. 
These marketing tools are available for download 
at MvHerbalife.com.


Describing the Relationship for Major League Soccer 
(MLS)


• There are many specific and useful ways permitted 
to describe Herbalife's relationship with LA Galaxy 
therefore. Distributors are encouraged to cite this 
relationship in promoting Herbalife® products and 
the Herbalife business opportunity (provided they 
do so responsibly).


• Deviation from permitted usages will put the relationship at 
risk and potentially damage Herbalife's brand and business 
reputation. For this reason, violations of the following 
guidelines will result in severe penalties, up to and 
including suspension or termination of Distributorships.
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The following statements, as they are worded below, are 
accurate, permissible and encouraged: they may be used 
individually and in combination:


LA GALAXY


Official Nutrition Company of the LA Galaxy.


Official Health and Wellness Sponsors of the LA Galaxy.


Herbalife is an Official Sponsor of LA Galaxy players 
Sean Franklin and Omar Gonzalez.


Media Coverage for Major League Soccer (MLS)


• Distributors may review or refer to LA Galaxy media coverage 
with their organization, their customers, or when presenting 
the business opportunity.


• Distributors may not reproduce, reprint, or post (on their 
Herbalife Independent Distributor websites) any media 
coverage, including, but not limited to, articles, titles and 
headlines. However, personally owned and maintained 
websites may include links to LA Galaxy media coverage, 
but such links must be accompanied by the following 
disclaimer: "By clicking on this link, you will exit this 
Herbalife Independent Distributor website and visit a 
website that is not formally associated with Herbalife 
or its Independent Distributors."


Section 28 Marketing by Means of "Telemarketing"


1. Generally 


Telemarketing


The following discussion and Rules on telemarketing are 
generally applicable to all activities of Distributors related to their 
Herbalife business. They are in addition to federal, state and 
local legal requirements. Since the law in this area is constantly 
evolving, and as an accommodation to its Distributors (but not 
as the rendering of legal advice), Herbalife may post updates 
at MvHerhalife.com. Distributors should pay regular visits to 
the website and review these advisories or Rule changes with 
care, but nevertheless. Distributors are solely responsible for 
compliance with all applicable laws. Moreover, Herbalife strongly 
recommends that Distributors pay regular visits to the Federal 
Trade Commission and Federal Communications Commission 
websites (ftc.gov, fcc.gov) in order to learn about the most recent 
developments in this area.


Federal and state laws prohibit or severely restrict telemarketing 
operations, especially when the telemarketer is approaching 
persons with whom there is no pre-existing business 
relationship, and particularly when they are contacted at home. 
There are other federal and state regulations applicable to the 
use of telemarketing with which Distributors must comply.
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As independent businesspersons. Distributors are individually 
responsible for understanding and following the federal laws 
and regulations relating to telemarketing practices, as well 
as those in each state or jurisdiction in which they intend to 
conduct telemarketing activities. When purchasing or using 
the products or services of an unrelated or unaffiliated vendor, 
the actions or omissions of that vendor shall be deemed to 
be actions or omissions of the Distributor for the purpose 
of compliance with this Rule and Distributors must use due 
diligence to confirm that the vendor's services comply with 
all applicable laws.


2. Definitions


For purposes of this section the following definitions apply: 


Autodialer


Equipment that has the capacity to dial telephone numbers 
automatically.The term includes any computerized equipment 
that performs the dialing function whether or not the machine 
is pre-programmed with a list of numbers or dials the numbers 
on a random basis. The term also includes Predictive Dialers, 
which are hardware and software used to dial telemarketing 
calls while telemarketers are talking to other customers. 
Predictive Dialers "predict" the average time it takes for a 
consumer to answer the phone and when a telemarketer will 
be free to take the next call.


Broadcast Fax/Blast Fax
The act of sending or transmitting fa.xes to a recipient who has 
not requested the fax. The term includes any equipment that 
has the capacity to send or transmit multiple faxes at one time 
to multiple recipients.


Established Business Relationship (EBR)
A prior existing relationship formed by a voluntary 
two-way communication between a Distributor and a 
residential subscriber:


1. On the basis of the subscriber's purchase or transaction 
within the 18 months immediately preceding the date of the 
telephone call, if the relationship has not been previously 
terminated by the Distributor or the other party: or


2. On the basis of the subscriber's inquiry regarding products 
or services within three months immediately preceding the 
date of the telephone call, if the relationship has not been 
previously terminated by the Distributor or the other party.


If the telephone subscriber makes a company-specific 
"Do-Not-Call" request, that request terminates the 
established business relationship even if the subscriber 
continues to do business with the Distributor.
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Prior Express Consent/Prior Express Permission 
Consent or permission evidenced by a written agreement or email 
between the Distributor and the consumer in which the consumer 
clearly states that they agree to be contacted by the Distributor 
regarding the Herbalife products or the business opportunity, and 
specifies the telephone or fax number through which such contact 
may be made.


Telemarketing


The act of selling, soliciting, marketing or promotion of a product 
or service (including but not limited to Herbalife products and/or 
the Herbalife business opportunity! using a telecommunication 
device such as a telephone, fax machine, automated telephone 
equipment, and pre-recorded oranificial voice recording.The term 
includes, without limitation, messages sent to mobile phones, 
text or SMS messages, and similar media.


3. Rules
The following rules are applicable to all Telemarketing activities 
of Distributors and to Telemarketing activities conducted 
on behalf of Distributors. When purchasing or using the 
telemarketing services of unrelated or unaffiliated vendors. 
Distributors are responsible for the vendor's telemarketing 
activities and must use due diligence to confirm that the 
services comply with these Rules.


Rule 28-A Do-Not-Call Lists
Distributors are responsible for complying with all applicable 
federal, state or local laws that govern Telemarketing, 
including any obligation to purchase and apply the Do-Not-Call 
Registry maintained by the Federal Trade Commission (FTC) 
and available at donotcall.gov. This requirement applies to all 
Telemarketing calls, including without limitation, calls made to 
landline and cell phone numbers.


Distributors may not contact, either by telephone or by fax, 
any person or entity whose telephone number is on any 
government-sponsored Do-Not-Call list, unless the Distributor 
has an EBR with such person or entity.


• Distributors engaged in Telemarketing must purchase 
and apply the Do-Not-Call Registry maintained by the 
federal government and any state in which they conduct 
Telemarketing activities. Distributors are required to 
access the National Do-Not-Call Registry and purge newly 
registered numbers from their call lists at least every 31 
days. Each Distributor must set up its own business account 
with the Do-Not-Call Registry. Distributors will be required to 
provide identifying information including name and address, 
contact person, and contact person's name and address. 
Distributors must use their personal or company name as 
"Seller" identification and must not identify Herbalife as the 
"Seller" or "Client." Distributors are responsible for any fees 


96 associated with accessing the Do-Not-Call Registry.
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• Distributors engaged in Telemarketing must also maintain 
their own "Do-Not-Call" lists that record the number(s) of 
any person or entity that requests that they not be contacted 
by the Distributor.


• Distributors must maintain a written policy governing 
Do-Not-Call and other Telemarketing requirements and all 
personnel engaged in telephone solicitation on a Distributor’s 
behalf must be trained in the existence and use of this policy.


• Distributors may not use any telephone number supplied 
by a third-party vendor or Lead Generator forTelemarketing 
if that telephone number appears on any Do-Not-Call 
list maintained by the federal government or any state 
government, or if that telephone number appears on the 
Distributor's own Do-Not-Call list.Telephone numbers, opt-in 
namies, and permission-based leads supplied by a third-party 
vendor or Lead Generator do not provide an EBR or Prior 
Express Consent/Prior Express Permission.


• Additional or other requirements may apply if a Distributor 
is calling within the same state. It is the Distributor's 
responsibility to determine the requirements of federal and 
any state laws relating to Do-Not-Call lists and to comply 
with these requirements.


Compliance with the Do-Not-Call requirements does not 
relieve Distributors from complying with other provisions of 
the FTC and FCC Telemarketing laws and rules and with the 
additional requirements of these Rules of Conduct.


Rule 28-B Autodialers
Distributors may not use an Autodialer (which includes 
Predictive Dialers) to offer Herbalife products or the 
business opportunity.


Rule 28-C Prerecorded or Artificial Voice Messages 
Distributors may not use prerecorded or artificial voice 
messages and may not call cell phone numbers or send 
text messages to offer Herbalife products, or the earnings 
opportunity.


Rule 28-D Unsolicited Faxes
Distributors miay not use a Broadcast Fax, Blast Fax or similar 
program or service to send messages by fax. Distributors 
may only send fax messages to individuals with whom the 
Distributor has an EBR and to individuals who have provided 
their Prior Express Consent/Prior Express Permission to 
receive fax messages from the Distributor.


All faxes sent to those with whom the Distributor has an EBR 
are subject to the following rules:


• The Distributor must obtain the recipient's fax number either 
through the recipient's voluntary communication of such
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number, within the context of the EBR, or from a directory, 
advertisement or site on the Internet to which the recipient 
voluntarily agreed to make available his or her fax number 
for public distribution.


• Faxes must include a clear and conspicuous notice on 
the first page that the recipient may opt-out of receiving 
any further fax advertisements from the Distributor 
("Do-Not-Fax request"), stating that the recipient may make 
a request to the sender not to send any future faxes and that 
failure to comply with the request within 30 days is unlawful,


• Faxes must include a domestic contact telephone number, 
as well as a fax machine number, for the recipient to 
transmit a Do-Not-Fax request.


• Faxes must include at least one cost-free mechanism that 
the recipient can use to transmit a Do-Not-Fax request to 
the Distributor, such as a website address, email address 
or toll-free number.


• Distributors must accept and process Do-Not-Fax requests 
24 hours a day, seven days a week, and all requests must 
be honored fully within 30 days.


• All faxes must include, either in the top or bottom margins 
on each page, or on the first page of the fax:


-The date and time the fax is sent;


-The identity of the sender (which must be the Distributor's 
personal or company name); and


-The telephone number of the sending fax machine and of 
the Distributor


Distributors must comply with any other applicable federal, 
state or local laws and regulations that govern faxing.


Rule 28-E Lead Generators
Distributors may use Lead Generators to identify potential 
purchasers of Herbalife products or prospects for the Flerbalife 
business opportunity only when the Distributor has entered 
into a written agreement with the Lead Generator whereby 
the Lead Generator agrees to comply with all applicable laws, 
regulations, and guidelines, including but not limited to the 
FTC Act, the CAN-SPAM Act, FTC regulations and guidelines 
implementing the FTC Act and the CAN-SPAM Act, FTC 
Guides Concerning the Use of Endorsements and Testimonials 
in Advertising and all other applicable federal and state laws, 
regulations, and guidelines.


The consequences of contacting leads that have been purchased 
from or supplied by a service which is using unlawful methods 
can be very severe, even if the Distributor is acting in good faith. 
It is the Distributor's responsibility to know and abide by the law 
and to determine that those with whom they do business do so 
as well. Distributors must investigate the lead techniques that the
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service employs and confirm their compliance with applicable 
laws. Additionally, leads obtained through a Lead Generator 
do not create an EBR with a Distributor and do not constitute 
Prior Express Consent/Prior Express Permission for outbound 
Telemarketing. Until a Distributor has received written proof 
that a service’s methods are in compliance with all applicable 
laws. Distributors may not purchase or use leads supplied by 
that service.


The Distributor must keep in mind their own activities and once 
they have acquired the lead must continue to comply with 
applicable Telemarketing laws and the Company's Rules. In 
addition to its other rights and remedies, Flerbalife shall have 
the right to suspend, terminate, or take other disciplinary action 
against a Distributor using leads generated by means which do 
not comply with the law, or using those leads in a manner which 
does not comply with Flerbalife's Rules of Conduct, any other 
Flerbalife Rules, or the law on this subject matter, (Refer to the 
Business Methods, Rule 1-G "Leads, Advertising, Advenising 
Slots, and Decision Packs," in the "Supplemental Rules" 
section).


Rule 28-F Compliance With Flerbalife's Rules 
and the Law
Distributors must immediately discontinue telemarketing 
activity if they receive any inquiry or notice of action from 
a governmental authority regarding their Telemarketing 
practices. Distributors must report all such notices or inquiries 
immediately to DistributorNotification@Flerbalife.com. 
Herbalife retains the option to suspend, terminate and take 
other disciplinary action against any Distributorship that is not 
in compliance with this Rule, Herbalife's Rules of Conduct, 
any other Herbalife Rules, and the law. This is in addition to 
Herbalife's other rights and remedies.
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SECTION 29 ARBITRATION AGREEMENT FOR DISPUTES 
BETWEEN DISTRIBUTORS AND HERBALIFE
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This is the Arbitration Agreement incorporated into the 
Distributorship Application and Agreement. In the event that 
Herbalife and Distributor are not able to resolve any dispute 
in an amicable informal manner, Herbalife and Distributor 
each agree to resolve such disputes solely and exclusively by 
binding arbitration or in small claims court instead of in courts 
of general jurisdiction. Arbitration can be more informal than a 
lawsuit in court. Arbitration uses a neutral arbitrator instead of 
a judge or jury, allows for more limited discovery than in court, 
and is subject to very limited review by courts. Arbitrators can 
award the same damages and relief that a court can award.


Puerto Rico Residents: Please refer to the details below which 
differ slightly from the information above.


This is the Arbitration Agreement incorporated into the 
Distributorship Application and Agreement. In the event that 
Herbalife and Distributor are not able to resolve any dispute 
in an amicable informal manner, Herbalife and Distributor 
each agree to resolve such disputes solely and exclusively by 
binding arbitration instead of in courts of general jurisdiction. 
Arbitration can be more informal than a lawsuit in court. 
Arbitration uses a neutral arbitrator instead of a judge, allows 
for more limited discovery than in court, and is subject to 
very limited review by courts. Arbitrators can award the same 
damages and relief that a court can award.


Any arbitration under this agreement shall take 
place on an individual basis; class actions and 
class arbitrations shall not be permitted.


For any claim that does not exceed $75,000, Herbalife will 
pay all arbitration fees so long as the arbitrator does not 
find that Distributor's claim is frivolous or filed for improper 
purpose, Moreover, in arbitration Distributor may be entitled 
to recover attorneys' fees from Herbalife to at least the same 
extent as Distributor would be in court. In addition, under 
certain circumstances (as explained below), Herbalife will pay 
Distributor more than the amount of the arbitrator's award 
and will pay Distributor's attorney (if any) twice his or her 
reasonable attorney's fees if the arbitrator awards Distributor 
an amount that is greater than what Herbalife had offered 
Distributor to settle the dispute prior to the issuance of the 
arbitrator's award.


Arbitration Agreement;


(1) Scope
Except as provided in paragraph (2) below, Herbalife 
and Distributor agree to arbitrate all disputes and claims 
between them. This agreement to arbitrate is intended 
to be broadly interpreted. It includes, but is not limited to:


CONFIDENTIAL


• claims arising out of or relating to terminations, 
enforcement of Distributor Rules of Conduct and 
Sales & Marketing Plan decisions:


• claims by Distributor against Herbalife or Herbalife 
against Distributor which arise out of or relate in any 
way to any dispute between Distributor and another 
Herbalife Distributor:


• claims arising out of or relating to any aspect of 
the relationship between Herbalife and Distributor, 
whether based in contract, tort, statute, fraud, 
misrepresentation or any other legal theory:


• claims that arose before this or any prior agreement 
between Herbalife and Distributor:


• claims that are the subject of purported class action 
litigation in which Distributor is not a member of a 
certified class: and


• claims that may arise before, after or as a direct or 
indirect result of the termination of Distributor's 
relationship with Herbalife.


Distributor agrees that, by entering into this 
agreement, Herbalife and Distributor are each 
waiving the right to a trial by jury or to participate in 
a class action.


Puerto Rico Residents: Distributors in Puerto
Rico agree that, by entering into this agreement, 
Herbalife and Distributor are each waiving the right 
to a trial in any local or Federal court of justice in 
Puerto Rico or to participate in a class action.


This Agreement evidences a transaction in interstate 
commerce, and thus the Federal Arbitration Act governs 
the interpretation and enforcement of this provision. 
This arbitration provision shall survive termination of 
this Agreement, the Distributor Agreement or any other 
agreement between Herbalife and Distributor.


References to "Herbalife," "Distributor." "they," "their" 
or "them" include Herbalife's and Distributor's respective 
subsidiaries, affiliates, officers, directors, agents, employees, 
predecessors in interest, heirs, successors and assigns.


(2) Exceptions


(a) Notwithstanding the foregoing. Distributor 
may bring an individual action for monetary 
damages in small claims court. Distributor 
may not bring any other type of action against 
Herbalife in small claims court. Herbalife may 
only arbitrate claims against Distributor and 
may not bring any actions against Distributor in 
small claims court.
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(b) This arbitration agreement does not preclude 
Distributor from bringing issues to the attention 
of federal, state or local agencies. Such 
agencies can, if the law allows, seek relief 
against Herbalife on Distributor's behalf.


Puerto Rico Residents: Please refer to the details below 
which differ slightly from the information above.


(2) Exceptions


(a) This arbitration agreement does not preclude 
Distributor from bringing issues to the attention of 
federal, state or local agencies. Such agencies can, 
if the law allows, seek relief against Herbalife on 
Distributor's behalf.


(3) Procedure


(a) A party who intends to seek arbitration must 
first send to the other, by certified mail, a 
written Notice of Dispute ("Notice"). The 
Notice to Herbalife should be addressed to:


Office of the General Counsel 
Herbalife International of America, Inc.
800 West Olympic Blvd., Suite 406 
Los Angeles, CA 90015 


("Herbalife's Notice Address"). The Notice to 
Distributor shall be addressed to Distributor’s 
mailing address as listed in Herbalife's records. 
("Distributor's Notice Address").


The Notice shall (a) describe the nature and 
basis of the claim or dispute: and (b) set forth 
the specific relief sought ("Demand").


If Herbalife and Distributor do not reach an 
agreement to resolve the claim within 30 
days after the Notice is received. Distributor 
or Herbalife may commence an arbitration 
proceeding. During the arbitration, the amount 
of any settlement offer made by Herbalife 
or Distributor shall not be disclosed to the 
arbitrator until after the arbitrator determines 
the amount, if any, to which Herbalife or 
Distributor is entitled. Distributor may 
download or copy a form Notice and a form to 
initiate arbitration at: htto://www.adr.orQ/aaa/ 
ShowPDF?doc=ADRSTG 004175.


(b) (After Herbalife receives notice at Herbalife's 
Notice Address that Distributor has 
commenced arbitration, it will promptly 
reimburse Distributor for Distributor's payment 
of the filing fee unless Distributor's claim is for 
greater than $75,000. (The filing fee currently is
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$125 for claims under $10,000, but is subject to 
change by the arbitration provider.) If Distributor 
states that Distributor is unable to pay this fee, 
Herbalife will pay it directly upon receiving a 
written request at its Notice Address.


(c) The arbitration will be governed by the 
Commercial Arbitration Rules ("AAA Rules") of 
the American Arbitration Association ("AAA"), 
as modified by this Agreement, and will be 
administered by the AAA. The AAA Rules are 
available online at adr.org, by calling the AAA 
at 1-800-778-7879, or by writing to the Notice 
Address. The arbitrator shall be bound by the 
terms of this Agreement. All issues shall be for 
the arbitrator to decide, including the scope of 
this arbitration provision, but the arbitrator shall 
be bound by the terms of this Agreement.


(d) Unless Herbalife and Distributor agree 
otherwise, any arbitration hearings will take 
place in the county (or parish) of Distributor's 
Notice Address. If Distributor's claim is for 
$10,000 or less, Herbalife and Distributor 
agree that Distributor may choose whether 
the arbitration will be conducted solely on 
the basis of documents submitted to the 
arbitrator, through a telephonic hearing, or by 
an in-person hearing as established by the AAA 
Rules. If Distributor's claim exceeds $10,000, 
the right to a hearing will be determined by the 
AAA Rules. Regardless of the manner in which 
the arbitration is conducted, the arbitrator shall 
issue a reasoned written decision sufficient to 
explain the essential findings and conclusions 
on which the award is based. Except as 
otherwise provided for herein, Herbalife will pay 
all AAA filing, administration and arbitrator fees 
for any arbitration initiated in accordance with 
the notice requirements above. If, however, 
the arbitrator finds that either the substance 
of Distributor's claim or the relief sought in the 
Demand is frivolous or brought for an improper 
purpose (as measured by the standards set forth 
in Federal Rule of Civil Procedure 11(b)), then 
the payment of all such fees will be governed 
by the AAA Rules. In such case. Distributor 
agrees to reimburse Herbalife for all monies 
previously disbursed by it that are otherwise 
Distributor's obligation to pay under the AAA 
Rules. In addition, if Distributor initiates an
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arbitration in which Distributor seeks more than 
S75.000 in damages, the payment of these 
fees will be governed by the AAA Rules.


(4) Awards and Attorneys' Fees


(a) If, after finding in my favor in any respect on 
the merits of my claim, the arbitrator issues 
Distributor an award that is greater than the 
value of Herbalife's last written settlement 
offer made before an arbitrator was selected, 
then Herbalife will;


• pay Distributor the amount of the award 
or S10,000 ("the alternative payment") 
whichever is greater; and


• pay Distributor’s attorney, if any, twice


the amount of attorneys' fees, and 
reimburse any expenses (including 
expert witness fees and costs) that 
Distributor’s attorney reasonably


accrues for investigating, preparing, and 
pursuing Distributor's claim in arbitration 
("the attorney premium").


If Herbalife did not make a written offer to settle 
the dispute before an arbitrator was selected. 
Distributor and Distributor's attorney will be entitled 
to receive the alternative premium and the attorney 
premium, respectively, if the arbitrator awards me 
any relief on the merits. The arbitrator may make 
rulings and resolve disputes as to the payment 
and reimbursement of fees, expenses, and the 
alternative premium and the attorney premium at 
any time during the proceeding and upon request 
from either party made within 14 days of the 
arbitrator’s ruling on the merits.


(b) The right to attorneys' fees and expenses 
discussed in paragraph (4) shall supplement 
any right to attorneys' fees and expenses 
Distributor may have under applicable law. 
Thus, if Distributor would be entitled to a larger 
amount under the applicable law, this provision 
does not preclude the arbitrator from awarding 
Distributor that amount. However, Distributor 
may not recover duplicative awards of 
attorneys' fees or costs. Although under some 
laws Herbalife may have a right to an award of 
attorneys' fees and expenses if it prevails in an 
arbitration, Herbalife agrees that it will not seek 
such an award.
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(c) The arbitrator may award declaratory or 
injunctive relief only in favor of the individual 
party seeking relief and only to the extent 
necessary to provide relief warranted by that 
party's individual claim.


Herbalife and Distributor agree that each may 
bring claims against the other only in Distributor's 
or Herbalife's individual capacity, and not as a 
plaintiff or class member in any purported class or 
representative proceeding.


Funher, unless both Herbalife and Distributor agree otherwise, 
the arbitrator may not consolidate more than one person's 
claims, and may not otherwise preside over any form of a 
representative or class proceeding. If this specific provision is 
found to be unenforceable, then the entirety of this arbitration 
provision shall be null and void.


(d) Except as required by any applicable law, rule or 
regulation, or by order or decree from any court 
of competent jurisdiction, any party involved in 
a claim or dispute under this arbitration provision 
shall not disclose to any other person not directly 
involved in the arbitration process anything 
having to do with the arbitration, including 
without limitation, (i) the substance of, or basis 
for, the claim: (ii) the content of any testimony 
or other evidence presented at an arbitration 
hearing or obtained through discovery: or (iii) 
the terms or amount of any arbitration award. 
However, nothing in this provision shall preclude 
a party from, in good faith, investigating a claim 
or defense, including interviewing witnesses 
and otherwise in engaging in discovery. 
Herbalife and Distributor both agree that this 
confidentiality agreement applies to each of 
Herbalife's and Distributor's directors, officers, 
employees, clients, agents, advisors, and any 
other persons affiliated with Herbalife and 
Distributor in any way and that Herbalife and 
Distributor will take the steps necessary to 
make sure that all such persons or entities know 
about this confidentiality provision.
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SECTION 1 - THE CREATION, SALE AND USE OF 
“BUSINESS METHODS” - USA AND PUERTO RICO


Introduction
Every Herbalife Independent Distributor is a self-employed, independent business person engaged in the sale of Herbalife 
products for consumption and, if the Distributor desires, in the promotion of the Herbalife income opportunity. The 
relationship between Herbalife and its Distributors begins with, and is defined by, the Herbalife Distributorship Application 
and Agreement. That relationship incorporates those Rules published by Herbalife from time to time in its discretion, 
defining the rights and responsibilities of Herbalife Distributors, each in their most recent form. Those Rules include, but 
are not limited to, Herbalife's Rules of Conduct, and any other Herbalife Rules. Nothing in Herbalire's Rules is intended to 
serve as or should be interpreted as legal advice; Herbalife does not provide legal advice to its Independent Distributors. 
The following "Business Methods" Rules apply specifically to the promotion of Herbalife products and the Herbalife 
income opportunity in the United States of America and Puerto Rico:
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Definition of Business Methods


Some Distributors produce, sell and utilize merchandising 
aids and support services or materials, excluding the names 
and contact information of prospects (e.g., "leads") and the 
recommendation, provision, and placement of advertising. 
These aids, support services and materials include (but 
are not limited to) books, magazines and other printed 
materials, audio/visual materials, software, telemarketing 
tools, websites, Internet services and other electronic media, 
rallies, meetings and educational seminars.


Aids, support services and materials which were not 
produced by Herbalife are referred to in these Rules as 
"Business Methods,"


Business Methods (as that term is used in these Rules) are 
NOT produced, approved, endorsed, guaranteed or authorized 
by Herbalife, and Herbalife assumes no responsibility or 
obligation, and shall have none, with regard to their purchase, 
sale or use.


1-A Compliance of Business Methods With the Law 
and Herbalife's Rules


Distributors creating, selling or using Business Methods, 
directly or indirectly (such as through corporations) must 
comply with Herbalife’s Rules of Conduct, any other Herbalife 
rules, and the law. including, but not limited to, laws relating to 
confidentiality of consumer data, privacy rights, restrictions on 
telemarketing in all its forms, and marketing over the Internet.


If Herbalife determines that one or more Business Methods 
violates its Rules, the law, or the legal rights of others, or 
that they produce a significant risk that they might damage 
Herbalife's business or reputation, brand or image, Herbalife 
shall have the right to require the Distributor to immediately 
cease the sale or utilization of the Business Method in 
question, without liability to Herbalife.


1-B Restrictions on Use of Herbalife Data Obtained 
via Creation, Promotion or Sale of Business Methods 
Distributors may produce, sell or re-sell Business Methods 
to other Distributors solely for the purpose of selling 
Herbalife products and building, training and motivating other 
Distributors to sell Herbalife products. In order to protect the 
intellectual property rights and goodwill of Herbalife, and 
the income opportunity it affords the Distributors, and in 
addition to any other restriction or prohibition contained in 
any agreement with Herbalife or any applicable Rule:


No Distributor or, for a period of three (3) years following the 
termination of their Distributorship (by any means, including 
voluntary resignation), no former Distributor shall, directly 
or indirectly:
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1. Use any information relating to the identity, contact 
information, sponsorship relationships, preferences or 
any other significant business or personal information 
about any Herbalife Distributor, which was acquired or 
derived from such activity for any purpose other than the 
promotion and sale of Herbalife products pursuant to the 
Herbalife Sales & Marketing Plan; or


2. Offer, promote or sell to any Herbalife Distributor, or third 
party who acquired or used the Business Method, the 
products, services or earnings opportunity associated with 
any other multilevel marketing or direct-sales company.


For example, for the period covered by these restrictions, no 
Distributor or former Distributor (including the spouse of such 
Distributor or former Distributor, and no company or entity 
controlled by either of them or in which either of them have 
an economic interest) shall offer, invite, encourage, induce, 
solicit, promote, sponsor, recruit or attempt to recruit, any of 
those acts directly or indirectly, to any Herbalife Distributor or 
third party who acquired or used the Business Method, the 
opportunity to join, participate in any way with, or purchase or 
sell the products or services of any other multilevel marketing 
or direct-sales company.


Violation of the foregoing restrictions will be regarded as a 
serious violation of the Distributor's contract with Herbalife 
because it puts at risk the relationships, business and incomes 
of the Company and persons upline of those Distributors to 
whom access was given by their involvement in Business 
Methods intended solely to promote the Herbalife business. 
Distributor acknowledges that Herbalife and its Distributors 
would suffer irreparable harm as a result of any breach of 
these restrictions and that monetary damages are insufficient 
to compensate Herbalife for such harm. Therefore, in addition 
to the Company's other rights and remedies under Herbalife's 
Rules of Conduct, any other Herbalife Rules, and the law, if a 
breach of these restrictions has occurred, Herbalife shall be 
entitled to an injunction or temporary restraining order, without 
notice to the Distributor or former Distributor, restraining any 
impermissible disclosure or use of the confidential information 
in addition to any other available remedy.


1-C No Required Purchase Other Than Herbalife 
Member Pack


The only required purchase in order to become, succeed or 
advance as an Herbalife Distributor is the Herbalife HMP (that 
is, Herbalife's official Member Pack). When a Distributor is 
recruited, they must be offered the opportunity to buy a Mini 
HMP (or, at the Applicant’s election, the full Herbalife HMP), 
without any markup or profit to the Sponsor or the Sponsor's 
upline. To illustrate:
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1. If a potential Distributor is offered the opponunity to purchase 
products, services or materials (whether or not they were 
produced by Herbalife) in addition to the HMP, it must be 
with the understanding that this is an optional purchase and 
not a condition or requirement for becoming a Distributor or 
succeeding or advancing in Herbalife's Sales & Marketing 
Plan. Furthermore, Distributors may not promote or tout the 
profits to be made from selling a Distributor-produced HMP 
which contains anything in addition to that which is contained 
in the standard Herbalife HMP.


2. Distributors may not represent or imply that Business 
Methods are required (legally, or as a matter of practicality) 
to do or succeed in the business, participate in the income 
opportunity, or receive training and upline support.


1-D Right to Cancel Subscriptions and
Satisfaction Guarantee


Those persons or entities who sell Business Methods
components to Herbalife Distributors which are:


1. Sold on a subscription basis, must offer to the Purchaser 
in writing at the time of such sale, the right to terminate 
such subscriptions at any time and to obtain a refund for 
the unexpired portion of those subscriptions. If there are 
varying published rates for different periods of service, the 
rate charged for the purpose of calculating any subscription 
refund will be that which most closely corresponds to the 
actual period of service, provided that no additional payment 
will be due upon cancellation.


2. Tangible (meaning; having physical form, such as CDs and 
DVDs), must offer to the Purchaser in writing at the time of 
sale, the right to return such materials to the Seller for the 
amount paid by the Purchaser plus shipping and handling. The 
guarantee period shall be at least 180 days from the time the 
Purchaser received the components. The Seller must issue 
the refund within seven (7) business days of Seller's receipt of 
the returned materials in the case of tangible components.


3. Not described above (in subparagraph |1) or (2|), must 
offer to the Purchaser in writing a satisfaction guarantee 
which satisfies (at the election of the Seller) subparagraph 
(a), (b) or (c) that follows:


a. An unconditional satisfaction guaranteed refund for 
a period of at least 30 calendar days from the date of 
receipt of the component:


b. An unconditional satisfaction guarantee for a period of 
at least seven (7) calendar days from the date of receipt 
of the component, but Seller may choose to offer this 
(rather than the 30-day satisfaction guarantee) only if 
both of the following apply to the sale:
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i. The components developed or purchased by 
Seller from an unrelated third-party supplier 
(from whom neither Seller nor any other Herbalife 
Distributor derives, directly or indirectly, any 
compensation or economic benefit, pursuant to 
a written agreement between that supplier and 
Seller provided to Herbalife which contains the 
following provision, "We agree, for the benefit 
of, and subject to confirmation by, Herbalife 
Ltd,, its affiliates or subsidiaries, not to pay any 
referral fee or any other compensation or economic 
benefit, directly or indirectly, to any Herbalife 
Distributor."), and the price charged by Seller to 
Purchaser is no greater than the reasonable direct 
costs evaluated on a financial-year basis (net 
of discounts, allowances and the like) incurred 
by Seller to purchase or create and sell the 
particular component (including reasonable direct 
administrative costs, such as customer support, 
accounts payable and receivable administration and 
actual bad debt), plus a markup of no more than 5% 
of such direct costs; and


ii. Seller retains and makes available for audit 
at Herbalife's expense and conducted by a 
nationally recognized accounting firm, all 
documents, invoices and records relating to 
such purchases and development costs and sales 
or resales by Seller: or


c. An unconditional satisfaction guaranteed refund for a 
period of at least seven (7) calendar days from the date 
of receipt of the component, but Seller may choose to 
offer this (rather than the 30-day satisfaction guarantee) 
only if, in addition to the letter or letters previously 
provided by legal counsel to Herbalife in compliance with 
Business Methods Rule 1-A "Compliance of Business 
Methods With the Law and Herbalife's Rules," Herbalife 
has received a current letter addressed to Herbalife (and 
such further assurances as Herbalife may request) from 
competent Multilevel Marketing (MLM) legal counsel, 
confirming that the Business Methods, of which the 
components are a part, are, as to content and operation, 
in material compliance with federal law applicable to 
MLM, including that relating to business opportunities, 
and that counsel is not aware of any existing law, rule 
or regulation that the Business Methods, in his/her 
opinion, would violate. The legal counsel and letter shall 
be subject to Herbalife's approval. The legal review and 
letter to Herbalife shall be renewed annually and also 
before material changes are made.
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Whether or not covered by the above refund provisions, 
Herbalife may pay, on behalf of the Seller, refunds to a 
requesting party, if it determines, in good faith, that such 
payment protects the goodwill or reputation of Herbalife 
or its Distributors, in addition to such sanctions as Herbalife 
may determine.


1-E Receipts


The Seller of Business Methods must provide to the Buyer 
an itemized, dated receipt for all purchases, which shall 
assign a price for each component sold and include the 
following language:


The products or services being purchased, while they may 
be a legitimate and helpful tool for building your business, 
are not required in order to pursue the income opportunity 
being offered. The Seller is solely responsible for the 
preparation and sale of these materials or services, and 
the Company that affords the income opportunity does not 
approve, endorse or guarantee these materials. If, for any 
reason, you are not satisfied with any tangible materials 
you have purchased, you may return them to the Seller at 
the address listed on this receipt within 180 days of your 
receipt of those materials for a full refund of the cost of 
those tangible materials, including shipping and handling.


Alternatively, if the Seller maintains a website which clearly and 
conspicuously sets forth a refund policy which complies with 
Business Methods Rule 1-D"Right to Cancel Subscriptions and 
Satisfaction Guarantee," the following language may be used 
with respect to Business Methods delivered over the Internet:


The products or services being purchased, while they may 
be a legitimate and helpful tool for building your business, are 
not required In order to pursue the income opportunity being 
offered. The Seller Is solely responsible for the preparation 
and sale of these materials or services, and the Company that 
affords the income opportunity does not approve, endorse 
or guarantee these materials. You may qualify fora refund 
upon your return to the Seller of tangible materials. To review 
those rights go to [NOTE: Fill in the URL of the website that 
sets forth how the Buyer may obtain their refund.]


1-F The Purpose of Sales of Business Methods - Not 
for Profit
Distributors may produce and sell Business Methods strictly 
for the purpose of selling Herbalife products, building the 
Herbalife business, or training and motivating their own 
organization to sell Herbalife products (and subject to the 
provisions of Business Methods Rule 1-L "Restrictions on 
Solicitations and Sales of Business Methods to Herbalife 
Distributors" provided they do not become (and are not 
perceived as) income-generating enterprises that are being
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conducted, instead of, or in conjunction with the Herbalife 
business). Accordingly, the Creator, Seller and Reseller of a 
Business Method may charge prices no greater than the cost 
of the unit(s) being sold.


1-G Leads, Advertising, Advertising Slots, 
and Decision Packs
Distributors may generate leads for their own use or free 
distribution to their downline (but not for resale) through 
any number of advertising channels, but only if the means 
of advertising and the content of the advertisement comply 
with the law and Herbalife's Rules of Conduct.


Distributors may not purchase (whether from other 
Distributors or third-party lead providers) business opportunity 
leads or product leads, leads-related advertising, advertising 
slots, or decision packs for their own use or the use of others. 
Distributors may not, directly or indirectly, sell, promote, 
recommend, refer, facilitate or take any action which Herbalife 
might deem to encourage or promote the purchase, use or 
sale of leads, leads-related advertising, advertising slots or 
decision packs, by another Distributor.


Herbalife makes available free or for a nominal price 
promotional literature and sales tools for Distributors to 
advertise and promote the sale of Herbalife products and the 
sharing of our business opportunity.


1-H Fee for Using Websites


Distributors may charge users of their website a reasonable 
fee, provided the fee does not e.xceed the cost for the 
development, setup and maintenance of the website.


1-1 No Compensation for Recruitment or Sale of 
Business Methods
Distributors may not offer or pay endorsement or 
recommendation fees, referral fees, or administrative fees or 
reimbursement, or any other form of compensation (including 
rebates, bonuses, discounts, etc.) relating, in whole or in part, 
or in any way, to the purchase or sale of Business Methods, 
nor may any Distributor accept such compensation.


1-J Encouraging or Requiring Personal Debt Not 
Permitted


No Herbalife Distributor, in connection with Business Methods, 
may encourage or require that a current or prospective 
Distributor go into debt in order to become a Distributor, 
grow an existing business, or purchase Business Methods or 
Herbalife products.


1-K Required Disclosure Statement
Both the Seller and Buyer must review the Business Methods
Disclosure Statement in the form most recently published
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by Herbalife. For the protection of Herbalife and the Seller, 
Flerbalife requires that both parties sign this document in the 
spaces provided and that Seller retain the signed originals for 
at least two (2) years. As an alternative, Seller's and Buyer's 
signatures may be accomplished and stored electronically in 
compliance with applicable law.


The current version of the Business Methods Disclosure 
Statement can be found in Appendix A at the end of Section 
1, and is available on MvFlerbalife.com for downloading 
and printing.


1-L Restrictions on Solicitations and Sales of 
Business Methods to Flerbalife Distributors 
Distributors may promote, solicit or sell Business Methods 
to downline and crossline organizations, but only if they have 
received prior written consent to such promotion, solicitation 
or sale from the first qualified President's Team Distributor 
above the Distributor(s) to whom such promotion, solicitation 
or sale is to be made (except that Distributors do not need 
consent to promote, solicit or sell Business Methods to their 
own downline organization to the level of the next qualified 
President's Team member). A single written consent is valid 
as to all Distributors, down to the next qualified President's 
Team member, of the person giving the consent. All written 
consents must be maintained on file for two (2) years and 
provided to Flerbalife immediately upon request.


1-M Restrictions on Sales or Promotion of Business 
Methods at Meetings and Other Official Events 
Distributors may not display, promote or sell any Business 
Methods at meetings, programs or other functions sponsored 
and conducted (in whole or in part) by Flerbalife.


1-N Use of Vendors


Distributors may use or recommend Vendors of Business 
Methods or the use of those Business Methods. Flowever. 
no such Vendors or their Business Methods may be used 
to circumvent the law or Herbalife's Rules. Distributors who 
use or recommend such Vendors shall use due diligence to 
confirm that the Vendors' services and Business Methods 
they provide are in compliance with the law and Herbalife's 
Rules. Further, if a Distributor has an economic interest in 
a Vendor of Business Methods or in any of its transactions, 
the actions of the Vendor shall be regarded as the actions 
of the Distributor for purposes of these Rules (including, but 
not limited to. Business Methods, Rules 1-D "Right to Cancel 
Subscriptions and Satisfaction Guarantee" and 1-R "Limit on 
Sales of Business Methods").


1-0 Herbalife Does Not Approve, Guarantee or 
Assume Any Obligation
Business Methods, as well as the representations made by 
Distributors engaged in their creation, promotion, offering,
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sale or use, may not state, suggest or give the impression that 
any Business Method was produced, approved, endorsed, 
guaranteed, authorized or offered by Herbalife, or that 
Herbalife assumes any obligation with regard to their creation, 
sale or use.


1-P License to Use Herbalife-Produced Sales Tools 
and Related Materials
Business Methods may use Herbalife-produced sales tools, 
sales aids and related materials, including, but not limited to, 
audio/visual recordings, pictures or descriptions of Herbalife 
products taken from any sales materials and literature, or 
audio/visual recordings that are currently available for sale 
or distribution from Herbalife. Distributors may not use 
any materials that are specifically identified as not to be 
reproduced. At all times. Distributors using the materials 
referenced above must comply with the following conditions:


1. Distributors using materials in unaltered form must include 
"©Herbalife" (on every page or screen, or by voice-over, if 
using audio materials).


2. Distributors using materials in altered form must indicate 
that the materials were "produced by an Herbalife 
Independent Distributor" (on every page or screen, or by 
voice-over, if using audio materials).


3. Reproductions of materials produced by Herbalife must 
be of a quality comparable to the original (as judged 
by Herbalife).


4. All usage and alteration must be in compliance with these 
Rules, all of Herbalife's Rules and the law.


1-Q Updating Materials


Herbalife regularly modifies its product and sales materials. 
Distributors must keep themselves up-to-date with 
regard to these modifications, and must promptly revise and 
update the Business Methods they produce or sell, to reflect 
current information.


1-R Limit on Sales of Business Methods 
Each Distributor who sells Business Methods must ensure 
that the quantity and amounts charged for the Business 
Methods sold are reasonable in relation to the Sales Volume 
and profits of the Buyer from his or her Herbalife business.


1-S Notification of Source
All Business Methods shall display the date of publication or 
recording, and the name of the publisher/producer.


For questions about the rules regarding Business Methods 
or their application, you may call Herbalife's Distributor 
Relations Department toll-free at 866-866-4744, 
for TTY Users 800-503-6180, or send an email to 
RulesComments@Herbalife.com.


HLF 000155







NOTES


107
CONFIDENTIAL HLF 000156







CORPORATE POLICY STATEMENT ON BUSINESS METHODS


Each day, many thousands of Independent Distributors around the world share their life-changing success stories about 
Herbalife's amazing nutrition products and unparalleled business opportunity.


Sales Aids
As an Herbalife Independent Distributor, you may be attracted to purchase, promote, use, or sell non-Herbalife products or 
services and products that might be helpful in prospecting for customers and potential Distributors, as well as communicating 
with your downline. These products or services include, but are not limited to, business aids, books, magazines, flip charts, 
and other printed material, online literature, Internet websites, audio, video or digital media, rallies, meetings and educational 
seminars, as well as the names and contact information of prospects (known as "leads") and advertising or other means of 
acquiring, developing or the handling or administration of leads. These are typically referred to as "Sales Aids."


It is essential that the content and methods you use in connection with your Herbalife business, whether or not associated with 
or incorporated in Sales Aids you use or promote, comply with Herbalife's rules and applicable law. For example, they may not 
make factual assertions that contain material misrepresentations or omissions that render a statement materially misleading.


Business Methods


Sales Aids that are not produced by Herbalife are referred to in the Rules as "Business Methods." Please be aware that: 
Business Methods are NOT produced, approved, endorsed, guaranteed or authorized by Herbalife or affiliated with Herbalife 
in any way. Herbalife assumes no responsibility or obligation, and shall have none, with regard to the value, content, methods, 
promotion, use or sale of Business Methods. And, at all times, the principal business focus of Distributors is the sale of Herbalife 
products for consumption, not the sale of Sales Aids or Business Methods.


Expenditures For Sales Aids, including Business Methods
Some of the unique and wonderful things about becoming an Herbalife Distributor is that no investment is required to start or 
grow your Herbalife business and that you can choose for yourself how to pursue the many opportunities afforded by Herbalife 
products and the Herbalife Sales & Marketing Plan.


Purchasing Sales Aids, including Business Methods, is strictly voluntary. Their purchase or use is not required to become 
an Herbalife Distributor, nor is it necessary in order for you to progress or succeed as a Distributor, or to receive training and 
support from your Sponsor and/or upline. No one may pressure you to purchase Sales Aids or Business Methods. Distributors 
should buy Sales Aids or Business Methods if they decide for themselves, after a reasonable time in the Herbalife business, 
that these materials might assist them in developing their business further. The money and time Distributors expend on Sales 
Aids or Business Methods should be limited and consistent with their own evaluation of the reasonably likely benefits to their 
business. And, it is not necessary and we discourage anyone from incurring debt to pursue the Herbalife business opportunity.


At all times, the principal business focus of Distributors is the sale of Herbalife products for consumption.


Herbalife's Business Methods Rules and Distributor Policies contain important provisions affecting your potential decision to 
purchase, sell or use Business Methods, including a 180-day unconditional refund on tangible materials which must be offered 
and honored by any Distributor who sells Business Methods. These Rules are included in the Herbalife Member Pack (HMP), or 
you can access them on Herbalife's official website MvHerbalife.com. They may also be requested by phone through Herbalife's 
Distributor Relations Department toll-free at 866-866-4744. If a Buyer has a dispute or claim regarding Business Methods that 
they are unable to resolve with the Seller, and if the Seller is an Herbalife Independent Distributor, Herbalife encourages the 
Buyer to contact Herbalife's Distributor Business Practices and Compliance (DPC) Department at 310-410-9600, ext. 24656. 
DPC personnel will attempt to assist the Buyer and Seller to reach a satisfactory resolution of their dispute.
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APPENDIX A
BUSINESS METHODS DISCLOSURE STATEMENT


Herbalife Independent Distributors (hereinafter referred to as "Distributors") are primarily engaged in the marketing and 
sale of Herbalife products for consumption. However, they may also promote the Herbalife income opportunity, and 
they are responsible for training those whom they sponsor. To assist in the latter process, some Distributors produce, 
sell and utilize merchandising aids and support services or materials, which are not produced, approved, endorsed, 
guaranteed, or offered by Herbalife, These materials and services are referred to, collectively, as "Business Methods." 
Business Methods include, but are not limited to, books, magazines and other printed materials, audio and visual 
materials, software, telemarketing tools, websites, Internet services and other electronic media, rallies, meetings and 
educational seminars.


This Statement contains important information about buying or selling Business Methods, and advises as to your legal 
rights and responsibilities. Each person who chooses to sell or purchase Business Methods must sign this required 
Disclosure Statement prior to consummating any transaction. The Statement does not determine price, quantity or 
selection - these are individual decisions - but it does obligate Buyers and Sellers to obey the Rules applicable to 
Distributor conduct, particularly as they relate to the creation, sale and use of Business Methods.


IMPORTANT INFORMATION


You must carefully consider each of the following factors prior to purchasing Business Methods:


Not Herbalife Materials. Business Methods are not produced, approved, endorsed, guaranteed, authorized, or offered 
by Herbalife. Herbalife assumes no responsibility or obligation, and shall have none, with regard to their purchase, 
sale or use.


No Required Purchase Other Than the Mini Herbalife Member Pack. The only required purchase in order to become 
and progress as an Herbalife Distributor is the Mini Herbalife Member Pack ("HMP") produced by Herbalife. In 
other words, to become an Herbalife Distributor, succeed in the business, advance in the Sales & Marketing Plan, 
or receive upline training and support, you are NOT required to buy any amount of materials, products or services, 
either those produced by Herbalife or by a party other than Herbalife, or to attend any seminars, meetings or 
events. You should buy Herbalife products for your own consumption and for resale to others, but only in amounts 
you independently determine you wish to consume or can resell in a reasonable amount of time. You should 
buy non-Herbalife products and business materials and services and attend events, only if you independently 
decide that they will assist you in building a more successful and profitable Distributorship. If you purchased any 
product, services or materials based upon the belief that you were required to do so, you may demand a full and 
unconditional refund within the refund period set out in this Statement, and if that demand is not promptly honored, 
contact Herbalife's Distributor Relations Department at 866-866-4744,


Focusing on Retail. Your primary focus as a Distributor must always be the promotion and sale of Herbalife products 
for consumption.


Limiting Expenditures. You must carefully monitor what you spend on Business Methods so expenditures do not 
become unreasonable or excessive. These costs must be justified by the benefit to your business. You must only 
purchase items or attend events that provide information helpful to you in selling products or sponsoring others 
to do the same.


Limiting Time Commitments. You must decide how much time you need to spend attending events or working with 
materials associated with a given Business Method. You must carefully consider the impact of this time expenditure 
(if any) on your primary occupation (if not Herbalife), your Herbalife-related activities and your family.


Compliance With Herbalife's Rules of Conduct and the Law. The Rules applicable to Distributor conduct contain 
important provisions affecting your potential decision to purchase, sell or use Business Methods. They are 
included in the Herbalife Member Pack (HMP) that contains the Herbalife registration materials and are available 
at MvHerbalife.com. They may also be requested by phone through Herbalife's Distributor Relations Department 
at 866-866-4744.
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Right of Refund. The Seller of any tangible materials constituting a Business Method must offer in writing at the time 
of the sale, a full 180-day refund for the cost of those tangible materials, including shipping and handling. The Seller 
must issue the refund within seven (7) business days of receipt of the returned materials. The 180-day period 
begins when the tangible materials were received by the Buyer.


No Guarantee of Results. Herbalife does not make or approve any representations about how much income anyone 
will earn as a Distributor, and no one is authorized or permitted by Herbalife to make such representations. 
Your success as a Distributor will depend on your own efforts and skill. HERBALIFE'S CURRENTLY 
PUBLISHED "STATEMENT OF AVERAGE GROSS COMPENSATION PAID BY HERBALIFE" is available on 
Herbalife.com and MvHerbalife.com. or by calling Herbalife's Distributor Relations Department at 866-866-4744.


RESOLUTION PROVISIONS.


Private Statute of Limitations and Choice of Law. Notwithstanding any statute or other legal or equitable doctrine or authority 
to the contrary, no Claim shall be brought more than 18 months after the first purchase of any "Business Methods." For purposes 
of determining enforceability, this Agreement shall be governed by and interpreted in accordance with the domestic law of the 
State of California without the application of conflict of law principles. The Parties further agree that the permissible scope of 
any Claim will be determined in accordance with the domestic law of the State of California without the application of conflict 
of law principles. Understood and agreed.


Seller (Print) Seller's Signature Date


Buyer (Print) Buyer's Signature Date
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SECTION 2 - HERBALIFE NUTRITION CLUB- 
RULES - USA AND PUERTO RICO


Introduction


Nutrition Clubs, conducted at residential or non-residential locations, are social gatherings, bringing together persons who become 
attendees wishing to focus on good nutrition and regular exercise in order to achieve optimum health.


These Nutrition Club Rules have the same force and effect as the full body of Herbalife's Rules of Conduct (including the U.S. 
and Puerto Rico Supplemental Rules of Conduct). The U.S. Nutrition Club Rules were introduced in December of 2007. The most 
current version is effective December I, 2009, and supersedes all previously released documents which contain Nutrition Club 
Rules or informal operational guidance. Violations of any Rule may result in disciplinary action, up to and including suspension or 
termination of Distributorships, and Distributors may lose their ability to operate Nutrition Clubs.


The Rules of Conduct (and the U.S. and Puerto Rico Supplemental Rules of Conduct) are included in the Herbalife IVIember Pack 
(HfvlP) and may also be obtained online, at tvlvHerbalife.com. or by calling Herbalife’s Distributor Relations Department toll-free 
at 866-866-4744.
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SUBSECTION 1 - GENERAL RULES


1-A Compliance With Herbalife's Rules
Any Distributor operating a Nutrition Club must be familiar and


comply with the most recent versions of Herbalife's Rules,


1-B Corporate Audits


Distributors must cooperate with Herbalife when it conducts 
audits of Nutrition Club practices for compliance with 
Herbalife’s Rules. Failure to cooperate with an audit or to 
promptly make changes required by an auditor or audit report 
will result in disciplinary action, up to and including suspension 
or termination of Distributorships.


1-C Training
Rule 11-A of Herbalife's "Rules of Conduct" provides as 
follows:


Rule 11-A Training
One of the Sponsor's roles is to stay informed of 
Herbalife’s Policies so they can properly advise and train 
their downline Distributors on a regular basis about the 
Herbalife products and their usage, Herbalife's rules and 
regulations, the Sales & Marketing Plan, and the proper 
use of advertising, including the use of literature and 
sales aids. A Sponsor may seek assistance from their 
upline Supervisor or TAB Team member, but the primary 
responsibility for training is their own. No Sponsor may 
require payment from a personally sponsored Distributor 
for training or training facilities, unless they fully e.xplain 
that the Distributor may choose whether or not they want 
to participate in such training and state in advance the cost 
for such training. If the Distributor declines to participate in 
such paid training, the Sponsor is obligated to provide the 
basic training necessary to learning the business.


A Nutrition Club operator must be trained by a knowledgeable 
Distributor of their upline, or through local corporate or 
individual training events regarding the proper operation of 
the Club under the law and according to Herbalife's Rules. The 
ultimate responsibility for the training of the Club operator is 
that of the first upline TAB Team member.


1-D Independent Distributors as Club Operators 
Nutrition Clubs may only be operated by Herbalife 
Independent Distributors.


1-E Employees


While Distributors are generally permitted to utilize employees 
in operating their Herbalife businesses, they may not use 
employees to assist with any Nutrition Club operations.
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1-F Not Franchises


Nutrition Clubs are not franchises, and Distributors may 
not compare Nutrition Clubs to franchises when promoting 
them as a business tool. In addition, no Distributor may 
represent, imply, or mention in any way, that Nutrition Clubs 
are franchises. Nutrition Clubs are only a means of doing 
the core Herbalife business which is retailing, recruiting 
and retention.


1-G Independent Business Operations 
As with all other Distributor business activities, Herbalife does 
not approve, endorse, authorize, guarantee or assume any 
obligation with regard to individual Nutrition Clubs.


1-H One Responsible Distributor 
At least one Herbalife Independent Distributor must accept 
full responsibility for and oversee all operations of each 
Nutrition Club. This Distributor must post the Nutrition Club 
Advisory provided at the end of this document. The Nutrition 
Club Advisory will reflect the Distributor's name, and contact 
information at the Club at all times. This Distributor must 
be present during all Club sessions, except for short-term 
absences when attending Company-sponsored meetings, 
and if absent, must assign a Distributor who they personally 
trained, to oversee Club operations in-person.


If multiple Distributors share a common space to operate their 
Nutrition Clubs, the posted information of the responsible 
Distributors may be alternated accordingly.


1-1 Good Neighbor Policy


Nutrition Club operators must be good and considerate 
neighbors, especially when operating out of their homes.


Operators must limit Club attendance and take any other 
necessary steps to ensure that Club meetings do not cause 
unreasonable amounts of noise, traffic congestion or other 
forms of nuisance to the public.


1-J Comply With the Law
Nutrition Club operators must comply with all laws and 
regulations that apply to the operation of their Club. In dealing 
with relevant government agencies, prospective and current 
Club operators must be cooperative and represent their 
proposed or actual activities accurately.


1-K No Assigned or Exclusive Territories 
There are no territorial assignments or exclusive territories for 
Nutrition Clubs: they may be opened and operated anywhere 
it is legally permissible to do so.
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1-L Multiple Clubs


Nutrition Club operators may operate in more than one (1) 
location (e.g., operate multiple Clubs), but only if they do not 
operate two (2) or more Clubs simultaneously,


1-M Required Advisory for Posting


Every Club operator must post the following Advisory in


the Club:


Nutrition Club Advisory


This Nutrition Club Is operated by Herballfe Independent 
Distributor ("Operator"). Operator's mailing 
address isand Operator's 
business phone number is. Operator, 
not Herballfe, is responsible for all of the activities related 
to this Nutrition Club.


Nutrition Clubs are social gatherings, bringing people 
together with a focus on good nutrition. They are not retail 
stores or outlets, nor are they restaurants. Registered Club 
attendees may carry out one shake, or one COLD tea, per 
day from the Club, bur only in unbranded containers of not 
more than one single serving. Carry-out of a shake, or COLD 
tea, may only be for the personal consumption of that Club 
attendee or another registered Club attendee. Carry-out 
is limited to one shake, or one COLD lea, and does not 
Include Formula I pies or Herbal Aloe Concentrate.


Nutrition Club fees cover general operational costs and do 
not represent the price or cost of products. Participants 
may share their experiences after having used the 
products, but must always remember that the products 
are not Intended to diagnose, treat, prevent or cure any 
disease or medical condition. Income reported In Nutrition 
Club materials, or in oral testimony at Club gatherings. Is 
applicable to the individuals (or examples) depicted and 
not average.


This sign containing the Advisory must be at least 8.5 
inches by 11 inches and the Advisory itself must be in a 
font size no smaller than 17 points. The specific wording 
of the Advisory may change from time to time, but the most 
recent version can always be obtained by calling your local 
Distributor Relations Department, or it can be downloaded 
from MvHerbalife.com.


A copy of this Advisory is provided for your use at the end of 
Subsection 5 of the Nutrition Club Rules.


1-N Good Hygiene


Although Nutrition Clubs are not restaurants, carry-outs, or 
any other form of food service establishment, the provision of 
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Concentrate to Club attendees requires that Nutrition Club 
operators always practice good hygiene and maintain clean 
and sanitary Club premises. The following hygiene practices 
are always required:


Food Sourcing, Handling and Preparation


• Always obtain fruits, vegetables and other non-Herbalife 
ingredients from reputable suppliers: inspect these 
ingredients for freshness and quality on delivery and again 
before use.


• Always use purified water in preparing the Club's 
complimentary beverages; non-purified water can be 
used after it is boiled.


• All kitchen equipment which is used for Club activities, 
including, but not limited to, blenders and cutting boards, 
must be cleaned thoroughly before and after every use.


• Always use disposable cups to serve complimentary 
beverages.


Non-Perishable Products


• Always use your stock of Herbalife products, and 
non-perishable ingredients on a "first-in, first-out" basis; 
this means, always using the older products first.


• Always store your Herbalife products and non-perishable 
ingredients in a cool, clean, well-ventilated space; the 
fact that items are non-perishable does not excuse poor 
storage practices.


Perishable Products


• Always use your stock of perishable food items on a 
"first-in, first-out" basis, and perishable items such as fruits 
and vegetables must be washed prior to use.


• Clean your refrigeration units at least once a week and 
always store perishable products in a manner that protects 
them from damage, spoilage or contamination.


Personal Hygiene


• Keep your hands and forearms clean at all times by washing 
thoroughly with antibacterial soap and warm water, and 
take special care to wash in the following instances:


• After using the restroom


• Before and after handling any food items


• After sneezing, coughing or blowing your nose


• After smoking, eating, drinking or leaving the Club 
premises


• After touching your hair or any other body part


• After touching another person


• After touching used or dirty kitchen equipment or utensils
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• Leave the Club premises immediately if you are sick or feel 
sick, even if this means the Club must be closed until you 
are back to good health.


• Keep your clothing and hair clean and neat at all times.


Club Premises


• Be careful to watch for spillage and clean up any spills 
immediately: warn attendees and guests to avoid the 
affected areas until clean-up is complete.


• Maintain multiple covered trash receptacles lined with 
high-quality garbage bags throughout the Club premises: 
remove and empty them frequently.


1-0 Required Advisory for Posting; Hygiene and
Sanitary Practices


Every Club operator must post the following Hygiene and


Sanitary Practices Advisory in the Club:


Advisory for Nutrition Club Operator 
Although Nutrition Clubs are not restaurants, carry-outs, 
or any other type of food service establishment, Herbalife 
expects Nutrition Club Operators to adopt the highest 
standards of hygiene and sanitary practices. Listed below 
are the core principles of good hygiene and sanitation 
that are always required. Refer to Rule l-N "Good 
Hygiene " which details these required hygiene practices:


• Keep your Club, particularly your entire kitchen area, 
clean at all times.


• Keep all tools and utensils used in food preparation, 
and in particular blenders and cutting boards, clean at 
all times.


• Keep your hands and forearms clean at all times by 
washing them frequently with antibacterial soap and 
warm water.


• Always use purified (or boiled) water in preparing the 
Club's complimentary beverages.


• Inspect fruits and vegetables for freshness and quality, 
and wash them prior to use.


• Always use disposable cups.


• Clean up any spillage Immediately, and remove all 
trash promptly.


This sign containing the Hygiene and Sanitary Practices 
Advisory must be at least 8.5 inches by 11 inches and the 
Advisory itself must be in a font size no smaller than 17 
points. The specific wording of the Advisory may change 
from time to time, but the most recent version can always be 
obtained by calling Herbalife, or it can be downloaded from 
MvHerbalife.com.


A copy of this Advisory is provided for your use at the end of 
Subsection 5 of the Nutrition Club Rules.
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SUBSECTION 2 - FEES, 
RECRUITING AND SUPPORT


2-A Fees


Daily, weekly or monthly attendee fees may be charged to 
cover operational premise-related costs, for example, product 
and ingredients consumed in the operation of the club, rent 
and utilities.


Attendee fees may not be represented as the price or cost of 
products offered to attendees or their guests for consumption 
as these are benefits of being an attendee, nor may they be in 
exchange for any services that the club operator may choose to 
offer (such as but not limited to seminars or classes).


Distributors who choose to provide more than one attendee 
fee option may be more likely to be required to pay sales tax 
and to comply with food service regulations and requirements. 
It is the club operator's sole responsibility to diligently research 
and comply with these and other important legal and tax 
requirements as applied to the way their club operates.


Puerto Rico Residents: Distributors who provide one or 
more attendee fee option may be required to register and 
collect SUT and to comply with food service regulations and 
requirements. It is the Club operator's sole responsibility to 
diligently research and comply with these and other important 
legal and tax requirements as applied to the way their Club 
operates.
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2-B Club Attendance Not Mandatory 
Attending Club sessions is a personal decision for the 
attendee or guest (whether or not he or she is a Distributor): 
Club operators must never state or imply that there is an 
obligation to attend.


2-C Club Activities and Services
Nutrition Clubs must offer their attendees regular opportunities
to socialize, as well as frequent educational and coaching
sessions (group and one-on-one) on nutrition and weight
management.


2-D Distributor Referral Incentives 
Club operators may offer reasonable rewards, such as 
free products, for the referral of new attendees, but Club 
operators are prohibited from paying cash or cash equivalents 
for such referrals.
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SUBSECTION 3 - SERVING AND 
SELLING PRODUCTS


3-A Authorized Herbalife Products Only 
Only Herbalife products authorized for the United States 
may be provided for consumption or sale while operating a 
Nutrition Club. Non-Herbalife products may not be provided, 
sold or promoted on the Club premises.


Puerto Rico Residents: Only Herbalife products authorized 
for Puerto Rico may be provided for consumption or sale while 
operating a Nutrition Club. Non-Herbalife products may not be 
provided, sold or promoted on the Club premises.


3-B Product Consumption
Nutrition Clubs are social gatherings, bringing people together 
with a focus on good nutrition. They are not retail stores or 
outlets, nor are they restaurants or carry-out establishments.


Subject to this restriction. Club operators may offer compli
mentary products such as shakes, teas. Formula 1 pies and 
Herbal Aloe Concentrate. Club operators may post a list of 
available flavors of shakes and teas, as well as any optional 
ingredients such as protein or fiber, but consistent with the 
proper operation of a Nutrition Club they may not post, list 
or charge individual prices for these products or ingredients. 
The only permissible Nutrition Club fees are daily, weekly or 
monthly attendee fees to cover operational costs such as rent 
and utilities.


In the Nutrition Clubs and elsewhere, Herbalife products must 
always be served, consumed and applied in accordance with 
the instructions on the printed product labels.


3-C Carry-Outs
Although it is preferable that all product offerings be 
consumed on the Club premises, registered Club attendees 
may carry out one shake per day.


Carry-outs must be in unbranded containers of not more than 
one single serving. Carry-outs may only be for the personal 
consumption of that Club attendee, or another registered 
Club attendee. Carry-out is limited to one shake, or one 
COLD tea, and does not include Formula 1 pies or Herbal 
Aloe Concentrate.


3-D Product Retailing
Nutrition Clubs are social gatherings, bringing people together 
with a focus on good nutrition. They are not retail stores or 
outlets, nor are they restaurants or carry-out establishments.


Club operators may keep product inventory on hand, and they 
may sell their inventory at retail. All Herbalife products must 
be sold unopened and in their original Herbalife packaging.
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Products which are not packaged and labeled for individual 
sale as individual units or single servings may not be sold in 
the Nutrition Clubs, or elsewhere. An official Herbalife product 
catalog may be made available to Club attendees, but product 
pricing may not be posted. Club operators may not pressure 
their attendees or guests to buy the products, and may not 
state or imply that product purchases are required in order 
to enter, attend, become a attendee, or remain a attendee 
of the Club.


3-E Sampling
Sampling of Herbalife products is permissible at Nutrition 
Clubs. Club operators may offer complimentary (sample) 
products such as shakes, teas. Formula 1 pies and Herbal 
Aloe Concentrate. Loose tablets may not be sampled. Club 
operators may post a list of available flavors of shakes and 
teas, as well as any optional ingredients such as protein or 
fiber, but consistent with the proper operation of a Nutrition 
Club, they may not post, list or charge individual prices for 
these products or ingredients. The only permissible Nutrition 
Club fees are daily, weekly or monthly attendee fees to cover 
operational costs such as rent and utilities.


3-F Mixtures
Club operators may not mix shakes, teas or Herbal Aloe 
Concentrate using alcoholic beverages, medications or other 
inappropriate ingredients.


3-G Product Packaging and Display 
Club operators may display product-related literature, 
promotional items, and one unit (per product) of Herbalife 
products, unopened and in their original packaging, but such 
displays may not be visible from the exterior.


When preparing shakes, teas and Herbal Aloe Concentrate 
for consumption, these products must be available for 
inspection by attendees and guests (again, unopened and In 
their original packaging).


3-H Proper Disposal of Product Containers 
To protect against those who might seek to counterfeit 
Herbalife product. Club operators are required to deface or 
destroy product labels and containers before disposing of 
empty containers.
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SUBSECTION 4 - MARKETING, PROMOTION AND 
ADVERTISING, INCLUDING CLAIMS/TESTIMONIALS


4-A Testimonials/Product Claims 
Club attendees may share their experiences from using the 
products, but the products are not intended to diagnose, treat, 
prevent or cure any disease or medical condition, and under no 
circumstances should there be any statements or implications 
to the contrary, whether by the Club operator or by attendees 
or guests who are offering testimony. All information which 
is given to Club attendees should be consistent with the 
information which is provided in Herbalife support materials 
and publications, both in general and for specific products. 
Refer to Herbalife's Rules of Conduct Section 22, "Claims 
and Representations." These Rules are also available, on 
MvHerbalife.com. or through Distributor Relations, upon 
request.


4-B Testimonials/Income Claims 
Income and earnings testimonials, whether made orally at a 
Club event, or in writing in websites or Club-related materials 
must be appropriately disclaimed, orally and/or in writing. The 
appropriate disclaimer is:


Income reported in Nutrition Club materials, or in 
oral testimony at Club gatherings is applicable to the 
Individuals (or examples) depicted and not average. For 
average financial performance data, see the Statement 
of Average Gross Compensation Paid by Herbalife at 
Herbalife.com and MvHerbalife. com.


Refer to Herbalife's Rules of Conduct Section 22, "Claims 
and Representations." These Rules are also available on 
MvHerbalife.com or through Distributor Relations upon 
request.


4-C Offering Nutritional Advice to Attendees 
and Guests
Club operators may offer the general health, wellness and 
nutritional information which is a part of their daily activities 
as Herbalife Independent Distributors. This includes guidance 
about the products, their usage and their key benefits, as well 
as information about the business opportunity. Operators may 
also provide appropriate product and income testimonials 
both orally and in writing (accompanied by Herbalife's 
required disclaimers).


However, Club operators may not state or imply that using 
the products will diagnose, treat, prevent, or cure any disease 
or medical condition, and all information which is given to 
Club attendees and guests should be consistent with the 
information that is provided in Herbalife's support material 
and publications, both in general and specific products.
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4-D Advertising
Nutrition Clubs are social gatherings publicized exclusively 
through word of mouth and attended only by persons who are 
personally invited by the Club operator, another Independent 
Distributor, a club attendee, or a customer, either through 
oral conversation or through conversation accompanied by 
the provision of a written invitation. Nutrition Clubs are not 
intended to attract "walk-in" traffic: therefore. Nutrition Club 
advertising is limited to promoting services that are offered 
at the Club's location, such as a Weight loss Challenge, a 
wellness evaluation or wellness presentation. Advertising 
such services may include the following details:


• Name of Club and Club operator
• Phone number


Using radio and television to advertise services that occur in 
a Club is not permissible.


4-E Personal Websites
Every Nutrition Club operator is permitted to create a website 
under the following conditions:


• Password-protected websites that are not accessible 
by the general public, dedicated or partially dedicated 
to Nutrition Clubs, may be operated subject to their full 
compliance with Herbalife's Rules.


• Non-password-protected websites, accessible by the 
general public, are permitted with regard to a Distributor's 
overall Herbalife business, but not with regard to Nutrition 
Clubs specifically. A publicly accessible website may only 
provide the following Nutrition Club information:


• Services available at Club (for example,
a Weight Loss Challenge, a wellness evaluation, 
or wellness presentation)


• Name of Club and Club operator
• Phone number


Any other information specific to Nutrition Club(s) which is 
posted on publicly accessible websites will be considered and 
treated as prohibited Nutrition Club advertising.


4-F Nutrition Club Signage (Residential)
Residential Locations: Clubs operating from residential 
locations may not use exterior signage of any kind. For signage 
Rules that apply to Clubs operating from non-residential 
locations, refer to Subsection 5 of these Nutrition Club Rules.
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5-A Nutrition Club Registration Process 
Distributors may not open a Nutrition Club in a non-residential 
location or sign a lease for a non-residential premise for the 
purposes of a Nutrition Club, unless they have been an 
officially registered Herbalife Distributor for at least 90 days 
and have completed the process required by the Company 
at the time as to site location and proposed signage, training 
and other matters.


As an aid for Distributors to comply with Herbalife's Rules 
regarding Registration of Nutrition Clubs (for Clubs operating 
from non-residential locations) the "Registration Form" is 
available (in its current form) at the end of this Document, 
on MvHerbalife.com. or from your local Distributor Relations 
Department. Distributors are required to complete and submit 
the "Nutrition Club Registration Form" at least 30 days in 
advance of opening their Club.


5-B Retail/Service Establishments 
Retail Establishments: Nutrition Clubs may not operate on 
the premises of retail establishments. Retail establishments 
are defined as fixed locations whose primary activity is the 
on-site sale or delivery of goods to consumers.


Service Establishments: Nutrition Clubs may not operate 
on the premises of service establishments whose primary 
purpose is to provide prepared foods (such as, but not limited 
to, restaurants, cafes, ice cream shops, etc.).


However, it is permissible to operate within other 
types of service establishments including but not 
limited to, beauty salons, barber shops, gyms, and 
health clubs, provided that the Nutrition Club activities 
and all signage are restricted to an enclosed room and 
are not visible to passers-by or to the public frequenting 
the service establishment.


Herbalife has the sole and absolute discretion as to the 
determination and application of this policy.


5-C Signage Restrictions for Clubs Operating in 
Non-Residential Locations


A Nutrition Club may have a sign identifying itself, but that 
signage must meet the following standards:


• The design and content of the proposed sign must 
meet Herbalife's published standards to ensure that the 
location is not perceived as a store, restaurant, franchise 
or similar operation, or other retail location, and does not 
invite passers-by to purchase product.
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SUBSECTION 5 - NUTRITION CLUBS OPERATING 
FROM NON-RESIDENTIAL LOCATIONS


• Utilizing signage which is unreasonably large or 
unreasonably noticeable, as determined by Herbalife 
at its sole and absolute discretion, will be considered 
and treated as an attempt to attract walk-in traffic to a 
Nutrition Club, which is prohibited. Please refer to Rule 
5-H "Walk-In Traffic."


• No two clubs operating from non-residential locations 
may have identical or substantially similar names or 
signage within a 100-mile radius (as determined by 
Herbalife, at its sole and absolute discretion). This would 
include anything visible from the exterior that might 
suggest that the location is a franchise.


• Signs may not directly or indirectly identify, imply or 
signal that the occupant is an Herbalife Independent 
Distributor (or otherwise indicate an Herbalife business).


• Signs may not advertise services offered as part of a 
Nutrition Club (for example, Herbalife product available. 
Weight Loss Challenge, etc.).


The following are a few examples of signage do's and don'ts: 
Examples of Signage:


Do's Don'ts


"Angela's Wellness Center" "Angela's Shake Cafe"
"Healthy Lifestyle's Club" "Healthy Nutrition Bar"
"The Feel Good Zone" "Herbalife Weight Loss Shop"


• Signs may not state or suggest that Herbalife products 
are available for retail purchase on the premises.


• Signs may not use the terms "Nutrition Club," 
"Herbalife®," "L.A. Live," "Mark Hughes," "Liftoff'®," 
"Shapeworks®," "Skin Activator®," "NouriFusion®" or 
any other Herbalife intellectual property, product names 
or brands, or the word "shake" or any other words that 
imply or signal that Herbalife products are available at 
that location.


• The following terms, and any similar terms, are not 
acceptable: "cafe," "restaurant," "bar," "mart," 
"store," or "shop."


• Signs that depict " Open/Closed" may not be visible 
from the exterior.


Provided that the Club operator adheres to the specified 
points, the use of the following terms and any similar 
terms are acceptable: "club," "center," or "meeting"; Club 
operators may also use their business name or the name of 
the individual or group.
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5-D Window and Door Coverings 
Nutrition Clubs operating in non-residential locations must 
ensure the interior of the Club is not visible to persons from 
the exterior, by use of window and door coverings, and 
external doors must remain closed.


For example;


• Window and door coverings must be unbranded, and they 
may not state, imply or suggest (even without words) that 
retail products are available for purchase inside.


• "Before & After" photographs may not be used, or 
incorporated as window and door coverings.


• The word "shake" or pictures of shakes, or any 
other products, even if unbranded, are not permitted 
and, may not be used, or incorporated as window 
and door coverings.


• Herbalife products, posters, materials, and images used 
inside the Club must not be visible from the exterior.


5-E Nutrition Club Exterior


Because Nutrition Clubs are not retail establishments, cafes, 
restaurants or take-out establishments, and to avoid any 
misconceptions by the public, the exterior of a Nutrition Club 
may NOT have:


• tables, chairs, or outdoor seating:


• Visa or MasterCard (or any other credit card merchant) 
decals or signs;


• the word "welcome," pictures or logos of shakes, 
blenders, pictures of food or products, telephone 
numbers, or ".com," "www," ".net," or any other 
reference to a website;


• repetitive names with numbers (e.g.. Rockin' wellness 
#3, Rockin' wellness #4); or


• Tag lines or slogans. A tag line is a descriptive term used 
in conjunction with the name of a Nutrition Club.


Herbalife shall have the right in its sole and absolute discretion 
to determine if a Nutrition Club's appearance conflicts with 
this or any other Distributor policy, or Nutrition Club Rule.


5-F Cash Registers
Since Nutrition Clubs are not retail establishments, cash 
registers, cash boxes and the like may not be visible to 
Club attendees.


5-G Leasing, Renting or Sharing Club Locations 
Nutrition Club operators may lease, rent or otherwise charge 
for clubs located in non-residential locations which they make 
available to, or share with. Distributors of their downline 
organizations. However, the fees derived may not exceed 
a 5% net profit to the offering Distributor, and the offering 
Distributor(s) may not solicit or promote these locations to 
Distributors in other organizations.


5-H Walk-In Traffic
A "walk-in prospect" is a person who visits a Nutrition 
Club for the first time without a personal invitation and 
without having had any direct contact with or a referral 
from the operator of the Club or an existing Club attendee. 
Nutrition Club operators may sign up a walk-in prospect as 
an attendee, but if the prospect cannot or will not sign up 
as an attendee, the operator is then limited to offering the 
prospect a complimentary shake, tea. Formula 1 pies, and 
Herbal Aloe Concentrate as samples, and explaining the 
Nutrition Club concept of socialization, product consumption 
and wellness education among Club attendees, all in a 
fun and relaxed atmosphere. Nutrition Clubs are not retail 
locations and operators may not state or imply that they 
are. It is not permissible to sell product servings to anyone. 
Product servings are only available to registered Nutrition Club 
attendees as part of their daily, weekly or monthly attendee 
fee. Free samples of prepared products may be provided to 
encourage walk-ins to return and become Club attendees. 
Please refer to Rule 5-C "Signage Restrictions for Clubs 
Operating in Non-Residential Locations."
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Nutrition Club Advisory


This Nutrition Club is operated by Herbalife Independent Distributor 


("Operator") . 
Operator's mailing address is, 
and Operator's business phone number is. 
Operator, not Herbalife, is responsible for all of the activities related 


to this Nutrition Club.


Nutrition Clubs are social gatherings, bringing people together with 


a focus on good nutrition. They are not retail stores or outlets, nor 


are they restaurants. Registered Club attendees may carry out one 


shake, or one COLD tea, per day from the Club, but only in unbranded 


containers of not more than one single serving. Carry-out of a shake, 


or COLD tea, may only be for the personal consumption of that Club 


attendee or another registered Club attendee. Carry-out is limited 


to one shake, or one COLD tea, and does not include Formula 1 pies 


or Herbal Aloe Concentrate.


Nutrition Club fees cover general operational costs and do not 


represent the price or cost of products. Participants may share 


their experiences after having used the products, but must always 


remember that the products are not intended to diagnose, treat, 


prevent or cure any disease or medical condition. Income reported 


in Nutrition Club materials, or in oral testimony at Club gatherings, 


is applicable to the individuals (or examples) depicted and 


not average.
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Advisory for Nutrition Club Operator


Although Nutrition Clubs are not restaurants, carry-outs, or 


any othertype of food service establishment, Herbalife expects 


Nutrition Club Operators to adopt the highest standards of 


hygiene and sanitary practices. Listed below are the core 


principles of good hygiene and sanitation that are always 


required. Referto Rule 1-N “Good Hygiene" which details these 


required hygiene practices:


• Keep your Club, particularly your entire kitchen area, clean 


at all times.


• Keep all tools and utensils used in food preparation, and in 


particular blenders and cutting boards, clean at all times.


• Keep your hands and forearms clean at all times by washing 


them frequently with antibacterial soap and warm water.


• Always use purified (or boiled) water in preparing the 


Club's complimentary beverages.


• Inspectfruits and vegetables for freshness and quality, and 


wash them prior to use.


•Always use disposable cups.


•Clean up any spillage immediately, and remove a 


trash promptly.
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CLUB NAME, SIGNAGE, WINDOW AND DOOR COVERING REQUIREMENTS
Distributors operating Nutrition Clubs from non-residential locations are required to submit a Registration Form to Herbalife, at 
least 30 days prior to the official opening date of their Club.


WHY DO I NEED TO SUBMIT A REGISTRATION FORM?
Submitting your Registration Form wiil heip you stay connected with the latest news and updates on Nutrition Club trainings and 
promotions. This registration process wiil allow Herbalife to review your proposed Club name, signage, window and door covering 
ideas prior to your Club's opening date and avoid premature expenditures that may not be compliant with Herbalife's Rules of 
Conduct. As stated in Herbalife's Nutrition Ciub Ruies, Nutrition Clubs are not franchises. Therefore, their overall 
appearance must be unique to avoid the appearance of a franchise.


DO I NEED TO SUBMIT ADDITIONAL INFORMATION WITH MY REGISTRATION FORM?
Yes. Please, submit the following with your completed Registration Form:


For planned Nutrition Clubs located in a non-residential location:


• A drawing of each exterior sign.


• A drawing of each window and door covering (curtain or shade).


• A brief description, including the dimensions, locations and the number of signs and window and door coverings needed.


For existing Nutrition Clubs located in a non-residential location;


• Photos of each exterior sign.


• Photos of each window and door covering (curtain or shade).


• A brief description, including the dimensions, locations and the number of signs and window and door coverings needed.


• An overall photo that captures the entire exterior of the Club’s structure and any signage or message visible to passers-by.


PRIMARY NUTRITION CLUB OPERATOR
Only one Operator is responsible for submitting a Nutrition Club Registration Form. This Operator is considered the Primary 
Nutrition Club Operator. Additional Club Operators may be listed on the Registration Form. A Form is required for every non- 
residential Nutrition Club location.


Distributors may not open a Nutrition Club in a non-residential location or sign a lease for a non-residential premise for the 
purposes of a Nutrition Club, unless they have been an officially registered Herbalife Distributor for at least 90 days and have 
completed the process required by the Company at the time as to site location and proposed signage, training and other matters.


WHERE DO I SUBMIT MY REGISTRATION FORM AND ADDITIONAL INFORMATION?
For your convenience, there are four (4) simple ways to submit your Registration Form and the additional information required:


1. Online: Go to MyHerbalife.com & login > go to Tools & Training on home page > select Notification and select “New 
Club Notification"


2. Email; DPCNutritionClubsNAM@Herbalife.com.


3. Mail: Herbalife International of America, Inc.
Attention: DPC 
950 W. 190th Street 
Torrance, CA 90502


4. Fax:(310)216-5145. Photographs must be sent via email or mail. Please do not submit photographs by fax. 


Distributors operating Nutrition Clubs from residential locations are also encouraged to submit a Registration Form.


This fomi applies to Puerto Rico RosiUems -July 2013 Rev
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PRIMARY (MAIN) NUTRITION CLUB OPERATOR’S INFORMATION:


Last name: ________________________________ First name: _


____ Team level:Primary Distributor ID#:


Country: 


Club type:


Club Address: 
Suite #:


City:


□ Residential □ Non-Residential 


Non-Residential Subtype: (seieci one below)


D Traditional □ Central/ Multi-Club □ Club Cien/ Club 100 □ Other State: 
Primary language spoken in Club: □ English □ Spanish Zip:


The Club is: □ Existing or □ Planned - Date of Opening or estimated opening:


□ I have a Club name; □ I do not have a Club name
□ I previously submitted this form, but have an update/change to my Nutrition Club name, signage and/or window coverings.


□ I am closing or have closed my Nutrition Club. Date of closure:


□ I wish to change the Primary Operator *For changes to the Primary Operator, bolh Current and New Operator must sign' this form.


New Primary Operator Name: 


Seating capacity: 
Average daily consumptions/attendees ____


Did you receive any training to open/ooerate a Nutrition Club?
3 I was trained in my Upline's Nutrition Club
Cl I participated in an Independent Distributor Nutrition Club Training
□ I participated in an Herbalife Corporate Nutrition Club Training
□ I did not receive training c Other


What percentage of your business comes from the Club?


Number of additional Operators who operate the Club?


Additional Club Operator information 
Operator name: _____ ___ ___


New Primary Operator ID #:


Main contact number:


Alternate contact number:


Website;
Email:


Club hours of operation


□ Club is open all day Monday - Friday: 
OR daily hours of operation:


Morning; to Afternoon: to


□ Club is open all day Saturday:


OR daily hours of operation:


Morning! w Afternoon- lo


Evening


Operator ID#: _______________________________________


Team level: ________________________________________


Operator name: ________________________________________


Operator ID#; ________________________________________


Team level: _______________________________________
If there are more f^ian fwo (2) additional Operafors for your Club, submit the details 
requested on a separafe page.
For marl^eling purposes only, select Business Methods conducted 
at this Club.


Q Weight Loss Challenge Q Total Plan Q Wellness Coach 
D other


□ Club is open all day Sunday: 
OR daily hours of operation:


Morning: ______ «, Afternoon:


Comments:


I acknowledge that I have reviewed and understand Herbalife's Rules of Conduct, and Supplemental Rules, which include Nutrition Club Rules.
Current Primary Operator Signature: Date: 
'New Primary Operator Signature:  Date: 
Please be aware that an incomplete form may delay the signage, window and door covenng con/Jrmaf/on process of your Nutrition Club. Failure to submit a Registration Form to 
Herbalife may result in sanctions to your Distributorship.___________________________


This form applies to Puerto Rico Rosidonfs. • July 2013 Rev 12.2.J
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SECTION 3 - WEIGHT LOSS CHALLENGE RULES AND AGREEMENT - USA AND PUERTO RICO


Introduction


It is noteworthy that these Weight Loss Challenge Rules have the same force and effect as the full body of Herbalife's 
Rules of Conduct (including the U.S. and Puerto Rico Supplemental Rules of Conduct and Nutrition Club Rules). Violations 
of any Herbalife Rule or Distributor Policy can result in disciplinary action, up to and including suspension or termination 
of Distributorships. Violations of these Rules can result in Distributors being denied the ability to operate Weight Loss 
Challenges. The Weight Loss Challenge Participation Agreement which is attached is required by these Rules. The 
Rules of Conduct (the U.S. and Puerto Rico Supplemental Rules of Conduct and Nutrition Club Rules) are included in 
the Herbalife Member Pack (HMP) and may also be obtained online at MvHerbalife.com. or upon request from Distributor 
Relations toll-free at 866-866-4744. Where available, Weight Loss Challenge Manuals may also contain the Weight Loss 
Challenge Rules and Participation Agreement.
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RULES AND GUIDELINES
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The Weight Loss Challenge Rules and Guidelines set forth 
below have the force and effect of, and are in addition to, 
Herbalife's other Rules, including the Rules of Conduct, the U.S. 
and Puerto Rico Supplemental Rules and the Herbalife Nutrition 
Club® Rules.


Non-italicized content represents the Rule itself and is 
mandatory. Italicized content represents "best practices" 
and/or further details.


1. Maxinnum Number of Participants


Each Weight Loss Challenge ("Challenge") is limited to a 
maximum of 40 participants. We recommend that you have 
20 to 30 participants per Challenge. Keep in mind that a 
Challenge may include as few as 3 and up to the maximum 
of 40 participants. For example, if you have 120 people ready 
to start their Challenge today, you must start 3 or more 
separate Challenges in order to comply with this Rule. We 
also recommend that an Independent Distributor be assigned 
as a personal coach lo every 12 to 15 participants.


2. Permissible Fees


Participation Fee; The Participation Fee covers alt prize 
payouts, plus minimal operational costs. Participation 
fees may not be used to generate a profit and, under no 
circumstance, may they exceed $35.


Weight-Gain Fee: Distributors may charge a weight-gain fee 
of $1 per pound for weight gained since a participant's last 
recorded weigh-in.


Absence Fee: Distributors may charge an absence fee of $5 
for each absence from a weekly meeting. One (1) absence is 
allowed without penalty.


The only permissible action for non-payment of weight-gain 
and absence fees is disqualification from the Challenge: 
Distributors may not otherwise press or pursue participants 
(or former participants) for payment.


3. Maximum Payout
First-prize payout for each Challenge may not exceed $599.


There are 2 reasons for this maximum payout amount:
• Participants should be driven by the results they will achieve, 


with the "extra" benefit of possibly winning money.


• Larger funds could encourage participants to engage 
in unhealthy or excessive weight loss and exercise 
practices; therefore, we dictate this reasonable maximum 
prize amount.
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4. Duration
Each Challenge must run for a minimum of 6 weeks.


• We recommend that each Challenge runs for 12 weeks. 
This allows the participants to better reach their goals 
during the course of the Challenge.


• The Weight Loss Challenge Manual. MvHerbalife.com 
support materials, and Herbalife's Weight Loss Challenge 
website for participants (Herbalife WLC.com) are based on 
a 12-week program.


5. Weekly Meetings


Weekly meetings are a required element of any Challenge. 
They may be conducted in any suitable location or online.


Meetings should include a weekly weigh-in, discussion 
of the participants' progress, educational talks by the 
Distributor(s)/coach(es), and formulation of a plan and/or goal 
for the coming week.


6. Recommending Herbalife Products
Distributors may always recommend, promote and educate 
on Herbalife products, but may not require that the products 
be purchased or consumed as part of a Challenge.


7. Refunding the Participation
The participation fee must be fully refunded if requested 
by the participant within the first 48 hours of the Challenge 
start date. Refunds requested more than 48 hours after the 
Challenge commences may be granted at the discretion of 
the responsible Distributor(s).


8. Advertising
Herbalife creates a variety of finished ads for the Weight Loss 
Challenge. These tools can be found at MvHerbalife.com. 
Distributor-created ads must be compliant with all Herbalife 
Rules, including the Rules of Conduct, the U.S. and Puerto 
Rico Supplemental Rules and (where appropriate) the Herbalife 
Nutrition Club Rules.


When advertising a Weight Loss Challenge, Distributors 
may include their name and phone number in the ad. If the 
Challenge is to take place at a Nutrition Club, the ad may 
include the name of the Nutrition Club, name of the Club 
operator, and the Club's phone number: however, Distributors 
may only provide the address for the Challenge through 
personal interaction, not through the advertisement.
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In addition. Weight Loss Challenge ads may not state or 
imply that persons will receive money for the mere act of 
participating in a Challenge. Only 4 participants in each 
Challenge actually receive cash payouts. Ads may state or 
imply that persons who win the Challenge can earn money 
for doing so.


Examples of Acceptable Ad Statements:


• "Weight Loss Challenge winners can earn dollars for 
losing pounds!"


• "Challenge winners can earn cash to lose weight!" 


Examples of Unacceptable Ad Statements:


• "Earn dollars for losing pounds!"


• "We pay you to lose weight!"


9. Required Participation Agreement 
Every participant must review and sign a Participation 
Agreement, which must be kept on file by the Distributor(s) 
for at least 1 year from signing and produced to Herbalife 
upon request.
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The Participation Agreement form is provided for your use at 
the end of the Weight Loss Challenge Rules and Agreement.


10. State of Vermont
The standard Weight Loss Challenge model, as set forth in 
this Manual and in these Rules, is prohibited by law in the 
state of Vermont. If you are interested in using this tool in 
Vermont, you must contact the Herbalife Distributor Relations 
department for specific guidance.


11. Minimum Age


The minimum age for participation in a Weight Loss Challenge 
is 14, and persons ages 14 to 17 require written permission 
from a parent or legal guardian.
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PARTICIPATION AGREEMENT
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Weight Loss Challenge Participation Agreement
Thank you for your interest in the Weight Loss Challenge! Through the Challenge, Herbalife Independent 
Distributors (also known as “coaches") are able to help participants work toward their weight-loss goals 
and improve their overall wellness. We want you to have a great time as you have fun and meet new 
friends at our Weight Loss Challenge. Remember that any reasonable diet or weight-management 
program includes exercise and sensible meals, and it’s always a good idea to consult your primary 
physician before starting an exercise or weight-management program.


The coach(es) responsible for this Challenge;


Name(s):


Contact Information:


Please read this document carefully and sign it to confirm that you understand all of the general terms of 
the Weight Loss Challenge.


• In return for your Participation Fee of $35’ and upon signing this document, you are entitled to 
participate in the Weight Loss Challenge identified below and you will be eligible for the various 
prizes and/or payouts which are awarded upon its conclusion. You will also attend weekly 
weigh-ins where you will have the opportunity to ask questions, receive coaching and education.


/ -, 20_ . and ends the week ofThis Weight Loss Challenge begins the week of, 
/20___________ .


• Coaches are independent businesspersons; they are solely and exclusively responsible for the 
operation and details of each Weight Loss Challenge.


• The purchase or consumption of Herbalife® products'in corijunction with your participation is 
recommended, but not required.


• The Participation Fee of $35' covers all prize payouts, plus minimal operational costs.


• The Weight-Gain Fee is Sf per pound for weight gained since the last recorded weigh-in.


• The Absence Fee is $5' for each absence. One (1) absence is allowed without penalty.


• The Participation Fee is fully refundable if requested by the participant within the first 48 hours of 
the Challenge start date.


'Aniounl is in U.S, dollars.
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I_______
(PRINT NAME)


Signature:__


,, have reviewecd and agree to all of the above. 


 Date://


Signature:,
(Parenl or legal guardian signature required if pafticipant is under the age of 18.)


Date: / /


Address:, 


City:___ Zip:,


Phone:


Email:


How did you hear about this Challenge? (please check)
□ Prior participant □ Referred by a friend (name):____________
□ Newspaper ad □ Postcard (color of postcard or name listed):


□ Other:______________________________________
!___


II
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• Weight-Loss Payouts are paid to the top 3 weight losers as follows:


■j 1 St Place: 50 percent will be paid to the person who has lost the greatest percentage of 
his/her body weight by the end of the Challenge.


2nd Place: 30 percent will be paid to the person who has lost the next greatest percentage 
of his/her body weight by the end of the Challenge.


' 3rd Place: 20 percent will be paid to the person who has lost the next greatest percentage of 
his/her body weight by the end of the Challenge.


• An Inches Payout is paid to the participant who loses the most inches and is not also a 
top 3 weight loser; this winner receives all money collected from Weight-Gain and Absence Fees.


• If. after reading this document, you have any further questions about the Weight Loss Challenge, 
do not hesitate to ask the coach(es) listed in this Agreement.


• As a participant, you should communicate regularly and fully about your progress and never 
hesitate to ask questions, so you can receive the appropriate advice and coaching.


• You must be at least 14 years of age to enter a Weight Loss Challenge; if you are 14 to 17 years 
old, your parent or legal guardian must sign this Agreement on the line provided.


--------------131


CONFIDENTIAL HLF 000180







ENFORCEMENT PROCEDURES


Introduction


The Herbalife Rules of Conduct are in place as protections 
of our business. Violations of these rules are considered 
serious: they may have an adverse affect on the Herbalife 
business as a whole, and can negatively influence the opinion 
of regulators, the media, or the public about Herbalife, its 
products, and Distributors. Therefore, Herbalife attempts 
to educate and counsel its Distributors about appropriate 
business practices. More severe measures may be required 
as appropriate. The company's decisions shall not create 
liability to pay compensation for loss of profits or goodwill.


In order to protect the goodwill and reputation of Herbalife and 
its Distributors, Herbalife urges its Distributors to promptly 
report alleged violations of the rules to Herbalife, as soon as 
they become aware. Although Herbalife reserves the right 
to look into matters that come to our attention at any time, 
generally we will only act on complaints brought within one 
(1) year from the date the Distributor asserting the Claim first 
knew, or through the exercise of reasonable diligence should 
have known, that the Claim existed.


Complaint Procedure


Upon learning of a potential violation of the Rules of Conduct 
or other rules and regulations, Herbalife urges its Distributors 
to promptly report alleged yiolations of the rules to Herbalife, 
as soon as they become aware, in writing on an Official 
Complaint Form which can be obtained through Herbalife's 
Distributor Relations Department or by accessing Herbalife's 
official website MvHerbalife.com under "My Office"/ 
"Distributor Documents." The details required will include 
the nature of the complaint and specific details to support 
the allegations, such as names, addresses and telephone 
numbers of all persons involved; dates, times, places, etc. 
Herbalife is not able to act upon or take action on insinuations 
or speculation. The Official Complaint Form must be signed 
and include the Complainant's Herbalife ID number.


Inquiry: If Herbalife determines in its sole and absolute 
discretion there is sufficient information to support the 
allegation, a Representative will contact the Distributor who 
is the subject of the complaint to present relevant information 
and allow time for the Distributor to provide a response (a 
written response may be also be required). All information 
submitted to the Company as part of the complaint or inquiry 
process must be substantiated by factual information, and all 
statements must be truthful and not misleading.
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In certain circumstances it may become necessary to place 
restrictions on a Distributorship while an inquiry is in process. 
Those restrictions may includes any or all of the following;


• Suspension or denial of buying privileges


• Suspension or denial of payment for Royalty Overrides


• Suspension or denial of payment for TAB Team Production 
Bonus


• Suspension or denial of awards or benefits {i.e., vacations, 
pins, etc.)


• Suspension from Speaking at Corporate Training Seminars 
or other meetings representing the Company


• Prohibition from attending any Corporate Eyent, even if 
Distributor has qualified for this event


• Suspension of any qualifications that may be in progress


• Suspension of the right to hold one's self out as an 
Herbalife Distributor. Herbalife reserves the right to publish 
the violating Distributor's name, violation and penalty at its 
sole and absolute discretion.


Upon the conclusion of the inquiry Herbalife will endeavor to 
communicate the decision to the Distributor and impacted 
parties in writing.


Sanctions


Violations of these Rules may result in legal or regulatory 
problems for the Company and endanger the business for all 
Distributors. For this reason, the penalties to Distributors who, 
directly or indirectly, violate these Rules may be substantial. 
Herbalife shall have sole and absolute discretion to determine 
the appropriate penalty based on the nature of the violation 
and consequence that resulted or could result, including, but 
not limited to;


• Suspension of all Distributor rights and privileges


• Monetary sanctions


• Obligation to reimburse Herbalife's legal fees


• Removal from the Speaker Program


• Disqualification from participation in the annual Mark 
Hughes Bonus


• Permanent loss of lineage


• Termination of Distributorship (see "Termination or Deletion 
of a Distributorship" below)
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Important Note: Herbalife may hold the upline(s) of the violator 
responsible for violations of these Rules if it concludes that 
the uplines had assisted, encouraged or were party to them.


Corrective Measures;


Volume and earnings adjustments (which are a result of 
corrective measures to properly resolve Dual Distributorship 
violations) will not include activity more than two (2) years 
before the date the respective complaint was received by 
Herbalife.


Requests for Reconsideration:


If a Distributor would like Herbalife to reconsider a final 
determination it has made, the Distributor has 15 days from 
the date the Distributor is notified of Herbalife's decision in 
which to submit additional information and facts they believe 
should be considered, and must provide all of the evidence 
they believe may be relevant to Herbalife's decision. However, 
Distributors must state why this information was not provided 
during the inquiry.


If Herbalife does not receive a written request to reconsider 
within the allotted period of time, the request will be denied.


Termination or Deletion of a Distributorship 
The Company maintains the right to terminate, with or without 
giving prior notice, any Distributor of the Company who it 
has determined has violated the Company Rules of Conduct 
or other rules and regulations of the Company as adopted 
or amended from time to time, consistent with Company 
policies and procedures as published in the Career Book or 
other Company literature (the "Company Rules").


Termination means the complete cancellation of a 
Distributorship and revocation of the Distributor's right to 
conduct the Herbalife business. This includes cancellation 
of their right to receive any further income from the 
Distributorship whether accruing before or after the 
termination date. The termination is effective on the date 
indicated in the written notification from Herbalife to the 
Distributor. Upon termination or deletion of a Distributorship 
for any cause pursuant to these rules, the Distributor will have 
no claim against Herbalife as a result of the termination or 
deletion.


Appealing a Termination


If a Distributor wishes to appeal the termination of his or 
her Distributorship, Herbalife will allow 15 days from its 
written decision for the submission of evidence relevant to 
the termination. Herbalife reserves the right to consider 
evidence submitted beyond the 15 day time frame at its sole 
and absolute discretion.


The appeal will thereafter be reviewed by a committee 
comprised of an appointed representative from each of the 
Sales Department, the Distributor Services Department 
and the Legal Departmient (the "Review Committee"). If 
a majority of the Review Committee determines that the 
Distributorship should not have been terminated, it shall be 
reinstated, but the Review Committee may recommend an 
alternative penalty, if any, for the alleged violations. In making 
a termination decision, however, the Review Committee will 
consider whether the alleged violation was material.


Herbalife will endeavor to provide written notice of its 
decisions to the Distributor and all parties impacted. This 
decision shall not create liability to pay compensation for loss 
of profits or goodwill.
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PRIVACY AND DATA PROTECTION


Herbalife collects information on the business you generate, 
and other information necessary for the performance of your 
Distributor relationship with Herbalife, such as your bank 
account or credit card number. Your information will be used; 
(1) to provide services to you (such as taking and processing 
orders, and calculating the earnings that you and others are 
entitled to under the Herbalife Sales & Marketing Plan); (2) to 
support and improve the services you render to your customers; 
(31 to provide you with additional services; (4) to maintain the 
proper functioning of the Herbalife Sales & Marketing Plan, and 
(5) compliance.


In order to fulfill its obligations under the Distributor 
relationship, Herbalife needs to share your information, or 
parts of it, with other Herbalife entities (a list of Herbalife 
subsidiaries can be found online at MvHerbalife.com. or at 
Herbalife.com). with Herbalife's corporate headquarters in 
the United States, and with Distributors in your upline. In 
specific cases we may also be legally required to disclose 
your information to public authorities, and we may disclose 
part of your information to service providers (e.g., IT support, 
accounting, legal advisors, etc.) in the framework of our regular 
business, internal investigations or business transactions. In 
all of these cases, Herbalife will take appropriate measures to 
ensure the confidentiality of your information. Herbalife does 
not share your information with other third parties.
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Some of Herbalife's entities, and possibly Distributors in your 
upline, may be established in countries that offer less privacy 
protection than your country of residence. However, Herbalife 
is committed to protecting your privacy wherever your 
information is used. To that effect, Herbalife International of 
America, Inc. in the United States has certified to the EU-US 
Safe Harbor Agreement, thereby committing to a level of 
protection equivalent to that in the European Union.


You have a right to access your personal information and a 
right to have erroneous information corrected. If you want 
to exercise those rights, please contact Distributor Relations 
in your country or check your account information online 
at MvHerhalife.com.


Herbalife will provide you with materials about its products 
and services to assist you in developing your business. In 
addition, Herbalife may send you additional commercial 
information about itself or its business partners.


The information collected by Herbalife is necessary to perform 
the Distributor Agreement. Refusal to provide this information 
or refusal to authorize us to use the information in the manner 
described above means that you will be unable to become 
or remain a Distributor. Moreover, when you terminate your 
Distributor relationship, Herbalife must keep some of your 
information for accounting purposes and for the calculation of 
earnings under the Herbalife Sales & Marketing Plan.
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ARBITRATION AGREEMENT FOR DISPUTES BETWEEN MEMBERS AND HERBAUFE
T?iti is me Aibitraiion Agreemem incorporated into me Mer- - --- .AppOcation and Agreemem'In me event that Herbalife and Meirter are notable to resoK'6 any dis(%]tB in an amicatNeinlorTTBl 
n^r. HertHlile and Merrher each agree to resolve sunh disputes solely and exclusivel/ by binding arbitration or in small claims court instead ot in courts ol general furisrictioa Arbitration can 
be more informal than a lawsuit in couri Arbitration uses a neutral arbitrator Irtstead of a [udge or jury, allows tor more limited discovery man in court, and is subject to very limited review by courts. 
Arbitrators can award me same damages and r^el that a court can awanl.


ANY ARBITRATION UNDER THIS AGREEMENT SHALL TAKE PUCE ON AN INDIVIDUAL BASIS: 
CLASS ACTIONS AND CLASS ARBITRATIONS SHAU NOT BE PERMITTED.


IS not find that Member's claim is frivolous or filed (or irFor any claim that does not e«eed $75,000. Herbalife will pay ail arhitrauon fees so long as me arbi__ ___________________ ______ ___________
in arbitration Member may be entided to recover attorneys’ fees from Herbalife to at least the same extent as Member would be in court. In addition, under certain circumstances (as explained 
below), Herbalife wiD pay Member more than me amount of me arbitrator's mvard and wiD pay Member's attorney fif any) twice his or her reasortable attorney’s fees if the arbitrator av/ards 
Metitoet an amount that is greater than what Herbalife liad offered Member to settle me dispute prior to me issuance of me arbitrator's award.


(1) Scope
Except as provided.in paragraph (2) betov/. Herbalife and Member agree to arbitrate aH disputes and claims betweerr mem. I Ws agreement to arbluaie is intended to be broadly rnterpreled. 
It includes, but is not limited to;
• claims arising' out oi or relating to terminations, enforcement ol Member Rules ot Conduct and Sales & Mailtetrng Plan decistons;
• claims by Member against Herbalife or Herbalife agarnst Member which arise out ol or relate in any.v/ay to any dispute between Member and anomer Herbalife Member:
• claims arising out of or relating to any aspect of me relationship between Herbalife and Member, whether based in contract, tort, statute, fraud, misrepresentatton or any other 


legal theory;
• claims that arose before mis or any prior agreement betv/een Herbalife and Member:
• claims that are me subject ol purported class action litigation in which Member is not a member of a certified class; and
• claims that may arise before, after or as a direct or indirect result of me termination of Member's relationship wim Herbalife.


MEMBER AGREES THAT, BY ENTERING INTO THIS AGREEMENT, HERBALIFE AND MEMBER ARE 
UCH WAIVING THE RIGHT TO A TRIAL BY JURY OR TO PARTICIPATE IN A CUSS ACTION.


Ihis Agreemem evidences a transactfori in interstate commerce, and dius me Federal Arbllratioti Act governs die interpretation and entorcemenl ol this provision, this arbilrallon provision shafl 
survive terminaiion of this Agreement, me Member Agreement or any omer agreement between Herbalife and Member.
References to *Heibalile,’ *Member,* ‘mey.’ *melr' or *mem’ include Herbaiife’s and Member's respective subsidiaries, affiliates, officers, directors, agents, employees, predecessors in interest, 
heirs, successors and assigns.


(2) Exceptions
(a) Notwithstanding me foregoing. Member may bring an inriivirtuaJ action tor monetary damages in small claims court Member may not bring any omer ty^ ot action against Herbalife 


in small claims court Herbalife may only arbitrate claims against Member and may not bring any actions against Member in smaD claims court \
(b) This arbitration agreement does not preclude Member from bringing issues to me attention of federal, state or local ager^ies. Such agencies can, il me law allO'.vs,'se* reliel against


Herbalife on Member's behalf. ^ \ \
(3) Procedure \ \ \ \


(a) A party who intends to seek arbitration must first send to me other, by certified mail, a written Notice ol Dispute rNotice,1. The Notice to Her^ite should be addr^ed to:


Office ol the General Counsel \
HerhaDIa liitemational of America, Inc. \
800 West Olympic BNd.. Suite 406 f \ ^
Los Angeles. CA 90015 i \ \


fHerbalife's Notice Address'). The Notice to Member shall be addresse^to Me^e^'s mailing atkbess as Bsled in Herbalife's records. fMember's Notice Address').
The Notice shall describe me nature and basis ot me claim or dispute; and to) set term me specific relief sought (^Oerr^*).
If Herbalife and Member do not reach an agreernent. to resolve the claim^ within 30 days after toe Notice Js^eceived. Member or Herbalife may commence an 
arbitration proceeding. During the arbitraUon, the amouhi.ol any sctttemcht offer rrade byHerbalife or^Mcmb^ shall not be disclosed to the arbitrator until alter me 
arbitrator determines the amount, if any, to which Herbalife or Member is entitled. Meritoer.may download or copy a term Notice and a form to initiate arbitration at; 
httny/www.artf nfr^aaA/!shnwPnP(lnr=AnRSTn nf)4175'^^■ \ \ j ' *


(b) After Herbalife recedes notice at Hert^fe's Notice ^ress that Member has commenced arbriratiori!' it will promptly reimburse Member for Member's payment of me filing fee unless 
Member's claim is tot greater than S/5.000. (The (iilng lee curnuilly is $125 lor clalrrts under $10,000. but is subject to change by die arbiuatkm provider.) If Member states that 
Member is unable to pay' this fee, Herbalife will pay it c^dy upon^eceM^ a'writien request at its Notice Address.


(c) The arbitration vviD be'govetoedjjy.dte Commercial Arbitralion Rules TAAA Rules*) of toe American Arbitration Association I'AAA*), asmodifted by this Agreement, and win be 
administered by mo AAA. The AAA Rules are avaBablc online at adr.org, by calling me AAA at 1-800-778-7879. or by writing to me Notice Address. The arbitrator shall be bound by me 
terms of mis Agreemem All issues shall be tor me arbitrator to decide, including the scooe of this arbitration provision, but me arbitrator shafl be bound by me terms ol mis Agreemem


(d) Unless Herbalife and Member agree omerv/ise, any arbitration hearings wHI taka place in me county (or parish) of Member's Notice Address. II Member’s claim is for Si 0.000 or less. 
Herbaliffi and Member agree that Member'may choose whemer me artstratioh win be conducted solely on the basis of docurrems submitted to me arttirator. mrough a ffitephonic 
hearing, or by an in-^rson h^^ as e^lished by me AAA Rules. If Member’s claim exceeds $10,000, me right to a hearing win be determined by the AAA Rules. R^ardless of me 
manner in which the arbitration 6 conducted, me arbitrator shall issue a reasoned written dectston sufficient to explain me essential findings and conclusions on which me award is 
based. Except as otlter\'rise provided lor hereitt, Herbalife will pay all AAA filing, administration and arbitrator fees lor any arbitraliori initiated in accordance wim me notice requirements 
above. It. however, me arbitrator finds that eimer me substance of Member's claim or me reliel sought in the Demand is frwdlous or brought for an irrtoroper purpose (as measured 
by me standards set form in Federal Rule of CMI Procedure 11(b)), then the payment ol all such fees will be governed by me AAA Rules. In such case. Membra agrees to reimburse 
Herbalife lor all monies previously disbursed by it that are omerv/ise Member’s obligation to pay under me AAA Rules. In addition, if Mentoer toitiates an arbitration in which Member 
seeks more than $75,000 in rtamages, me payment of mese lees wiD he governed by the AAA Rules.


(4) Awards and Attorneys' Fees
(a) If. after finding in r^ favor in any respKt on me merits ol my claim, me arbitrator issues Member an award that is greater than me value of Herbaiile’s last vwitien settlement offer 


made before an arbitrator was selected, tlien Herbalife wiD:
• pay Member me ^unt of me award ar $10,000 fme alternative paymenf) whichever is greater: and
• pay Member’s attomey. it any. Iv/ice the amount of attorneys’ lees, and reimburse any expenses ftncluding expert wimess Ices and costs) that Mcntjcr's attorney reasonably 


accrues lor invesil^ling, preparing,and pursuing Member’s claim 'tn arbitralion f the attorney premium’).
It Herbalife did not make a written offer to settle me dispute before an arbitrator was selected. Member and Member’s attorney v/iD be entitled to receive me alternative premium and the
attorney premium, respectively, if me arbiuator awards me any relief on me merits. The arbitrator may make rulings and resolve disputes as to the payment and reimbursement ol lees.
expenses, and me alternative premium and die attorney prertium at any lime during me proceeding and upon request Irom elUier made wimin 14 days ol the arbitrator’s ruling on
the merits.
(b) The right to attorneys' tees and expenses tfiscussed in paragr^h (4) shall element any right to attorneys' fees and expenses Member may have under appBcable law. Thus, 


if Member would be entitled to a larger amount'undcr me applicable law. mis provision docs not preclude me arbitrator from awarding Member that amouni However, Member may not 
recover duplicative awards oi attorneys’ lees or costs. Although under some laws Herbaiila may have a right to an award of attorneys’ tees and expenses if it prevails in an arbitration, 
Herbalife agrees that it wiD not seek .such an award.


(c) The arbitjator may awarti declaratory or injunctive refiel only in favor of.ihe individual party seeking rebel and only to me extent necessary to provide reUef v/arranied by mat party’s 
indhriditel claim


HERBAUFE AND MEMBER AGREE THAT EACH MAY BRING CUIMS AGAINST THE OTHER ONLY (N MEMBER'S OR HERBAUFE’S 
INDIVIDUAL CAPACin AND NOT AS A PUUNTIFF OR CUSS MEMBER IN ANY PURPORTED CLASS OR REPRESENTATIVE PROCEEDING.


Further, unless bom HerbaBle and Member agree omerwise. me arbitrator may not consolidate more than one person’s claims, and may not omerwise preside ov» any form oi a representative 
or class proceeding. If mis spcdTc prov’ision 'is found to bti unenforceable, then the entirety ot mis arbitration provision shaO be null ana void.


(d) Except as required by any applicable law, rule or regulation, or by order or decree from any court ol competent jurisdiciion, any party involved in a claim or dispute under m's arbitration 
provision shall not disclose to arty omer person not directly involved in the arUtration process anyming having to do with me arbitration, including ivithout limitation, (i) me substance ot. 
or basis for. me claim: (ii) me content of any testimony or other evidence presented at an arbi^tion hearing or obt^ned through discovery; or (iii) the terms or amount of any arbiiratioh 
award. However, nothing in mis provision shaQ preclude a p^ from, in good faim, irtvsti^ting a claim or defense, including interviewing witnesses and otherwise in engaging in 
distovery. Herbalife anil Member both agree that this confirlenti^iiy agreemem applies to ^h of Herbalile's anti Member’s directors, nfficers. «n[dovees, clients, agents, advisors, and 
any omer persons affillaied wim Herbalife and Member in any way and mat Herbalife and Member wiD take me steps necessary to make sure that all such persons or entities k/tow 
about this confidentiality provision.


Dllirtfiuttru H?iK*-H0MUt'tcop) ft**-Seoraor’i eaqr Cmv)>-Suptninr't wp) OoW-Apdcartixpy 
RetRduc&a of rii pag« nwhflte or in pan a psriteed. Copyi  ̂e Hemaift. <1 n^a reuml Piinaa in USA.
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(Bherbalife.


Dear Herbalife Member,


U.S.A. EDITION


Continue building your business on a solid foundation by staying informed of the latest updates. 
Please take a moment to access the link below to view the Summary provided, which highlights the 
updates implemented in the Rules of Conduct Book 4.


Learn More »


We thank you for your continued support. Should you have any questions, please contact Member 
Services toll-free, at 866-866-4744.


Cordially,


Your Member and Distributor Support Team


Estimado Asociado Herbalife,


Continue construyendo su negocio sobre una base solida, manteniendose informado acerca de las 
ultimas actualizaciones. Por favor, haga die en el enlace a continuacion y vea el Resumen 
proporcionado, el cual destaca las actualizaciones implementadas en el Libro 4 sobre las Normas de 
Conducta.


Mas informacion »


Le damos las gracias por su continuo apoyo. Si tiene alguna pregunta, por favor comuniquese 
gratuitamente con Servicios al Asociado al 866-866-4744.


Cordialmente,


Su Equipo de Apoyo al Asociado y Distribuidor


® HERBALIFE; Ni/t0on for a better iHe.


This email was sent to: salvadorrod@herbalife.com


This email was sent by: Herbalife International of America, Inc. 
800 West Olympic Blvd., Suite 406, Los Angeles, CA, 90015, USA


Unsubscribe | Update Profile | Manage Subscriptions
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Date;
US & Puerto Rico:


W1 .....‘ , ' ' ' , ...


July 21,2014
Rules of Conduct (Version 31) - New and Improved


As an Herbalife Member you can be proud of the many consumer protections provided by the Rules of Conduct. The 
Rules of Conduct are an important component in the Herbalife Member Pack that will give you guidance on your journey 
with Herbalife.


As part of our continued goal to improving materials we make available to our Members, the Rules of Conduct have been 
rewritten for ease of understanding, shortened, and repositioned for better flow. This latest edition of the rules vyill become 
available in the U.S. and Puerto Rico as of Monday, July 21, 2014.
If you joined Herbalife simply to enjoy preferred pricing on the Herbalife® product while striving to achieve your personal 
nutrition and weight-management goals, the two Chapters listed below are those you should focus upon.


o Chapter 1 Getting Started 


o Chapter 2 Membership Particulars


If now or sometime in the future, you wish to engage in the Herbalife business opportunity, in addition to your review of 
the above-mentioned information, the Chapters listed below will provide you with the guidance necessary to conduct your 
business activities.


o Chapter 3 Business Activities
o Chapter 4 Selling
o Chapter 5 Sponsoring and Leadership 


o Chapter 6 Marketing Your Business 


o Chapter 7 Use of the Internet and Electronic Marketing


For further guidance on the incorporation of some specific ways to operate your business that are popular with many 
Members, the two Chapters listed below will provide details regarding Nutrition Clubs, and Weight Loss Challenges.


o Chapter 8 Nutrition Clubs
o Chapter 9 Weight Loss Challenge


Finally, Chapters 10 through 14 provide our Members with important details regarding the following;


o Chapter 10 Enforcement Procedures 


o Chapter 11 Additional Legal Provisions
o Chapter 12 Arbitration
o Chapter 13 Privacy and Data Protection
o Chapter 14 Definitions


exhibit NO.J^


D.JANNIERE.CSR #10034
The Rules of Conduct are available from the following:


o for download from MyHerbalife.com (under the Tab for MyOffice/Distributor Policies/Rules of Conduct), 
o from Member Services at 866-866-4744.
o for individual sale at our Distribution Centers in the U.S. as of 07/21/14 and in Puerto Rico as of 08/25/14 


(Stock Number: #6149-US-31 and #6150-USSP-31).
o included in the Herbalife Member Packs (HMP) in the U.S. as of 07/21/14 and in Puerto Rico as of 08/25/14.


The Rules of Conduct will be launching worldwide (with local adaptions) within the next 12 months.


Herbalife thanks you for your support in upholding the policies that have been established to provide protections for your 
Membership. Should you have any questions regarding this communication please contact Member Services at 866-866- 
4744.


Published July 21, 2014
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SALES & MARKETING PLAN


Overview
Herbalife's Sales & Marketing Plan offers you unique 
opportunities which can lead to higher levels of success and 
to great achievement. The plan was developed by Herbalife's 
first Distributor and founder, Mark Hughes. The result is 
arguably the best Sales & Marketing Plan in the industry. 
Herbalife's Sales & Marketing Plan pays a high percentage 
of product revenues to Members and Distributors in the form 
of Retail and Wholesale Profits, Royalty and bonus income 
and incentives. This tested, proven business plan is designed 
to maximize rewards for effort and provide substantial and 
ongoing income.


The Herbalife business opportunity and the Sales & Marketing 
Plan are identical for every Herbalife Member. Each Member's 
success is dependent on two primary factors:
• The time, effort and commitment put into the Herbalife 


business and


• The product sales made by a Member and their downline 
organization.


These two factors raise the importance of a Member's 
responsibility to train, support and motivate their downline 
organization.


The following pages describe the different levels of Herbalife's 
Sales & Marketing Plan. Each level has specific qualifications 
and associated benefits to reward Members for their efforts 
and enhance their success.


Becoming a Member-The Important First Step 
The only required purchase in order to become an Herbalife 
Member is the Mini Herbalife Member Pack (Mini HMP), or 
at your election, an Herbalife Member Pack (HMP). The Mini 
HMP (as well as the larger version) contains the Herbalife 
Membership Application and Agreement, which you must 
complete and submit in order to receive an Herbalife 
Identification Number and purchase products.


Registration


You officially become an Herbalife Member when your 
properly completed Application has been processed and 
accepted by the Herbalife World Operations Home Office. 
This process takes only a few days, but in the meantime, you 
are entitled to purchase Herbalife® products from or through 
the Herbalife Sales Order Department, your Sponsor or first 
upline Fully Qualified Supervisor at the applicable discount. 
Once your Application has been accepted, your contract with 
Herbalife becomes effective immediately, giving you all the 
rights, responsibilities and privileges of an Herbalife Member.


CONFIDENTIAL


Income Opportunities


The Herbalife Sales & Marketing Plan provides many 
opportunities to earn income and other rewards.


Immediate Retail Profit 
25% to 50%
The profit from direct sales to customers.


Daily Wholesale Profit 
Up to 25% of earn base
The difference between what you pay for products and what 
Members in your personal organization pay for products.


Monthly Royalty Override Income 
Up to 5% on the sales of all your Supervisors 
As a Supervisor, you earn up to 5% on the earn base value of 
all of your Supervisors, three active levels of downline.


Monthly Production Bonuses


TAB Team members can earn an extra 2% to 7%
Organizational Production Bonus.


Annual Bonuses


A bonus to Top Achievers in recognition of outstanding 
performance.


Qualify for Special Vacations and Training Events 
Members who qualify are rewarded for consistent 
performance and efforts in building their business.


Plus other special promotions and bonuses 
throughout the year.


HLF 000325
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UNDERSTANDING VOLUME


Throughout this manual, we use the term volume extensively. 
Volume is a key element in the Sales & Marketing Plan and is 
the basis for qualifying and working your way to higher levels.


Each Herbalife® product has a Volume Point value assigned 
to it that is equal in all countries (see order forms and price 
lists for exact information). Official Herbalife Member Packs 
(HMPs), literature items and sales tools do not count as 
volume. As you order products, you accumulate credit for the 
amount of Volume Points that are applicable to the products 
ordered. These accumulated Volume Points become your sales 
production and are used for purposes of qualifications and 
benefits.


Volume is credited to you in various ways depending on who 
purchased the volume, their status and discount, your own 


- status and other factors of the Herbalife Sales & Marketing 
Plan. Volume is calculated on the accumulated Volume Point 
value of products ordered in a Volume Month.


Explanation of Sales Volume Month


Definition ofVolume Month


Sales Volume is credited to and accumulated by a Supervisor 
on a Volume Month basis. The Volume Month begins on the 
first business day of the month and ends on the last business 
day of the month. If the last day is Sunday, the Volume Month 
will be extended to Monday. Likewise, if the last day of the 
month is considered a holiday, the month may be extended 
to the first business day after the holiday. Herbalife reserves 
the right to modify the Volume Month as it deems appropriate.


Determination ofVolume Month 
Sales Volume is credited to the Volume Month in which the 
order is both placed and full payment is received by Herbalife, 
except for orders that meet the rules and conditions that apply 
to Add-On Sales Volume.


Under no circumstances can volume be placed for a prior 
order month, with the exception of a Matching Volume order.


Add-On Sales Volume


All of the following conditions must be met for an order to be 
accepted as Add-On Sales volume:
1. Order must be placed ho later than the designated last 
order day of a Volume Month, plus


2. Full payment must be made, or initiated, by the same 
last order day of the month. If payment is mailed, then 
the postmark must be stamped the designated last day. 
If the payment is a wire transfer, direct deposit or other 
bank transaction, a receipt must be supplied to verify the 
transaction date was on, or prior to, the last designated order 
day of the month, plus
CONFIDENTIAL


3. Full payment must be received by Herbalife no later than the 
5th day of the following month. If the 5th of the month falls 
on a Sunday or a holiday, then the payment must be received 
by the 4th of the following month.


If for any reason, a payment is not approved for acceptance, 
such as with a credit card, personal check or APS, then the 
order will be canceled and the Volume will not be applied 
unless another order was placed and paid within the time 
periods indicated.


There are a number of ways volume is credited in the 
Herbalife Sales & Marketing Plan. The following definitions 
and examples illustrate these:


Personally Purchased Volume


Personally Purchased Volume is the volume on orders 
purchased directly from Herbalife using your Herbalife 
Identification Number.


Downline Volume


As a non-Supervisor, Downline Volume is based on volume 
which is placed by your downline directly from Herbalife 
ordering between 25% to 42% discount.


Downline Volume Example


Purchases/ 
Discount %


Downline
Volume


A
Supervisor


2,500 Volume Points @ =
, 50% Discount


*


B
Senior


Consultant'
500 Volume Points 
@ 35% Discount


900 Volume Points 
(C & D's Volume)


C
Senior ' Consultant


500 Volume Points =
@ 35% Discount


400 Volume Points 
(D's Volume)


D
Member


400 Volume Points @ =
25% Discount


0


*For Fully Qualified Supervisors, Downline Volume is credited 
as Personal Volume or Group Volume.


Personal Volume


As a Fully Qualified Supervisor, Personal Volume is the volume 
purchased using your Herbalife Identification Number, as well 
as the volume purchased by your non-Supervisor downline, 
down to your first Fully Qualified Supervisor,


Non-Supervisor Members may purchase directly from 
Herbalife, from their Sponsor or their first upline Supervisor.
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Therefore, if you are a Fully Qualified Supervisor, all of 
your own orders purchased at 50% - as well as all orders 
purchased by your downline Members, Senior Consultants, 
Success Builders and Qualified Producers at 25% to 42% 
discount - count as your Personal Volume.
i


1 Personal Volume Example 1
1


Purchases/
Discount %


Personal
Volume


I 1,500 Personal 
! Volume Points 


+ B, C & O's Volume
A


Supervisor
= 3,500


Personal Volume


1 Success ] 
V^uild^


1,400 Volume Points 
+ C & D’s Volume 
@ 42% Discount


= 2,000
Personal Volume


i Senior )
\ Consultant;V


200 Volume Points 
+ D's Volume 
@35% Discount


= 600
Personal Volume


Member ’
400 Volume Points 
@ 25% Discount


= 400
Personal Volume


Group Volume


Group Volume is the volume on orders purchased at a 
temporary 50% discount by Qualifying Supervisor(s) in their 
qualifying month.


This Temporary 50% Volume is accumulated as Personal 
Volume for the Qualifying Supervisor who purchased it, but 
is Group Volume for the Fully Qualified Supervisor. The Fully 
Qualified Supervisor may earn Royalty Qverrides on their 
Group Volume if all other Royalty Qverride requirements 
are met. (Refer to the "Qualifying as a Supervisor" and 
"Temporary 50%" sections of this book for complete details.)


Group Volume Example


Purchases/
Discount %


Personal
Volume


■ i
1


6,500
Personal Volume


)A
Supervisor


' I
2,500 Volume Points 
+ B & C's Volume


+ 1,000
Group Volume


7,500 Total Volume


''n
B \


; Qualifying i 
' Supervisor


1,000 Volume Points 
©Temporary
50% Discount 
+ C's Volume


^ 5,000
Personal Volume


i . :\ Consultant ,


\ y
4,000 Volume Points 
@42% Discount


^ 4,000
Personal Volume
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Total Volume


Total Volume is the combined total of a Supervisor’s Personal 
Volume plus Group Volume. (See "Group Volume Example" 
for Supervisor As Total Volume.) Total Volume is the factor on 
which some qualifications are based.


Organizational Volume


Organizational Volume is the accumulated Volume amount 
on which a Supervisor earns Royalty Overrides. (See the 
"Organizational Volume Example" on the following page.)


Encumbered and Unencumbered Volume


Encumbered Volume


Encumbered Volume is all volume produced by any Member 
qualifying for Supervisor in your personal organization.


Unencumbered Volume


Unencumbered Volume is all volume produced by anyone 
in your personal organization, down to the first qualified 
Supervisor, who achieves less than 2,500 Volume Points 
in one Volume Month, plus all your own Personal Volume. 
Therefore, this is volume that is not used by anyone for 
Supervisor qualification purposes.


The example on the following page illustrates the use 
of Encumbered and Unencumbered Volume for each of 
the Members.


Matching Volume


Matching Volume is the volume a sponsoring Supervisor must 
have through personal orders, or by Members in their personal 
organization in a given month, to equal or exceed the volume 
achieved by their downline Member(s) who are qualifying for 
Supervisor.


Matching Volume is how Flerbalife verifies and validates the 
qualification of new Supervisors. Whenever a Supervisor 
sponsors a Member to the Supervisor position, the sponsoring 
Supervisor's Total Volume must be at least the same as the 
Total Volume of their downline Member(s) qualifying within that 
same month. Without adequate Matching Volume, the new 
Supervisor will go to the next upline Supervisor.


The Matching Volume example on the following page illustrates 
the amount of Personal Volume and Total Volume that must 
be achieved by the sponsoring Supervisor for the downline 
Members who are qualifying for Supervisor. In this example, 
"A" (the sponsoring Supervisor) must have at least 4,000 
Personal Volume Points and at least 1,000 Group Volume Points 
in the month that "B" and "C" are qualifying for Supervisor, in 
order to confirm the volume they report on their Supervisor 
Qualification Form. This volume obligation for the Supervisor is 
considered to be their Matching Volume requirement.
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MEMBER BENEFITS


I Organizational Volume Example


A
Supervisor


2,500
Volume Points


1st Level 
Supervisor


10,000 Total 
Volume Points


2nd Level 
Supervisor


10,000 Total 
Volume Points


3rd Level 
Supervisor


10,000 Personal 
Volume Points


Retail Profit


As a Member, you may purchase Herbalife products at a 
wholesale discount of 25% to 50% on earn base value. As your 
volume increases, this discount will increase up to a maximum 
of 50% when you qualify as a Supervisor. You earn an immediate 
Retail Profit of 25% to 50% when you sell these products to 
customers. The difference between the discounted product price 
paid by you and the retail price paid by your customer is your 
Retail Profit. (See the "Retail Profit Example.")


30,000
Organizational
Volume Retail Profit Example 


Full Retail


$110


Earn Base


$100


Cost Profit
(at 25% discount 


taken from Earn Base)


$85 ~ $25


Encumbered and Unencumbered Volume


A
Supervisor


2,500
Total Volume Points = 
+ B & C's Volume


2,500
Unencumbered
5,000
Encumbered to A


Melr ,
Qualifying Total Volume Points 
Supervisor ■ + C’s Volume


1,000
Unencumbered
4,000
Encumbered to B


C
Member |
Qualifying Total Volume Points 
Supervisor /


4,000
Unencumbered to C


Wholesale Profit (Commissions)


In addition to Retail Profit, as an Herbalife Member, you can 
also earn Wholesale Profit on products purchased by your 
downline. Your Wholesale Profit, also called Commissions, 
is the difference between the discounted price you pay for 
products and the discounted price paid by your downline.


If you sell products directly to your downline, you can earn 
up to 25% Wholesale Profit immediately. If your downline 
purchase their product directly from Herbalife, then Herbalife 
pays the difference in discount percentage to the Qualified 
Producer and/or Fully Qualified Supervisor on the order during 
the monthly Royalty Override process. These payments 
are called Commissions and are Wholesale Profit. (See the 
"Wholesale Profit (Commissions) Example" below.)


Wholesale Profit (Commissions) Example


Matching Volume Example


Retail Earn Base Your Cost Your Downline's 
Cost


(at 50%)


Your
Profit


(at 25%)


Matching Volume Requirement
fnr ^iinoruienr "A"


$110 $100 $60 $85 $25


A
Sponsoring
Supervisor


4,000 Personal Volume 
+ 1,000 Group Volume
= 5,000 Total Volume Split Commision Example


1,000 Volume Points
Total Earn Discount Your Split Commissions


B 1,000 Group Retail Base Level Downline's To the Qualified To the
Qualifying ©Temporary ~ Volume for "A" Cost Producer |QP| Supervisor
Supervisor ; 50% Discount


. _____$110 $100 25% $85 $17 $8


C 4,000 Volume Points 4,000 Personal $110 $100 25% $85 N/A (no QP) $25
Qualifying @ 42% Discount ” Volume for "A"


1 Supervisor $110 '$100 35% $75 $7 ' $8


$110 $100 35% $75 N/A (no QP) $15
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Senior Consultant
Improve Your Profits With the Discount Scale 
As you and your non-Supervisor Downline sell more Herbalife 
products, your Total Volume increases and you may reach the 
next level of Senior Consultant. As such, you become entitled 
to buy products at a 35% or 42% discount off the earn base, 
giving you a greater profit margin.


Discount Scale


Members purchase at a 25% discount for all orders until they 
become eligible for a higher discount. Thereafter, they begin 
purchasing on the Discount Scale each month as indicated 
below at no less than 35% discount.


The accumulating Volume Points can either come from 
orders placed by you directly with Herbalife, which are 
referred to as Personally Purchased Volume, or they can 
also come from orders your downline place with Herbalife, 
which are called Downline Volume. Both types of volume 
may be used to achieve Senior Consultant Level at 35% or 
42% discount.


Level Monthly
Volume


Discount Eligibility


Senior \ 
Consultant Achieve 500 


Volume Points
35%


All orders will be placed 
at 35% discount until you 
become eligible for a 
higher discount.


Senior
Consultant


/'


Achieve 2,000 
Volume Points


42%


Once you have achieved 
2,000 Volume Points, you 
are eligible to place this 
order and all orders for the 
remainder of the Volume 
Month at a 42% discount.


Success '
Builder /


/


Minimum 1,000 
Volume Points 
(One Order)


42%


This order entitles you to 
a 42% discount on this 
order and all orders for 
the remainder of the
Volume Month.


Note:
All of your Personal Sales Volume, plus your downline's Sales 
Volume, count as your Total Volume. Once you are on the 
Discount Scale, your discount will never be less than 35% for 
as long as you remain an active Member. The more you sell, 
the greater your profit potential. Remember that each Volume 
Month you begin again at 35% and can work your way up the 
scale - up to 42% discount.
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Level Monthly
Volume


Discount Eligibility


Qualified
Producer


Achieve 2,500 
Personally 
Purchased 
Volume (PPVI 
in 1-3 months


42%


As a Qualified Producer 
you are entitled to a 42% 
discount on every order. 
(Must requalify annually) 
Volume can be achieved 
with all PPV or utilizing up 
to 1,000 Downline Volume 
Points, with the remaining 
1,500 as Personally 
Purchased Volume.


Qualifying
Supervisor


Achieve 4,000 
Volume Points


in one month with 
a minimum 1,000 
Volume Points 
unencumbered or
- Achieve 2,500 


Volume Points 
in each of two 
consecutive 
months with a 
minimum 1,000 
Volume Points 
unencumbered or


- Accumulate 5,000 
Volume Points 
within 12 months 
with a minimum of 
3 months required


Temporary
50%


Once Qualifying Volume 
Points are achieved 
additional orders 
are purchased at a 
Temporary 50% discount


3 ways to qualify:
See "Qualifying as 


Supervisor ; a Supervisor" in this 
section of the Career 


, Book for details


50%
As a Supervisor, you 
are entitled to a 50% 
discount on every order. 
(Must requalify annually.)


Herbalife Advantage Progrann
Activate your HAP order and immediately enjoy a
35% to 50% discount


The Herbalife Advantage Program (HAP) is open to all Members.


HAP is a monthly automatic shipment program that provides


Herbalife Members the following added benefits:


• 35% to 50% Discount - You'll save on the products you use 
most while you enjoy all the benefits of being a HAP member


• Minimum Order - Your HAP order must be a minimum of 
100 to a maximum of 1,000 Volume Points of products per 
month. Additional wholesale product purchases can be made 
at any time according to the Discount Scale.


• No Activation Fee - There is no activation fee to gain 
automatic service, regular communications or any of the 
other benefits associated with being a HAP member.


• Sales Tax Savings - Since your HAP order is a personal use 
order and not intended for resale, you benefit from a sales 
tax savings.
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• Placing Your Monthly HAP Order - Determine the products you 
use most or wish to sample from the Herbalife product line 
and place your personal automatic monthly HAP order over 
the phone with the Herbalife Advantage Program Department 
at 866-866-4744, or mail your completed HAP order form. Your 
monthly HAP order will be sent to you four business days after 
your monthly deadline.


• Changing Your Monthly Order - You have a choice of two 
HAP deadlines: the 11 th or the 18th of each month. You may 
change your monthly order at any time during the month - 
from the day after your deadline, up to and including your 
deadline day.


Success Builder
As an Herbalife Member, you have an opportunity to place 
a single order of 1,000 Volume Points purchased at a 42% 
discount. This qualifies you to become a Success Builder. 
As a Success Builder, you will be able to order at a 42% 
discount for the remainder of the Volume Month. If you place 
your Success Builder order directly with Herbalife, you are 
automatically updated to this prestigious position.


As a Success Builder, you will;


• Receive a 42% discount on your Success Builder Order


• Receive a 42% discount on additional purchases in the same 
Volume Month


Qualified Producer
As an Herbalife Member, you have the opportunity to place 
your orders directly with Herbalife and accumulate personally 
purchased volume that counts toward your Qualified Producer 
status. When you achieve 2,500 personally purchased Volume 
Points within 1 to 3 months, you will become a Qualified 
Producer. You can also reach this status by utilizing up to 
1,000 Downline Volume Points, with the remaining 1,500 
as Personally Purchased Volume.


You are automatically updated to this prestigious position on 
the 1st of the month following the month your qualification 
volume was achieved.


You will be able to maintain your 42% discount as long as you 
retain your Qualified Producer status.


A Qualified Producer is eligible to:


• Earn a 42% Retail Profit


• Earn up to 17% Wholesale Profit (Commissions) on 
earn base purchases made by downline at 25% or 35%
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Requalification:


All Qualified Producers must requalify their status annually 
between February 1 and January 31 to maintain their rights 
and privileges. The requalification requirements are the same 
as the Qualified Producer requirements.


In addition to requalifying their Qualified Producer 
status, a Qualified Producer must assure their Annual 
Membership Services Fee is current and paid.


Failure to requalify each year by January 31, will cause a 
Qualified Producer to be demoted to Senior Consultant (35% 
discount level) and lose all of their Qualified Producer privileges.


Supervisor
As an Herbalife Supervisor you will earn the highest discount 
of 50%, plus Retail and Wholesale Profit, and become eligible 
to earn Royalty Qverrides (R.Q.).


A Fully Qualified Supervisor is eligible to:


• Earn a 50% Retail Profit


• Earn up to 25% Wholesale Profit


• Earn an R.Q. of 1 % to 5% on their 
first-level Supervisor


• Earn an R.Q. of 1 % to 5% on their 
second-level Supervisor


• Earn an R.Q. of 1 % to 5% on their third-level Supervisor


• Attend special workshops and training sessions


• Qualify for special Supervisor recognition


Members who achieved the level of Supervisors are often 
referred to as Members or Herbalife Independent Distributors.


Qualifying as a Supervisor
There are three ways to qualify as a Supervisor:


• Qne-Month Qualification: Achieve 4,000 Volume Points in 
one Volume Month (with a minimum 1,000 of those 4,000 
Volume Points Unencumbered).


• Two-Month Qualification: Achieve 2,500 Volume Points for 
two consecutive months (with a minimum of 1,000 of those 
2,500 Volume Points Unencumbered for each month).


• Accumulated Qualification: Achieve 5,000 Personally 
Purchased Volume Points within 12 months (of which a 
minimum of 3 months is required). Members have the 
opportunity to qualify via this method when purchasing their 
orders directly with Herbalife. You can use up to 1,000 
Downline Volume Points with the remaining 4,000 as 
Personally Purchased Volume.
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Supervisor Qualification Form:


If orders are placed directly with Herbalife, a Supervisor 
Qualification Form is not required. Members are promoted to 
Supervisor on the 1 st of the month following the month their 
qualification volume was achieved.


It is necessary for a Supervisor Qualification Form to be 
completed and sent to Flerbalife for all Members who are 
qualifying for Supervisor.These forms are available in the "Sample 
Forms"section of this book and from your upline Supervisor.This 
form must be completed in full with all necessary attachments 
and submitted on or after the 1st of the month following the 
qualification, and received by Flerbalife no later than the 5th of 
the month. If a Member is completing a two-month Supervisor 
qualification, then a Supervisor Qualification Form must be 
completed and sent to Flerbalife at the 1st of each month 
following the month the Qualifying Volume was achieved.


Qualifying Supervisor
Eligibility forTemporary 50% Discount 
A Member who has completed the required Volume Points 
toward Supervisor Qualification is considered a Qualifying 
Supervisor until the 1st of the following month, when they 
become a Fully Qualified Supervisor. As a Qualifying 
Supervisor, they are eligible for a temporary 50% discount for 
the remainder of the Volume Month in which their qualifying 
Volume Points were achieved.


All 50% discount orders must be purchased directly from 
Flerbalife. If you have not purchased your qualifying order 
directly from Flerbalife, your Supervisor must contact Flerbalife 
to authorize you to purchase at the temporary 50% discount. 
The authorization, once approved, will be in effect until the 1st 
of the following month, at which time you will be entitled to 
all the privileges of a Fully Qualified Supervisor, assuming all 
other Supervisor requirements have been met.


The upline Supervisor must have adequate Personal Volume 
credited with Flerbalife in that month to qualify the Supervisor.


To assure volume on the order is credited properly, it is imperative 
that the Qrder Form be completed correctly. The Temporary 
50% Purchaser must assure that their Name and Flerbalife ID 
Number are entered on the Wholesale Product Qrder Form in 
the "Qualifying Supervisor - Temporary 50%" space to assure 
proper crediting of Volume. The name and Flerbalife ID Number 
of the first upline "Fully Qualified Supervisor" who is authorizing 
the 50% discount must also be entered in the "Fully Qualified 
Supervisor" space. Adjustments to the order after the order is 
placed are not permitted. Volume purchased at Temporary 50% 
is considered Group Volume for the Fully Qualified Supervisor.
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Definition of Matching Volume 
The definition of Matching Volume is the Total Volume a 
sponsoring Supervisor must achieve in any given Volume Month 
when their downline are qualifying as Supervisor.


Whenever a Fully Qualified Supervisor sponsors a Member(s) 
to the Supervisor position, the sponsoring Supervisor's Total 
Volume must be at least the same amount as the Member’s 
volume within that same Volume Month. Supervisors are not 
permitted to qualify Members as Supervisors using volume 
purchased in a prior Volume Month, unless an equal amount 
is purchased from Flerbalife in the current month to replace it.


Matching Volume for Supervisor Qualification 
The sponsoring Supervisor must have at least 4,000 Personal 
Volume Points for each of their downline organizations 
that are qualifying for Supervisor using a one-month 
qualification. The sponsoring Supervisor must have at least 
2,500 Personal Volume Points each month for each of their 
downline organizations who is qualifying for Supervisor with 
a qualification of two consecutive months.


The sponsoring Supervisor, however, must have enough Total 
Volume to match all orders submitted by their downline who 
are qualifying for Supervisor.


For example, suppose a Supervisor sponsors a Member who 
qualifies for Supervisor in September with 4,000 Total Volume 
Points. If the orders to qualify are purchased directly from 
Flerbalife, either at 42% by the Member or directly by the 
Supervisor, the volume will be automatically matched. If the 
orders are purchased directly from the Supervisor, the Supervisor 
must ensure that an equal amount of volume is purchased from 
Flerbalife during the qualifying month in order to match volume.


Failure to Match Volume


When a Supervisor Qualification Form is received from a 
Member and the first upline Fully Qualified Supervisor does 
not have enough Total Volume Points for the month the 
qualifying Supervisor's volume was achieved to confirm the 
orders submitted by the Member to qualify, then the Fully 
Qualified Supervisor is "short” Matching Volume. Flerbalife 
will notify the Supervisor that they must place a Matching 
Volume Qrder for the amount they are short. The Qrder 
Department will be authorized to accept the Matching Volume 
Order for the appropriate month.


To place this volume, the order must be clearly identified as 
"Matching Volume Qrder for Month of."
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Matching Volume Order
To receive proper credit for this volume, the order must be 
clearly identified as Matching Volume Order for the appropriate 
month and year, with full payment included. The order may 
not be combined with other volume. A Matching Volume 
Order can only be accepted by Herbalife if the Company 
has identified a Matching Volume problem and notified 
the Supervisor accordingly, and has authorized the Order 
Department to accept the order. This order will be applied to 
the Volume Month specified. Matching Volume Orders placed 
after the Volume Month in question do not count for Royalty 
Point qualifications for TAB Team Production Bonuses or other 
earnings for the Supervisor. However, appropriate adjustments 
will be made on the order to the upline Royalty and Production 
Bonus receiving Supervisors of the sponsoring Supervisor.


Matching Volume Permanent Penalty


The Supervisor must place the Matching Volume Order once they 
have received notification to do so from Herbalife to avoid a penalty. 
If the Supervisor who is short volume, fails to place an order to 
Match Volume, a Matching Volume Penalty will be assessed. The 
penalty is that the Supervisor will permanently lose a Supervisor 
who qualified the month in question and that Supervisor's downline.


Failure to Qualify as a Supervisor 
If a Member's sponsored downline becomes a Fully Qualified 
Supervisor before the Member does, the Member will have 
one year from the date of the downline's qualification to also 
become a Fully Qualified Supervisor (applied at the end of the 
Supervisor's first requalification year).


If a Member does not become a Fully Qualified Supervisor 
within the one year following their downline's Supervisor 
qualification, the Member will permanently lose that downline 
to their first upline Supervisor.


Example:


08/01/2005 
Downline 


Supervisor’s 
Qualilication Month


February 2007 
Sponsor loses 


Qualified Downline 
if Sponsor hasn’t 
become a Fully 


Qualified Supervisor


08/01/2005 - 01/31/2007
Sponsor’s Opportunity to Qualify (or Supervisor


Requalification


All Supervisors must requalify their status annually between 
February 1 and January 31 to maintain their rights and 
privileges. The requalification requirements for this are 
described below.
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• Qne-Month Qualification: Achieve 4,000 Volume Points in 
one Volume Month (with a minimum 1,000 of those 4,000 
Volume Points unencumbered).


• Two-Month Qualification: Achieve 2,500 Volume Points for 
two consecutive months (with a minimum of 1,000 of those 
2,500 Volume Points unencumbered for each month).


• Twelve-Month Requalification: Accumulate 4,000 
Unencumbered Total Volume Points over the 12-month 
Requalification period.


Qr,


Accumulate 10,000 Unencumbered Total Volume Points over 
the 12-month requalification period.


The computer system will automatically requalify you each year 
if the volume requirements are met during the qualification 
period, so there is no need to resubmit an application. As a 
reminder, you have the advantage of receiving a 50% discount 
on your requalification volume.


In addition to requalifying their Supervisor status, a Supervisor 
must assure their Annual Membership Services Fee is current 
and paid. Failure to pay the Annual Membership Services Fee 
prior to or within 90 days after requalification will result in 
suspension of qualification, ordering privileges and earnings 
until the Annual Membership Services Fee is paid.


Supervisors who do not complete their Supervisor 
Requalification will lose all rights and privileges of a Supervisor. 
This includes, but is not limited to, the loss of any lineage that 
includes a Supervisor. In this case, the entire downline lineage 
will be moved to the next upline Fully Qualified Supervisor.


Failure to requalify each year by January 31 will cause a 
Supervisor to be demoted to the position of Senior Consultant, 
unless they have met the requirements to requalify as a 
Qualified Producer. To requalify as a Qualified Producer, the 
Supervisor must achieve 2,500 Personal Volume Points within 
1 to 3 consecutive Volume months between the requalification 
period of February 1 and January 31.


Supervisors who accumulate 4,000 unencumbered Volume 
Points between February 1 and January 31 will retain their 
Supervisor status and 50% buying privileges. It is important 
to note that if you requalify using this method, any leg with a 
Supervisor will be lost to the upline Supervisor,


However, if you accumulate 10,000 unencumbered Volume 
Points you will be able to retain your downline Supervisors.
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ROYALTY OVERRIDE INCOME


As a Supervisor with Fully Qualified or Qualifying Supervisors 
in your first three downline levels, you may qualify to earn 
Royalty Qverrides of 1 % to 5% of your Qrganizational Volume. 
Royalty Qverrides are paid on the 15th of each month for the 
prior month's business.


Three Levels of Success
The people you personally sponsor as Herbalife Members are 
known as your First Level. They may be friends or family or 
business associates, or even people you have just met. You 
can personally sponsor as many people as you want in any 
country in which Herbalife officially operates. When these 
Members in your First Level sponsor other Members, these 
new Members become your second level. When your Second 
Level, in turn, sponsor others, those they sponsor become the 
third level in your Herbalife organization.


By training your downline and encouraging them to follow 
your example, you are assisting every Member on your team 
to qualify at the Supervisor level. As a Supervisor with Fully 
Qualified or Qualifying Supervisors in your first three levels.


• The 1 % to 5% Royalty Qverride is paid on the Total Volume 
of second-level qualified Supervisors (e.g., a Supervisor 
who has been sponsored in turn by your personally 
sponsored Supervisor).


• The 1 % to 5% Royalty Qverride is paid on the Personal 
Volume of third-level Supervisors (e.g., a Supervisor who 
has been sponsored in turn by a second-level Supervisor).


In the following example, at a full 5%, your Royalty Qverride 
is calculated on 30,000 Qrganizational Volume, which gives 
you 1,500 Royalty Qverride Points. Royalty Qverride Points are 
used for qualification purposes. Keep in mind, earnings are 
calculated on the earn base value of the products in the country 
from which the product is ordered.* In certain countries, these 
Royalty Qverride earnings are converted to your local currency.


I Royalty Override Example


YOU 2,500
Volume Points


Your Total Royalty Override 
= 1,500 Royalty Points


you may qualify to earn Royalty Qverrides between 1 % to 5% 
of your Qrganizational Volume. First-Level


Supervisor
10,000
Volume Points = 5% = 500 Royalty Points


Royalty Override Sliding Scale


Your Total Royalty Override


Second-Level , 
Supervisor


10,000
Volume Points = 5% = 500 Royalty Points


Volume Points Earning %


0-499 0% Third-Level : 
Supervisor !


10,000
Volume Points = 5% = 500 Royalty Points


500-999


1.000- 1,499 


1,500-1,999


2.000- 2,499 


2,500 plus


1%


2%


3%


4%


5%


Payment of Royalty Overrides
Your Royalty Qverride percentage is based on your Total 
Volume for each month, and if you produce less than 500 
Volume Points, then no Royalty Qverrides are earned. If you 
produce 2,500 Volume Points or more, then a full 5% is earned 
on three active downline levels. The Royalty Qverride scale 
above shows the volume requirements that a Supervisor must 
meet every month to earn Royalty Qverrides.


Royalty Overrides are paid as follows:
• The 1 % to 5% Royalty Qverride is paid on the Total Volume 


of personally sponsored first-level qualified Supervisors.


Additional Requirements


Supervisors who meet the specified requirements to earn 
Royalty Qverrides must also comply with Herbalife's 10 Retail 
Customers Rule and the 70% Rule, to earn and receive both 
Royalty Qverrides and Production Bonus. The Supervisor must 
confirm their adherence to these requirements by submitting 
the Earnings Certification Form each month. If the Supervisor 
fails to comply with either of these rules, the Royalty Qverrides 
and Production Bonus will not be paid to the Distributor.


Royalty Override Roll-Up
As a Supervisor, you also have the opportunity to earn Royalty 
Qverride Roll-Ups. Royalty Qverride Roll-Ups are paid to the 
appropriate qualified upline Supervisor(s) when any downline 
Royalty Qverride contributing Supervisor earns less than 
the maximum 5% payout.This "roll-up" percentage is the 
difference between the 5% maximum Royalty Qverride


•ln some cases, for reasons which relate to currency, cost and other factors, the 
base against which earnings are calculated may not be equal to the retail price in the 
particular country.
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and the actual percentage earned by the downline Royalty 
contributing Supervisor.


To be eligible for Royalty Override Roll-Ups, a Supervisor must 
be at the maximum 5% earning level, based on the Royalty 
Override Sliding Scale. A Supervisor may not earn more than 
5% Royalty Override on any volume.


Royahy Override Roll-Up Example


Earns 5% Royalty Override 
on First-, Second- and


YOU
2,500
Total Volume Points 
5% Royalty Override


Third-Level Supenrisors


Earns 4% Royalty
Override Roll-Up on 
Fourth-Level Supervisor


First-Level
Supervisor


2,500
Total Volume Points 
5% Royalty Override


Earns 5% Royalty Override 
on Second-, Third-and 
Fourth-Level Supervisors


Second-Level
Supervisor


2,500
Total Volume Points 
5% Royalty Override


Earns 5% Royalty 
= Override on Third-and 


Fourth-Level Supervisors


Third-Level
Supervisor


500
Total Volume Points 
1% Royalty Override


Earns 1% Royalty Override 
on Fourth-Level Supen/isor


Fourth-Level
Supervisor


1,000
Total Volume Points 
No Royalty Override


Supervisor does not 
= have downline to earn


Royalty Overrides


World Team
Qualifying as a World Team member is an important step in 
your Herbalife business. You have demonstrated your success 
by qualifying for this prestigious team. World Team is your 
launching pad to move on to qualifying for the TAB Team.


To Qualify:
Achieve 10,000 Total Volume Points 
in one Volume Month after becoming 
a Qualifying Supervisor or a Fully 
Qualified Supervisor.


OR As a Fully Qualified or Qualifying 
Supervisor, achieve 2,500 Total 
Volume Points, each Volume Month, 
for four consecutive months.


OR Achieve 500 Royalty Points in one Volume Month.


Providing you have achieved your Supervisor qualification, 
after achieving the required Volume or Royalty Points listed


above, you are promoted to World Team member status on 
the first of the following month.


You Receive:


• All the benefits of a Supervisor


• A World Team pack, containing a personalized World Team 
Certificate, World Team pin and Herbalife daily journal


Plus You Become Eligible to:


• Attend special planning and training sessions targeted to 
accelerate your progress to TAB Team.


• Qualify for special Company qualifications.


TAB Team
Successful Supervisors have the opportunity to proceed to the 
higher scale of the Herbalife Sales & Marketing Plan, which is 
the Top Achievers Business (TAB) Team. Upon meeting initial 
requirements. Supervisors may obtain TAB Team status. There 
are three steps within the TAB Team: Global Expansion Team 
(GET), Millionaire Team and President's Team.


Achieving TAB Team status is a prestigious recognition within 
Herbalife. TAB Team status indicates that the Supervisor has 
developed a strong, active downline Supervisor base and has 
demonstrated a willingness to take a leadership role within 
Herbalife. Your Form and Acknowledgment to qualify for this 
status brings with it the responsibility to exclusively promote 
the Herbalife products and opportunity. You'll receive additional 
benefits and earn leadership status. Reaching each new level 
enables you to participate in advanced training, earn unrivaled 
Production Bonuses and qualify for exceptional awards and 
incentives.


TABTeam Production Bonus
As a TAB Team, you are eligible to receive from a 2% to 7% 
Production Bonus on your entire downline organization's 
volume. Production Bonus earnings are paid monthly to all 
qualified TAB Team. It is necessary to submit a completed 
TABTeam Production Bonus Acknowledgment Form and also 
comply with Herbalife's 10 Retail Customers Rule and the 70% 
Rule to be eligible for Production Bonus payments. The TAB 
Team Production Bonus is, in part, a reward for your undivided 
loyalty. (Please refer to the "Sample Forms" section of this 
book.) The Application must have been accepted and approved 
by Herbalife in order to receive payments. This form will be 
sent to you by Herbalife during your qualification period. (See 
individual team qualifications for specific Production Bonus 
qualifications.)
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Annual Bonuses


A bonus payment representing a percentage of Herbalife's 
worldwide sales is distributed annually among Herbalife's 
President's Team members in recognition of their outstanding 
performance in advancing sales of Herbalife products. (Refer to 
"Mark Hughes Bonus Award Rules" distributed to President's 
Team members, and available online at MvHerbalife.com.)


Vacation andTraining Events
Reward, recognition and training are of the utmost importance 
at Herbalife. Vacation andTraining Events (when offered) are 
both fun and informative and are held in exciting locations 
around the world. The Vacation andTraining Events will teach 
you how to meet your goals, increase your earning power and 
build an international business without leaving the comfort of 
your own homel You'll learn all this while enjoying an exciting, 
adventurous vacation guaranteed to make an extraordinary 
impact on your life.


Global Expansion Team (GET)
To Qualify:


Achieve 1,000 Royalty Points each month for three consecutive 
months. The first of the following month you are promoted to 
Global Expansion Team (GET) member.


You Receive:


• A Global Expansion Team plaque and pin


• All the benefits of a Supervisor


Plus You Become Eligible to:


• Earn TAB Team Production Bonus 
based on your qualification level.
(Please refer to the "TAB Team 
Production Bonus Payout Guidelines" 
section in this book.) Upon completion of your Qualification, 
you will receive a detailed communication that further 
specifies your monthly TAB Team Production Bonus earning 
requirements.


• Qualify for Vacation andTraining Events.


• Participate in special advanced trainings.


• Participate in special conference calls.


Millionaire Team
To Qualify:
Achieve 4,000 Royalty Points each month for three consecutive 
months. The first of the following month, you are promoted to 
Millionaire Team member.
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You Receive:
• A Millionaire Team plaque and pin


• All the benefits of a Supervisor


Plus You Become Eligible to:


• Earn TAB Team Production Bonus 
based on your qualification level.
(Please refer to the "TAB Team Production Bonus Payout 
Guidelines" section of this book.) Upon completion of your 
Qualification, you will receive a detailed communication that 
further specifies your monthly TAB Team Production Bonus 
earning requirements.


• Qualify for Vacation andTraining Events.


• Develop your teaching skills and assist with worldwide 
trainings.


• Participate in special conference calls.


President's Team
To Qualify:


• President's Team: Achieve 10,000 
Royalty Points in three consecutive 
months. After a waiting period of three 
months, earn a 2% to 6% Production 
Bonus.


• 20K President: Achieve 20,000 Royalty 
Points in three consecutive months.
After a waiting period of three months, earn a 2% to 6.5% 
Production Bonus.


• 30K President: Achieve 30,000 Royalty Points in three 
consecutive months. After a waiting period of three months, 
earn a 2% to 6.75% Production Bonus.


• 50K President: Achieve 50,000 Royalty Points in three 
consecutive months. After a waiting period of three months, 
earn a 2% to 7% Production Bonus.


You Receive:


• A prestigious President's Team plaque and pin


• All the benefits of a Supervisor


Plus You Become Eligible to:


• Earn TAB Team Production Bonus based on your qualification 
level. (Please refer to the "TAB Team Production Bonus 
Payout Guidelines.") Upon completion of your Qualification, 
you will receive a detailed communication that further 
specifies your monthly TAB Team Production Bonus 
earning requirements.


• Qualify for Vacation andTraining Events.


• As a leader, assist with worldwide trainings.


• Participate in special conference calls.
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Awards Policies


Herbalife International delivers recognition awards (such 
as, but not limited to) pins, plaques, and jewelry in a timely 
manner to Members that have achieved such recognition.


In the event an award is not received, the Awards and 
Recognition Department should be contacted in writing (via 
email or at the postal address below). The request must be 
received by Herbalife no later than six (6) months after the 
qualification date associated with the Award.


Awards Replacement and/or Repair Policy:


Herbalife strives to provide the highest quality awards 
available. In the event that an award that is received defective 
or otherwise damaged, the Member may return the item(s) 
for free replacement within six months of the original 
qualification date associated with the award. After this six- 
month period, the Member may return damaged item(s) to 
be professionally refurbished or repaired which shall be at 
their cost paid through an earning deduction. Any deviations 
from this policy shall be at the sole and absolute discretion 
of Herbalife.


Request may be submitted by phone or in writing to:


Local Member Services 
RO. Box 80210 
Los Angeles, CA 90080-0210 
or
toll-free at 866-866-4744.
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PRESIDENT'S TEAM PLUS


President's Team Plus Awards and Recognition


5* One Diamond Executive President's Team
To achieve this reward, you must have one (1) first-line. Fully Qualified President’s 
Team member in any line of your downline organization.


Two Diamonds


Three Diamonds


Senior Executive President's Team
To achieve this reward, you must have two (2) first-line. Fully Qualified President's 
Team members in two separate lines of your downline organization.


International Executive President's Team


To achieve this reward, you must have three (3) first-line. Fully Qualified 
President's Team members in three separate lines of your downline organization.


Four Diamonds Chief Executive President's Team
To achieve this reward, you must have four (4) first-line. Fully Qualified President's 
Team members in four separate lines of your downline organization.


Five Diamonds Chairman's Club
To achieve this reward, you must have five (5) or more first-line.
Fully Qualified President's Team members in five or more separate lines of your 
downline organization.


Ten Diamonds Founder's Circle
To achieve this reward, you must have 10 or more first-line.
Fully Qualified President's Team members in 10 or more separate lines of 
your downline organization.


Presidential 
Plus Awards 
The Presidential Plus 
Awards are based on 
production (January 
through December 
Volume).


Marquis Diamond Ring 
500,000 Royalty 
Override Points


Piaget
Diamond Watch


Baume & Mercier 
Watch' 250,000 
Royalty Override 
Points


Piaget Gold 
and Diamond 
Watch 750,000 
Royalty Override 
Points


1,000,000 Royalty 
Override Points


'Actual watch modal may vary baaad on availability at bma of qualification.
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STATEMENT OF AVERAGE GROSS COMPENSATION 
PAID BY HERBALIFE TO U.S. MEMBERS IN 2013


People become Herbalife Members for a number of reasons. 
A substantial majority (73%)' join us primarily to receive a 
discounted price on products they and their families enjoy. 
Others wish to earn part-time money, wanting to give direct 
sales a try. They are encouraged by Herbalife's minimal 
start-up costs (at their option, a Mini Herbalife Member Pack 
[Mini HMPI at (USD) 59.50 or full HMP at (USD) 92.25," plus 
applicable sales tax, shipping and handling) and money-back 
guarantee." There is no need to purchase large amounts of 
inventory or to purchase other materials. In fact, Herbalife's 
corporate policy discourages the purchase of sales aids, 
especially in the first few months of a Membership.


If you are someone who seeks to build a part-time or 
full-time income, we want you to have realistic expectations 
of the possible income you can earn. The Herbalife earnings 
opportunity is something like a gym membership: results vary 
with the time, energy and dedication you put into it. Anyone 
considering the Herbalife opportunity needs to understand the 
realities of direct selling. It is hard work. There is no shortcut 
to riches, no guarantee of success. However, for those who 
devote the time and energy to develop a stable base of 
customers and then mentor and train others to do the same, 
the opportunity for personal growth and an attractive part-time 
or full-time income exists.


PROFIT ON YOUR OWN SALES: One element of the 
income a Member can earn is the profit, after expenses, 
from the resale of Herbalife® products. Members decide 
for themselves the way they do the business, the number 
of days and hours they work, the expenses they incur and 
the prices they charge.


MULTILEVEL COMPENSATION: Some Members 
(22.2%) sponsor others to become Herbalife Members. 
In that way, they may seek to build and maintain their


own downline sales organization. They are not paid 
anything for sponsoring new Members. They are 
paid solely based on product sales to their downline 
Members for their own consumption or to sell to others. 
This multilevel compensation opportunity is detailed in 
Herbalife's Sales & Marketing Plan, which is available 
to all Members online at www.MvHerbalife.com. For 
the 13.6% of Herbalife Members who are Sales 
Leaders'* with a downline, the average compensation 
received from the Company in 2013 was (USD) 5,381. 
These amounts are before expenses incurred in the 
operation or promotion of their business.


In the chart below, we summarize the economic benefits 
available to Herbalife Members in 2013. For most people 
(88%), the economic benefits resulted exclusively from a 
discounted price on products they purchased for personal and 
family use or for resale to others, neither of which took the 
form of a payment from the Company.


The multilevel compensation paid to Members summarized 
below does not include expenses incurred by a Member in the 
operation or promotion of his or her business, which can vary 
widely and might include advertising or promotional expenses, 
product samples, training, rent, travel, telephone and Internet 
costs, and miscellaneous expenses. The compensation 
summarized below is not necessarily representative of the 
compensation, if any, that any particular Member will receive. 
These figures should not be considered as guarantees or 
projections of your actual compensation or profits. Success 
with Herbalife results only from successful product sales 
efforts, which require hard work, diligence and leadership. 
Your success will depend upon how effectively you exercise 
these qualities.


73%, based on a survey of former U.S. Members by Lieberman Research Worldwide, Inc. riRW'l in January 2013, with a margin of error of +/-3.7%. 
Prices quoted are for the U.S. as of April 2014. and are subject to change. For current prices, see opportunity.herbalife.com.
If requested within 90 days for the return of the HMP and one year for the return of resalable inventory, upon leaving the business.
Sales Leaders are Members who achieved the level of Supervisor or higher. See details on Herbalife's Sales & Marketing Plan at MvHerbalife.com. 
55.1% of Sales Leaders as of February 1. 2013. requalified by January 31. 2014 (including 37.5% of first lime Sales Leaders),
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' Members'
Economic Opportunity The ecotiomic rewards lor single-level Members are the wholesale pricing received on products lor consumption by the 


Member and his or her lamily as well as the opportunity to retail product to non-Members. Neither of these rewards are 
payments made by the company and therelore are excluded from this chart


Number:


• Wholesale price on product purchases
• Retail prolit on sales to non-Members


-108.640


Non-Sales Leaders With a Downline


Single-Level Members (No Downline)


Economic Opportunity
Members


Number %
• Wholesale price on product purchases
• Retail profit on sales to non-Members 45,076 8.6%


• Wholesale profit on sales to another Member


In addition to the economic rewards ol the single-level Members above, which are not included in this chart, certain non
sales leaders with a downline may be eligible for payments from Herhalife for wholesale commissions on downline product 
purchases made directly with Herhalife.


2,929 of the 5,037 eligible Members earned such payments in 2013.
The average total payments to the 2,929 Members was (USD) 105.


Sales Leaders With a Downline


Economic Opportunity


• Wholesale price on product purchases 
»Retail profit on sales to non-Members
• Wholesale profit on sales to another Member
• Multilevel compensation on downline sales


• Royalties
• Bonuses


Meinb'ers


Number


71,535 13.6%


All Sales Leaders with a Downline \


Average Payments from Herhalife Number of % of Total Average Gross(USD) Members Grouping Payments (USD)
>250,000 199 0.3% 666,680


100.001-250,000 505 0.7% 148,413
50,001-100.000 600 0.8% 69,573
25,001-50,000 1,247 1.7% 35,536
10,001-25.000 2,116 3.0% 15,644
5,001-10,000 2,716 3,8% 7,079
1,001-5.000 11,942 16.7% 2,244


1-1,000 40,120 56.1% 302
0 12,090 16.9% 0


Tidal 71,535 100.0% 5,381


This chart includes all 
Commissions, Royalties and 
Bonuses paid by Herhalife.
It does not indude amounts 
earned by Members on their 
sales of Herhalife® products 
directly to others.


■45.048 of the 408,640 single-level Membes are sales leadeis without a downtne.


The majority of those Members who earned in excess of (USD) 100,000 from Herhalife in 2013 had reached the level of 
Herbalife's President's Team. During 2013, 53 U.S. Members achieved the level of President's Team. They averaged nine years 
as an Herhalife Member before reaching President's Team, with the longest duration being 31 years and the shortest being less 
than three years.
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STATEMENT OF AVERAGE GROSS COMPENSATION 
PAID BY HERBALIFE TO PUERTO RICO MEMBERS IN 2013


People become Herbalife Members fora number of reasons. 
A substantial majority (73%)' join us primarily to receive a 
discounted price on products they and their families enjoy. 
Others wish to earn part-time money, wanting to give direct 
sales a try. They are encouraged by Herbalife's minimal 
start-up costs (at their option, a Mini Herbalife Member Pack 
(Mini HMPI at (USD) 59.50 or full HMP at (USD) 92.25,^ plus 
applicable sales tax, shipping and handling) and money-back 
guarantee." There is no need to purchase large amounts of 
inventory or to purchase other materials. In fact, Herbalife's 
corporate policy discourages the purchase of sales aids, 
especially in the first few months of a Membership.


If you are someone who seeks to build a part-time or 
full-time income, we want you to have realistic expectations 
of the possible income you can earn. The Herbalife earnings 
opportunity is something like a gym membership: results vary 
with the time, energy and dedication you put into it. Anyone 
considering the Herbalife opportunity needs to understand the 
realities of direct selling. It is hard work. There is no shortcut 
to riches, no guarantee of success. However, for those who 
devote the time and energy to develop a stable base of 
customers and then mentor and train others to do the same, 
the opportunity for personal growth and an attractive part-time 
or full-time income exists.


PROFIT ON YOUR OWN SALES: One element of the 
income a Member can earn is the profit, after expenses, 
from the resale of Herbalife'® products. Members decide 
for themselves the way they do the business, the number 
of days and hours they work, the expenses they incur and 
the prices they charge.


MULTILEVEL COMPENSATION: Some Members (23%) 
sponsor others to become Herbalife Members. In that 
way, they may seek to build and maintain their own 
downline sales organization. They are not paid anything


for sponsoring new Members. They are paid solely based 
on product sales to their downline Members for their 
own consumption or to sell to others. This multilevel 
compensation opportunity is detailed in Herbalife's Sales 
& Marketing Plan, which is available to all Members 
online at Dr.MvHerbalife.com. For the 12.2% of Herbalife 
Members who are Sales Leaders" with a downline, the 
average compensation received from the Company 
in 2013 was (USD) 4,863. These amounts are before 
expenses incurred in the operation or promotion of 
their business.


In the chart below, we summarize the economic benefits 
available to Herbalife Members in 2013. For most people 
(89%), the economic benefits resulted exclusively from a 
discounted price on products they purchased for personal and 
family use or for resale to others, neither of which took the 
form of a payment from the Company.


The multilevel compensation paid to Members summarized 
below does not include expenses incurred by a Member in the 
operation or promotion of his or her business, which can vary 
widely and might include advertising or promotional expenses, 
product samples, training, rent, travel, telephone and Internet 
costs, and miscellaneous expenses. The compensation 
summarized below is not necessarily representative of the 
compensation, if any, that any particular Member will receive. 
These figures should not be considered as guarantees or 
projections of your actual compensation or profits. Success 
with Herbalife results only from successful product sales 
efforts, which require hard work, diligence and leadership. 
Your success will depend upon how effectively you exercise 
these qualities.


*" 73%, based on a survey of former U.S. Members by Lieberman Research Worldwide, Inc. riRW") in January 2013, with a margin of error of 3.7%, 
Prices quoted are for Puerto Rico as of April 20 M, and are subject to change. For current prices, see OoDonunitv.herbalife.com.
If requested within 90 days for the return of the HMP and one year for the return of resalable inventory, upon leaving the business.


'■*' Sales Leaders are Members who achieved the level of Supervisor or higher. See details on Herbalife's Sales & Marketing Plan at of.MvHerbatife.com. 
69.1% of Sales Leaders as of February 1, 2013, requalified by January 31. 2014 (including 67.7% of first lime Sales Leaders).
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Members*
Economic Opportunity The economic rewards for single-level Members are the wholesale pricing received bn products (or consumption by the 


Member and his.or her family as well as the opportunity to retail product to non-Members. Neither of these rewards are 
payments made by the company and therefore are excluded from this chart.


Number


Wholesale pnce on product purchases 
Retail profit on sales to non-Members


16.058 77.0%


Members.
In addition to the economic rewards of the single-level Members above, which are not included In this chart, certain 
non-Sales Leaders v/ith a downline may be eligible for payments from Merbalife for wholesale commissions on downline 
product purchases made directly with Herbalife.


Economic Opportunity
. Number


• Wholesale price on product purchases
• Retail profit on sales to non-Members
• Wholesale profit on sales to another Member


153 of the 270 etigible Members earned such payments in 2013. 
The average total payments to the 153 Members was (USD) 99.


Single-Level Members (No Downline)


Non-Sales Leaders With a Downline


Sales Leaders With a Downline


Economic Opportunity
Members All Sales Leaders with a Downline


Number %. Average Payments from Herbalife (USD) Number of Members % of Total Grouping Average Gross 
Payments (USD)


• Wholesale price on product purchases
• Retail profit on sales to non-Members
• Wholesale profit on sales to another Member
• Multilevel compensation on downline sales


• Royalties
• Bonuses


2.555 12.2%


>50,000 44 1.7% 164.213
25.001-50.000 40 1.6% 34,885
10.001-25.000 87 3.4% 16,164
5,001-10,000 113 4.4% 6,969
1,001-5,000 518 20.3% 2,211


1-1,000 1,390 54.4% 334
0 363 14.2% 0


Total • 2,555 100.0% 4.863


This chart Includes all 
Commissions. Royalties and 
Bonuses paid by Herbalife. It 
does not inctude amounts earned 
by Members on their sales of 
Herbalife^ products directly to 
others.


*a57 oi the 16.058 single-tfivel Members are .Sales teailers withoirt a downline.


The majority of those Members who earned in excess of (USD) 50,000 from Herbalife in 2013 had reached the level of 
Herbalife's President's Team. During 2013, ten Puerto Rican Members achieved the level of President's Team. They averaged 
five years as an Herbalife Member before reaching President's Team, with the longest duration being 12 years and the shortest 
being less than three years.


Rev. 05/13/13
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Qualifications by Team Level
Following is an easy-to-understand graph of qualifications for each team level. 
Qualifications Waiting and Earning Periods


Team
Achieve required Royalty 
Points each month for 3 


consecutive months
Waiting Period Earning Period


Global Expansion Team (GET) 1,000 1 None 12 months from Fully Qualified/Requalified Date


Millionaire Team (MILL) 4,000 2 months 12 months after waiting period is complete


President's Team (PRES) 10,000 3 months 12 months after waiting period is complete


PRES 20K (20K) 20,000 1 3 months 12 months after waiting period is complete


PRES30K (30K) 30,000 1 3 months 12 months after waiting period is complete


PRES 50K (50K) 50,000 i
(


! 3 months
I 12 months after waiting period is complete


Production Bonus Earning % Requirements
Once you have qualified and/or requalified for a particular TAB Team earning % level, the following must 
be achieved in each of the earning months to receive a TAB Team Production Bonus ("PB" on the following 
table) during your earning period:


Total Royalty Points Royalty Points Royalty Points Royalty Points Royalty Points Royalty Points
Max Earning Volume Required for Required for Required for Required for Required for Required for


% Level Points Max 2% Max 4% Max 6% Max 6.5% Max 6.75% Max 7%
Required TAB Team PB TAB Team PB TAB Team PB TAB Team PB TAB Team PB TAB Team PB


2% 5,000 1,000


4% 3,000 1,000 4,000


6% 2,500 1,000 4,000 10,000


6.5% 2,500 1,000 4,000 10,000 20,000


6.75% 2,500 1,000 4,000 10,000 20,000 30,000


7% 2,500 1,000 4,000 10,000 20,000 30,000 50,000
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TAB TEAM PRODUCTION BONUS 
PAYOUT GUIDELINES


To help you better understand the TAB Team Production Bonus Payout, we've put together the following guidelines.


• When a TAB Team in your downline earns a TAB Team Production Bonus at a lower % level than you, you will earn the 
% difference on their downline. For example, if you earn a TAB Team Production Bonus at the 6% level and your downline 
TAB Team earns a TAB Team Production Bonus at the 2% level, you will earn 6% on that TAB Team and the remaining 4% 
TAB Team Production Bonus on their downline organization down to the next TAB Team Production Bonus earning member. 
Your TAB Team Production Bonus earnings below those downline TAB Team earners will depend upon the earning % of 
each TAB Team.


• When a downline TAB Team earns a TAB Team Production Bonus at the same % level as you, you will earn on that TAB 
Team, but you will be unable to earn a TAB Team Production Bonus on their downline.


• When a downline TAB Team earns a TAB Team Production Bonus at a higher level than you, you will be unable to earn a TAB 
Team Production Bonus on that downline and their organization.


• Remember, to be eligible to receive the TAB Team Production Bonus, your completed TAB Team Production Bonus 
Acknowledgment Form must have been accepted and approved by Flerbalife, and all other terms and conditions must be met.


Production Bonus Eligibility Period Examples
Qualification Period Global Expansion Team (GET)


JAIM FEB MAR APR MAY 1 JUN JUL AUG SEP OCT NOV DEC JAN FEB MAR APR MAY JUN


1,000
Royalty
Points


1,000
Royalty
Points


1,000
Royalty
Points


Eligible to earn 2% TAB Team PB from April to March


Requalification Period from April to March


Qualification Period Millionaire Team
JAN FEB MAR APR 1 MAY JUN JUL AUG 1 SEP OCT NOV DEC JAN FEB MAR APR MAY JUN


4,000
Royalty
Points


4,000
Royalty
Points


4,000
Royalty
Points


Waiting
Period Eligible to earn 4% TAB Team PB from June to May


Requalification Period from April to March


Qualification Period President’s Team
JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC JAN FEB MAR APR MAY JUN


lOK, 20K, 30K, 50K 
Royalty Points 


X 3 months


Waiting Period Eligible to earn 6% TAB Team PB from July to June


Requalification Period from April to March


Production Bonus Requalification
To continue earning your TAB Team Production Bonus, you need to requalify at your team level or above. Flere's how you do 
just that:


Requalification


To remain at your earning level, simply achieve three consecutive months of Royalty Point requirements (same as original 
qualification) every year during your requalification period.


Please note: When you qualify for any Team status, you retain that status regardless of your TAB Team Production Bonus 
earning % level (unless you achieve a higher TAB Team status or are demoted as a Supervisor).


If you don't requalify for any TAB Team Production Bonus earning % level during your last requalification period and later qualify 
for the same level, you will need to observe the waiting period before you start earning at that level.


Requalification Period


To allow you ample time to requalify and continue to earn your TAB Team Production Bonus, you have a 12-month time frame 
from your last Team qualification/requalification date.
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GLOSSARY OF TERMS


The following terms are used throughout this text. Some have 
specific Herbalife connotations, so please become familiar 
with them and make them a part of your vocabulary as quickly 
as possible.


Blocking: As a Production Bonus earner, when you have a 
Production Bonus earner below you earning at a higher 
Production Bonus earning percentage, you will be 
"blocked" from earning on that Production Bonus earner 
as well as their downline organization.


Commission: The difference between the discounted price 
paid by the Sponsor and the price paid by the downline. It 
is also known as Wholesale Profit.


Customer: Anyone who is not an Herbalife Member who 
purchases Herbalife products at retail price.


Cut Off: As 3 Production Bonus earner, when you have a 
downline Production Bonus earner earning an equal 
Production Bonus earning percentage, you will be able to 
earn your eligible Production Bonus percentage on volume 
down to and including that person, but will be "cut off" 
from earning a Production Bonus on any lineage below 
that person. When you have a downline Production 
Bonus earner earning at a lower Production Bonus earning 
percentage than you are, you will earn your full Production 
Bonus percentage down to and including the volume of 
that Production Bonus earner and earn the percentage 
difference on their downline below. For example, if your 
Production Bonus earning percentage is 6% and the 
Production Bonus earning percentage of the person 
downline is 4%, you'll earn 6% on volume down to and 
including the volume of that person and 2% (6% to 4%) 
on the volume down to the next Production Bonus earner. 


Distributor: Any Herbalife Member who has risen to the 
level of Supervisor, or above in Herbalife is also referred 
to as a Distributor.


Discount Scale: An earned discount of 35% to 50% which 
is allowed after reaching specified sales goals. 


Downline Organization: All Members personally 
sponsored by you as well as all other persons sponsored 
by them.


Earn Base: The value assigned to a product, in local 
currency, on which discounts and earnings are calculated, 


First-Level Member: All Herbalife Members you personally 
sponsor are considered your First Level.


Fully Qualified Supervisor: A Distributor who has met all 
the requirements for Supervisor qualification and is now 
entitled to all Supervisor privileges.


CONFIDENTIAL


HAP Member: A Member who activates the regular 
monthly automatic ordering procedure called Herbalife 
Advantage Program (HAP). The HAP Program is not 
available for the residents of Puerto Rico.


Lineage: All Members who are part of one organization as 
a result of sponsoring or being sponsored.


Member: Anyone who purchases an Official Herbalife 
Member Pack (HMP) and submits to Herbalife a valid and 
complete Membership Application and whose Application 
has been accepted by Herbalife.


Production Bonus: A bonus of 2%, 4%, or 6% to 
7% on downline Organizational Volume earned by 
eligible members of the TAB Team who meet certain 
requirements.


Profit, Retail: The difference between the discounted 
product price paid by a Member and the retail price paid 
by a customer.


Profit, Wholesale: The difference between the discounted 
price paid by the Sponsor and the price paid by the 
downline. Also known as Commission.


Qualified Producer: A Member who accumulates 2,500 
personally purchased Volume Points within 1 to 3 months 
and is entitled to purchase at a 42% discount and earn 
split commissions. This status can be reached by utilizing 
up to 1,000 Downline Volume Points, with the remaining 
1,500 as Personally Purchased Volume.


Qualifying Month: The month in which a Member achieves 
the required volume for Supervisor qualification.


Qualifying Supervisor: A Member who has achieved the 
required Volume Points toward Supervisor Qualification 
in their qualifying month. Assuming that all qualifications 
are met, they will be recognized as a Fully Qualified 
Supervisor on the first of the following month. A 
Qualifying Supervisor is eligible to purchase from 
Herbalife at a temporary 50% discount.


Royalty Override: A payment ranging from 1% to 5% made 
to Fully Qualified Supervisors on the Monthly Volume of 
their three levels of active downline Supervisors.


Royalty Points: Used for qualification purposes, this is the 
sum of a Supervisor's Qrganizational Volume times their 
royalty earnings percentage.


Royalty Roll-Ups: Herbalife pays Supervisors the full 
5% for each of three active downline Supervisor levels. 
Royalty Roll-Ups are paid to the appropriate upline 
Supervisor(s) when a downline Supervisor earns less 
than the maximum 5% Royalty Qverride payout per level. 
In these instances, the difference between 5% and the 
Supervisor's earning percentage (1 % to 4%) results in the 
Royalty Roll-Ups.
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Senior Consultant: A Member who has qualified to 
purchase at 35% to 42% discount.


Split Commission: The commission earned from a 
downline purchasing at less than 42% discount. A 
commission of 7% or 17% is first paid to the first upline 
Qualified Producer and the remaining 8% is paid to the 
first upline Fully Qualified Supervisor.


Sponsor: A Member who brings another individual into 
Herbalife.


Success Builder: A Member who places an order of 1,000 
Volume Points at 42% discount.


Supervisor's Personal Organization: Includes all 
Members in the Supervisor's downline who are at 
Member, Senior Consultant, Success Builder, Qualified 
Producer and Qualifying Supervisor levels,


TAB Team: A Distributor who has met all the requirements 
for GET, Millionaire Team or President's Team.


10 Retail Customers Rule: A Member must make sales to 
at least 10 separate retail customers each month to qualify 
and receive Royalty Qverrides and Production Bonus.


The 70% Rule: In any given month, a Member must sell 
to retail customers, and/or sell at wholesale to downline 
Members, at least 70% of the total value of Herbalife 
products they hold for resale, in order to qualify for TAB 
Team and to earn and receive Royalty Qverrides and 
Production Bonus for that month's business.


Upline Organization: Your Sponsor and their Sponsor and 
their Sponsor's Sponsor, and so on.


Volume, Downline: As a non-Supervisor, Downline Volume 
is based on volume which is placed by your downline 
Members directly from Herbalife ordering between 25% 
to 42% discount.


Volume, Encumbered: All volume produced by anyone 
in your personal organization who has achieved 2,500 
Volume Points or more in one Volume Month. This is 
volume being used by them for Supervisor qualification 
purposes.


Volume, Group: Qrders purchased at a temporary 50% 
discount, by Qualifying Supervisor(s) in a Supervisor's 
personal organization.


Volume, Matching: The Total Volume a sponsoring 
Supervisor must have in a given month to equal or exceed 
the volume achieved by their downline Member(s) who 
are qualifying for Supervisor.


Volume, Organizational: The volume on which a 
Supervisor is paid a Royalty Qverride.


Volume, Personal: The volume from orders purchased 
by you as a Fully Qualified Supervisor and all others in 
your downline organization, excluding any 50% orders by 
Qualifying Supervisors and Qualified Supervisors.


Volume, Personally Purchased: The volume from 
orders purchased directly from Herbalife using your 
Herbalife Identification Number,


Volume, Total: The combined total of Personal Volume plus 
Group Volume.


Volume, Unencumbered: All volume produced by anyone 
in your personal organization who has achieved less than 
2,500 Volume Points in one Volume Month, and all your 
own Personal Volume. Volume that is not used by anyone 
else for Supervisor qualification purposes.


Volume Point: A point value assigned to each Herbalife 
product that is equal in all countries. Volume Points are 
used for qualification and bonuses.
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THE HERBALIFE 
SATISFACTION GUARANTEE


Herbalife guarantees the quality of any product which 
carries the Herbalife name and certifies that the products 
manufactured for it meet high standards of freshness and 
purity for customer use.


We are confident that our consumers will find our products 
satisfactory in every way. However, if for any reason, a retail 
customer is not completely satisfied with any Herbalife 
product purchased from an Herbalife Member, the customer 
may request a refund from the Member within 30 days from 
the date the customer receives the product. The customer will 
be instructed to return the unused portion of the product, or 
the original product labels, or the empty product containers, 
along with a copy of the retail receipt/copy of the Retail Order 
Form, to the Member from whom the customer purchased 
the product. The Member must offer the customer a full 
credit toward the purchase of other Herbalife products or a 
full refund of the purchase price.


Similarly, subject to certain conditions, Members who 
purchase a product for their own consumption and who are 
not satisfied with the product, may return it within 30 days 
(from the date they received the product) in exchange for 
other product. To initiate the exchange, contact the Refunds 
& Repurchase Department at 310-410-9600 extension 43132 
fora "Return Authorization Number."


Member Must Honor Guarantee 
Herbalife's Satisfaction Guarantee is limited only by the terms 
of certain specific warranties attached to or packaged with 
certain products and does not apply to any product intentionally 
damaged or misused. If the retail customer is not satisfied, 
the Member must honor the product guarantee quickly and 
courteously, according to the instructions that follow.


A Member is required to fully complete and provide an official 
Herbalife Retail Order Form with each retail sale made. It is 
important for the customer to know how to reach the Member 
for more products, questions, etc. The Member must maintain 
a copy of the Retail Order Form for their records so they can 
properly follow up with their customer.


If, however, a customer requests a refund, then the Member 
must complete a Request for Refund Form, a copy of which 
is included in the "Sample Forms" section of this book. The 
Member is to calculate the amount of the customer's refund 
or credit due, have the customer sign the Refund Form, and 
immediately pay the refund to the customer or apply their 
credit to other products.


The Member may then submit the Request for Refund Form, 
a copy of the customer's original Retail Order Form, along 
with the unused portion of the product, or the original product 
labels, or the empty product containers to Herbalife within 
30 days of making the refund to the customer. Herbalife will 
exchange the returned product with the identical replacement 
product for the Member as soon as all the required 
documentation has been received. In the case of a Member 
returning product, there may be additional inquiry to ensure 
that the reason for the return is the Member's dissatisfaction 
as a consumer of the products returned.


CONFIDENTIAL HLF 000350







ORDERING PROCEDURES


This section of the Career Book is designed to acquaint you 
with Herbalife’s administration policies, which ensure the 
smooth flow of daily business activity.


Every profitable enterprise establishes clear guidelines for the 
conduct of its own business.The rules provide the parameters 
within which the business operates freely. Many of the rules 
relating to the conduct of business are applied externally, 
by government, regulatory bodies, consumer legislation, 
or industry codes and practices. In addition to the rules 
governing companies in the United States, other countries 
and the direct-selling industry, Herbalife has developed a set 
of rules for the conduct of an Herbalife Membership, to ensure 
the maximum fairness and protection for all Members.


These rules provide consistency, security, integrity and 
honesty, enabling the Company, Members, Distributors and the 
public to enjoy total confidence in the system and respect for 
our industry.


Please read and become familiar with these policies 
and procedures.


Ordering Procedures
To place your orders via phone, mail or email, or to place and 
pick up your orders in person, please contact Herbalife at 
866-866-4744. For TTY assistance please contact 800-503-6180.


Important OrderingTips


As soon as you have become a Member, you may purchase 
from your Sponsor, your first upline Supervisor, or directly 
from Herbalife.


Once you qualify as an Herbalife Supervisor, you must 
always purchase directly from Herbalife. There are several 
convenient methods you may use to place an order directly 
with Herbalife: telephone, mail or in person at an Herbalife 
Sales or Distribution Center. All orders will be shipped on 
the next business day, whenever possible, if all moneys 
have cleared. Please remember that our ordering process 
is computerized, so once you complete your order it cannot 
be adjusted or altered in any way. Therefore, no matter what 
method you choose to place your order, it is important that 
you prepare your order in advance to ensure accurate and 
speedy processing.


All orders must be paid in full, confirmed and processed 
for Herbalife to release the order. Please always have the 
following information readily available.
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• Prepare your order in advance to ensure accurate and 
speedy processing.


• Clearly indicate order month.


• Have your Herbalife Identification Number ready.


• Have the name and Identification Number of your Sponsor 
and upline Fully Qualified Supervisor (FQS).


• Have shipping method and shipping address, recipient's 
name and corresponding telephone number (if applicable),


• Provide the appropriate discount percentage.


• Provide method of payment and appropriate details (i.e., 
credit card number, expiration date. Automatic Payment 
System [APS] PIN number, etc.).


• All calculations - prices, discounts. Volume Points, and taxes 
of the city/county/state to which you are shipping. (Please 
have the correct ZIP code available.) Refer to the latest U.S. 
price list on MvHerbalife.com.


• Provide the stock number(s), description and quantity of the 
item(s) you are ordering.


• Complete all calculations and totals.


Mail Orders
All orders must be completely filled out, with appropriate 
payment included. Herbalife sells in individual units, only as 
specified on the order form.


Depending on the method of mail, you should address your 
orders as follows:


VIA REGULAR MAIL
Herbalife International of America, Inc.


Attn: Sales Order Department 
PO. Box 80210 
Los Angeles, CA 90080-0210 
United States of America


VIA EXPRESS MAIL (e.g., Federal Express)


Herbalife International of America, Inc.
Attn: Sales Order Department 
950 West 190th Street 
Torrance, CA 90502-1001 
United States of America


To assure correct and prompt processing of your orders, 
make sure they are correctly and completely filled out, with 
an acceptable form of payment attached.
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Telephone Orders
To place your telephone orders, please call the Sales Order 
Department toll-free at 866-866-4744 between the hours of: 
Monday-Friday; 9:00 a.m.-6:00 p.m. (PT)


Saturday: 6:00 a.m,-2:00 p.m. (PT)
EOM: 9:00a.m.-12:00a.m. (PT)
Holidays: 9:00 a.m.-2:00 p.m. (PT) or Closed


Closed Sunday


TTY Assistance
TTY Users: 800-503-6180
Monday-Friday:


Closed Saturday and Sunday
9:00 a.m.-6:00 p.m. (PT)


After payment has cleared, your order will be transmitted.


Acceptable methods of telephone payment are:
• Major Credit Cards (Visa, MasterCard, American Express 


and Discover).


• Automatic Payment System (APS): approved applications 
must be on file at the World Home Office (must have 4-digit 
code). Contact the Sales Order Department for an APS 
Application.


• Wire Transfers must be bank-to-bank transactions.


Upon payment clearance, your order will be transmitted to the 
Distribution Center for shipment.


All telephone orders must be placed and fully paid by the close 
of business day on the designated "End of Month" (EOM) 
day. Please have your order ready before calling the Sales 
Order Department.


Walk-In Orders


If you are located near Los Angeles, Riverside or Tracy, CA; 
Memphis, TN; Dallas or Houston, TX; Phoenix, AZ; Chicago, IL; 
or Bronx or Brooklyn, NY, the fastest way to receive product(s) 
is to place, pay for and pick up your order in person at one 
of our Sales or Distribution Centers. The addresses of our 
U.S. Sales and Distribution Centers are listed below for your 
reference:


Los Angeles Distribution Center (LADC)


18431 S. Wilmington Avenue 
Carson, CA 90746 
Telephone: 310-952-0100
Monday-Friday: 9:00 a.m.-7:00 p.m, (PT)
Saturday: 9:00 a.m.-5:00 p.m. (PT)
Closed Sunday


Memphis Distribution Center 
5025 Crumpler Road 
Memphis, TN 38141 
Telephone: 901-795-5056


Monday-Friday: 8:00 a,m.-7:00 p.m. (CT)
Closed Saturday and Sunday


Dallas Sales Center 
8105 North Beltline Road, Suite 120 
Irving, TX 75063 
Telephone: 214-441-3333
Monday-Friday:
Saturday:


Closed Sunday


Phoenix Sales Center 
1606 E. University Dr,, Suite 109 
Phoenix, AZ 85034 
Telephone: 602-358-2066 
Monday-Friday:
Saturday:


Closed Sunday


10:00 a.m.-7:00 p.m. (CT) 
10:00 a.m.-3:00 p.m. (CT)


10:00 a.m.-7:00 p.m. (PT) 
10:00 a.m.-3:00 p.m. (PT)


Jamaica-Kingston Pick-Up Center 
S.K. D.R Company Ltd.
18 Hillcrest Ave.
Kingston, Jamaica 
Hours for Pick-up Only
Monday-Thursday: 8:30 a.m.-5:00 p.m.
Friday: 8:30 a.m.-4:30 p.m.
1 St Saturday after the 5th of the Month:


9:00 a.m.-12:00 p.m. 
(Jamaica Local Time)


Discovery Bay Pick-up Center 
RO. Box 160 Discovery Bay 
St. Ann, Jamaica 
Hours for Pick-up Only
Monday-Friday:


(Jamaica Local Time)


Puerto Rico Sales Center 
Ave. Jose (Tony) Santana 
Building #18 C-8 
Carolina, PR. 00979 
Monday-Friday:
Saturday:


Closed Sunday


9:00 a.m.-5:00 p.m.


11:00 a.m.-7:00 p.m. (PT) 
9:00 a.m.-2:00 p.m. (PT)
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Chicago Quick Response Center 
200 Howard Avenue, Suite 232 
Des Plaines, IL 60018-5910 
Telephone: 847-298-9533
Monday, Wednesday and Friday: 10:00 a.m.-6:00 p.m. (CT) 
Tuesday andThursday: 12:00 p,m.-8:00 p.m. (CT)
Saturday: 10:00 a.m.-3:00 p.m. (CT)
Closed Sunday


Bronx Quick Response Center 
2359 Hollers Avenue 
Bronx, NY 10475 
Telephone: 718-708-7020
Monday, Wednesday and Friday: 10:00 a.m.-6:00 p.m. (ET) 
Tuesday andThursday: 12:00 p.m.-8:00 p.m. (ET)
Saturday: 10:00 a.m.-3:00 p.m. (ET)
Closed Sunday


Tracy Quick Response Center 
470 West Larch Road, Suite 10 
Tracy, CA 95304 
Telephone: 209-832-4110
Monday and Wednesday: 12:00 p.m.-8:00 p.m, (PT)
Tuesday, Thursday and Friday: 10:00 a.m.-6:00 p.m. (PT)
Saturday: 10:00 a.m,-3:00 p.m. (PT)
Closed Sunday


Houston Quick Response Center 
4702 N. Sam Houston Pkwy. W., Suite 130 
Houston, TX 77086 
Telephone: 281-895-8193


Monday, Wednesday and Friday: 10:00 a.m.-6:00 p.m. (CT) 
Tuesday andThursday: 12:00 p.m.-8:00 p.m. (CT)
Saturday: 10:00 a.m.-3:00 p.m. (CT)
Closed Sunday


Riverside Quick Response Center 
7560 Jurupa Avenue 
Riverside, CA 92504 
Telephone: 951-689-4444


Monday and Wednesday: 12:00 p.m.-8:00 p.m. (PT)
Tuesday, Thursday and Friday: 10:00 a.m.-6:00 p.m. (PT)
Saturday: 10:00 a.m.-3:00 p.m. (PT)
Closed Sunday


Brooklyn Quick Response Center 
919 Flushing Avenue 
Brooklyn, NY 11206 
Telephone: 718-381-9610


Monday, Wednesday and Friday: 10:00 a.m.-6:00 p.m. (ET) 
Tuesday, Thursday: 12:00 p.m.-8:00 p.m. (ET)
Saturday: 10:00 a.m.-3:00 p.m. (ET)


Closed Sunday
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San Jose Quick Response Center 
1430Tully Road, Suite 417 
San Jose, CA 95122 
Telephone: 408-280-0444 
Fax: 408-724-8380


Monday, Wednesday: 12:00 p.m.-8:00 p.m. (PT)
Tuesday, Thursday, Friday: 10:00 a.m.-6:00 p.m, (PT)
Saturday: 10:00 a.m.-3:00 p.m. (PT)


Closed Sunday


All walk-in orders must be placed and fully paid by the close 
of business day at the respective Sales or Distribution Center 
on the designated EOM day. Please have your order ready 
before handing it to a Sales Order Representative. You must 
have your Herbalife ID number, photo ID and order number 
with you when you pick up your order.
Cashier's checks, money orders, most major credit cards, 
wire transfers or cash are the acceptable terms for purchasing 
products and other materials through the Herbalife Sales or 
Distribution Centers.


Payment Policy
Please note that all orders must be paid in full, processed 
and accepted for Herbalife to ship and release the order. 
The following are acceptable methods of payment:


Personal Checks
Those who become Supervisors and who have been fully 
qualified for 30 days may use (in addition to the previously 
listed methods of payment) personal checks to purchase 
products. A check-writing policy of $5,000 in one day is the 
maximum amount allowed. Any order in excess of this amount 
must be paid for by one of the methods previously noted.


Guaranteed Checks
Cashier's checks, traveler's checks and money orders, which 
must be made out to Herbalife International of America, Inc,, 
and must be in U.S. dollars only. Guaranteed checks may be 
used for mail and walk-in orders only.


Most Major Credit Cards
Visa, MasterCard, American Express (dollar amount is at 
Amex's discretion, mostly under $200.00) and Discover. The 
credit card must be in the name of the purchaser. Credit cards 
may be used for telephone, mail and walk-in orders.


Cash


U.S. dollars only. Cash may be used for walk-in orders only. 
Please do not mail cash I


Automatic Payment System (APS)


To speed up and simplify the processing of your telephone 
order. Supervisors who have been fully qualified for 30 days 
may authorize Herbalife to deduct the exact amount from their 
bank or other financial institution as payment for their order.
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WireTransfers


• Members may purchase products from Herbalife by 
bank-to-bank transaction.


• Wire transfers must be initiated by the designated 
End of Month (EOM) day, and must be received'no later 
than the 5th of the following month (regardless of what day 
the actual EOM falls on).


• You must reference your Herbalife ID Number and order 
number with your transfer.


• If you wish to use this method, contact Herbalife's Sales 
Order Department for the correct procedure.


• Wire transfer orders will be shipped when the correct 
payment is received by Herbalife.


Shipping Procedures
All orders will be shipped on the next business day, whenever 
possible, if all moneys have cleared. You must indicate the 
method of shipment as applicable (e.g., air, EedEx, motor 
freight, etc.) on each order.


Selecting the right method of shipment for your order is an 
important decision. You will want to keep the freight cost as 
low as possible and at the same time, get the best results in 
terms of service. The decision must be based on distance, 
weight and size of the order, and how rapidly you want it 
delivered. You should call the various freight carriers in your 
area for rates and service details. However, here is some 
general information on how they work:


Federal Express (FedEx) Home Delivery
Federal Express home delivery is our standard ground carrier.
This may be one of your best options for shipping.


Things to Remember:
• FedEx Home Delivery takes typically three to five working 


days Tuesday to Saturday for delivery. It is recommended 
that someone be available at the "ShipTo" address to 
accept the shipment. (You may desire to address your 
shipment to your neighbor, friend, relative, etc.)


• Herbalife allows a maximum weight of 48 pounds per box.


• When your shipment consists of several boxes, they may 
not all be delivered at the same time. (If this happens, 
simply allow two [2] additional days for the balance of the 
shipment to be delivered.)


All orders to be shipped via FedEx are shipped from the 
Los Angeles and Memphis Distribution Centers on a freight 
prepaid basis. When you request FedEx as the method 
of shipment on an order, your delivery and freight will be 
calculated as indicated in the following ground chart.


FedEx Home Delivery
Rate . times (X) Retail Value i
4.25% $1,000 and Up
;4.75% $700-$999,99 1
5.25% $400-$699.99
.5.75% $125-,$399.99
$7.50 Minimum $0-$124.99
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Examples:


A) $400 retail value x 5.25% = $21.00 freight cost
B) $130 retail value x 5.75% = $7.48 freight cost
C) $124.99 retail value - add $7.50 minimum freight cost 
Please be sure to include the shipping costs in your payment 
to avoid any delay in processing and shipping your order.


FedEx 2 and 1 Day Delivery ^ . ~|
FedEx - 2 Day 7.75% - $11 minimum 
FedEx -1 Day 'll.75% - $19 minimurri


Motor-Freight Carrier


When your order weight exceeds 100 pounds, you may want 
to consider a motor-freight carrier. Generally you will pay for a 
minimum of 100 pounds of freight.


Things to Remember:


• All truck shipments are made on a freight-collect basis.


• This service will range from overnight delivery to five (5) or 
more working days, depending on the distance between 
the shipping point and the destination.


• Door-to-door delivery is provided to most locations or, upon 
request, your order may be held at the dock for pickup.


• Generally, the complete shipment is delivered at once.


• If door-to-door is requested, there must be someone 
available at the "ShipTo" address to accept the shipment.


• The heavier the shipment, the lower the freight rate per 
pound. For more detailed information, call your local 
trucking companies.


Air Shipping
Special rates are available for almost any shipment size, 
but when your order weighs over 200 pounds, it may be 
to your advantage to consider the delivery time and the 
possible cost savings. The airfreight industry is becoming 
very cost competitive with ground-freight transportation. 
Convenient special freight-cost programs are available through 
most airlines. For example, E and EH Disposable Corrugated 
Air Containers can be shipped at special rates, or you can 
take advantage of the special rates of the deferred airfreight 
programs.
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Things to Remember:
• All air shipments are made on a freight-collect basis.


• Airfreight offers the fastest means of transportation.


• They offer call-upon-arrival service.


• Your order can be delivered to your door.
(This requires an additional charge, and someone must be 
available to accept the shipment.)


• Shipments may be held at the airport terminal for pickup.


• Weekend service is available at most major airports.


• Air containers have special rates. (When using this method, 
remember that the total cubic footage cannot be 100% 
utilized due to the variance of product dimensions.)


• Please specify the airport of destination, or the airline will 
ship to the airport closest to the "ShipTo" address.


• There is excellent traceability. For more specific information, 
call the airfreight carriers at the airport(s) closest to you.


Air- andTruck-Freight Insurance
Herbalife recommends that you insure your air and truck 
shipments at their full discounted value for a small premium. 
Typically the cost of the airfreight insurance is approximately 
40 cents for each SlOO declared value. For example, if you are 
a Supervisor placing a $2,000 retail order at a 50% discount, 
you are paying $1,000. If you declare this $1,000 as your 
freight value, your full insurance coverage will cost $4. When 
ordering, indicate in the shipping instructions that you wish to 
have your order "insured at full value." The additional insurance 
amount will be added to your freight charges. Without the 
insurance, you can only collect the amount determined by the 
freight company policy. (Flat and per pound rates vary from 
carrier to carrier, but tend to be in the area of 50 cents to 60 
cents per pound.)


When Receiving Your Shipment 
All Flerbalife® products are in perfect condition when the 
carrier takes possession of the shipments at our Distribution 
Center loading docks. Upon receipt of your package, here are 
some things to remember:


• Your signature means that you have received your shipment 
in a satisfactory manner (unless otherwise specified).


• Determine the number of boxes your shipment includes, 
either by the packing slip or by the number of boxes marked 
on top of each box (e.g., 1 of 3, 2 of 3, etc.),


• Only sign "Received" for the number of boxes actually 
received.


• Check your shipment for obvious outside damages. (Even 
though there is no apparent damage on the outside of a box, 
some damage may have occurred inside.) See "Shipping 
Inquiries and Claims" below.
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• Note any damages and/or box shortages on the carrier's 
delivery documents. (FedEx may not deliver all boxes the 
same day.)


Shipping Inquiries and Claims


For any specific inquiry or problem associated with a particular 
shipment (damaged and lost order claims, etc.) please 
call Flerbalife's Order Support Department toll-free at 
866-866-4744.


FedEx Home Delivery Claims


• FedEx lost shipments (complete or partial) must be reported 
to Herbalife International within seven (7) days after the 
estimated time of arrival.


• Any hidden damages found on a FedEx delivery, discovered 
after the FedEx driver has left, must be reported to your 
local FedEx office immediately. FedEx will send a driver 
to pick up the damaged items for inspection. Keep the 
damaged items in the original package as found, including 
all packing material and the master container.


• FedEx will forward a copy of the damage-inspection 
report to the Herbalife Distribution Center that originated 
the shipment.


• The Distribution Center, upon receiving this report, will 
initiate the proper FedEx claim(s) procedures and follow up 
to completion.


• In some instances, FedEx may desire not to send an 
inspector to pick up the damaged items. However, the 
damage report will still be generated, and the same 
procedure as above will take effect. In either case, you will 
be given a control number from FedEx.


(VIonth-End Ordering Guidelines 
General - United States


The Herbalife U.S. Sales Order Department, as well as all 
Herbalife International Sales Order Departments, will be open 
extended business hours on the designated End of (Ylonth 
(EOM): Distribution Centers will be open regular business hours 
that day.


A. Business Hours
1. Sales Order Department:


English and Spanish Lines
Monday-Friday: 9:00 a.m.-6:00 p.m. (PT)


Saturday: 6:00 a.m.-2:00 p.m. (PT)
EOlVI: 9:00a.m.-12:00a.m. (PT)
Holidays: 9:00 a.m.-2:00 p.m. (PT)


or Closed 
Closed Sunday


2. TTY Users: 800-503-6180
(VIonday-Friday: 9:00 a.m.-6:00 p.m. (PT)


Closed Saturday and Sunday
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3. Los Angeles Distribution Center (LADC):
Monday-Friday: 9:00 a.m.-7;00 p.m. (PT)
Saturday: 9:00 a.m.-5:00 p.m. (PT)
Closed Sunday


4. Memphis Distribution Center:
Monday-Friday: 8:00 a.m.-7:00 p.m. (CT)
Closed Saturday and Sunday


5. Dallas Sales Center: 
Monday-Friday:
Saturday:


Closed Sunday


6. Phoenix Sales Center: 
Monday-Friday:
Saturday:


Closed Sunday


7. Puerto Rico Sales Center 
Monday-Friday:
Saturday:


Closed Sunday


10:00a.m.-7:00 p.m. (CT) 
10:00 a.m.-3:00 p.m. (CT)


10:00 a.m.-7:00 p.m. (PT) 
10:00 a.m.-3:00 p.m. (PT)


ll:00a.m.-7:00 p.m. (PT) 
9:00 a.m.-2:00 p.m.


8. Jamaica-Kingston Pick-Up Center:
Monday-Thursday: 8:30 a.m.-5:00 p.m.
Friday: 8:30 a.m.-4:30 p.m.
1 st Saturday after the 5th of the Month:


9:00 a.m.-12:00 p.m. 
(Jamaica Local Time)


9. Discovery Bay Pick-up Center:
Monday-Friday 9:00 a.m.-5:00 p.m.
(Jamaica Local Time)


10. Chicago Quick Response Center:
Monday, Wednesday, Friday: 10:00 a.m.-6:00 p.m. (CT) 
Tuesday and Thursday: 12:00 p.m.-8:00 p.m. (CT)
Saturday: 10:00 a.m.-3:00 p.m. (CT)
Closed Sunday


11. Bronx Quick Response Center;
Monday, Wednesday, Friday:


10:00 a.m.-6:00 p.m. (ET) 
Tuesday andThursday: 12:00 p.m.-8:00 p.m. (ET)
Saturday: 10:00 a.m.-3:00 p.m. (ET)
Closed Sunday


12. Tracy Quick Response Center.
Monday and Wednesday: 12:00 p.m.-8:00 p.m. (PT)
Tuesday, Thursday, Friday: 10:00 a.m.-6:00 p.m. (PT)
Saturday: 10:00 a.m.-3:00 p.m. (PT)
Closed Sunday


13. Flouston Quick Response Center:
Monday, Wednesday, Friday: 10:00 a.m.-6:00 p.m. (CT) 
Tuesday andThursday: 12:00 p.m.-8:00 p.m. (CT)
Saturday: 10:00 a.m.-3:00 p.m. (CT)
Closed Sunday


14. Riverside Quick Response Center:
Monday and Wednesday: 12:00 p.m.-8:00 p.m. (PT)
Tuesday, Thursday, Friday; 10:00 a.m.-6:00 p.m. (PT) 
Saturday: 10:00 a.m.-3:00 p.m. (PT)
Closed Sunday


15. Brooklyn Quick Response Center:
Monday, Wednesday, Friday: 10:00 a.m.-6:00 p.m, (ET) 
Tuesday, Thursday: 12:00 p.m.-8:00 p.m. (ET)
Saturday: 10:00 a.m.-3:00 p.m. (ET)
Closed Sunday


16. San Jose Quick Response Center:
Monday, Wednesday: 
Tuesday, Thursday, Friday: 
Saturday:


Closed Sunday


12:00 p.m.-8:00 p.m. (PT) 
10:00a.m.-6:00 p.m. (PT) 
10:00 a.m.-3:00 p.m. (PT)
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B. Business Numbers/Addresses


1, World Operations Home Office
a. Toll-Free Number (Member Services in English 


and Spanish): 866-866-4744
b. TTY Users: 800-503-6180
c. HAP Order Line: 866-866-4744
d. Mailing Address


Herbalife International of America, Inc.
Sales Order Department
RO. Box 80210
Los Angeles, CA 90080-0210


e. Express Mail Only
Herbalife International of America, Inc.
Sales Order Department 
950 West 190th Street 
Torrance, CA 90502


2, Los Angeles Distribution Center (LADC)
(Walk-In and Pickup Service)
Herbalife International of America, Inc.
18431 S. Wilmington Avenue
Carson, CA 90746


3, Memphis Distribution Center 
(Walk-In and Pickup Service)
Herbalife International of America, Inc.
5025 Crumpler Road
Memphis, TN 38141


4, Dallas Sales Center 
(Walk-In and Pickup Service)
8105 North Beltline Road, Suite 120 
Irving, TX 75063
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5. Phoenix Sales Center 
(Walk-In and Pickup Service)
1606 E. University Dr., Suite #109 
Phoenix, AZ 85034


6. Puerto Rico Sales Center
Ave, Jose (Tony) Santana 
Building #18 C-8 
Carolina, RR. 00979


7. Jamaica-Kingston Pick-Up Center 
S.K. D.R Company Ltd.


18 Hillcrest Ave.
Kingston, Jamaica


8. Discovery Bay Pick-up Center 
RO. Box 160 Discovery Bay
St. Ann, Jamaica


9. Chicago Quick Response Center 
(Walk-In and Pickup Service)
200 Howard Avenue, Suite 232 
Des Plaines, IL 60018-5910


10. Bronx Quick Response Center 
(Walk-In and Pickup Service)
2359 Hollers Avenue
Bronx, NY 10475


11. Tracy Quick Response Center 
(Walk-In and Pickup Service)
470 West Larch Road, Suite 10 
Tracy, CA 95304


12. Houston Quick Response Center 
(Walk-In and Pickup Service)
4702 N. Sam Houston Pkwy. W., Suite 130 
Houston, TX 77086


13. Riverside Quick Response Center 
(Walk-In and Pickup Service)
7560 Jurupa Avenue
Riverside, CA 92504


14. Brooklyn Quick Response Center 
(Walk-In and Pickup Service)
919 Flushing Avenue


Brooklyn, NY 11206


For additional information on products, qualifications. Sales 
& Marketing Plan, etc., please contact the Member Services 
Department English and Spanish Lines:


Monday-Friday: 9:00 a.m.-6:00 p.m. (PT)
EOM: 9:00 a.m.-6:00 p.m. (PT)
Closed Holidays, Saturday and Sunday
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End of Month Ordering and Payment Deadlines 
The deadlines specified below are set to ensure accurate 
payment of Royalty Overrides to each and every Distributor.


• All orders MUST be received on or before the End of Month 
(EOM) day in order to count for that month's Volume. The 
EOM day is absolutely the last day for us to process your 
order in the current month.


• Telephone orders must be placed and fully paid by the end 
of business day on each country's specified EOM day.


• Mail orders must be postmarked on or before each country's 
specified EOM day and received by Herbalife NO LATER 
than the 5th of the following month. Appropriate payment 
must be included with the order.


• Walk-in orders must be placed and fully paid by close of 
business day on the specified EOM day.


• Wire transfers or postal payments must be initiated 
on or before each country's specified EOM day. These 
transactions must be received by Herbalife no later than 
the 5th of the following month.


• All payments for all orders placed on the EOM day must be 
processed, accepted and paid in full by the end of that same 
day to count for that month's Volume, no matter what day 
the EOM actually falls on.


• Herbalife shall not be held responsible for monetary 
transfers that are not deposited to our account by the 
specified deadline.


• Members are responsible for making whatever 
arrangements necessary to ensure payment is received on 
time and that adequate credit is available to assure approval 
of any credit card purchases. If payment is not received 
by the specified date, the order will count as the following 
month's Volume.


• If the EOM falls into the beginning of the next month, 
causing a dual Volume Month, Members are responsible 
for specifying the order month they wish the Volume of the 
order to count toward.


• International orders must be placed on or before the 
shipping country's End of Month date.


• Online, Mobile, Automated Sales Center and 'Auto 
Attendant orders (where applicable) must be placed and 
fully paid by the end of the business day on your country's 
specified EOM.


Tax Information U.S. Residents Only 
The following notes highlight key points of interest for 
Herbalife Members. These notes are not intended to 
cover all aspects of registration or taxation that may affect
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your organization, so we recommend that Members consult 
with their own tax or business advisor, or their local, state or 
federal taxation offices.


A. Federal/State IncomeTax and Reporting
1. Income tax laws in the United States, and in various 


states and municipalities within the United States, 
require that individuals with income from businesses 
report such income. Residents and those who are 
citizens of the United States, wherever resident, are 
required to file income tax returns reporting all of their 
income. Nonresidents may also need to report their 
U.S. income. Members are solely responsible for 
the proper reporting of their income and payment of 
their taxes.


2. It is important to establish and maintain a proper set of 
books and records for your business. Inexpensive manual 
and computerized systems are available, or you may 
prefer to hire an experienced bookkeeper. Under federal 
law, tax records should be maintained for a minimum 
of three (3) years, but it may be prudent to maintain 
them for a longer period.


3. Federal and state tax laws impose certain reporting 
requirements upon Herbalife. On or before January 
31 of each year, U.S. Members will be sent a Form 
1099 in which they must specify the amount of earnings 
(commissions, overrides, bonuses, etc.) they received 
during the prior calendar year. The form will also note 
whether the Member purchased $5,000 or more retail 
value of products. This information is also filed with the 
Internal Revenue Service (IRS), and from there is made 
available to the states.


4. For these reporting reasons, all Members in the 
United States and those who are citizens of the United 
States, wherever resident, must provide proper 
taxpayer identification numbers (usually their Social 
Security number or Individual Tax Identification 
Number). It is the Member's responsibility to assure 
that the name, legal address and taxpayer identification 
number are properly recorded in the Herbalife computer 
system and to immediately advise if a correction is 
needed. If such information is not correct, tax laws 
impose a "backup" withholding tax.The tax so withheld 
can be claimed by the Member on their individual 
income tax return as a prepayment of tax.


B. NonresidentWithholdingTax
1. All payments of commissions, overrides and bonuses 


resulting from U.S. orders are deemed by the IRS to 
be U.S. source income. As such, payments to upline 
Members residing outside the United States are
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subject to U.S. nonresident withholding tax 
(currently 30%).


2. On or before March 15 of each year, Herbalife will send 
a Form 1042-S to Members in which they will report 
the amount of earnings paid and the amount of U.S. tax 
withheld. Depending on the Member's situation and 
the laws of the Member's resident country, a refund 
from the IRS may be requested or relief from double 
taxation is often available. Affected Members are 
encouraged to consult with their tax advisors.


C. State and Local SalesTaxes


1. Many Herbalife products are taxable under the various 
states' sales tax laws. Members are primarily 
responsible for their own sales tax liability and should 
ensure they are in compliance with all applicable sales 
tax laws.


2. Herbalife has voluntarily registered in many states to 
pre-collect state sales taxes on behalf of Members and, 
thus, reduce the Members' compliance requirements. 
In these instances, sales tax is based on the ultimate 
retail price of products shipped for resale to these states. 
In some states. Members may obtain from the state 
and submit to Herbalife a resale/exemption certificate. 
By doing so, the Member retains primary responsibility 
for the collection, reporting and payment of all 
such taxes. For a list of these states, please contact 
the Member Services Department toll-free at 
866-866-4744.


D. Business Licenses and Registrations


Many cities or municipalities within the United States require 
that Herbalife Members register their business when starting 
their business activity. We recommend that U.S. Members 
contact their local government offices for information about 
these requirements.


E. Social Security or IndividualTax Identification 
Number and OtherTaxes


All Herbalife Members are independent and as such, are 
responsible for their own Social Security or IndividualTax 
Identification Number, Medicare and other taxes as may apply. 
Advance payments of these taxes may be required. Further 
information is available from the respective tax office or your 
tax advisor.


The information noted above may be modified from time to 
time by the respective authorities. To ascertain your personal 
situation or if you have any questions, we suggest that you 
consult the respective federal, state and local tax offices in 
your area, or your qualified tax advisor.
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Tax Information Puerto Rico Residents Only 
The following notes highlight key points of interest for 
Herbalife Members. These notes are not intended to cover 
all aspects of registration or taxation that may affect your 
organization, so we recommend that Members consult with 
their own tax or business adviser, or their local, state or federal 
taxation offices.


A. Puerto Rico IncomeTax and Reporting
1. Income tax laws in Puerto Rico require that individuals with 


income from businesses report such income. Residents of 
Puerto Rico are required to file income tax returns reporting 
all of their income from whatever sources. Moreover, Puerto 
Rico residents who are U.S. citizens may also be required to 
report income from sources outside Puerto Rico at the U.S. 
federal level. Nonresidents of Puerto Rico need to report in 
Pueno Rico their Puerto Rico source income if registered in 
Puerto Rico. Members are solely responsible for the proper 
reporting of their income and payment of their taxes.


2. It is important to establish and maintain a proper set of 
books and records for your business. Inexpensive manuals 
and computerized systems are available, or you may prefer 
to hire an experienced bookkeeper. Under Puerto Rico law, 
tax records should be maintained for a minimum of six (6) 
years, but it may be prudent to maintain them for a longer 
period.


3. Puerto Rico tax laws impose certain reporting requirements 
upon Herbalife. On or before February 28 of each year, 
Puerto Rico Members will be sent a Form 480.6A; 480.6B 
or 480.6C, as applicable, in which the amount of earnings 
(commissions, overrides, bonuses, etc.) they received 
during the prior calendar year, together with any applicable 
withholding of tax at source made. This information is also 
filed with the Puerto Rico Treasury Department (PRTD).


4. For these reporting reasons, all Members in Puerto Rico 
must provide proper taxpayer identification numbers (usually 
their Social Security number or Individual Tax Identification 
Number if the Members is not a U.S. citizen or a green card 
holder). It is the Member's responsibility to assure that the 
name, legal address and taxpayer identification number are 
properly recorded in the Herbalife computer system and to 
immediately advise if a correction is needed.


B. NonresidentWithholdingTax
1. All payments of commissions, overrides and bonuses 


resulting from Puerto Rico orders are deemed by the PRTD 
to be Puerto Rico source income. As such, payments to 
upline Members residing outside Puerto Rico are subject 
to nonresident withholding tax of 20% and 29% in the case 
of U.S. residents individuals and other nonresident aliens, 
respectively.
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2. On or before February 28 of each year, Herbalife will send 
a Form 480.6a, b or c in which the amount of earnings 
(commissions, overrides, bonuses, etc.) received during the 
prior calendar year, together with the applicable withholding 
of tax at source made will be reported for purposes of 
the Puerto Rico income tax filing of the Members. This 
information is also filed with the PRTD. Depending on the 
Member's situation and the laws of the Member's resident 
country, a refund from the PRTD may be requested or relief 
from double taxation is often available. Affected Members 
are encouraged to consult with their tax advisors.


C. State and Municipal Sales and UseTaxes


1. Many Herbalife products are taxable for Puerto Rico 
sales and use tax (SUT) purposes. Members are primarily 
responsible for their own sales tax liability and should 
ensure they are in compliance with all applicable sales tax 
laws.


2. Notwithstanding the above, Herbalife has voluntarily 
registered with the PRTD to pre-collect the SUT on behalf 
of Members and, thus, reduce the Members' compliance 
requirements. In these instances, SUT is based on the 
ultimate retail price of products shipped for resale to Puerto 
Rico. In some states. Members engaged in other business 
activities may still need to register and comply with the 
SUT requirements, despite Herbalife's agreement with the 
PRTD.


D. Business Licenses and Registrations


Members may need to register their business when starting 
their business activity with the Municipality of Puerto Rico 
where such business is carried out. Members are encouraged 
to consult with their tax advisors to make this determination 
based on facts and circumstances.


E. Social Security or Individual Tax Identification 
Number and OtherTaxes
All Herbalife Members are independent contractors and as 
such, are responsible for their own Social Security, Medicare 
and other taxes as may apply. Advance payments of these 
taxes may be required. Members are encouraged to consult 
with their tax advisors.


The information noted above may be modified from time to 
time by the tax authorities. To ascertain your personal situation 
or if you have any questions, we suggest that you consult your 
qualified tax advisors.


Frequently Asked Questions
Do I have to wait for my Membership Application 
to be processed before placing an order?


It's not necessary to wait for your Application to be processed.
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You are entitled to buy Herbalife products directly from the 
Herbalife Sales Order Department, your Sponsor or first upline 
Fully Qualified Supervisor (at the applicable discount) utilizing 
the Herbalife ID number on the Registration Card contained 
in your Herbalife Member Pack (HMP).


How do I place an order?
It's easy! You may place orders through Herbalife directly, 
your Sponsor or upline Supervisor. When you become a 
Supervisor you must purchase directly from Herbalife. It is 
important for you to have certain information prepared prior 
to placing an order directly with Herbalife. You may place 
orders with Herbalife by telephone, mail, by going to one of 
our Distribution Centers (Los Angeles or Memphis) or via our 
online ordering system on MvHerbalife.com.


May I go to the Distribution Center and pick up the 
products myself?
You may either place your order with our Sales Order 
Department and specify that you will pick it up in person, or 
you can simply go to our Los Angeles, Memphis, Dallas or 
Phoenix Sales and Distribution Centers, place and pay for your 
order there, and pick up the products at the same time.


May I call Herbalife directly with questions?
We're here to assist you in any way possible. We always 
encourage you to first consult your Career Book and to 
work closely with your Sponsor and upline Supervisor, 
since they have a great deal of field experience. 
However, if we may assist you, please call Herbalife's 
Member Services Department toll-free in Los Angeles 
at 866-866-4744.


How quickly will my order be processed and how 
long will it take to reach me?


All orders will be shipped the next business day, whenever 
possible, if payment is received and processed. Shipping 
times vary, of course, depending on the shipping method 
you choose. All orders shipped from our Los Angeles and 
Memphis Distribution Centers via FedEx home delivery 
service are shipped freight prepaid, and will generally arrive 
within three to five working days. Members commonly use 
FedEx when an order weighs under 200 pounds. Express, 
motor carrier and air services are also available on a freight- 
collect basis, in order to provide you with the widest possible 
variety of choices.


Do I have to pay any other charges on top of the 
price of the products?
Orders shipped via FedEx, Herbalife's most popular freight 
service, are shipped freight prepaid. All other freight services 
are shipped freight collect. Taxes are based on the tax rates 
of your shipping destination.
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I've heard a lot about the HAP Program.
What is it all about?
HAP stands for Herbalife Advantage Program. HAP is an 
automatic monthly product shipment program, providing 
Members with an effortless, flexible and convenient method 
for selecting and automatically shipping the products they 
use the most. HAP also provides Herbalife Members who 
activate their HAP orders with exclusive added benefits, 
including free activation no Annual Membership Services Fee 
for non-Supervisors with active HAP orders for 12 consecutive 
months: 35% to 50% discount; multiple HAP orders - one 
for personal use and one consisting of products for resale: 
additional sales tax savings (on personal use orders only): 
single-unit purchases; automatic, consistent monthly home 
delivery; special promotional offers: flexibility to change your 
HAP order (anytime before HAP deadline); free monthly 
literature and communications: and easy automatic payment 
options. You will find a HAP Activation and Order Form in this 
book. You may download the form from MvHerbalife.com. 
There also are dedicated HAP Sales Order telephone numbers 
listed in the "Ordering Procedures" section of this book. For 
additional information, please contact Herbalife's Member 
Services Department at 866-866-4744.


How do I retail the products?


Retailing the Herbalife products will be one of the most 
important keys to your success! As Herbalife's founder and 
first Distributor, Mark Hughes always stressed, use the 
products, wear the button and talk to people. You will develop 
your own selling style, which might include talking to your 
Circle of Influence, distributing flyers, conducting surveys and/ 
or participating in seasonal promotions. Your Sponsor has the 
field experience to provide you with the proper training.


Wear the Button
• You become a walking advertisement.


• Wear or use or any Herbalife item that will attract people to 
talk to you - this makes conversation easy.


Talk to People
• When they ask, tell your weight-management success story 


or your income success story.


• Explain the products and business opportunity.


• Explain how they can improve their health and also make 
immediate profits.


• Talk to people you know.


• Talk to everyone.


May I export the products?
Regulations vary from country to country in which we are 
officially open. Each country has its own line of products, 
literature and promotional items specific to each of these
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countries. Members may only bring products approved for 
a specific country within that country. Members may not 
bring products from one Herbalife country to another, unless 
approved for sale there.


Where can I get more training on the Herbalife 
products and selling methods?
You have a multitude of fantastic choices! Your Sponsor 
and/or upline Supervisor should be able to assist you, and 
we always suggest you contact them first. There are many 
training sessions held throughout the world every year, and 
by clicking on MvHerbalife.com. you can access training and 
business-building tools 24/7. Some of our websites include:


Herbalife.com


Herbalife's official website establishes Herbalife as a leading 
nutrition company in the areas of weight loss, energy and 
fitness, targeted and outer nutrition. The site provides 
consumers with information on the company, our products 
and business opportunity and a request form to be contacted 
to learn more.


MvHerbalife.com


The primary business management and success resource 
website for Herbalife Members - optimizing recruitment, 
retention, retail and community. Login requires ID and PIN Code.


Herbal ifeFa mil vFoundation.oro
This website is dedicated to the Herbalife Family Foundation, 
which helps at-risk children around the world. If prompted for 
a password, please contact the Sales and Communications or 
Member Services Departments.


There is also the Herbalife Broadband Network (HBN), which 
features fast, high-quality audio and video streaming to anyone 
with Internet access, 24 hours a day.


Herbalife Broadband Network (HBN) offers:


• Exciting product launches
• Unbeatable video training from Herbalife's founder 


Mark Hughes
• Live question-and-answer sessions with top Distributors 


and Herbalife's doctors
• Motivation by Jim Rohn, world-renowned business 


speaker


• House-party training


Our Sales and Communications Department also operates 
a Touchfon information service that will keep you updated 
with the latest Herbalife information at a nominal charge. 
For additional information on these and many other business 
tools available, please contact Herbalife's Member Services 
Department toll-free at 866-866-4744.
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Once I qualify for earnings, are there any special 
procedures to follow?
Yes, and they are quite simple. In order to receive your 
earnings, as a Fully Qualified Supervisor or TAB Team you 
must strictly adhere to Herbalife's 10 Retail Customers/70% 
Rule. (Please refer to Rules 4.2.2 and 4.2.3 in the "Rules of 
Conduct" section of this book for complete information.)


Are there any tax issues I should be aware of?
Yes, and they are similar to any business you would 
independently operate. Members are solely responsible for 
the proper reporting of their income and payment of their 
taxes. Any questions should be referred to the individual 
Member's own tax advisor. (For more information, please 
refer to the "Tax Information" section after the "Ordering 
Procedures" section of this book.)


Rules of Conduct USA IMPORTANT NOTICE! 
Following are the answers to some of the most commonly 
asked questions by new Members regarding Herbalife's Rules 
of Conduct. Please carefully review the "Rules of Conduct" 
section in this book, which will provide you with the full 
details.These Rules of Conduct have been established for 
your protection. They represent the code of ethics by which 
all Herbalife Members must operate.


We encourage you to read and understand them, so you are 
fully aware not only of your own obligations, but also of your 
rights as an Herbalife Member. We believe Herbalife® products 
and Sales & Marketing Plan are the best in the industry. 
We also believe in our Members and in supporting them 
by working together to uphold the highest possible ethical 
standards. We are committed to maintaining the integrity of 
Herbalife, its Sales & Marketing Plan and its global distribution 
network of Members.


What are the age requirements for becoming 
a Member?
An Applicant must be at least 18 years of age to become 
an Herbalife Member and to conduct business in the United 
States. However, a minor who is above the age of 14 may 
submit an Application for a Minor Membership, under 
certain conditions. (Please refer to Chapter 2 in the "Rules of 
Conduct" section for full details.)


May my spouse and I have separate Memberships? 
Married couples may have only one Membership. Married 
couples wishing to become Members together, must 
complete and sign a single Member Application, thereby 
having only one Sponsor. It is very important for new 
Members to note that an individual may have only one 
Herbalife Membership and should never sign more than one 
Member Application. (Please refer to Chapter 2 in the "Rules 
of Conduct" section of this book for full details.)
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May I submit my Membership Application in the 
name of a Corporation or Partnership?
The long-term success of Herbalife's Sales & Marketing Plan 
has been based on the entrepreneurial spirit of individuals. In 
order to help protect the integrity of the Sales & Marketing 
Plan, Herbalife only accepts Membership Applications in the 
name of individuals. (Please refer to Chapter 2 in the "Rules 
of Conduct" section of this book for full details.)


What is the relationship with my Sponsor?


The relationship between a Member and their Sponsor is 
the foundation of Herbalife's Sales & Marketing Plan. Many 
Sponsors spend a significant amount of time locating new 
Members, training and working with them over a period of 
time. (Please refer to Chapter 5 in the "Rules of Conduct" 
section of this book for details regarding the responsibilities 
of a Sponsor.)


May I sell Herbalife products anywhere in the 
world?


As an Herbalife Member, you may sponsor Members, train 
and build your downline business in any of the countries 
where Herbalife is officially open. Please note. Members 
may only sell products approved for a specific country 
within that country. They may not bring products from one 
Herbalife country to another, unless approved for sale. 
Permissible Herbalife business activities vary in each country, 
depending on local laws. Please contact Herbalife's Member 
Services Department for detailed information on a specific 
country's rules. Officially opening a country is an involved and 
complicated process. All countries have rules and regulations 
regarding the manufacture, labeling and sale of products and 
other regulations with which we must comply. Therefore, 
we cannot allow the sale of our products in a country in 
which we are not yet officially open. Additionally, country 
openings will be delayed if government officials find that our 
products are being improperly imported into that country. For 
these reasons, we consider violations of our export policy 
to be extremely serious. Such violations could result in the 
immediate termination of a Membership. (Please refer to 
Chapter 3 of the "Rules of Conduct" section of this book for 
complete information.)


What is Herbalife's Customer Refund Policy? 
Herbalife®products have a 30-day money-back guarantee for 
the retail customer, from the time the product is received. 
Members must respond quickly and courteously when the 
retail customer requests this guarantee be honored. The 
Member may offer the retail customer a choice of a full 
refund of the purchase price or full credit for exchange of
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other Herbalife products, and the Member must honor the 
retail customer's choice. (Please refer to page 28 of the 
"Sales & Marketing Plan" section and Chapter 4 in the "Rules 
of Conduct" section of this book for full details on these 
procedures, policies and rules.)


Does Herbalife have specific policies and rules 
regarding advertising and promotion?


The integrity of Herbalife's Sales & Marketing Plan and 
legalities make it necessary for us to enforce important rules 
and policies regarding advertising and promotion. We are 
confident that you will find these rules and policies protect 
you and your business as much as they protect Herbalife.


Members may produce their own ads or flyers, provided they 
follow all of Herbalife's rules for advertising. It is the Member's 
responsibility to ensure they are complying with these rules. If 
you have any questions regarding our advertising guidelines, 
please contact Herbalife's Member Services Department. 
(Additionally, please refer to Chapter 4 through 7 in the "Rules 
of Conduct" section for full details.)


Herbalife Worldwide Offices
Listed on this page are the addresses, phone numbers 
and hours of operation for Herbalife's Worldwide Corporate 
Headquarters, Operations Home Office and U.S. Distribution 
and Sales Centers. Herbalife Members may order products 
or literature to be shipped from any of our Worldwide 
Distribution Centers. However, no material can be shipped 
across international boundaries. Please contact your local 
Sales Order Department to place an international order.


For information regarding Herbalife's Distribution Centers 
throughout the world, please refer to the listing on 
MvHerbalife.com. or contact the Member Services 
Department toll-free at 866-866-4744.


If you have any questions or require assistance placing an 
order, please call Herbalife's Sales Order Department or the 
Distribution Center nearest you,


Herbalife International of America, Inc.


Worldwide Corporate Headquarters 
800 West Olympic Boulevard, Suite 406 
Los Angeles, CA 90015, USA 
Main Number. 310-410-9600
Monday-Friday: 8:30 a.m.-5:30 p.m. (PT)


Closed Saturday and Sunday
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Herbalife International of America, Inc. 
Operations Home Office 
950 West 190th Street 
Torrance, CA 90502 
Main Number: 310-410-9600 
Monday-Friday;


Closed Saturday and Sunday


Sales Order Department 
Monday-Friday:


8:30 a.m.-5:30 p.m. (PT)


Saturday:


EOM:
Holidays: 
Closed Sunday


9:00 a.m.-6:00 p.m. (PT) 
6:00 a.m.-2:00 p.m. (PT) 


9:00 a.m.-12:00 a.m. (PT) 
9:00 a.m.-2:00 p.m. (PT) or Closed


Sales Order Department: 866-866-4744 (All orders)


Member Services Department 
Monday-Friday: 9:00 a.m.-6:00 p.m. (PT)


EOM: 9:00 a.m.-6:00 p.m. (PT)
Closed Holidays, Saturday and Sunday


Member Services: 866-866-4744 
Member Services Fax: 310-258-7019


TTY Assistance
TTY Users: 800-503-6180
Monday-Friday:


Closed Saturday and Sunday
9:00 a.m.-6:00 p.m. (PT)


Los Angeles Distribution Center (LADC)


18431 S. Wilmington Avenue 
Carson, CA 90746


Monday-Friday: 9:00 a.m.-7:00 p.m, (PT)
Saturday: 9:00 a.m.-5:00 p.m. (PT)
Closed Sunday


Main Number: 310-952-0100 
Main Fax: 310-952-0111


Memphis Distribution Center 
5025 Grumpier Road 
Memphis, TN 38141
Monday-Friday: 8:00 a.m.-7:00 p.m. (CT)
Closed Saturday and Sunday


Main Number: 901-795-5056 
Main Fax: 901-547-2105


10:00 a.m.-7:00 p.m. (PT) 
10:00 a.m.-3:00 p.m. (PT)


Dallas Sales Center
8105 North Beltline Road, Suite 120
Irving, TX 75063


Monday-Friday: 10:00 a.m.-7:00 p.m, (CT)
Saturday: 10:00 a.m.-3:00 p.m. (CT)


Closed Sunday


Main Number: 214-441-3333 
Main Fax: 214-441-3338


Phoenix Sales Center 
1606 E. University Dr., Suite 109 
Phoenix, AZ 85034 
Monday-Friday:


Saturday:


Closed Sunday


Main Number: 602-358-2066 
Main Fax: 602-384-2180


Chicago Quick Response Center 
200 Howard Avenue, Suite 232 
Des Plaines, IL 60018-5910 
Monday, Wednesday and Friday:


10:00 a.m.-6:00 p.m. (CT) 
Tuesday andThursday: 12:00 p.m.-8:00 p.m. (CT)


Saturday: 10:00 a.m.-3:00 p.m. (CT)


Closed Sunday


Main Number: 847-298-9533 
Main Fax: 847-298-9710


Bronx Quick Response Center 
2359 Hollers Avenue 
Bronx, NY 10475 
Monday, Wednesday and Friday:


10:00 a.m.-6:00 p.m. (ET) 
Tuesday andThursday: 12:00 p.m.-8:00 p.m. (ET)


Saturday: 10:00 a.m.-3:00 p.m. (ET)


Closed Sunday


Main Number: 718-708-7020 
Main Fax: 718-708-7023


Tracy Quick Response Center 
470 West Larch Road, Suite 10 
Tracy, CA 95304 
Monday and Wednesday:


Tuesday, Thursday and Friday:
Saturday:


Closed Sunday


Main Number: 209-832-4110 
Main Fax: 209-833-3650


12:00 p.m.-8:00 p.m. (PT) 
10:00 a.m.-6:00 p.m. (PT) 
10:00 a.m.-3:00 p.m. (PT)
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Houston Quick Response Center 
4702 N. Sam Houston Pkwy. W., Suite 130 
Houston, TX 77086 
Monday, Wednesday and Friday:


10:00 a.m.-6:00 p.m. (CT) 
Tuesday andThursday: 12:00 p,m.-8:00 p.m. (CT)
Saturday: 10:00 a.m.-3:00 p.m. (CT)


Closed Sunday


Main Number: 281-895-8193


Riverside Quick Response Center 
7560 Jurupa Avenue 
Riverside, CA 92504 
Monday and Wednesday:
Tuesday, Ttiursday and Friday:
Saturday:


Closed Sunday


Main Number: 951-689-4444


Brooklyn Quick Response Center


919 Flushing Avenue 
Brooklyn, NY 11206 
Monday, Wednesday and Friday:


10:00a.m.-6:00 p.m. (ET) 
Tuesday, Thursday: 12:00 p.m.-8:00 p.m. (ET)


Saturday: 10:00 a.m.-3:00 p.m. (ET)


Closed Sunday


Main Number: 718-381-9610


12:00 p.m.-8:00 p.m. (PT) 
10:00 a.m.-6:00 p.m. (PT) 
10:00 a.m.-3:00 p.m. (PT)


CONFIDENTIAL HLF 000364







SAMPLE FORMS


Introduction


The following pages contain samples of forms which you may be required to use to communicate with Herbalife as you conduct 
your business. They are included to help you become familiar with them and to assist you in completing them. Please review them 
and become familiar with their use.


Downloadable and printable forms are also available online at MvHerbalife.cnm by clicking "Documents" in the "My Office" area 
on the home page.Then select "USA" from the drop-down menu.
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^HERBALIFE.
Herbalife International of America, Inc.
950 West 190«i Street
Torrance, CA 90502-1001
P.O. Box 80210
Los Angeles, CA 90080-0210


HERBALIFE ADVANTAGE PROGRAM 
ORDER AND ACTIVATION FORM


Note: Ttie HAP Program is not available for the residents of Puerto Rico. 
(866) 866-4744 - Herbalife Arlvantage Program (HAP) Toll-Free 
(800) 503-6180 - Herbalife Advantage Program (HAP) TTY Users


□ New Activation 
[H Amended Order


Monday - Friday: 9:00 a.m. - 6:00 p.m. (PT) Saturday: 6:00 a.m. - 2:00 p.m. (PT) EOM: 9:00 a.m. -12:00 a.m. (PT) Holidays: 9:00 a.m. - 2:00 p.m. (PI) or closed


Purchased By


^ YES, please activate my Herbalife Advantage 
Program automatic monthly Order Form,


Name:


Herbalife ID Number: I I I I


Fully Qualified Supervisor 1 3
Nama:


Herbalife ID Number: 1 1 1 1 1 1
• Now you can have two (2) HAP orders; one for personal use, and another 


with products for resale.


• Minimum 100 Volume Points7Maximum 1,000 Volume Points for personal 
use orders


• Minimum discount 35%


• If you require additional lines to complete your order, please attach 
a separate sheet of paper.


Discount %


Stock No.


Ship To lA
Name: . 


Address: .


Telephone: 


Email Address:.


Fax:


Monthly Order Close Date - Please Select One ll
There are three Herbalife Advantage Program (HAP) order close and ship dates each month. Please select one of 
the two (2) dates below lor your order to close for processing and shipping each month.


□ 11th of the month □ 18th of the month


Method of Payment - Pleasa select one II
Since your HAP order is an automatic monthly shipment program, you must select one of the two (2) automatic 
payment options below lor Herbalife to process your order.


Option A - Complete for Credit Card Payment 
□ Visa □ Mastercard □ AMEX □ Discover Exp. Date:.


Credit Card Number: 


Authorized Signature: Date: / /


Option B - Complete for Supervisors with APS _ 


Authorized Signature:___________________


Pin Number:


Date:,


Product Name


'Freight is taxable in the following states; AiXansas, Georgia, hdiana, Kansas. Minnesota, Mississippi. Totals 
Netfraska, Nevada, New Jersey, New York, North Carolina. North Dakota, Pennsylvania, South 
Dakota, Texas, Utah, Vermont, Washington, West Virginia and Wisconsin. If a state is not 
mentioned, it is NOT taxable.


■Arizona. noritJa, Illinois. Penns n tax may vaiy in these states


@2013 Herbalife (ntemational of America. Inc. All rights resemed.


CONFIDENTIAL


Total Volume Points Total Volume Points


•FedEx Ground - Shipping and Handling
(4.75% X Total of B) SlOO to S124.99. S6.50 Minimum


Subtotal


■Tax(_ _% X SuDtotal of E)


Total Amount Due (Add E + F)


Total Wholesale 
Price
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® HERBALIFE.
KERBAUFE INTERNATIONAL OF AMERICA, INC. 
P.O.Box 80210
LosAngeIra, California 90060-0210 
Tel: (310) 410-9600


Sales Order Oepartment/Member Services 
Tel: (866) 866-4744 
TTY User (800} 503-6180


IDENTIFICATION NUMBER


The number above will be my Herbalife 
ID Number once this Application 


is accepted


8ERBAI<IREMEMBERSHlPJAP.PAMeATIONfANDmREEMEW^
Tliis Application must be completed accurately and in its entirety in order to be considered by Herbalife International ol America, Inc.


'AeemGANTilNEQRMATION


Last Name First Name -A Middle Initial


Residential Address (P.O. Boxes are not accepted) \ N \ \
City \State \ ZlPCpde-" >


Country Code Area Code Day Phone Area Code ' Mobiie Phone . / Area Code Evening Phone
What is your preferred language for certain communications when availably? English □’ Spanish □


\ <
N \ ; 1\ \ \


Email Address (tf applicable) Your email address must be unique and not shared ariothV,Member. By'providing ybur email a'ddress, you have consented to receive commercial email communications from Herbalife.


, .,'x ^ •'v


Date of Birtli (montn - spelled out) ' \ (day)' (year) ' Aoplicant's Social Security Number or
Individual Taxpayer Identification Number


Spouse's Social Security Number or
Individual Taxpayer Identification Number


Spouse's Last Name \ ' First Name
Spouse's name is for recognition purposes only and is not an indication of ownership or entitlement.


Middle Initial


;SK<3NSt)R-S:iNE6RMATION


Sponsor's Name (prinll


Phone


Sponsor's Herbalile ID Number


SURERVISORiSlINEORMATION


Supervisor's Name (print)


Phone


Supervisor's Herbalile ID Number


'0(2D3uG)3^^


1. Becoming a Member: I hereby apply to be a Member ol Herbalile on the terms anrd conditions set forth below and in the "Materials" 
(as defined below). I will become a Member only when this Application is accepted by Herbalife in its sole and absolute discretion by entering my 
Membership into its records at Herbalife's Home Office in Los Angeles, California. Until then, I am granted a limited, revocable license to buy and, 
if I choose, to resell Herbalife® products,


2. Prior Membership or Participation: I acknowledge that the Rules of Conduct require a one-year period of inactivity following: a) non-paymenl 
of the Annual Services Fee or b) resignation of any prior Membership or Distributorship, and I represent and warrant to Herbalife that such time 
has passed.


If my spouse or I previously owned or assisted in the operation of an Herbalife Membership or Distributorship, I will complete the following information 
which I represent and warrant is true:


Membership ID:. Name:.


Application Date:, / Date of last activity in connection with that Membership _ //_
Month Day Yeat Month Day Year


Distribution: Wift®-Herbalife's copy Canary-Applicant's cooy
.Reproduction of this page in whole or in pan is prohibkecl. Cop>Tight e Herbalife. AD rights reserveo. Printed in USA.
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3. Herbalife Member Pack: I have purchased and received a new, previously unopened “Member Pack" which is either an Herbalife Member Pack or 
Mini Herbalife Member Pack. The only required purchase to become an Herbalife Member or engage in the Herbalife business is the Mini Herbalife 
Member Pack, or at my election, an Herbalife Member Pack. The Member Pack includes the Terms and Conditions of Doing the Herbalife Business, 
the Statement of Average Gross Compensation Paid by Herbalife, and Book 4 which includes the Sales & Marketing Plan and the Rules of Conduct 
(“Rules"), as well as the Policy Statemeht on Expenditures by New Members, the Corporate Policy Statement on Sales Aids and Business Tools and 
other documents. (These are referred to collectively as the "Materials" and by this reference are incorporated herein, and together with this Application, 
including the arbitration agreement below, constitute the entire “Agreement” between Herbalife and me.) The Materials, which may be modified from lime 
to time by Herbalife in its sole and absolute discretion, are effective upon publication, and may be obtained in their current form on MvHerbalife.com.


4. Term: The term of the Agreement shall be indefinite, subject to requirements including an Annual Services Fee (which Herbalife may determine from 
time to lime in its discretion). I may cancel or terminate my Membership by notifying Herbalife in writing that i wish to do so. Herbalife may cancel or 
terminate my Membership if it determines that I or persons participating in my Herbalife Membership have violated the Agreement or if I fail to pay the 
Annual Services Fee.


5. Refunds:


a. Member Pack Refund: I shall have the right to a full refund of the purchase price I paid for the Member Pack, if I choose to cancel my Membership 
with Herbalife within 90 days of acceptance of this Application, as provided in the Rules - Resigning Within 90 Days.


b. Consumer Satisfaction Refund: If I am not completely satisfied with any Herbalife® product purchased"aTanyTime for my own consumption
(whether directly from Herbalife or from an Herbalife Member), I may return it to the Company within 30 days^of purchase in exchange for other 
products, as provided in the Rules - Satisfaction Guarantee. \ '


c. Refund for Inventory: Following the cancellation (by me or by Herbalife) of my Membership, I shall have the right to^resell to Herbalife and a refund 
of the price I paid for unused and resalable products or sales materials returned and which'I purchased frorri He'rbalife.directly or indirectly through 
another Member within the last 12 months, as provided in the Rules - Inventor^Repurchase. \


d. How to Obtain a Refund: To obtain a refund or exchange as provided iri a, b,or 6 above, I may follow the.directions'provided in the “Sample Forms"


6. Transfers: My Membership or any interest in my Membership may pnly''be'assigned or transferred as'provided in the Rules and only with the prior 
written consent of Herbalife, given or withheld by Herbalife in its sole and‘absolute discretion. Herbalife may assign the Agreement without my consent.


W \;


1. Diligent Inquiry: If I wish to consider erigaging in an Herbalife-business, by selling Herbalife® products or sponsoring other Members to do so. 
I agree as an essential part of that consideration, to carefully review the Materials contained in the Member Pack and those then available on 
MvHerbalife.com. Herbalife encourages, careful prior review so I will be informed about the potential risks, benefits and rules applicable to Members 
engaged in business activities.- '


2. Compensation I Might Recejve or Income that I Might Earn: The Compensation Statement (contained In the Member Pack and available on 
MvHerbalile.com) is the only authprize'd presentation of the matters it sets forth. I liereby represent, warrant and agree that I am not relying upon and 
that I will not rely upon any other Witten or oral information or representations about the financial results I might achieve,


3. Promote the Sale of Products: If I choose to engage in the Herbalife Business, I will promote the sale of Herbalife® products to consumers in a 
manner that enhances the reputation of Herbalife. My success will only come from product sales to my customers for their consumption and to my 
downline for their consumption and resale to others.


4. Product and Other Purchases: I am not required to purchase products or maintain an inventory to succeed or advance as an Herbalife Member. 
I may not purchase product primarily to qualify to earn compensation, as opposed to purchases which I freely choose to make for my own consumption 
and amounts I consider reasonable to service my customers. I am also not required to purchase sales aids or attend meetings or events.


5. Building a Sales Organization: I am aware that I will earn no compensation or other economic benefit for recruiting other Members. If I choose to 
sponsor others as Herbalife Members in order to build and maintain a downline sales organization, my earnings will be based on product sales to my 
customers for their consumption and to my downline for their consumption and resale to others. This multilevel compensation opportunity is detailed 
in Herbalife’s Sales & Marketing Plan, which is available to all Members online at MvHerbalite.com.


1. Damages: Neither Herbalife nor I shall be liable to the other lor any incidental, consequential, punitive, or exemplary damages, regardless of whether 
the claim is based on contract, tort, or any other legal or equitable theory, and regardless of whether the possibility of such damages is known by either 
party, to the full extent such remedies may be waived under applicable law.


2. Waiver and Delay: Herbalife may address Rules violations or other breaches of its Agreement with any Member in its sole and absolute discretion. 
No failure, refusal or neglect of Herbalife to exercise any right, power or option under any agreement with any Member shall constitute a waiver of the 
provisions or a waiver by Herbalife of its rights at any time under the Agreement.


3. Severability: Except as otherwise provided in Section f3) of the arhitratinn anreement. if any provision in the Agreement is found to be invalid, illegal, 
or unenforceable in any respect, it shall be severed from the Agreement and have no effect on the remainder of the Agreement, which shall remain in 
full force and effect. Further, there shall be added automatically as part of the Agreement a provision as similar as possible to the severed provision 
that would be legal, valid, and enforceable.


4. Choice of Law: This Agreement, and any dispute arising from the relationship between the parties to this Agreement, shall be governed by the 
domestic law of the State of California without the application of conflict of law principles.


OistffCHJtion: White- Hertjalife s copy Canary- Appbcant's copy
Reproduction oi this cage in whole or in part is prohibited. Copyright 6 Herbalife. AD rights reserved. Printed in USA.
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5. Indemnification: I will indemnify, defend, and hold harmless Herbalife from ahy suit, action, demand, prosecution, or claim of any kind, and any 
related cost or liability, relating to or arising from my breach of the Agreement or the conduct of my Herbalife business. Herbalife may offset reasonable 
amounts against amounts which would otherwise be due to me to cover such indemnity.


6. Claims Between Members: Herbalife shall hot be liable to me for any cost, loss, damage, or expense suffered by me directly or indirectly as a result 
of any act, omission, representation, or statement by any other Member.


7. Binding Terms: The Agreement shall be binding upon and inure to the benefit of the parties, their heirs and permitted successors in interest.


ARBITRATION AGREEMENT FOR DISPUTES BETWEEN MEMBERS AND HERBALIFE
This is the Arbitration Agreement incorporated into the Membership Application and Agreement. Herbalife is always interested in resolving disputes amicably and informally. In the event, 
however, that Herbalife and Member have a dispute that cannot be resolved informally, Herbalife and Member each agree to resolve the dispute solely and exclusively by binding 
arbitration or in small claims court instead of in court ol general jurisdiction. Arbitration can be more informal than a lawsuit in court. ArbiPation uses a neuPal arbiffator instead of a 
judge or jury, allows for more limited discovery than in court, and is subject to very limited review by courts. Arbitrators can award the same damages and relief that a court can award.


SHAUSTAKElRCACErONfANINOiyiDUAflBASIS


For any claim that does not exceed $75,000, Herbalife will pay all arbiPation fees unless the arbipator linds that Member's claim is frivolous or was filed for an improper purpose. 
Member may also be entitled lo recover attorneys' fees from Herbalife to at least the same extenfasJVIember could in court, and Herbalife' may be required to pay Member more 
than the amount of the arbitrator's award and to pay Member's attorney (if any) twice his or her'reasonable attorney's' fees.'All of these provisions are set forth in full detail below.


\ \ ^ ^
Arbitration Agreement: 


0) Scope
\\


"■ .\


(a) This agreement to arbitrate is intended to be broadly interpreted.,Except as'proyided in Section (2)‘below, Herbalife and Member agree to arbitrate all disputes and claims
between them, including, but not limited to: \ \ ''■X X ', , \ ■ -


• claims that arise out of or relate to terminaUqns, enforcement of Member'Rules of Conduct, and Sales & Marketing Plan decisions:
• claims that arise out qf.or relate to any dispute between.Mernber ^d another-Herbalife Member;


• claims that arise out of or relate to any aspect of-th'e relabbnship between Herbalife and Member, whether based in conPact, tort, statute, fraud, misrepresentation, or
any other legal or equitable theory: . -'


• claims Plat arose before Member’s conPactuaTrelationship with Herbalife;


• claims that are the subject of purported class action litigation in which Member is not a member ol a certified class; and
• claims that may arise beforeVafter or as a direct or indirect result of the termination of Member's relationship wiPi Herbalife,


(b) The arbiPator shall have exclusive authority lo the extent permitted by law to resolve all disputes arising out of or relating to Pie interpretation, applicability, enforceability, or 
formation of the Agreement, including, but not limited to, any claim that all or part ol the Agreement is void or voidable. Ttie arbiPator shall also have exclusive auPiority to 
the extent permitted by law to decide the arbiPability of any claim or dispute between Member and Herbalife.


(c) The Agreement between Member and Herbalife eyidences a Pansaction in interstate commerce. Thus, Pie Federal ArbiPation Act governs Pie interpretation and enforcement 
of this arbiPalion agreement in all respects, including, without limitation, the enforceability ol Ihe class action waiver in Section 3 below. This arbitration agreemeril shall 
survive termination of the Agreement, any agreements that are comprised in the Agreement, or any other agreement between Herbalife and Member.


(d) References to ■Herbalife," “Member," “they," “their" or “them" include Herbalife's and Member's respective subsidiaries, affiliates, officers, directors, agents, employees, 
predecessors-in-inlerest, heirs, successors, and assigns.


(e) Member agrees that Herbalife and Member are each waiving Uie right to a trial by jury.
(f) This arbitration agreement applies to Herbalife and all Members regardless of when they entered into Pieir Agreement with Herbalife.


(2) Exceptions


Notwithstanding the foregoing,
(a) Member may bring an individual action for monetary damages in small claims court. Member may not bring any oPier type of action against Herbalife in small claims court. 


Herbalife may only arbibate claims against Member and may not bring any actions againsi Member in small claims court.


(b) Member may bring issues to the attention of federal, slate or local agencies, which, if the law allows, can seek relief against Herbalife on Member's behalf,


(3) No Fflass or Renre.senlative Aclions


(a) Member agrees Uiat Herbalife and Member are each waiving the right to participate in a class or representative action or proceeding. Herbalife and Member 
may only bring claims against each other in bieir individual capacity. Neither may bring claims against the other as a plaintiff or member in any purported 
class or representative action or proceeding. Unless both Herbalife and Member agree oPierwise, the arbitrator may not consolidate more Plan one person’s 
claims, and may not otherwise preside over any form of a representative or class proceeding.


(b) If the above provision is found to be illegal, invalid, or unenlotceable, then this entire arbiPation agreement shall be null and void. The overall Agreement between Member 
and Herbalife, however, shall remain in full force and effect except insofar as it is inconsistent with the nullification of this arbitration agreement.


Oisiribuiion: WTiHe- Herbalife's copy Canary- AppCcani's copy
Reproduction of this page in whole or in pad is prohibited. Copyright 0 Herbalife. AD rights reserved. Printed in USA.
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SHAUlSlAKElei»CElONTAWlliyDiyiDJJABBA$ls;iCl!ASSlORrREBRESENTATIVEWCTIOi^HAi:ifNOTJBETRERlVirnrED.!(COWTlNUED)


<


(4) Procedure


(a) All notices to Herbalife that are required under this arbitration agreement should be addressed to:


Office of the General Counsel 
Herbalife International of America, Inc,
800 West Olympic Blvd., Suite 406 
Los Angeles. CA 90015


(The “Herbalife Notice Address'). All notices to Member required under this arbitration agreement shall be addressed to Member’s mailing address as listed in the Herbalife's 
records. ("Member's Notice Address").


(b) Member can download or obtain copies of forms for giving notice and commencing arbitration at http://www.adr.org/aaa/ShowPDF?doc=ADRSTG 004175, or by calling the 
AAA at 1 -800-778-7879, or by requesting them from Herbalife by writing to the Herbalife Notice Address,


(c) A party who intends to seek arbitration must first send to the other, by certified mail, a written Notice of Dispute. The Notice of Dispute shall (i) describe the nature and basis 
of the claim or dispute; and (ii) set forth the specific relief sought ("Demand"),


(d) Herbalife and Member shall attempt to resoNe the claim informaily within 30 days after the Notice of Dispute has been received. If Herbalife and Member do not reach an
agreement to resolve the claim within 30 days. Herbalife or Member may commence an arbitration proceeding. ./■


(e) If Member commences an arbitration proceeding and sends notice that it has commenced arbitration to the Herbalife Noticffeldress, Herbalife will promptly reimburse
Member for Member's payment of the filing fee unless Member’s claim is for greater than $75,000. (The filing fee currently is $125 for claims under $10,000, but is subject 
to change by the arbitration provider.) If Member states that Member is unable to pay this fee, Herbalife willpay it directly upon receivTng a written request at the Herablife 
Notice Address. \ \ ' . \


(f) The arbitration will be governed by tlie Commercial Arbitr ation Rules (“AAA Rules! of die American Arbitration Association ("AAA"), as mqdifie'd by this arbitration agreement,
and will be administered by the AAA. The AAA Rules are available online at ^r.org, by calling'the AM at ,1 -860-778-78J9,-or'by writing to the Herbalife Notice Address. All 
issues shall be for the arbitrator to decide, including the scope of this arbitrafion provision, but'the arbibator shall be'bdund by the terms of this arbitration agreement. State 
arbitration laws do not apply or govern in any respect whatsoever^ '. \


(g) Unless Herbalife and Member agree otherwise, any arbitration hearings will t^e'place in the county (or parish) of Member's Notice Address. If Member's claim is for $10,000
or less. Member may choose whether the arbitration will be cmductal solely on ihe bkis of documents submitted to the arbitrator, through a telephonic hearing, or by 
an in-person hearing as established by the AAA Rules. II Meniber's clam''exceeds $i 0,000, the right to a hearing will be determined by the AM Rules. Regardless of the 
manner in which the arbitration is conducted, the arbitrator shall issue a'reasoned written decision sufficient to explain Ihe essential findings and conclusions on which the 
award is based, . , \ ' \ '


(h) Herbalife will pay all AAA filing, administration, and arbitrator'fees for,any arbitration initiated in accordance with the notice requirements above, unless (i) Member seeks 
more than $75,000 in damages, or (ii) the arbitrator finds that Meniber's claim or the relief sought in the Demand is fr'ivolous or was brought for an improper purpose (as 
measured by the standards set forth.in Federal Rule of Civil Procedure 11 (b)), in which case the payment of these fees will be governed by the AM Rules instead. If the 
second of these exceptions applies. Member must reimburse Herbalife for any payments that would have been Member's obligation to pay under the AM Rules.


(i) The amount of any settlemeht,q_ffer made by Herbalife or Member shall not be disclosed to the arbitrator until after the arbitrator determines the amount, if any, to which 
Herbalife or Member is entitled. , '


ffl Upon either party's request, the arbitrator will issue an order requiring that confidential information of either party disclosed during the arbitration (whether in documents or 
orally) may not be used or disclosed except in connection with the arbitration or a proceeding to enforce the arbitration award, and that any permitted filing of confidential 
information must be done under seal.


(5) Awards and Attorneys' Fees


(a) If. the arbitrator issues an award in favor of Member that exceeds than the value of the last written settlement offer made by Herbalife before an arbibator was selected, 
then Herbalife will:
• pay Member the amount of the award or $10,000 (“the alternative payment") whichever is greater: and


• pay Member's attorney, if any, twice the amount of attorneys' fees, and reimburse any expenses (including expert witness fees and costs) that Member's attorney
reasonably accrued for investigating, preparing, and pursuing Member's claim in arbitration (“the attorney premium")


(b) II Herbalife did not make a written offer to settle the dispute before an arbibator was selected. Member and Member’s attorney will be entitled to receive the alternative 
premium and the attorney premium, respectively, if the arbitrator awards Member any relief on the merits of Member's claim,


(c) Upon request from either party, the arbitrator may make rulings and resolve disputes as to the payment and reimbursement of arbibation fees and expenses at any time 
during the arbitration proceeding. The arbibator may also make rulings and resolve disputes as to Ihe alternative premium and the attorney premium, if any, upon request 
from either party made wibiin 14 days after the arbibator's ruling on the merits,


(d) The right to attorneys' fees, costs, and expenses under this arbitration agreement shall supplement any right to attorneys' lees, costs, and expenses Member may have
under applicable law. If Member would be entitled to a larger amount under the applicable law, the arbibator may award Member brat amount. However. Member may not
recover duplicative awards of attorneys’ fees, costs, or expenses.


(e) Under some laws, Herbalife may have a right to an award of attorneys' fees, costs, and expenses if it prevails in an arbibation. Herbalife nonetheless agrees that it will not 
seek such an award.


(0 The arbibator may award declaratory or injunctive relief only in favor of the individual party seeking relief and only to the extent necessary to provide relief warranted by that 
party’s individual claim.


OiariDuSon: Whifti-ttotafle's copy Canary-Aodcam's copy
Raptoduclion ol te page in wtinlB or in pan is ptohipiled. Copyright e HerbalifB. Al rights rsserved. Printed in USA.
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IDENTIFICATION NUMBER


- The number above will be my Herbalife -I 
ID Number once this Application 


is accepted


> HERBAlIli;E'AND]MEMBER7AGBEEi|THABEACHIMAYiBRINGICiailVIS?AGAiNSTffHErOTHER(OmYflmMEMBER!STOBTHEflBMIFE!S!INDIVIDUAO
CAPAC!W.!ANfflN®ASWRGWmEFlOffiC!aSSiMEMBMlNTAMRURPJ)RTEDlCWSSIORlRERRESENTATIVE!RROCEEDIN


<


(6) Amendments


Herbalife reserves the right to amend, modify, or terminate this arbitration agreement by amending or modifying the Rules of Conduct, which contain a copy of this arbitration 
agreement. However, any such amendment, modification, or termination of the arbitration agreement shall not apply to claims that have accrued or are otherwise known to 
Herbalife at the time of the amendment, modification, or termination.


(7) Severability
If any provision of this arbitration agreement other than Section 3(a) is held to be illegal, invalid, or unenforceable, such provision shSf'be fully severable and the arbitration 
agreement shall be construed and enforced as if it had never included such provision, and the remaining provisions shall remaih'ln full force and effect and shall not be affected 
by the severed provision. Furthermore, in lieu of the severed provision, there shall be added automatically as part of this arbitration agreement a provision as similar as possible 
to the severed provision that would be legal, valid, and enforceable. . \ \ ^ ^


\ \ ' \


\ \ \ y ' / \
IMPORTANT; PLEASE READ THIS CAREFULLY. BY ENTERING INTO THE AGREEMENT, YOU ARE WAIVING YOUR RIGHT TO A TRIAL BY 
JURY AND AGREEING NOT TO PARTICIPATE IN ANY CLASS ACTIONS. \ \ ^


IF HERBALIFE AND I ARE UNABLE TO RESOLVE ANY DISPUTE BET;WEEN,^US IN AN AMICABLE, INFORMAL MANNER, HERBALIFE AND I 
EACH AGREE TO RESOLVE THE DISPUTE SOLELY AND'EXCLUSIVELY BY BINDING ARBITRATION OR SMALL CLAIMS COURT INSTEAD 
OF IN COURTS OF GENERAL JURISDICTION> I UNDERSTAND THAT HERBALIFE AND I ARE WAIVING OUR RESPECTIVE RIGHTS TO A 
JURY TRIAL. HERBALIFE AND I ALSO AGREE THAT ARBITRATION SHALL ONLY TAKE PLACE ON AN INDIVIDUAL BASIS, AND THAT 
CLASS OR REPRESENTATIVE ACTIONS SH'alLI NOT BE PERMITTED"


/ : 1 \ \ ^
I UNDERSTAND THAT THE FULL TERMS AND CONDITIONS OF THE AGREEMENT TO ARBITRATE ARE SET FORTH DIRECTLY BELOW, 
AND THAT “MEMBER,” WHEN USED IN THE ARBITRATION AGREEMENT, REFERS TO ME. I HEREBY ACKNOWLEDGE THAT I HAVE READ 
AND UNDERSTOOD THOSE TERMS AND CONDITIONS AND AGREE TO THEM.


□ Initial here


GanrallratiSn


Important Notice Regarding Right of Cancellation
I, the buyer, may cancel this transaction at any time prior to midnight of the third business day after the date of 
this transaction.
See the “Notice of Cancellation” form that follows for an explanation of this right. After the 3-day cancellation 
period provided in this Application and Agreement, I am still protected by Herbalife's refund policies.


I hereby acknowledge that I have reviewed and understand this Herbaiife Membership Application and Agreement, inciuding the 
arbitration agreement, and all of the documents defined above as “Materials,” which are incorporated herein, and that I agree to be 
bound by all of them.


Applicant's Signature: ____//
Month Day Yeai


OtsifiOution: liWi/fe-Heroaliie's c(^ Canary* Af^cant's copy
Reproduction of this page in whole or in pan is prohibited. Copyright 6 Herbalife. AD rights reserved. Printed in USA.
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>


.Only compile if you intend to cancel this transaction.


NOTjIGEfOFlGXNGEClftTroR <


FEDERAL AND STATE LAW; Regulations require that we print the following Notice of Cancellation. The Herbalife Refund Policy provides 
you greater protection than the law requires.


Date of Transaction;//
You may CANCEL this transaction, without any Penalty or Obligation, within THREE BUSINESS DAYS from the above date.
If you cancel, any property traded in, any payments made by you under the contract or sale, and any negotiable instrument executed 
by you will be returned within TEN BUSINESS DAYS following receipt by the seller of your cancellation notice, and any security 
interest arising out of the transaction will be canceled.
If you cancel, you must make available to the seller at your residence, in substantially as good condition as when received, 
any goods delivered to you under this contract or sale; or you may, if you wish, comply with the instructions of the seller regarding 
the return shipment of the goods at the seller’s expense and risk. ^^^3'
If you do make the goods available to the seller and the seller does not pick them up within 20 da^of the date of your Notice of
Cancellation, you may retain or dispose of the goods without any further obligation. If you fail to^make^e goods available to the 
seller, or if you agree to return the goods to the seller and fail to do so, then you remain^iable for performatTce of all obligations under 
the contract. ^ -\ \, \ ^ ' x


\ \ \ ^
To cancel this transaction, mail or deliver a signed copy of this Cancellation Notice or any other written notice, or send a telegram to; 


Herbalife International of America, Inc. r \ \ V / \ '


' S'. \ \ \ \ \
NOT LATER THAN MIDNIGHT OF;/.^ /__s_ (Date; 3 days after date of order)
I HEREBY CANCEL THIS TRANSACTION; . \ \ \ C" ■


P.O. Box 80210 
Los Angeles, CA 90080-0210


/ /_
Month Day Year /Buyer's Signature Membership (0


' > ACCIVEDfTED
DUSIMESS tll.MItllM


•XIurLT’ Herbalife is a proud Member of the Direct Selling Association and a Signatory to the DSA Code of Ethics.


Distribution; White- H^balife’s copy Canary- Apobcant's copy
Reproduction ol this page In whole or in pan is prohibited. Copyright 6 Herbalife. All rights reserved. Primed in USA.
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ADDITIONAL TERMS AND CONDITIONS OF DOING THE HERBALIFE BUSINESS


I agree that if I choose to conduct the Herbalife business in any respect:


r A. Independent Contractor II]
Self-employed: I will be a self-employed independent contractor, (determining my own schedule and objectives, responsible for my own expenses and any applicable taxes - 
including self-employment taxes), not an employee, agent, franchisee, securities holder, joint venturer, fiduciary or beneficiary ol Herbalife or any other Member, I will not be ueated 
as an employee with respect to such services lot Federal oi State tax purposes, nor will I be treated as an employee lor any other purpose. As an independent contractor, I agree 
that I shall have no rights or benefits that an employee of Herbalife may have nor will I make any claim to the contrary.


B. Important Corporate Statements


Member Services and are hereby incorporated by this reference. I agree to carefully review those Statements prior to any decision or action to engage in the Herbalife business, 
including but not limited to reselling Herbalife® products, sponsoring other Members or both.


Compensation Statement: The Compensation Statement is the only authorized presentation of the mahers it sets forth. I hereby represent, warrant and agree that I am not 
relying and will not rely in the future upon any other written or oral information or representations about the financial results I might a^eve.
Expenditures and Business Tools: The Pnlitw Statement nn Fxnenditures bv New Members and the Corporate Policy Stai^entnn .Sales Aids and Business Tools set forth 
Herbalife's positions and recommendations with respect to the matters they cover. \


r c. Purchases -IV- 
VA:V -------- v - r-. _______


1. The Only Required Purchase: The only required purchase to become, succeed, or advance'as an Heibalife Member is the Herbalife Mini Member Pack or at my election
the Herbalife Member Pack. ^-"^v \ ' '


2. Product Purchases: All product purchases are optional, as are the purchase of a'ny sales aids. I.may not purchase product primarily to qualify to earn compensation, as 
opposed to purchases for my own consumption and amounts I consider rekonable to service my customers. '


3. Sales Aids: Herbalife does not endorse or recommend salp aids produced,or sold by others and shall have no responsibility if I decide to purchase them. I may not buy, nor 
may I, directly or indirectly, sell, promote, recomrtiend. refeV, facilitate or take arty action which Herbalife might deem to encourage or promote the purchase, use or sale by 
another Member of leads, leads-related adverbsing; advertising slotsdr.decisiori packs. }


D. Further Agreements ’ ’
-vr-'-T - V\--


--------
1. Sales of Herbalife* products: Twill promote the sale of Herbalife® products in a manner that enhances the reputation of Herbalife. My success will only come from sales 


ol Herbalife® products by me and those I have sponsored, directly or indirectly, for consumption and resale.


2. Illegal Practices: I will not engage in any deceptive, unfair or illegal practices, and I will comply with applicable law. I will comply with Herbalife's Rules of Conduct published 
in the countries in which I condud any aspect of the Herbalife business.


\ ■ '


3. Obligations of Sponsorship: If I sponsor others to become Members, I will do so in an ethical and lawful manner, and in compliance with this Agreement and applicable 
law. Thereafter, I will use best efforts to train, assist and support those I sponsor to do the same, and I will communicate and lead by example,


4. Representations: I will make no representations about Herbalife® products or business opportunity except in compliance with Herbalife's Rules and applicable law.


5. Conduct: Herbalife is a family-oriented business that expects its Members to conduct themselves with the highest ethics and integrity. I agree lo do so. I represent and 
warrant that I have not been convicted of a crime involving dishonesty, moral turpitude, or violence to others.


6. Non-Solicitation of Other Members While I am an Herbalife Member: During the term of my Membership, neither I nor my spouse will, directly or indirectly (through 
or by means of any person, entity or artifice), solicit, promote, sponsor or recruit any Herbalife Member or any customer of Herbalife of whom my spouse or I became aware 
in the course of the Herbalife Membership, to join, promote, sell or purchase products of, or participate (as a salesperson or otherarise) in any multilevel marketing or direct 
sales company and neither of us will encourage anyone lo do what I have agreed we will nol do.


7. Intellectual Property and Confidential Information:


a. From time to time, I may receive personally identifiable information ("Pin, from Herbalife relating to my downline. I may not use this Pll for any other purpose than to 
develop my Herbalife business relationship with my downline, unless I have received consent from the downline Member to use the Pll for other purposes. I will abide by 
applicable data protection laws al all times, including international data transfer restrictions. I shall be responsible for the use that I make of the Pll of my downline once 
Herbalife has transmihed it to me. I shall also hold the Pll I receive from Herbalife on my downline Members at all limes in strict confidence.


b. I am hereby granted during the term of my Membership, a limited, revocable license to use Herbalife's trade name, logo, trademarks and certain intellectual property only 
if and to the extent expressly permitted under the terms ol the Agreement or by Herbalife in writing.


c. During the term ol a Membership and thereafter for so long as they have economic value, my spouse and I will hold in confidence and trust for the exclusive benefit 
of Herbalife any trade secrets, formulas, business plans, or confidential or proprietary business information (including, without limitation, genealogies and other 
compilations ol identifying and other data relating lo other Members or customers), and any other information of commercial value relating to other Members or 
customers, provided by Herbalile or that I or we developed or obtained while a Member, and neither I nor my spouse will use them, directly or indirectly, lor any 
purpose other than the conduct of the Herbalife Membership,


d. I authorize Herbalife to videotape and photograph me and I grant Herbalife a license to use my name, photograph, video images, personal story and information I provide 
to Herbalile, and likeness in Herbalife related promotional materials. I hereby waive all claims lor payment lor such use.


Reproduction oi this page in whole or in pan is proniiMted. Copyright 6 Herbalife. All rights reserved. Printed in USA. *6S20S0-USENm2 (CORP. VER 42 Form 4010) 05/14
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^HERBALIFE.
Herbalife International of America, Inc.
950 West 190th street, Torrance, CA 90502-1001 
P.O. Box 80210, Los Angeles, CA 90080-0210


WHOLESALE PRODUCT ORDER FORM
UNITED STATES AND PUERTO RICO


(866) 866-4744 - Sales Order Department - Toll-Free 
(800) 503-6180 - Sales Order Department TTY User


Order Date 
Order Month 


Order Number


Ave. Jose (Tony) Santana, Building #18 C-8 
Carolina, P.R. 00979
Monday - Friday: 11:00 a.m. - 7:00 p.m. (PT) Saturday: 9:00 a.m. - 2:00 p.m. (PT) Sunday: Closed


Purchased By


Name:


Herbalife ID Number:


Fully Qualified Supervisor 13
Name:


Herbalife ID Number: I I I I I I I I
Month & Year of Qualification: /


Month Year


Qualifying Supervisor - Temporary 50%


Name:


Herbalife ID Number: I I I Ml II nnr


Ship To


Name:


Address:


Telephone: 


Email Address:


Fax:


Payment Method Note: APS not available for Puerto Rico residents. | 4


im Credit Card IZI Personal Check' ED APS No


I I Cashier's Check ED Wire Transfer ED Other: ___________


Credit Card Type: \ ^ Expiration Date: /


Credit Card Number: , ,
■\


r 1
\


Discount % .'■MX .. ' B c
Stock No. .. •Product Name ^ , • w, Total Volume Points Total Full Retail Total Wholesale 


Price


\ < i


... ' '■ . \ . \
/ / ' 1 \


Order Shipping Via FedEx Home Delivery Ground Policy 6 Totals A B c
S 1,000 and Up (FedEx Home Delivery) 4.25% ShioDina and Handlina ( % x 81


Orders less than $125, $7.50 minimum
D +


S700 - S999.99 4.75%


S400 - S699.99 5.25% Walk-In and Will Call/Pick Up Only -
Pick Up and Handling of (5.25% x Total of 8)


E +S125-$399.99 5.75%


Total retail less than $125.00 $7.50 minimum charge Subtotal (Add C + D; or add C + E if applicable) F =
other Shipping Methods 7 ■Tax ( % X Total nf B1 G +


FedB(-2 Day 7.75% - S11.00 minimum Total Amount Due (Add F ri- G) H s


FedEx-1 Day 11.75%-$19.00 minimum


bttemational ot Artterica, Inc- AD rights cesecved.


CONFIDENTIAL
•Arizota. Rorida, tllireiis. PennsyWania and Washingffln tax may vary.
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^HERBALIFE.
Herbalife International of America, Inc. 
950 West 190th Street. Torrance. CA 90502-1001 
P.O. Box 80210, Los Angeles. CA 90080-0210


PROMOTE! & LITERATURE ORDER FORM
UNITED STATES AND PUERTO RICO


(866) 866-4744 - Sales Order Department - Toll-Free 
(800) 503-6180 - Sales Order Department TTY User


Order Date:. 
Order Month:. 


Order Number: _


Ave. Jose O’ony) Santana. Building #18 C-8 
Carolina. P.R. 00979
Monday - Friday: 11:00 a.m. - 7:00 p.m. (PT) Saturday: 9:00 a.m. - 2:00 p.m. (PT) Sunday: Closed


Purchased By 1


Name:,


Herbalife ID Number: I I 'M
Fully Qualified Supervisor


Name:.


Herbalife ID Number: M M I I 1 I
Month 8 Year of Oualification: /


Monm Year


Qualifying Supervisor - Temporary 50%


Name:,


Herbalife ID Number:


Ship To


Name:
Address:


Telephone: 


Email Address:.


. Fax:


Payment Method Note: APS not available for Puerto Rico residents.


□ Credit Card 
I I Cashier's Check 


Credit Card Type: __


I I Personal Check’ 
I I Wire Transfer


□ APS No 
CH Other: ,


Expiration Date: _


Credit Card Number:


Authorized Signature:


1/
' \


'Checks ONLY accepted from Supervisors who have b\en fuly oual>lied for 30 da'^ or more.''
\ \ y I^ \ \


Date:. _//_


f ■ '\ \ A'"' '' B c
stock No. Product Name


- . n' -
vQty \ Total PROMOTE!


\ Volume Points
Total PROMOTE! 


Retail Total Literature
'■'v


. '■ X


\


'y 1


1 ‘


' '' /


Shipping Instructions Totals A B c


0 STD FedEx Prepaid D Express (please see box below) Cl Pick up Retail Total D


Shipping and Handling ( % x B)


Orders less than SI 25, S7.50 minimum
E +


•Order Shipping Via FedEx Home Delivery Ground Policy 6


Retail Total Walk-In and Will Call/Pick Up Only -
Pick Up and Handling of (5.25% x Total of B)


F
STOOD and up 4.25%


S700 - S999.99 4.75% Subtotal (Add 0 + E; or add 0 F if applicable) G +


S400 - S699.99 5.25% Tax i % X Total ot B H s


S125-S399.99 5.75% Total Amount Due (Add G + H) 1


Total retail less thanSl25.00 S7.50 minimum charge


*New Single-Unit Order Shipping Policy lor USA elective September 18. 2000.other Shipping Methods 7


FedEx - 2 Day 7.75% - SlI.OO minimum


FedEx-1 Day 11.75% - SI 9.00 minimum


©2013 Hert&lite International ol America. Inc. All rights reserved.
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^HERBALIFE.
Pi^ase mail/fax this completed form using 
the information below;


Herbalife International of America. Inc.
950 West 190th Street 
Torrance. CA 90502-1001


Member Services: (866) 866-4744 
Fax: (310) 258-7112


Please mark the appropriate box(es) below


SUPERVISOR QUALIFICATION FORM


Fully Qualified Supervisor:


Only one (1) Supervisor Qualification Form is required tor each leg qualifying in your organization. Please submit this Form to your Member 
Senrices Department no later than the 5th of the month following your Member’s qualifying orders.


Qualifying Month/Year


*One-Month
Qualification


Achieve a minimum of 4,000 Voiume Poinis in one calendar 
month, of which at least t,000 Volume Points are Unencumbered 
Vdlume Points (i.e„ not used by another Member to qualify).


Two-Month
Qualification
FIRST MONTH OF A TWO-MONTH 
QUALIFICATION:


Achieve a minimum of 2,500 Volume Points in one calendar 
month, of which at least 1,000 Volume Points are Unencumbered 
Volume Points.


SECOND CONSECUTIVE MONTH OF 
A TWO-MONTH QUALIFICATION:


Achieve a minimum of 2,500 Volume Points in one calendar 
month, of which at least 1,000 Volume Poinis are Unencumbered 
Volume Points.


When completing a two-monlh qualification, an application must 
be turned in separately each month.


Qualifying With 
Organization
Did your downline qualify with their qrganization? Please list 
below the names, Herbalife ID numbers and Unencumbered 
Volume Points of the Members qualifying in this organizabon.


Each Member must have a minimum of 1,000 Volume 
Points that are not being used by another Member becoming 
a Supervisor (Unencumbered Volume Points). The bottom 
Member in the organizabon must have 4,000 Volume Points 
for a one-month qualification or a minimum of 2,500 Volume 
Points for a two-month qualibcation.


tf there are more Members qualifying in this organization, please add to the chart as appropriate, and attach additional information (i.e., Name, Herbalife ID 
number and Volume Points) or complete a new form. Please complete a separate form for each new leg qualifying.


FULLY
QUALIFIED


SUPERVISOR


Fully Qualified
Supervisor Name


Herbalife ID Number


Telephone Number


Fully Qualified Supervisor Please write the r«me. Herbalife ID number and Volume Points below for each Member 
qualifying in your organization.


1” LEVEL


1-Month □ 
1st Month n 
2nd Month □


1st Level:


2KO level


1-Month □ 
1st Month CD 
2nd Month □


please check one box
■or 6acn ivi6fnD6r qualifying


Name


Hettialife ID Number


Unencumbered


Volume Points


2nd Level:
Name


Herbalife ID Number


Unencumbered


Volume Points


3rd Level:LEVEL


1-Month D 
1st Month □


Name


Herbalife ID Number


Unencumbered


Volume Points


4™ LEVEL


1-Month CD 
1st Month CD


4th Level:
Name


Herbalife ID Number


Unencumbered


Volume Points


‘Don't forget to call Member Services Toll-Free at (866) 666-4744 to place those qualifying at Temporary 50% status.


©2013 Hertattehlanationalot America, he. All rights teervel


CONFIDENTIAL
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TAB TEAM PRODUCTION BONUS 
ACKNOWLEDGMENT FORM


^HERBALIFE.
Herbalife International of America, Inc.
950 West 190th Street, Torrance. CA 90502-1001 
P.O. Box 80210 Los Angeles, CA 90080-0210 
Member Senrices: (866) 866-4744 
mr User: (800) 503-6180 
Fax Number: (310) 258-7112


Please carefully review and complete this Acknowledgment Form confirming your understanding of the eligibility rules to compete for TAB Team Production Bonuses and, to earn 
the right to other payments from Herbaiife international of America, Inc.
Your Acknowledgment Form must be received and approved by Herbaiife International of America, Inc., in its discretion, before any TAB Team Production Bonuses are earned. The TAB 
Team Production Bonus is only available to Fully Qualified TAB Team members who conbnue to comply with all of the terms and condib'ons as provided in their Member Agreement.
Mail or fax this form using the information above, Attention: Records Administration Department.


Personal Information (please print)


TTTTL
Herbaiife ID Number


I I I I I I I I I I I I M M I M ITTI M I M M TTTI I I
Member’s Last Name Member’s First Name


M M M M I M
Spouse’s Last Name


M M M II I I I I I I I I I I I I I I I I I I I I I
Spouse’s First Name


I I I I I I I I I I I III II 111 I I 11 I m n M
Current Mailing Address


1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 11 1 1 MUM 1
City state \ \ Zip Code


1 - 1 - M Ml 1 ■ M l 1 1 - L. 1 1
Country Code / Area Code / Day Phone Area Code / Evening Phone ' Area bode / Fax


Acknowledgment
In order to have the opportunity to qualify to receive the TAB Team Production Bonus, and to protect the integrity and loyalty of the Herbaiife business, I acknowledge and reconfirm that:


A. I must not make medical claims or misrepresent Herbalife's products or earnings opportunity'and I must abide by all applicable tax requirements.
B. Participation in the TAB Team Production Bonus Program (“Pfograrn") is a privilege and not a right. Among other things, it rests upon the responsibility of leadership to train and teach


the Herbaiife business and philosophy,' , - \ ,
C. I must not. directly or indirectly through any person, entity, or artirice, partid^te in or promote the products, services or earnings opportunity associated with any other multilevel marketing 


or direct sales company. 1 must not do so''while I am participating in the Program. Without limiting the generality of the foregoing, I acknowledge that: while I am an Herbaiife Member, I may 
not. directly or indirectly, solicit, promote, sponsor or recruit any Herbaiife Member to ioin. or panicipate in any way with, any other multilevel marketing or direct sales company, and: that 
these prohibitions apply to my spouse and myself, acting through any company or entity which my spouse or 1 may control or in which either ol us have an economic interest.


D. All aspects of my relationship with Herbaiife, induding but not limited to those relating to the Program, are and shall remain subject to modilication by Herbaiife in its discretion from time 
to time, such modifications to take effect''upon.the publication by Herbaiife or upon such other date as such pubtication shall indicate.


E. I am an independent contractor setting Herbaiife products and sharing its earnings opportunities with others. Nothing in this Ackhowledgment or in any other aspect of my relatiohship 
with Herbaiife shail give rise to any of the following legal relationships between Herbaiife and myself: employee, agent, partner or joint venturer. Specifically, I am not an employee of 
Herbaiife for Federal tax purposes, or for any other State or Federal tax or non-tax purpose.


F. I may not conduct business in any country in which Herbaiife has not yet officially opened for business.
G. If, in connection with the conduct of my Herbaiife business, I violate Herbaiife rules, including those ntles mentioned or referred to above, Herbaiife shall have the right not to pay me the 


TAB Team Production Bonus ("Bonus! and not to pay me any other monies for which I may be otherwise qualified, and that Herbaiife may terminate my Herbatife Membership, in its 
sole discretion and without any further liability or obligation to me.


H. Herbaiife, at its sole discretion may disqualify a Member from receiving the TAB Team Production Bonus.
I. A condition of receiving the TAB Team Production Bonus is accepting responsibility for the methods by which Members of my downline are recruited and the development of my downline 


according to applicable law and by Herbalife’s mies. As a part of that responsibility. I understand that any request by my downline for Herbaiife to repurchase products - in any Herbaiife 
country - will result in a loss to me of any applicable Commission, Royalty Override, Production Bonus or TAB Team status associated with the volume that is repurchased. If I lose my 
TAB Team qualification as a result of these deductions, I must return to Herbaiife any TAB Team pins earned previously by me for that team status.


J. Any dispute between Herbaiife and me arising from or relating to any aspect of my relationship with Herbaiife, shall be governed by and construed in accordance with the domestic law 
of the State of California.


Acknowledge:


Member’s Signature:. _/!_
Date


Distribution: Send original to Herbaiife. Keep a copy for your records.


Reproduction of this page in whole or in part is illegal.
@ 2014 Herbaiife International of America, Inc. All rights reserved.


CONFIDENTIAL


For Office Use Only


USEN Rev. 12 05/14


HLF 000378







a


%o
“O


o
0
9
%
■o


1


® HERBALIFE.
Automatic Payment Service (APS) 


Authorization Agreement & Application
Note: APS not available for Puerto Rico residents.


I authorize HERBALIFE INTERNATIONAL (HERBALIFE) to begin deductions from my account with 
the financial institution named for payment of my Herbalife product, literature and/or sales promotion 
orders (Herbalife orders).


This authorization will remain in effect until properly revoked by me in writing. I understand that my 
right to stop automatic payment of my HERBALIFE orders will be effective upon receipt of timely 
written notice by HERBALIFE and/or my designated financial institution prior to the time my account 
is charged. I understand that HERBALIFE and/or the financial institution indicated reserve the right to 
end this payment plan and my participation therein upon dispatch of timely written notice.


APS IS AVAILABLE TO SUPERVISORS WHO HAVE BEEN QUALIFIED FOR 30 DAYS OR MORE.


NOTE: IMPORTANT INFORMATION BELOW - PLEASE COMPLETE 
ONE APS APPLICATION PER MEMBERSHIP


( )
Please print your name (as shown on financial institution records) Daytime Telephone Number


Home Address Street City State Zip Code


Email Address


Name and ID Number on HERBALIFE Member Application (please print) Social Secuiity Nuiito a 
Indiviaual Tax identiicaSon Numbet


Indicate four-digit code number (must be numerical, no letters) to be used for verification'


Signature (Primary Member) If Joint Account (Other Signature) Date


Please allow 15 days for processing
IMPORTANT: To avoid delay in processing, you must attach a check marked “VOID," or a savings account deposit slip (most savings 
accounts only allow a limited number of deductions per month) with your bank's routing number and your account number noted on 
the deposit slip. In addition, please verify this information with your bank especially if using a credit union account as the transit routing 
number may be different than what is on your check or deposit slip. Please fill in the spaces provided below:


Transit Routing Number (9 digits) Bank Account Number Checking Savings


( )
Name of Your Bank, Savings & Loan, etc. City, State Bank Telephone #


‘ Please fill in the boxes provided with a four-digit Personal Identification Number (PIN). (You decide the 
code- it may be a birth date, anniversary date, etc.) Please remember your PIN and refer to it each time you 
place an APS Phone-In Order. Please keep a copy of this Agreement & Application form for your records.


RETURN THIS ENTIRE PAGE TO: HERBALIFE WORLD HOME OFFICE 
ATTN: ACCOUNTS RECEIVABLE DEPARTMENT 


P.O. BOX 80210 
LOS ANGELES, CA 90080-0210


Supervisors have Herbalife's pemiission to duplioale this document.
©2013 Herbalife International of America, Inc. All rights reserved.
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® HERBALIFE.
HER8AUPE INTERNATIONAL OF AMERICA, INC.
950 West 190th Street 
Torrance. CA 90502-1001 
P.O.Box 80210 
Los Angeles. CA 90080-0210


Member Services
Phone: (866)866-4744 
Fax: (310) 258-7112
TTY User: (800) 503-6108


CHANGE OF ADDRESS FORM


If you wish to request a change of address, the following procedure must be followed:


• Complete this form.


• Mail/Fax this form using the information above to the attention of MEMBER SERVICES


• You may also submit your change of address information directly to Herbalife online at 
MvHerfaalife.com (if change is within same country)


All changes will be effective immediately upon completion of the processing of this form by Herbalife.


Oo you wish to change your (please check);
CD Email Address 
I I Mailing Address 
n Legal/Fiscal Address


*lf this is a change to your country of legal/fiscal address, please contact 
Member Services, as you will need to supply additional documentation for this 
change to be processed.


Personal Information


II II II II II II II II II II II II II II II II II II II II II II II II II II II II II II II II II II II II II
Last Name First Name Middle Name


1 1 1 II 1 1 1 1 1 ■ 1 ■ 1 1
entification NumberHerbalife ID Number U.S. Social Security Number or Individual Tax Idi


II II II II II II II II II II II II II II II JUL II II II II 1 1 II II II II 1 II II II II II II II II II
Previous Email Address


II II II II II II II II II II II II II II II II II II II II II II II II II II II II II II II II II II II II II II II II 1
New Email Address


Country of Address Country of Address


Street Address Street Address


State Zip Code State Zip Code


Country Code Area Code Day Phone Country Code Area Code Day Phone


Area Code Evening Phone Area Code Evening Phone


New Mailing AddressPrevious Mailing Address


Area Code Area Code


Country of Address


Street Address


State Zip Code


Country Code Area Code Day Phone


Area Code Evening Phone


Previous Legal/Fiscal Mailing Address New Legal/Fiscal Mailing Address


Country of Address


Street Address


State Zip Code


Country Code Area Code Day Phone


Area Code Evening Phone


Area Code Fax


Your Signature:_____________________


B8
Menupr? have Hertialife’s pennssion to aioi:cate this documem. 
C2013 Hertafife Imanationil of America. Inc. Al righs reserved.


CONFIDENTIAL
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^HERBALIFE.
HERBAUFE INTERNATIONAL OF AMERICA, INC. 
Main Phone; (310) 410-9600 
Member Services: (866) 866-4744 
TTY Users: (800) 503-6180
Los Angeles Distribution Center
18431 S. Wilmington Ave., Carson, CA 90746


REQUEST FOR 
REFUND FORM


Puerto Rico Sales Center
Ave. Jose (Tony) Santana, Building #18 C-8
Carolina. P.R. 00979


Memphis Distribution Centers
5025 Crumpler Road, Memphis, TN 38141


Herbaufe Member


Within 30 days following the refund to your Customer, this form must be completely and accurately filled out, signed and returned in duplicate to your nearest 
Herbalife Distribution Center, along with a copy of your Customer's Retail Order Form, and the unused portion of the product, or the original product labels, 
or the empty product containers. Note: All of the items listed above are required in order to process this request.


Herbalife ID Number


Please indicate the shipping address for your replacement product.
□ Same as Member's address


Member’s Name Name


Member's Address Address


City State Zip Code City State Zip Code


Phone


I certify that on this date. / . I have refunded the Customer (stated below) for the sum of $. , or upon their request, I have issued


my Customer full credit toward the purchase of other Herbalife products. (Please refer to the Herbalife Satisfaction Guarantee in the Career Book for 
detailed requirements.)


Member’s Signature:. Date: / /


Herbaufe Customer


Name


Address


City State Zip Code


Phone


Please slate the reasons you were dissatisfied with the products:


After trying the Herbalife® product for: □ 1 week □ 2 weeks □ 3 weeks □ 4 weeks


In accordance with Herbalife’s 30-Day Money-Back Guarantee: I herewith return a copy of my Retail Order Form, along with the unused portion of the 
product, or the original product labels, or the empty product containers, to my Herbalife Member, for:


□ A full credit toward the purchase of other Herbalife products, or


□ A full refund of the purchase price indicated below.


I certify, on this date___//I requested a refund or credit toward the purchase of other Herbalife products in the amount of


$, and I acknowledge receiving the:


□ Refund


Customer's Signature:.


□ Fuil credit toward other Herbalife products


Date:


I Herbalife Distribution Center


□ LADC □ Memphis □ Puerto Rico


Within 30 days following the Member's refund to the Customer, the Distribution Center has:


□ Received the unused portion of the product, or the original product labels, or the empty product containers


□ Received the Retail Order Form.


□ Replaced the identical product and shipped to the Member.


Returns Clerk Signature: Date:.


Description of Return Shipped By Pick up


© 2013 HalaHe Intemalionai ol Amsrita. be. M rights Ressiral.


CONFIDENTIAL
30-Day Money-Back Guarantee


Rev. 10/13
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^HERBALIFE
Herbalife International of America, inc.
P.O. Box 80210
Los Angeles, California 90080-0210 
Tel: (310)410-9600


EARNINGS CERTIFICATION FORM 
ROYALTY OVERRIDE/PRODUCTION BONUS and 


10 RETAIL CUSTOMERS/70% RULE DOCUMENTATION


This form must be completed and submitted to Herbalife monthly to comply with the 10 Retail Customers and 70% Rules. Listed below are 
several methods the Form can be submitted to Herbalife. No matter which method is chosen, the form must be received by Herbalife no 
later than the fifth of each month for the prior month’s activity. (Note; Mail must be postmarked no later than the last day of the month).


METHODS TO SUBMIT THE FORM:


1. Download the form: [Log on to] IVIvHerbalife.com [Click on] MvOffice [Click on) Documents


2. Submit the form electronically; [Log on to] IVIvHerbalife.com [Click on] MvAccounts & Reports [Click on] Submit 10 Customers Form


3. By Mail;


4. By Fax:


Herbalife International of America, Inc.
P.O.Box 80210
Los Angeles, CA 90080-0210


310-216-5147


In addition to all the existing Royalty Override requirements, you must also comply in a timely manner with the 10 RETAIL CUSTOMERS 
and 70% RULES in order to receive your Royalty Override/Production Bonus payments.


The 10 RETAIL CUSTOMERS RULE means that you must make not less than one sale at retail to each of 10 customers during a given month. 


Other activities that can count towards this requirement are:


A sale to a first downline with up to 200 personally purchased Volume Points (and no downline) which may be counted as a sale to one (!) retail customer; and


‘A Nutrition Club attendee who consumed products during ten (10) visits to a Nutrition Club within one Volume month, which maybe counted by 
the Nutrition Club operator as a sale to one (1) retail customer.


The 70% RULE means that at least 70% of the total value of products you purchase each month must be sold or consumed, each month. 
Sales may be to retail customers, or wholesale to downlines. For the purpose of this rule, consumption means product consumed at Nutrition 
Clubs.


EACH OF THESE REQUIREMENTS MUST BE MET OR ROYALTY OVERRIDE/PRODUCTION BONUS EARNINGS WILL NOT BE PAID


I certify that during the month of. _, in the year of. . I have fulfilled the requirements outlined in the box above.


And will, upon request (for verification purposes) furnish to Herbalife the following information concerning such customers: names, addresses, 
phone numbers, email addresses and copies of retail receipts (and/or in the case of Nutrition Club activities, a log of attendee visits inclusive of 
attendee names, dates of visits, contact information). I agree tomaintain all such records for a period of two (2) years.


My total personal retail sales for the month total: $


Herbalife ID Number;. 


Please Print Name: 


Signed:_________ Date:


Keep one copy of this form for your personal files.


© 2014 HerOalife Imernational of America. Inc. All righis resen/ed. 
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REPURCHASE OF INVENTORY


The opportunity to be an Herbalife Member is entirely 
voluntary. A resigning Member may return unused products 
or sales materials, which are unopened and in resalable 
condition, for repurchase by Herbalife if the products were 
purchased within the last 12 months and the resigning 
Member provides proof of purchase. Reimbursement to the 
Member will be issued for the Member's original net cost for 
the returned product. Although shipping and handling paid on 
the original order will not be reimbursed, Herbalife will arrange 
pick up and will pay all shipping charges for the return of the 
product to Herbalife.


Herbalife will deduct the amount of Royalty Overrides, 
Commissions, Production Bonuses and any other earnings 
or benefits paid on the returned products from the respective 
earners, and adjust qualifications as necessary.


Members residing in Georgia, Maryland, Massachusetts, 
Puerto Rico, and Wyoming may exceed the 12-month 
repurchase period, provided all the above criteria have 
been met.


How to Initiate a Repurchase of Inventory
• Under Rule 2.5.3 "Inventory Repurchase" of the Rules 


of Conduct, as amended from time to time, a Member 
may have the right to have Herbalife repurchase resalable 
inventory, under certain terms and conditions.


• To initiate a repurchase of inventory the first step is 
to complete the required forms for the Repurchase of 
Inventory that follow.


• The forms may be mailed, emailed or faxed to:


Mailing Address


Herbalife International of America, Inc.


Attention; Refunds & Repurchase Department
950 W. 190th St.
Torrance, CA 90502-1001


Email Address


DS_CSSuppon@Herbalife.com


Fax Number


310-258-7155


• The forms must be accompanied by or preceded by a 
signed resignation letter, or instead of the resignation letter, 
the completed and signed Inventory Repurchase Request 
Form will be accepted by Herbalife as your resignation 
letter.


Return Product Authorization


• If you have met the requirements specified on the Inventory 
Repurchase Request Form, and submitted your forms to 
Herbalife via any of the methods described above, please 
contact Herbalife's Repurchase Department at S66-86&4744 
Ext. 43132 to arrange the pickup of your inventory.


• Please be aware that all terms and conditions must be 
met, and to avoid handling delays, your shipment should be 
prepared as indicated below:


• Each side of your package must reflect the letters 
"BB" followed by your Herbalife Identification Number 
in large print (i.e., BB 1000000000).


• Once Herbalife has processed the return, the payment due 
will be issued.


• Herbalife will have no responsibility for items shipped that 
are outside of Rule 2.5.3 "Inventory Repurchase," and 
guidelines provided.


For questions regarding the process, please contact


Herbalife's Member Services Department toll-free at
866-866-4744, or Herbalife's Repurchase Department at


extension 43132.
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^HERBALIFE.
HERBALIFE INTERNATIONAL OF AMERICA. INC.
Attn; Refunds and Repurchase Department
950 W. 190ih St.
Torrance. CA 90502-1001


Inventory Repurchase Request Form
(This form is required.)


This form must be signed, dated, and returned to Herbalife to initiate your request.


To process your request, please provide Herbalife with the details requested, if you have not already done so.


• I hereby permanently resign my Herbalife Membership.


• I understand that only unopened and resalable products or sales materials which were purchased from Herbalife within the 
last 12 months* are eligible for resale to Herbalife, and are in all other respects in accordance with Rule 2.5.3 "Inventory 
Repurchase" of the Herbalife Rules of Conduct.


• I understand my reimbursement will be issued for the full amount I paid for the original net cost I paid for the products. 
I understand that reimbursement will not include the shipping and handling fees paid on the original order. Herbalife will 
arrange pick up and will pay all shipping charges for the return of the products to Herbalife.


• I understand that I will be refunded via the same method of payment that was used when I originally bought the 
merchandise. (If paid by check, money order or wire transfer, the reimbursement will be refunded with a check. 
If paid by credit card, the same credit card will be refunded.)


• I understand that Herbalife reserves the right to determine which products and quantities fall within the limits of Herbalife's 
repurchase of inventory policy. I will return only items that are unopened and in resalable condition, that were purchased from 
Herbalife within the last 12 months, and which comply with Rule 2.5.3.1 understand that Herbalife will have no responsibility 
for items returned that fall outside Rule 2,5.3 and the guidelines provided, and that Herbalife will not pay for or assume 
responsibility for returning items that are not repurchased.


• I have included proof of purchase for this merchandise (copies of credit card statements, money orders or cancelled checks).


• I understand that if within 90 days after the acceptance of my Application in Herbalife's records, I decide not to continue as 
a Member, I also may return the official Herbalife Member Pack (HMP) whether or not in resalable condition.


By my signature, I acknowledge and agree to the above.


(Name - Please Print) (Herbalife Identification Number)


(Signature) (Date)


If you agree to the terms and meet the requirements specified above, please contact Herbalife's Repurchase Department at 
866-866^744 Ext. 43132 to arrange the pickup of your inventory.


*May be longer (or residents of Georgia. Maryland. Massachusetts, Puerto Rico and Wyoming. 
@2014 Herbalife International of America. Inc. AD rights reserved.
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^HERBALIFE.
HERBALIFE INTERNATIONAL OF AMERICA, INC. 
Ann: Refunds and Repurchase Department 
950 W. 190th St.
Torrance. CA 90502-1001


Product I Wish to Return
(In addition to the Inventory Repurchase Request Form, complete this form if your return includes Herbalife product inventory).


Name: 


Herbalife Identification Number:


I understand that only unopened and resalable products which were purchased from Herbalife within the last 12 months* are 
eligible for resale to Herbalife, and in all other respects in accordance with Rule 2.5.3 "Inventory Repurchase"of the Herbalife 
Rules of Conduct. I represent and warrant that the products which are listed below and which I wish to return to Herbalife meet 
these standards.


• I also understand, Herbalife reserves the right to determine which products and quantities fall within the limits of Herbalife's 
repurchase of inventory policy, and that I may return only those items, that are unopened and in resalable condition, that were 
purchased from Herbalife within the last 12 months and which comply with Rule 2.5.3. I understand that Herbalife will have 
no responsibility for items returned which it determines fall outside Rule 2.5.3 and the guidelines provided.


Stock# Product Description # of Cases or # of Units Office Use Only


(Signature)


•May be longer lor residents of Georgia. Maryland, Massachusetts, Puerto Rico and Wyoming, 
(g) 2014 Herbalife International of America, Inc. AD rights reserved.


(Date)
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^HERBALIFE.
HERBALIFE INTERNATIONAL OF AMERICA, INC. 
Attn; Refunds and Repurchase Department 
950 W. 190lh St.
Torrance. CA 90502-1001


Literature/Promotional Items I Wish to Return
(In addition to the Inventory Repurchase Request Form, complete this form if your return includes Herbalife literature/ 
promotional items.)


Name; 


Herbalife Identification Number:


I understand that only resalable sales materials which were purchased from Herbalife within the last 12 months* are eligible 
for resale to Herbalife, and in all other respects in accordance with Rule 2.5.3 "Inventory Repurchase" of the Herbalife Rules of 
Conduct. I represent and warrant that the sales materials which are listed below and which I wish to return to Herbalife meet 
these standards.


• I also understand, Herbalife reserves the right to determine which products and quantities fall within the limits of Herbalife's 
repurchase of inventory policy, and that I may return only items that are unopened and in resalable condition, that were 
purchased from Herbalife within the last 12 months, and which comply with Rule 2.5.3.1 understand that Herbalife will have 
no responsibility for items returned which it determines fall outside Rule 2.5.3 and the guidelines provided.


Stock# Literature / Promotional Items # of Sets or # of Units Office Use Only


(Signature) (Date)


‘May be longer for residents of Georgia, Maryland. Massachusetts. Puerto Rico and Wyoming. 
© 2014 HetbaMe mtemaUonai ot America, Inc. All rights reserved.
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Nutrition Club Operator's Advisory


This Nutrition Club is operated by Independent Herbalife Member 


("Operator"). 
Operator's mailing address is, 
and Operator's business phone number is. 
Operator, not Herbalife, is responsible for all of the activities related 


to this Nutrition Club.


Nutrition Clubs are social gatherings, bringing people together with 


a focus on good nutrition. They are not retail stores or outlets, nor 


are they restaurants. Registered Club attendees may carry out one 


shake, or one COLD tea, per day from the Club, but only in unbranded 


containers of not more than one single serving. Carry-out of a shake, 


or COLD tea, may only be for the personal consumption of that Club 


attendee or another registered Club attendee. Carry-out is limited 


to one shake, or one COLD tea, and does not include Formula 1 pies 


or Herbal Aloe Concentrate.
Nutrition Club fees cover general operational costs and do not 


represent the price or cost of products. Participants may share 


their experiences after having used the products, but must always 


remember that the products are not intended to diagnose, treat, 


prevent or cure any disease or medical condition. Income reported 


in Nutrition Club materials, or in oral testimony at Club gatherings, 


is applicable to the individuals (or examples) depicted and 


not average.
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Hygiene and Sanitary Practices Advisory 


for Nutrition Club Operator


Although Nutrition Clubs are not restaurants, carry-outs, or 


any other type of food service establishment, Herbalife expects 


Nutrition Club Operators to adopt the highest standards of 


hygiene and sanitary practices. Listed below are the core 


principles of good hygiene and sanitation that are always 


required. Refer to Rule 1-N "Good Hygiene" which details these 


required hygiene practices:


• Keep your Club, particularly your entire kitchen area, clean 


at all times.


• Keep all tools and utensils used in food preparation, and in 


particular blenders and cutting boards, clean at all times.


•Keep your hands and forearms clean at all times by washing 


them frequently with antibacterial soap and warm water.


• Always use purified (or boiled) water in preparing the 


Club's complimentary beverages.


• Inspect fruits and vegetables for freshness and quality, and 


wash them prior to use.


•Always use disposable cups.


•Clean up any spillage immediately, and remove all 
trash promptly.


CONFIDENTIAL HLF 000389
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U.S. and Puerto Rico Nutrition Club Registration nutrihon


WHO NEEDS TO SUBMIT A REGISTRATION FORM?


Members operating a Nutrition Club in a non-res/oten(/a/location are required to submit a Registration Form to Herbalife at least 
30 days prior to the official opening date of their Nutrition Club.


Members may not open a Nutrition Club in a non-residential location or sign a lease for the purposes of a Nutrition Club unless 
they have been an Herbalife Member for at least 90 days. Also, prospective Nutrition Club operators must have completed the 
process required by Herbalife as to site location and proposed signage, training and other matters as outlined in the Nutrition Club 
Rules.


Members operating a Nutrition Club from a residential location are also encouraged to submit a Registration Form, however it is 
not required.


WHY DO I NEED TO SUBMIT A REGISTRATION FORM?
Submitting your Registration Form will help you stay connected with the latest news and updates on Nutrition Club trainings and 
promotions. This registration process will ensure that the required Nutrition Club Operator training has been completed and that 
the proposed name, signage, window and door covering ideas you have for your Nutrition Club have been reviewed prior to your 
opening date. This will avoid additional costs for materials produced that are not in compliance. As stated in Herbalife Nutrition 
Club Rules, a Nutrition Club is not a franchise, restaurant, caf6, or retail location.


DO I NEED TO SUBMIT ADDITIONAL INFORMATION WITH MY REGISTRATION FORM?
Yes. Please submit the following with your completed Registration Form:


For a planned Nutrition Club located in a non-residential location:


• A drawing of each exterior sign.


• A drawing of each window and door covering (curtain or shade). Information on approved window coverings can be found 
on MvHerbalife.com under Nutrition Club area of the site.


• A brief description, including the dimensions, locations and the number of signs and window and door coverings needed.


For an existing Nutrition Club located in a non-residential location:


• Photos of each exterior sign.


• Photos of each window and door covering (curtain or shade).


• A brief description, including the dimensions, locations and the number of signs and window and door coverings needed.


• An overall photo that captures the entire exterior of the Nutrition Club signage or message visible to passers-by.


PRIMARY NUTRITION CLUB OPERATOR
Only one Operator is responsible for submitting a Nutrition Club Registration Form. This Operator is considered the Primary 
Nutrition Club Operator. One Form is required for every non-residential Nutrition Club location.
Secondary Club Operators (if any) may be listed on the Registration Form.


WHERE DO I SUBMIT MY REGISTRATION FORM AND ADDITIONAL INFORMATION?
For your convenience, there are four (4) simple ways to submit your Registration Form and the additional information required:


1. Online: Go to MyHerbalife.com and login > select 'Register your Nutrition Club"


2. Email: DPCNulriiionClubsNAM@Herbalife com


3. Mail: Herbalife International of America. Inc.
Attention: DPC 
950 W. 190th Street 
Torrance, CA 90502


4. Fax: (310) 216-5145. Photographs must be sent via email or mail. Please do not submit photographs by fax.


^HERBALIFE.
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U.S. and Puerto Rico Nutrition Club Registration
PRIMARY (MAIN) NUTRITION CLUB OPERATOR’S INFORMATION:


Last name: _________________________________ First name:


Team level:


nutrihon


W4V 2014 Re^iseiJ t


Primary Operator ID#:


Country: 
Nutrition 
Club type: □ Residential □ Non-Residential


Non-Residential Sub-type: (seiea one below)
□ Single Operator (Traditional)
□ Multiple Operators (Central/ Multi-Club) ~ Other


Primary language spoken in Club: ~ English :: Spanish


The Nutrition Club is: _ Existing OR
□ Planned - Date of Opening or estimated opening:


□ Proposed name: _____________________________  OR


□ I do not have a name


□ I previously submitted this form, but have an update/change to 
my Nutrition Club name, signage and/or window coverings.


□ I am closing or have closed my Nutrition Club.
Date of closure:


□ I wish to change Primary Operator to ID #:


□ New Primary Operator Name:


Club Address:


Suite #:


City:


State:


Zip:


Main contact number:


Alternate contact number:. 
Email:_________________


Website:


Seating capacity:.


Average daily consumptions/attendees:.


"For changes to the Primary Operator, both Current arid New Operator must sign this form.


I was trained in my Upline s Nutntion Club 
Dale Upline Name 
I partiapated in a Nutntion Club Training by an Independent Member 
Date Event Name/Localion 
I participated in an Herbalife Corporate Nutntion Club Training 
Event Date Event Name/location
I completed the Nutntion Club Operator s Training and Quiz on 
MyHerbaMe.com s Learning Center Date training completed _ 
I was trained by an Ambassador 
Dale Ambassador Name 


I did not receive training Other_______________________


For marketing purposes, select Busirtesa Methods conducted on location. 
Z Weight Loss Challenge Z Total Plan □ Wellness Coach □ Other


Nutrition Club hours of operation


Open all day Monday - Friday


OR daily hours of operation 
Morning: to Afiamoon:


What percentage of your business comes from the Nutntion Chib? _
Number of additional Operators at this locabon? _ 
Additional Club Operator information


Operator name: ________________


Operator ID#: ________________


Team level ________________


Operator name: ________________


Operator ID#: ________________


_ Open all day Saturday 
OR daily hours of operation: 
Morning: ______ to ______ Aftemooh


□ Open all day Sunday:


OR daily hours of operation: 
Morning: to
Comments


Team level: _____________________
ffs/ioring jmr Cfub wihmorv Manhw) (2) Opinion. $ubmilth»a Klonas9fMnt9


I acknowledge that I have reviewed and understand Herbahte's Rules of Conduct, and Supplemental Rules, which Include Nutrition Club Rules


Current Primary Operator Signature:  Date:


*New Primary Operator Signature:  Date:
Please be aware that an incomplete form may delay the signage window and door covering conlirmalion process of your Nutrition Club 
Failure to submit a Registrabon Form to Herba/rte may result in sanctions to your Membership.
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Weight Loss Challenge Participation Agreement
Thank you for your interest in the Weight Loss Challenge! Through the Challenge, Independent Herbalife 
Members (also known as “coaches") are able to help participants work toward their weight-loss goals 
and improve their overall wellness. We want you to have a great time as you have fun and meet new 
friends at our Weight Loss Challenge. Remember that any reasonable diet or weight-management 
program includes exercise and sensible meals, and it’s always a good idea to consult your primary 
physician before starting an exercise or weight-management program.


The coach(es) responsible for this Challenge:


Name(s):


Contact Information:


Please read this document carefully and sign it to confirm that you understand all of the general terms of 
the Weight Loss Challenge.


• In return for your Participation Fee of $35* and upon signing this document, you are entitled to 
participate in the Weight Loss Challenge identified below and you will be eligible for the various 
prizes and/or payouts which are awarded upon its conclusion. You will also attend weekly 
weigh-ins where you will have the opportunity to ask questions, and receive coaching and education.


/ 20_ and ends the weekThis Weight Loss Challenge begins the week of. 
of/20


• Coaches are independent businesspersons; they are solely and exclusively responsible for the 
operation and details of each Weight Loss Challenge.


• The purchase or consumption of Herbalife® products in conjunction with your participation is 
recommended, but not required.


• The Participation Fee of $35* covers all prize payouts, plus minimal operational costs.


• The Weight-Gain Fee is $1 * per pound for weight gained since the last recorded weigh-in.


• The Absence Fee is $5* for each absence. One (1) absence is allowed without penalty.


• The Participation Fee is fully refundable if requested by the participant within the first 48 hours of 
the Challenge start date.
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• Weight-Loss Payouts are paid to the top 3 weight losers as follows:


° 1 St Place: 50 percent will be paid to the person who has lost the greatest percentage of his/
her body weight by the end of the Challenge.


° 2nd Place: 30 percent will be paid to the person who has lost the next greatest percentage 
of his/her body weight by the end of the Challenge.


° 3rd Place: 20 percent will be paid to the person who has lost the next greatest percentage 
of his/her body weight by the end of the Challenge.


• An Inches Payout is paid to the participant who loses the most inches and is not also a 
top 3 weight loser; this winner receives all money collected from Weight-Gain and Absence Fees.


• If, after reading this document, you have any further questions about the Weight Loss Challenge, 
do not hesitate to ask the coach(es) listed in this Agreement.


• As a participant, you should communicate regularly and fully about your progress and never 
hesitate to ask questions, so you can receive the appropriate advice and coaching.


• You must be at least 14 years of age to enter a Weight Loss Challenge; if you are 14 to 17 years 
old, your parent or legal guardian must sign this Agreement on the line provided.


I__________
(PRINT NAME)


Signature:__


,, have reviewed and agree to all of the above. 


Date://


Signature:,
(Parent or legal guardian signature required il participant is under the age of 18.)


Date: / /


Address:.


City:. Zip:,


Phone:.


Email:


How did you hear about this Challenge? (please check)
□ Prior participant □ Referred by a friend (name):_____________


□ Newspaper ad □ Postcard (color of postcard or name listed):.
□ Other:__________________________________________________
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POLICY STATEMENT ON EXPENDITURES BY 
NEW MEMBERS
One of the unique and wonderful things about becoming an 
Herbalife Member is that no investment is required to start 
or grow your Herbalife business and that you can choose for 
yourself how to pursue the many opportunities afforded by 
Herbalife products and the Herbalife Sales & Marketing Plan. 
The only required expenditure is the purchase of the Herbalife 
Member Pack (HMP).


As with any business, you may be attracted to spend or invest 
more than the minimum and just as with any business, you 
should be cautious about spending or committing. You should 
ask yourself questions.


For example, "Should I buy a large starting inventory?" 
Our advice is not to purchase product beyond your own 
needs and, after you are confident you wish to begin 
to resell Herbalife® products, those amounts you are 
confident you can resell within a reasonable amount 
of time.


• Another example, "Should I buy services and products 
that might be helpful in recruiting other Members?" 
These are typically referred to as "Sales Aids" or "Business 
Tools". Our strong advice is that you should first gain 
significant experience with Herbalife® products and the 
Sales & Marketing Plan before you purchase sales aids. 
Your upline is expected to provide support, encouragement 
and training regardless of whether you buy such services 
or materials. In addition, Herbalife offers training materials 
for its Members relating to product, product merchandising 
and business skills for free or at a nominal cost.


However, if you freely choose to purchase sales aids whose 
purchase is not otherwise prohibited by Herbalife's Rules 
(such as leads, advertising or advertising slots, or decision 
packs) we urge you to spend no more than a reasonable 
proportion of the earnings generated from your Herbalife 
business. As with all business expenditures, be prudent.


Business Tools are not produced, approved or endorsed, 
by Herbalife, and Herbalife assumes no responsibility, with 
regard to their purchase, sale or use.


Another example, "Should I sign a lease and buy the 
fixtures and other things needed to open a Nutrition 
Club or an Herbalife Office?"


Prior to opening a Nutrition Club we strongly advise that you 
obtain proper training and experience about the Herbalife®
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products and the Herbalife opportunity. Allow yourself the 
time necessary to experience the products and learn about 
their directions for use, become knowledgeable enough to 
properly explain the potential benefits that can be achieved 
through good nutrition and a healthy active lifestyle, and 
gain significant experience in operating your business. We 
further advise that you observe and study how Nutrition 
Clubs or offices operate and carefully consider whether to 
engage in a large expenditure or enter into what could be a 
substantial obligation in the form of a lease, before you do so.


No aspect of the Herbalife opportunity is or may be 
considered a franchise and you should therefore never be 
asked for payment to buy the "right" to open or operate 
your own Nutrition Club or office. Similarly, you should 
not pay anyone to set-up a Nutrition Club or an office for 
you. However, if you work out of another Member's Club or 
office, it is normal to pay a reasonable rental fee for space or 
a workstation or to pay a reasonable percentage of the Club's 
or office's operating expenses.


And, lastly, "Should I incur debt to pursue the 
Herbalife opportunity?"


One of the unique aspects of the Herbalife's Sales & 
Marketing Plan is that you can achieve the level required 
to earn Royalties and Production Bonuses by building a 
solid customer base and without purchase of inventory 
other than that required to service your customers and 
for your own personal consumption. As a result, it is not 
necessary to borrow money or obtain a loan of any form 
and we discourage incurring debt to pursue the Herbalife 
opportunity, and we strongly discourage incurring any debt 
to do so.


Our founder, Mark Hughes, founded Herbalife on the 
principle that success in Herbalife was only limited by your 
own skills, hard work and imagination. After more than 30 
years, that principle is still true today and we hope that 
all new Members will bear this in mind as you evaluate 
expenditures in your Herbalife business.


For more information and our Policy Statement on Business 
Tools, please visit Herbalife’s official website MvHerbalife.com 
or you may request this by phone through Herbalife’s Member 
Services Department toll-free at 866-866-4744.
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U.S. AND PUERTO RICO 
RULES OF CONDUCT


Introduction


Welcome to Herbalife. We're so glad you've made the choice to become a Member of a leading global nutrition brand. What 
follows are the Rules of Conduct' for your Membership that will guide you on your journey with Herbalife, including best in the 
industry consumer protections.


It is our goal to make our Rules easy to understand and simple to follow. Most Members join to enjoy a discount on Herbalife® 
products while striving to achieve their personal nutrition and weight-management goals. If that's the reason you joined, then 
you need only focus on the first few pages of our Rules.


If now, or at some time in the future, you wish to engage in the Herbalife business, the "Business Activities" Rules beginning 
with Chapter 3 will help you embark on this opportunity. If you decide to progress in your business, sponsor other Members, 
open and operate a Nutrition Club, or conduct a Weight Loss Challenge, you should review the Rules explained in later Chapters.


Because some aspects of life can be complicated, some of our Rules can be a bit complicated as well. If you ever have 
questions about a Rule, please reach out to us at Herbalife Member Services by calling 866-866-4744. We'll be happy to answer 
your questions.


Whatever your goals - better nutrition or better nutrition and extra income - we hope you find your Herbalife Membership rewarding. 


With warm regards,


Michael O. Johnson, CEO, Herbalife
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Chapter 1 Getting Started


1.1 APPLYING TO BECOME A MEMBER


An individual applying to become an Herbalife Member 
("Applicant") must:


1. Be sponsored by an Herbalife Member ("Sponsor"):


2. Purchase either the Mini or Full Herbalife Member Pack 
(HMP):


3. Fill out and submit an Herbalife Membership Application and 
Agreement ("Application"): and


4. Have the Application accepted by Herbalife.^


1.1.1 Restrictions on Purchase Requirements


The only required purchase to become a Member is the 
Mini HMP which is sold to a new Member at cost without 
markup or profit to the Sponsor. The Sponsor must provide 
the Applicant an opportunity to choose between the Mini and 
full HMP.


The Mini or full HMP may not be combined with other 
products, services or materials. Sponsors may not require 
Members to purchase:


• An inventory of products.


• Materials, products or services, whether or not produced 
by Herbalife.


• Admission tickets to attend seminars, meetings or other 
events.


1.1.2 Debt Discouraged


Herbalife strongly discourages incurring debt or obtaining 
loans to pursue the Herbalife opportunity. Money loaned or 
granted for any purpose not specifically related to Herbalife 
(including educational loans or grants) may not be used in the 
operation of an Herbalife business.


One of the benefits of an Herbalife business is that it is 
inexpensive: The only required expense is the purchase 
of a Mini HMP. Members are encouraged to build 
their business debt-free. Members who elect to retail 
products and/or build Member organizations don't need 
to invest in large inventories or incur burdensome debt.


1.1.3 One Membership Permitted Per Person 
An individual may own, operate, and support only one 
Membership, except as permitted by the Separation and 
Divorce, and Inheritance Rules. (See Rules 2.3 and 2.4) If an 
individual submits more than one Membership Application, the 
first Application is the valid Membership.


'Herbalife reserves the right to accept or reject any Application in its sole and absolute 
discretion. Until the Application is accepted, the Applicant is granted a revocable license 
to buy and sell Herbalife* products.


1.1.4 Annual Membership Services Fee


Members are charged an Annual Membership Services Fee 
("Fee") for Herbalife computer processing and other services. 
The Fee must be received from the Member and may not 
be paid by another Member. If a Member does not pay the 
Fee by the anniversary date of the original Application, the 
Membership is terminated. Herbalife tries to remind Members 
by mail/electronic mail of the deadline for payment. However, 
the Member is responsible for paying the Fee on time.


1.1.5 Acceptance/Rejection of Fee


If a Member has violated the Rules, Herbalife may refuse to 
accept payment of the Fee, in which case the Membership will 
be terminated, and Herbalife will refund payment of the Fee.


1.1.6 Communications with Herbalife


Members must provide a permanent home or business 
address to Herbalife and keep all contact information current in 
Herbalife's records. All documents and statements submitted 
to Herbalife must be complete, truthful, and submitted in a 
timely manner.


1.1.7 Proper Purchasing


Non-Supervisor Members may only purchase Herbalife® 
products from their Sponsor, their first upline Supervisor 
(only if their Sponsor is not a Fully Qualified Supervisor) or 
directly from Herbalife. All products must be delivered within 
a reasonable amount of time after sale.


Fully Qualified Supervisors may only purchase products 
from Herbalife.


Members may not place or pay for orders on behalf of other 
Members,^ The sole exception is if a Supervisor is ordering for 
a non-Supervisor, because the purchase is considered to be 
the Supervisor's own Personal Volume.


1.1.8 Payment


Members must ensure that all payments submitted to 
Herbalife are authorized and sufficiently funded. Members 
must receive and keep written authorization from credit card 
holders before using the credit card(s) for payment.


Members are financially liable for payments that are rejected 
for any reason-'’


Herbalife may restrict a Member's buying privileges for 
violations of this Rule and make volume and earning 
adjustments to settle disputed charges.


’This rule applies unless Herbalife repuesis and receives wriuen auihoriiaiion from ihe 
Member for payment to be made by another person. Written authorization may only be 
given for one specific order.


Member whose check is returned for insufficient funds may be surcharged by Herbalife.
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Chapter 2 Membership Particulars


2.1 MEMBERSHIP ELIGIBILITY


2.1.1 Members Must Be Individuals


Herbalife only accepts Applications for Membership in the 
name of individuals. However, Members may have their 
Herbalife earnings paid to a partnership or corporation by 
submitting a written request to the Herbalife Member Services 
Department ("Member Services").^ The Membership will 
remain in the name of the individual, and the earnings of the 
Membership will be reported in the name and tax identification 
number of the individual Member.


2.1.2 Dual Memberships


If Herbalife determines that a Member, spouse or other 
individual participating in a Membership has submitted 
more than one Application, or has worked or assisted in the 
development of another Membership, Herbalife has the sole 
and absolute discretion to:


• Terminate or place conditions on one or both of the 
Memberships.


• Impose penalties or sanctions on the Memberships and/ 
or Sponsors.


• Adjust the volume and compensation of either or both 
sponsoring organizations for any period prior to the 
transfer or deletion of the Membership.


• Take other action it deems appropriate.


In cases of dual Memberships and similar violations, the 
Member may be allowed to continue as an Herbalife Member, 
but must do so in the proper line of sponsorship as determined 
by Herbalife. Herbalife will determine the disposition of the 
deleted Membership’s downline lineage.


2.1.3 Membership Minimum Age


A person must be at least 18 years old to apply for Membership 
or participate in another Member's Herbalife business.®


Puerto Rico Residents: An Applicant must be at least 21 
years of age to become an Herbalife Member and to conduct 
business in Puerto Rico.


2.1.4 Special Rules for Applicants Age 14-17


A minor who is at least 14 years of age who lives and proposes 
to conduct business in the United States and Puerto Rico 
may submit an Application accompanied by a letter from the 
minor's parent(s) or legal guardian(s) accepting responsibility 
for the actions of the minor.


If a parent or legal guardian is an Herbalife Member, the parent 
or legal guardian must also provide:


’Member Services may be reached by calling S66-86&4744.
’Minimum age requirements vary from country to country. For age reauirements in other 


80 coufUfies. comact Member Services.


1. Written consent of the parent or guardian's Sponsor and 
upline Members (up to and including the first three active 
upline Supervisors) or an explanation as to why such 
consents have not been obtained;' and


2. A letter signed by the parent or guardian that they will not 
participate in the operation of the minor’s Membership.


2.1.5 Married Couples and Members Who Marry 
Married couples may participate in only one Membership. If 
two Members marry each other, one Membership must be 
relinquished. The only exception to this Rule is when each 
Membership is at Supervisor level or greater at the time of 
marriage. In this case, each spouse may continue to operate 
his or her individual Membership.


2.1.6 Spouse Recognition


A Member may request that Herbalife add a spouse's name 
to the Membership record. Adding the spouse's name is 
for recognition purposes only. It does not give the spouse 
ownership or other rights related to the Membership.


2.1.7 Activities of a Spouse


A Member is responsible for the acts of their spouse, whether 
or not the spouse participates in the Membership and whether 
or not the Member was aware of the spouse's actions. The 
spouse must comply with the Rules and laws related to the 
Herbalife business. For example, a Member will be responsible 
if his spouse solicits or promotes another multilevel marketing 
(MLM) or direct-selling opportunity to any Herbalife Member 
or customer.


Herbalife reserves the right to terminate a Membership if 
the spouse engages in activities which, in Herbalife's opinion 
diminish, damage, or weaken the reputation of Herbalife or 
its products.


2.1.8 Former Participant in Membership


A Former Participant (meaning a former Member, spouse, or 
an individual who participated in a Membership) must wait 
a minimum of one year and fulfill the Period of Inactivity 
requirements before reapplying for Membership under a 
different Sponsor or assisting any other Membership, (See 
Rule 2,1.10)


2.1.9 Disclosure of Former Membership


If a Former Participant applies for a new Membership, the 
Former Participant must notify Herbalife at the time of 
application and provide the former Membership ID number, 
A Membership may be terminated if the Member fails to 
inform Herbalife of activity in another Membership or makes 
misrepresentations regarding it.


'Herbalife reserves the right to accept the request without upline consent and may require 
additional information at its sole discretion.
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2.1.10 Period of Inactivity


The Period of Inactivity means that during a one-year waiting 
period, the Former Participant may not:


• Be involved in the Herbalife business in any way.


• Purchase products other than for personal use.


• Sell any Herbalife® products or Materials.


• Sponsor or offer the Herbalife opportunity.


• Promote, assist or support any Membership.


• Participate in Herbalife trainings or meetings whether 
sponsored by Herbalife or a Member.


The one-year Period of Inactivity is calculated as follows: 
Example 1: Member Resigns


• Prior application date is December 5, 2013.


• Resignation effective on August 28, 2014.


• The Period of Inactivity for this Membership would be 
from August 28, 2014 through August 27, 2015,


• This Member would be eligible to sign a new Application 
under a different Sponsor as of August 28, 2015.


Example 2: Member Does Not Pay Annual Membership 
Services Fee


• Prior application date is December 5, 2013. Annual 
Membership Services Fee is due on December 5, 2014 
(anniversary date).


• If the Fee is not paid, the Period of Inactivity for this 
Membership would be from December 5, 2014 through 
December 4, 2015.


• This Member would be eligible to sign a new Application 
under a different Sponsor as of December 5, 201 5.


After the Period of Inactivity, the Former Participant may apply 
for a new Membership under another Sponsor.


Exception to Period of Inactivity
If the Former Participant wishes to apply for a new 
Membership under the original Sponsor and that Sponsor has 
remained in the original organization, the waiting period may 
be waived by Herbalife.


2.2TRAIMSFERRINGYOUR MEMBERSHIP


2.2.1 Assignment, Sale, orTransfer of Membership 
The sale, assignment, or transfer of any right or interest in a 
Membership is not permitted without prior written consent by 
Herbalife in its sole and absolute discretion.


A Member may not transfer a Membership in order to 
circumvent the Rules or the law. If Herbalife becomes aware 
that the former Member (Transferor) and/or his spouse has 
engaged in conduct or activity that would violate the Rules 
after granting the transfer request, Herbalife may apply 
sanctions to the transferred Membership.
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2.2.2 May Only Be Assigned orTransferred to a 
Non-Herbalife Member


A Membership can only be assigned or transferred to an 
individual who is not a Member, except as allowed by Rule 2.4. 
Herbalife will not consider a transfer request if the proposed 
Member (Transferee) has been involved in the Herbalife 
business in any way in the previous 12-month period.


2.2.3 Status and Benefits
The achievements of a Member are personal, and if an 
assignment or transfer is approved, the status and benefits 
achieved by the Member may not be transferred with the 
Membership. The Transferee may be required to achieve all 
qualifications for status and earning requirements after the 
assignment or transfer is made. This includes Supervisor 
status, TAB Team status, vacation qualifications or any other 
rights of the individual Member.


2.2.4 Responsibility AfterTransfer 
After transfer of the Membership:


• The Transferee shall be responsible to Herbalife for any 
and all violations of the Rules committed by or on behalf 
of the Transferor in connection with the Membership.


• For a period of six months following the effective date 
of the transfer, acts by the Transferor and/or her spouse, 
which would violate the Rules if the Transferor were still 
a Member, shall be treated as though the violations were 
the Transferee's violation.


2.3 SEPARATION AND DIVORCE


2.3.1 Establishing a New Membership 
If a Member's spouse wishes to continue in the Herbalife 
business during or immediately after a divorce, the Member 
and spouse each must establish a separate Membership 
under the original Member's Sponsor. Separate Memberships 
allow each individual to receive proper credit for their own 
efforts (building a downline, and volume and earning 
achievements) after the divorce. Herbalife will deactivate the 
buying privileges of the original Membership. Herbalife will 
credit each separate Membership with the Volume Points of 
the original Membership through an "Association." (See Rule 
2.3.4) Each party must sponsor and place orders using their 
new ID numbers.


JANE SMITH


(OrigiHAl Mnmhnrshipl (Indiviaual Membership)


BOB SMITHJANE SMITH
(Individual Membefshipt


Neither the original Membership nor its downline can be 
divided between the Member and the former spouse. For 
example a Member and the former spouse may not "divide" 
the Membership giving each person a 50% ownership.
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Herbalife must receive the following documents to establish 
a new Membership:®


• Signed and notarized Divorce Policy Form;


• Copy of the Petition for Dissolution, Property Settlement 
Agreement, or Final Judgment;


• Newly completed Application sponsored by the Sponsor 
of the original Membership; and


• Newly completed TAB Team Production Bonus 
Acknowledgment Form, reflecting the ID number of the 
individual Membership (TAB Team level Memberships only).


If a Member remarries, that person's spouse's name can be 
added to their individual Membership.for recognition purposes.


JANE SMITH


(Ongiiuil Mdinborslvpl


JANE SMITH


(IhdiVKiual Membtiisltip)


BOB&
BARBARA SMITH


(now sDOuse) 
(Individuai Membership)


Herbalife will only accept and associate one set of divorced 
Memberships. To illustrate, if Bob and Barbara divorce, 
Barbara may have a new Membership, but it will not be 
associated to Bob's.


If Herbalife determines that a Member's conduct violates 
any Rule, Herbalife shall have sole and absolute discretion to 
determine the disposition of each Associated Membership, 
including, decisions whether to terminate, impose penalties 
or sanctions, or place conditions on any of the Memberships.


2.3.2 Requests to Modify the Original Membership 
Herbalife will accept requests to make changes to the original 
Membership. All requests must be signed and notarized by 
both parties unless Herbalife receives a certified copy of the 
court's final judgment.


Removing a Spouse's Name: Herbalife must receive a 
completed Remove Spouse Request Form to remove a 
spouse's name from the Membership.


Payments: Herbalife must receive a completed Request to 
Pay Form to make payment changes. Subsequent requests 
must be signed and notarized by both parties. The earnings 
statements for the original Membership will be mailed to the 
address of record unless both parties submit a signed and 
notarized letter of instruction.


Transfers: Herbalife must receive a completed Divorce Policy 
Transfer Request Form to transfer a Membership to someone 
who is not the Member or a former spouse.


•Forms and Applications are available through Member Services.


If a Member transfers a Membership and decides to establish 
a new Membership:


• The new Membership must operate independently from 
the original.


• Advancement within the Sales & Marketing Plan, Royalty 
Overrides, Production Bonuses and other earnings will 
be based solely on the volume achievements of the new 
Membership.


For Herbalife to accept the new Application within one year 
of the transfer:


• The Sponsor of the original Membership must sponsor 
the new Membership.®


• The new Membership's status will be equal to the status 
of the original at the time of the transfer.


2.3.3 Joining Under a Different Sponsor/Participating 
in Another Membership


Each party may only develop and/or support'® one Membership 
under the Sponsor of the original Membership. To join under a 
different Sponsor, the Member or spouse must comply with 
the Period of Inactivity following the final decree or judgment.


2.3.4 Divorces and the Herbalife Marketing Plan 
Total Volume: The individual Memberships will receive Volume 
Point credit from the original Membership to combine with 
their own Volume Points ("Association"). This will determine 
the eligibility to receive Royalty Overrides, qualifications, 
re-qualifications and/or Production Bonuses.


For the purpose of Royalty Override percentage eligibility, 
the original Membership will combine volume with each 
of the individual Memberships, plus its own volume. 
Production Bonus eligibility for the original Membership will 
be determined based on the achievement of the highest 
individual Membership.


Example:


Volume Points
Volume for B and C will be as follows:


B + A and C + A
B A C


JANE SMITH


lOnginal Membership)(Indtvidual Membership)


JANE SMITH


(Individual Membership)


BOB SMITH


2,000 TV
(2,000 TV+ 500 TV 


= 2,500 TV)
NP


5% R.O.


500 TV
12,000 TV+ 500 IV 


f 1,500 TV = 4.000 TVl


5% R.O.


1,500 TV
11,500 TV+ 500 TV 


= 2.000 TV)


4% R.O.
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'Applications receiveii one or more years after the final decree or judgment will begin at 
Member status, with 25% discount buying privileges.


'®For the purpose of this rule, one Membership means the original and the Associated 
Memberships, as allowed within Rule 2.3.1.
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Royalty Points
The Royalty Override Points for Production Bonus 
purposes are combined as follows:


B + A and C + A
B A C


PRESIDENT-STEAM


JANE SMfTH 
(Individual Membetshiu)


PRESIDENT’S TEAM
JANE SMITH 


(Original Meriibarslia))


PRESIDENT'STEAM


BOB SMITH 
(Individual Membership)


9.000 R.O. Points
19,000 R.0. +1,000 R.0.= 


10,000 R,0,| 
xl/


6% PB


1.000 R.O. Points 
vl/


6% PB


8.000 R.O. Points
18,000 R,0, + 1,000 R,0.= 


9,000 R,0,l
si/


4% PB


Reouirements: Each individual Membership must comply with 
the 10 Retail Customers Rule, the 70% Rule, and any other 
requirements to earn Royalty Overrides. Each Membership 
must also achieve the necessary volume to meet the 
Matching Volume requirements for their own downline who 
are qualifying for Supervisor status. The buying privileges 
of the original Membership will be temporarily granted to 
accommodate any Matching Volume requirements for its 
downline qualifiers.


Recognition: Each Membership will be recognized for its 
own accomplishments under the Sales & Marketing Plan. 
The original Membership will not receive recognition. If the 
original and an individual Membership reach the level of 
President's Team, only one diamond will be awarded to the 
upline President's Team member, which remains consistent 
with the diamond allocation for Memberships that are not 
part of a divorce. If the individual Membership qualifies for 
a diamond, only that Membership will advance within the 
diamond status(es).


Events: Rules related to event attendance are specific to 
each event and may vary. Please refer to event materials for 
information about accommodations, tickets, transportation 
and other event details.


2.4 INHERITANCE
The Membership of a deceased Member may be transferred 
to an heir, subject to applicable laws. Rules, and Herbalife's 
approval in its sole and absolute discretion."


An active Member may own and operate a maximum of three 
Memberships - the Member's own, plus up to two others 
acquired by inheritance from a qualified family member.'^ An 
inherited Membership may be transferred to the heir directly.


"Forms and Applications are available through Member Services.
"A qualified family member means a spouse, parent, child, brother, sister, grandparent, 


grandchild, mother-irvfaw. father-in-law. stepparents, stepchildren, stepbrother, stepsister, 
cousin, aunt, uncle, niece, and nephew.


or in the case of a Membership that is President's Team 
member status, to a Corporation owned by the heir.'^


Through this process, the Period of Inactivity (as specified in 
Rule 2.1.10) shall be waived, provided the following additional 
conditions apply:


1. The lineage relationship between the heir's existing 
Membership and the inherited Membership(s) must be 
vertical (in the same line):


2. The inherited Membership must be at TAB Team level; and


3. The heir must provide documentation, including 
indemnities and assurances satisfactory to Herbalife, 
regarding the heir's legal ability to instruct Herbalife as to 
the disposition of the deceased's Membership.


The heir must abide by all Rules and the Sales & Marketing 
Plan, not only for their personal Membership, but also for any 
inherited Membership.


For transfers or requests to cancel a deceased's Membership, 
contact Member Services.


2.5TERIVIINATION OFYOUR MEMBERSHIP


Herbalife's goal is to meet and exceed the needs and 
expectations of parties interested in selling Herbalife® 
products and/or building a solid independent business. 
Likewise, the purpose of this Section is to provide 
assurance: essentially to ensure newer Members 
understand the Herbalife commitment to their success 
and share the view that their association with Herbalife 
is valuable.


2.5.1 Resignation


A Member may resign a Membership by submitting a signed 
letter of resignation to Member Services. The resignation 
becomes effective when received and accepted by Herbalife.


2.5.2 Resigning Within 90 Days


If a Member decides to resign within 90 days of applying for 
Membership, the resigning Member may receive a refund for 
the full purchase price of the:


1. HMPorMiniHMP;and


2. Unopened, unused and resalable products and Herbalife 
produced literature and sales aids ("Materials") that were 
purchased since becoming a Member.


The 90 days resignation period may be extended for Members 
living in Wyoming,


'^Inheriieo Memberships are consiaered to be separate entities, each subject to iuliilling 
the business activities, sales volume and compensation terms as set forth in the Sales & 
MarVeting Plan, with the exception of lifetime volume achievements, which allow for the 
combination of the heir's own Total Volume with the inherited Membership's Total Volume. 
The heir will be responsible for payment of fees, fines (ifAvhen applicable), and subscriptions 
for each Membership maintained, including the Fee. and BizWorks las applicable).
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2.5.3 Inventory Repurchase


A Member leaving the business at any time may return unused 
products and Materials purchased from Herbalife within the 
last 12 months, which are returned to Herbalife unopened 
and in resalable condition. For products not purchased directly 
from Herbalife, the Member must provide proof of purchase. 
Herbalife will arrange pick up and will pay shipping charges 
for the return of the product to Herbalife. The cost of shipping 
and handling paid on the original order will not be reimbursed.


The 12-month repurchase period may be extended for 
Members living in Wyoming.


Chapter 3 Business Activities


3.1 OPERATING YOUR BUSINESS


3.1.1 Must Comply with the Rules and Law 
Members must comply with the laws and Rules in each 
country where they are conducting the Herbalife business. 
Members are to review these Rules with downline Members.


3.1.2 Member is an Independent Contractor 
Members conduct their Herbalife businesses as self-employed, 
independent contractors (determining their own schedule 
and objectives, responsible for their own expenses and 
any applicable taxes - including self-employment taxes). A 
Member is not an employee, agent, franchisee, securities 
holder, joint venture, fiduciary or beneficiary of Herbalife or 
any other Member. Members are not employees of Herbalife 
for federal or state tax purposes, Puerto Rico tax purposes or 
any other purpose. As independent contractors. Members do 
not have the rights or benefits that employees of Herbalife 
may have and will not make any claim to the contrary.


3.1.3 Maintaining Reputation and Image of Herbalife 
No Member shall do anything (whether or not in connection 
with the Herbalife business) which Herbalife determines, in 
its sole and absolute discretion, is or could be detrimental to 
the reputation or image of Herbalife, its products. Members, 
Intellectual Property or goodwill.


3.1.4 Responsibility for Conduct of Others Assisting 
with Membership


A Member is responsible for the conduct of those who assist 
in the operation of the Membership.


3.1.5 No Association of Other Organizations with 
Herbalife


Herbalife meetings may not be used as a forum to express 
personal beliefs unrelated to Herbalife or promote any other 
commercial or non-commercial organization, company, event 
or individual. Herbalife is an equal opportunity business and
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does not discriminate because of gender, race, religion, 
national origin, ancestry, color, age, marital status, medical 
condition/disability, sexual orientation, gender identity, gender 
expression, veteran status or political affiliation.


3.1.6 No Inducement to Sell Other Products 
or Services


During the course of a Membership, the Member or 
spouse may not solicit or promote the products or business 
opportunity of another MLM or direct-selling company to any 
Member or customer.


3.1.7 TABTeam Limitations


Herbalife TAB Team members may not be a distributor or 
representative of any other MLM or direct sales company or 
otherwise participate in or promote the products, services 
or earnings opportunity associated with any such company. 
Herbalife TAB Team members may not own more than five 
percent of a company engaged in direct sales or MLM.'“


3.1.8 Sales & Marketing Plan Manipulation 
Improper enrollment practices and other attempts to 
manipulate the Sales & Marketing Plan are serious violations. 
This includes teaching or encouraging others to engage in 
such activities. Sanctions may include termination and loss 
of earnings and qualifications of the Memberships of anyone 
involved (directly or indirectly).


Examples of Sales & Marketing Plan manipulation


• Purchasing products in another Member's name (except 
as expressly allowed in the Rules).


• Purchasing products primarily as an attempt to benefit 
under the Sales & Marketing Plan (as contrasted with 
the purchase of products in reasonable amounts for the 
purpose of sales to customers or personal use).


• Discouraging a downline Member from placing orders 
as a strategy for the upline to benefit under the Sales & 
Marketing Plan.


• Teaching or encouraging violation of the Rules or 
manipulation of the Sales & Marketing Plan.


Examples of improper enrollment practices


• Filling out the Application form with false or misleading 
information.


• Promising an Applicant the Sponsor or upline will provide 
downline Members for the Applicant once he or she 
becomes a Member.


'*This includes direct or indirect participation ot a company engaged in direct sales or MLM 
through any person, entity, or anifice.
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3.1.9 Debts Owed to Herbalife


If a Member owes Herbalife a debt'^ and until it is paid in 
full, Herbalife reserves the right to (i) deduct the amount 
owed from any amount payable to the Member, (ii) withhold 
payment of monies owed, and (iii) withhold recognition for 
any qualification.


3.1.10 Military Base Restrictions


Members in the military also must comply with military 
regulations. Members should request and obtain permission 
from their base commander before starting their Herbalife 
independent business.


3.2 INTERNATIONAL BUSINESS


3.2.1 Activities in Countries orTerritories Not 
Yet Open


A Member may not engage in any business activity relating to 
Herbalife in any country not yet officially opened for business 
by Herbalife.'®


3.2.2 Activities in Open Countries orTerritories 
Herbalife® products are formulated and labeled in compliance 
with each country’s product and labeling requirements. For 
that reason, products produced and labeled for one country 
may not be shipped, sold or distributed in another country.


3.2.3 Activities in China


Non-Chinese nationals may not do business in China. 
No Member may ship (or arrange for shipment) or bring 
any Herbalife® product into China even for personal use, 
consumption or as a gift.


Members registered in China may not purchase, sell or 
distribute Herbalife® products outside of China.


3.2.4 Personal Consumption


Members may purchase up to 1,000 Volume Points of 
assorted products per Volume Month to carry with them while 
traveling. Products purchased for personal consumption are 
for the Member's own use or to be shared with immediate 
family members.


Members may not (directly or indirectly) ship or arrange 
shipment of products from one country to another, whether 
or not for personal consumption.


'*Such debts can include any amounts owed to Herbalife for product purchases, 
adjustments to earnings for inventory repurchases from downline Members, fines due to 
violations of the Rules, checks returned for insufficient funds, and past due Fees. 


'“Prohibited acts, efforts, or attempts include:
• Approaching government authorities regarding the importation, exponation or 


distribution of Herbalife* products.
• Registering or licensing Herbalife Intellectual Property, products or its Sales i 


Marketing Plan.
• Gifting, selling, or distributing Herbalife* products, the HMP or Mini HMP.
• Promoting Herbalife* products or oppoaunity.
• Holding meetings relating to Herbalife. its products or oppoaunity.
• Sponsoring or recruiting residents of. or visitors from, a country no; yet open.
• Publicizing that Herbalife will soon be open or that Herbalife* products will soon be 


available. This includes prospecting for customers or new Members by any electronic 
communications, distribution of literature, or in person.
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3.2.5 Prohibited Countries


A Member may not directly or indirectly (through or by 
means of any person, entity, or artifice) conduct any Herbalife 
business activities with an individual who the Member has 
reason to believe is (i) a citizen of Iran, Sudan, Cuba, or North 
Korea (regardless of place of residence): (ii) a resident of, or 
operates businesses in, Iran, Sudan, Cuba or North Korea; or 
(iii) believed to engage in sales to citizens or residents of Iran, 
Sudan, Cuba or North Korea. Business activities include but 
are not limited to the following:


• promoting the Herbalife opportunity:


• sponsoring Members; or


• promoting or selling Herbalife® products.


Violation of this Rule shall result in termination of the 
Membership.


3.3 BUSINESSTOOLS


While Herbalife makes available free or inexpensive 
promotional literature and other sales aids for Members 
to use, the phrase "Business Tools," as used here, refers 
to sales aids not produced by Herbalife. Purchasing 
sales aids or Business Tools is voluntary. Members 
should buy them only if they decide for themselves, 
after a reasonable time in the Herbalife business, these 
materials will support their retail sales and/or business 
development efforts.


All Business Tools and Members creating, selling or using such 
Business Tools must comply with all Rules and applicable law.'^


3.3.1 Sale of BusinessTools Not for Profit 
Members may sell Business Tools to other Members at 
a price no greater than the cost to produce the product or 
service being sold.'®


Members may sell Business Tools to other Members solely 
for the purpose of:


• Selling Herbalife® products.


• Building Herbalife business.


• Training and motivating the purchasing Member's 
downline.


The sale of Business Tools by Members to other Members 
may not be an income-generating enterprise that is being 
conducted instead of or in conjunction with the Member’s 
Herbalife business.


"This includes laws relating to confidentiality of consumer data, privacy rights, restrictions 
on telemarketing in all its forms, and marketing over the Internet.


'•Members who sell Business Tools or charge fees lor independent trainings or meetings 
must maintain detailed records and suoporting documentation for a period of two (2) years, 
reflective of direct costs and charges for ail Business Tools being sold, including but not 
limited to. promotional wear/items, oroducts. trainings or meetings. Herbalife has the right 
to request copies and to verify compliance with the Rule. 85
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NOTE: THE PROMOTION, SALE, PURCHASE OR USE OF 
BUSINESS OPPORTUNITY LEADS OR PRODUCT LEADS 
FROM ANY.SOURCE IS PROHIBITED.


3.3.2 Leads
The term "Leads" includes prospects for Herbalife® products 
or opportunity, as well as leads-related advertising, advertising 
slots, or decision packs.


Members may generate Leads for their own use or for free 
distribution to their downline Members. However, Members 
may not sell Leads to other Members and Members may not 
purchase Leads from any source.


3.3.3 Written Permission for Distribution 
Members may not promote Business Tools to a non-downline 
Member or to a downline Member below a President's Team 
member, unless the selling Member has received prior written 
consent from the purchasing Member's immediate upline 
President's Team member.


If consent is revoked, these sales must be promptly 
discontinued unless Herbalife in its sole discretion determines 
it would be unduly damaging to the purchaser (for example, 
midway in a subscription).


3.3.4 Promotion of BusinessTools Provided by 
Vendors


Members may only promote Business Tools provided by 
vendors if:


a) the Member has independently confirmed that the vendor 
and its products or services comply in all respects with 
the Rules and applicable law.'^


b) the Member provides Herbalife with certification and 
supporting documentation from a certified public 
accountant confirming that they have received no 
payment directly or indirectly and will derive no economic 
benefit from the vendor.


A Member offering Web services through a vendor must 
provide the name, address, fax and phone numbers, and email 
address of the vendor to other Members using the website.


3.3.5 Notice to Cease Use or Sale of BusinessTools 
If Herbalife determines that a Business Tool violates its Rules, 
the law, or the legal rights of others, or that it represents a risk 
of damage to Herbalife's reputation, brand or image, Herbalife 
shall have the right (without liability) to require the Member to 
cease the sale or use of the Business Tool.


'*lf a Member has an economic interest in a venoor or in any of its transactions, the actions 
of the vendor shall be regarded as the actions of the Member for purposes of the Rules. 
Herbalife does not recommend or endorse materials that we have not produced.
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CORPORATE POLICY STATEMENT ON SALES AIDS AND BUSINESS TOOLS 


Expenditures For Business Tools
One of the unique and wonderful things about becoming an Herbalife Member is that no investment is required to start or grow 
your business and that you can choose for yourself how to pursue the many opportunities afforded by Herbalife® products and 
the Herbalife Sales & Marketing Plan.


As an Herbalife Member, you may be attracted to the purchase of Sales Aids and Business Tools that might be helpful 
in prospecting for customers and potential Members, as well as communicating with your downline. Prior to making such 
expenditures, please read this Corporate Policy Statement, which highlights that purchases of Sales Aids and Business Tools 
are not required and Herbalife discourages anyone from incurring debt to pursue the Herbalife opportunity.


Definitions:


Sales Aids: Herbalife makes available free or inexpensive promotional literature and other Sales Aids for Members to use. 
Business Tools: The phrase "Business Tools," as used here refers to sales aids not produced by Herbalife.


Sales Aids and Business Tools


Purchasing Sales Aids or Business Tools is strictly voluntary. Their purchase or use is not required to become an Herbalife 
Member, nor are such tools necessary in order for you to progress or succeed as an Herbalife Member, or to receive training 
and support from your Sponsor and/or upline.


Business Tools
No one may pressure you to purchase Business Tools. You should only make such purchases if you decide for yourself, after a 
reasonable time in the Herbalife business, that these materials support your retail sales and/or business development efforts. The 
money and time you expend on Business Tools should be limited and consistent with your own evaluation of the reasonably likely 
benefits to your business. At all times, the principal business focus of Members is the sale of Herbalife® products for consumption.


It is essential that the content and methods used in connection with your business, comply with Herbalife’s rules and applicable 
law. For example. Business Tools may not make factual assertions that contain material misrepresentations or omissions that 
render a statement materially misleading. Please be aware that:


• Herbalife does not approve, endorse, guarantee or authorize Business Tools in any way, and assumes no responsibility or 
obligation, and shall have none, with regard to the value, content, methods, promotion, use or sale of Business Tools.


If a Buyer has a dispute or claim regarding Business Tools that they are unable to resolve with the Seller, and if the Seller 
is an Herbalife Member, Herbalife encourages the Buyer to contact Herbalife's Member Services Department toll free at 
866-866-4744. Herbalife will attempt to assist the Buyer and Seller to reach a satisfactory resolution of their dispute.


Herbalife's Rules regarding Business Tools and the Rules of Conduct are included in the Herbalife Member Pack (HMP), on 
Herbalife's official website MvHerbalife.com. or through Member Services upon request.
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Chapter 4 Selling


4.1 SALESTO CONSUMERS


Herbalife is a direct-selling company. That means 
its products are sold by independent contractors to 
customers in one-on-one, interpersonal transactions 
which provide time for explanation and guidance on 
Herbalife® products. The role of a Member who chooses 
to build an Herbalife business is to sell Herbalife® 
products to customers exclusively using a direct-selling 
model of distribution.


4.1.1 Retail Establishments Not Permitted 
A Member may not display or sell Herbalife® products, 
literature, or promotional items in a retail establishment. 
A retail establishment is a store or any other fixed location 
where passers-by are attracted or people come to purchase 
products because of advertising, location, signage, visibility 
or otherwise. For example, it includes markets (open or 
enclosed), pharmacies, kiosks or booths (temporary or 
permanent), swap meets or flea markets as well as any other 
location which Herbalife determines, in its sole and absolute


discretion, as inconsistent with direct selling. Please refer to 
the following " Direct Sales - Do's and Don'ts" chart.


4.1.2 Members' Private Offices


Herbalife® products may be sold in private offices, provided 
they are not advertised for sale and the office appearance, 
signage or location does not invite persons who are passers-by 
to purchase Herbalife® products. Members who are doctors 
or other health care professionals may sell, but not display, 
Herbalife® products in their professional offices.


4.1.3 Providing and Maintaining Retail Receipts/ 
Records


A Member must provide a completed Herbalife Retail Order 
Form to all retail customers when a sale is completed. This 
must list the products sold, the sales price, and the name, 
address and telephone number of the Member and the 
customer. Members are required to keep their copies of all 
Retail Order Forms and other records of product distribution 
for a period of two (2) years. Herbalife has the right to request 
copies and to verify the transactions and the terms and 
conditions of the sale or service provided by the Member.


Direct Sales Do's and Don'ts


Locations Display Sales
Promotion or 
Advertising of 
Product Sales


Exterior Signs Sampling Branded
Materials


Retail Locations No No No No Yes Yes


‘Temporary Kiosks, 
Booths in Malls and 


Outlets
No No No No Yes Yes


Swap Meets, Flea 
Markets, Open-Air 
Markets, Street/ 


Vendor Carts


No No No No No No


Members' Private Offices Yes' Yes No Yes’ Yes Yes


Doctor's or Other 
Professional Offices


No Yes No No Yes Yes


Nutrition Clubs 
(Non-Residential 


Locations)
Yes' Yes No Yes’ Yes Yes


Nutrition Clubs 
(Home Locations)


Yes' Yes No No Yes Yes


Service
Establishments No Yes No No Yes Yes


Trade Fairs, Athletic & 
Community Events


Yes No No Yes’ Yes Yes


' Temporary is defined as occasionally present, not permanent. Permanent locations are not permitted.
1 Not visible from the exterior.
2 Subject to limitations as to content.
3 Allowed for booth identification. Subject to limitations as to content.
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4.1,4 Customer Refund Policy
Herbalife® products have a 30-day money-back guarantee for 
the retail customer. The 30-day period begins on the date the 
customer receives the product. When a customer requests 
the guarantee be honored, the Member must respond quickly 
and courteously. They must offer the customer a choice of a 
full refund of the purchase price or full credit for exchange 
of other Herbalife® products in accordance with the return 
procedures. The Member must honor the customer's choice.


4.2 PAYMENTS AND ADJUSTMENTS
To qualify for monthly Royalty Overrides, Production Bonuses 
or other bonuses offered by Herbalife, Members must meet 
sales production and Royalty Point requirements that are fully 
defined in the Sales & Marketing Plan and in other literature 
and promotional material. Additionally, in order to earn these 
payments. Members must meet certain requirements for 
retail customers and product distribution, and confirm those 
on the 1=' of each month on the Earnings Certification Form.^°


4.2.1 Product Distribution


Herbalife is a product distribution company. Products purchased 
from Herbalife are intended to be sold and distributed to 
customers and downline Members, or used for Members' and 
their immediate families' own personal consumption.


The purchase of products primarily to qualify for advancement 
in the Sales & Marketing Plan is not permitted. Such purchases 
may result in severe sanctions, including demotion in status, 
probation, suspension of buying privileges, suspension 
of earnings, disqualification from bonus participation, and 
termination of the Membership.


4.2.2 10 Retail Customers


A Member must personally make sales to at least ten (10) 
separate retail customers in a giyen Volume Month to qualify 
for and receiye Royalty Oyerrides, Production Bonuses, and 
other bonuses paid by Herbalife. For the purpose of fulfilling 
the certification requirements of this Rule, a Member may 
count any or all of the following each Volume Month:


• A sale to a retail customer;


• A sale to a first downline Member with up to 200 
Personally Purchased Volume Points (and no downline 
Members) may be counted as a sale to one (1) retail 
customer: and


• A Nutrition Club Attendee who consumed products during 
ten (10) visits to a Nutrition Club within one Volume 
Month may be counted by the Nutrition Club operator as 
a sale to one (1) retail customer.^'


*'lf a Member utilizes Nutrition Club attendance toward compliance, the Member shall 
maintain a log of Attendee visits for at least two years, sening forth the name of the 
Auendee. dates of visits, and contact information, and shall make those records available 
for verification purposes if requested by Herbalife.
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If the Member fails to timely certify to Herbalife that they haye 
sold to at least ten (10) retail customers in a given Volume 
Month, Royalty Overrides, Production Bonuses, and other 
bonuses will not be paid to the Member.


4.2.3 70%


In order to qualify for and receive Royalty Overrides, 
Production Bonuses, and other bonuses paid by Herbalife, at 
least 70% of the total yalue of Herbalife® products a Member 
purchases each Volume Month must be sold or consumed 
that month.


For the purpose of fulfilling the certification requirements of 
this Rule, a Member may count any or all of the following:


• Sales to retail customers;


• Sales at wholesale to downline Members; and


• Product consumed at Nutrition ClubsT^


If the Member fails to timely certify to Herbalife that they have 
sold or consumed 70% of the product purchases made that 
Volume Month, Royalty Oyerrides, Production Bonuses, and 
other bonuses will not be paid to the Member.


4.2.4 Commission Payments for Downline Members 
On orders purchased directly from Herbalife, the Wholesale 
Profit or Commissions earned by downline Members will be 
paid to the Oualified Producer (if within the line of payout) 
or the Supervisor. The Oualified Producer and Supervisor are 
required to pay these Commissions out to their downline 
Members by the end of the month the Commission payment 
is received.


4.3 SELLING PRACTICES


4.3.1 Members as Brand Ambassadors


A Member shall always be courteous and considerate and may 
not engage in high-pressure selling.


4.3.2 Product Sales to Non-Members for Resale


No Member may sell or otherwise provide Herbalife® products 
to non-Members who intend to resell them.


4.3.3 Modifications to Labels and Materials


A Member may not delete, add, modify or alter any labels, 
literature, material, or packaging for Herbalife® products or 
literature, including the HMP.


4.3.4 No Resale of Samples or Daily Use Portions 
Products or samples packaged for daily use may not be resold 
individually.


"If a Member utilizes Nutrition Club attendance toward compliance, the Member shall 
maintain a log of Attendee visits for at least two years, setting forth the name of the 
Auendee, dates of visits, and contact information, and shall make those records availadle 
for verification purposes if reouested by Herbalife.
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4.3.5 Presentations and Directions for Use 
Presentations of Herbalife® products must be complete and 
truthful and consistent with information on product labels and 
accompanying literature.


When selling or providing samples, a Member must explain 
the directions for use and cautions, if any, specified on 
product labels. Members should recommend that customers 
with medical conditions or who are under current medical 
treatment seek the advice of a physician before changing 
their diet.


4.3.6 Product Storage


Members are responsible for properly storing and following 
storage instructions provided on Herbalife® product labels. 
Proper storage of products includes:


• Keeping products properly sealed; and


• Maintaining products in a cool dry place and out of direct 
sunlight.


Chapters Sponsoring and Leadership


5.1 SPONSORING RESPONSIBILITIES


5.1.1 Training


One of the Sponsor's principal roles is to stay informed of the 
Rules and to advise and train downline Members. A Sponsor 
may seek assistance from upline Supervisors or TAB Team 
members, but the primary responsibility for training is the 
Sponsor's. This includes teaching correct principles about:


• Herbalife® products and their usage.


• Herbalife Rules.


• Herbalife Sales & Marketing Plan.


• Proper use of advertising, literature, and sales aids.


• Herbalife Satisfaction Guarantee.


A Sponsor may not require a personally sponsored Member 
to pay for training or training facilities unless the Sponsor fully 
explains that the Member may choose whether or not to 
participate in the training and states, in advance, the cost. If 
the Member declines to participate in the training, the Sponsor 
is obligated to provide at no cost the basic training necessary 
to learn the business.


5.1.2 Independent Relationship


A Sponsor must maintain and uphold the independent 
relationship with a downline Member. The Sponsor may 
not participate in or interfere with the business of downline 
Members and may not suggest or develop an employee/ 
employer relationship with downline Members.


90 ”See Rule 3.3.1 Sale of Business Tools Nol for Profit
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5.1.3 Preparation of Member Documents 
The Sponsor must properly prepare Applications and 
Supervisor Qualification forms, and submit them to Herbalife 
in a timely manner.


5.2 OFFERING THE OPPORTUNITY


5.2.1 No Franchises or Territories


Herbalife does not have territories or franchises, nor is an 
Herbalife Membership or business a franchise. No Member 
may represent otherwise or offer a franchise in connection 
with an Herbalife Membership.


5.2.2 Representations


When offering the Herbalife opportunity or presenting the 
Herbalife Sales & Marketing Plan, a Member MAY NOT imply 
or represent that:


• Sponsoring Members is as important as sales to retail 
customers.


• A Member can benefit primarily by sponsoring other 
Members.


• A Member is under any obligation to sponsor others to 
become Members.


• Success may be achieved with little or no effort. A 
Member must clearly indicate that Royalty Overrides, 
Production Bonuses, or other earnings may only be 
achieved through the continuing sales of Herbalife® 
products to retail customers,


• There is any obligation to purchase Herbalife® products 
and Materials, or Business Tools (except for the Mini 
HMP). Nor may a Member represent that Royalty 
Overrides, Production Bonuses or other benefits may be 
obtained primarily from the purchase of products rather 
than the sale of products.


5.3 MAINTAINING LINES OF SPONSORSHIP


The Sponsor/Member relationship is the foundation of the 
Sales & Marketing Plan. These Rules protect both parties, 
including safeguarding rights of sponsorship. Sponsoring 
Members invest considerable time, energy, leadership 
and training to support their downline. Sponsorship 
changes are detrimental to the integrity of the Herbalife 
business and are discouraged. Only on rare occasions are 
Sponsorship changes permitted, and always at the sole 
and absolute discretion of Herbalife.


5.3.1 Inducement to Change Sponsors 
No Member may interfere with the relationship between 
another Member and the Member's Sponsor. For instance, no 
Member may attempt to induce another Member to change 
a Sponsor.
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5.3.2 Applying for Change of Sponsorship 
A Member who wishes to change his or her Sponsor must 
obtain a written, notarized release from the Sponsor and all 
upline Members, up to and including the active President's 
Team member earning 7% Production Bonus.


If both current and proposed Sponsors share the same upline 
Sponsor and each are at equal status and earning levels under 
the Sales & Marketing Plan, the Member requesting the 
change need only obtain a notarized letter of release from the 
current and proposed Sponsors.


If Herbalife approves the change, the requesting Member will 
be allowed to keep downline Members provided the downline 
and upline agree.^'’


If the request for a change of sponsorship is denied, the 
Member may resign their Membership and comply with the 
Period of Inactivity before reapplying for Herbalife Membership 
under a different Sponsor,


Chapter 6 Marketing Your Business 


6.1 CLAIMS AND REPRESENTATIONS


When sharing personal stories with others. Members are 
making claims. Even simple statements about the benefits 
experienced while on an Herbalife® product or program 
or when discussing earnings from selling products, 
represents to others how products work, what products 
are for, or what people can achieve through the Sales & 
Marketing Plan. Customers perceive features and functions 
of products and the Sales & Marketing Plan because of 
claims. It's fine for Members to make claims provided 
they do so in compliance with the specific regulations 
established by law and the Rules. These Rules are 
intended, in part, to help Members comply with the law.


6.1.1 Lawful, Truthful and Not Misleading


All claims and testimonials must be lawful, truthful, and not


misleading. Claims must be:


• Substantiated in writing before the claim is actually made.


• Consistent with claims made in then-current Herbalife 
Materials or product labels.


”The requesting Member must obtain notarized permission from the upline in order to keep 
the downline. The requestor's first-level downline will also have to sign off on staying 
with their current Sponsor. If the upline agrees to the downline move, the move will 
consist of that downline's entire organization. These documents must be submitted to 
Member Services with the reasons for the request and a forfeit of all rights to the existing 
Membership if the request is approved. Only after this documentation is submitted will 
Herbalife decide whether to grant the request.


”The law regarding claims is subject to change. As an accommodation to Members 
(but not as legal advice), Herbalife may post updates of this Rule, the disclaimers, and 
the Statement of Average Gross Compensation Paid by Herbalife at MvHerbalifQ.cQm. 
Members are required to visit the website regularly for advisories and updates.
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6.1.2 Weight-Loss Claims


All weight-loss claims, including testimonials, must be 
accompanied by the following disclaimer:


Consumers who use Herbalife'^ Formula I twice per 
day as part of a healthy lifestyle can generally expect to 
lose around 0.5 to 1 pound per week. Participants in 
a 12-week single-blind study used Formula 1 twice per 
day (once as a meal and once as a snack) with a reduced 
calorie diet and a goal of 30 minutes of exercise per 
day. Participants followed either a high protein diet or 
a standard protein diet. Participants in both groups lost 
about 8.5 pounds.


6.1.3 Product Claims 
Members MUST:


• Make only those claims permitted by product labeling or 
in Herbalife Materials.


• Accompany all claims with the approved disclaimers. 


Members MUST NOT:


• State that Herbalife® products prevent, treat, or cure 
diseases or medical conditions or discuss any experience 
with medications.


• Use the name of the Food and Drug Administration (FDA) 
or other regulatory agencies when representing the 
Herbalife® products.


6.1.4 Earnings Claims


Any statement regarding a Member's actual or potential 
income is considered to be an "Earnings Claim." "Lifestyle 
Claims" (including photos involving cars, pools, vacations, etc.) 
are also Earnings Claims.


Income Disclaimer for Herbalife Branded Materials: All 
Earnings Claims that mention Herbalife require the following 
disclaimer:


Income applicable to the individuals lor examples) 
depicted and not average. For average financial 
performance data, see the Statement of Average Gross 
Compensation Paid by Herbalife at Herbalife.com and 
MvHerhalife. com.


Alternate Disclaimer for Herbalife Branded Materials: When 
describing the results achieved by the top 1 % of Herbalife 
Members, the following disclaimer is also acceptable:


The incomes presented are those of persons within the 
top 1 % of Herbalife Members. For additional financial 
performance data, see the Statement of Average Gross 
Compensation Paid by Herbalife at Herbalife.com and 
MvHQrhdlife.com.
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Income Disclaimer for Unbranded Materials: If an Earnings 
Claim is made in materials that do not mention Herbalife, the 
following disclaimer must be made:


Income applicable to the individuals (or examples) 
depicted and not average.


Alternate Disclaimers for Unbranded Materials: Under 
the following limited circumstances, Members may use the 
alternate disclaimers below:


1. When describing the results achieved by the top 1 % of 
Herbalife Members:


The incomes presented are those of persons within the 
top 1% of all participants, and not average.


2. When advertising on business cards, opportunity cards, 
classified ads, or any other format less than six square 
inches:


Incomes presented not typical.


6.1.5 Size and Placement of Disclaimers
Audio Presentations (whether live or previously 
recorded)


The disclaimers must be made orally in conjunction with 
the claim.


Visual Presentations (whether live or previously 
recorded)


If presented on stage or in a video, the disclaimer must be 
legible and be presented in close proximity to the claim. If 
on-screen, the disclaimer must appear long enough for an 
average reader to read it completely.


Written Presentations


The disclaimer must be displayed in:


• A color that contrasts with the color of the background 
(e.g„ black on white):


• Close proximity to the claim (the disclaimer must appear 
on the same page or screen as the claim); and


• A font at least 75% as large as the size of the font used 
for the claim but not smaller than 10-point type.


6.1.6 Home-Based Business Claims


When promoting the Herbalife opportunity. Members may not 
misrepresent the extent to which the activities of a Member can 
be conducted solely in the home. Members should emphasize 
that personal interaction is fundamental to direct selling,


6.1.7 Claims Regarding Relationship Between 
Herbalife and Herbalife Members


The Herbalife opportunity provides Members the potential 
to earn income, but under no circumstances is it a "job." 
Herbalife Members are self-employed independent
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contractors. As such. Members may not claim, represent or 
imply that they are employed by, speak for, or provide any kind 
of consulting services to Herbalife. Nor may they suggest that 
their independent Herbalife business is a job.


For example. Members may not use the terms "job," "salary," 
"employment," or "paid vacations" (or any similar term) when 
promoting the opportunity.


Members may not market the Herbalife opportunity using 
tools primarily devoted to advertising job opportunities, 
including "Help Wanted" ads, employment bulletin boards, 
and Internet job search engines such as Monster.com and 
Careerbuilder.com unless the advertisements clearly and 
conspicuously indicate that what is being offered is an 
independent income opportunity.


6.2 USE OF HERBALIFE INTELLECTUAL PROPERTY


Maintaining the integrity of the Herbalife brand is one of 
Herbalife's primary responsibilities. This Section is meant 
to help Members understand the significance of Herbalife 
intellectual property. Herbalife continuously polices the 
marketplace for improper, inconsistent and inappropriate 
use of its intellectual property, including trademarks, 
logos, slogans, and copyrights, among other things. Such 
dedicated monitoring ensures Herbalife's hard-earned 
reputation as a high-quality producer of global nutrition 
products is retained.


6.2.1 Definitions:


Copyrighted materials: Herbalife owns the copyright to 
all printed material, internet content, and audio and video 
recordings produced by or for it.


A trademark is a proprietary name or symbol that identifies 
Herbalife as the source of the products and services being 
sold and provided by Members. For example, Herbalife® 
and the Tri-Leaf logo are Herbalife trademarks, as are many 
product brands, such as Cell-U-Loss® or Herbalifeline®.


A trade name is a business name which Herbalife has the 
exclusive right to use. For example, Herbalife International of 
America, Inc,, and Herbalife of Canada, Ltd. are trade names. 
Members may not register trade names that include the word 
HERBALIFE or other Herbalife brand names.


Trade dress includes the characteristics of the visual 
appearance of a product or its packaging that signify the 
source of the product to consumers. For example, it includes 
the design of some of Herbalife's® products and packaging.


A trade secret is confidential information that is generally 
not known outside of Herbalife and has commercial value. 
Trade secrets held by Herbalife include formulas, vendor
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relationships, branding and product development projects 
not yet in the marketplace, business plans, processes, and 
compilations of data identifying or relating to other Members, 
including genealogies.


Herbalife Intellectual Property includes Herbalife copyrighted 
materials, trademarks, trade names and trade secrets.


6.2.2 Copyrighted Materials


Herbalife owns the copyright to all printed material, Internet 
content, and audio and video recordings produced by or for it. 
Members must follow any conditions listed in the download 
instructions or other written authorization.


All Herbalife copyrighted materials must be accompanied by 
the following statement:


Reproduced with the permission of Herbalife. All rights 
reserved.


Herbalife reserves the right to withdraw its consent to use of 
its copyrighted materials at any time in its sole and absolute 
discretion.


6.2.3 Trademarks, Trade Dress and Trade Names 
Members may use those trademarks, trade names and trade 
dress which Herbalife makes available for downloading.


• Herbalife trademarks and trade names may only be 
obtained from Herbalife.


• Members must always identify themselves clearly as 
Independent Herbalife Members.


• Members may not alter the trademarks and trade dress 
in any way, except to resize them. Resizing items is 
permitted only if the image remains clear in all details and 
does not diminish the perception or quality of Herbalife® 
products and services.


• Members may use Herbalife trademarks and trade dress 
only in accordance with the current Independent Herbalife 
Member Style Guide.


• Members must include the following statement: 
"Trademarks and designs are the property of Herbalife 
International, Inc., or its licensors. Used by permission of 
Herbalife."


Herbalife reserves the right to withdraw its consent to 
Member use of these items at any time at its sole and 
absolute discretion.


6.2.4 Trade Secrets
A Member will hold trade secrets in confidence and may 
not disclose them at any time, even after termination of the 
Membership.


’®The Herbalife Independent Member Style Guide is posted in the Assets Library at MvHerbalife.com.
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6.2.5 Use Limited to Herbalife Business


Members may use Herbalife Intellectual Property solely for 
the purpose of conducting their Herbalife business.


6.2.6 TV, Radio, Magazines or Newspapers
The word "Herbalife" or the specific mention or pictures of 
any Herbalife® product or service may not be used in any 
media advertisements including print, digital, audio or visual 
recordings, in newspapers, magazines, radio and television or 
the Internet, or any other medium except as permitted.


6.2.7 Electronic Media
For electronic media, a Member may not purchase Herbalife 
related keywords from search providers (e.g., Google). For 
example, purchasing a priority position - such as a site 
operated by a Member appearing in the paid search boxes 
displayed along with search results - is not allowed. These 
terms include, but are not limited to, any terms that include 
the word Herbalife or the name of any Herbalife® product or 
service offering.


6.2.8 Toll-Free Telephone Numbers


Members may have a toll-free telephone number. However, a 
Member may not use any Herbalife trademarks, trade names, 
product names, or slogans in conjunction with the toll-free 
number. Members may only identify or list themselves as an 
Independent Herbalife Member.


6.2.9 Telephone Directory Listings
Members may list themselves in the telephone directory 
under the heading "Independent Herbalife Member." The 
only information that may follow is the Member's name, 
address, telephone number, fax number, email address 
or website. Display advertisements must conform to all 
Herbalife advertising Rules. The word "Herbalife" (other 
than "Independent Herbalife Member") and other Herbalife 
Intellectual Property may not be used in any way other than 
as used in advertisements approved in advance by Herbalife. 
Listings by category are permissible under accurate and 
lawful headings including: "Hair Care Products," "Skincare 
Products," "Health Products" or "Nutritional Products," and 
"Weight Loss/Control."


6.2.10 Name or Image of Mark Hughes
The name or image of Mark Hughes (founder of Herbalife) 
may not be used in any advertisements.


6.2.11 Herbalife's Addresses
The addresses of any Herbalife offices may not be used, 
published, or promoted by any Member as their own.
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6.2.12 Prohibited Use of Third Parties Intellectual 
Property


Members may not use third parties' copyrighted materials, 
trademarks, trade names, product names (or any variations) 
text, photo images, videos, or graphics owned or created by 
third parties unless they have obtained prior written consent 
from the owner. All third party intellectual property must be 
properly referenced as the property of the third party, and 
Members must adhere to any restrictions and conditions that 
the owner of the intellectual property places on the use of its 
property.


6.2.13 Termination of Herbalife Membership


If an Herbalife Membership becomes terminated for any 
reason, the Member must immediately discontinue use of 
Herbalife's Intellectual Property and update profile information 
for any social media accounts to disclose that they are no 
longer an Independent Herbalife Member.


6.3 ADVERTISING AND PROMOTIONS


6.3.1 Herbalife AdvertisingTemplates


Herbalife publishes a variety of advertising templates which 
Members may use without alteration, except for adding their 
name and contact information. The templates are available for 
download from MvHerbalife.com.


6.3.2 Member Advertisements and Promotional 
Materials


Herbalife produces promotional literature and sales tools for 
Member use in advertising and promoting their Herbalife 
business. Members may produce their own promotional 
materials, but must ensure the materials:


• Are truthful and accurate;


• Make no therapeutic, disease or medical claims;


• Do not imply an employment opportunity; and


• Comply with all applicable Rules and law.


6.3.3 Posting of Advertising Materials


Private Property Members may post advertising materials on 
private property with the prior written consent of the owner. 
To document consent. Members may use Herbalife's template 
"Letter of Consent to Post Advertising on Private Property," 
available at MvHerbalife.com and from Member Services.


Advertising materials may not be visible from the street 
or sidewalk when used at a private office or other location 
where Herbalife business is done, and may not be posted in a 
manner that might be a distraction to motorists or pedestrians.


Materials must be promptly removed upon the request of any 
government authority, the owner of the property or Herbalife.
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Public Property Members may not post advertising materials 
on public property, such as utility poles, street lights, traffic 
lights, parking meters or traffic signs,


6.3.4 Broadcasting


Members may not broadcast on a television, satellite or 
radio station any audio or visual recording mentioning 
Herbalife, its products or opportunity except for the following 
advertisement:


Independent Herbalife Member 
Call me for products or opportunity 
(Member Name and phone or email address)


In the event Herbalife broadcasts on a television, satellite or 
radio station. Members may not advertise on that station one 
hour before and after the Herbalife broadcast,


6.4 PRICE ADVERTISING


Direct selling is about personal relationships and product 
knowledge, and the value both skills provide to existing 
and potential customers. This Rule protects the direct sales 
channel by supporting a Member's ability to establish and 
maintain a strong connection with existing and potential 
customers. It is through these relationships with customers 
and personally sponsored downline that aid Members to 
achieve success, inspire others to do the same, and ensure 
the highest level of customer satisfaction.


Herbalife Members are independent businesspersons and may 
sell Herbalife® products, literature and promotional items at any 
price they choose. The sole exception is that the Mini HMP and 
the HMP must be sold at the price specified by Herbalife.


To preserve the one-on-one nature of direct selling. Members 
may advertise Pricing Information (prices and information 
related to pricing) only to existing customers, their downline, 
and potential new customers who have made direct, personal 
contact and indicated an interest in purchasing Herbalife® 
products,


Herbalife Members may not advertise to the general public^' 
Pricing Information including:


• "special offer"


• "___ % off"


• "free shipping"


• "special discounts"^®


^''General public" refers to persons who have not naid prior personal contact with the 
Member placing the advenisemem.


^he terms used in the examples are also prohibited from being used in website tagging 
strategies. If a word or term cannot appear in an advertisement because it would violate 
the Price Adveaising Rule, then that word or term cannot be used as part of the website 
lagging strategy to promote the website m search results when used as part of a search.
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This Rule applies to branded and unbranded advertising and 
to all forms of media, including television, radio, telephone, 
Internet, newspapers, magazines, flyers, leaflets, handbills, 
pull-tabs and all forms of signage.


Members may not modify Herbalife-produced literature or 
materials which in its original form features suggested retail 
prices, including relevant pages of Herbalife websites.


Member operated websites with password-protected 
pages


Members who operate websites may advertise Pricing 
Information only on the pages that are password protected. 
That means that in order to view Pricing Information, a 
consumer must first input a password that is unique to each 
individual customer and was obtained from the Member 
through a personal interaction.


• Personal interaction is defined as a personal phone call, a 
one-on-one email, or an in-person conversation.


• The use of recorded messages, auto-responses and 
the like (whether by phone, Internet, or email) do not 
constitute personal interaction.


• The word "Herbalife" (or any variation of the word 
"Herbalife") may not be used as a password.


Public e-commerce websites and non-password- 
protected pages


Members selling through public e-commerce sites not 
otherwise prohibited by Rules, or Members utilizing pages 
which are not password protected, may use the following 
hyperlink:


"FOR PRICING INFORMATION OR TO INITIATE AND 
COMPLETE A PURCHASE CLICK HERE."


The hyperlink may only direct consumers to a page that 
contains the Member's contact information (name, email 
address and/or telephone number) so consumers may obtain 
Pricing Information or a password directly from the Member.


Other Internet advertising


Pricing Information may not be advertised by any other means, 
including:


• Email including SMS messages (where there is no 
pre-existing business or personal relationship):


• Banner or Popup advertisements:


• "Sponsored search results" or "sponsored 
advertisements:"


• On social networking sites that allow public viewing, 
including Facebook, Linkedin or Twitter: and


• Blogs or public message boards.
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Chapter 7 Use of the Internet and Electronic 
Marketing


7.1 MEMBER CONDUCT


7.1.1 Standard of Personal Conduct


Members may not publish, post or distribute any materials 
on or via the Internet, whether or not in connection with 
Herbalife that are, in Herbalife's sole and absolute judgment, 
defamatory, libelous, disparaging, threatening, offensive, 
harassing, abusive, obscene or pornographic.


7.1.2 Unauthorized Computer Access 
Members may not:


• Interfere or take any action that results in interference 
with or disruption of:


- Herbalife.com


- MvHerbalife.com


- other websites maintained by Herbalife or its Members


• Gain or attempt to gain access to computer systems or 
networks connected to these sites without prior written 
permission from Herbalife.


7.1.3 Consumer Data


Members may not sell, trade, or use consumer or site user 
information including email addresses, except in connection 
with the Herbalife® products or opportunity. If any person or 
entity requests that their information not be used, the Member 
must immediately honor such request.


7.2 MEMBER WEBSITES


7.2.1 Members Must Disclose Relationship with 
Herbalife


Members operating independent websites that use Herbalife 
trademarks or offer Herbalife® products for sale must clearly 
and conspicuously display the Member's personal name 
and business address along with "Independent Herbalife 
Member":


• on the home page:


• as part of any contact information: and


• as part of any publicly accessible profile information.


The Member's business name may not be a substitute for the 
personal name of the individual Member, but may be included 
in addition to the Member's personal name.^^ Anonymous 
postings or the use of an alias are prohibited.


”lf mulliple Members are fulfilling orders or otherv/ise partidpaiing on ihe same website, 
all Member contact names and contact information must be listed.
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7.2.2 Domain Names, Email Addresses, and Websites 
Members may not use Herbalife Intellectual Property in their:


• Website domain name (URL).


• Titles for any pages on a Member's website (including, 
but not limited to, the home page).


• Email addresses.


• Title tags, meta tags.


Examples of Herbalife Intellectual Property terms that may 
not be used:


• Herbalife


• Herbalife® product names


Any Member violating this Rule must transfer the domain 
name or email account to Herbalife on Herbalife's request 
and at no cost to Herbalife. Herbalife reserves its other rights 
and remedies.


7.2.3 Hyperlinking and Associations 
Members may link their websites to:


• The home page on Herbalife.com (or any other website 
produced or maintained by Herbalife).


• Any other website maintained by the Member to promote 
the Herbalife® product and opportunity.


• Any third-party website that will assist the Member in 
promoting the Herbalife® products and opportunity, so 
long as such websites are compliant with Rule 7.2.4.


Members may not use third parties' trademarks, trade names, 
or product names in their:


• Website domain name (URL).


• Titles for any pages within a website (including home 
pages).


• Email addresses.


• Title tags, meta tags.^“


7.2.4 Third Party Advertisements on Member 
Websites
Members may feature third-party advertisements on websites 
they use in connection with their Herbalife business so 
long as, in the sole and absolute judgment of Herbalife, the 
advertisements DO NOT:


1. Relate to any religious, political or commercial 
organization.


2. Damage the reputation of Herbalife or its Members.


3. Misuse Herbalife Intellectual Propeny.


*®The only exception to this Rule is if and when a Mempet has oOtained prior written 
consent from the owner. A Member shall indemnity Herbalife against any claim arising or 
related to the Member’s use of third-party trademarks, trade names, or product names.
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4. Directly or indirectly promote any other:


a. direct-selling or MLM company regardless of products 
offered; or


b. products competitive with those sold by Herbalife, 
such as:


i. meal replacements,


ii. nutritional supplements, or


iii. cosmetics.


7.2.5 International Business
Members conducting or seeking to conduct business in 
international markets via their own or other websites may 
sell only products approved for sale in the country to which 
communications are directed.


7.2.6 Website Privacy Statements


Members must post, in a prominent location, a "Privacy 
Statement" that:


• Informs consumers whether or not personal information 
is being collected about them and how such information 
will be used: and


• Fulfills the privacy law requirements of each jurisdiction 
in which business is being conducted.


7.2.7 Search Engine Advertising and Optimization 
Herbalife trade names and product names may not be used in 
search engine meta tags and title tags.


Members are permitted to advertise the Herbalife opportunity 
on Internet search engines, but they may only use words and 
phrases that have been approved by Herbalife. This restriction 
applies to:


• The URL.


• Title tag.


• 25-word description.


• Keywords that make up a meta tag.


• Alt/image tags that describe the images of a site.


• Sponsored advertisements that Members purchase on 
search engines,


• Any other page-related factors used by search engines in 
determining website rankings.


A list of keywords that Members may use to optimize their 
search engine ranking, and a list of approved advertising 
phrases, is available from Member Services or online at 
MvHerbalife.com. These lists may be updated from time to 
time and Members should view the lists periodically to ensure 
that their search engine advertising is in conformity with 
this Rule.
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Members may not use any misleading or deceptive tactics to 
improve their index preference with search engines.


Members must comply with all Rules and regulations of each 
country, including (but not limited to) laws related to:


• Confidentiality of consumer data.


• Privacy rights.


• Restrictions on telemarketing.


• Restrictions on marketing over the Internet.


7.3 PROHIBITION OF AUCTION SALES


Auction sales and sales on auction sites weaken the personal 
relationships Members must develop with their customers, as 
well as the Herbalife brand and the image Herbalife establishes 
for its products. Accordingly, Members may not (directly or 
indirectly through any intermediary or instrumentality) offer 
or facilitate the offering of Herbalife® products for sale by 
soliciting or receiving open bids or by posting for sale at a fixed 
price on an auction-focused site. This prohibition includes, 
but is not limited to, soliciting or receiving bids for Herbalife® 
products on the Internet through a commercial auction 
website, online auction marketplace, or otherwise.


7.4 EMAIL
These Rules apply to Members who send email regarding the 
Herbalife® products or opportunity. These Rules are in addition 
to applicable law.


When using the services of a non-Herbalife vendor, the 
actions or omissions of the vendor will be considered actions 
or omissions of the Member for purposes of compliance with 
the Rules. Members must confirm that the vendor's services 
comply with all applicable laws.


7.4.1 Restrictions


1. The following restrictions and prohibitions apply to Members 
who send any type of email message relating to Herbalife:


a. Members must disclose the origin of any email 
message:


i. Source, destination and routing information attached 
to the message (including the originating domain name 
and originating email address) must be accurate.


ii. "From" line of each message must accurately identify 
the person who initiated the message.


iii. "Subject" line of each message must not be 
misleading.


b. All email messages must include a clear, conspicuous 
notice about how to make an opt-out request:


i. The message must contain a functioning return email 
address or Internet-based mechanism that a recipient
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may use to submit a request that they not receive 
future commercial email messages from the sender.


ii. Within 10 business days after receiving an opt-out 
request, Members must stop initiating or sending 
commercial email to such person.


iii. Each Member must produce and maintain its own 
Do-Not-Email List ("DNE list") to track and honor all 
opt-out requests.


2. The following are additional restrictions and prohibitions 
that apply to sending email messages promoting Herbalife® 
products or the opportunity:


a. Members are prohibited from sending commercial email 
messages unless the:


i. Member has an existing business relationship with the 
recipient based on a prior purchase or transaction, or


ii. Member is a friend, family member, or acquaintance of 
the recipient, or


iii. Recipient provided prior consent to receive the 
message. The consent must be specific to receiving 
messages about Herbalife® products or the opportunity.


b. Each message must include a valid physical postal 
address of the Member.


c. Members may not obtain email addresses by address 
harvesting or dictionary attacks.


i. "Address harvesting" is the use of automated means 
to collect email addresses that are listed on a website 
or online service, when that website or online service 
contains a notice that it will not give, sell or otherwise 
transfer addresses maintained by such website or 
online service to any other person for the purpose of 
initiating commercial email messages.


ii. "Dictionary attack" refers to automated means used 
to generate possible email addresses by combining 
names, letters or numbers into numerous permutations.


d. Members are prohibited from using scripts or other 
automated means to register for multiple email accounts 
or online user accounts from which to send commercial 
email messages.


7.4.2 Government Notice to Discontinue Emailing 
Members must immediately discontinue email activity if they 
receive any notice from a governmental authority regarding 
their email practices. Members must promptly report all such 
notices to Herbalife.


7.5 SOCIAL MEDIA
These Rules apply to Members using social networking sites 
such as Twitter, YouTube and Facebook as well as online 
communities such as blogs.
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7.5.1 Responsibility for Postings


Members are responsible for all Herbalife-related content 
they post online. Members using social media outlets as part 
of their Herbalife business must clearly and conspicuously 
identify themselves by both name and as an Independent 
Herbalife Member.


7.5.2 Social Media as a Sales and Promotion Forum 
Social media sites may not be used to conduct sales 
transactions. Online sales may only be transacted from a 
Member's website.


7.5.3 Postings and Claims
Members must be accurate and truthful in all postings. 
All claims, representations and testimonials must be in 
compliance with the Rules.


7.5.4 Use of Herbalife's Intellectual Property 
Members may only use the trade name "Herbalife" in a manner 
that clearly identifies them as Independent Herbalife Members.


Examples of unauthorized use of the Herbalife trade name are:


• "Herbalife Wellness Challenge"


• "The Herbalife Page"


• "Let's Talk Herbalife"


7.5.5 Photos, Video/Audio Recordings
Members may post audio/video material on YouTube and 
similar social media sites, provided the content complies with 
the Rules.


Herbalife reserves, in its sole and absolute discretion, the right 
to determine if recordings or images (including their manner of 
use) violate the Rules or diminish the reputation of Herbalife, 
Herbalife reserves the right to require the removal of such 
images or recordings. At all times. Members must comply 
with all privacy laws, intellectual property laws and social 
media policies when using images or recordings of other 
individuals.


7.5.6 Professionalism


Members should not respond to those who place negative 
posts about them, other Independent Members, or 
Herbalife. Negative posts may be reported by email to: 
DPCcomplainr.sNAM@herbalife.com.


7.6 TELEMARKETING
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Federal and state laws severely restrict telemarketing 
operations and are highly technical. These Rules are 
being provided as an accommodation to Members (but 
not as legal advice). Members are responsible to know 
and obey federal and state telemarketing laws.
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When contracting with vendors. Members must confirm that 
the vendor's services comply with all applicable laws. The 
actions or omissions of the Member's vendor will be considered 
to be the actions or omissions of the Member.


7.6.1 Definitions 


Autodialer


Equipment that dials telephone numbers automatically, 
including any computerized equipment that performs the 
dialing function whether or not the machine is pre-programmed 
with a list of numbers or dials numbers on a random basis.


Broadcast Fax or Blast Fax


Sending a fax to recipients who have not requested the fax, 
including equipment that can send multiple faxes to multiple 
recipients.


Established Business Relationship (EBR)


A prior relationship between a Member and a telephone 
subscriber based on the subscriber's:


• Purchase or transaction within 18 months immediately 
preceding the date of the telephone call, if the relationship 
has not previously been terminated.


• Inquiry about products or services within three (3) 
months immediately preceding the telephone call, if the 
relationship has not previously been terminated.


(If the subscriber makes a "Do-Not-Call" request to a Member, 
that request terminates the EBR even if the subscriber 
continues to do business with the Member.)


Prior Express Consent
A written agreement or email between a Member and 
consumer clearly stating the consumer agrees to be contacted 
by the Member regarding Herbalife® products or opportunity, 
including the telephone or fax number through which such 
contact may be made.


Telemarketing


The act of selling, soliciting, marketing, promoting, or providing 
information about a product or service using a telephone, cell 
phone, text message, fax machine, autodialer, pre-recorded 
or artificial voice recording, or like device.


7.6.2 Do-Not-Call Lists


Members engaged in Telemarketing must:


• Set up a business account with the Do-Not-Call Registry 
identifying the Member as the "Seller" or "Client.


• Pay all fees associated with accessing the Do-Not-Call 
Registry.


^’Includes computerized equipment such as:
• Predictive Dialers - which dial cads while telemarketers are talking to other customers by 


predicting the average time it takes for a consumer to answer the telephone and when a 
telemarketer will be free to take the next call.


• preview Dialers - which provide a number to be dialed on the telemarketer's screen and, 
when directed by the telemarketer, dials the number for the telemarketer.


^^Members must not identify Herbalife as the "Seller" or "Client."
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• Maintain and observe "Do-Not-Call" lists recording the 
number(s) of persons requesting not to be contacted.


• Access the Do-Not-Call Registry and remove newly 
registered numbers from call lists at least every 31 days.


• Train all personnel engaged in Telemarketing on these 
Rules.


• Not call numbers on state and federal Do-Not-Call lists 
unless the Member has an EBR with the Client.


7.6.3 Autodialers


Members may not use an Autodialer in connection with an 
Herbalife business, products, or opportunity.


7.6.4 Prerecorded or Artificial Voice Messages 
Members may not use prerecorded or artificial voice 
messages in connection with an Herbalife business.


7.6.5 Unsolicited Faxes


• Members may not use a Broadcast Fax, Blast Fax, or 
similar services to send fax messages.


• Members may send faxes only to EBRs who have 
provided Prior Express Consent to receive faxes from the 
Member.


• When sending faxes to EBRs, the Member must have 
obtained the fax number through:


- The recipient’s voluntary communication or


- From a directory, advertisement, or website to which 
the EBR voluntarily agreed to make the fax number 
available


• All faxes must include:


- A clear and conspicuous notice on the first page that 
the recipient may request the sender not to send future 
faxes ("Do-Not-Fax request") and that failure to comply 
with the request within 30 days is unlawful.


- A domestic contact telephone number and a fax 
number (for the recipient to transmit a Do-Not-Fax 
request).


- At least one cost-free mechanism the recipient can 
use to transmit a Do-Not-Fax request to the Member, 
such as a website address, email address, or toll-free 
number.


• Members must accept and process Do-Not-Fax requests 
24 hours a day, seven days a week, and all requests must 
be fully honored within 30 days.


• All faxes must include (either in the top or bottom margins 
on each page or on the first page of the Fax):


- Date and time the Fax is sent;


- Identity of the sender (which must be the Member's 
personal or company name): and
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- Telephone number of the sending fax machine and of 
the Member.


7.6.6 Government Inquiries


Members must immediately discontinue Telemarketing if they 
receive any notice from a governmental authority regarding 
their Telemarketing activity. Members must promptly report 
all such notices to Herbalife.


Chapter 8 Nutrition Clubs


Many Members utilize Nutrition Clubs as a successful way 
of doing business. Nutrition Clubs operate with the purpose 
of introducing and retailing Herbalife food-based products 
to new and existing customers. While this section provides 
a brief explanation of the operation of Nutrition Clubs, it is 
not intended to be a substitute for the extensive training 
Members receive as part of the Nutrition Club program.


A Nutrition Club ("Club") provides an informal setting for 
people to:


• Talk about good nutrition;


• Learn the value of regular exercise: and


• Plan strategies for achieving a healthy lifestyle.


A Club operation must follow these Rules. Herbalife has sole 
and absolute discretion to determine whether a Club is in 
compliance with these Rules.


8.1 GENERAL RULES


8.1.1 Reviews


Members must cooperate with Herbalife reviews of Club 
practices.


8.1.2 Training


A Club operator must be trained by a knowledgeable upline 
Member or through local Herbalife training events. The 
ultimate responsibility for training of an operator is the first 
upline TAB Team member.


8.1.3 Employees


Clubs may only be operated by Independent Herbalife 
Members. Members may not use employees to assist with 
any Club operations.


8.1.4 Not Franchises


Clubs are not franchises,and Members may not compare 
Clubs to franchises when promoting them as a Daily Method 
of Operation. Clubs are only a means of doing the core 
Herbalife business of retailing products within a Club.


“No Member may represent, imply, or suggest in any way. that Clubs are franchises.
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8.1.5 Independent Business Operations


Herbalife does not approve, endorse, authorize, guarantee or 
assume any obligation of a Club.


8.1.6 One Responsible Member
At least one Member must accept full responsibility for and 
oversee all operations of each Club.^ If multiple Members 
share a common space to operate their Clubs, the posted 
information of the responsible Members may be alternated 
accordingly.


8.1.7 Good Neighbor Policy


Club operators must be good and considerate neighbors 
(especially when operating out of their homes). To that end, 
operators must limit Club attendance and take any other steps 
to ensure Club meetings do not cause unreasonable noise, 
traffic congestion, or other forms of public nuisance.


8.1.8 Comply With the Law
Club operators must comply with all laws and regulations 
that apply to the operation of their Club. In dealing with 
government agencies, prospective and current Club operators 
must be cooperative and represent their proposed or actual 
activities accurately.


8.1.9 No Assigned or Exclusive Territories


There are no territorial assignments or exclusive territories 
for Clubs: they may be opened and operated wherever legally 
permissible.


8.1.10 Multiple Clubs
Nutrition Club operators may operate multiple Clubs. However, 
Club operators must be present during all Club sessions, 
except for short-term absences when attending Herbalife- 
sponsored meetings.


8.1.11 Required Postings
Every Club operator must post the Nutrition Club Operator's 
Advisory and the Hygiene and Sanitary Practices Advisory for 
Nutrition Club Operator.


The posted signs containing the Advisories must be at 
least 8.5"x 11Each Advisory itself must be in a font size 
no smaller than 17 points.^'’ Copies of these Advisories are 
available on MvHerbalife.com.


8.1.12 Good Hygiene
The provision of Herbalife® products to Club Attendees 
requires that Club operators practice good hygiene and


•■•The responsible Member must post the Nutrition Club Operator's Advisory including the 
Member's name and contact information. If absent, the Member must assign a Member 
(whom the Member personally traineo) to personally oversee all Club operations.


“The specific wording of the Advisories may change from time to time, but the most recent 
version may always be obtained by calling Member Services, or it can be downloaded 
from MyHgfbalifg.CQm-
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maintain clean and sanitary Club premises. The following 
hygiene practices are required;


Food Sourcing, Handling and Preparation
• Fruits, vegetables and other non-Herbalife ingredients 


from reputable suppliers.


• Inspect ingredients for freshness and quality on delivery 
and again before use.


• Use purified water (or boiled water) when preparing 
beverages served at the Club.


• Thoroughly clean and sanitize kitchen equipment before 
and after each use including blenders and cutting boards.


• Use disposable cups to serve beverages.


Perishable Products
• Use older, unexpired products first.


• Wash fruits and vegetables prior to use.


• Store perishable products in a manner that protects them 
from damage, spoilage or contamination.


• Clean refrigeration units at least once a week.


Non-Perishable Products
• Use older unexpired products first.


• Store Herbalife® products and non-perishable ingredients 
in a cool, clean, well-ventilated space.


Personal Hygiene
• Frequently wash hands and forearms with antibacterial 


soap and warm water.


• Always wash hands and forearms in the following 
instances:


- After using the restroom.


- Before and after handling any food items.


- After sneezing, coughing or blowing nose.


- After smoking, eating, drinking or leaving the Club 
premises.


- After touching hair or any other body part.


- After touching another person.


- After touching used or dirty kitchen equipment or 
utensils.


• Keep clothing and hair clean and neat at all times.


• Leave the Club premises immediately if feeling sick, even 
if the Club must close.


Club Premises
• Immediately clean up spills and warn guests to avoid the 


affected areas until cleanup is complete.


• Maintain multiple covered trash receptacles lined with 
high-quality garbage bags throughout the Club premises: 
remove and empty frequently.
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8.2 CLUB OPERATIONS


8.2.1 Fees
Club operators may charge attendance fees to cover 
operational premise-related costs (such as the cost of rent, 
utilities, and product and ingredients consumed in the 
operation of the Club).


Attendance fees may not be represented as the price or cost of:


• Products offered to Attendees or their guests for 
consumption (because these are benefits of being an 
Attendee).


• Services the Club operator may choose to offer (such as 
seminars or classes).


The Club operator is responsible for understanding and 
complying with legal and tax requirements.^®


8.2.2 Club Attendance Not Mandatory
Club attendance is a personal decision for the Attendee or 
guest (whether or not he or she is a Member). Club operators 
must never state or imply that there is an obligation to attend.


8.2.3 Club Activities and Services 
Nutrition Clubs must offer their Attendees:


• Regular opportunities to socialize.


• Frequent educational and coaching sessions (group or 
one-on-one) on nutrition and weight management.


8.2.4 Attendee Referral Incentives
Club operators may offer reasonable rewards, such as free 
products, for the referral of new Attendees. However, Club 
operators are prohibited from paying cash or cash equivalent 
for such referrals.


8.2.5 Authorized Herbalife® Products Only
Only Herbalife® products may be provided for consumption or 
sale in a Club. Non-Herbalife® products may not be provided, 
sold or promoted on the Club premises except for ingredients 
used in shakes.®'


8.2.6 Product Consumption
Club operators may offer complimentary products such as 
shakes, teas. Formula 1 pies and Herbal Aloe Concentrate, 
Club operators may post a list of available flavors of shakes 
and teas, as well as any optional ingredients such as protein 
or fiber, but operators may not post, list, or charge individual 
prices for these products or ingredients.®®


^For instance, Members who provide more than one attendance fee option may be more 
likely to be required to pay sales tax and to comply with food service regulations and 
requirements. Puerto Rico Residents: Members who provide one or more attendance 
fee option may be required to register and collect SUT and to comply with food service 
regulations and requirements.


^’Only Herbalife* products authorized for sale in the United States may be used in U.S. 
Clubs. Puerto Rico Residents: Only Herbalife* products authorized for Puerto Rico may 
be provided for consumption or sale while operating a Club.


“The only permissible Club fees are daily, weekly or monthly Attendee fees to cover 
operational costs.


CONFIDENTIAL


In Clubs and elsewhere, Herbalife® products must always 
be served, consumed and applied in accordance with the 
instructions on the printed product labels.


8.2.7 Carry-Outs
Although it is preferable that product be consumed on Club 
premises, registered Club Attendees may carry out one shake 
or cold tea per visit.


Carry-outs must be:


• In unbranded containers of not more than one single 
serving.


• For the personal consumption of that Club Attendee or 
another registered Club Attendee.


8.2.8 Product Retailing


Club operators may keep product inventory on hand, and they 
may retail their inventory. All Herbalife® products must be sold 
unopened and in their original Herbalife packaging.


Club operators may not:


• Sell as individual units or single servings products not 
packaged and labeled for individual sale.


• Post product pricing.


• Use high-pressure sales techniques.


• State or imply that product purchases are required in 
order to enter, attend, or become or remain an Attendee 
of the Club.


8.2.9 Sampling
Club operators may offer products (such as shakes, teas. 
Formula 1 pies and Herbal Aloe Concentrate) at their Clubs. 
However, loose tablets may not be provided.


8.2.10 Inappropriate Mixtures
Club operators may not mix shakes, teas, or Herbal Aloe 
Concentrate using alcoholic beverages, medications, or other 
inappropriate ingredients.


8.2.11 Product Packaging and Display
Club operators may display product-related literature, 
promotional items, and one unit (per product) of unopened 
Herbalife® product in its original packaging. Displays may not 
be visible from the exterior. When preparing shakes, teas and 
Herbal Aloe Concentrate for consumption, each of the packaged 
products must be available for inspection by Attendees.


8.2.12 Proper Disposal of Product Containers
To protect against those who might seek to counterfeit 
Herbalife® products. Club operators are required to deface 
or destroy product labels and containers before disposing of 
empty containers.
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8.2.13 Sale of Clubs Prohibited


Transfer of Lease; A Club operator may not sell his or her 
Club to another Member. If a Club operator does not wish to 
continue operating his or her Club, it is permissible to transfer 
the Club’s lease to another Member. Before another Member 
can enter into the lease, the Member must have successfully 
completed Herbalife's mandatory Nutrition Club training, and 
must have been an Herbalife Member for at least 90 days. The 
Club operator may then transfer the lease without a charge 
of any kind, other than the assumption of the rent obligation 
to the landlord. Once the lease is transferred, the Transferee 
must complete the Nutrition Club Registration Process.


Sale of Items Used in the Club: The Club operator may sell 
the furniture, fixtures and equipment used in the operation 
of the Club to the Transferee if he or she wishes to purchase 
them. The purchase price for the tenant improvements, 
furniture, fixtures and equipment may not exceed the 
depreciated cost of these items.


Signage: Because the Transferee is not purchasing a Club or 
business, but merely taking over a lease, the Transferee may 
not be required to pay for any external signage, even if the 
signage remains in place following the transfer.


8.3 MARKETING, PROMOTION AND ADVERTISING


8.3.1 Claims and Representations


Club Attendees may share their experiences. However, all 
claims, representations and testimonials must comply with 
the law and Rules.


8.3.2 Offering Nutritional Advice to Attendees and 
Guests


Club operators may offer the general health, wellness, and 
nutritional information consistent with product labels and 
Materials. This includes guidance about the products, usage, 
and key benefits. Operators may also provide appropriate 
product and weight-loss testimonials, orally and in writing 
(accompanied by Herbalife's required disclaimers).


Club operators may not state or imply that using the products 
will diagnose, treat, prevent, or cure any disease or medical 
condition, and all information given to Club Attendees and 
guests should be consistent with the information provided on 
Herbalife® product labels and Materials.


8.3.3 Advertising


Clubs are social gatherings publicized exclusively through 
word of mouth.


• Guests may be personally invited by the Club operator, 
another Member, a Club Attendee or a customer.
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• Invitations may be extended during a conversation or by 
a written (or digitally transmitted) invitation sent following 
a conversation.


• Clubs are not intended to attract "walk-in" traffic.


• Club advertising is limited to promoting services that are 
offered at the Club's location, such as a Weight Loss 
Challenge, a wellness evaluation, or wellness presentation.


Advertisements about Club services may include the following 
details:


• Name of Club and Club operator


• Phone number


Using radio and television to advertise Club services is not 
permitted.


8.3.4 Personal Websites


Every Club operator is permitted to create a website under 
the following conditions;


• Password-protected websites not accessible by the 
general public may be operated, provided they comply 
with all of Herbalife's Rules.


• Non-password-protected websites accessible by the 
general public may only provide the following Nutrition 
Club information:


• Services available at Club (for example, a Weight 
Loss Challenge, a wellness evaluation, or wellness 
presentation)


• Name of Club and Club operator


• Phone number


Any other information posted on publicly accessible websites 
and specific to Clubs is not permitted.


8.3.5 Residential Nutrition Club Signage Prohibited 
Clubs operating from residential locations may not use 
exterior signage of any kind. For non-residential Club signage 
Rules, see Rule 8.4.3.


8.4 NON-RESIDENTIAL NUTRITION CLUBS


8.4.1 Registration Process


Before signing a lease or opening a Club in a non-residential 
location a Member must:


• Be an Herbalife Member for at least 90 days.


• Complete the process required by Herbalife for site 
location, proposed signage, and other matters.


• Receive the Nutrition Club Operator's Training certificate 
of completion,^®


• Submit the Club "Registration Form’""> at least 30 days 
prior to opening the Club.


^®The Training is available on MvHsrbalife.com.
^he Registration Form is available at fylvHefbaltt'e.com or from Member Services.
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8.4.2 Not Retail/Service Establishments
Retail Establishments: Clubs may not operate on the 
premises of retail establishments. Retail establishments are 
defined as fixed locations whose primary activity is the on-site 
sale or delivery of goods to consumers.


Service Establishments: Clubs may not operate on the 
premises of service establishments whose primary purpose 
is to provide prepared foods (such as restaurants, cafes, ice 
cream shops, etc.). However, it is permissible to operate 
within other types of service establishments - such as beauty 
salons, barber shops, gyms, and health clubs provided that the 
Club activities and signage are restricted to an enclosed room 
and are not visible to passers-by or to the public frequenting 
the service establishment.


8.4.3 Signage Restrictions
• The design and content of the proposed sign must not 


be perceived as a store, restaurant, franchise or similar 
operation, or other retail location, and does not invite 
passers-by to purchase product.


• Signage may not be unreasonably large or unreasonably 
noticeable.


• No two Clubs operating from non-residential locations 
may have identical or substantially similar names or 
signage within a 100-mile radius.'"


• Signs may not use repetitive names with numbers (e.g.. 
Rockin' Wellness #3, Rockin' Wellness #4).


• Signs may not identify, imply, or signal that the occupant 
is an Independent Herbalife Member (or otherwise 
indicate an Herbalife business),


• Signs may not advertise services offered as part of a Club 
(for example "Weight Loss Challenge," etc.).


• Signs may not state or suggest Herbalife® products are 
available for purchase on the premises.


• Signs may not use Herbalife Intellectual Property, product 
names or brands, the word "shake," or any other words 
that imply or signal that Herbalife® products are available 
at that location, such as:


- Nutrition Club


- Herbalife


- L.A. Live


- Mark Hughes


- Liftoff®


- Skin Activator® or any other.


• The following terms and any similar terms are acceptable:


- Club


- Center


- Meeting


“This would include anylhing visible from the exterior that might suggest that the location 
is a franchise.
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• The following terms, and any similar terms, are not 
acceptable:


- Cafe


- Restaurant


- Bar


- Mart


- Store


- Shop


• Signs that depict "Open/Closed" may not be visible from 
the exterior.


The following are a few examples of signage do's and don'ts:


Do's


"Angela's Wellness Center" 
"Healthy Lifestyle's Club" 
"The Feel Good Zone"


Don'ts


"Angela's Shake Cafe" 
"Healthy Nutrition Bar" 
"Herbalife Weight-Loss Shop"


8.4.4 Nutrition Club Exterior
Clubs are not retail establishments, cafes, restaurants or 
takeout establishments. The following rules apply to the Club 
exterior, to avoid any misconceptions by the public;


• Tables, chairs, or outdoor seating are not allowed.


• Club exterior doors must remain closed.


• The doors and windows of non-residential Clubs must 
be properly covered so that the interior of the Club is not 
visible to people outside of the Club.


- Coverings may not:


• Display any Herbalife branding (names, logos, etc.).


• State, imply or suggest (even without words) that 
retail products are available for purchase inside.


• Use or incorporate "Before & After" photographs.


• Display the word "shake" or pictures of shakes or 
any other products (even if unbranded).


• The following is not allowed on the Club's exterior:


- Wsa or MasterCard (or any other credit card merchant) 
decals or signs.


- The word "welcome."


- Pictures or logos of shakes, blenders.


- Pictures of food or products.


- Telephone numbers.


- Website references such as ".com," "www," ".net," 
or any other such reference.


- Taglines or slogans. (A tagline is a descriptive term 
used in conjunction with the name of a Club.)


8.4.5 Cash Registers
Because Clubs are not retail establishments, cash registers, 
cash boxes, and the like may not be visible to Club Attendees.
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8.4.6 Leasing, Renting or Sharing Club Locations 
Club operators may lease, rent, or otherwise charge for Clubs 
located in non-residential locations which they make available 
to or share with Members of their downline organization. 
However, the fees derived may not exceed a 5% net profit to 
the offering Member, and the offering Member may not solicit 
or promote these locations to Members in other organizations.


8.4.7 Walk-In Traffic


A "walk-in prospect" is a person who visits a Nutrition Club for 
the first time without a personal invitation and without having 
had any direct contact with or a referral from the operator of 
the Club or an existing Club Attendee.


Nutrition Club operators may sign up a walk-in prospect as an 
Attendee, but if the prospect cannot or will not sign up as an 
Attendee, the operator is then limited to:


• Offering the prospect a complimentary shake, tea. Formula 
1 pie, and Herbal Aloe Concentrate as samples.


• Explaining the Nutrition Club concept of socialization, 
product consumption, and wellness education among 
Club Attendees.


• Providing free samples of prepared products to encourage 
walk-ins to return and become Club Attendees.


Chapter 9 Weight Loss Challenge


The Weight Loss Challenge ("Challenge") is an optional 
method of operation available to all Members. This 
method is a fun way for Challenge participants to learn 
about nutrition. However, it is imperative that Challenge 
Rules are followed. For clarification, non-italicized content 
details mandatory Challenge Rules, while /Mc/zedcontent 
represents "best practices" and/or additional details about 
hosting a Challenge,
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9.1 MAXIMUM NUMBER OF PARTICIPANTS


Each Challenge Is limited to a maximum of 40 participants. 
Twenty to thirty participants per Challenge are recommended. 
Keep in mind that a Challenge may include as few as 3 and 
up to the maximum of 40 participants. A Member should be 
assigned as a personal coach to every 12 to 15 participants.


9.1.1 Fees


Participation Fee: The Participation Fee covers all prize 
payouts, plus minimal operational costs. Participation 
Fees may not be used to generate a profit and, under no 
circumstance, may they exceed $35.


Weight-Gain Fee: Members may charge a weight-gain fee 
of $1 per pound for weight gained since a participant's last 
recorded weigh-in.
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Absence Fee: Members may charge an absence fee of $5 
for each absence from a weekly meeting. One (1) absence is 
allowed without penalty.


The only permissible action for non-payment of Weight-Gain 
and Absence Fees is disqualification from the Challenge; 
Members may not otherwise press or pursue participants (or 
former participants) for payment.


9.1.2 Maximum Payout


First-prize payout for each Challenge may not exceed 8599.''^


9.1.3 Duration


Each Challenge must run for a minimum of 6 weeks."’^


9.1.4 Weekly Meetings


Weekly meetings are a required element of any Challenge. 
They may be conducted in any suitable location or online.'*'’


9.1.5 Recommending Herbalife® Products 
Members may always recommend, promote and educate on 
Herbalife® products, but may not require that the products be 
purchased or consumed as part of a Challenge.


9.1.6 Refunding the Participation Fee


The participation fee must be fully refunded if requested 
by the participant within the first 48 hours of the Challenge 
start date. Refunds requested more than 48 hours after the 
Challenge commences may be granted at the discretion of the 
responsible Member(s).


9.1.7 Advertising


Herbalife creates and provides a variety of finished ads for 
the Challenge. Member-created ads must be compliant with 
all Rules and law.


When advertising a Challenge, Members may include their 
name and phone number in the ad.


If the Challenge is to take place at a Club, the ad may only 
include:


• The name of the Club.


• The name of the Club operator.


• The Club's phone number.


'’There are 2 reasons for this maximum payout amount:
• Participants should be driven by the results they will achieve, with the "extra" benefit 


of possibly winning money.
• Larger funds could encourage participants to engage in unhealthy or excessive weight 


loss and exercise practices.
•^Each Challenge should run for 12 weeks. This allows the participants to better reach their 


goals during the course of the Challenge.
• The Weight Loss Challenge Manual. MvHerbalife.com suppon materials, and Herbalife's 


12-wee)c program.
^Meetings should include a weekly weigh-in. discussion of the oartidpants' orogress, 


educational talks by the Memberlsl/coachles). and formulation of a plan and/or goal for 
the coming week.
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Members may only provide the address for the Challenge 
through personal interaction, not through the advertisement.


No Challenge ad may state or imply that money will be paid 
merely by participating in a Challenge. Only four participants 
in each Challenge actually receive cash payouts. Ads may not 
state or imply that persons who win the Challenge can earn 
money for doing so.


Examples of Acceptable Ad Statements:


• "Weight Loss Challenge winners can earn dollars for 
losing pounds!"


• "Challenge winners can earn cash to lose weight!"


Examples of Unacceptable Ad Statements:


• "Earn dollars for losing pounds!"


• "We pay you to lose weight!"


9.1.8 Required Participation Agreement"^


Every participant must review and sign a Participation Agreement, 
which must be kept on file by the Member(s) for at least 1 year 
from signing and produced to Herbalife upon request.


9.1.9 State of Vermont


The standard Challenge model, as set forth in this Manual and 
in these Rules, is prohibited by law in the state of Vermont.


9.1.10 Minimum Age


The minimum age for participation in a Challenge is 14, and 
persons ages 14 to 17 require written permission from a 
parent or legal guardian.


Chapter 10 Enforcement Procedures


The Rules protect the Herbalife opportunity and brand. 
Individual Member violations can negatively impact 
Herbalife as a whole as well as adversely influence the 
opinion of regulators, the media and the public's opinion 
about Herbalife, its products and its Members. While 
Herbalife makes every effort to educate and counsel 
Members about appropriate and inappropriate business 
practices, there are instances where violations of the Rules 
merit more severe penalties.


Members are strongly encouraged to promptly report alleged 
violations of the Rules to Herbalife in order to protect the 
goodwill and reputation of Herbalife and its Members. Herbalife 
generally will only act on complaints brought within one year of 
when the Member knew or should have known of the violation 
but reserves the right to conduct an inquin/ at any time.'*^


"Members who are interested In using this tool in Vermont must contact Herbalife Member 
Services for specific guidance.


"Herbalife's enforcement of the Rules shall not create liability to pay compensation for loss 
of profits or goodwill.
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10.1 COMPLAINT PROCEDURE


Members should report suspected violations on an Official 
Complaint Form.'*® Required information includes the nature 
of the complaint and the factual details that support the 
allegations."'* The Official Complaint Form must be signed and 
include the reporting Member's Herbalife ID number.


10.1.1 Inquiry


If Herbalife determines in its sole and absolute discretion there 
is sufficient information to support the allegation, an Herbalife 
representative will contact the Member who is the subject of 
the complaint to permit the Member to provide a response.


In certain circumstances it may become necessary to place 
restrictions on a Membership while an inquiry is in process. 
Those restrictions may include a prohibition from attending 
Herbalife events and suspension or denial of:


• Buying privileges.


• Payment for Royalty Overrides.


• Payment for TAB Team Production Bonus.


• Awards or benefits (i.e., vacations, pins, etc.).


• Speaking at Herbalife sponsored Training Seminars or 
other meetings.


• Qualifications that may be in progress.


• The right to represent oneself as an Herbalife Member.


Herbalife reserves the right to publish the violating Member's 
name, violation, and penalty.


10.1.2 Sanctions


Violations of the Rules may result in legal or regulatory 
challenges for Herbalife and endanger the business for all 
Members. For this reason, penalties may be substantial. 
Herbalife shall have sole and absolute discretion to determine 
the appropriate penalty based on the nature of the violation 
and consequence that resulted or could result, including:


• Suspension of all Member rights and privileges.


• Monetary sanctions.


• Obligation to reimburse Herbalife's legal fees.


• Removal from the Speaker Program.


• Disqualification from participation in the annual Mark 
Hughes Bonus.


• Disqualification from participation in the Production Bonus 
program.


• Permanent loss of lineage.


• Termination of Membership (see "Termination or Deletion 
of a Membership" below).


"The Form can be obtained through Member Services or by accessing MvHerbalils.com. 
"Factual details include names, addresses, and telephone numbers of persons Involved as 


well as dates, times, places, etc.
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If Herbalife concludes that other Members assisted, 
encouraged or were party to the violations, Herbalife also may 
hold such Members responsible for the violations,


10.1.3 Corrective Measures


Volume and earnings adjustments resulting from corrective 
measures to resolve dual Membership violations will not 
include activity occurring more than two years before the date 
the complaint was received by Herbalife.


10.1.4 Requests for Reconsideration (unrelated to 
Terminations)


Members may submit a request for Herbalife's reconsideration 
of a decision within 15 days of the date of the decision. 
When requesting reconsideration, the Member may submit 
additional information they believe should be considered, and 
must also state why this information was not provided during 
the inquiry. If the reconsideration request is not submitted 
within the 15-day period, the request will be denied.


10.1.5 Termination of a Membership


Herbalife may, in its sole and absolute discretion, terminate a 
Membership if a Member violates the Rules.“


The termination is effective on the date indicated in the written 
notification provided by Herbalife to the Member. Upon 
termination of a Membership, the Member will have no claim 
against Herbalife as a result of the termination. The Member 
may no longer conduct business or represent themself as an 
Independent Herbalife Member.


10.1.6 Appealing a Termination


Members may submit a request for Herbalife's reconsideration 
of a termination decision within 15 days of the date of the 
decision. When requesting reconsideration, the Member 
may submit additional information they believe should be 
considered, and must also state why this information was 
not provided during the inquiry. If the reconsideration request 
is not submitted within the 15-day period, the request will 
be denied although Herbalife reserves the right to consider 
evidence submitted beyond the 15-day time frame at its sole 
and absolute discretion.


The appeal will be reviewed by a committee comprised 
of an appointed representative from each of the Sales 
Department, the Member Services Department, and the 
Legal Department (the "Review Committee"). A majority of 
the Review Committee may uphold the termination, reinstate 
the Membership, or recommend an alternative penalty for the 
alleged violations. In reviewing a termination decision, the


“Terminaiion means the complete cancellation ol a Membership and revocation of the 
Member's right to conduct the Herbalife business. This includes cancellation of their right 
to receive any further income from the Membership whether accruing before or after the 
termination dale.
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Review Committee will consider whether the alleged violation 
was material.


This decision shall not create liability to pay compensation for 
loss of profits or goodwill.


Chapter 11 Additional Legal Provisions


11.1 DAMAGES
Neither Herbalife nor Member shall be liable to the other for 
any incidental, consequential, punitive, or exemplary damages, 
regardless of whether the claim is based on contract, tort, or 
any other legal or equitable theory, and regardless of whether 
the possibility of such damages is known by either party, to the 
full extent such remedies may be waived under applicable law.


11.1.1 Waiver and Delay


Herbalife may address Rules violations or other breaches of any 
agreement with any Member in its sole and absolute discretion. 
No failure, refusal or neglect of Herbalife to exercise any right, 
power or option under any agreement with any Member shall 
constitute a waiver of the provisions or a waiver by Herbalife of 
its rights at any time under any such agreement.


11.1.2 Severability


Except as otherwise provided in Section (3) of the Arbitration 
Agreement, if any provision in any agreement between 
Herbalife and Member is found to be invalid, illegal, or 
unenforceable in any respect, it shall be severed from the 
agreement and have no effect on the remainder of the 
agreement, which shall remain in full force and effect. Further, 
there shall be added automatically as part of the agreement a 
provision as similar as possible to the severed provision that 
would be legal, valid, and enforceable.


11.1.3 Choice of Law


This Agreement, and any dispute arising from the relationship 
between Herbalife and Members, shall be governed by 
the substantive laws of the State of California without the 
application of conflict of law principles. Nothing in this provision 
is intended to apply the law of California or any other state to 
the interpretation and enforceability of the arbitration agreement 
or the conduct and administration of the arbitration proceeding.


11.1.4 Indemnification


Member will indemnify, defend, and hold harmless Herbalife 
from any suit, action, demand, prosecution, or claim of any 
kind, and any related cost or liability, relating to or arising from 
Member’s breach of any agreement with Herbalife or the 
conduct of Member's Herbalife business. Herbalife may offset 
reasonable amounts against amounts which would otherwise 
be due to Member to cover such indemnity.
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11.1.5 Claims Between Members 
Herbalife shall not be liable to any Member for any cost, loss, 
damage, or expense suffered by any Member directly or 
indirectly as a result of any act, omission, representation, or 
statement by any other Member.


Chapter 12 Arbitration


Members and Herbalife agree to submit to arbitration 
any disputes that they cannot resolve informally. 
Herbalife reserves the right (with some restrictions) 
to amend the arbitration agreement. The current 
version is below. References to "Agreement" mean 
the entire contractual relationship between Member 
and Herbalife.


Herbalife is always interested in resolving disputes amicably 
and informally. In the event, however, that Herbalife and 
Member have a dispute that cannot be resolved informally, 
Herbalife and Member each agree to resolve the dispute 
solely and exclusively by binding arbitration or in small claims 
court instead of in a court of general jurisdiction. Arbitration 
can be more informal than a lawsuit in court. Arbitration uses 
a neutral arbitrator instead of a judge or jury, allows for more 
limited discovery than in coun, and is subject to very limited 
review by courts. Arbitrators can award the same damages 
and relief that a court can award.


Puerto Rico Residents: Puerto Rico does not have small claims 
courts. Therefore, your terms vary slightly. Any variation in 
terms in this Arbitration Agreement for Puerto Rico Residents 
is indicated below in italics.


Herbalife and Member both waive the right to trial by 
jury. Also, any arbitration under this agreement shall 
take place on an individual basis; class or representative 
actions shall not be permitted.


For any claim that does not exceed $75,000, Herbalife will pay 
all arbitration fees unless the arbitrator finds that Member's 
claim is frivolous or was filed for an improper purpose. 
Member may also be entitled to recover attorneys' fees from 
Herbalife to at least the same extent as Member could in 
court, and Herbalife may be required to pay Member more 
than the amount of the arbitrator's award and to pay Member's 
attorney (if any) twice his or her reasonable attorney's fees. All 
of these provisions are set forth in full detail below.


Arbitration Agreement


(1) Scope


(a) This agreement to arbitrate is intended to be broadly


interpreted. Except as provided in Section (2) below,
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Herbalife and Member agree to arbitrate all disputes 
and claims between them, including, but not limited to:


• claims that arise out of or relate to terminations, 
enforcement of Member Rules of Conduct, and 
Sales & Marketing Plan decisions:


• claims that arise out of or relate to any dispute 
between Member and another Herbalife Member;


• claims that arise out of or relate to any aspect of 
the relationship between Herbalife and Member, 
whether based in contract, tort, statute, fraud, 
misrepresentation, or any other legal or equitable 
theory:


• claims that arose before Member's contractual 
relationship with Herbalife;


• claims that are the subject of purported class action 
litigation in which Member is not a member of a 
certified class: and


• claims that may arise before, after or as a direct 
or indirect result of the termination of Member's 
relationship with Herbalife.


(b) The arbitrator shall have exclusive authority to the 
extent permitted by law to resolve all disputes arising 
out of or relating to the interpretation, applicability, 
enforceability, or formation of the Agreement, 
including, but not limited to, any claim that all or part of 
the Agreement is void or voidable. The arbitrator shall 
also have exclusive authority to the extent permitted 
by law to decide the arbitrability of any claim or dispute 
between Member and Herbalife.


(c) The Agreement between Member and Herbalife 
evidences a transaction in interstate commerce. Thus, 
the Federal Arbitration Act governs the interpretation 
and enforcement of this arbitration agreement in all 
respects, including, without limitation, the enforceability 
of the class action waiver in Section 3 below. This 
arbitration agreement shall survive termination of the 
Agreement, any agreements that are comprised in the 
Agreement, or any other agreement between Herbalife 
and Member.


(d) References to "Herbalife," "Member," "they," 
"their" or "them" include Herbalife's and Member's 
respective subsidiaries, affiliates, officers, directors, 
agents, employees, predecessors-in-interest, heirs, 
successors, and assigns.


(e) Member agrees that Herbalife and Member are each 
waiving the right to a trial by jury.


Puerto Rico Residents: Members in Puerto Rico 
agree that Herbalife and Member are each waiving 
the right to a trial in any local or Federal court of 
justice in Puerto Rico.
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(f) This arbitration agreement applies to Herbalife and all 
Members regardless of when they entered into their 
Agreement with Herbalife.


(2) Exceptions


Notwithstanding the foregoing,


(a) Member may bring an individual action for monetary 
damages in small claims court. Member may not 
bring any other type of action against Herbalife in 
small claims court. Herbalife may only arbitrate claims 
against Member and may not bring any actions against 
Member in small claims court. This provision does not 
apply for Puerto Rico Residents.


(b) Member may bring issues to the attention of federal, 
state or local agencies, which, if the law allows, can 
seek relief against Herbalife on Member's behalf.


(3) No Class or Representative Actions


(a) Member agrees that Herbalife and Member are 
each waiving the right to participate in a class or 
representative action or proceeding. Herbalife and 
Member may only bring claims against each other 
in their individual capacity. Neither may bring 
claims against the other as a plaintiff or member 
in any purported class or representative action or 
proceeding. Unless both Herbalife and Member 
agree otherwise, the arbitrator may not consolidate 
more than one person's claims, and may not 
otherwise preside over any form of a representative 
or class proceeding.


(b) If the above provision is found to be illegal, invalid, or 
unenforceable, then this entire arbitration agreement 
shall be null and void. The overall Agreement between 
Member and Herbalife, however, shall remain in full 
force and effect except insofar as it is inconsistent with 
the nullification of this arbitration agreement.


(4) Procedure


(a) All notices to Herbalife that are required under this 
arbitration agreement should be addressed to:


Office of the General Counsel 
Herbalife International of America, Inc.
800 West Olympic Blvd., Suite 406 
Los Angeles, CA 90015


(The "Herbalife Notice Address"!. All notices to 
Member required under this arbitration agreement shall 
be addressed to Member's mailing address as listed in 
the Herbalife records. ("Member's Notice Address").


(b) Member can download or obtain copies of forms 
for giving notice and commencing arbitration at 
http://www.adr.ora/aaa/ShowPDF?doc=ADRSTG 
004175. or by calling the AAA at 1-800-778-7879, or 
by requesting them from Herbalife by writing to the 
Herbalife Notice Address.


(c) A party who intends to seek arbitration must first 
send to the other, by certified mail, a written Notice 
of Dispute. The Notice of Dispute shall (i) describe the 
nature and basis of the claim or dispute: and (ii) set 
forth the specific relief sought ("Demand").


(d) Herbalife and Member shall attempt to resolve the 
claim informally within 30 days after the Notice of 
Dispute has been received. If Herbalife and Member 
do not reach an agreement to resolve the claim within 
30 days, Herbalife or Member may commence an 
arbitration proceeding.


(e) If Member commences an arbitration proceeding and 
sends notice that it has commenced arbitration to 
the Herbalife Notice Address, Herbalife will promptly 
reimburse Member for Member's payment of the filing 
fee unless Member's claim is for greater than $75,000. 
(The filing fee currently is $125 for claims under 
$10,000, but is subject to change by the arbitration 
provider.) If Member states that Member is unable to 
pay this fee, Herbalife will pay it directly upon receiving 
a written request at the Herbalife Notice Address.


(f) The arbitration will be governed by the Commercial 
Arbitration Rules ("AAA Rules") of the American 
Arbitration Association ("AAA"), as modified by this 
arbitration agreement, and will be administered by the 
AAA. The AAA Rules are available online at adr.org, 
by calling the AAA at 1-800-778-7879, or by writing 
to the Herbalife Notice Address. All issues shall be 
for the arbitrator to decide, including the scope of this 
arbitration provision, but the arbitrator shall be bound 
by the terms of this arbitration agreement. State 
arbitration laws do not apply or govern in any respect 
whatsoever.


(g) Unless Herbalife and Member agree otherwise, any 
arbitration hearings will take place in the county (or 
parish) of Member's Notice Address. If Member's 
claim is for $10,000 or less. Member may choose 
whether the arbitration will be conducted solely on 
the basis of documents submitted to the arbitrator, 
through a telephonic hearing, or by an in-person 
hearing as established by the AAA Rules. If Member's 
claim exceeds $10,000, the right to a hearing will
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be determined by the AAA Rules. Regardless of the 
manner in which the arbitration is conducted, the 
arbitrator shall issue a reasoned written decision 
sufficient to explain the essential findings and 
conclusions on which the award is based.


(h) Herbalife will pay all AAA filing, administration, and 
arbitrator fees for any arbitration initiated in accordance 
with the notice requirements above, unless (i) 
Member seeks more than $75,000 in damages, or (ii) 
the arbitrator finds that Member's claim or the relief 
sought in the Demand is frivolous or was brought for an 
improper purpose (as measured by the standards set 
forth in Federal Rule of Civil Procedure 11 (b», in which 
case the payment of these fees will be governed by the 
AAA Rules instead. If the second of these exceptions 
applies. Member must reimburse Flerbalife for any 
payments that would have been Member's obligation 
to pay under the AAA Rules.


(i) The amount of any settlement offer made by Flerbalife


or Member shall not be disclosed to the arbitrator until 
after the arbitrator determines the amount, if any, to 
which Flerbalife or Member is entitled.


(j) Upon either party's request, the arbitrator will issue 
an order requiring that confidential information of 
either party disclosed during the arbitration (whether 
in documents or orally) may not be used or disclosed 
except in connection with the arbitration or a 
proceeding to enforce the arbitration award, and that 
any permitted filing of confidential information must be 
done under seal.


(5) Awards and Attorneys' Fees


(a) If the arbitrator issues an award in favor of Member that 
exceeds than the value of the last written settlement 
offer made by Flerbalife before an arbitrator was 
selected, then Flerbalife will:


• pay Member the amount of the award or $10,000
("the alternative payment") whichever is greater; 
and


• pay Member's attorney, if any, twice the amount
of attorneys' fees, and reimburse any expenses 
(including expert witness fees and costs) that 
Member's attorney reasonably accrued for 
investigating, preparing, and pursuing Member's 
clairn in arbitration ("the attorney premium").


(b) If Flerbalife did not make a written offer to settle the 
dispute before an arbitrator was selected. Member 
and Member's attorney will be entitled to receive


the alternative premium and the attorney premium, 
respectively, if the arbitrator awards Member any relief 
on the merits of Member's claim.


(c) Upon request from either party, the arbitrator may make 
rulings and resolve disputes as to the payment and 
reimbursement of arbitration fees and expenses at any 
time during the arbitration proceeding. The arbitrator 
may also make rulings and resolve disputes as to the 
alternative premium and the attorney premium, if any, 
upon request from either party made within 14 days 
after the arbitrator's ruling on the merits,


(d) The right to attorneys' fees, costs, and expenses 
under this arbitration agreement shall supplement any 
right to attorneys' fees, costs, and expenses Member 
may have under applicable law. If Member would 
be entitled to a larger amount under the applicable 
law, the arbitrator may award Member that amount. 
Flowever, Member may not recover duplicative awards 
of attorneys' fees, costs, or expenses.


(e) Under some laws, Herbalife may have a right to an 
award of attorneys' fees, costs, and expenses if it 
prevails in an arbitration. Herbalife nonetheless agrees 
that it will not seek such an award.


(f) The arbitrator may award declaratory or injunctive relief 
only in favor of the individual party seeking relief and 
only to the extent necessary to provide relief warranted 
by that party's individual claim.


(6) Amendments


Herbalife reserves the right to amend, modify, or terminate 
this arbitration agreement by amending or modifying 
these Rules of Conduct. However, any such amendment, 
modification, or termination of the arbitration agreement 
shall not apply to claims that have accrued or are otherwise 
known to Herbalife at the time of the amendment, 
modification, or termination.


(7) Severability


If any provision of this arbitration agreement other than 
Section 3(a) is held to be illegal, invalid, or unenforceable, 
such provision shall be fully severable and the arbitration 
agreement shall be construed and enforced as if it 
had never included such provision, and the remaining 
provisions shall remain in full force and effect and shall not 
be affected by the severed provision. Furthermore, in lieu 
of the severed provision, there shall be added automatically 
as part of this arbitration agreement a provision as similar 
as possible to the severed provision that would be legal, 
valid, and enforceable.
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Chapter 13 Privacy and Data Protection
Herbalife collects information about Members' business 
and other information it needs to fulfill its obligations of the 
Membership, such as Members' bank account or credit card 
number. If a Member refuses to give Herbalife this information 
or appropriate authorization to use the information, he or she 
will not be able to become or stay a Member.®' If Members 
give Herbalife their information, it will be used:


1. To provide services to Members (such as taking and 
processing orders, and calculating earnings, etc.);


2. To support and improve the services Members render to 
their customers:


3. To provide Members additional services;


4. To maintain the proper functioning of the Sales & 
Marketing Plan; and


5. For compliance purposes.


Herbalife shares Members' information with its affiliate 
entities,®^ with its corporate headquarters in the United 
States, with its third party service providers (e.g., IT support, 
accounting, legal advisors, etc.) and with Members' uplines 
when needed. In specific cases Herbalife may also be 
legally required to share Members' information with public 
authorities. In all of these cases, Herbalife will take appropriate 
measures to ensure the confidentiality of Members' 
information. Herbalife does not share your information with 
other third parties.


Some of Herbalife's affiliate entities, and possibly Members' 
uplines, may be in countries that offer less privacy protection 
than the country where the Member lives. However, Herbalife 
is committed to protecting Members' privacy wherever 
Members' information is used and Herbalife International 
of America, Inc., has certified to the EU-US Safe Harbor 
Agreement, committing to a level of protection equal to that 
in the European Union.


Members have a right to access their personal information 
and a right to have incorrect information corrected. If 
Members want to exercise those rights, they should contact 
Member Services in their country, check their account 
information online at MvHerbalife.com or send an email to 
Drivacv@herbalife.com.


From time to time, Herbalife may give Members personally 
identifiable information ("PM") relating to Members' downline. 
Members may only use this Pll to develop their Herbalife 
business relationship with their downline, unless they have 
received consent from the downline Member to use his or 
her Pll for other purposes. Members must abide by applicable


*'When a Member terminaies his or her Member relationship, Herbalife must keep some 
of the Member's information for accounting purposes and for the calculation of earnings 
under the Sales & Marketing Plan.
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data protection laws, including international data transfer 
restrictions. Once Herbalife has given Pll to a Member, he or 
she is responsible for it and must keep it strictly confidential.


Herbalife will give Members materials about its products 
and services to help Members develop their business and 
Herbalife may also send Members commercial information 
about Herbalife or its business partners.


Chapter 14 Definitions


Applicant: An individual applying to become an Herbalife 
Member.


Application: Herbalife Membership Application and 
Agreement.


Association: In a divorce, the combination of volume between 
the original Membership and the separate Membership of 
the divorced couple, for the purpose of earnings percentage 
calculation,


Autodialer: Equipment that dials telephone numbers 
automatically, including any computerized equipment that 
performs the dialing function whether or not the machine is 
pre-programmed with a list of numbers or dials numbers on 
a random basis.


Broadcast Fax or Blast Fax: Sending a fax to recipients who 
have not requested the fax, including equipment that can send 
multiple faxes to multiple recipients.


Business Tool: A sales aid which has not been provided by 
Herbalife.


Challenge: Weight Loss Challenge.


Club: Nutrition Club.


Do-Not-Email List ("DNE list"): A list produced and 
maintained by a Member to track and honor all opt-out email 
requests.


Earnings Claims: Any statement regarding a Member's actual 
or potential income.


Established Business Relationship (EBR): A prior 
relationship between a Member and a telephone subscriber 
based (1) on the subscriber's purchase or transaction within 
18 months immediately preceding the date of the telephone 
call if the relationship has not previously been terminated or 
(2) inquiry about products or services within three months 
immediately preceding the telephone call, if the relationship 
has not previously been terminated. If the subscriber makes a 
"Do-Not-Call" request to a Member, that request terminates 
the EBR even if the subscriber continues to do business with 
the Member.
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Fee: Annual Membership Services Fee.


Former Participant: A former Member, spouse, or anyone 
else who participated in a Membership.


Herbalife Intellectual Property: Includes Herbalife 
copyrighted materials, trademarks, trade names, trade dress, 
and trade secrets.


FIMP: Flerbalife Member Pack.


Leads: Includes prospects for Herbalife® products or the 
Herbalife opportunity, as well as leads-related advertising, 
advertising slots, or decision packs.


Lifestyle Claims: A form of Earnings Claim.


Materials: Herbalife produced literature and sales aids.


Member Services: Herbalife Member Services Department 
which may be reached at 866-866-4744.


MLM: Multilevel Marketing.


Period of Inactivity: One year waiting period. See Rule 2.1.10.


Pricing Information: Information related to pricing including 
"special offer," "% off," "free shipping," and "discounts."


Prior Express Consent: A written agreement or email 
between a Member and consumer clearly stating the 
consumer agrees to be contacted by the Member regarding 
the Herbalife® products or opportunity, including the telephone 
or fax number through which such contact may be made.


Review Committee: The committee that reviews an appeal of 
a termination decision. Consists of an appointed representative 
from each of the Sales Department, the Member Services 
Department, and the Legal Department.


Rules: The Herbalife Rules of Conduct and all other rules, 
policies and advisories that Herbalife issues or, in the future, 
may issue from time to time.


Sales & Marketing Plan: The Herbalife Sales & Marketing Plan.


Sponsor: The Member who brings another individual into 
Herbalife as a Member.


Telemarketing: The act of selling, soliciting, marketing, 
promoting, or providing information about a product or service 
using a telephone, cell phone, text message, fax machine, 
autodialer, pre-recorded or artificial voice recording, or like 
device.


Transferee: The Member to whom a Membership is 
transferred.


Transferor: The former Member who is transferring his or her 
Membership to another.
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myHerbalife United States - English


Login for Members
Nutrition for a Better Life


Join Herbalife!
Your journey to a healthy, active life starts 


here.
We have made changes to our log in 


i process to improve your security. 
Please create your new account or log 
in to your existing account below.


Privacy Policy Terms of Use


Monthly Trainings & Meetings
Attend a Training or Member-Sponsored event in a city near you!


View monthly schedules


GREAT PRODUCTS! 


GREAT OPPORTUNITY!
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Terms Of Use
Last Revised: February 2, 2017


PLEASE READ THESE TERMS OF USE AND THE PRIVACY POLICY LOCATED AT 
http://www.herbalife.com/privacy-policy (“PRIVACY POLICY”), BEFORE USING THIS WEBSITE 
OR PURCHASING ANY PRODUCT OR SERVICES FROM HERBALIFE.


These Terms of Use are an agreement (the “Agreement”) between Herbalife International of 
America, Inc., a Nevada corporation (“Herbalife", the “Company,” “we” or “us”) and you ("you" or 
"User"). This Agreement sets forth the legal terms and conditions governing your use of this website 
and each Independent Distributor’s Platform and each Web Property (collectively referred to herein 
as the "Site") and for your purchase and/or use of any Herbalife goods, services (collectively 
referred to hereinafter as, “Offerings”). This Agreement also provides information on how to become 
an Herbalife Independent Distributor or Herbalife Preferred Member.


Your use of the Site and all information, data, text, software, information, images, sounds or other 
materials contained therein, or your use or purchase of any other Offerings confirms your 
unconditional agreement to be bound by this Agreement and is subject to your continued 
compliance with the terrns and conditions of this Agreement. If you do not agree to be bound by 
this Agreement, do not access or otherwise use the Site or participate in any of the 
Offerings.


This Agreement and the Herbalife Privacy Policy and any other terms and policies incorporated 
herein by reference (collectively, the "Other Policies"), constitute the entire agreeitient between you 
and us pertaining to the subject matter hereof and supersede all prior or other arrangements, 
understandings, negotiations and discussions, whether oral or written. No waiver of any of the 
provisions of this Agreement shall constitute a waiver of any other provisions hereof (whether or not 
similar), nor shall any such waiver constitute a continuing waiver unless otherwise expressly 
provided.


The information and features included in this Site are subject to change at any time without notice. 
By accessing or linking to this Site (to the extent linking is permissible), you assume the risk that the 
information on this Site may be changed or removed.


1. MODIFICATIONS


We reserve the right at any time to:
exhibit no (4^


D. JAWWIERE, CSR #10034
• Change the terms and conditions of this Agreement;
• Enhance, add to, modify or discontinue the Site or other Offerings, or any portion of the Site or 


other Offerings, at any time in our sole discretion.
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From time to time, we reserve the right, in our sole discretion, to modify, update, add to, discontinue, 
remove, revise or otherwise change any portion of this Agreement, in whole or in part, at any time. 
For changes to this Agreement that we consider to be material, we will place a notice on the Site by 
revising the link on the homepage to read substantially as "Updated Terms of Use" for a reasonable 
amount of time. If you provide information to us, access or use the Site or participate in any Offering 
in any way after this Agreement has been changed, you will be deemed to have read, understood 
and consented to and agreed to such changes. The most current version of this Agreement will be 
available on the Site and will supersede all previous versions of this Agreement.


The Site or the Offerings, in whole or in part, may be enhanced, modified or discontinued at our sole 
discretion. Any enhancements, additions or modifications to the Site or Offerings will be subject to 
this Agreement.


2. ACCESS


You must obtain access to the Internet and pay any service fees associated with such access to use 
the Site. In addition, you must provide all equipment necessary for you to access the Internet. You 
are and will remain solely responsible for the purchase, hookup, installation, loading, operation and 
maintenance of any hardware, software, telephone (cable or other) service, and the Internet access 
service to your personal computer and for all related costs. You are solely responsible for scanning 
your hardware and software for computer viruses and other related problems before you use them. 
We expressly disclaim, subject to Section 16 of this Agreement, any liability or responsibility for any 
errors or failures relating to the malfunction or failure of your hardware or software in connection 
with the use of the Site or Offerings.


3. ELIGIBILITY


You represent and warrant that you are eighteen (18) years of age or older, or if you are under the 
age of eighteen (18) you are at least the age of thirteen (13) and are accessing the Site with the 
knowledge and consent of your parent or legal guardian, who will also be deemed to have agreed to 
this Agreement. Certain features on this Site (including, but not limited to, user registration) and 
certain Offerings may be subject to heightened age and/or other eligibility requirements.


Herbalife products and the Herbalife business opportunity cannot be offered, shipped into or sold in 
any country outside of those countries that are previously authorized by Herbalife. For a list of such 
countries, please click here: Authorized Countries. Herbalife is expanding its sales into other 
markets, accordingly please check for updates periodically.


4. BECOMING AN HERBALIFE PREFERRED MEMBER OR 


HERBALIFE INDEPENDENT DISTRIBUTOR


Herbalife® products and services are sold through Herbalife’s network of Independent Distributors. 
To purchase Herbalife® goods or services, you do not have to become a Distributor. Instead, you 
can purchase Herbalife® products from a Distributor or become an Herbalife Preferred Member. If 
you are interested in purchasing products from a Distributor or becoming a Preferred Member, 
please see the Product section of the Site. If, however, you are interested in starting your own
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business as an Herbalife Independent Distributor, please see the Business Opportunity section of 
the Site.


5. HERBALIFE CUSTOMER, PREFERRED MEMBER AND 


DISTRIBUTOR REFUND POLICIES


Customer and Preferred Member Refund Policy


Herbalife guarantees the quality of any product which carries the Herbalife name and certifies that 
the products manufactured for it meet high standards of freshness and purity for customer use. We 
are confident that our customers will find our products satisfactory in every way. However, if for any 
reason, a retail customer or Preferred Member is not completely satisfied with any Herbalife product 
purchased directly from Herbalife or an Herbalife Independent Distributor, you may return it within 
30 days from receipt for a full refund or product exchange. Refunds and exchanges may be 
obtained by following the instructions available at Herbalife.com or by calling 866-866-4744 or by 
contacting your Herbalife Independent Distributor. This guarantee is limited, subject to Section 16 of 
this Agreement, only by the terms of certain specific warranties attached to or packaged with certain 
products and does not apply to any product intentionally damaged or misused.


Distributor Refund Policy


If Distributorship is canceled for any reason. Distributors may return all unopened products that 
were purchased in the previous 12 months for a full refund. To obtain a refund. Distributors may call 
Herbalife at 866-866-4744 or submit the refund form available at MyHerbalife.com.


6. INFORMATION AND PRIVACY


If you provide information to the Site, you agree to provide accurate, current and complete 
information where requested and you agree to maintain and update such information as 
appropriate. We will use and maintain any personal information that we collect through the Site in 
accordance with our Privacy Policy.


7. USER FORUMS


Forums, bulletin boards, chat rooms or other interactive areas that are or may be offered oh the Site 
("User Forums") are provided to give users a forum to express their opinions and share their ideas 
and information. The individual who posts content in the User Forums ("Community Content") is 
responsible for the reliability, accuracy, and truthfulness of such content, and we have no control 
over the same. Additionally, we have no control over whether any such posted material is of a 
nature that users will find offensive, distasteful or otherwise unacceptable and expressly disclaim 
any responsibility for such material.


We do not and cannot review every message posted by users in the User Forurns, and are not 
responsible for the content of these messages or the views or opinions expressed by the users of 
the User Forums. Information disclosed in the User Forums is by design revealed to the public. We 
reserve the right, but are not obligated, to delete, move or edit content, in whole or in part, submitted


I o c. /
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by you to the Site for any reason in our sole discretion. In addition, we may delete, move, edit or 
disclose the contents of messages when it is required to do so by law or in a good faith belief that 
such action is necessary to protect and defend our rights and property or to protect the safety of our 
users or the public. In no event do we assume any obligation to monitor the User Forums or remove 
any specific material.


You understand that the uploading to and/or posting of any Community Content in any User Forum 
shall not be subject to any obligation of confidentiality on the part of Company, and we shall not be 
liable, subject to Section 16 of this Agreement, for any use or disclosure of any Community Content.


(a) Restrictions on Use


In consideration for your use of the User Forums and functionality, you agree to comply with the 
"Community Guidelines" set forth below. Without limiting our other rights and remedies, individuals 
who violate the following Community Guidelines may, at our sole discretion, be permanently banned 
from using the Site;


harass, stalk or othenwise abuse another user;
transmit, post, send, upload, distribute, submit or otherwise make available any content that 
suggests that participating in the Herbalife opportunity will result in a lavish lifestyle, including 
the following, or any substantially similar images: opulent mansions, private helicopters, jets, or 
yachts; or exotic automobiles;
transmit, post, send, upload, distribute, submit or otherwise make available any content that is 
false, harmful, threatening, abusive, tortious, defamatory, libelous, disparaging (including 
disparaging of Herbalife), vulgar, obscene, pornographic or that promotes violence, racial 
hatred, terrorism or illegal acts, or is otherwise objectionable (as determined by us in our sole 
discretion);
transmit, post, send, upload, distribute, submit or otherwise make available any content which is 
or could be detrimental to or which may otherwise diminish, danhage or weaken the reputation 
or image of Herbalife, its products. Distributors, trademarks, trade names or goodwill; 
transmit, post, send, upload, distribute, submit or otherwise make available any content that is 
unlawful or infringes, violates or misappropriates any patent, trademark, trade identity right, 
trade secret, publicity right, privacy right, copyright or any other intellectual property or any other 
rights of any third party;
transmit, post, send, upload, distribute, submit or otherwise make available any viruses, Trojan 
horses or other harmful, disruptive or destructive files or material that interferes with any third 
party's use and enjoyment of the Site;
impersonate any person or entity, or otherwise disguise the origin of any content transmitted 
through the Site or to Herbalife, including forging any TCP/IP packet header or any part of the 
header information in any transrriission to the Site for any reason;
transmit, post, send, upload, distribute, submit or otherwise make available through the Site any 
personal advertising, junk mail, spam, chain letters, pyramid schemes or offer for sale of any 
products or services, except in areas, if any, specifically designated for such purposes; or 
violate any applicable local, state, federal or international law, rule or regulation, 
participate in any part of the Site if you are under the age of 18.
transmit, post, send, upload, distribute, submit or otherwise make available through the Site any
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content containing any solicitation of funds, promotion, advertising, or solicitation for goods or 
services. You also hereby acknowledge that you are prohibited from soliciting other guests to 
join or become members of any commercial online service or other organization.


• collect or harvest the information of any user or othenwise access the Site using automated 
means (including but not limited to harvesting bots, robots, spiders or scrapers).


• “frame”, “mirror” or “deep link” any part of the Site or other Offerings without our prior written 
authorization.


• link to any page within the Site or other Offerings from any web site or web page that makes any 
claims as to the curative or health enhancing powers of any substance, whether or not such 
substance is produced, marketed, sold or distributed by us.


We do not endorse the Community Content in the User Forums and specifically disclaim any 
responsibility or liability, subject to Section 16 of this Agreement, to any person or entity (including, 
without limitation, persons who may use or rely on such material) for any loss, damage (whether 
actual, consequential, punitive or otherwise), injury, claim, liability or other cause of any kind or 
character based upon or resulting from any Community Content provided through a User Forum. By 
posting or uploading Community Content to any User Forum or submitting any other Community 
Content to us, you automatically grant (or warrant that the owner of such rights has expressly 
granted) us a perpetual, worldwide, royalty-free, irrevocable, non-exclusive right and license to use, 
reproduce, modify, adapt, publish, translate, sub-license, create derivative works from and distribute 
such materials or incorporate such Community Content info any form, medium, or technology now 
known hereafter devised throughout the universe in perpetuity. In addition, you warrant that the 
content as uploaded or posted by you does not violate any person's so-called publicity rights or 
"moral rights" or other similar or analogous rights under any applicable laws in any country or region 
of the world.


8. USE OF E-MAIL ADDRESSES PROVIDED BY THE SITE


When using any e-mail address provided to you on or through the Site or other Offerings, you agree 
to use such email address in accordance with all applicable laws and not to transmit to any person 
or entity.


• any content that violates the Community Guidelines set forth above with respect to the User 
Forums or that is unlawful, fraudulent, threatening, abusive, libelous, defamatory, vulgar, 
obscene, harmful, harassing, tortious, invasive of another’s privacy, hateful, or is racially, 
ethnically or otherwise objectionable, or is subject to an agreement of confidentiality, or infringes 
upon our or any third party's intellectual property or other rights;


• any non-public information about any company;
• any trade secret; or
• any computer code, files or programs (for example, a computer virus) designed to interrupt, 


destroy, compromise the security of or limit the functionality of any device.
• spamming is strictly prohibited. Spam is defined for this purpose as sending an unsolicited 


message to any persons, entities, newsgroups, forums, e-mail lists or other groups or lists 
unless prior authorization has been obtained from the e-mail recipient which explicitly permits 
sending e-mail communication to them, or unless a business or personal relationship has 
already been established with the e-mail recipient. IF YOU ARE“SPAMMED” BY SOMEONE
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WHO IS SELLING OR DESCRIBING HERBALIFE’S PRODUCTS OR BUSINESS 
OPPORTUNITY, PLEASE CONTACT US PROMPTLY.


• The use of false headers in e-mails or falsifying, forging or altering the origin of any e-mail in 
connection with Herbalife and/or its products and services is prohibited.


• If a person or entity indicates that they do not want to receive e-mail, you agree not to send 
e-mail to such person or entity. If a person initially agrees to receive e-mail, but later asks to 
stop receiving e-mail, you must abide by that request.


• Herbalife prohibits engaging in any of the foregoing activities, yourself or through the service of 
another provider, remailer service or otherwise.


9. OUR PROPRIETARY RIGHTS


This Site and all of the content it contains, or may in the future contain, including but not limited to 
articles, opinions, other text, directories, guides, photographs, illustrations, images, video and audio 
clips and advertising copy, as well as the trademarks, copyrights, logos, domain names, code, trade 
names, service marks, patents and any and all copyrightable material (including source and object 
code) and/or any other form of intellectual property (collectively, the "Material") are owned by or 
licensed to us or other authorized third parties and are protected from unauthorized use, copying 
and dissemination by copyright, trademark, publicity and other laws and by international treaties. 
Unless expressly permitted in writing by us, you shall not capture, reproduce, perform, transfer, sell, 
license, modify, create derivative works from or based upon, republish, reverse engineer, upload, 
edit, post, transmit, publicly display, frame, link, distribute, or exploit in whole or in part any of the 
Material. Nothing contained in this Agreement or on the Site should be construed as granting, by 
implication, estoppel or otherwise, any license or right to use any Material in any manner without the 
prior written consent of us or such third party that may own the Material or intellectual property 
displayed on the Site. UNAUTHORIZED USE, COPYING, REPRODUCTION, MODIFICATION, 
PUBLICATION, REPUBLICATION, UPLOADING, FRAMING, DOWNLOADING, POSTING, 
TRANSMITTING, DISTRIBUTING, DUPLICATING OR ANY OTHER MISUSE OF ANY OF THE 
MATERIAL IS STRICTLY PROHIBITED. Any use of the Material other than as permitted by this 
Agreement will, subject to Section 16 of the Agreement, constitute a violation of this Agreement and 
may constitute copyright and/or patent infringement. You agree not to use the Material for any 
unlawful purposes and not to violate our rights or the rights of others. You agree not to interfere or 
permit any third party to interfere with the normal processes or use of the Site by other users, 
including without limitation by attempting to access administrative areas of the Site.. You are advised 
that we will aggressively enforce our rights to the fullest extent of the law. We may add, change, 
discontinue, remove or suspend any of the Material at any time, without notice and without liability. 
Herbalife, our logo, and the name of the products produced, marketed, sold or distributed by the 
Herbalife, are trademarks and/or service marks of Herbalife International of America, Inc., or its 
affiliates. All other trademarks, service marks, and logos used on the Site or other Offerings are the 
trademarks, service marks or logos of their respective owners.


10. MEMBERSHIP AND REGISTRATION


Certain areas of the Site may require registration or may otherwise ask you to provide information to 
participate in certain features or to access certain content. The decision to provide this information 
is purely voluntary and optional; however, if you elect not to provide such information, you may not







nyHerbalife.com https://www.myherbalife.com/en-US/ed/pages/public/terms_of_use.html


be able to access certain content or participate in certain features of the Site.


If you register with the Site, you agree to accept responsibility, subject to Section 16 of this 
Agreement, for all activities that occur under your account, email or password, if any, and agree you 
will not sell, transfer or assign your membership, any membership rights or any Site issued email 
address. You are responsible for maintaining the confidentiality of your password, if any, and for 
restricting access to your computer so that others may not access the password protected portion of 
the Site or your Site issued email account using your name in whole or in part. We may, in our sole 
discretion, and at any time, with or without notice, terminate your access and membership, for any 
reason or no reason at all.


11. IDEA SUBMISSIONS


We are pleased to hear from users and welcome your comments regarding Herbalife’s services and 
products. Nevertheless, our long-standing company policy does not allow it to accept or consider 
creative ideas, suggestions, or materials other than those it has specifically requested (see below). 
While we value your feedback on our services arid products, we request that you be specific in your 
comments on those services and products, and that you not submit any creative ideas, suggestions, 
or materials. We hope you will understand that it is the intent of this policy to avoid the possibility of 
future misunderstandings when projects developed by us or our affiliates' professional staff might 
seem to others to be similar to their own creative work. Accordingly, we ask that you do not send us 
any original creative materials such as show designs, photographs, drawings, or original artwork.


IIf you send or post certain specific submissions at our request (e.g., via message boards or in 
connection with contests) or if you send us creative suggestions, ideas, notes, photograph's, 
drawings, concepts, or any other information (each, a "Submission" and collectively, the j 


"Submissions") despite our request that you not send us any unsolicited Submissions or other 
creative materials, the Submission will be treated as non-confidential and non-proprietary (n each 


instance. For purposes of this Paragraph, all Community Content shall be deemed included in the 
definition of Submissions. None of the Submissions shall be subject to any obligation of confidence 
on the part of us, and we shall not be liable for any use or disclosure of any Submissions. Any 
Submission may be used by us without restriction for any purpose whatsoever, including, without 
limitation, reproduction, disclosure, transmission, publication, broadcast or posting, and yo‘u hereby 


irrevocably waive, release and give up any clairii that any use of such Submission violates! any of 
your rights, subject to Section 16 of this Agreement, including, without limitation, copyrights, 
trademarks, moral rights, privacy rights, proprietary or Other property rights, publicity rights, or right 
to credit for the material or ideas. We shall have and are irrevocably granted the right, but not the 
obligation, to reproduce, modify, adapt, publish, broadcast, license, perform, post, sell, trarislate, 
incorporate, create derivative works from, distribute and otherwise use the Submission in any and 
all media, now known or hereafter devised, throughout the universe, in perpetuity, without according 
you any compensation or credit. By submitting a Submission to this Site or us, you represent that 
such Submission is original with you and does not violate or infringe upon the rights of any third 
parties, including, without limitation, any intellectual property rights and rights of publicity and/or 
privacy. All Submissions to the Site and/or us shall be our sole property and will not be ' 
acknowledged or returned. You agree and understand that we are not obligated to use any 
Submission you make to the Site or us and you have no right to compel such use. You hereby
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acknowledge and agree that your relationship with us is not a confidential, fiduciary, or other special 
relationship, subject to Section 16 of this Agreement, and that your decision to submit any material 
to us does not place us in a position that is any different from the position held by members of the 
general public with regard to your Submission. You understand and acknowledge that we have wide 
access to ideas, stories, designs, and other literary materials, and that new ideas are constantly 
being submitted to us or being developed by our own employees. Many ideas or stories may be 
competitive with, similar or identical to your Submission in theme, idea, plot, format or other 
respects. You acknowledge and agree that you will not be entitled to any compensation as a result 
of our use of any such similar or identical material. Finally, you acknowledge that, with respect to 
any claim you may have relating to or arising out of an actual or alleged exploitation or use of any 
material you submit to the Site and/or us, the damage, if any, thereby caused will not be irreparable 
or otherwise sufficient to entitle you to injunctive or other equitable relief or to in any way enjoin the 
production, distribution, exhibition or other exploitation of any production based on or allegedly 
based on the material, and your rights and remedies in any such event shall be strictly limited to the 
right to recover damages, if any, in an action at law, subject to Section 16 of this Agreement.


12. COPYRIGHTS AND COPYRIGHT AGENT
Herbalife respects the intellectual property of others and we ask our users to do the same. In 
accordance with the Digital Millennium Copyright Act, Herbalife has designated a Copyright Agent 
to receive notice of claims of copyright infringement on the Site. Herbalife’s Copyright Agent may be 
reached atdmca@herbalife.com.


If you believe that any Community Content infringes the copyright in a work that is owned or 
controlled by you or if you believe that your work has been copied in a way that constitutes 
copyright infringement, please promptly provide Herbalife’s Copyright Agent the following 
information in writing (see 17 U.S.C. § 512(c)(3) for further detail):


• An electronic or physical signature of the person authorized to act on behalf of the owner of the 
copyright interest;


• A description of the copyrighted work that you claim has been infringed, or if multiple 
copyrighted works are covered by a single notification, a representative list of such works;


• The exact URL or a description reasonably sufficient to permit Herbalife to locate where the 
alleged infringing material is located on the Site;


• Your name, address, telephone number and email address;
• A statement by you that you have a good faith belief that the disputed use is not authorized by 


the copyright owner, its agent or the law and does not qualify as fair use;
• A statement by you, made under penalty of perjury, that the above information in your notice is 


accurate and that you are either the copyright owner or authorized to act on the copyright 
owner's behalf.


13. PROMOTIONS


This Site may contain sweepstakes, contests or other promotions that require you to send material 
or information about yourself. Please note that sweepstakes, contests or promotions offered via the 
Site may be, and often are, governed by a separate set of rules that, in addition to describing such
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sweepstakes, contest or promotion, may have eligibility requirements, such as certain age or 
geographic area restrictions, terms and conditions governing the use of material you submit, and 
disclosures about how your personal information may be used. It is your responsibility to read such 
rules to determine whether or not you want to and are eligible to participate, register and/or enter.
By entering any such sweepstakes, contest or other promotion, you agree to comply with abide by 
such rules and the decisions of the sponsor(s) identified therein, which shall be final and binding in 
all respects.


14. LINKS


We may provide links to third party web sites or resources. Our provision of such links is not an 
endorsement of any information, product or service reached through such link. We are not 
responsible for the content or performance of any portion of the Internet including other World Wide 
Websites to which the Site may be linked for from which the Site may be accessed. You are 
requested to inform us of any errors or inappropriate material found on Websites to which this Site is 
or may be linked.


15. ERRORS


Although we attempt to maintain the integrity of the Site and other Offerings, we make ho guarantee 
as to the accuracy or completeness of the Site or other Offerings. If you believe that you have 
discovered an error in the Site or other Offerings, please contact us at 866-617-4273 and include, if 
possible, a description of the error, its URL location and your contact information. We will make 
reasonable efforts to address your concerns.


16. DISCLAIMER OF WARRANTIES; LIMITATION OF LIABILITY


YOU UNDERSTAND AND AGREE THAT THIS SITE AND ALL MATERIAL AND INTELLECTUAL 
PROPERTY CONTAINED ON IT ARE DISTRIBUTED "AS IS" "AS AVAILABLE" "WITH ALL 
FAULTS" AND WITHOUT WARRANTIES OF ANY KIND, EITHER EXPRESS OR IMPLIED, 
INCLUDING, WITHOUT LIMITATION, WARRANTIES OF TITLE OR IMPLIED WARRANTIES OF 
MERCHANTABILITY, NON-INFRINGEMENT OR FITNESS FOR A PARTICULAR PURPOSE OR 
THOSE ARISING BY STATUTE OR OTHERWISE IN LAW OR FROM A COURSE OF DEALING 
OR USAGE OF TRADE. SOME JURISDICTIONS DO NOT PERMIT THE EXCLUSION OF 
IMPLIED WARRANTIES, SO THE ABOVE EXCLUSION MAY NOT APPLY TO YOU. YOU MAY 
HAVE OTHER RIGHTS, WHICH VARY BY JURISDICTION.


YOU AGREE THAT WE AND OUR PARENTS, AFFILIATES, SUBSIDIARIES, LICENSORS AND 
ASSIGNS, AND EACH OF THEIR RESPECTIVE EMPLOYEES, OFFICERS AND DIRECTORS 
(COLLECTIVELY, THE "RELEASED PARTIES"), ARE NOT LIABLE TO YOU FOR DAMAGES OF 
ANY KIND, WHETHER BASED IN TORT, CONTRACT, STRICT LIABILITY OR OTHERWISE, 
INCLUDING, WITHOUT LIMITATION, ANY DIRECT, SPECIAL, INDIRECT, INCIDENTAL, 
CONSEQUENTIAL OR PUNITIVE DAMAGES ARISING OR RESULTING IN ANY WAY FROM OR 
IN CONNECTION WITH THIS SITE, THE OFFERINGS, THE USER FORUMS, THE MATERIAL, 
OR ANY ERRORS OR OMISSIONS IN ITS TECHNICAL OPERATION OR THE MATERIAL, EVEN 
IF WE HAVE BEEN ADVISED OF THE POSSIBILITY OF SUCH DAMAGES, WHETHER CAUSED
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IN WHOLE OR IN PART BY NEGLIGENCE, ACTS OF GOD, TELECOMMUNICATIONS FAILURE, 
THEFT OR DESTRUCTION OF, OR UNAUTHORIZED ACCESS TO, THIS SITE OR ITS RELATED 
INFORMATION OR PROGRAMS. NOTWITHSTANDING ANY OTHER PROVISION IN THIS 
AGREEMENT, IN NO EVENT AND UNDER NO CIRCUMSTANCES WILL THE RELEASED 
PARTIES BE LIABLE TO YOU FOR ANY REASON OR ANY CAUSE OF ACTION WHATSOEVER 
IN AN AMOUNT GREATER THAN FIFTY DOLLARS ($50). SOME JURISDICTIONS DO NOT 
ALLOW THE LIMITATION OR EXCLUSION OF CERTAIN WARRANTIES AND CONDITIONS, 
AND/OR THE DISCLAIMER OF SOME TYPES OF DAMAGES, SO SOME OF THE ABOVE 
MIGHT NOT APPLY TO YOU.


We make no representation or warranty whatsoever regarding the completeness, accuracy, 
currency or adequacy of any information, facts, views, opinions, statements dr recommendations 
contained on this Site, in any Offering and/or the Material. Reference to any product, process, 
publication or service of any third party by trade name, domain name, trademark, service mark, 
logo, manufacturer or otherwise does not constitute or imply its endorsement or recommendation by 
us. Views and opinions of users of this Site do not necessarily state or reflect those of Herbalife. 
Users are responsible for seeking the advice of professionals, as appropriate, regarding the 
information, opinions, advice or content available, at this Site.


The Internet may be subject to breaches of security. We are not responsible for any resulting 
damage to any user's computer from any such security breach, or from any virus, bugs, tampering, 
unauthorized intervention, fraud, error, omission, interruption, deletion, defect, delay in operation or 
transmission, computer line failure or any other technical or other malfunction. You should also be 
aware that email submissions over the Internet may not be secure, and you should consider this 
before submitting any information to anyone over the internet. We make no representation or 
warranty whatsoever regarding the suitability, functionality, availability or operation of this Site. This 
Site may be temporarily unavailable due to maintenance or malfunction of computer equipment.


BY ACCESSING THIS SITE, YOU UNDERSTAND THAT YOU MAY BE WAIVING RIGHTS WITH 
RESPECT TO CLAIMS THAT ARE AT THIS TIME UNKNOWN OR UNSUSPECTED. AND IN 
ACCORDANCE WITH SUCH WAIVER, YOU ACKNOWLEDGE THAT YOU HAVE READ AND 
UNDERSTAND, AND HEREBY EXPRESSLY WAIVE, THE BENEFITS OF SECTION 1542 OF THE 
CIVIL CODE OF CALIFORNIA, AND ANY SIMILAR LAW OF ANY STATE OR TERRITORY, WHICH 
PROVIDES AS FOLLOWS: "A GENERAL RELEASE DOES NOT EXTEND TO CLAIMS WHICH 
THE CREDITOR DOES NOT KNOW OR SUSPECT TO EXIST IN HIS OR HER FAVOR AT THE 
TIME OF EXECUTING THE RELEASE, WHICH IF KNOWN BY HIM OR HER MUST HAVE 
MATERIALLY AFFECTED HIS OR HER SETTLEMENT WITH THE DEBTOR."


NOTICE TO NEW JERSEY RESIDENTS: Your rights are protected under the Truth-in-Consumer 
Contract, Warranty and Notice Act and New Jersey law generally. The following provisions in these 
Terms of Use do not apply to you and are not intended to vary, diminish or alter your rights under 
New Jersey law: specifically, nothing in these Terms of Use limits, varies, diminishes, affects, 
or otherwise voids or alters your rights under New Jersey law as they relate to limitations of 
liability or exculpation (including, but not limited to, limitations on indirect, incidental, 
special, exemplary, consequential or similar damages), dispute resolution, indemnification, 
venue or jurisdiction, statutes of limitation or repose periods for bringing claims, plain
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language requirements, representations and warranties of any type or nature (including, but 
not limited to, conditions of merchantability, of satisfactory quality, of fitness for a particular 
purpose, of accuracy, of quiet enjoyment, and non-infringement), contract remedies, 
personal injury, tort and negligence claims, conditions of sale, fee-shifting provisions, waiver 
of attorney fees and/or costs, and copyright. Your rights regarding these specific provisions will 
be governed by New Jersey law. In the event of any conflict between these Terms of Use and New 
Jersey law, New Jersey law shall govern.


17. INDEMNIFICATION


BY USING THIS SITE YOU AGREE TO INDEMNIFY, DEFEND AND HOLD THE RELEASED 
PARTIES HARMLESS FROM AND AGAINST ANY THIRD PARTY CLAIMS, ALLEGED CLAIMS, 
DEMANDS, CAUSES OF ACTION, JUDGMENTS, DAMAGES, LOSSES, LIABILITIES, AND ALL 
COSTS AND EXPENSES OF DEFENSE, INCLUDING, WITHOUT LIMITATION, REASONABLE 
ATTORNEYS’ FEES, ARISING OUT OF OR RELATING TO: YOUR BREACH OF YOUR 
REPRESENTATIONS, WARRANTIES. COVENANTS OR AGREEMENTS HEREUNDER; YOUR 
VIOLATION OF THIS AGREEMENT OR ANY LAW; YOUR USE OF THIS SITE AND/OR THE 
MATERIAL IN VIOLATION OF THIS AGREEMENT; INFORMATION OR MATERIAL POSTED OR 
TRANSMITTED THROUGH YOUR COMPUTER OR MEMBERSHIP OR DISTRIBUTORSHIP 
ACCOUNT, EVEN IF NOT SUBMITTED BY YOU, THAT INFRINGES ANY COPYRIGHT, 
TRADEMARK, TRADE SECRET, TRADE DRESS, PATENT, PUBLICITY, PRIVACY OR OTHER 
RIGHT OF ANY PERSON OR DEFAMES ANY PERSON; ANY MISREPRESENTATION MADE BY 
YOU; AND/OR OUR USE OF YOUR INFORMATION. YOU WILL COOPERATE AS FULLY AND AS 
REASONABLY REQUIRED IN COMPANY’S DEFENSE OF ANY CLAIM. COMPANY RESERVES 
THE RIGHT, AT ITS OWN EXPENSE, TO ASSUME THE EXCLUSIVE DEFENSE AND CONTROL 
OF ANY MATTER OTHERWISE SUBJECT TO INDEMNIFICATION BY YOU, AND YOU SHALL 
NOT IN ANY EVENT SETTLE ANY SUCH MATTER WITHOUT OUR WRITTEN CONSENT, 
SUBJECT TO SECTION 16 OF THIS AGREEMENT.


18. TERMINATION; MODIFICATION


We will determine, subject to Section 16 of this Agreement, your, compliance with this Agreement in 
our sole discretion and our decision shall be final and binding. Any violation of this Agreement may 
result in restrictions on your access to all or part of the Site (including any Web Property or email 
address provided by the Site) and may be referred to law enforcement authorities. No waiver of any 
of this Agreement shall be of any force or effect unless made in writing and signed by a duly 
authorized officer of Herbalife. We reserve the right to modify or discontinue this Site, or any portion 
thereof (including, without limitation, any particular Web Property that resides on the Bizwork 
Platform) without notice to you or any third party. Upon termination of your membership, 
distributorship, or access to the Site, or upon demand by Herbalife, you must destroy all materials 
obtained from this Site and all related documentation and all copies and installations thereof. You 
are advised that we will aggressively enforce our rights to the fullest extent of the law.


If any provision of this Agreement is found to be invalid by any court having competent jurisdiction, 
the invalidity of such provision will not affect the validity of the remaining provisions of this 
Agreement, which will remain in full force and effect. The section titles in this Agreement are for your
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convenience only and do not have any legal or contractual effect.


19. UNITED STATES LAW


We operate the Site in the United States. Information containedion this Site may not be appropriate 
or available for use in other locations, and access to this Site from territories where the content of 
the Site may be illegal is prohibited. If you choose to access the Site or other Offerings from 
locations outside of the United States, you are responsible for compliance with local laws if, and to 
the extent that, such local laws are applicable.


All software used on the Site or other Offerings is subject to U.S. export controls. No such software 
may be downloaded or otherwise exported or re-exported (i) into (or to a national or resident of) 
Cuba, Burma, Democratic Republic of the Congo, Ivory Coast, Iraq, Libya, North Korea, Iran, Syria, 
Sudan, Venezuela or any other country to which the U.S. has embargoed goods; or (ii) to anyone on 
the U.S. Treasury Department’s list of Specially Designated Nationals or the U.S. Commerce 
Department's Table of Deny Orders. By downloading or using any such software, you represent and 
warrant that you are not located in, under the control of, or a national or resident of any such country 
or on any such list.


We reserve the right, in our sole discretion, to limit the availability of the Site or other Offerings to 
any person, geographic area or jurisdiction at any time.


20. CHOICE OF LAW AND VENUE


The laws of the United States, State of California apply to this Agreement (without regard to 
California’s conflict of law principles that would cause the application of any other jurisdiction's laws) 
and will specifically not be governed by the United Nations Conventions on Contracts for the 
International Sale of Goods, if othenwise applicable. Any dispute between you and us must be 
brought before state or federal courts located in Los Angeles County, California within ninety (90) 
days after the occurrence of the facts giving rise to the cause of action, otherwise the cause shall be 
forever barred. You hereby consent and submit to the exclusive personal jurisdiction and venue of 
the courts located in Los Angeles, California for any cause of action relating to or arising under this 
Agreement or the Site. This Section 20 applies subject to the provisions of Section 16 of this 
Agreement.


21. CONTACT US


If you have any questions, comments or concerns about our Site, any Offerings or this Agreement, 
you may contact us at 866-866-4744.
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GOLD STANDARD PROTECTIONS


Introduction
As Herbalife continues to grow, we are proud to provide our Distributors with the Gold Standard in 
consumer protection. It is important you integrate these Gold Standards into your business and in your 
customer interactions every day; to protect yourself and the Herbalife brand for the years to come.


Table of Contents
Gold Standard Guarantees
Statement of Average Gross Compensation Paid by Herbalife to U.S Distributors in 2015 
Statement of Average Gross Compensation Paid by Herbalife to Puerto Rico Distributors in 2015 
Policy Statement on Expenditures by New Distributors 
Corporate Policy Statement on Sales Aids and Business Tools 
The Herbalife Satisfaction Guarantee
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GOLD STANDARD GUARANTEES


HERBALIFE PROVIDES THE GOLD STANDARD IN CONSUMER PROTECTION


GOLD STANDARD GUARANTEES


LOW START-UP COSTS;
• There are no minimum purchases required and there is a low cost for the International Business Pack.
• There is no requirement to purchase any sales and business tools to start up or succeed in your 
Herbalife Distributorship.


MONEY-BACK GUARANTEE:
• There is a fully refundable, 90-day money-back guarantee for the cost of the International Business 
Pack if Distributorship is canceled for any reason.
• There is a 100% refund guarantee on product, plus return shipping costs for the return of all unsold 
products purchased in the prior 12 months if Distributorship is canceled for any reason.


UP-FRONT BUSINESS OPPORTUNITY INFORMATION:
* We provide clear, accurate, and timely disclosures to 
income in our Statement of Average Gross Compensation.


prospective Distributors regarding potential


WRITTEN ACKNOWLEDGMENT:
’ We require a new Distributor to acknowledge in writing that they are aware of each of these Gold 
Standard Guarantees before their Distributorship Application and Agreement is accepted.


STRONG PRODUCT AND BUSINESS OPPORTUNITY CLAIM GUIDELINES:
• We clearly define the benefit of each product and appropriate method of use directly on the product 
label so the right product is taken the right way to achieve the best results.
• Approved product claims and product information can also be found in the International Business Pack, 
product brochures, other official literature and MyHerbalife.com.
• We provide realistic expectations of the business opportunity and the effort required to succeed at all 
levels.


Herbalife and our Distributors are committed to the highest standards of ethical behavior.


If you become aware of any unapproved claims related to Herbalife® products, representations relating to 
the business opportunity that are not aligned with the Herbalife Statement of Average Gross 
Compensation or other questionable behavior by another Distributor, please contact Herbalife at 866-866- 
4744.


Working together, we can ensure that Herbalife sets the Gold Standard In consumer protection.


(^HERBALIFE.


STANDARD
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What should I know about HERBALIFE®distributorship?


jparticipate? J
11m... : m


How can 1 earn 
money?


WtiiEslioutctIlcTOyi| 
about the business 1 
opportunity?


How much could I 
earn if I sell 
Herbalife products?


In addition to 
retail earnings, 
how much could I 
earn from sales by 
distributors I 
sponsor?


What if it doesn't 
work for me?


As an Herbalife Independent Distributor, you can participate in three ways:
• You can buy products at a discount for your own or household use.
• You can sell products to make a retail profit.
• You can recruit others who want to consume or sell the products.


The majority of Distributors join simply to receive a discount on Herbalife products. As a result, 
nearly 86% of U.S. distributorship (466,926) did not receive any earnings from Herbalife.


•You can earn money by selling Herbalife products that you buy at a discount.
•You can earn money by sponsoring someone who either sells Herbalife products or purchases 
them at a discount for their own or household use.
• You cannot earn money simply for recruiting or sponsoring someone.


• Distributors enjoy setting their own schedule and choosing how and when to work.
• Most people start their Herbalife business by selling part-time to their friends and family as a 
way to make a little extra money.
• Building a successful Herbalife business takes hard work and time.
• Like all businesses, some Distributors will succeed, while some will not.
• You have no required purchases other than the initial distributorship kit also known as the 
International Business Pack (approximately $95).


• Distributors are eligible to buy Herbalife products at a discount. Starting out, your discount is 
approximately 25%. The more you sell, the higher your discount, up to a maximum of 50%. For 
example the initial discount on Formula 1, Herbalife’s best-selling product is shown below:


Suggested Retail price $39.90
Distributor price
{with 25% discount and
before shipping and tax) -$30.40
Potential profit $9.50


• If you buy at this 25% discount and sell 10 canisters at the Suggested Retail Price, passing 
along shipping and taxes as most Distributors do, you would make $95 before expenses.


• The majority of Distributors join simply to receive a discount on Herbalife products.
• Last year, 14% of U.S. Herbalife Distributors (about 78,000) sponsored at least one person 
and earned from the sales of the Distributors they sponsored.
• In addition to any retail profit, of those who received earnings from Herbalife, approximately:


0 50% (about 39,000) made more than $245 in earnings - and the other half made less.
0 10% (about 7,800) made more than $4,350 in earnings.
o 1% (about 780) made more than $82,000 in earnings. Last year, the people who moved 


into the top 1% spent between 3 to 35 years in the business, averaging 13 years.


• Within your first year of distributorship, you can receive a full refund of your International 
Business Pack.
• If you have unopened products, you can return them within a year of the purchase date for a 
full refund and cancel your distributorship. We even pay the return shipping costs.
• Please contact 866-866-4744 for more information.


STATEMENT OF AVERAGE GROSS COMPENSATION 2015
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What should I know about HERBALIFE®distributorship?


rticipate?


U


How much could I 
earn if I sell 
Herbalife products?


In addition to 
retail earnings, 
how much could I 
earn from sales by 
distributors I 
sponsor?


What if it doesn't | 
work for me? ^


As an Herbalife Independent Distributor, you can participate in three ways:
• You can buy products at a discount for your own or household use.
• You can sell products to make a retail profit.
• You can recruit others who want to consume or sell the products.


The majority of Distributors join simply to receive a discount on Herbalife products. As a result, 
nearly 84% of Puerto Rico distributorship (10,333) did not receive any earnings from Herbalife.


How can I


WhatlfibUld I k^w| 


about the business 
opportunity?


• You can earn money by selling Herbalife products that you buy at a discount.
• You can earn money by sponsoring someone who either sells Herbalife products or 
purchases them at a discount for their own or household use.
• You cannot earn money simply for recruiting or sponsoring someone.


• Distributors enjoy setting their own schedule and choosing how and when to work.
• Most people start their Herbalife business by selling part-time to their friends and family as a 
way to make a little extra money.
• Building a successful Herbalife business takes hard work and time.
• Like all businesses, some Distributors will succeed, while some will not.
• You have no required purchases other than the initial distributorship kit also known as the 
International Business Pack (approximately $95).


• Distributors are eligible to buy Herbalife products at a discount. Starting out, your discount is 
approximately 25%. The more you sell, the higher your discount, up to a maximum of 50%. For 
example the initial discount on Formula 1, Herbalife's best-selling product is shown below:


57
Suggested Retail price $39.90
Distributor price
(with 25% discount and
before shipping and tax) -$30.40


Potential profit $9.50


• If you buy at this 25% discount and sell 10 canisters at the Suggested Retail Price, passing 
along shipping and taxes as most Distributors do, you would make $95 before expenses.
•The majority of Distributors join simply to receive a discount on Herbalife products.
• Last year, 16% of Puerto Rico Herbalife Distributors (about 1,983) sponsored at least one 
person and earned from the sales of the Distributors they sponsored.
• In addition to any retail profit, of those who received earnings from Herbalife, approximately:


o 50% (about 992) made more than $192 in earnings - and the other half made less, 
o 10% (about 198) made more than $4,032 in earnings.
0 1% (about 20) made more than $56,558 in earnings. Last year, the people who moved 


into the top 1% spent between 3 to 8 years in the business, averaging 6 years.
• Within your first year of distributorship, you can receive a full refund of your International 
Business Pack.
• If you have unopened products, you can return them within a year of the purchase date for a 
full refund and cancel your distributorship. We even pay the return shipping costs.
• Please contact 866-866-4744 for more information.


PUERTO RICO STATEMENT OF AVERAGE GROSS COMPENSATION 2015
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POLICY STATEMENT ON EXPENDITURES BY NEW DISTRIBUTORS


One of the unique and wonderful things about becoming an Herbalife Distributor is that no investment is 
required to start or grow your Herbalife business and that you can choose for yourself how to pursue the 
many opportunities afforded by Herbalife products and the Herbalife Sales & Marketing Plan. The only 
required expenditure is the purchase of the International Business Pack (IBP).


As with any business, you may be attracted to spend or invest more than the minimum and just as with 
any business, you should be cautious about spending or committing. You should ask yourself questions.


• For example, “Should I buy a large starting inventory?” Our advice is not to purchase product beyond 
your own needs and, after you are confident you wish to begin to resell Herbalife® products, those 
amounts you are confident you can resell within a reasonable amount of time.


• Another example, “Should I buy services and products that might be helpful in recruiting other 
Distributors?” These are typically referred to as “Sales Aids” or “Business Tools”. Our strong advice is that 
you should first gain significant experience with Herbalife® products and the Sales & Marketing Plan 
before you purchase sales aids. Your upline is expected to provide support, encouragement and training 
regardless of whether you buy such services or materials. In addition, Herbalife offers training materials 
for its Distributors relating to product, product merchandising and business skills for free or at a nominal 
cost. However, if you freely choose to purchase sales aids whose purchase is not otherwise prohibited 
by Herbalife’s Rules (such as leads, advertising or advertising slots, or decision packs) we urge you to 
spend no more than a reasonable proportion of the earnings generated from your Herbalife business. As 
with all business expenditures, be prudent.


Business Tools are not produced, approved or endorsed, by Herbalife, and Herbalife assumes no 
responsibility, with regard to their purchase, sale or use.


• Another example, “Should I sign a lease and buy the fixtures and other things needed to open a 
Nutrition Club or an Herbalife Office?" Prior to opening a Nutrition Club we strongly advise that you obtain 
proper training and experience about the Herbalife® products and the Herbalife opportunity. Allow 
yourself the time necessary to experience the products and learn about their directions for use, become 
knowledgeable enough to properly explain the potential benefits that can be achieved through good 
nutrition and a healthy active lifestyle, and gain significant experience in operating your business. We 
further advise that you observe and study how Nutrition Clubs or offices operate and carefully consider 
whether to engage in a large expenditure or enter into what could be a substantial obligation in the form 
of a lease, before you do so.


No aspect of the Herbalife opportunity is or may be considered a franchise and you should therefore 
never be asked for payment to buy the “right” to open or operate your own Nutrition Club or office. 
Similarly, you should not pay anyone to set-up a Nutrition Club or an office for you. However, if you work 
out of another Distributor’s Club or office, it is normal to pay a reasonable rental fee for space or a 
workstation or to pay a reasonable percentage of the Club’s or office’s operating expenses.


• And, lastly, “Should I incur debt to pursue the Herbalife opportunity?” One of the unique aspects of the 
Herbalife’s Sales & Marketing Plan is that you can achieve the level required to earn Royalties and 
Production Bonuses by building a solid customer base and without purchase of inventory other than that 
required to service your customers and for your own personal consumption. As a result, it is not 
necessary to borrow money or obtain a loan of any form and we discourage incurring debt to pursue the 
Herbalife opportunity, and we strongly discourage incurring any debt to do so.


Our founder, Mark Hughes, founded Herbalife on the principle that success in Herbalife was only limited 
by your own skills, hard work and imagination. After more than 30 years, that principle is still true today 
and we hope that all new Distributors will bear this in mind as you evaluate expenditures in your Herbalife 
business.


For more information and our Policy Statement on Business Tools, please visit Herbalife’s official website 
MyHerbalife.com or you may request this by phone through Herbalife toll-free at 866-866-4744.
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CORPORATE POLICY STATEMENT ON SALES AIDS AND BUSINESS TOOLS 


Expenditures For Business Tools
One of the unique and wonderful things about becoming an Herbalife Distributor is that no investment is 
required to start or grow your business and that you can choose for yourself how to pursue the many 
opportunities afforded by Herbalife® products and the Herbalife Sales & Marketing Plan.


As an Herbalife Distributor, you may be attracted to the purchase of Sales Aids and Business Tools that 
might be helpful in prospecting for customers and potential Distributors, as well as communicating with 
your downline. Prior to making such expenditures, please read this Corporate Policy Statement, which 
highlights that purchases of Sales Aids and Business Tools are not required and Herbalife discourages 
anyone from incurring debt to pursue the Herbalife opportunity.


Definitions:
Sales Aids: Herbalife makes available free or inexpensive promotional literature and other Sales 
Aids for Distributors to use.
Business Tools: The phrase “Business Tools," as used here refers to sales aids not produced by 
Herbalife.


Sales Aids and Business Tools
Purchasing Sales Aids or Business Tools is strictly voluntary. Their purchase or use is not required to 
become an Herbalife Distributor, nor are such tools necessary in order for you to progress or succeed as 
an Herbalife Distributor, or to receive training and support from your Sponsor and/or upline.


Business Tools
No one may pressure you to purchase Business Tools. You should only make such purchases if you 
decide for yourself, after a reasonable time in the Herbalife business, that these materials support your 
retail sales and/or business development efforts. The money and time you expend on Business Tools 
should be limited and consistent with your own evaluation of the reasonably likely benefits to your 
business. At all times, the principal business focus of Distributors is the sale of Herbalife® products for 
consumption.


It is essential that the content and methods used in connection with your business, comply with 
Herbalife’s rules and applicable law. For example. Business Tools may not make factual assertions that 
contain material misrepresentations or omissions that render a statement materially misleading. Please 
be aware that:


• Herbalife does not approve, endorse, guarantee or authorize Business Tools in any way, and 
assumes no responsibility or obligation, and shall have none, with regard to the value, content, 
methods, promotion, use or sale of Business Tools.


If a Buyer has a dispute or claim regarding Business Tools that they are unable to resolve with the Seller, 
and if the Seller is an Herbalife Distributor, Herbalife encourages the Buyer to contact Herbalife toll free at 
866-866-4744. Herbalife will attempt to assist the Buyer and Seller to reach a satisfactory resolution of 
their dispute.


Herbalife’s Rules regarding Business Tools and the Rules of Conduct are included in the International 
Business Pack (IBP), on Herbalife's official website MyHerbalife.com, or through Herbalife upon request.
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THE HERBALIFE SATISFACTION GUARANTEE


Herbalife guarantees the quality of products that carry the Herbalife name and certifies that they meet 
high standards of freshness and purity.


We are confident that all Customers (Preferred Members and retail customers) will find our products 
satisfactory in every way. However, if for any reason, a Customer is not completely satisfied with any 
Herbalife® product purchased, directly from us or from an Herbalife Distributor, the Customer may return 
it for a refund or product exchange within 30 days from the date the Customer receives the product.


The Customer may obtain their refund or exchange either from Herbalife or the Distributor from whom the 
product was purchased. The Customer will be asked to return the unused portion of the product, the 
original product labels, or the empty product containers, along with a copy of their retail receipt.


Herbalife’s Satisfaction Guarantee is limited only by the terms of certain specific warranties attached to or 
packaged with certain products. The Guarantee does not apply to any product intentionally damaged or 
misused.


Similarly, subject to certain conditions. Distributors who purchase a product for their own consumption 
and who are not satisfied with the product, may return it within 30 days (from the date they received the 
product) in exchange for other product. To initiate the exchange, contact the Refunds & Repurchase 
Department at 866-866-4744 for a “Return Authorization Number.”


Distributor Must Honor Guarantee
Distributors must honor the Satisfaction Guarantee quickly and courteously, according to these 
instructions.


The Distributor must offer the Customer a full credit toward the purchase of other Herbalife® products or 
a full refund of the purchase price, and advise Herbalife.


The Customer may also contact Herbalife directly for a refund by calling 866-866-4744 or by following the 
instructions available at Herbalife.com.


A Distributor must provide a completed Retail Receipt Form with each retail sale made to a Customer. It 
is important for the Customer to know how to reach the Distributor for more products, questions, refunds, 
etc.


If a Customer requests a refund directly from a Distributor, the Distributor must complete a Request for 
Refund Form, a copy of which is included in the “Sample Forms” section of this book. The Distributor 
should calculate the amount of the Customer’s refund or credit due, have the Customer sign the Refund 
Form, and immediately pay the refund to the Customer or apply a credit to other products.
The Distributor should then submit the Request for Refund Form and a copy of the Customer’s original 
Retail Receipt Form, along with the unused portion of the product, or the original product labels, or the 
empty product containers, to Herbalife within 30 days of making the refund to the Customer. Herbalife will 
then exchange the returned product with the identical replacement product for the Distributor as soon as 
all the required documentation has been received. In the case of a Distributor exchanging product, there 
may be an additional inquiry to ensure that the reason for the return is the Distributor’s dissatisfaction as 
a consumer of the products returned.
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Herbalife® products are properly sold by authorized Distributors in situations that allow for explanation 
and guidance on the best and safe use of Herbalife® products. Distributors must follow Herbalife’s rules 
on maintaining product quality, proper product storage, providing complete product presentations, and 
providing proper product use directions. Because of this, the Satisfaction Guarantee is limited to 
purchases from Distributors or, directly from Herbalife.


A Distributor who receives a Satisfaction Guarantee request from an individual who did not purchase 
from that Distributor, should refer the individual directly to Herbalife’s Refunds & Repurchase Department 
at 866-866-4744.


Because only Herbalife and its Independent Distributors are authorized to provide instructions and 
information concerning proper and optimal use of Herbalife products, it is essential that Herbalife verify 
that these individuals purchased the products from Herbalife or an authorized Distributor before 
processing the individual’s request under the Satisfaction Guarantee.
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SALES & MARKETING PLAN
Introduction
Herbalife’s Sales & Marketing Plan offers you unique opportunities which can lead to various levels of 
success; the plan was developed by Herbalife’s founder, Mark Hughes. The result is arguably the best 
Sales & Marketing Plan in the industry. Herbalife’s Sales & Marketing Plan pays a high percentage of 
product revenues to Distributors in the form of Retail and Wholesale Profits, Royalty and bonus income 
and incentives. This tested, proven business plan is designed to maximize rewards for effort and provide 
substantial and ongoing income.


The Herbalife business opportunity and the Sales & Marketing Plan are identical for every Distributor. 
Each Distributor’s success is dependent on two primary factors:


• The time, effort and commitment put into the Herbalife business and
• The product sales made by a Distributor and their downline organization.


These two factors raise the importance of a Distributor’s responsibility to train, support and motivate their 
downline organization.


The following pages describe the different levels of Herbalife’s Sales & Marketing Plan. Each level has 
specific qualifications and associated benefits to reward Distributors for their efforts and enhance their 
success.


Table of Contents


Sales & Marketing Plan 
Steps to Success
President’s Team Plus Awards and Recognition
Achievement Awards and Anniversary Pins
Understanding Volume
Distributor Benefits
Royalty Override Income
President’s Team Plus
TAB Team Production Bonus Payout Guidelines 
Glossary of Terms 
Ordering Procedures
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Becoming a Distributor-The Important First Step
The only required purchase in order to become an Herbalife Distributor is the International Business Pack 
(IBP). Each IBP contain the Herbalife Distributorship Application and Agreement, which you must 
complete and submit in order to receive an Herbalife Identification Number and purchase products.


Registration
You officially become an Herbalife Independent Distributor when your properly completed Application has 
been processed and accepted by the Herbalife Corporate Office. The quickest and easiest method of 
completing your registration is online at www.MvHerbalife.com. You may also mail your Application; 
however, this process might take a few days. Once your Application has been accepted, your contract 
with Herbalife becomes effective immediately, giving you all the rights, responsibilities and privileges of 
an Herbalife Independent Distributor.


Income Opportunities
The Herbalife Sales & Marketing Plan provides many opportunities to earn income and other rewards.


Immediate Retail Profit
25% to 50%
The profit from direct sales to customers.


Wholesale Profit (also known as Commissions)
Up to 25% of Earn Base value
The difference between what you pay for products and what Distributors in your personal organization 
pay for products.


Monthly Royalty Override Income
As a Supervisor, you can earn up to 5% on the Earn Base value of the sales from your three active levels 
of dowline Supervisors.


Monthly Production Bonus
TAB Team can earn an extra 2% to 7% Production Bonus.


Mark Hughes Bonus A bonus that eligible President Team members and above may qualify to earn in 
recognition of outstanding performance.


Steps to Success
Distributor Senior Consultant


o;500 Volume Points or 
more accumulated In 1 
month


Success Builder


1.000 Personally 
Purchased Volume 
Points or more in one 
order*


Qualified Producer


2.500 accumulated 
Volume Points 
accumulated in 1 to 3 
months, all orders must 
be purchased directly 
through Herbalife*


Supervisor


4.000 Volume Points 
(VP) in 1 month or
4.000 accumulated 
over 2 consecutive 
months (with a 
minimum of 1,000 of 
those VP
Unencumbered) or 
4,000 accumulated VP 
within 12 months


World Team


2,500 Volume Points 
(VP) in each of 4 
consecutive months 
or 10,000 VP at 50% 
in 1 month or 500 
Royalty Override 
Points in 1 month
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Global


Expansion Team


1,000 Royalty 
Ovenide Points in 


3 consecutive 
months


Millionaire Team


4,000 Royalty Ovenide 
Points in 3 consecutive 


months


President's Team


10,000 Royalty 
Override Points in 


3 consecutive 
months


15K President's Team


Gold & Diamond 
Cufflinks & Earrings


15,000 Royalty Ovenide 
Points in 3 consecutive 


months


20K President's 
Team


M
20,000 Royalty 


Override Points in 3 
consecutive months


30K President's 
Team


30,000 Royalty 
Override Points in 


3 consecutive 
months


40 K President's 
Team


Herbalife-Branded 
Movado Watches 
40,000 Royalty 
Override Points in 3 
consecutive months


50K President’s 
Team


50,000 Royalty Ovenide 
Points in 3 consecutive 
months


60K President’s 
Team


White Gold and 
Diamond Necklace 
and Cufflinks


60,000 Royalty 
Override Points in 3 
consecutive months


70K President’s 
Team


White Gold and 
Diamond Signet Rings


70,000 Royalty Ovenide 
Points in 3 consecutive 
months


80K President’s 
Team


QeiQ
White Gold and 
Diamond Ring and 
Earrings


80,000 Royalty Ovenide 
Points in 3 consecutive 
months


90K President’s 
Team


Piaget Herbalife- 
branded Diamond 
Watch and White 
Gold Diamond Logo 
Bracelet


90,000 Royalty 
Ovenide Points in 3 
consecutive months


*lt is not necessary to become a Senior Consultant, Success Builder or Qualified Producer before qualifying as Supervisor. For 
complete qualification details, refer to your IBP.
‘Actual watch model may vary based on availability at time of qualification.
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President’s Team Plus Awards and Recognition


1 Diamond


Executive President's 
Team


1 first-line. Fully Qualified 
President's Team 
member* in any line of 
your organization


2 Diamond


Senior Executive President's 
Team


2 first-line. Fully Qualified 
President's Team members* 
in 2 separate lines of your 
downline organization


3 Diamond


International Executive 
President's Team


3 first-line. Fully Qualified 
Presidenf s Team members* 
in 3 separate lines of your 
downline organization


4 Diamond


Chief Executive Presidenfs 
Team


4 first-line. Fully Qualified 
President's Team members* 
in 4 separate lines of your 
downline organization


5 Diamond


Chairman's Club


5 first-line. Fully Qualified 
Presidenfs Team 
members* in 5 separate 
lines of your downline 
organization


6 Diamond


Chairman's Club


6 first-line. Fully Qualified 
Presidenfs Team 
members* in 6 separate 
lines of your downline 
organization


7 Diamond


Chairman s Club


7 first-line. Fully Qualified 
Presidenfs Team 
members* in 7 separate 
lines of your downline 
organization


8 Diamond


Chairman's Club


8 first-line. Fully Qualified 
Presidenfs Team members* 
In 8 separate lines of your 
downline organization


9 Diamond


Chairman's Club


9 first-line. Fully Qualified 
Presidenfs Team 
members* in 9 separate 
lines of your downline 
organization


10 Diamond


Founder's Circle


10 first-line. Fully 
Qualified Presidenfs 
Team members* in 10 
separate lines of your 
downline organization


Baume & Mercier 
Watchest


250.000 Royalty 
Override Points in 12 
consecutive months 
(calendar year)


Gold and Diamond 
Marquis Rings


500. 000 Royalty 
Override Points in 12 
consecutive months 
(calendar year)


Piaget Gold and 
Diamond Watchest


750,000 Royalty 
Override Points in 12 
consecutive months 
(calendar year)


Piaget Diamond 
Watchest


□□1,000,000 Royalty 
Override Points in 12 
consecutive months 
(calendar year)


*For complete qualification details, refer to your IBP.


fActual watch model may vary based on availability at time of qualification.
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ACHIEVEMENT AWARDS AND ANNIVERSARY PINS
1 Million Lifetime 


Achievement Award


1 Million Volume Points


Lifetime Achievement Awards are 
given to Distributors who have 
achieved 1 miilion Volume Points or 
more during their Herbaiife career*


2 Million Lifetime 
Achievement Award


2 Million Volume Points


Lifetime Achievement Awards are 
given to Distributors who have 
achieved 2 miiiion Voiume Points or 
more during their Herbaiife career*


3 Million Lifetime 
Achievement Award


3 Million Volume Points


Lifetime Achievement Awards are 
given to Distributors who have 
achieved 3 million Volume Points or 
more during their Herbaiife career*


4 Million Lifetime 
Achievement Award


d
4 Million Volume Points


Lifetime Achievement Awards are 
given to Distributors who have 
achieved 4 miiiion Volume Points or 
more during their Herbaiife career*


1-Year Anniversary


1-year anniversary 
packages are awarded to 
Distributors in recognition 
of their contributions and 
longevity with Herbaiife


3-Year Anniversary


3-year anniversary 
packages are awarded to 
Distributors in recognition of 
their contributions and 
longevity with Herbaiife


5-Year Anniversary


5-year anniversary 
packages are awarded to 
Distributors in recognition 
of their contributions and 
longevity with Herbaiife


7-Year Anniversary


7-year anniversary 
packages are awarded to 
Distributors in recognition 
of their contributions and 
longevity with Herbaiife


10-Year Anniversary


10-year anniversary 
packages are awarded 
to Distributors in 
recognition of their 
contributions and 
longevity with Herbaiife


15-Year Anniversary


15-year anniversary 
packages are awarded to 
Distributors in recognition of 
their contributions and 
longevity with Herbaiife


20-Year Anniversary


20-year anniversary packages 
are awarded to Distributors in 
recognition of their 
contributions and longevity with 
Herbaiife


25-Year Anniversary


25-year anniversary 
packages are awarded to 
Distributors in recognition of 
their contributions and 
longevity with Herbaiife


30-Year Anniversary


30-year anniversary packages 
are awarded to Distributors in 
recognition of their 
contributions and iongevity 
with Herbaiife


*For complete qualification details, refer to your IBP.
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Understanding Volume
Throughout this manual, we use the term volume extensively. Volume is a key element in the Sales & 
Marketing Plan and is the basis for qualifying and working your way to higher levels.


Each Herbalife® product has a Volume Point value assigned to it that is equal in all countries (see order 
forms and price lists for exact information). Official International Business Packs (IBP), literature items 
and sales tools do not count as volume. As you order products, you accumulate Volume Points that are 
applicable to the products ordered. These accumulated Volume Points become your sales production and 
are used for purposes of qualifications and benefits.


Volume is assigned to you in various ways depending on who purchased the product, their status and 
discount, your own status and other factors of the Herbalife Sales & Marketing Plan. Volume is calculated 
on the accumulated Volume Point value of products ordered in a Volume Month.


Explanation of Volume Month


Definition of Volume Month
Volume is assigned to and accumulated by a Supervisor on a Volume Month basis. The Volume Month 
begins on the first business day of the month and ends on the last business day of the month. If the last 
day falls on a weekend, the Volume Month will be extended to Monday. Likewise, if the last day of the 
month is considered a holiday, the month may be extended to the first business day after the holiday. 
Herbalife reserves the right to modify the Volume Month as it deems appropriate.


Determination of Volume Month
Volume is assigned to the Volume Month in which the order is both placed and full payment is received 
by Herbalife.


Add-On Volume
The following conditions must be met for an order to be accepted as Add-On volume:


1. Order must be placed no later than the designated last order day of a Volume Month


2. Full payment must be made, or initiated, on the same last order day of the month. For example if 
payment is mailed, the postmark must be stamped the designated last order day of a volume month. If 
the payment is a wire transfer, direct deposit or other bank transaction, then it must be initiated on the last 
order day of a volume month.


3. Full payment must be received by Herbalife no later than the 5th day of the following month. If the 5th 
of the month falls on a weekend or a holiday, then the payment must be received by the last business day 
before the 5*^.


If for any reason, a payment is not accepted or received, then the order will be canceled and the Volume 
will not be applied.


There are a number of ways volume is assigned in the Herbalife Sales & Marketing Plan. The following 
definitions and examples illustrate these:


Personally Purchased Volume (PPV)
Personally Purchased Volume is the volume on orders purchased directly from Herbalife using your 
Herbalife Identification Number.
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Downline Volume (DLV)
Downline Volume is achieved on orders placed by your non-Supervisor downline directly from Herbalife


Downline Volume Example


Purchases/ Discount % Downline Volume


A 2,500 Volume Points *
Supervisor @ 50% discount


B 500 Volume Points 900 Volume Points
Senior Consuitant @ 35% Discount (C&D’s Volume)


C 500 Volume Points 400 Volume Points
Senior Consultant @ 35% Discount (D’s Volume)


D 400 Volume Points 0
DISTRIBUTOR @ 25% Discount


*For Fully Qualified Supervisors, Downline Volume is counted towards Personal Volume or Group Volume.


Personal Volume (PV)


As a Fully Qualified Supervisor, Personal Volume is achieved from your own purchases and purchases 
made by your non-Supervisor downline, down to your first Fully Qualified Supervisor.


As a non-Supervisor Distributor you may purchase directly from Herbalife, from your Sponsor or your first 
upline Fully Qualified Supervisor. Please note that purchases made from your Sponsor or first upline Fully 
Qualified Supervisor may not be used for Supervisor Qualifications, only orders placed with the Company 
count towards these levels.


Therefore, if you are a Fully Qualified Supervisor, all of your own orders purchased at 50% as well as all 
orders purchased by your downline Distributors, Senior Consultants, Success Builders and Qualified 
Producers at 25% to 42% discount count as your Personal Volume.


Personal Volume Example


Purchases/Discount % Personal Volume


A
Supervisor


1,000 Personal
Volume Points 
+ B, C & D’s Volume


= 2,800
Personal Volume


B
Success Buiider


1,100 Volume Points
+ C & D's Volume
@ 42% Discount


= 1,800
Personal Volume


C
Senior Consultant


300 Volume Points
+ D’s Volume 
@ 35% Discount


= 700
Personal Volume


D
Distributor


400 Volume Points 
@ 25% Discount


= 400
Personal Volume


CONFIDENTIAL HLF 000598







Group Volume (GV)
Group Volume is the volume on orders purchased at a temporary 50% discount by Qualifying 
Supervisor(s) during the qualifying month.


This Temporary 50% Volume is accumulated as Personal Volume for the Qualifying Supervisor who is 
purchasing, and it is Group Volume for the first upline Fully Qualified Supervisor. As a Fully Qualified 
Supervisor you will earn Royalty Qverrides on Group Volume if all other Royalty Qverride requirements 
are met. (Refer to the “Qualifying as a Supervisor” and “Temporary 50%” sections of this book for 
complete details.)


Group Volume Example
Purchases/ Discount % Personal Volume


A
Supervisor 2,500 Volume Points 


+ B & C’s Volume


6,500
Personal Volume
+1000


= Grouo Volume
7,500 Total Volume


B
Qualifying
Supervisor


1,000 Volume Points 
@ Temporary
50% Discount


+ C’s Volume


= 5,000
Personal Volume


C
Distributor


4,000 Accumulated Volume Points = 4,000
Personal Volume


Total Volume (TV)
Total Volume is the sum of Personal Volume plus Group Volume. (See “Group Volume Example" for 
Supervisor A's Total Volume.) Total Volume is the factor on which some qualifications are based.


Organizational Volume (OV)
Organizational Volume is the accumulated Volume amount on which a Supervisor earns Royalty 
Overrides. (See the “Organizational Volume Example” that follows.)


Organization Volume Example
A 2,500


Supervisor Volume Points


1st Level 10,000 Total
Supervisor Volume Points


2nd Level 10,000 Total
Supervisor Volume Points


= 30,000
Organization Voiume


3rd Level 10,000 Personal
Supervisor Volume Points
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Encumbered and Unencumbered Volume 


Encumbered Volume
Encumbered Volume is volume being used by your downline to qualify for Supervisor.


Unencumbered Volume
Unencumbered Volume is volume not being used for Supervisor qualifications by your downline.


The example that follows illustrates the use of Encumbered and Unencumbered Volume for each of the 
Distributors.


Encumbered and Unencumbered Volume
A


Supervisor
2,500
Total Volume Points
+B & C’s Volume =


2,500
Unencumbered for A
5,000


Encumbered to A
B 1,000 1,000


Qualifying Total Volume Points Unencumbered for B
Supervisor + C’s Volume — 4,000


Encumbered to B
C 4,000 Accumulated = 4,000


Qualifying
Supervisor


Total Volume Points Unencumbered for C


DISTRIBUTOR BENEFITS
Retail Profit
As a Distributor, you may purchase Herbalife products at a wholesale discount of 25% to 50% on the 
Earn Base value. As your volume increases, this discount will increase up to a maximum of 50% when 
you qualify as a Supervisor. You earn an immediate Retail Profit when you sell these products to 
customers. The difference between the discounted product price paid by you and the retail price paid by 
your customer is your Retail Profit. (See the “Retail Profit Example.”)


Retail Profit Example


Suggested Earn Base Discounted Your Cost Your Profit
Retail Price Amount


(at 25% discount taken (Discounted Amount of $25 (Suggested Retail Price
from the Earn Base taken from the Suggested of $110 minus Your
Amount of $100) Retail Price of $110) Cost of $85)


$110 $100 $25 $85 $25
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Wholesale Profit (Commissions)
In addition to Retail Profit, as an Herbalife Distributor, you can earn Wholesale Profit on products 
purchased by your downline. Your Wholesale Profit, also called Commissions, is the difference between 
the discounted price you pay for products and the discounted price paid by your downline.


If your downline purchase their product directly from Herbalife, then Herbalife pays the Wholesale Profit to 
the eligible Senior Consultant, Qualified Producer, Qualifying Supervisor and/or Fully Qualified Supervisor 
based on their respective final discount percentage achieved at the end of the month. This payment is 
made during the monthly Royalty Qverride process. If you sell products directly to your downline, you can 
earn up to 25% Wholesale Profit. These payments are called Wholesale Profit. (See the “Wholesale Profit 
[Commissions] Example" that follows.)


Wholesale Profit (Commissions) Exampie
Retail Earn Base Your Cost


(at 50%)
Your Downline’s Cost


(at 25%)
Your Profit


$110 $100 $60 $85 $25


Split Commission Example
Total
Retail


Earn Base Discount
Level


Your
Downline’s


Cost


Split Commissions
To the Qualified To the
Producer (QP) Supervisor


$110 $100 25% $85 $17 $8
$110 $100 25% $85 N/A (no QP) $25


$110 $100 35% . $75 $7 $8


$110 $100 35% $75 N/A (no QP) $15


Senior Consultant
improve Your Profits With the Discount Scale
As you and your non-Supervisor Downline sell more Herbalife products, your Total Volume increases and 
you may reach the next level of Senior Consultant. As such, you become eligible to purchase products at 
a 35% or 42% discount off the Earn Base, giving you a greater profit margin.


Discount Scale
As a Distributor you may purchase at a 25% discount on all orders until you become eligible for a higher 
discount by achieving the Senior Consultant level. Thereafter, your discount on purchases will be 
determined by the Discount Scale as indicated below at no less than a 35% discount.


Volume Points accumulate either from orders placed by you directly with Herbalife, which are 
referred to as Personally Purchased Volume, or from orders your downline Distributors place with 
Herbalife, which are called Downline Volume. Both types of volume may be used to achieve Senior 
Consultant Level at a 35% or 42% discount.
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Level
Monthly
Volurtie


Discount Eligibility


Senior Achieve 500 35% All orders will be placed
Consultant Volume Points at 35% discount until 


you become eligible for 
a higher discount.


Senior Achieve 2,000 42% Once you have achieved
Consultant Volume Points 2,000 Volume Points, you 


are eligible to place this 
order and all orders for the 
remainder of the Volume
Month at a 42% discount.


Success Builder Minimum 1,000


(One Order)


42% Your own Personally Purchased 
Volume order of 1,000 Volume 
Points or more entitles you to a 
42% discount on this
order and all Volume Points 
orders for the remainder of the 
month.


Qualified Accumulate 2,500 42% As a Qualified Producer
Producer Volume Points 


within 1-3 months
you are entitled to a 42%
Discount on every order.


(Must requalify annually).
Volume can be achieved 
with PPV or utilizing up 
to 1,500 Downline Volume
Points, with the remaining
1,000 as Personally
Purchased Volume.


Qualifying Achieve 4,000 Temporary Once Qualifying Volume
Supervisor Volume Points 


in one volume month
50% Points are achieved 


additional orders are
with a minimum 1,000 Volume
Points Unencumbered or


- Achieve 4,000 Volume Points 
over two consecutive months, 
with a minimum 1,000
Volume Points Unencumbered or


- Accumulate 4,000 Volume Points 
within 12 months with a minimum of
3 months required


purchased at a Temporary
50% discount.


Supervisor 3 ways to qualify:
See “Qualifying as


As a Supervisor, you are 
entitled to a 50% discount


a Supervisor” in this 
section of the Career 
Book for details


50% on every order. (Must 
requalify annually).
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Note:
Your Personal Volume, plus your downline’s Volume, count as your Total Volume. Once you are on the 
Discount Scale, your discount will never be less than 35% for as long as you remain an active Distributor. 
The more you sell, the greater your profit potential. Remember that each Volume Month you begin again 
at a 35% discount and can work your way up to 42% and 50% discount.


Success Builder
As an Herbalife Independent Distributor, you have an opportunity to purchase a single order of 1,000 
Volume Points directly from Herbalife at a 42% discount. This qualifies you to become a Success Builder. 
As a Success Builder, you will be able to order at a 42% discount for the remainder of the Volume Month.


Distributors (non-Supervisors) who do not achieve Success Builder are able to order at a 42% once they 
have accumulated 2,000 Volume Points in one month or have achieved the Qualified Producer level.
• The Success Builder level is a Personally Purchased Volume qualification; Downline Volume may not 


be used towards this discount opportunity.


Qualified Producer
You have the opportunity to achieve Qualified Producer status by accumulating 2,500 Volume Points 
within 1-3 month of which 1,500 points can be from Downline Volume. All volume achieved towards this 
qualification must be from orders purchased directly from Herbalife.


You will automatically receive the 42% once the qualification has been achieved; and will be updated to 
this status on the 1st of the month following the month your qualification volume was achieved.


A Qualified Producer is eligible to:
• Purchase at 42% immediately after qualifying for this status
• Earn a 42% Retail Profit
• Earn up to 17% Wholesale Profit (Commissions) on the Earn Base value from purchases made by your 
downline Distributors at a 25% or 35% discount


Requalification:
You must requalify your Qualified Producer status annually between February 1 and January 31 to 
maintain your rights and privileges. The requalification requirements are the same as the Qualified 
Producer requirements


In addition to requalifying your Qualified Producer status, you must assure your Annual 
Distributor Services Fee is current and paid.


Failure to requalify each year by January 31, will result in your Qualified Producer status to be demoted to 
Senior Consultant (35% discount level) and you will lose all Qualified Producer privileges.


Fully Qualified Supervisor
At the Supervisor status you will earn the highest discount of 50%, plus Retail and Wholesale Profit, and 
become eligible to earn Royalty Overrides (RO).


A Fully Qualified Supervisor is eligible to:


• Earn a 50% Retail Profit


• Earn up to 25% Wholesale Profit (Commission) on the Earn Base value from purchases made by your 
downline Distributors at a 25% - 42% discount


• Earn RO-of 1% to 5% on their first, second and third-level active Supervisor


• Attend special workshops and training sessions


• Qualify for special Supervisor recognition
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Distributors who achieved the level of Supervisors are often referred to as Distributors or Herbalife 
Independent Distributors.


As a Supervisor, purchases may only be made by you directly from Herbalife.


Qualifying as a Supervisor
There are three ways to qualify as a Supervisor:
• One-Month Qualification: Achieve 4,000 Volume Points in one Volume Month (with a minimum 1,000 of 
those 4,000 Volume Points Unencumbered).


• Two-Month Qualification: Achieve 4,000 Volume Points over two consecutive months (with a minimum 
of 1,000 of those 4,000 Volume Points Unencumbered over the same two month period.


• Accumulated Qualification: Achieve 4,000 Volume Points within 12 months (of which a minimum of three 
months is required). Distributors have the opportunity to qualify via this method when purchasing their 
orders directly with Herbalife. You can use up to 2,000 Downline Volume Points with the remaining 2,000 
as Personally Purchased Volume.


For all methods of Supervisor Qualification, once achieved, you are automatically updated to Supervisor 
status on the 1st of the month following completion of your qualification.


Distributors that are qualifying for Supervisor in line with their downline Distributors may require a 
Supervisor Qualification Form. This form can be downloaded from MvHerbalife.com - Documents and 
Policies or can be obtained from Herbalife.


Qualifying Supervisor
Eligibility for Temporary 50% Discount
Qnce you have achieved the required Volume Points toward Supervisor Qualification you will be 
considered a Qualifying Supervisor until the 1st of the following month, when you will become a Fully 
Qualified Supervisor. As a Qualifying Supervisor, you are eligible for a temporary 50% discount for the 
remainder of the Volume Month in which your qualifying Volume Points were achieved.


Qrders purchased at a 50% discount must be purchased directly from Herbalife.


The Volume from orders purchased at a Temporary 50% is considered Personally Purchased Volume for 
the purchaser and Group Volume for the Fully Qualified Supervisor.


Matching Volume
Matching Volume is the Personal and Total Volume a Supervisor must have in order to validate the 
Supervisor qualifications in your downline.


Matching Volume is how Herbalife verifies and validates the qualification of new Supervisors. Whenever a 
Supervisor sponsors a Distributor to the Supervisor position, the sponsoring Supervisor’s Total Volume 
must be at least the same as the Total Volume of their downline Distributor(s) qualifying within that same 
month. Without adequate Matching Volume, the new Supervisor will be moved to the next upline 
Supervisor.


The following Matching Volume example illustrates the amount of Personal Volume and Total Volume 
that must be achieved by the sponsoring Supervisor for the downline Distributors who are qualifying for 
Supervisor. In this example, “A” (the sponsoring Supervisor) must have at least 4,000 Personal Volume 
Points and at least 1,000 Group Volume Points in the month that “B” and “C” are qualifying for Supervisor. 
This volume obligation for the Supervisor is considered to be their Matching Volume requirement.
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Matching Volume Example
A


Sponsoring
Supervisor


Matching Volume Requirement for Supervisor “A”
4,000 Personal Volume 
+ 1.000 Group Volume 
= 5,000Total Volume


B
Qualifying
Supervisor


1,000 Volume Points 
@ Temporary 50% Discount


1,000 Group 
Volume for “A”


C
Qualifying
Supervisor


4,000 Accumulated 
Volume Points 4,000 Personal 


Volume for “A”


Insufficient Matching Volume
As the first upline Fully Qualified Supervisor, if you do not have enough Volume in the qualifying 
month(s) to substantiate your downline’s Supervisor qualification you will be “short” Matching Volume. 
Herbalife will notify you of the insufficient Volume and allow you to place a Matching Volume Order for 
the amount you are short. The Order Department will be authorized to accept the Matching Volume Order 
for the appropriate month.


To place this volume, the order must be clearly identified a “Matching Volume Order for Month of


Matching Volume Order
To receive proper credit for the Matching Volume Order, the order must be clearly identified as Matching 
Volume Order for the appropriate month and year, with full payment included. A Matching Volume Order 
can only be accepted by Herbalife if the Company has identified a Matching Volume problem and notified 
you accordingly, and has authorized the Order Department to accept the order from you as the 
sponsoring Supervisor. This order will be applied to the Volume Month specified.


Appropriate adjustments will be made on Matching Volume order to your upline Royalty and Production 
Bonus receiving Supervisors. However, Royalty points and TAB Team production Bonuses percentages 
will not be adjusted when a Matching Volume Order is placed after the Volume Month in question. If 
multiple occurrences of Matching Volume take place, as the Sponsoring Supervisor, you will not be paid 
the Royalty earnings for up to four months on the qualifying line and this earning will be paid to the next 
upline Royalty receiving Supervisor.


Failure to Match Volume
In order to avoid a penalty, you must place the Matching Volume Order once you have received 
notification from Herbalife.


If you are short volume and fail to place an order to match that Volume, a Matching Volume Penalty will 
be assessed. The penalty is that you will permanently lose the Supervisor who qualified the month in 
question and that Supervisor’s downline.


Failure to Qualify as a Supervisor
If your sponsored downline becomes a Fully Qualified Supervisor before you do, you will have one year 
from the date of your downline’s qualification to also become a Fully Qualified Supervisor.


If you do not become a Fully Qualified Supervisor within the one year following your downline’s 
Supervisor qualification, you will permanently lose that downline to your first upline Supervisor at the end 
of your downline Supervisor’s first requalification year.
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Example:


08/01/2012 
Downline 


Supervisor’s 
Qualification Month


February 2014 
Sponsor loses 


Qualified Downline 
is Sponsor hasn’t 
become a Fully 
Qualified Supervisor


08/01/2012-01/31/2014
Sponsor’s Opportunity to Qualify for Supervisor


Supervisor Requalification
Once you become Supervisor status and above you must requalify your Supervisor status annually 
between February 1 and January 31 (i.e. upon qualifying as a Supervisor, you will have at least twelve 
(12) months during which to requalify as a Supervisor) to maintain your rights and privileges.


The requalification requirements for this are described below.


• One-Month Qualification: Achieve 4,000 Volume Points in one Volume Month (with a minimum 1,000 of 
those 4,000 Volume Points unencumbered).


• Two-Month Qualification: Achieve 4,000 Volume Points over two consecutive months (with a minimum 
of 1,000 of those 4,000 Volume Points Unencumbered over the same two month period.)


• Twelve-Month Requalification: Accumulate 10,000 Unencumbered Total Volume Points over the 12- 
month Requalification period.


Or,


Accumulate 4,000 Unencumbered Total Volume Points over the 12-month requalification period.


When requalifying by accumulating 4,000 Unencumbered Volume Points between February 1 and 
January 31 you will retain your Supervisor status and 50% buying privileges. However, any downline 
lineage that includes a Supervisor will be lost and moved to your next upline Fully Qualified Supervisor.


You will automatically requalify as a Supervisor each year if the volume requirements are met during the 
qualification period. As a reminder, you have the advantage of receiving a 50% discount on your 
requalification orders.


In addition to requalifying your Supervisor status, you must assure your Annual Distributor-Services Fee is 
current and paid. Failure to pay the Annual Distributor Services Fee prior to or within 90 days after 
requalification will result in suspension of your ordering privileges and earnings until the fee is paid.


If you do not complete your Supervisor Requalification you will lose all rights and privileges of a 
Supervisor, including the loss of any lineage that includes a Supervisor. In this case, the entire downline 
lineage will be moved to your next upline Fully Qualified Supervisor.


As a Supervisor if you fail to requalify each year by January 31 you will be demoted to the position of 
Senior Consultant, unless you have met the requirements to requalify as a Qualified Producer. To 
requalify as a Qualified Producer, you must achieve 2,500 Personal Volume points of which 1,500 may be 
Downline Volume points, within 1 to 3 consecutive Volume months between the requalification period of 
February 1 and January 31.
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Three Levels of Success
The people you personally sponsor as Herbalife Independent Distributors are known as your First Level. 
They may be friends or family or business associates, or even people you have just met. You can 
personally sponsor as many people as you want in any country in which Herbalife officially operates. 
When these Distributors in your First Level sponsor other Distributors those new Distributors become your 
second level. When your Second Level, in turn, sponsor others, those they sponsor become the third 
level in your Herbalife organization.


By training your Distributors and encouraging them to follow your example, some may choose to set their 
goals and qualify at the Supervisor level. As a Supervisor with Fully Qualified or Qualifying Supervisors in 
your first three levels, you may qualify to earn Royalty Qverrides between 1% to 5% of your 
Organizational Volume.


ROYALTY OVERRIDE INCOME


Payment of Royalty Overrides
Your Royalty Override percentage is based on your Total Volume for each month, if your Volume Points 
are less than 500 Volume Points, then no Royalty Overrides are earned. If you produce 2,500 Volume 
Points or more, then a maximum 5% is earned on three active downline levels. The following Royalty 
Override scale shows the volume requirements that you must meet as a Supervisor every month to earn 
Royalty Overrides.


Royalty Override Scale


Your Total Royalty Override
Volume Points Earning %


0-499 0%


500-999 1%
1,000-1,499 2%


1,500-1,999 3%


2,000-2,499 4%


2,500 plus 5%


Royalty Overrides are paid as follows;
In the following example, at the maximum 5%, your Royalty Override is calculated on 30,000 
Organizational Sale Volume, which gives you 1,500 Royalty Override Points. Royalty Override Points are 
used for qualification purposes. Keep in mind, earnings are calculated on the Earn Base value of the 
products in the country from which the product is ordered. In certain countries, these Royalty Override 
earnings are converted to your local currency.


Royalty Override Example
YOU 2,500


Volume Points
Your Total Royalty Override 


= 1,500 Royalty Points
First-Level
Supervisor


10,000
Volume Points = 5% = 500 Royalty Points


Second-Level
Supervisor


10,000
Volume Points = 5% = 500 Royalty Points


Third-Level
Supervisor


10,000
Volume Points = 5% = 500 Royalty Points
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Royalty Points are calculated as follows:
• 1% to 5% Royalty Points are achieved from the Total Volume of personally sponsored first-level 


qualified Supervisors.
• 1% to 5% Royalty Points are achieved from the Total Volume of personally sponsored second- 


level qualified Supervisors (e.g. a Supervisor who has been sponsored in turn by your personally 
sponsored Supervisor).


• 1% to 5% Royalty Points are achieved from the Personal Volume of personally sponsored third- 
level qualified Supervisors (e.g. a Supervisor who has been sponsored in turn by a second-level 
Supervisor).


Additional Requirements
As a Supervisor who meets the specified requirements to earn Royalty Overrides you must also comply 
with Herbalife’s 10 Retail Customers Rule and the 70% Rule, to earn and receive both Royalty Overrides 
and Production Bonus. You must confirm your adherence to these requirements by submitting the 
Earnings Certification Form each month. If you fail to comply with either of these rules, the Royalty 
Overrides and Production Bonus will not be paid to you.


Royalty Override Roll-Up
As a Supervisor, you also have the opportunity to earn Royalty Override Roll-Ups. Royalty Override Roll- 
Ups are paid to the appropriate qualified upline Supervisor(s) when any downline Royalty Override 
contributing Supervisor earns less than the maximum 5% payout. This “roll-up" percentage is the 
difference between the 5% maximum Royalty Override and the actual percentage earned by the downline 
Royalty contributing Supervisor.


To be eligible for Royalty Override Roll-Ups, as a Supervisor you must be at the maximum 5% earning 
level, based on the Royalty Override Sliding Scale. You may not earn more than 5% Royalty Override on 
any order.


Royalty Override Roll-Up Example
Earns 5% Royalty Override 
on First, Second and


YOU
2,500
Total Volume Points =
5% Royalty Override


Third-level Supervisors


Earns 4% Royalty
Override Roll - Up on
Fourth-Level Supervisor


First-Level 2,500 Earn 5% Royalty Override
Supervisor Total Volume Points = on Second, Third and


5% Royalty Points Fourth-Level Supervisors
Second-Level 2,500 Earn 5% Royalty
Supervisor Total Volume Points = Override on Third and


5% Royalty Points Fourth-Level Supervisors
Third-Level 500
Supervisor Total Volume Points = Earns 1% Royalty Override


1% Royalty Override on Fourth-Level Supervisor
Fourth-Level 1,000 Supervisor does not
Supervisor Total Volume Points = have downline to earn


No Royalty Override Royalty Overrides
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World Team
Qualifying as a World Team member is an important step in your Herbalife business. You have 
demonstrated your success by qualifying for this prestigious team. World Team is your launching pad to 
move on to qualifying for the TAB Team.


To Qualify:
• Achieve 10,000 Total Volume Points in one Volume Month after becoming a Qualifying 


Supervisor or a Fully Qualified Supervisor.


• QR As a Fully Qualified or Qualifying Supervisor, achieve 2,500 Total Volume Points, each 
Volume Month, in four consecutive months.


• OR Achieve 500 Royalty Points in one Volume Month.


Providing you have achieved your Supervisor qualification, after achieving the required Volume or Royalty 
Points you will be updated to World Team-status on the first of the following month.


You Receive:
• All the benefits of a Supervisor
• A World Team pack, containing a personalized World Team Certificate, World Team pin and Herbalife 
daily journal


Plus You Become Eligible to:
• Attend special planning and training sessions targeted to accelerate your progress to TAB Team


TAB Team
Successful Supervisors have the opportunity to proceed to the higher scale of the Herbalife Sales & 
Marketing Pian, which is the Top Achievers Business (TAB) Team. There are three levels within the TAB 
Team: Global Expansion Team (GET), Millionaire Team and President's Team.


Achieving TAB Team status is a prestigious recognition within the Herbalife Sales & Marketing Plan. TAB 
Team status indicates that the Supervisor has developed a strong, active downline Supervisor base and 
has demonstrated a willingness to take a leadership role. Upon achieving TAB Team status you will be 
eligible to receive additional benefits and earn leadership status. Reaching each new level enables you to 
participate in advanced training, earn generous Production Bonuses and qualify for exceptional awards 
and incentives.


TAB Team Production Bonus
As a TAB Team, you have the potential to receive 2% to 7% Production Bonus on your entire downline 
organization’s activity on a monthly basis. It is necessary to submit a completed TAB Team Production 
Bonus Acknowledgment Form and also comply with Herbalife’s 10 Retail Customers Rule and the 70% 
Rule to be eligible for Production Bonus payments. The TAB Team Production Bonus is, in part, a reward 
for your leadership and undivided loyalty. (Please refer to the “Sample Forms” section of this book.) The 
Acknowledgment Form must be accepted and approved by Herbalife in order to receive payments; the 
form will be sent to you by Herbalife during your qualification period. (See individual team qualifications 
for specific Production Bonus qualifications.)


Annual Bonus
A bonus payment representing up to a percentage of Herbalife’s worldwide sales is distributed annually 
among Herbalife’s eligible President’s Team members in recognition of their outstanding performance in 
advancing sales of Herbalife® products. (Refer to “Mark Hughes Bonus Award Rules” distributed to 
President’s Team members, and available online at MvHerbalife.com.)
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Vacation and Training Events
Reward, recognition and training are of the utmost importance at Herbalife. As an Herbalife Independent 
Distributor you have the opportunity to be eligible to qualifying for various Vacation and Training Events 
(when offered). Vacations and Training Events are both fun and informative and are held in exciting 
locations around the world; these events will teach you how to meet your goals, increase your earning 
power and build an international business. You’ll learn all this while enjoying an exciting, adventurous 
vacation.


TAB - The following levels represent both recognition and earning levels 
within the TAB team.


Global Expansion Team (GET)
To Qualify:
Achieve 1,000 Royalty Points each month for three consecutive months; the first of the following month 
you will be updated to Global Expansion Team (GET)


Benefits
• All the benefits of a Supervisor
• A Global Expansion Team Recognition Certificate and pin
• Eligible to immediately earn up to 2% monthly TAB Team Production Bonus on your downline 


organization’s volume. (Please refer to the “TAB Team Production Bonus Payout Guidelines” section 
in this book.) Upon completion of your qualification, you will receive a detailed communication that 
further specifies your monthly TAB Team Production Bonus earning requirementSr


• Eligible to qualify for Company training event promotions.
• Eligible to participate in special advanced trainings.
• Eligible to participate in special conference calls.


Millionaire Team
To Qualify:
Achieve 4,000 Royalty Points each month for three consecutive months; the first of the following month 
you will be updated to Millionaire Team.


Benefits
• All benefits of a Supervisor
• A Millionaire Team Certificate and pin
• After a waiting period of 2 months, you will be eligible to earn up to 4% monthly TAB Team 


Production Bonus on your downline organization’s volume. (Please refer to the “TAB Team 
Production Bonus Payout Guidelines" section in this book.) Upon completion of your qualification, you 
will receive a detailed communication that further specifies your monthly TAB Team Production 
Bonus earning requirementST


• Eligible to qualify for Company training event promotions.
• Eligible to participate in special conference calls.


President’s Team
To Qualify:
• President’s Team: Achieve 10,000 Royalty Points in three consecutive months.


President’s Team Earning levels
• 20K President: Achieve 20,000 Royalty Points in three consecutive months. After a waiting period of 
three months, earn a 2% to 6.5% Production Bonus.
• 30K President: Achieve 30,000 Royalty Points in three consecutive months. After a waiting period of 
three months, earn a 2% to 6.75% Production Bonus.
• 50K President: Achieve 50,000 Royalty Points in three consecutive months. After a waiting period of 
three months, earn a 2% to 7% Production Bonus.
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The first of the month following completion of your qualification, you will be updated to the appropriate 
President's Team level based on your qualification.


Benefits
• All benefits of a Supervisor
• A prestigious President’s Team Certificate and pin
• After a waiting period of three months, you will be eligible to earn up to 7% TAB Team Production 


Bonus based on your qualification level. (Please refer to the “TAB Team Production Bonus Payout 
Guidelines” section in this book.) Upon completion of your qualification, you will receive a detailed 
communication that further specifies your monthly TAB Team Production Bonus earning 
requirements.


• Eligible to qualify for a special President’s Team vacation and training event even promotions.
• Eligible to participate in special conference calls and advanced trainings.


Awards Policies
Herbalife delivers recognition awards (such as, but not limited to) pins, plaques, and jewelry in a timely 
manner to Distributors that have achieved such recognition.


In the event an award is not received, the Awards and Recognition Department should be contacted in 
writing (via email or at the postal address below). The request must be received by Herbalife no later than 
six (6) months after the qualification date associated with the Award.


Awards Replacement and/or Repair Policy:
Herbalife strives to provide the highest quality awards available. In the event that an award was received 
defective or otherwise damaged, you may return the item(s) for free replacement within six (6) months of 
the original qualification date associated with the award.


After this six-month period, you may return damaged item(s) to be professionally refurbished or repaired 
which shall be at their cost paid through an earning deduction form. Any deviations from this policy shall 
be at the sole and absolute discretion of Herbalife.


Request may be submitted by phone or in writing to:


Herbalife
P.O. Box 80210
Los Angeles, CA 90080-0210
or
toll-free at 866-866-4744.
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PRESIDENT’S TEAM PLUS
President’s Team Plus Awards and Recognition


One Diamond Executive President’s Team
To qualify you must have one first-line, Fully Qualified President’s Team member 
in any line of your downline organization.


Two Diamonds Senior Executive President's Team
To qualify you must have two first-line, Fully Qualified President's Team 
members in two separate lines of your downline organization.


m Three Diamonds International Executive President's Team
To qualify you must have three first-line. Fully Qualified President’s Team 
members in three separate lines of your downline organization.


Four Diamonds Chief Executive President’s Team
To qualify you must have four first-line. Fully Qualified President’s Team 
members in four separate lines of your downline organization.


Five Diamonds Chairman’s Club
To qualify you must have five or more first-line. Fully Qualified President's Team 
members in five or more separate lines of your downline organization.


Ten Diamonds Founder’s Circle
To qualify you must have 10 or more first-line. Fully Qualified President’s Team 
members in 10 or more separate lines of your downline organization.


Presidential Plus Awards


The Presidential Plus Awards are based on production (January through December Volume Months).


□


Baume & Mercier Watch 250,000 Royalty Override Points


Marquis Diamond Ring 500,000 Royalty Override Points


Piaget Gold and Diamond Watch^ 750,000 Royalty Override Points


Piaget Diamond Watch^ 1,000,000 Royalty Override Points 


tActual watch model may vary based on availability at time of qualification.
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Qualifications by Team Level
Following is an easy-to-understand graph of qualifications for each team level.


Qualifications Waiting and Earning Periods


Team Achieve required 
Royaity


Points each month for 3
consecutive months


Waiting Period Earning Period


Global Expansion Team (GET) 1,000 None 12 months from Fully Qualified/Requalified Date


Millionaire Team (MILL) 4,000 2 months 12 months after waiting period is complete


President’s Team (PRES) 10,000 3 months 12 months after waiting period is complete


President's Team20K (20K) 20,000 3 months 12 months after waiting period is complete


President's TeamSOK (30K) 30,000 3 months 12 months after waiting period is complete


President's TeamSOK (50K) 50,000 3 months 12 months after waiting period is complete


Production Bonus Earning Percentage Requirements
Once you have qualified and/or requalified for a particular TAB Team earning percentage level, the 
following must be achieved in each of the earning months to receive a TAB Team Production Bonus (“PB" 
on the following table) during your earning period:


Max Earning 
% Level


Total
Volume
Points


Required


Royalty Points 
Required for 


Max 2%
PB


Royaity Points 
Required for 


Max 4%
PB


Royalty Points 
Required for 


Max 6%
PB


Royalty Points 
Required for 


Max 6.5%
PB


Royalty Points 
Required for 
Max 6.75%


PB


Royalty Points 
Required for 


Max 7%
PB


2% 5,000 1,000


4% 3,000 1,000 4,000
6% 2,500 1,000 4,000 10,000


6.5% 2,500 1,000 4,000 10,000 20,000


6.75% 2,500 1,000 4,000 10,000 20,000 30,000
7% 2,500 1,000 4,000 10,000 20,000 30,000 50,000


TAB TEAM PRODUCTION BONUS PAYOUT GUIDELINES
To help you better understand the TAB Team Production Bonus [Production Bonus] Payout, we've put 
together the following guidelines.


• When a TAB Team in your downline earns a Production Bonus at a lower % level than you, you will earn 
the % difference on their downline. For example, if you earn a Production Bonus at the 6% level and your 
downline TAB Team earns a Production Bonus at the 2% level, you will earn 6% on that TAB Team-and 
the remaining 4% Production Bonus on their downline organization down to the next Production Bonus 
earner. Your Production Bonus earnings below those downline Production Bonus earners will depend 
upon the earning % of each Production Bonus earner..
• When a downline TAB Team earns Production Bonus at the same % level as you, you will earn on that 
TAB Team but you will be unable to earn a Production Bonus on their downline. This is commonly 
referred to as “Cut-Off.
• When a downline TAB Team earns a Production Bonus at a higher level than you, you will be unable to 
earn a Production Bonus on that downline and their organization. This is commonly referred to as 
“Blocking”.
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• Remember, to be eligible to receive the Production Bonus, your completed TAB Team Production 
Bonus Acknowledgment Form must have been accepted and approved by Herbalife, and all other terms 
and conditions must be met.


Production Bonus Eligibility Period Examples
Qualification Period Global Expansion Team (GET)


JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC JAN FEB MAR APR MAY JUN


1,000
Royalty
Points


1,000
Royalty
Points


1,000
Royalty
Points


Eligible to earn 2% PB from April to March


Requalification Period from April to March


Qualification Period Millionaire Team
JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC JAN FEB MAR APR MAY JUN


4,000
Royalty
Points


4,000
Royalty
Points


4,000
Royalty
Points


Waiting
Period


Eligible to earn 4% PB from June to May


Requalification Period from April to March


Qualification Period President’s Team
JAN FEB MAR APR MAY JUN JUL AUG SEP OCT NOV DEC JAN FEB MAR APR MAY JUN


10k, 20k, 30k, 50k 
Royalty Points


X 3 months


Waiting Period Eligible to earn 6% PB from July to June
Requalification Period from April to March


Production Bonus Requalification
To continue earning your Production Bonus, you need to requalify at your team level or above. Here’s 
how you do just that:


Requalification
To remain at your earning level, simply achieve three consecutive months of Royalty Point requirements 
(same as original qualification) every year during your requalification period.


Please note: When you qualify for any Team status, you retain that status regardless of your Production 
Bonus earning % level (unless you achieve a higher TAB Team status or are demoted as a Supervisor).


If you don’t requalify for any Production Bonus earning % level during your last requalification period and 
later qualify for the same level, you will need to observe the waiting period before you start earning at that 
level.


Requalification Period
To allow you ample time to requalify and continue to earn your Production Bonus, you have a 12-month 
time frame from your last Team qualification/requalification date.
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GLOSSARY OF TERMS
The following terms are used throughout this text. Some have specific Herbalife connotations, so please 
become familiar with them and make them a part of your vocabulary as quickly as possible.


Blocking: As a Production Bonus earner, when you have a Production Bonus earner below you earning 
at a higher Production Bonus earning percentage, you will be “blocked” from earning on that Production 
Bonus earner as well as their downline organization.


Charter Preferred Member (CPM): Existing Members who convert between October 1 and January 8, 
2017 who only wish to consume the Herbalife® products at a discount and are not interested in the 
business opportunity. They are unable to sell the products or recruit others.


Commission (Wholesale profit): The difference between the discounted price paid by the Sponsor and 
the price paid by the downline. It is also known as Wholesale Profit.


Customer: Anyone who is not an Herbalife Independent Distributor who purchases Herbalife® products at 
retail price.


Cut Off: As a Production Bonus earner, when you have a downline earning an equal Production Bonus 
percentage, you will be able to earn your eligible Production Bonus on the sales activity down to and 
including that earner, but will not earn Production Bonus on any lineage below.


When you have a downline earning a lower Production Bonus percentage, you will earn your eligible 
Production Bonus on the sales activity down to and including the earner plus you will earn the percentage 
difference on their downline.


Discount Scale: An earned discount of 35% to 50% which is allowed after reaching specified sales 
goals.


Distributor (DS): Uses Herbalife® products for consumption and is interested in the business opportunity 
to earn income from the compensation plan. Distributors build their business by selling the products and 
recruiting and working with their customers. Preferred Members and Distributors.


Downline: All Distributors personally sponsored by you as well as all other persons sponsored by them.


Earn Base Value: The value assigned to a product, in local currency, on which discounts and earnings 
are calculated.


First-Level Distributor: All Distributors you personally sponsor are considered your First Level.


Fully Qualified Supervisor: A Distributor who has met all the requirements for Supervisor qualification 
and is now entitled to all Supervisor privileges.


Lineage: All Distributors who are part of one organization as a result of sponsoring or being sponsored.


Preferred Member (PM): Purchases Herbalife® products for consumption at a discount; cannot sell or 
recruit. Anyone who enrolls or converts on or after January9, 2017 will be considered Preferred Members.


Production Bonus: A bonus of 2% to 7% earned on your entire downline organization's activity paid to 
eligible TAB Team.


Profit, Retail: The difference between the discounted product price paid by a Distributor and the retail 
price paid by a customer.


Profit, Wholesale: The difference between the discounted price paid by the Sponsor and the price paid 
by the downline. Also known as Commission.
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Qualified Producer: A Distributor who accumulates 2,500 Personally Purchased Volume Points within 1 
to 3 months and is entitled to purchase at a 42% discount and earn split commissions. This status can be 
reached by utilizing up to 1,000 Downline Volume Points, with the remaining 1,500 as Personally 
Purchased Volume.


Qualifying Month; The month in which a Distributor meets the requirements for a specific qualification.


Qualifying Supervisor: A Distributor who has achieved the required Volume Points toward Supervisor 
Qualification in their qualifying month. Assuming that all qualifications are met, they will be recognized as 
a Fully Qualified Supervisor on the first of the following month. A Qualifying Supervisor is eligible to 
purchase from Herbalife at a temporary 50% discount.


Royalty Override: A monthly payment ranging from 1% to 5% made to Fully Qualified Supervisors on the 
sales activity of their three levels of active downline Supervisors.


Royalty Points: Used for qualification purposes, this is the sum of a Supervisor’s Organizational Volume 
times their royalty earnings percentage.


Royalty Roll-Ups; Herbalife pays Supervisors the full 5% for each of three active downline Supervisor 
levels. Royalty Roll-Ups are paid to the appropriate upline Supervisor(s) when a downline Supervisor 
earns less than the maximum 5% Royalty Override payout per level. In these instances, the difference 
between 5% and the Supervisor’s earning percentage (1% to 4%) results in the Royalty Roll-Ups.


Senior Consultant: A Distributor who has qualified to purchase at 35% or 42% discount.


Split Commission: The commission earned from a downline who is purchasing at a lower discount than 
your discount at the end of the volume month. A commission of up to 25% will be split amongst the 
eligible Senior Consultant, Qualified Producer, Qualifying Supervisor and Fully Qualified Supervisor in the 
purchasing Distributor’s upline.


Sponsor; A Distributor who brings another individual into Herbalife.


Success Builder: A Distributor who places an order of 1,000 Volume Points at 42% discount.


Supervisor’s Personal Organization: Includes all Distributors in the Supervisor’s downline who are 
Distributors, Senior Consultants, Success Builders, Qualified Producers and Qualifying Supervisors.


TAB Team: A Distributor who has met all the requirements for GET, Millionaire Team or President’s 
Team.


10 Retail Customers Rule: A Distributor must make sales to at least 10 separate retail customers each 
month to qualify and receive Royalty Overrides and Production Bonus.


The 70% Rule: In any given month, a Distributor must sell at least 70% of the total value of Herbalife 
products they purchased each volume month in order to qualify to earn and receive Royalty Overrides 
and Production Bonus for that month’s business.


Upline Organization; Your Sponsor and their Sponsor and their Sponsor’s Sponsor, and so on.


Volume, Downline: Volume achieved on orders placed by your non-Supervisor downline directly from 
Herbalife.


Volume, Encumbered: Volume being used by your downline for Supervisor qualification purposes.


Volume, Group; Orders purchased at a temporary 50% discount, by Qualifying Supervisor(s) in a 
Supervisor’s personal organization.
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Volume, Matching: The Total Volume a sponsoring Supervisor must have in a given month to equal or 
exceed the volume achieved by their downline Distributor(s) who are qualifying for Supervisor.


Volume, Organizational; The accumulated volume amount on which a Supervisor earns Royalty 
Overrides.


Volume, Personal: The volume from orders purchased by you as a Fully Qualified Supervisor and all 
others in your downline organization, excluding any 50% orders by Qualifying or Qualified Supervisors.


Volume, Personally Purchased: The volume from orders purchased directly from Herbalife using your 
Herbalife Identification Number.


Volume, Total: The combined total of Personal Volume plus Group Volume.


Volume, Unencumbered: Volume not being used by your downline for Supervisor qualification purposes. 


Volume Point: A point value assigned to each Herbalife® product that is equal in all countries.
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ORDERING PROCEDURES
This section of the Career Book is designed to acquaint you with Herbalife’s administration policies, which 
ensure the smooth flow of daily business activity.


Every profitable enterprise establishes clear guidelines for the conduct of its own business. The rules 
provide the parameters within which the business operates freely. Many of the rules relating to the 
conduct of business are applied externally, by government, regulatory bodies, consumer legislation, or 
industry codes and practices. In addition to the rules governing companies in the United States, other 
countries and the direct-selling industry, Herbalife has developed a set of rules for the conduct of an 
Herbalife Distributorship, to ensure the maximum fairness and protection for all Distributors.


These rules provide consistency, security, integrity and honesty, enabling the Company, Distributors and 
the public to enjoy total confidence in the system and respect for our industry.


Please read and become familiar with these policies and procedures.


Ordering Procedures
To place your orders via phone, mail or email, or to place and pick up your orders in person, please 
contact Herbalife at 866-866-4744. For TTY assistance please contact 800-503-6180.


Important Ordering Tips
As soon as you have become a Distributor, you may purchase from your Sponsor, your first upline 
Supervisor, or directly from Herbalife.


As a Distributor, you may place a single product order equivalent to up to 1,100 Volume Points on their 
first order. Within the next 10 days, you may continue to purchase products for your personal 
consumption, your downline, or your customers. During this 10 day period these total purchases may 
reach up to 3,999.99 Volume Points. As a reminder all orders must be placed directly with Herbalife for 
the volume activity to count towards qualification levels within the Sales & Marketing Plan.


Once you qualify as an Herbalife Supervisor, you must always purchase directly from Herbalife. There are 
several convenient methods you may use to place an order directly with Herbalife: telephone, mail or in 
person at an Herbalife Sales or Distribution Center. All orders will be shipped on the next business day, 
whenever possible, if all moneys have cleared. Please remember that our ordering process is 
computerized, so once you complete your order it cannot be adjusted or altered in any way. Therefore, no 
matter what method you choose to place your order, it is important that you prepare your order in 
advance to ensure accurate and speedy processing.


All orders must be paid in full, confirmed and processed for Herbalife to release the order.


Please always have the following information readily available.


• Prepare your order in advance to ensure accurate and speedy processing.


• Clearly indicate order month.


• Have your Herbalife Identification Number ready.
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• Have the name and Identification Number of your Sponsor and upline Fully Qualified Supervisor (FQS).


• Have shipping method and shipping address, recipient’s name and corresponding telephone number (if 
applicable).


• Provide the appropriate discount percentage.


• Provide method of payment and appropriate details (i.e., credit card number, expiration date. Automatic 
Payment System [APS] PIN number, etc.).


• All calculations - prices, discounts. Volume Points, and taxes of the city/county/state to which you are 
shipping. (Please have the correct ZIP code available.) Refer to the latest U.S. price list on 
MyHerbalife.com.


• Provide the stock number(s), description and quantity of the item(s) you are ordering.


• Complete all calculations and totals.


Mail Orders
All orders must be completely filled out, with appropriate payment included. Herbalife sells in individual 
units, only as specified on the order form.


Depending on the method of mail, you should address your orders as follows:


VIA REGULAR MAIL
Herbalife International of America, Inc.
Attn: Sales Order Department 
P.O. Box 80210 
Los Angeles, CA 90080-0210 
United States of America


VIA EXPRESS MAIL (e.g., Federal Express)
Herbalife International of America, Inc.
Attn: Sales Order Department 
950 West 190th Street 
Torrance, CA 90502-1001 
United States of America


To assure correct and prompt processing of your orders, make sure they are correctly and completely 
filled out, with an acceptable form of payment attached.


Telephone Orders
To place your telephone orders, please call the Sales Order Department toll-free at 866-866-4744 
between the hours of:


Monday-Friday: 9:00 a.m.-6:00 p.m. (PT)
Saturday: 6:00 a.m.-2:00 p.m. (PT)
EOM: 9:00 a.m.-12:00 a.m. (PT)
Holidays: 9:00 a.m.-2:00 p.m. (PT) or Closed 
Closed Sunday
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TTY Assistance
TTY Users: 800-503-6180 
Monday-Friday: 9:00 a.m.-6:00 p.m. (PT)
Closed Saturday and Sunday


After payment has cleared, your order will be transmitted.


Acceptable methods of telephone payment are:
• Major Credit Cards (Visa, MasterCard, American Express and Discover).
• Automatic Payment System (APS); approved applications must be on file at the World Home Office 
(must have 4-digit code). Contact the Sales Order Department for an APS Application.
• Wire Transfers must be bank-to-bank transactions.


Upon payment clearance, your order will be transmitted to the Distribution Center for shipment.


All telephone orders must be placed and fully paid by the close of business day on the designated “End of 
Month” (EOM) day. Please have your order ready before calling the Sales Order Department.


Walk-In Orders
If you are located near Los Angeles, Riverside or Tracy, CA; Memphis, TN; Dallas or Houston, TX; 
Phoenix, AZ; Chicago, IL; or Bronx or Brooklyn, NY, the fastest way to receive product(s) is to place, pay 
for and pick up your order in person at one of our Sales or Distribution Centers. The addresses of our 
U.S. Sales and Distribution Centers are listed below for your reference:


Los Angeles Distribution Center (LADC)
18431 S. Wilmington Avenue 
Carson, CA 90746 
Telephone: 310-952-0100 
Monday-Friday: 9:00 a.m.-7:00 p.m. (PT)
Saturday: 9:00 a.m.-5:00 p.m. (PT)
Closed Sunday


Memphis Distribution Center
5025 Crumpler Road 
Memphis, TN 38141 
Telephone: 901-795-5056 
Monday-Friday: 8:00 a.m.-7:00 p.m. (CT)
Closed Saturday and Sunday


Dallas Sales Center
8105 North Beltline Road, Suite 120 
Irving, TX 75063 
Telephone: 214-441-3333 
Monday-Friday: 10:00 a.m.-7:00 p.m. (CT)
Saturday: 10:00 a.m.-3:00 p.m. (CT)
Closed Sunday
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Phoenix Sales Center
1606 E. University Dr., Suite 109 
Phoenix, AZ 85034 
Telephone: 602-358-2066 
Monday-Friday: 10:00 a.m.-7:00 p.m. (PT)
Saturday: 10:00 a.m.-3:00 p.m. (PT)
Closed Sunday


Jamaica-Kingston Pick-Up Center
S.K. D.P. Company Ltd.
18 Hillcrest Ave.
Kingston, Jamaica 
Hours for Pick-up Only 
Monday-Thursday: 8:30 a.m.-5:00 p.m.
Friday: 8:30 a.m.-4:30 p.m.
1st Saturday after the 5th of the Month: 9:00 a.m.-12:00 p.m. (Jamaica Local Time)


Discovery Bay Pick-up Center
P.O. Box 160 Discovery Bay 
St. Ann, Jamaica 
Hours for Pick-up Only 
Monday-Friday: 9:00 a.m.-5:00 p.m.
(Jamaica Local Time)


Puerto Rico Sales Center
Ave. Jose (Tony) Santana 
Building #18 C-8 
Carolina, P.R. 00979
Monday-Friday: 11:00 a.m.-7:00 p.m. (PT)
Saturday: 9:00 a.m.-2:00 p.m. (PT)
Closed Sunday


Chicago Quick Response Center
200 Howard Avenue, Suite 232 
Des Plaines, IL 60018-5910 
Telephone: 847-298-9533
Monday, Wednesday and Friday: 10:00 a.m.-6:00 p.m. (CT)
Tuesday and Thursday: 12:00 p.m.-8:00 p.m. (CT)
Saturday: 10:00 a.m.-3:00 p.m. (CT)
Closed Sunday
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Bronx Quick Response Center
2359 Hollers Avenue 
Bronx, NY 10475 
Telephone: 718-708-7020
Monday, Wednesday and Friday: 10:00 a.m.-6:00 p.m. (ET) 
Tuesday and Thursday: 12:00 p.m.-8:00 p.m. (ET)
Saturday: 10:00 a.m.-3:00 p.m. (ET)
Closed Sunday


Tracy Quick Response Center
470 West Larch Road, Suite 10 
Tracy, CA 95304 
Telephone: 209-832-4110
Monday and Wednesday: 12:00 p.m.-8:00 p.m. (PT) 
Tuesday, Thursday and Friday: 10:00 a.m.-6:00 p.m. (PT) 
Saturday: 10:00 a.m.-3:00 p.m. (PT)
Closed Sunday


Houston Quick Response Center
4702 N. Sam Houston Pkwy. W., Suite 130 
Houston, TX 77086 
Telephone: 281-895-8193
Monday, Wednesday and Friday: 10:00 a.m.-6:00 p.m. (CT) 
Tuesday and Thursday: 12:00 p.m.-8:00 p.m. (CT)
Saturday: 10:00 a.m.-3:00 p.m. (CT)
Closed Sunday


Riverside Quick Response Center
7560 Jurupa Avenue 
Riverside, CA 92504 
Telephone: 951-689-4444
Monday and Wednesday: 12:00 p.m.-8:00 p.m. (PT) 
Tuesday, Thursday and Friday: 10:00 a.m.-6:00 p.m. (PT) 
Saturday: 10:00 a.m.-3:00 p.m. (PT)
Closed Sunday


Brooklyn Quick Response Center
919 Flushing Avenue 
Brooklyn, NY 11206 
Telephone: 718-381-9610
Monday, Wednesday and Friday: 10:00 a.m.-6:00 p.m. (ET) 
Tuesday, Thursday: 12:00 p.m.-8:00 p.m. (ET)
Saturday: 10:00 a.m.-3:00 p.m. (ET)
Closed Sunday
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San Jose Quick Response Center
1430 Tully Road, Suite 417 
San Jose, CA 95122 
Telephone: 408-280-0444 
Fax: 408-724-8380
Monday, Wednesday: 12:00 p.m.-8:00 p.m. (PT)
Tuesday, Thursday, Friday: 10:00 a.m.-6:00 p.m. (PT)
Saturday: 10:00 a.m.-3:00 p.m. (PT)
Closed Sunday


All walk-in orders must be placed and fully paid by the close of business day at the respective Sales or 
Distribution Center on the designated EOM day. Please have your order ready before handing it to a 
Sales Order Representative. You must have your Herbalife ID number, photo ID and order number with 
you when you pick up your order.


Cashier’s checks, money orders, most major credit cards, wire transfers or cash are the acceptable terms 
for purchasing products and other materials through the Herbalife Sales or Distribution Centers.


Payment Policy
Please note that all orders must be paid in full, processed and accepted for Herbalife to ship and release 
the order. The following are acceptable methods of payment:


Personal Checks
Those who become Supervisors and who have been fully qualified for 30 days may use (in addition to the 
previously listed methods of payment) personal checks to purchase products. A check-writing policy of 
$5,000 in one day is the maximum amount allowed. Any order in excess of this amount must be paid for 
by one of the methods previously noted.


Guaranteed Checks
Cashier’s checks, traveler’s checks and money orders, which must be made out to Herbalife International 
of America, Inc., and must be in U.S. dollars only. Guaranteed checks may be used for mail and walk-in 
orders only.


Most Major Credit Cards
Visa, MasterCard, American Express (dollar amount is at Amex’s discretion, mostly under $200.00) and 
Discover. The credit card must be in the name of the purchaser. Credit cards may be used for telephone, 
mail and walk-in orders.


Cash U.S. dollars only. Cash may be used for walk-in orders only. Please do not mail cash!


Automatic Payment System (APS)
To speed up and simplify the processing of your telephone order. Supervisors who have been fully 
qualified for 30 days may authorize Herbalife to deduct the exact amount from their bank or other financial 
institution as payment for their order.
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Wire Transfers
• Distributors may purchase products from Herbalife by bank-to-bank transaction.
• Wire transfers must be initiated by the designated End of Month (EOM) day, and must be received no 
later than the 5th of the following month (regardless of what day the actual EOM falls on).
• You must reference your Herbalife ID Number and order number with your transfer.
• If you wish to use this method, contact Herbalife’s Sales Order Department for the correct procedure.
• Wire transfer orders will be shipped when the correct payment is received by Herbalife.


Shipping Procedures
All orders will be shipped on the next business day, whenever possible, if all moneys have cleared. You 
must indicate the method of shipment as applicable (e.g., air, FedEx, motor freight, etc.) on each order.


Selecting the right method of shipment for your order is an important decision. You will want to keep the 
freight cost as low as possible and at the same time, get the best results in terms of service. The decision 
must be based on distance, weight and size of the order, and how rapidly you want it delivered. You 
should call the various freight carriers in your area for rates and service details. However, here is some 
general information on how they work:


Federal Express (FedEx) Home Delivery
Federal Express home delivery is our standard ground carrier. This may be one of your best options for 
shipping.


Things to Remember:
• FedEx Home Delivery takes typically three to five working days Tuesday to Saturday for delivery. It is 
recommended that someone be available at the “Ship To” address to accept the shipment. (You may 
desire to address your shipment to your neighbor, friend, relative, etc.)
• Herbalife allows a maximum weight of 48 pounds per box.
• When your shipment consists of several boxes, they may not all be delivered at the same time. (If this 
happens, simply allow two [2] additional days for the balance of the shipment to be delivered.)


All orders to be shipped via FedEx are shipped from the Los Angeles and Memphis Distribution Centers 
on a freight prepaid basis. When you request FedEx as the method of shipment on an order, your delivery 
and freight will be calculated as indicated in the following ground chart.


FedEx Home Delivery 
Ratetimes (x)
4.25%
^.75%
5.25%


$7.50 Minimum


Retail Value
$1,000 and Up 


_$700:$999.99 
$400-$699.99 
$125:$3J.9.99 
$0-$ 124.99


Examples:
A) $400 retail value x 5.25% = $21.00 freight cost
B) $130 retail value x 5.75% = $7.48 freight cost
C) $124.99 retail value - add $7.50 minimum freight cost
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FedEx 2 and 1 Day Delivery,
FedEx - 2 Day 7.75% - $11 minimum 
Fed Ex- 1 Day 11.75%^^9 minimum'


Please be sure to include the shipping costs in your payment to avoid any delay in processing and 
shipping your order.


Motor-Freight Carrier
When your order weight exceeds 100 pounds, you may want to consider a motor-freight carrier. Generally 
you will pay for a minimum of 100 pounds of freight.


Things to Remember:
• All truck shipments are made on a freight-collect basis.
• This service will range from overnight delivery to five (5) or more working days, depending on the 
distance between the shipping point and the destination.
• Door-to-door delivery is provided to most locations or, upon request, your order may be held at the dock 
for pickup.
• Generally, the complete shipment is delivered at once.
• If door-to-door is requested, there must be someone available at the “Ship To" address to accept the 
shipment.
• The heavier the shipment, the lower the freight rate per pound. For more detailed information, call your 
local trucking companies.


Air Shipping
Special rates are available for almost any shipment size, but when your order weighs over 200 pounds, it 
may be to your advantage to consider the delivery time and the possible cost savings. The airfreight 
industry is becoming very cost competitive with ground-freight transportation. Convenient special freight- 
cost programs are available through most airlines. For example, E and EH Disposable Corrugated Air 
Containers can be shipped at special rates, or you can take advantage of the special rates of the deferred 
airfreight programs.
Things to Remember:
• All air shipments are made on a freight-collect basis.
• Airfreight offers the fastest means of transportation.
• They offer call-upon-arrival service.
• Your order can be delivered to your door. (This requires an additional charge, and someone must be 
available to accept the shipment.)
• Shipments may be held at the airport terminal for pickup.
• Weekend service is available at most major airports.
• Air containers have special rates. (When using this method, remember that the total cubic footage 
cannot be 100% utilized due to the variance of product dimensions.)
• Please specify the airport of destination, or the airline will ship to the airport closest to the “Ship To” 
address.
• There is excellent traceability. For more specific information, call the airfreight carriers at the airport(s) 
closest to you.
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Air- and Truck-Freight Insurance
Herbalife recommends that you insure your air and truck shipments at their full discounted value for a 
small premium. Typically the cost of the airfreight insurance is approximately 40 cents for each $100 
declared value. For example, if you are a Supervisor placing a $2,000 retail order at a 50% discount, you 
are paying $1,000. If you declare this $1,000 as your freight value, your full insurance coverage will cost 
$4. When ordering, indicate in the shipping instructions that you wish to have your order “insured at full 
value.” The additional insurance amount will be added to your freight charges. Without the insurance, you 
can only collect the amount determined by the freight company policy. (Flat and per pound rates vary 
from carrier to carrier, but tend to be in the area of 50 cents to 60 cents per pound.)


When Receiving Your Shipment
All Herbalife® products are in perfect condition when the carrier takes possession of the shipments at our 
Distribution Center loading docks. Upon receipt of your package, here are some things to remember:
• Your signature means that you have received your shipment in a satisfactory manner (unless otherwise 
specified).
• Determine the number of boxes your shipment includes, either by the packing slip or by the number of 
boxes marked on top of each box (e.g., 1 of 3, 2 of 3, etc.).
• Only sign “Received” for the number of boxes actually received.
• Check your shipment for obvious outside damages. (Even though there is no apparent damage on the 
outside of a box, some damage may have occurred inside.) See “Shipping Inquiries and Claims” below.
• Note any damages and/or box shortages on the carrier’s delivery documents. (FedEx may not deliver all 
boxes the same day.)


Shipping Inquiries and Claims
For any specific inquiry or problem associated with a particular shipment (damaged and lost order claims, 
etc.) please call Herbalife’s Order Support Department toll-free at 866-866-4744.


FedEx Home Delivery Claims
• FedEx lost shipments (complete or partial) must be reported to Herbalife International within seven (7) 
days after the estimated time of arrival.
• Any hidden damages found on a FedEx delivery, discovered after the FedEx driver has left, must be 
reported to your local FedEx office immediately. FedEx will send a driver to pick up the damaged items for 
inspection. Keep the damaged items in the original package as found, including all packing material and 
the master container.
• FedEx will forward a copy of the damage-inspection report to the Herbalife Distribution Center that 
originated the shipment.
• The Distribution Center, upon receiving this report, will initiate the proper FedEx claim(s) procedures 
and follow up to completion.
• In some instances, FedEx may desire not to send an inspector to pick up the damaged items. However, 
the damage report will still be generated, and the same procedure as above will take effect. In either 
case, you will be given a control number from FedEx.
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Month-End Ordering Guidelines 
Generai - United States
The Herbalife U.S. Sales Order Department, as well as all Herbalife International Sales Order 
Departments, will be open extended business hours on the designated End of Month (EOM); Distribution 
Centers will be open regular business hours that day.


A. Business Hours
1. Sales Order Department:


English and Spanish Lines 
Monday-Friday: 9:00 a.m.-6:00 p.m. (PT)
Saturday: 6:00 a.m.-2:00 p.m. (PT)
EOM: 9:00 a.m.-12:00 a.m. (PT)
Holidays: 9:00 a.m.-2:00 p.m. (PT) or Closed 
Closed Sunday


2. TTY Users: 800-503-6180
Monday-Friday: 9:00 a.m.-6:00 p.m. (PT)
Closed Saturday and Sunday


3. Los Angeles Distribution Center (LADC):
Monday-Friday: 9:00 a.m.-7:00 p.m. (PT)
Saturday: 9:00 a.m.-5:00 p.m. (PT)
Closed Sunday


4. Memphis Distribution Center:
Monday-Friday: 8:00 a.m.-7:00 p.m. (CT)
Closed Saturday and Sunday


5. Dallas Sales Center:
Monday-Friday: 10:00 a.m.-7:00 p.m. (CT)
Saturday: 10:00 a.m.-3:00 p.m. (CT)
Closed Sunday


6. Phoenix Sales Center:
Monday-Friday: 10:00 a.m.-7:00 p.m. (PT)
Saturday: 10:00 a.m.-3:00 p.m. (PT)
Closed Sunday


7. Puerto Rico Saies Center
Monday-Friday: 11:00 a.m.-7:00 p.m. (PT)
Saturday: 9:00 a.m.-2:00 p.m.
Closed Sunday


8. Jamaica-Kingston Pick-Up Center:
Monday-Thursday: 8:30 a.m.-5:00 p.m.
Friday: 8:30 a.m.-4:30 p.m.
1st Saturday after the 5th of the Month: 9:00 a.m.-12:00 p.m. (Jamaica Local Time)
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9. Discovery Bay Pick-up Center:
Monday-Friday 9:00 a.m.-5:00 p.m. (Jamaica Local Time)


10. Chicago Quick Response Center:
Monday, Wednesday, Friday: 10:00 a.m.-6:00 p.m. (CT) 
Tuesday and Thursday: 12:00 p.m.-8:00 p.m. (CT)
Saturday: 10:00 a.m.-3:00 p.m. (CT)
Closed Sunday


11. Bronx Quick Response Center:
Monday, Wednesday, Friday: 10:00 a.m.-6:00 p.m. (ET) 
Tuesday and Thursday: 12:00 p.m.-8:00 p.m. (ET)
Saturday: 10:00 a.m.-3:00 p.m. (ET)
Closed Sunday


12. Tracy Quick Response Center:
Monday and Wednesday: 12:00 p.m.-8:00 p.m. (PT) 
Tuesday, Thursday, Friday: 10:00 a.m.-6:00 p.m. (PT) 
Saturday: 10:00 a.m.-3:00 p.m. (PT)
Closed Sunday


13. Houston Quick Response Center:
Monday, Wednesday, Friday: 10:00 a.m.-6:00 p.m. (CT) 
Tuesday and Thursday: 12:00 p.m.-8:00 p.m. (CT)
Saturday: 10:00 a.m.-3:00 p.m. (CT)
Closed Sunday


14. Riverside Quick Response Center:
Monday and Wednesday: 12:00 p.m.-8:00 p.m. (PT) 
Tuesday, Thursday, Friday: 10:00 a.m.-6:00 p.m. (PT) 
Saturday: 10:00 a.m.-3:00 p.m. (PT)
Closed Sunday


15. Brooklyn Quick Response Center:
Monday, Wednesday, Friday: 10:00 a.m.-6:00 p.m. (ET) 
Tuesday, Thursday: 12:00 p.m.-8:00 p.m. (ET)
Saturday: 10:00 a.m.-3:00 p.m. (ET)
Closed Sunday


16. San Jose Quick Response Center:
Monday, Wednesday: 12:00 p.m.-8:00 p.m. (PT)
Tuesday, Thursday, Friday: 10:00 a.m.-6:00 p.m. (PT) 
Saturday: 10:00 a.m.-3:00 p.m. (PT)
Closed Sunday
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B. Business Numbers/Addresses


1. World Operations Home Office
a. Toll-Free Number (Herbalife in English and Spanish): 866-866-4744
b. TTY Users: 800-503-6180
c. Mailing Address Herbalife International of America, Inc. Sales Order Department P.O. Box 
80210 Los Angeles, CA 90080-0210
d. Express Mail Only Herbalife International of America, Inc. Sales Order Department 950 West 
190th Street Torrance, CA 90502


2. Los Angeles Distribution Center (LADC)
(Walk-In and Pickup Service)
Herbalife International of America, Inc.
18431 S. Wilmington Avenue 
Carson, CA 90746


3. Memphis Distribution Center 
(Walk-In and Pickup Service)
Herbalife International of America, Inc.
5025 Crumpler Road 
Memphis, TN 38141


4. Dallas Sales Center
(Walk-In and Pickup Service)
8105 North Beltline Road, Suite 120 
Irving, TX 75063


5. Phoenix Sales Center
(Walk-In and Pickup Service)
1606 E. University Dr., Suite #109 
Phoenix, AZ 85034


6. Puerto Rico Sales Center
Ave. Jose (Tony) Santana 
Building #18 C-8 
Carolina, P.R. 00979


7. Jamaica-Kingston Pick-Up Center
S.K. D.P. Company Ltd.
18 Hillcrest Ave.
Kingston, Jamaica


8. Discovery Bay Pick-up Center
P.O. Box 160 Discovery Bay 
St. Ann, Jamaica
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9. Chicago Quick Response Center
(Walk-In and Pickup Service)
200 Howard Avenue, Suite 232 
Des Plaines, IL 60018-5910


10. Bronx Quick Response Center
(Walk-In and Pickup Service)
2359 Hollers Avenue 
Bronx, NY 10475


11. Tracy Quick Response Center
(Walk-In and Pickup Service)
470 West Larch Road, Suite 10 
Tracy, CA 95304


12. Houston Quick Response Center
(Walk-In and Pickup Service)
4702 N. Sam Houston Pkwy. W,, Suite 130 
Houston, TX 77086


13. Riverside Quick Response Center
(Walk-In and Pickup Service)
7560 Jurupa Avenue 
Riverside, CA 92504


14. Brooklyn Quick Response Center
(Walk-In and Pickup Service)
919 Flushing Avenue 
Brooklyn, NY 11206


For additional information on products, qualifications. Sales & Marketing Plan, etc., please contact 
Herbalife English and Spanish Lines:


Monday-Friday: 9:00 a.m.-6:00 p.m. (PT)
EOM: 9:00 a.m.-6:00 p.m. (PT)
Closed Holidays, Saturday and Sunday


End of Month Ordering and Payment Deadlines
The deadlines specified below are set to ensure accurate payment of Royalty Overrides to each and 
every Distributor.


• All orders MUST be received on or before the End of Month (EOM) day in order to count for that month’s 
Volume. The EOM day is absolutely the last day for us to process your order in the current month.


• Telephone orders must be placed and fully paid by the end of business day on each country’s specified 
EOM day.
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• Mail orders must be postmarked on or before each country’s specified EOM day and received by 
Herbalife NO LATER than the 5th of the following month. Appropriate payment must be included with the 
order.


• Walk-in orders must be placed and fully paid by close of business day on the specified EOM day.


• Wire transfers or postal payments must be initiated on or before each country’s specified EOM day. 
These transactions must be received by Herbalife no later than the 5th of the following month.


• All payments for all orders placed on the EOM day must be processed, accepted and paid in full by the 
end of that same day to count for that month’s Volume, no matter what day the EOM actually falls on.


• Herbalife shall not be held responsible for monetary transfers that are not deposited to our account by 
the specified deadline.


• Distributors are responsible for making whatever arrangements necessary to ensure payment is 
received on time and that adequate credit is available to assure approval of any credit card purchases. If 
payment is not received by the specified date, the order will count as the following month’s Volume.


• If the EOM falls into the beginning of the next month, causing a dual Volume Month, Distributors are 
responsible for specifying the order month they wish the Volume of the order to count toward.


• International orders must be placed on or before the shipping country’s End of Month date.


• Online, Mobile, Automated Sales Center and Auto Attendant orders (where applicable) must be placed 
and fully paid by the end of the business day on your country’s specified EOM.


Tax Information U.S. Residents Only
The following notes highlight key points of interest for Herbalife Distributors. These notes are not intended 
to cover all aspects of registration or taxation that may affect your organization, so we recommend that 
Distributors consult with their own tax or business advisor, or their local, state or federal taxation offices.


A. Federal/State Income Tax and Reporting
1. Income tax laws in the United States, and in various states and municipalities within the United States, 
require that individuals with income from businesses report such income. Residents and those who are 
citizens of the United States, wherever resident, are required to file income tax returns reporting all of 
their Income. Nonresidents may also need to report their U.S. income. Distributors are solely responsible 
for the proper reporting of their income and payment of their taxes.


2. It is important to establish and maintain a proper set of books and records for your business. 
Inexpensive manual and computerized systems are available, or you may prefer to hire an experienced 
bookkeeper. Under federal law, tax records should be maintained for a minimum of three (3) years, but it 
may be prudent to maintain them for a longer period.


3. Federal and state tax laws impose certain reporting requirements upon Herbalife. On or before January 
31 of each year, U.S. Distributors will be sent a Form 1099 In which they must specify the amount of 
earnings (commissions, overrides, bonuses, etc.) they received during the prior calendar year. The form 
will also note whether the Distributor purchased $5,000 or more retail value of products. This information 
is also filed with the Internal Revenue Service (IRS), and from there Is made available to the states.
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4. For these reporting reasons, all Distributors in the United States and those who are citizens of the 
United States, wherever resident, must provide proper taxpayer identification numbers (usually their 
Social Security number or Individual Tax Identification Number). It is the Distributor’s responsibility to 
assure that the name, legal address and taxpayer identification number are properly recorded in the 
Herbalife computer system and to immediately advise if a correction is needed. If such information is not 
correct, tax laws impose a “backup" withholding tax. The tax so withheld can be claimed by the Distributor 
on their individual income tax return as a prepayment of tax.


B. Nonresident Withholding Tax
1. All payments of commissions, overrides and bonuses resulting from U.S. orders are deemed by the 
IRS to be U.S. source income. As such, payments to upline Distributors residing outside the United 
States are subject to U.S. nonresident withholding tax (currently 30%).


2. On or before March 15 of each year, Herbalife will send a Form 1042-S to Distributors in which they will 
report the amount of earnings paid and the amount of U.S. tax withheld. Depending on the Distributor’s 
situation and the laws of the Distributor’s resident country, a refund from the IRS may be requested or 
relief from double taxation is often available. Affected Distributors are encouraged to consult with their tax 
advisors.


C. State and Local Sales Taxes
1. Many Herbalife products are taxable under the various states’ sales tax laws. Distributors are primarily 
responsible for their own sales tax liability and should ensure they are in compliance with all applicable 
sales tax laws.


2. Herbalife has voluntarily registered in many states to pre-collect state sales taxes on behalf of 
Distributors and, thus, reduce the Distributors’ compliance requirements. In these instances, sales tax is 
based on the ultimate retail price of products shipped for resale to these states. In some states. 
Distributors may obtain from the state and submit to Herbalife a resale/exemption certificate. By doing so, 
the Distributor retains primary responsibility for the collection, reporting and payment of all such taxes. For 
a list of these states, please contact the Herbalife toll-free at 866-866-4744.


D. Business Licenses and Registrations
Many cities or municipalities within the United States require that Herbalife Independent Distributors 
register their business when starting their business activity. We recommend that U.S. Distributors contact 
their local government offices for information about these requirements.


E. Social Security or Individual Tax Identification Number and Other Taxes
All Herbalife Independent Distributors are independent and as such, are responsible for their own Social 
Security or Individual Tax Identification Number, Medicare and other taxes as may apply. Advance 
payments of these taxes may be required. Further information is available from the respective tax office or 
your tax advisor.


The information noted above may be modified from time to time by the respective authorities. To 
ascertain your personal situation or if you have any questions, we suggest that you consult the respective 
federal, state and local tax offices in your area, or your qualified tax advisor.
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Tax Information Puerto Rico Residents Only
The following notes highlight key points of interest for Herbalife Independent Distributors. These notes are 
not intended to cover all aspects of registration or taxation that may affect your organization, so we 
recommend that Distributors consult with their own tax or business adviser, or their local, state or federal 
taxation offices.


A. Puerto Rico Income Tax and Reporting
1. Income tax laws in Puerto Rico require that individuals with income from businesses report such 
income. Residents of Puerto Rico are required to file income tax returns reporting all of their income from 
whatever sources. Moreover, Puerto Rico residents who are U.S. citizens may also be required to report 
income from sources outside Puerto Rico at the U.S. federal level. Nonresidents of Puerto Rico need to 
report in Puerto Rico their Puerto Rico source income if registered in Puerto Rico. Distributors are solely 
responsible for the proper reporting of their income and payment of their taxes.


2. It is important to establish and maintain a proper set of books and records for your business. 
Inexpensive manuals and computerized systems are available, or you may prefer to hire an experienced 
bookkeeper. Under Puerto Rico law, tax records should be maintained for a minimum of six (6) years, but 
it may be prudent to maintain them for a longer period.
3. Puerto Rico tax laws impose certain reporting requirements upon Herbalife. On or before February 28 
of each year, Puerto Rico Distributors will be sent a Form 480.6A; 480.6B or 480.6C, as applicable, in 
which the amount of earnings (commissions, overrides, bonuses, etc.) they received during the prior 
calendar year, together with any applicable withholding of tax at source made. This information is also 
filed with the Puerto Rico Treasury Department (PRTD).


4. For these reporting reasons, all Distributors in Puerto Rico must provide proper taxpayer identification 
numbers (usually their Social Security number or Individual Tax Identification Number if the Distributors is 
not a U.S. citizen or a green card holder). It is the Distributor’s responsibility to assure that the name, 
legal address and taxpayer identification number are properly recorded in the Herbalife computer system 
and to immediately advise if a correction is needed.


B. Nonresident Withholding Tax
1. All payments of commissions, overrides and bonuses resulting from Puerto Rico orders are deemed by 
the PRTD to be Puerto Rico source income. As such, payments to upline Distributors residing outside 
Puerto Rico are subject to nonresident withholding tax of 20% and 29% in the case of U.S. residents 
individuals and other nonresident aliens, respectively.


2. On or before February 28 of each year, Herbalife will send a Form 480.6a, b or c in which the amount 
of earnings (commissions, overrides, bonuses, etc.) received during the prior calendar year, together with 
the applicable withholding of tax at source made will be reported for purposes of the Puerto Rico income 
tax filing of the Distributors. This information is also filed with the PRTD. Depending on the Distributor's 
situation and the laws of the Distributor’s resident country, a refund from the PRTD may be requested or 
relief from double taxation is often available. Affected Distributors are encouraged to consult with their tax 
advisors.
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C. State and Municipal Sales and Use Taxes
1. Many Herbalife products are taxable for Puerto Rico sales and use tax (SUT) purposes. Distributors 
are primarily responsible for their own sales tax liability and should ensure they are in compliance with all 
applicable sales tax laws.


2. Notwithstanding the above, Herbalife has voluntarily registered with the PRTD to pre-collect the SUT 
on behalf of Distributors and, thus, reduce the Distributors’ compliance requirements. In these instances, 
SUT is based on the ultimate retail price of products shipped for resale to Puerto Rico. In some states. 
Distributors engaged in other business activities may still need to register and comply with the SUT 
requirements, despite Herbalife’s agreement with the PRTD.


D. Business Licenses and Registrations
Distributors may need to register their business when starting their business activity with the Municipality 


of Puerto Rico where such business is carried out. Distributors are encouraged to consult with their tax 
advisors to make this determination based on facts and circumstances.


E. Social Security or Individual Tax Identification Number and Other Taxes
All Herbalife Independent Distributors are independent contractors and as such, are responsible for their 
own Social Security, Medicare and other taxes as may apply. Advance payments of these taxes may be 
required. Distributors are encouraged to consult with their tax advisors.


The information noted above may be modified from time to time by the tax authorities. To ascertain your 
personal situation or if you have any questions, we suggest that you consult your qualified tax advisors.


Frequently Asked Questions
Do I have to wait for my Distributorship Application to be processed before placing an order?
It’s not necessary to wait for your Application to be processed. You can buy Herbalife products directly 
from the Herbalife Sales Order Department, your Sponsor or first upline Fully Qualified Supervisor (at the 
applicable discount) utilizing the Herbalife ID number on the Registration Card contained in your 
International Business Pack (IBP).


How do I place an order?
It’s easy! You may place orders through Herbalife directly, your Sponsor or upline Supervisor. When you 
become a Supervisor you must purchase directly from Herbalife. It is important for you to have certain 
information prepared prior to placing an order directly with Herbalife. You may place orders with Herbalife 
by mobile, telephone, mail, by going to one of our walk-in locations or via our online ordering system on 
MyHerbalife.com.


How much product may I purchase on my first order with Herbalife?
As a new Distributor, you may place a single product order equivalent of up to 1,100 Volume Points on 
your first order with Herbalife. Within the next 10 days, you may continue to purchase products to satisfy 
your needs for personal consumption, your downline, or customers. During this 10 day period, these total 
purchases may reach up to 3,999.99 Volume Points.


This is to support new Distributors during their own product experience and whilst they begin retailing 
products. This is also intended to help discourage financial expenditures without that experience.
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May I go to the Distribution Center and pick up the products myself?
You may either place your order with our Sales Order Department and specify that you will pick it up in 
person, or you can simply go to our Los Angeles, Memphis, Dallas or Phoenix Sales and Distribution 
Centers, place and pay for your order there, and pick up the products at the same time.


May I call Herbalife directly with questions?
We’re here to assist you in any way possible. We always encourage you to first consult your Career Book 
and to work closely with your Sponsor and upline Supervisor, since they have a great deal of field 
experience. However, if we may assist you, please call Herbalife toll-free in Los Angeles at 866-866- 
4744.


How quickly will my order be processed and how long will it take to reach me?
All orders will be shipped the next business day, whenever possible, if payment is received and 
processed. Shipping times vary, of course, depending on the shipping method you choose. All orders 
shipped from our Los Angeles and Memphis Distribution Centers via FedEx home delivery service are 
shipped freight prepaid, and will generally arrive within three to five working days. Distributors commonly 
use FedEx when an order weighs under 200 pounds. Express, motor carrier and air services are also 
available on a freight collect basis, in order to provide you with the widest possible variety of choices.


Do I have to pay any other charges on top of the price of the products?
Orders shipped via FedEx, Herbalife’s most popular freight service, are shipped freight prepaid. All other 
freight services are shipped freight collect. Taxes are based on the tax rates of your shipping destination.


How do I retail the products?
Retailing the Herbalife products will be one of the most important keys to your success! As Herbalife’s 
founder and first Distributor, Mark Hughes always stressed, use the products, wear the button and talk to 
people. You will develop your own selling style, which might include talking to your Circle of Influence, 
distributing flyers, conducting surveys and/ or participating in seasonal promotions. Your Sponsor has the 
field experience to provide you with the proper training.


Wear the Button
• You become a walking advertisement.
• Wear or use or any Herbalife item that will attract people to talk to you - this makes conversation easy.


Talk to People
• When they ask, tell your weight-management success story or your income success story.
• Explain the products and business opportunity.
• Explain how they can improve their health and also make immediate profits.
• Talk to people you know.
• Talk to everyone.


May I export the products?
Regulations vary from country to country in which we are officially open. Each country has its own line of 
products, literature and promotional items specific to each of these countries. Distributors may only bring 
products approved for a specific country within that country. Distributors may not bring products from one 
Herbalife country to another, unless approved for sale there.
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Where can I get more training on the Herbalife products and selling methods?
You have a multitude of fantastic choices! Your Sponsor and/or upline Supervisor should be able to assist 
you, and we always suggest you contact them first. There are many training sessions held throughout the 
world every year, and by clicking on MyHerbalife.com, you can access training and business-building 
tools 24/7. Some of our websites include;


Herbalife.com
Herbalife's official website establishes Herbalife as a leading nutrition company in the areas of weight 
loss, energy and fitness, targeted and outer nutrition. The site provides consumers with information on the 
company, our products and business opportunity and a request form to be contacted to learn more.


MvHerbalife.com
The primary business management and success resource website for Herbalife Independent Distributors 
-optimizing recruitment, retention, retail and community. Login requires ID and PIN Code.


HerbalifeFamilvFoundation.org
This website is dedicated to the Herbalife Family Foundation, which helps at-risk children around the 
world. If prompted for a password, please contact the Sales and Communications or Herbalife. There is 
also the Herbalife Broadband Network (HBN), which features fast, high-quality audio and video streaming 
to anyone with Internet access, 24 hours a day.


Herbalife Broadband Network (HBN) offers:
• Exciting product launches
• Unbeatable video training from Herbalife’s founder Mark Hughes
• Live question-and-answer sessions with top Distributors and Herbalife's doctors
• Motivation by Jim Rohn, world-renowned business speaker
• House-party training


Our Sales and Communications Department also operates a Touchfon information service that will keep 
you updated with the latest Herbalife information at a nominal charge. For additional information on these 
and many other business tools available, please contact Herbalife toll-free at 866-866-4744.


Once I qualify for earnings, are there any special procedures to follow?
Yes, and they are quite simple. In order to receive your earnings, as a Fully Qualified Supervisor or TAB 
Team you must strictly adhere to Herbalife’s 10 Retail Customers/70% Rule. (Please refer to Rules 4.2.2 
and 4.2.3 in the “Rules of Conduct" section of this book for complete information.)


Are there any tax issues I should be aware of?
Yes, and they are similar to any business you would independently operate. Distributors are solely 
responsible for the proper reporting of their income and payment of their taxes. Any questions should be 
referred to the individual Distributor’s own tax advisor. (For more information, please refer to the “Tax 
Information” section after the “Ordering Procedures” section of this book.)
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Rules of Conduct USA IMPORTANT NOTICE!
Following are the answers to some of the most commonly asked questions by new Distributors regarding 
Herbalife’s Rules of Conduct. Please carefully review the “Rules of Conduct" section in this book, which 
will provide you with the full details. These Rules of Conduct have been established for your protection. 
They represent the code of ethics by which all Herbalife Independent Distributors must operate.


We encourage you to read and understand them, so you are fully aware not only of your own obligations, 
but also of your rights as an Herbalife Distributor. We believe Herbalife® products and Sales & Marketing 
Plan are the best in the industry. We also believe in our Distributors and in supporting them by working 
together to uphold the highest possible ethical standards. We are committed to maintaining the integrity of 
Herbalife, its Sales & Marketing Plan and its global distribution network of Distributors.


What are the age requirements for becoming a Distributor?
An Applicant must be at least 18 years of age to become an Herbalife Independent Distributor and to 
conduct business in the United States. However, a minor who is above the age of 14 may submit an 
Application for a Minor Distributorship, under certain conditions. (Please refer to Chapter 2 in the “Rules 
of Conduct” section for full details.)


May my spouse or Life Partner and I have separate Distributorships?
Married couples and Life Partners may have only one Distributorship. Married couples and Life Partners 
wishing to become Distributors together must complete and sign a single Distributorship Application, 
thereby having only one Sponsor. It Is very important for new Distributors to note that an individual may 
have only one Herbalife Distributorship and should never sign more than one Distributorship Application. 
(Please refer to Chapter 2 in the “Rules of Conduct" section of this book for full details.)


May I submit my Distributorship Appiication in the name of a Corporation or Partnership?
The long-term success of Herbalife’s Sales & Marketing Plan has been based on the entrepreneurial spirit 
of individuals. In order to help protect the integrity of the Sales & Marketing Plan, Herbalife only accepts 
Distributorship Applications in the name of individuals. (Please refer to Chapter 2 in the “Rules of 
Conduct” section of this book for full details.)


What is the relationship with my Sponsor?
The relationship between a Distributor and their Sponsor is the foundation of Herbalife’s Sales & 
Marketing Plan. Many Sponsors spend a significant amount of time locating new Distributors, training and 
working with them over a period of time. (Please refer to Chapter 5 in the “Rules of Conduct” section of 
this book for details regarding the responsibilities of a Sponsor.)


May I sell Herbalife products anywhere in the world?
As an Herbalife Distributor, you may sponsor Distributors, train and build your downline business in any of 
the countries where Herbalife is officially open. Please note. Distributors may only sell products approved 
for a specific country within that country. They may not bring products from one Herbalife country to 
another, unless approved for sale. Permissible Herbalife business activities vary in each country, 
depending on local laws. Please contact for detailed information on a specific country’s rules. Officially 
opening a country is an involved and complicated process. All countries have rules and regulations 
regarding the manufacture, labeling and sale of products and other regulations with which we must 
comply. Therefore, we cannot allow the sale of our products in a country in which we are not yet officially 
open. Additionally, country openings will be delayed if government officials find that our products are
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being improperly imported into that country. For these reasons, we consider violations of our export policy 
to be extremely serious. Such violations could result in the immediate termination of a Distributorship. 
(Please refer to Chapter 3 of the “Rules of Conduct” section of this book for complete information.)


What is Herbalife’s Customer Refund Policy?
Herbalife® products have a 30-day money-back guarantee for the retail customer, from the time the 
product is received. Distributors must respond quickly and courteously when the retail customer requests 
this guarantee be honored. The Distributor may offer the retail customer a choice of a full refund of the 
purchase price or full credit for exchange of other Herbalife products, and the Distributor must honor the 
retail customer’s choice. (Please refer to page 28 of the “Sales & Marketing Plan” section and Chapter 4 
in the “Rules of Conduct” section of this book for full details on these procedures, policies and rules.)


Does Herbalife have specific policies and rules regarding advertising and promotion?
The integrity of Herbalife’s Sales & Marketing Plan and legalities make it necessary for us to enforce 
important rules and policies regarding advertising and promotion. We are confident that you will find these 
rules and policies protect you and your business as much as they protect Herbalife.


Distributors may produce their own ads or flyers, provided they follow all of Herbalife’s rules for 
advertising. It is the Distributor’s responsibility to ensure they are complying with these rules. If you have 
any questions regarding our advertising guidelines, please contact Herbalife. (Additionally, please refer to 
Chapter 4 through 7 in the “Rules of Conduct” section for full details.)


Herbalife Worldwide Offices
Listed on this page are the addresses, phone numbers and hours of operation for Herbalife’s Worldwide 
Corporate Headquarters, Operations Home Office and U.S. Distribution and Sales Centers. Herbalife 
Independent Distributors may order products or literature to be shipped from any of our Worldwide 
Distribution Centers. However, no material can be shipped across international boundaries. Please 
contact your local Sales Order Department to place an international order.


For information regarding Herbalife’s Distribution Centers throughout the world, please refer to the listing 
on MyHerbalife.com, or contact the Herbalife toll-free at 866-866-4744.


If you have any questions or require assistance placing an order, please call Herbalife’s Sales Order 
Department or the Distribution Center nearest you.


Herbalife International of America, Inc.
Worldwide Corporate Headquarters 
800 West Olympic Boulevard, Suite 406 
Los Angeles, CA 90015, USA 
Main Number: 310-410-9600 
Monday-Friday: 8:30 a.m.-5:30 p.m. (PT)
Closed Saturday and Sunday
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Herbalife International of America, Inc.
Operations Home Office
950 West 190th Street
Torrance, CA 90502
Main Number: 310-410-9600
Monday-Friday: 8:30 a.m.-5:30 p.m. (PT)
Closed Saturday and Sunday


Sales Order Department
Monday-Friday: 9:00 a.m.-6:00 p.m. (PT)
Saturday: 6:00 a.m.-2:00 p.m. (PT)
EOM: 9:00 a.m.-12:00 a.m. (PT)
Holidays: 9:00 a.m.-2:00 p.m. (PT) or Closed 
Closed Sunday
Sales Order Department: 866-866-4744 (All orders)


Herbalife
Monday-Friday: 9:00 a.m.-6:00 p.m. (PT)
EOM: 9:00 a.m.-6:00 p.m. (PT)
Closed Holidays, Saturday and Sunday 
Herbalife: 866-866-4744 
Herbalife Fax: 310-258-7019


TTY Assistance
TTY Users: 800-503-6180 
Monday-Friday: 9:00 a.m.-6:00 p.m. (PT) 
Closed Saturday and Sunday


Los Angeles Distribution Center (LADC)
18431 S. Wilmington Avenue 
Carson, CA 90746
Monday-Friday: 9:00 a.m.-7:00 p.m. (PT) 
Saturday: 9:00 a.m.-5:00 p.m. (PT)
Closed Sunday
Main Number: 310-952-0100
Main Fax: 310-952-0111


Memphis Distribution Center
5025 Crumpler Road 
Memphis, TN 38141
Monday-Friday: 8:00 a.m.-7:00 p.m. (CT) 
Closed Saturday and Sunday 
Main Number: 901-795-5056 
Main Fax: 901-547-2105
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Dallas Sales Center
8105 North Beltline Road, Suite 120 
Irving, TX 75063
Monday-Friday: 10;00 a.m.-7:00 p.m. (CT)
Saturday: 10:00 a.m.-3:00 p.m. (CT)
Closed Sunday
Main Number: 214-441-3333
Main Fax: 214-441-3338


Phoenix Sales Center
1606 E. University Dr., Suite 109 
Phoenix, AZ 85034
Monday-Friday: 10:00 a.m.-7:00 p.m. (PT)
Saturday: 10:00 a.m.-3:00 p.m. (PT)
Closed Sunday
Main Number: 602-358-2066
Main Fax: 602-384-2180


Chicago Quick Response Center
200 Howard Avenue, Suite 232 
Des Plaines, IL 60018-5910
Monday, Wednesday and Friday: 10:00 a.m.-6:00 p.m. (CT) 
Tuesday and Thursday: 12:00 p.m.-8:00 p.m. (CT)
Saturday: 10:00 a.m.-3:00 p.m. (CT)
Closed Sunday
Main Number: 847-298-9533
Main Fax: 847-298-9710


Bronx Quick Response Center
2359 Hollers Avenue 
Bronx, NY 10475
Monday, Wednesday and Friday: 10:00 a.m.-6:00 p.m. (ET) 
Tuesday and Thursday: 12:00 p.m.-8:00 p.m. (ET)
Saturday: 10:00 a.m.-3:00 p.m. (ET)
Closed Sunday
Main Number: 718-708-7020
Main Fax: 718-708-7023


Tracy Quick Response Center
470 West Larch Road, Suite 10 
Tracy, CA 95304
Monday and Wednesday: 12:00 p.m.-8:00 p.m. (PT) 
Tuesday, Thursday and Friday: 10:00 a.m.-6:00 p.m. (PT) 
Saturday: 10:00 a.m.-3:00 p.m. (PT)
Closed Sunday
Main Number: 209-832-4110
Main Fax: 209-833-3650
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Houston Quick Response Center
4702 N. Sam Houston Pkwy. W., Suite 130 
Houston, TX 77086
Monday, Wednesday and Friday: 10:00 a.m.-6:00 p.m. (CT) 
Tuesday and Thursday: 12:00 p.m.-8:00 p.m. (CT)
Saturday: 10:00 a.m.-3:00 p.m. (CT)
Closed Sunday
Main Number: 281-895-8193


Riverside Quick Response Center
7560 Jurupa Avenue 
Riverside, CA 92504
Monday and Wednesday: 12:00 p.m.-8:00 p.m. (PT) 
Tuesday, Thursday and Friday: 10:00 a.m.-6:00 p.m. (PT) 
Saturday: 10:00 a.m.-3:00 p.m. (PT)
Closed Sunday
Main Number: 951-689-4444


Brooklyn Quick Response Center
919 Flushing Avenue 
Brooklyn, NY 11206
Monday, Wednesday and Friday: 10:00 a.m.-6:00 p.m. (ET) 
Tuesday, Thursday: 12:00 p.m.-8:00 p.m. (ET)
Saturday: 10:00 a.m.-3:00 p.m. (ET)
Closed Sunday
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SAMPLE FORMS


Introduction
The following pages contain samples of forms which you may be required to use to communicate with 
Herbalife as you conduct your business. They are included to help you become familiar with them and to 
assist you in completing them. Please review them and become familiar with their use.


Downloadable and printable forms are also available online at MyHerbalife.com by clicking “Documents” in 
the “My Office” area on the home page. Then select “USA” from the drop-down menu.


Table of Contents
Introduction
Herbalife Membership Application and Agreement
Wholesale Product Order Form
Promote! & Literature Order Form
TAB Team Production Bonus Acknowledgment Form
Automatic Payment Service (APS) Authorization Agreement & Application
Change of Address Form
Request for Refund Form
Earnings Certification Form, Royalty Override/Production Bonus and 10 Retail Customers/70% Rule Documentation 
Repurchase of Inventory


Inventory Repurchase Request Form 
Product I Wish to Return 
Literature/Promotional Items I Wish to Return 


Nutrition Club Operator's Advisory
Hygiene and Sanitary Practices Advisory for Nutrition Club Operator 
U.S. and Puerto Rico Nutrition Club Registration Form 
Weight Loss Challenge Participation Agreement
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TOP


Congratulations on your 
decision to join Herbalife!


HERBALIFE
fMU I Ml I lUN


Whether your god ir) becomng an lndepender>t HertMlie Men«er is obtar a whotesale pnce on our proobcrs kir 
personal use. or lo bUkJ an Herhatto business we are dei^tted ro welcon« you to Hercaffe.


We beleveoirscience-ftesed products are the best andiheHercalfebusress opportunity «irrMlBd in the drecf- 
saikig nouatry. We are espec>al> proud to ofler wnat we CMfeeve to be trv' Gold StamlanJ in consume^ protection tor 
al our new Members. Even it ya/ locus today b soIb^- that oI a wholesale cu-nomer please take me tme lo rew«w 
the QoW Standard Quaranteec. They provtie vabeble inlormaiion that w4 ers ire yrxii Heitme Membersnip 
experience >s a posstve one<


I There are no mrwnum purchases le^xred arKi 
* slarl-up oi»tb are kjw.


k liiereisa'ulvfelurdalik: yiMlav "^jum-bacn 
f guarantee lor the rxB’ ot the ttert>afcle Vember 


Pack It Memhersnr 'S r^refcvj iry any reason.


Tr«re IS 3 1Q0S reluno juararteo on product 
k plus dtfipng rjosti; loi thn return nr «l pmdurds 
f purcriased »r. the pnor '2 nxjntfis if Membership 


K r.arx:eled kn any reason.


I Theie IS no requvemeni ic purchase any sales 
I and bur.tf>es£ loote to ?tan upor <iucceed m your 
^ Htfbaltfe Memtershs)


Registration Card


. W? rJearty d&fre the oenetl o' eacn product 
I <«nila(ax<-^vtait; metliudui >rei Jy un the 


produci iacel - we «ant to rnake atooluiely su'lr 
iTiat the ngri prooucls are iak<>n the ngni way 
If arniove fAjKt«r. results Wn prrivxlR rfwOstjc 
expectations ol the busmess opiTonunrty and the 
eiior 'e>tureO lo ouccue’j v illi ^


. VNki provide dear, accurate and 'lme^
^ dsdcsurps to prospecUVt Mernbers


poitriial nrome


IDNo^ ID No


a.K5?R{Vip HERBALIFE 
'^^NUTRITION - -
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Gt^lOTANDATOj^AnANTEEB'


H«rb«bl« Uk«« prid* In Ui* policial *• hmi In place to protacl ail ol our Mambari. Plaata 
ra«iM> ma Cold Standard Cuarantaai and ehaeh aaetl boa to aclinewladga that you ha»a 
read and undarilaod aacti itam,


OLMI'ICATOS VUWBEfi


/^HERBALIFE
\f/NUTRITION


O Tnara ara no miiUi
Ug*# •■►aiii


BJCNTtsiCATCS K-UWBEB


■* raqutrad and itar^up ceali ara low.


Tha .'.rti lafparaii purnaic tn Baecrro AO H*rral*a W»*rr-*r pr anyy ir tha Maft-ilt*
r««n>*«»a iam« UraHa.c'lU Wa-Mf 'Hr! ,v al rt, tha Want** f*a<N. «.n prodtaa fiarruwaa ara ■•vyoan P) crxiCai
UK»ina;»oa«tjM4 I uraervanfl rrr, tM^JsaayxxJ-! ni’e'i'aad rrr< ff»nna«) .-r amoirti l.im lean, ra^atin ir»ratftsrlaamoianwsma.


>»□' «i»iaJ otM la oarrtuoo 'ho rt>a>»aga


Q rharo la a lulty ratunoaola, 9(^dav monay-baek puarantaa (or tha coal of lha Marbalila Mambar PaGi, ■' Mambaratup ia eanealad 
(or any raaaen. I I I I I I I 'H I'M 11111111111111111111111111


(.I/- Mcrcat3'.!»


>»□ I wi rtada'id 'x^.H'idocs'tai maiMpa


I I [ I I I I I I -I I I'lM I I I I I I I I I I I I M I I I I M TT
Rc»«<Pal«ddra«|Pft Stmin lolajaSiBl


O rharo is a II ] guarantaa on product, plus shipping coal lot Ih* lalum of all prnduela purehavid in lha prior I? monlhs 
■ I Mambarship la eanealad lor any raaaon.


II m, Mymearetapd saneaiaslsr iiriitacnr.. Ima, lata-nCs rrdceirc:an, ixiusca jhbtssoltsla product: or ajssma'arala I oarr:ftri{ap 
■a**- 'halm 12 >t>ofcna*0'alulfST,«jc(l-#pijn.riataer»rt. S*rr*t k,*>a iM o»aeiora k- -ha S*ntsh "ornai' s*«ionol3oo» i tinw 
Ma-Lor jrird «t UytlKlDtiiiD.


I TTi rrrn 11111 I I I I I I n n~i i^i^i I I


I'lir* ram anti L«jafjtac«ttwT*rcaivi


nirirrri^ i i i i i n
Crj«y Cca <n« Cox Cq nm
W-tl a'fM aalMTSd latypiago hr :«ta *. tonpr aicise-1 anin n«


I I ( I Ml MM I I I
4sii.‘c« Crsnrg PwtaVPi-:o» U»«(hn 


> F'^an . Spmn''^


TT
TT


nt lo purchaaa any aslaa and businai


y I I I I I I I I I I I I I I I I I II I I I I I I I I I I I I I I TT


KanTWr»ctuf«j|otwira»!»«», ouaawcaaxli vrt ea- in^ r* fat mutcnal liarw ja oeh w.-arttaMr iruv-t «t Ian
>0 ft.-i-.-il c«t. I laoara-.iryi wa'.l me* 9uc:aes(i*y co*-t»rt» lie ’Ptriw-ro rnu Bacrrso ICV ttmeiri •y.aixtia yi 


Misrjr Moa,-: -(my oualScatoon;'!-ew auraTna.-',cr n-,'lt wd .-•('btadoro', aanw-r-.lniai P-ak»C*':.n a-rura .mtHnapinirg « 
xictarc^A i^mrmtad.Pner ID t<iar<r«jaH .tumn Cirti inrtjflnQ vry Cl.sovrm'tpa'saclst as Imur'oo iMampat »• dIMsi '•3 cu,-. 
•mi -,o(Tu-|fi» -.nr rc»t.purr/cUy''.«w HutriBon O a; rninavi oni Itrte m


r.^.WMes< n ie;*ci:*l tar md mis-II I I I I I I I
Oax (1 bm laotO'■ >crM eua


Ml I I I I TTM I I irm-l I H I TT


'h •-*-HatfLl'.fi..a
rn I rnirrrrr TT'MTW"Pi"iTrTil^r rr


>x>n I ha.c 'awl arid uta3ut:»>03 Itn mosauu-.


a*aty«0C’ttnte->a


O W* claarty dilina tha banatit of aach product and approprtata mathed o) usa diraetly on tha produol tabal • «a want to maka 
absolulaly sura that tha ngm products ara taken tha right may lo achiava raalislie rasulta. Wa promda roabsUo eipaetaUotis Qt lha 
business opportunity and lha alfon raquirad to sueeaad at aO lavila.


v.octoa lf sdPOT^echc'tcicbSipwhrCts'Cbcertp'ste -«:i:dp* .«4'>c;tt>onm.inroowi:l;Ml>wo «a'U3tnok«nbaelu»l/Kre 
'hoilh*njr:oros>un»ar* liSon't* tv‘'"*r J"3 lh« (.Ismpcr: not Pd ttnoc wiermation to US about tin tntfrcts »ff«rcu»ttm*rs,. 
>'*•». *« orp'ioo IKtU-atO hlsnrousn UOM t'd tRa-.sjIretuCs Jut I'citlK* tJcmcor? tart *Ch CvtO IC 3»J It ITWy (« tha-ot s-.n
IhOM OeaigrUiftduCKIte l‘OII*rtut« ttronose eecprliastv. *-% ctaanc imokoabpulMSrbPLIa' product: ■tr-UsttfiroMctcilS; buvws:


H rt Pn C. 
w etW.


n atm feed arsl Ctug Hdoiratvonon
0y|l«tt<i4l«.lmbrn:'.tnbl«an>artr.en rdrtMirficor Crntm: tbrm UX 


i»nrt (Mrpynal cpetencei O^ect IhCrSO stated rt malO-Qtl puAshnl c, l*<!tt«K«; a r>0 [• 
IA. crony tfet-ryubS',-^cy nhp' retptcchxxirro-tsplla'ctsduca,


I I I I I I rm
bwrt 1 Mmatr I) >(c-nr


I I I I I I I I I I
Vf asisT > ‘•thdfe |j kjrr>T


>»□ ■ m.e rsao uhd ',»d«tctoes tris rr.ossssgt


O Wa ptoiida eloaf, aeeurala, and limtiy dissloauraa to prospaclna Mambers ragardinq polanliai Incutna.


t\up** )ut, Ma>W>« Or irorr, raewns. Mwiy tantit n-nt K u-tro>a HartJia* irwd.tls 4t u^.«». Olnarv nud b oda a
lwsra5S0i'4wau,itvllrTTrto PolJanHafUaSiatjuorwsi liaxhirsUnU ihalit talas hunt Mrrt'ariu il su-*sk*lul
I icitareund f,j irw hiuimiam u' Ararat Ot-«t Curtu>ansu'juri uui l:lu«rs is ayubL-b on unj o L'u orlr uui> uttau
rlotitsttrjn jphji ltd »'4tieiJnr*iJlsirwlHarcJiaMamt>er* hart aUitfvaU Icor^rnlu- nut rahb^ an am :t-sr nlonrn;*.'-


id tUuihtrn ay ui rtartijte Uan'lv t-baia rv>r» Hai*.all;s >iukr> ij Ijgtsjuvl you' Msmlar* vt.il


>3^ Q |iv»r».n»utvi.«w.;t,yeai'<ncurruwr


I haraby acknowledge that I u 
Aeelt4/il» C-v-i-ht ________


WrtUnd irva ISarUtkla CoU Standard Cuo'antai


t. Baoottilng a Mambar. I (w-«t> nr't, ts h! a V»fTioa< £J -nnatta an ma t*rtn-. tnfl c;nO:r*o Ifttm erttr. ana n t-« M-yranth* 
(as setrKd MlTw, I wl esurtrs » Wamenr erl, arien 7<s Accbcatsn it iTEtctod rr t'e'aoft'e -n cs >u> and aCiobt dscretnn ntremg rri 
Uan.ttrrv i nl: 4s -aMtUt i' rturna IJIba ii .ds -* C,dlonia> U-iti the* I jtn <pan<rd a inolad t«na.-abkr brnia II buy atsi
•tldcr.y: trrcydlHalwf.i'finWaCU.


2. Prtor Mambarship or Psrtieipauon: I arinoaWdaa twl t'a <n4«rs ct Canouc! irryd* a on«-ynir pwo’. -H Td’ao.ty Miwvvj t) n-ru-c.Trni*r!t 
o( I** Anruil Samcat ^aa x ol lacid'Sibcn &> any p-nr Um.MryriD yi OcbCuO-src: ana I rypratarr and wsr-arc n -sreatta toil tuV, ur* riaspKss-J.


Jtbwrduonat-uttttirtmBOcroter'Ci.V'MC-OiS'e Vnmocr:niporOdT««i3tir>c Idlcc-ptruthe OdTwrgadsrmjir.n
«tiirnlrapr*ta-'nnd»aifani atma 


Ua—rarjtsptf) _
/UkAdilun Dale _ .»*b»l avf. 1* n terrruti jn arO-lhcl (AsrPufor o _


CONFIDENTIAL
I *',-3 .wu*»-ra* .f . !r«».=a aH


HLF_000644







X Mamtar Pseli;ln»f* tWLh«C«l wv?r«n«>«t 4 *«w pr^nMl^uneMnad A'i«r > «o*«'tfi U«rR:« Pk<i Or
Mrii Hwcilis U»rnec- 7b» ort/ >«g>«a nRr«t« '9 svcaciM *n i>«r»il.i O' t' *r« r«t>tsiS9 • tm U»
i.tai*.^o^Ko«oiiTj»d«K:li-n ■u-stn-Jnf.ifnawrfi>i;wU* U-r^wtiConiUvrccltxrgir* Mwt»4«» itw
Sliaitiont w A.«»agD j^»»Ca-E«r«»-jot..'acoy ••rt>i*-'a<&:mcer«c'» Saenwna t'O Seek •« iwfien nckiW SiUj Vl>b'>stng FVi va 
IN* ol <;=ftiuei f ^iss") .« ■«* to B« P«*T| 3ui>»mpnl cn F>i*rotf ji— r\ t>* W«nr<^ B* CnmorCT *t*rr ;ri Orti vti
Buri>»-toc*3 virt eTK*i aaewT»«r»r!. I •«<»* «r» r»WT^ ts «a*>csv«v *» i-» ■V««rutt on-: t>» Bui *•/*'•»*•••■ ncirt»wJt«Ofi«M- «<M faasther 
•4^ tfn -SeeicaSCTV oeinrti/<» W triSf* 'AyitiTnwt* f-otwHoiOttn jrtj Mit" M«-"i
ritjf l»r»»J^livnUi«r t> l">* if •• b; «* •■J OitNtwi. unwlr.* ut«»*t'Akaijn ♦•«J rn./0#ctn»*rJ n ;»*t
tami er- thUSIMia.^m-


*. T»m. Ar»N>msr9««Jr- B-v*Ti».».4»*^tt>w5.ftrr«r»-! reirtroiBiArruJ £«««♦* »'«»(ii,'cnN»N*i« ir»rmtwN'* »9tr im»s
tiT« r t» oocruv*'. I rrerr euutcrnrvaw >J«>r«enr« cy "ca/bg r«rtiafc* #v«-aq Boll xafi « oo »o. *««dl«i nw, taixtf-.t vmewt rny 
«#»W,-prc J»WiT»«nilwc*TOBCMiw*aa«jni7iySrt»i^*.twMww«iVrt'*»;iitej BwA^vfl'nH<o'il’iitoo9.


*01 Iteradk) w l' <n ‘jO lUit .1 *;-.ei.-t« a 91 m> £
I. 3*M<*ction Quar*nt*»: H I nm rcr ccrT<Xi>t> «*O'A»0 *<m **> -'■vralb'' r*rk%**r .n ^ bit*** l*t m, p** eamsTCV-n nBtBvr


O'-rwnaB ►*£»»»» M«ms*r; I ir«r, ttl:jf'p * B T» *Ow. W 33,J 9“ fx#xrm* B «"r.i«g» Sjt w*r aj
pri*W4 3 riUiB^.k* 'SuMutor


:. H«tiiniilorlr<v*nto'v:r-c»Mrg!N- tanatlistifiit-y :-o nr Mcrm«»Nti I ir />rj
If IN* tT<’» • iJo« nr«Tu-*i1 tn«1 -<*vtw** rrvj,rB« 3r«*bf: tr.v*mrt mti9T»*.l irrt *T«;hl 8>»tf»*r«i“rNr.Hwt«*** £» bon£9( tnr'-oP
anoBnr Wmic*'irw *t crovBoqng* ^ii*« ~lr-<^sr, HtOurtMt*.


<*r nonconwa 9' o*tt i’ r*tj Cy Hmufhr n ifoTW J.-OTUb*!. -.orrMni.


I *• noB-Tinv oof**"-! •'O f>:U r\4m-bn f'o- ir», w« .cIcb. otm»-o priwcuSoB tr ibiB it «rn .ra
:4t> to ;r JBBr»j Irwri fire eraocn <tf (« oi C>« «c«js*»l e» m, -^rtsiM Bm f*«v rr^ rtr


vri^niMBiU uCv*M>L«aur U B« tu votvr p«7i rarTTribr 
«*•(*•«: 'tirttit* iha< rot Cc l««» Ir m* tf »rv > {.oe'oa a-aerwi U m* » «irtc3, Ol


Of -«» »a ■ny*»»ut'W rv vr, of** V'omfiB'.


'. BkxUng Ttmii: Tb* Ay*»^mnfa »*iil n>ob«bo*4«b •*« ri^ » ;1B* fwt»*^ u


ARBITMTION AGREEMENT FOR DISPtJTES BETWEEN MEMBERS AND HERBALIFE
rfnr»Aratw«Biy-m«l«nprr«'9rt:tNV«TT*'re*rP*;ii»»«»a»«r'*'a N^tai** »«••/- rrnF:wjBP««iq=rai-» *«o «-tn*.Hi»f>«t
t>up.-'' t'4i Hr-tiairg ra Uertr ■ on g eecJ: lid unro v. rvk« <«mt>g «no vemet «c* t;rc« b bsm tm ogcuz «n: eiaAtt/ eg titOn; 
rtaidom r J-.tr • aW.hrmJtii -,*m4lJiM,>ut.!T.tatnimniTvnnmAv»- )UnU nc«x. k.%(rotui ^ «iwuM :WCo nuuOB g
gii:*n gn ;l»gt> rn  ̂krfto iBow,- Co nt-grt ro t Wri It k«t wss N ;i»OB.fcre»n ‘Biaorgr' -afN .■ano**i #n t*W M 0 f^fi r» »m, \,


Kswi'TAia pua a;uLlUKKuu nmsaruiwF wnittAHAM-lKaT e. ptgimHX'pa


to
f*.*<?*»el


*»»*» th» Mitgrab eoBSirw »> t^ H P*c« ofW irese ir»n vatiou on
a tzou'. ?w pnt<ytuJ rk'O trintltt v«l 'i>n .Mtoio^ to V«r.o«


t, D4lg«nt Inquryt R I nsB 'o cc«e>M trvw>yi 
I «gr«« ao IB «;i*rcul port o' (**1 conaotntf'


xm. MtreaWo «B03U;^'» lV«f J erto* f*vi 
vrvtvvf'' niMBou mlMog.


J. Camponutien I Mighl »•««>«• or IneeiTt* that I Might Eom Thr SfiterNm rtB-skr' J *> tr* l.l*r!N« »?<k u*l Ortitiib (r
yr>r4»f ft*« lomt a ifn ert, -»ut-aro»5 ON»ong»oeB ei fa m»R« ( »•« talh I ro-op, itB<»icfit nw-’orj *ro «»tt that I 4- net mr"5 >**" •'« 
'Jttll*tr>3(i»t, 4jUB.^.< o'i«<*Tr.faBO>'orJrhx'TulBn>r«v*>«nuiurv4a(MUl'Mh.4n:«rf>«.bt>trt.;h’*.-N9v«.


3. Prometo lha Sals ol PtoOucU: fl I ohpeta Q enga(^ -n 0*0 rkibnt^ OUBCU. I ** pro-sfo ro goto O' Meraattf* CrOObrlN to o:


4. Prodwei andOthar Pi>rttM«a«: I am ft;i (oounu lo vniuiB cr iPatiUr) an fivnac/y lo maxiwo :> e» a-p -9it>altf Vk«>t«'.
Imayrvirr»-'’tfti»* orra^OBmaf*, too*BaMo«*4r*iCOfFT««8aB.<nrw'««J to'■-••nl*»-«|Or.-ir.« to-aiotim,c*B rcn»j^Han 
»/id wr<u4ilfn«oertn»m'»rt'in4»-»-* m, c«:t3~*c,l‘«n »Bo ret i»q>«1 ic puTf.v*»:W.a«3 or ofttfvo fhwWJ*: B 


b Btaidt'^ a SalMOrganUatlontlamiww* foil WliBiiiriv i.cnT-.a'Salw'ui tttm KUrtand Mra-'t K4 •Mb'utBg Mrr*««r9. RI UaMa M 
'kitMfc taemtico ai cr JUT ti lvkl£iO'T’a>4afi a>10M4Bui*lt.-aa'unouun my laanr  ̂tbiBj ataou wi i^uMt vAjt la inr


lio «7aii'*BW>lxli*4-.*;*^gfeO.'U.I<reutaialp*i ll aSpataOjihct ol3i*|-e itdrcj BiJ. B*«l M rl*'. rtao Ua» i« *t» Mat W ¥> tic'.P" tsap. »
VentMmi^iwHr-tSBJB NM sd3T.<p'IM tr  ̂tkAift L « feltl BV Ula afbn 01 Ul'U uOj B .O0-. M "4 It r«aet 5 Uh liar
t3BHB>* aTa»t(f »?«rf-e3gjinn«nakiewU*fTTif»i3eKrr*»diihtt-««:ei«ie» « sartutkfimBi'>r*rt.ai tirMt.-rossrm^gf'J'ATTglib 


.11 Ss£3 X
• ita t;ieeirctB'«»cnR:«ttroMBO>'er::ar<«erBnr:.t<«i acntcoiB VusniciEKBo *»;Ab bo neretr iTneners! A mc-Li i-ottwra 


b»fa.-r» Ihf. 1/t4n;.Mi<4 ImtM b
• • ifen»Px*6<*p«n'.‘»itlSt*“L''n»4'>»i» «tft-iNit«<•»*“ “ aiO^!>*t A Ujfk^gOlr o»>«fr.


• U>iT»ettma«ldbMd:'>kanr OBiRt tKart*Urtta j d r»>4 U«cN<


• rtifmMtrBM f r-irtrattn BphJdir* dimirr nrtMitvf andUmn" aNtr* MMvcrm.ltn Otter Rxn iM>Tr.»'iBm n 
I-Y'.n*' fcod er "Ulrfe 'Msh.


• dgfraSu'«r4b<tBim>a««CbruaLl'a4fTUi:'gm;0amimail(


• ■ .t»ficff.narr>-oe|»aU8ir?rnrnOfl«an»»'tSi«a(i nvrtfce U»-WBiM jiB*-r* «* tr*!r;g«on»i iM
■ ittuaBjr.'iujanuUlJ' illi'ta n J Jtn.1» nAtJrttbtiiSk’inrfaaa <4 Usrtif rdtaoWit arUinet^t


Wi'lk-ruLtr»4s0r't»t>r« ■Btrtr-md :-iJ rrfttrrjDiNBUiIinWer. «a:jBef •rr=i;«a-0/, r«


1. Oanugaa: •'•t'tya Moirxi*'*<vl uoirvitaM’trvlhr .tfhr'tvong roncraoi. coneri'g^T.tBf Ck^ttaa. Wrxrtttai rtomagoa ir^vneno o! MNirva 
-r*»<;ttmi»M»»>To--OB3a.r. U4! n gn, cwbatlr'rra^w* Jw,- anrtnjranB-w ol af»f»*ifapor*.r*fy .-d«jthOafr.»j*r e •rttrt'iD, 
onr/ lo iT4 «J Biftra tuai ia-*o«« ma, ba *tb\ao wtgar iccfiocta ti*


i-osr •' «i icfc ana uoot.fa oacttocn.
' at ca>- ttrira »ei r*


«f t> njBr*. ai tn v~» una«r ma .i.gi»*'r-»nl.


__________; 1.4^ OrprvJ-nl**, iy>.*T>a-lh ttbrat tuu.rt-3fcj fcrgil
rn'»»*t aBOfia*T ooeittoi on fho itiirwm5<« oi ine Ag**—ont nnc' {*sl pmnai n 
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IMPORTAMT, PlCASC RCAO THIS CARCruUV. OT CraTtRlNO INTO TMC AGRECMENT. TOO ARC WAMNO TOUH WQMT TO A TRIAL B» 
JURY ANOAOREEINS NOT TO PARTICIPATE IS ANY CLASS ACTIONS.


IF NERBAUFE AND I ARE UNABLE TO RESOLVE ANY DISPUTE BETWEEN US IN AN AMICABLE. INFORMAL MANNER. HERBALIFE AND I 
EACH AOREE TO RESOLVE THE DISPUTE SOLELY AND UCLUStVELT BY BINBINO ARBlTRAnON OR SMALL CLAJMS COURT INSTEAD 
OF IN COURTS OF GENERAL JURISDICTION, I UNDERSTAND THAT NERBAUFE AND I ARE WAIVtNO OUR RESPECTIVE RIGHTS TO A 
JURY TRIAL. HERQAUFE AND I ALSO AGREE THAT ARBnRATWN SHAU ONLY TAAE PLACE ON AN INDMOOAL BASIS, AND THAT 
CLASS OR REPRESENTATIVE ACTIONS SHALL NOT RE PERMITTED,


I UNDERSTAND THAT THE FULL TEHM3 AND CONOmONS OF THE AOHEEMENI TO ARBITRATE ARE SET FORTH DIRECTLY BELOW, 
AND THAT -MEMBER.’ WHEN USED IN THE ARBITRATION AGREEMENT. REFERS TO ME. I HEREBY ACKNOWLEDGE THAT I HAVE READ 
AND UNDERSTOOD THOSE TERMS AND CONDITIONS ANO AGREE TO THEM.


.(DecnHifiSD*


ImporUint Nolico Rogarding Right of CencoQntion


I, the buyer, ma/ cancel this transaction at any time orior tc midnight ol the third business day after tha date ol 
inis transaciioo.


See the "Notice of CoiKeUation'' form that follows for an e 
period provided in thi» Application and Agreement, I am «tiO protected by Herbolifo's refund policios.


lotion of this right. After the 3*day cancellation


d undaxUnB likt Harballlt


t.-.. -k
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Ul.tirVH c:ultltuin» -f^as M.>tr;<»run vb.llmla^MlWiuui
■xvin- k4nuf<-/«iatt 'In <«: iMt-id I3> Fuooniq an Uatrr{. th.1 «t r>»il >il tr ureil r p Oik'ii t)c« amio* U.-=aa> >»
Ibn v« .< L; Kliu.itKi i^mM •i«ulM>l»'>4>*i>ls*VA-< ' \ '^-ibUikA }>1k. piaji ■> u bir 4
I»rlff-^tl*wgtf. Fm Oi* UJ%«t HoMUt* H«i*w> ■b» «• Sitei >mi inniibnt.mt anrit* CKipMxibMi catimd hm Da Cmpnir
in »U •*• [VSD1 i.TTl Ihm muiU mt Man apaat* iitoirTM m Da tpetabm m pranabon at ttau Siutnui.


FEDERAL AND STATE UW:
]I9U greater protectign than the law requires.


6i^ conqtiatn It reu intMid ta ean  ̂thb


£rt=#SF;?»N«sni»»


Regutatiofts retire thal we prim the loDowing Notice el Can 
<1 the law requires.


n. The Horbalile Rolund Policy previdet


You may CANCa this iraiuaction, without any Penalty or Obligation, within THREE BUSINESS DAYS hom the above date.


II you cancel, any property traded in, any paymenti cnadeby you under the contract or tale, and any negotiable inttrument eiecuted 
by you wiO be returned wtfhei TEN BUSINESS DAYS loDowng roceipt by the teOer of your cancellation notice, and any security 
interett arising out of the tn’nsacuen wiD be cameled


muuiMMafMituaaeiowOfSiiii trpcuMxr'JiatU (Uanm eOn'ii^aaea nun <<«>ra:u in «s e tJit*'n>y 
e<a(U> asntlcae** towlniwe;**. praWrl Vaenj M.nm ikyVoit and trwMI ani * •al.anB 4rn'<ev IWaevsuja


a *«’e«<rb nnanart d'Je inswma ( •«. ihe «wp«iati UfTTC*' <4 Ikrv npun •nail *i< t* anw^rd «i j.«4''r*«u
Fnr -«CM.Ui(>i».U.nuki.iSvbwi--».eOlilbil.a> tod*-r I) •••■ uur.*eiAa. I •<L> « . xb -w laJivt..«Jw tI. *4*


«rttuxaecta.tavv'<w V*w1inlii>**i‘'r'Wl Jlrv


II you cancel you cinst'make avadable to the scUei at your residence, in substantiaDy as good condition at when received, 
any goods deliver^ to you under Ihu eontiaci or sale; oi you may. il you wish, comply vrith the itstructioRs oi the tcOer regarding 
the return shipment ol tb^goode at the seDet's aipense and risk.
II you do make the goiiNbonii^te to the taOer ^ tho seUer does not pick them up within 20 days ut the date ol your Notks ol 
Cancellation, you may retain or dispoto ef the goods eritheui any hirther obUgation. II you laM to make the goods available to the 
setter, or il you agree to retim the goods to the seOei and tail to do so. then ym remain liabie tor performance ol oO obiigatiofs under 
the contract


fc’o.^|cp,iportui,fty/ .j
«• Iff ' *-■■■* ~ I Oerw rStnoWireOi wwOi


Ecpnbrruc ppporlunily


(|c»n«S«Ua i.«ad«ra WiLh a Ooumllrt*


SinglwLwvwl Mwmbwr* (Wo Downllnw)


To cancel this transaction, noil or deliver a signed copy ol this Cancel!


Herbablo Intemationd el America. Inc.P.aSosB02t0


Lot Aimaks, CA 90080-0210


NOT UTER THAN WOHICKT OF:_____ I______ l______ (Date: 3 dayt alter data ol order)


I HEREBY CANCEL THIS TRANSACnON:


:o or any other written notice, or send a telegram le:


I I I II I I


•e-«"n»o .TTi-on-H* «
;nv(3 ntmi-:! .ir«m *at m ar>’vJ>.k^Mr« t»iVv<- kvVMW'i l>l • rt'i. w(-i*


'■-•c s.
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I HERBALIFE WHOLESALE PRODUCT ORDER FORM
UNITED STATES AND PUERTO RICO


Herballfe International of America, Inc. (866) 866-4744 - Sales Order Department - Toll-Free
950 West igo'” Street, Torrance, CA 90502-1001 (800) 503-6180 - Sales Order Department TTY Users
P.O. Box 80210, Los Angeles, CA 90080-0210


Ave. Jose (Tony) Santana, Building #18 C-8 
Carolina, P.R. 00979
Monday - Friday; 11:00a.m.-7:00p.m. (PT) Saturday: 9:00a.m.-2:00p.m. (PT) Sunday: Closed


Order Date: _ 
Order Month: _ 


Order Number:


Purchased By 1


Name:


Herbalife ID Number:


Fully Qualified Supervisor


Name:


Herbalife ID Number:


Month & Year of Qualification:


Qualifying Supervisor - Temporary 50%


Name:


Herbalife ID Number: TT


Ship To


Name: _ 
Address:


Telephone:. 
Email Address;


Fax:


Payment Method Note: APS not available for Puerto Rico residents
Q Credit Card Q Personal Check* Q APS No O


Q Cashier’s Check Q Wire Transfer Other:____


Credit Card Type:Expiration Date:.


Credit Card Number: L


Discount % A B c
Stock No. Product Name Qty Total Volume Points Total Full Retail Total Wholesale Price


Order Shipping Via Fed Ex Home Delivery Ground Policy 6 Totals A B c


$1,000 and Up (FedEx Home Delivery ) 4.25% Shipping and Handling


Orders less than $125, $7


( ) % X B) D +
$700-$999.99 4.75% SO minimum
$400-$699.99 5.25% Walk-In and Will Call/Pick Up Only -


Pick Up and Handling of (5.25% x Total of B)


E +


$125-$399.99 5.75%


Total retail less than $125.00 $7.50 minimum charge Subtotal (Add C+D: or add C+E if applicable) F =
Other ShiDoina 1Methods 7 *Tax( %x Total of B) G


FedEx - 2 Day 7 nn minim.


Total Amount Due (Add F+G) H =


FedEx - 1 Day 11.75%-$19.00 minimum


©2016 Herbaiife Intemationai of America, inc. All rights reserved. •Arizona. Flonoa, Illinois, Pennsylvania and Washington tax may vary Rev tone
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HERBALIFE
'%I#NU 1 HI ! >


Herballfe International of America, Inc.
950 West lOO'" Street. Torrance. CA 90502-1001 
P.O. Box 80210, Los Angeles. CA 90080-0210


PROMOTE! & LITERATURE ORDER FORM
UNITED STATES AND PUERTO RICO


(866) 866-4744 - Sales Order Department - Toll-Free 
(800) 503-6180 - Sales Order Department TTY Users


Order Date: 
Order Month: 


Order Number:


Ave. Jose (Tony) Santana. Building #18 C-8 
Carolina, P.R. 00979
Monday - Friday: 11:00a.m,-7:00p.m. (PT) Saturday: 9:00a.m.-2:00p.m. (PT) Sunday: Closed


Purchased By ll
Name:


Herballfe ID Number:


Fully Qualified Supervisor


Name:


Herballfe ID Number I • • 


Month & Year of Qualification:


Qualifying Supervisor - Temporary 50%


Name:


Herballfe ID Number:


Ship To
Name:. 


Address:


Telephone:. 
Email Address:


Fax:


Payment Method Note; APS not available for Puerto Rico residents
O Credit Card O Personal Check* Q APS No Q
n Cashier's Check O Wire Transfer Q Other:____


Credit Card Type:Expiration Date:,


Credit Card Number; LIIIIIIIII 


Authorized Signature:____________________
'Checks ONLY accepted from Supervisors who have been fully qualified for 30 days or more.


Date: /


A B C


Stock No. Product Name Qty Total PROMOTE!
Volume Points


Total PROMOTE!
Retail


Total Literature


Shipping Instructions
DsTO FedEx Pnpaid ^Express (please see box below) Dpick up


Trttale a! B 1 r.
Retail Total D


•Order Shipping Via Fed Ex Home Delivery Ground Policy] 6 Shipping and Handling


Orders less than $125, $7
( ) % X B) E •f


Retail Total 50 minimum


$1,000 and Up 4.25% Walk-In and Will Call/Pick Up Only -
Pirk 1 In anH Manrllinn nf (A y Tntai nf R)


F =
$700-$999.99 4.75%


Subtotal (Add O+E: or add D+F If applicable) G$400-$699.99 5.25%


S19R - S.^qq qq •Tax ( % X Tefal of B) H =
Total retail less than $125 00 $7 50 minimum charge Total Amount Due (Add G+H) 1 +


Other Shipping Methods


FedEx - 2 Day


FedEx -1 Day


7.75%-$11.00 minimum


11.75%-$19.00 minimum


•New Single-Unit Order Shipping Policy for USA effective September 18. 2000.


©2016 Hertialife Intomalional of Amenca. Inc. AH rights reserved.
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TAB TEAM PRODUCTION BONUS 
ACKNOWLEDGMENT FORM


HERBALIFE
w NU !! L . .
Herbalife International of America, Inc.
950 West 190th Street, Torrance, CA 90502-1001 
P.O. Box 80210 Los Angeles, CA 90080-0210 
Herbalife: (866) 866-4744 
TTY User (800)503-6180 
Fax Number (310) 258-7112


Please carefully review and complete this Acknowledgment Form confirming your understanding of the eligibility rules to compete for TAB Team 
Production Bonuses and, to earn the right to other payments from Herbalife International of America, Inc.


Your Acknowledgment Form must be received and approved by Herbalife International of America, Inc., in its discretion, before any TAB Team 
Production Bonuses are earned. The TAB Team Production Bonus is only available to Fully Qualified TAB Team members who continue to comply with 
all of the terms and conditions as provided in their Distributor Agreement.
Mail or fax this form using the information above, Attention: Records Administration Department.


Personal Information (please print)


nnnnr
Herbalife ID Number


Distributor's Last Name Distributor's First Name


Spouse's Last Name Spouse's First Name


□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□ Current Mailing Address


□□□□□□□□□□□□□□□□□□□□□□□ □□City State Zip Code


Country Code / Area Code / Day Phone Area Code / Evening Phone Area Code / Fax


Acknowledgment
In order to have the opportunity to qualify to receive the TAB Team Production Bonus, and to protect the integrity and loyalty of the Herbalife business, I 
acknowledge and reconfirm that:


A. I must not make medical claims or misrepresent Herbalife's products or earnings opportunity and I must abide by all applicable tax requirements.
B. Participation in the TAB Team Production Bonus Program CProgram") is a privilege and not a right. Among other things, it rests upon the responsibility of 


leadership to train and teach the Herbalife business and philosophy.
C. I must not. directly or indirectly through any person, entity, or artifice, participate in or promote the products, services or earnings opportunity associated 


with any other multilevel marketing or direct sales company. I must not do so while I am participating in the Program. Without limiting the generality of the 
foregoing, I acknowledge that: while I am an Herbalife Distributor. I may not, directly or indirectly, solicit, promote, sponsor or recruit any Herbalife 
Distributor to join, or participate in any way with, any other multilevel marketing or direct sales company, and: that these prohibitions apply to my spouse and 
myself, acting through any company or entity which my spouse or I may controi or in which either of us have an economic interest.


D. All aspects of my relationship with Herbalife. including but not limited to those relating to the Program, are and shall remain subject to modification by 
Herbalife in its discretion from time to time, such modifications to take effect upon the publication by Herbalife or upon such other date as such publication 
shall indicate.


E. I am an independent contractor selling Herbalife products and sharing its earnings opportunities with others. Nothing in this Acknowledgment or in any other 
aspect of my relationship with Herbalife shall give rise to any of the following legal relationships between Herbaiife and myself: employee, agent, partner or 
joint venturer. Specifically, I am not an employee of Herbalife for Federal lax purposes, or for any other State or Federal tax or non-tax purpose.
F. I may not conduct business in any country in which Herbalife has not yet officially opened for business.


G. If, in connection with the conduct of my Herbalife business. I violate Herbalife rules, including those njles mentioned or refened to above, Herbalife shall 
have the right not to pay me the TAB Team Production Bonus (‘Bonus') and not to pay me any other monies for which I may be otherwise qualified, and 
that Herbalife may terminate my Herbalife Distributorship, in its sole discretion and without any further liability or obligation to me.
H. Herbalife, at its sole discretion may disqualify a Distributor from receiving the TAB Team Production Bonus.


I. A condition of receiving the TAB Team Production Bonus is accepting responsibility for the methods by which Distributors of my downline are recruited and 
the development of my downline according to applicable law and by Herbalife's rules. As a part of that responsibility. I understand that any request by my 
downline for Herbalife to repurchase products - in any Herbalife country - will result in a loss to me of any applicable Commission. Royalty Override, 
Production Bonus or TAB Team status associated with the volume that is repurchased. If I lose my TAB Team qualification as a result of these deductions. I 
must return to Herbalife any TAB Team pins earned previously by me for that team status.


J. Any dispute between Herbalife and me arising from or relating to any aspect of my relationship with Herbalife, shall be governed by constnjed in accordance 
with the domestic law of the State of California.


Acknowledge:


Distributor's Signature:. /___/
Date


For Office Use Only


Distribution; Send anginal to Herbalife. Keep a copy for your records. 
Reproduction of this page in whole or in part is illegal.


e 2016 Herbalife International of Amenca. Inc. All rights reserved. Rev. t1/16
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Automatic Payment Service (APS) 


Authorization Agreement & Application
Note: APS not available tor Puerto Rico residents.


I authorize HERBALIFE INTERNATIONAL (HERBALIFE) to begin deductions from my account with the financial 
institution named for payment of my Herbaiife product, iiterature and/or saies promotion orders (Herbalife orders).


This authorization will remain in effect until properly revoked by me in writing. I understand that my right to stop 
automatic payment of my HERBALIFE orders will be effective upon receipt of timely written notice by HERBALIFE 
and/or my designated financiai institution prior to the time my account is charged. I understand that HERBALIFE and/or 
the financial institution indicated reserve the right to end this payment plan and my participation therein upon dispatch 
of timely written notice.


APS IS AVAILABLE TO SUPERVISORS WHO HAVE BEEN QUALIFIED FOR 30 DAYS OR MORE.


NOTE; IMPORTANT INFORMATION BELOW - PLEASE COMPLETE 
ONE APS APPLICATION PER DISTRIBUTORSHIP


( )


Please print your name (as shown on financial institution records) Daytime Telephone Number


Home Address Street City State Zip Code


Email Address


Name and ID Number on HERBALIFE Distributor Application (please print)


Indicate four-digit code number (must be numerical, no letters) to be used for verification*


Signature (Primary Distributor) If Joint Account (Other Signature) Date


Please allow 15 days for processing
IMPORTANT: To avoid delay in processing, you must attach a check marked “VOID," or a savings account deposit slip (most savings 
accounts only allow a limited number of deductions per month) with your bank's routing number and your account number noted on 
the deposit slip. In addition, please verify this information with your bank especially if using a credit union account as the transit routing 
number may be different than what is on your check or deposit slip. Please fill in the spaces provided below:


Transit Routing Number (9 digits) Bank Account Number Checking*^ Saving:


)
Name of Your Bank, Savings & Loan, etc. City, State Bank Telephone#


• Please liil in the boxes provideO with a fourKlIgit Personal Idenlilicallon Number (PIN). (You decide the 
code- it may be a birth date, anniversary date, etc.) Please remember your PIN and refer to it each time you 


place an APS Phone-In Order Please keep a copy of this Agreement & Application form for your records.


RETURN THIS ENTIRE PAGE TO: HERBALIFE WORLD HOME OFFICE 
ATTN; ACCOUNTS RECEIVABLE DEPARTMENT 


P.O. BOX 80210 
LOS ANGELES, CA 90080-0210


Supervisors have Herbalife s permission to duplicate this document 
©2016 Herbalife International of America, Inc. All rtgnts reserved. Rev. 11/16
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Herbalife International of America, Inc.
950 West 190th Street 
Torrance. CA 90502-1001 
P.O. Box 80210 
Los Angeles, CA 90080-0210


CHANGE OF ADDRESS FORM


Herbalife
Phone: (866) 866-4744
Fax: (310)258-7112
TTY User: (800)503-6108


If you wish to request a change of address, the following procedure must be followed:
Complete this fomn.
Mail/Fax this fomi using the information above to the attention of HERBALIFE 
You may also submit your change of address information directly to Herbalife online at 
MvHerbalife.com (If change is within same country)


All changes will be effective immediately upon completion of thn nrnr.pssmg nf this fnrm hy Hprhalifp
Personal Information


□□□□□□□□□□□□□□□□□□□□□□□□□□□□□Last Name First Name Middle Name


□□□□□□□□□□Herbalife ID Number


□□□□□□□□□□□□□□□□□□□□□□□□□□□□□Previous Email Address


□□□□□□□□□□□□□□□□□□□□□□□□□□□□□New Email Address
Previous Address 1 r New Address J


□□□□□□□□□□□□□□□Country of Address


□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□Street Address


□□□□□□□□□□□□□□□City State Zip Code


□DD □□□ □□□□□□Country Code Area Code Day Phone


□ DD □□□□□□□Area Code Evening Phone


□ DO □□□□□□□
Area Code Fax


□□□□□□□□□□□□□aCountry of Address


□□□□□□□□□□□□□□□□□□□□□□□□□□□□Street Address


□□□□□□□□□□□□□aCity State Zip Code


□□□ DDD □□□□Country Code Area Code Day Phone


□ DD □□□□□□□Area Code Evening Phone


□ DD □□□□□□□Area Code Fax


IMPORTANT: If the new address provided above is a P.O. Box, you must fill out the Information below and provide a Residential 
Address (cannot be a P.O. Box).


New Residential Address


□□□□□□□□□□□□□□□□Country of Address


□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□□Street Address


□□□□□□□□□□□□□□□□City State Zip Code


□ □□ □□□ □□□□□□Country Code Area Code Day Phone


□ □□ □□□□□□□Area Code Evening Phone


mn □□□□□□□Area Code


Your Signature:__________________________________________________
Distributors have hlerbalife's permission to duplicate this document.


O 2016 Herbalife International of America, Inc. All hghts reserved.


Date:


Rev. 11/16
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HERBALIFE INTERNATIONAL OF AMERICA, INC. 
Toll Free: (866) 666-*744 
TTY Users: (800)503-6180


Los Angeles Distribution Center
18431 S Wilmington Ave , Carson. CA 90746


REQUEST FOR REFUND FORM


Puerto Rico Sales Center
Ave. Jose (Tony) Santana, Building #18 C-8 
Carolina. P R 00979


Memphis Distribution Center
5025 Grumpier Road. Memphis. TN 38141


Herbalife Independent Distributor


Within 30 days following the refund to your customer, this form must be completely and accurately filled out This form must be signed and returned in 
duplicate to your nearest Herbalife Distribution Center, along with a copy of the Herbalife Retail Receipt Form, and one of the following: the unused 
portion of the products, the original product labels, or the empty product containers. Note: All of the items listed above are required in order to 
process this request.


Please indicate the shipping address for your replacement product, 
u Same as Distributor's address


HerbaltfiB ID Number


Otsbibutor’s Name Name


Distributor's Address
Address


City State Zip Code City Stale Zip Code


Phone


I certity that on this date. 
below) for the sum of $ _


/ / I refunded the customer (named 
or upon their request, I issued my customer full


credit toward the purchase of other Herbalife® product(s). (Please refer to the Herbalife Satisfaction Guarantee in Book 4 for detailed requirements.)


Distributor’s Signature: Date:


Herbalife Customer


Name


Address


Phone


Please state the reasons you were dissatisfied with the products


Select one of the following: □ Refund □ Full credit toward other Herbalife products 


Customer s Signature: Date:!/_


For Herbalife Use Only


I 1 LADC I I Memphis


Within 30 days following the Distributor's refund to the customer, the Distnbution (Oenter has: 
n Received the unused portion of the products, the original product labels, or the empty product containers, 
ri Received the Herbalife Retail Receipt Form 
ij Replaced & shipped the identical products to the Distnbutor.


Returns Clerk Signature: Date: //


i) Puerto Rico


Oescrlption of Relum Pick up


30-Day Money-Back Guarantee


02016 Heitialife ntematonal of Amenca. inc. At ngNs Resened Rev 11/30/16
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fJ>HERBALIFE
Herbalife International of America, Inc.
P.O. Box 80210
Los Angeles, California 90080-0210 
Tel: (310)410-9600


EARNINGS CERTIFICATION FORM 
ROYALTY OVERRIDE/PRODUCTION BONUS and 


10 RETAIL CUSTOMERS/70% RULE DOCUMENTATION


This forni must be completed and submitted to Herbalife monthly to comply with the 10 Retail Customers and 70% Rules. Listed below are 
several methods the Form can be submitted to Herbalife. No matter which method is chosen, the form must be received bv Herbalife no 
later than the fifth of each month for the prior month's activity. (Note: Mail must be postmarked no later than the last day of the month).


METHODS TO SUBMIT THE FORM;
1. Download the form: /Loo on to) MvHerbalife.com fClick on/ MvOffice [Click onl Documents


2. Submit the form electronically: /Log on to/ MvHerbalife.com [Click on] MvAccounts & Reports [Click onl Submit 10 
Customers Form


By Mail:


By Fax:


Herbalife International of America, Inc,
P.O. Box 80210
Los Angeles, CA 90080-0210


310-216-5147


In addition to all the existing Royalty Override requirements, you must also comply in a timely manner with the 10 RETAIL CUSTOMERS AND 
70% RULES in order to receive your Royalty Override/Production Bonus payments.


The 10 RETAIL CUSTOMERS RULES means that you must make not less than one sale at retail to each of 10 customers during a given month.


Other activities that can count towards this requirement are:


A sale to a first downline with up to 200 personally purchased Volume Points (and no downline) which may be counted as a sale to one (1) retail 
customer: and


‘A Nutrition Club attendee who consumed products during ten (10) visits to a Nutrition Club within one Volume month, which may be counted by the 
Nutrition Club operator as a sale to one (1) retail customer.


The 70% RULE means that at least 70% of the total value of products you purchase each month must be sold or consumed, each month. Sales may 
be to retail customers, or wholesale to downlines. For the purpose of this rule, consumption means product consumed at Nutrition Clubs.


EACH OF THESE REQUIREMENTS MUST BE MET OR ROYALTY OVERRIDE/PRODUCTION BONUS EARNINGS WILL NOT BE PAID


I certify that during the month of _ , in the year of _ I have fulfilled the requirements outlined in the box above.


And will, upon request (for verification purposes) furnish to Herbalife the following information concerning such customers: names, addresses, phone 
numbers, email addresses and copies of retail receipts (and/or in the case of Nutrition Club activities, a log of attendee visits inclusive of attendee 
names, dates of visits, contact information). I agree to maintain all such records for a period of two (2) years.


My total personal retail sales for the month total: $


Herbalife ID Number: 


Please Print Name: 


Signed: 


Keep one copy of this form for your personal files. 
02016H«ilMlhlnttiTiatlonilalAiiienca,lnc. Al niym rncmd Rm.tone
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Repurchase of Inventory


The opportunity to be an Herbalife Independent Distributor is entirely voluntary. If a Distributor resigns for 
any reason, the Distributor is entitled to a full refund of the cost of the following:


(a) the IBP (if resignation occurs within 12 months of becoming a Distributor): and


(b) any unopened products and Herbalife produced literature and sales aids that are purchased within 
the previous 12 months and returned to Herbalife.


The amount of the refund includes the cost of the items, any taxes, and shipping and handling costs on 
the original delivery and return of the items to Herbalife. Herbalife will also arrange for the pick-up of 
items to be returned to Herbalife.


Herbalife will deduct the amount of Royalty Overrides, Commissions, Production Bonuses and any other 
earnings or benefits paid on the returned products from the respective earners, and adjust qualifications 
as appropriate.


The 12 month resignation period may be extended for Distributors living in Wyoming, Georgia, 
Massachusetts and Puerto Rico.*


'Puerto Rico Residents: If a Distributor resigns for any reason within the first 90 days of becoming a 
Distributor, or resigns at any time due to Herbalife's breach of an essential obligation under the 
Application or Herbalife’s conduct that was detrimental to the Distributor’s business, the Distributor will be 
entitled to reimbursement for 90% of all payments paid for services rendered by Herbalife.


Rev. 11/30/16
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How to Initiate a Repurchase of Inventory


To initiate a repurchase of inventory, complete the following forms, then mail, email or fax them to 
Herbalife:


• Inventory Repurchase Request Form
• Product Return Form
• Literature and Sales Aids Return Form


Mailing Address
Herbalife International of America, Inc.
Attention: Refunds & Repurchase Department 
950 W. 190th St.
Torrance, CA 90502-1001


Email Address
DS_CSSupport@Herbalife.com


Fax Number
310-258-7155


The completed and signed Inventory Repurchase Request Form will be accepted by Herbalife as your 
resignation acknowledgement.


Return Product Authorization


• If you have met the requirements specified on the Inventory Repurchase Request Form, and 
submitted your forms to Herbalife via any of the methods described above, please contact Herbalife’s 
Refunds and Repurchase Department at 866-866-4744 Ext. 43132 to arrange the pickup of your 
inventory.


• Please be aware that all terms and conditions must be met. To avoid handling delays each side of 
your package must reflect the letters “BB” followed by your Herbalife Identification Number in large 
print (i.e., BB1000000000).


• Once Herbalife has processed the return, your refund will be issued.


For questions, please contact Herbalife at 866-866-4744 or Herbalife's Refunds and Repurchase 
Department at extension 43132.


Rev. 11/30/16
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W NUTRITION Herbalife International of America, Inc. 


Refunds & Repurchase 
950 W. 190th St. Torrance CA 90502-1001 
T. 310.410.9600 Ext.43132 F. 310.258.7155 
Email: PS CSSuDDort(5)Herbalife.com


Inventory Repurchase Request Form


This form must be signed, dated, and returned to Herbalife to initiate your request.


I hereby resign as an Herbalife Independent Distributor.
I understand that only unopened products and Herbalife produced literature and sales aids that are 
purchased within the previous 12 months** are eligible for repurchase by Herbalife.
I understand my refund will be issued for the cost I paid for the items, plus any taxes and shipping 
and handling costs on the original delivery and return of the items to Herbalife. Herbalife will also 
arrange for the pickup of items to be returned to Herbalife.
I understand that I will be refunded via the same method of payment used when I bought the items. 
(However, if paid by money order or wire transfer, the refund will be via check.)
I understand that Herbalife has no responsibility for items returned that are not eligible for return 
under Rule 2.5.2. - Refund and Resignation
I have included proof of purchase for any merchandise (copies of credit card statements, money 
orders or cancelled checks), which I did not purchase directly from Herbalife.
I understand that if I resign within 12 months after the date Herbalife accepted my Herbalife 
Distributorship Application and Agreement, I am entitled to a full refund of the cost of my International 
Business Pack whether or not in resalable condition.


By my signature, I acknowledge and agree to the above.


(Name - Please Print) (Herbalife Identification Number)


(Signature) (Date)


Please contact Herbalife’s Refunds and Repurchase Department at 866-866-4744 Ext. 43132 to arrange 
the pick-up of your inventory.


**The 12 month resignation period may be extended for Distributors living in Wyoming, Georgia, Massachusetts, 
and Puerto Rico.


©2016 Herbalife International of America, Inc. All rights reserved.


Rev. 11/30/16
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Herbalife International of America, Inc. 
Refunds & Repurchase 
950 W. 190th St. Torrance CA 90502-1001 
T. 310.410.9600 Ext.43132 F. 310.258.7155 
Email; PS CSSupport@Herbalife.com


Product Return Form


In addition to the Inventory Repurchase Request Form, complete this form if your request includes 
Herbalife® products.


Name:_____________________________


Herbalife Identification Number:


Stock
No. Product Description


No. of Cases or No. of
Units Herbalife Use 


Only


**The 12 month resignation period may be extended for Distributors living in Wyoming, Georgia, Massachusetts, 
and Puerto Rico.


©2016 Herbalife International of America, Inc. All rights reserved.
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Herbalife International of America, Inc. 
Refunds & Repurchase 
950 W. 190th St. Torrance CA 90502-1001 
T. 310.410.9600 Ext.43132 F. 310.258.7155 
Email: PS CSSuPDort@Herbalife.com


Literature and Sales Aids Return Form


(In addition to the Inventory Repurchase Request Form, complete this form if your request includes 
Herbalife produced literature and sales aids.)


Name:____________________________


Herbalife Identification Number;


Stock
No. Literature/Sales Aids


No. of 
Sets


or No. of
Units Herbalife Use Only


"The 12 month resignation period may be extended for Distributors living in Wyoming, Georgia, Massachusetts, 
and Puerto Rico.


©2016 Herbalife International of America, Inc. All rights reserved. Rev. 11/30/16
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Nutrition Club Operator’s Advisory 


This Nutrition Club is operated by Herbalife Independent 


Distributor (“Operator”). 
Operator’s mailing address is


, and Operator’s business
phone number is.
Operator, not Herbalife, is responsible for all of the activities 


related to this Nutrition Club.


Nutrition Clubs are social gatherings, bringing people 


together with a focus on good nutrition. They are not retail 
stores or outlets, nor are they restaurants. Registered Club 


attendees may carry out one shake, or one COLD tea, per 


day from the Club, but only in unbranded containers of not 


more than one single serving. Carry-out of a shake, or 


COLD tea, may only be for the personal consumption of that 


Club attendee or another registered Club attendee. Carry
out is limited to one shake, or one COLD tea, and does not 


include Formula 1 pies or Herbal Aloe Concentrate.


Nutrition Club fees cover general operational costs and do 


not represent the price or cost of products. Participants may 


share their experiences after having used the products, but 


must always remember that the products are not intended to 


diagnose, treat, prevent or cure any disease or medical 
condition. Income reported
in Nutrition Club materials, or in oral testimony at Club 


gatherings, is applicable to the Individuals (or examples) 


depicted and not average.
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Hygiene and Sanitary Practices Advisory for 


Nutrition Club Operator


Although Nutrition Clubs are not restaurants, carry-outs, or 


any other type of food service establishment, Herbalife 


expects Nutrition Club Operators to adopt the highest 


standards of hygiene and sanitary practices. Listed below 


are the core principles of good hygiene and sanitation that 


are always required. Refer to Rule 8.1.12 “Good Hygiene” 


which details these required hygiene practices:


• Keep your Club, particularly your entire kitchen area, clean 


at all times.
• Keep all tools and utensils used in food preparation, and in 


particular blenders and cutting boards, clean at all times.
• Keep your hands and forearms clean at all times by 


washing them frequently with antibacterial soap and warm 


water.
• Always use purified (or boiled) water in preparing the 


Club’s complimentary beverages.
• Inspect fruits and vegetables for freshness and quality, and 


wash them prior to use.
• Always use disposable cups.
• Clean up any spillage immediately, and remove all trash 


promptly.
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U.S. and Puerto Rico Nutrition Club Registration nutriHon


WHO NEEDS TO SUBMIT A REGISTRATION FORM?


Distributors operating Nutrition Clubs in non-residential locations are required to submit a Registration Form to Herbalife, at 
least 30 days prior to the official opening date of their Club.


Distributors may not open a Nutrition Club in a non-residential location or sign a lease for the purposes of a Nutrition Club 
unless they have been an Herbalife Distributor for at least 90 days. Also, prospective Nutrition Club operators must have 
completed the process required by Herbalife as to site location and proposed signage, training and other matters as outlined in 
the Nutrition Club Rules.


Distributors operating a Nutrition Club from residential locations are also encouraged to submit a Registration Form; however it 
is not required.


WHY DO I NEED TO SUBMIT A REGISTRATION FORM?
Submitting your Registration Form will help you stay connected with the latest news and updates on Nutrition Club trainings 
and promotions. This registration process will ensure that the required Nutrition Club Operator training has been completed and 
that the proposed name, signage, window and door covering ideas you have for your Nutrition Club have been reviewed prior 
to your opening date. This will avoid additional costs for materials produced that are not in compliance. As stated in Herbalife 
Nutrition Club Rules, a Nutrition Club is not a franchise, restaurant, cafe, or retail locations.


DO I NEED TO SUBMIT ADDITIONAL INFORMATION WITH MY REGISTRATION FORM?
Yes. Please, submit the following with your completed Registration Form:


For planned Nutrition Club located in a non-residential location:


• A drawing of each exterior sign.


• A drawing of each window and door covering (curtain or shade). Information on approved window coverings can be 
found on myherbalife.com under Nutrition Club area of the site.


• A brief description, including the dimensions, locations and the number of signs and window and door coverings needed.


For existing Nutrition Club located in a non-residential location:


• Photos of each exterior sign.


• Photos of each window and door covering (curtain or shade).


• A brief description, including the dimensions, locations and the number of signs and window and door coverings 
needed.


• An overall photo that captures the entire exterior of the Nutrition Club signage or message visible to passers-by. 


PRIMARY NUTRITION CLUB OPERATOR
Only one Operator is responsible for submitting a Nutrition Club Registration Form. This Operator is considered the Primary 
Nutrition Club Operator. One Form is required for every non-residential Nutrition Club location.
Secondary Club Operators (if any) may be listed on the Registration Form.


WHERE DO I SUBMIT MY REGISTRATION FORM AND ADDITIONAL INFORMATION?
For your convenience, there are four (4) simple ways to submit your Registration Form and the additional information required:


1. Online: Go to MyHerbalife.com and login >select “Register your Nutrition Club"


2. Email: MPCNutritionClubsNAM@Herbalife.com.


3. Mail: Herbalife International of America. Inc.
Attention: MPC 
950 W. 190th Street 
Torrance, CA 90502


4. Fax: (310) 216-5145. Photographs must be sent via email or mail. Please do not submit photographs by fax.
Rev. October 2016
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U.S. and Puerto Rico Nutrition Club Registration nutri lion


PRIMARY (MAIN) NUTRITION CLUB OPERATOR’S INFORMATION:
Last name: __________________________________ First name:


Team level: 
Club Address:


Primary Operator ID#:


Country: _________
Nutrition 
Club type: □ Residential □ Non-Residential


Non-Residential Sub-type: (select one baiow)


□ Single Operator (Traditional)
□ Multiple Operators (Central/ Multi-Club) □ Other


Primary language spoken in Club: □ English □ Spanish


The Nutrition Club is: Z Existing OR 
Z Planned - Date of Opening or estimated opening:_______


□ Proposed Club name: 
□ I do not have a name


Suite #: 
City:


State:


Zip:


Main contact number:


Alternate contact number:. 


Email:_______________
□ I previously submitted this form, but have an update/change to my


Nutrition Club name, signage and/or window coverings. Website:


□ I am closing or have closed my Nutrition Club.


Date of closure: Seating capacity:.


□ I wish to change Primary Operator to ID #:_


□ New Primary Operator Name:____________
Average daily consumptions/attendees:.


‘For changes to the Primary Operator, both Current and New Operator must sign this form. _____ _


For markatino purposes, select Business Methods conducted on location 
~ Weight Loss Challenge □ Total Plan □ Wellness Coach DOther 
Z Healthy Active Lifestyle (Fit Club)
Nutrition Club hours of operation


Open all day Monday - Fridayto 
Or daily hours of operation:
Morning: toAfternoon:toEvening:to


Did you receive any training to ooen/ooerate a Nutrition Club?
I was trained in my Upline's Nutrition Club 


Date:___________ Upline Name:
I participated in a Nutrition Club Training by an Distributor Independent 
Date: Event Name/Location 
I participated in an Herbalife Corporate Nutrition Club Training 
Event Date:Event Name/Location
I completed the Nutrition Club Operator's Training and Quiz on 
MyHerbalife.com's Learning Center Date training completed: _ 


I did not receive training Other______________________


What percentage of your business comes from the Nutrition Club?. 
Number of additional Operators at this location?
Additional Club Operator Information


Operator name:


□ Open all day Saturday 
Or daily hours of operation:
Morning: toAfternoon:
C Open all day Sundayti


Evening:


Or daily hours of operation:
Morning: toAfternoon:. . Evening:


Operator ID#: 


Team level: 


Operator name: 


Operator ID# 


Team level:


If sharing your Club with more than two (2) Operators, submit the details requested on a separate page.


i acknowledge that I have reviewed and understand Herbalife's Rules of Conduct, and Supplemental Rules, which include Nutrition Ciub Rules. 
Current Primary Operator Signature: Date:


‘New Primary Operator Signature: Date:


Please be aware that an incomplete form may delay the signage, window and door covering confirmation process of your Nutrition Club. 
Failure to submit a Registration Form to Herbalife may result in sanctions to your Distributorship.


>1/ HERBALIFE


CONFIDENTIAL


Nutrition for a better life.
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Weight Loss Challenge Participation Agreement


Thank you for your interest in the Weight Loss Challenge! Through the Challenge, Herbalife 
Independent Distributors (also known as “coaches”) are able to help participants work toward their 
weight-loss goals and improve their overall wellness. We want you to have a great time as you have 
fun and meet new friends at our Weight Loss Challenge. Remember that any reasonable diet or weight- 
management program includes exercise and sensible meals, and it’s always a good idea to consult 
your primary physician before starting an exercise or weight-management program.


The coach(es) responsible for this Challenge:


Name(s):______________________________


Contact Information:


Please read this document carefully and sign it to confirm that you understand all of the general terms 
of the Weight Loss Challenge.


In return for your Participation Fee of, (not to exceed $35*) and upon signing this document.
you are entitled to participate in the Weight Loss Challenge identified below and you will be eligible for 
the various prizes and/or payouts which are awarded upon its conclusion. You will also attend weekly 
weigh-ins where you will have the opportunity to ask questions, and receive coaching and education.


This Weight Loss Challenge begins the week of 
/, 20


/ , 20 and ends the week of


• Coaches are independent businesspersons; they are solely and exclusively responsible for the 
operation and details of each Weight Loss Challenge.


• The purchase or consumption of Herbalife® products in conjunction with your participation is 
recommended, but not required.


• The Participation Fee covers all prize payouts, plus minimal operational costs.


• The Weight-Gain Fee is $1* per pound for weight gained since the last recorded weigh-in.


• The Absence Fee is $5* for each absence. One (1) absence is allowed without penalty.


• The Participation Fee is fully refundable if requested by the participant within the first 48 hours of the 
Challenge start date.


* Amount is in U.S doliars.


Rev. 10/16
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• Weight-Loss Payouts are paid to the top 3 weight losers as follows:


o 1®‘ Place: 50 percent will be paid to the person who has lost the greatest percentage of his/her body 
weight by the end of the Challenge.


o 2"“ Place: 30 percent will be paid to the person who has lost the next greatest percentage of his/her 
body weight by the end of the Challenge.


o O'** Place: 20 percent will be paid to the person who has lost the next greatest percentage of his/her 
body weight by the end of the Challenge.


• An Inches Payout is paid to the participant who loses the most inches and is not also a top 3 weight loser; 
this winner receives all money collected from Weigh-Gain and Absence Fees.


• If, after reading this document, you have any further questions about the Weight Loss Challenge, do not 
hesitate to ask the coach(es) listed in this Agreement.


• As a participant, you should communicate regularly and fully about your progress and never hesitate to 
ask questions, so you can receive the appropriate advice and coaching.


• You must be at least 14 years of age to enter a Weight Loss Challenge; if you are 14 to 17 years old, your 
parent or legal guardian must sign this Agreement on the line provided.


• Your Weight Loss Challenge Coach(es) will collect your name, address, telephone number and e-mail mail 
address solely for the purpose of running a Challenge, unless you authorize your Coach(es) to use this 
information for other purposes as well. Your Coach(es) will treat your information in accordance with the law 
and you have the right to access and correct this information by contacting your Coach(es).


[ ] Please check here if you are interested in receiving follow-up messages from your Coach(es), including 
information about Herbalife and Herbalife® products.


_, have reviewed and agree to all of the above.


Date: / /


(PRINT NAME)


Signature:


Signature: Date: / /
(Parent or legal guardian signature required if participant is under the age of 18)


Address:


City: .Zip:


Phone:


Email:


How did you hear about this Challenge? (please check)


Q Prior Participant QReferred by a friend (name):____________


D Newspaper ad Q Postcard (color of postcard or name listed): 


D Other:


Rev.10/16
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U.S. AND PUERTO RICO RULES OF CONDUCT 


Introduction
Welcome to Herbalife. As an Herbalife Independent Distributor, you have the opportunity to help people 
on their journey to better nutrition and wellness. What follows are the Rules of Conduct’ for your 
Distributorship to guide you along the way, including our industry-leading consumer protections.
As you start your business, take the time to read each Rule.


Because some aspects of running a business can be complicated, please reach out to our Distributor 
Services team by calling 866-866-4744 if you have any questions. We'll be happy to answer your 
questions.


Whatever your goals for your business, we hope you find your Herbalife Distributorship rewarding.


With warm regards.


Michael O. Johnson 
Chairman and CEO, Herbalife


’ Herbalife has the sole and absolute discretion to change the Rules of Conduct and issue other rules, policies and 
advisories from time to time (altogether the “Rules"). However, the changes and new Rules will be prospective, 
which means they will not be applied to past behavior. Herbalife may impose any corrective action or sanction to 
address any breach of the Rules, and we reserve the right to waive, fully or partially, any breach of any Rule.
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Chapter 1 Getting Started
1.1 APPLYING TO BECOME A DISTRIBUTOR
A person applying to become an Herbalife Independent Distributor (“Applicant") must:


1. Be sponsored by another Distributor (“Sponsor");
2. Purchase an International Business Pack (IBP;
3. Submit a completed Herbalife Distributorship Application and Agreement (“Application"); and
4. Have the Application accepted by Herbalife.^


1.1.1 Restrictions on Purchase Requirements
The only required purchase to become a Distributor is the IBP which is sold to a new Distributor at cost 
without markup or profit to the Sponsor.
The IBP may not be combined with other products, services or materials. Sponsors may not require 
Distributors to purchase:


• An inventory of products.
• Materials, products or services, whether or not produced by Herbalife.
• Admission tickets to attend seminars, meetings or other events.


1.1.2 Debt Discouraged
One of the benefits of an Herbalife business is that it is inexpensive: The only required expense is the 
purchase of a IBP. Distributors are encouraged to build their business debt-free. Distributors don’t need to 
invest in large inventories or incur burdensome debt.


Herbalife strongly discourages incurring debt or obtaining loans to pursue the Herbalife opportunity. 
Money loaned or granted for any purpose not specifically related to Herbalife (including educational loans 
or grants) may not be used in the operation of an Herbalife business.


1.1.3 One Distributorship Permitted Per Person
An individual may own, operate, and support only one Distributorship, except as permitted by the Married 
Couples and Distributors who Marry, Separation, Divorce, and Dissolution of Life Partner Relationship 
and Inheritance Rules. (See Rules 2.1.6, 2.3 and 2.4) If an individual submits more than one Application, 
the first Application received and accepted is the valid Distributorship.


1.1.4 Annual Distributorship Services Fee
Distributors are charged an Annual Distributorship Services Fee (“Fee") for Herbalife computer 
processing and other services. The Fee must be received from the Distributor and may not be paid by 
another Distributor. If a Distributor does not pay the Fee by the anniversary date of the original 
Application, the Distributorship is terminated. Herbalife tries to remind Distributors by mail/electronic mail 
of the deadline for payment. However, the Distributor is responsible for paying the Fee on time.


1.1.5 Acceptance/Rejection of Fee
If a Distributor has violated the Rules, Herbalife may refuse to accept payment of the Fee, in which case 
the Distributorship will be terminated, and Herbalife will refund payment of the Fee.


1.1.6 Communications with Herbalife
Distributors must keep all of their contact information, including permanent home or business address, 
current in Herbalife's records. All documents and statements given to Herbalife, including retail receipts, 
must be complete, accurate and submitted on time.


1.1.7 Proper Purchasing


Herbalife reserves the right to accept or reject any Application in our sole and absolute discretion. Until the 
Application is accepted or rejected, the Applicant has a revocable license to buy and sell Herbalife® products.
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Non-Supervisor Distributors may only purchase Herbalife® products directly from Herbalife, from their 
Sponsor, or their first upline Fully Qualified Supervisor. Note: Only orders placed with the Company count 
towards qualification to become Qualified Producer or Supervisor. All products must be delivered within a 
reasonable amount of time after sale.


Fully Qualified Supervisors may only purchase products from Herbalife.


Distributors may not place or pay for orders on behalf of other Distributors.^ The sole exception is if a 
Supervisor is ordering for a non-Supervisor, because the purchase is considered to be the Supervisor’s 
own Personal Volume.


1.1.8 Payment
Distributors must ensure that all payments submitted to Herbalife are authorized and sufficiently funded. 
Distributors must receive and keep written authorization from credit cardholders before using the credit 
card(s) for payment.


Distributors are financially liable for payments that are rejected for any reason.


Herbalife may restrict a Distributor’s buying privileges for violations of this Rule and make volume and 
earning adjustments to settle disputed charges.


Chapter 2 Distributorship Particulars


2.1 DISTRIBUTORSHIP ELIGIBILITY


2.1.1 Distributors Must Be Individuals
Herbalife only accepts Applications for Distributorship in the name of individuals. However, Distributors 
may have their Herbalife income paid to a partnership or corporation by submitting a written request to 
Herbalife.® The Distributorship will remain in the name of the individual, and the income of the 
Distributorship will be reported in the name and tax identification number of the individual Distributor.


2.1.2 Dual Distributorships
If Herbalife determines that a Distributor, spouse. Life Partner, or other individual participating in a 
Distributorship has submitted more than one Application, or has worked or assisted in the development of 
another Distributorship, Herbalife has the sole and absolute discretion to:


• Terminate or place conditions on one or both of the Distributorships.
• Impose penalties or sanctions on the Distributorships and/ or Sponsors.
• Adjust the volume and compensation of either or both sponsoring organizations for any period prior to 
the transfer or deletion of the Distributorship.


• Take other action it deems appropriate.


In cases of dual Distributorships and similar violations, the Distributor may be allowed to continue as an 
Herbalife Distributor, but must do so in the proper line of sponsorship as determined by Herbalife. 
Herbalife will determine the disposition of the deleted Distributorship’s downline lineage.


2.1.3 Distributorship Minimum Age


® This rule applies unless Herbalife requests and receives written authorization from the Distributor for payment to be 
made by another person. Written authorization may only be given for one specific order.


A Distributor whose check is returned for insufficient funds may be surcharged by Herbalife.
® Herbalife may be reached by calling 866-866-4744.
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A person must be at least 18 years old to apply for Distributorship or participate in another Distributor’s 
Herbalife business.®


Puerto Rico Residents: An Applicant must be at least 21 
Distributor and to conduct business in Puerto Rico.


years of age to become an Herbalife


2.1.4 Special Rules for Applicants Age 14-17
A minor who is at least 14 years of age who lives and proposes to conduct business in the United States 
and Puerto Rico may submit an Application accompanied by a letter from the minor’s parent(s) or legal 
guardian(s) accepting responsibility for the actions of the minor.


If a parent or legal guardian is an Herbalife Member, the parent or legal guardian must also provide;


1.


2.


Written consent of the parent or guardian’s Sponsor and upline Members (up to and including the 
first three active upline Supervisors) or an explanation as to why such consents have not been 
obtained;^ and
A letter signed by the parent or guardian that they will not participate in the operation of the minor’s 
Membership.


2.1.5 Married Couples and Distributors Who Marry
Married couples and Life Partners® may participate in only one Distributorship. If two Distributors marry 
each other, one Distributorship must be relinquished. If two Distributors enter into a Life Partner 
relationship with each other one Distributorship must be relinquished. The only exception to this Rule is 
when each Distributorship is at Supervisor level or greater at the time of marriage or entering into the Life 
Partner relationship. In this case, each spouse or Life Partner may continue to operate his or her 
individual Distributorship.


2.1.6 Recognition of Spouse and Life Partner
A Distributor may request that Herbalife add the name of a spouse or Life Partner to their Distributorship 
record. Adding a name to the record is for recognition® purposes only, and does not give the spouse or 
Life Partner ownership or other rights related to the Distributorship.


2.1.7 Activities of a Spouse or Life Partner
A Distributor is responsible for the acts of their spouse or Life Partner, whether or not the spouse or Life 
Partner participates in the Distributorship and whether or not the Distributor was aware of the spouse’s or 
Life Partner’s actions. The spouse and Life Partner must comply with the Rules and laws related to the 
Herbalife business. For example, a Distributor will be responsible if their spouse or Life Partner solicits or 
promotes another Multilevel Marketing (MLM) or direct-selling opportunity to any Herbalife Independent 
Distributor, Preferred Member or customer.


Herbalife reserves the right to terminate a Distributorship if the spouse or Life Partner engages in 
activities which, in Herbalife's opinion diminish, damage, or weaken the reputation of Herbalife or its 
products.


2.1.8 Former Participant in Distributorship
A Former Participant (meaning a former Distributor, Preferred Member, spouse. Life Partner, or an 
individual who assisted in a Distributorship) must wait a minimum of one year and fulfill the Period of


® Minimum age requirements vary from country to country. For age requirements in other countries, contact Herbalife. 
^ Herbalife reserves the right to accept the request without upline consent and may require additional information at 
its sole discretion.
® Life Partner: A person designated by an Herbalife Independent Distributor as their Life Partner on the "Add Life 
Partner Request Form.” Forms are available through Herbalife.
® As an example recognition allows Herbalife event attendance, recognition for new business and Marketing Plan 
achievements.
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Inactivity requirements before reapplying for a Distributorship or Preferred Membership under a different 
Sponsor or assisting any other Distributorship. (See Rule 2.1.10)


2.1.9 Disclosure of Former Distributorship or Preferred Membership
If a Former Participant applies for a new Distributorship or Preferred Membership, the Former Participant 
must notify Herbalife at the time of application and provide the former Distributorship or Preferred 
Membership ID number. A Distributorship or Preferred Membership may be terminated if the Distributor 
does not inform Herbalife of activity in another Distributorship or Preferred Membership or makes 
misrepresentations about his activity in the other Distributorship or Preferred Membership.


2.1.10 Period of Inactivity
The Period of Inactivity means that during the one-year waiting period, Former Participants may not:


• Be involved in an Herbalife business in any way.
• Purchase products other than for personal use.
• Sell any Herbalife® products or Materials.
• Sponsor or offer the Herbalife opportunity.
• Promote, assist or support any Distributorship.
• Attend any Herbalife or Distributor trainings or meetings.
• Visit Nutrition Clubs, unless they are only acting as a customer and are not involved in the Herbalife 
opportunity in any way.


The one-year Period of Inactivity is calculated as follows:


Example 1: Distributor or Preferred Member Resigns
• Prior application date is December 5, 2015.
• Distributor or Preferred Member resigns on August 28, 2016.
• The Period of Inactivity would be from August 28, 2016 through August 27, 2017.
• This Distributor or Preferred Member would be eligible to sign a new Application under a different 
Sponsor as of August 28, 2017.


Example 2: Distributor Does Not Pay Annual Distributorship Services Fee
• Prior application date is December 5, 2015.
• Annual Distributorship Services Fee is due on December 5, 2016 (anniversary date) but not paid.
• The Period of Inactivity would be from December 5, 2016 through December 4, 2017.
• This Distributor would be eligible to sign a new Application under a different Sponsor as of December 
5, 2017.


Example 3: Distributor who Converts to Preferred Member:
• Prior Distributorship application date is December 5, 2015.
• The Distributor converts to a Preferred Member under the same Sponsor and signs a Preferred 


Membership Application on June 1,2016.
• The Preferred Member resigns on December 15, 2016.
• The Period of Inactivity would be from December 15, 2016 to December 14, 2017.
• This Preferred Member would be eligible to sign a new Distributor Application under a different 


Sponsor as of December 15, 2017.


After the Period of Inactivity, the Former Participant may apply for a new Distributorship or Preferred 
Membership under another Sponsor.


Exception to Period of Inactivity
If the Former Participant wishes to apply for a new Distributorship or Preferred Membership under the 
original Sponsor and that Sponsor has remained in the original organization, Herbalife may waive the 
waiting period.


2.2 TRANSFERRING YOUR DISTRIBUTORSHIP
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2.2.1 Assignment, Sale, or Transfer of Distributorship
The assignment, sale, or transfer of any right or interest in a Distributorship is not permitted without prior 
written consent by Herbalife in its sole and absolute discretion.


A Distributor may not transfer a Distributorship in order to circumvent the Rules or the law. If Herbalife 
becomes aware that the former Distributor (Transferor) and/or the Transferor’s spouse or Life Partner has 
engaged in conduct or activity that would violate the Rules after granting the transfer request, Herbalife 
may apply sanctions to the transferred Distributorship.


2.2.2 May Only Be Assigned or Transferred to a Non-Herbalife Distributor
A Distributorship can only be assigned or transferred to an individual who is not a Distributor, except as 
allowed by Rule 2.4.Herbalife will not consider a transfer request if the proposed Distributor (Transferee) 
has been involved in the Herbalife business in any way in the previous 12-month period.


2.2.3 Status and Benefits
The achievements of a Distributor are personal, and if an assignment or transfer is approved, the status 
and benefits achieved by the Distributor may not be transferred with the Distributorship. The Transferee 
may be required to achieve all qualifications for status and earning requirements after the assignment or 
transfer is made. This includes Supervisor status, TAB Team status, vacation qualifications or any other 
rights of the individual Distributor.


2.2.4 Responsibility After Transfer
After transfer of the Distributorship:


• The Transferee shall be responsible to Herbalife for any and all violations of the Rules committed by 
or on behalf of the Transferor in connection with the Distributorship.


• For a period of six months following the effective date of the transfer, acts by the Transferor 
and/or the Transferor's spouse or Life Partner, which would violate the Rules if the Transferor were 
still a Distributor, shall be treated as though the violations were the Transferee’s violation.


2.3 SEPARATION, DIVORCE AND DISSOLUTION OF LIFE PARTNER RELATIONSHIP 


2.3.1 Establishing a New Distributorship
If a Distributor’s spouse or Life Partner wants to continue in the Herbalife business during divorce 
proceedings or immediately after a divorce or dissolution of a Life Partner relationship, the Distributor and 
spouse/Life Partner each must start a new separate Distributorship under the original Distributor’s 
Sponsor. Herbalife will deactivate the buying privileges of the original Distributorship and credit each new 
separate Distributorship with the business activity of the original Distributorship through an “Association." 
(See Rule 2.3.4) Each Distributor must use the new ID number in his or her business.


JANE SMITH JANE SMITH BOB SMITH
(Individual Distributorship) (Original Distributorship) (Individual Distributorship)


The original Distributorship and its downline cannot be divided between the Distributor and the former 
spouse/Life Partner. For example they may not “divide" the Distributorship by giving each person a 50% 
ownership.


Herbalife must receive the following documents to establish new Distributorships:


From a Divorcing Couple
• Newly completed and signed Applications for the Distributor and spouse, sponsored by the Sponsor 


of the original Distributorship.
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• A signed and notarized Divorce and Separation Form.
• A copy of the Petition for Dissolution of Marriage, Settlement Agreement, or final divorce judgment.
• Newly completed and signed TAB Team Production Bonus Acknowledgment Forms for the 


Distributor and spouse, reflecting the ID number of the new separate Distributorship (TAB Team 
level Distributorships only).


From Partners in Dissolution of Life Partner Relationship
• Newly completed and signed Applications for the Distributor and Life Partner, sponsored by the 


Sponsor of the original Distributorship.
• A signed and notarized Dissolution of Life Partner Relationship Form from both parties. (If both 


parties do not provide the signed and notarized Form, a court order indicating that the relationship 
has ended will be required).


• Newly completed and signed TAB Team Production Bonus Acknowledgment Forms for the 
Distributor and Life Partner, reflecting the ID number of the new separate Distributorship (TAB 
Team level Distributorships only).


If a Distributor remarries or designates a new Life Partner, that person’s new spouse or Life Partner may 
be added to the Distributor’s new separate Distributorship for recognition purposes.


Herbalife will only associate one set of dissolved or divorced Distributorships. For example, if Bob and 
Barbara divorce, Barbara may have a new separate Distributorship, but it will not be associated to Bob’s.


JANE SMITH
(Individual Distributorship)


JANE SMITH
(Original Distributorship)


BOB & Barbara SMITH
(new spouse) 


(Individual Distributorship)


2.3.2 Requests to Modify the Original Distributorship
Herbalife will accept requests to make changes to the original Distributorship. All requests must be signed 
and notarized by both parties unless Herbalife receives a certified copy of the court’s final judgment.


Removing a Spouse or Life Partner’s Name: Herbalife must receive a completed Request to Remove 
Spouse Form, or a Request to Remove Life Partner Form to remove the name of a spouse or Life Partner 
from the Distributorship record.


Payments: Herbalife must receive a completed Request to Pay Form to make payment changes. 
Subsequent requests must be signed and notarized by both parties. The income statements for the 
original Distributorship will be mailed to the address of record unless both parties submit a signed and 
notarized letter of instruction.


Transfers: Herbalife must receive a completed Divorce and Separation Form, or Dissolution of Life 
Partner Relationship Form, to transfer a Distributorship to someone who is not the Distributor, a former 
spouse or former Life Partner.


If a Distributor transfers a Distributorship and decides to establish a new Distributorship:
• The new Distributorship must operate independently from the original.
• Advancement within the Sales & Marketing Plan, Royalty Overrides, Production Bonuses and other 
payments will be based solely on the achievements of the new Distributorship.


For Herbalife to accept the new Application within one year of the transfer:


• The Sponsor of the original Distributorship must sponsor the new Distributorship.
• The new Distributorship’s status will be equal to the status of the original at the time of the transfer.
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If the Distributorship to be transferred is associated with another Distributorship as a result of a previous 
divorce, the transferred Distributorship will no longer be associated with that Distributorship.


2.3.3 Joining Under a Different Sponsor/Participating in another Distributorship
To join under a different Sponsor, the Distributor or spouse or Life Partner must provide Herbalife with the 
following required documents:


From a Divorcing Couple
• A newly completed and signed Application.
• Signed and notarized Divorce and Separation Form.
• Copy of the Petition for Dissolution, Settlement Agreement, or final divorce judgment, or 


documentation from a court which declares an interim determination that the marital community has 
ended.


From Partners in Dissolution of Life Partner Relationship
• A newly completed and signed Application.
• Signed and notarized Dissolution of Life Partner Relationship Form from both parties. (If both 


parties do not provide the signed and notarized Dissolution of Life Partner Relationship Form, a 
court order indicating that the relationship has ended will be required).


In addition, the Distributor or spouse or Life Partner must comply with the Period of Inactivity. The Period 
of Inactivity will be determined as stated in Rule 2.1.10 (Period of Inactivity) or by the issuance date of the 
court document received, whichever is later.


Note: Establishing a new Distributorship under a different Sponsor requires the purchase of an IBP, and 
benefits will begin at a 25% discount with no association to the original Distributorship.


2.3.4 Divorce and Dissolution of a Life Partner Relationship and the Herbalife Sales & Marketing Plan
Total Volume: The individual Distributorships will receive Volume Point credit from the original 
Distributorship to combine with their own Volume Points (“Association"). This will determine the eligibility 
to receive Royalty Overrides, qualifications, re-qualifications and/or Production Bonuses.


For the purpose of Royalty Override percentage eligibility, the original Distributorship will combine volume 
with each of the individual Distributorships, plus its own volume. Production Bonus eligibility for the 
original Distributorship will be determined based on the achievement of the highest individual 
Distributorship.


Example:


Volume Points


Volume for B and C will be as follows:


B + A and C + A


B


(Individual
Distributorship)


JANE SMITH
(Individual


Distributorship)


BOB SMITH
(Original


Distributorship)


JANE SMITH


Forms and Applications are available through Herbalife.
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2,000 TV
(2,000 TV + 500 TV 


= 2,500 TV)


5% R.O.


500 TV
(2,000 TV + 500 TV 
+ 1,500 TV = 4,000 


TV)
nI/


5% R.O.


1,500 TV
(1,500 TV+ 500 TV 


= 1,000 TV)


4% R.O.


Royalty Points


The Royalty Override Points for Production Bonus purposes are combined as follows: 


B + A and C + A


BAG


TEAM
BOB SMITH 
(Individual 


Distributorship)


PRESIDENT’S


JANE SMITH 
(Original 


Distributorship)


PRESIDENT’S
TEAM


JANE SMITH 
(Individual 


Distributorship)


PRESIDENT’S
TEAM


9,000 R.O. Points
(9,000 R.O. + 1,000 


R.O. = 10,000 
R.O.)


sU
6% PB


1,000 R.O. Points


>1/
6% PB


8,000 R.O. Points
(8,000 R.O. + 1,000 
R.O. = 9,000 R.O.)


4/
4% PB


Requirements: Each individual Distributorship must comply with the 10 Retail Customers Rule, the 70% 
Rule, and any other requirements to earn Royalty Overrides. Each Distributorship must also achieve the 
necessary volume to meet the Matching Volume requirements for their own downline who are qualifying 
for Supervisor status. The buying privileges of the original Distributorship will be temporarily granted to 
accommodate any Matching Volume requirements for its downline qualifiers.


Recognition: Each Distributorship will be recognized for its own accomplishments under the Sales & 
Marketing Plan. The original Distributorship will not receive recognition. If the original and an individual 
Distributorship reach the level of President’s Team, only one diamond will be awarded to the upline 
President's Team member, which remains consistent with the diamond allocation for Distributorships that 
are not part of a divorce or dissolution of a Life Partner relationship. If the individual Distributorship 
qualifies for a diamond, only that Distributorship will advance within the diamond status(es).


Events: Rules related to event attendance are specific to each event and may vary. Please refer to event 
materials for information about accommodations, tickets, transportation and other event detaiis.


2.4 INHERITANCE
The Distributorship of a deceased Distributor may be transferred to an heir, subject to applicable laws. 
Rules, and Herbalife's approval in its sole and absolute discretion.^’


An active Distributor may own and operate a maximum of three Distributorships - the Distributor's own, 
plus up to two others acquired by inheritance from a qualified family member.’^ An inherited


Forms and Applications are available through Herbalife.
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Distributorship may be transferred to the heir directly, or in the case of a Distributorship that is President's 
Team member status, to a Corporation owned by the heir.'^


Through this process, the Period of Inactivity (as specified in Rule 2.1.10) shall be waived, provided the 
following additional conditions apply:


1. The lineage relationship between the heir’s existing Distributorship and the inherited 
Distributorship(s) must be vertical (in the same line);
2. The inherited Distributorship must be at TAB Team level; and
3. The heir must provide documentation, including indemnities and assurances satisfactory to Herbalife, 
regarding the heir’s legal ability to instruct Herbalife as to the disposition of the deceased’s 
Distributorship.


The heir must abide by all Rules and the Sales & Marketing Plan, not only for their personal 
Distributorship, but also for any inherited Distributorship.


For transfers or requests to cancel a deceased’s Distributorship, contact Herbalife.


2.5 TERMINATION OF YOUR DISTRIBUTORSHIP
Herbalife’s goal is to meet and exceed the needs and expectations of parties interested in selling 
Herbalife® products and/or building a solid independent business. Likewise, the purpose of this Section is 
to provide assurance; essentially to ensure newer Distributors understand the Herbalife commitment to 
their success and share the view that their association with Herbalife is valuable.


2.5.1 Resignation
A Distributor may resign by submitting a signed letter to Herbalife. Electronic requests will be accepted if 
they are received from the email address on record. The resignation becomes effective when received 
and accepted by Herbalife.


2.5.2 Refund and Resignation
If a Distributor resigns for any reason, the Distributor is entitled to a full refund of the cost of the following:


(a) the IBP (if resignation occurs within 12 months of becoming a Distributor); and
(b) any unopened products and Herbalife produced literature and sales aids that are 


purchased within the previous 12 months and returned to Herbalife.


The amount of the refund includes the cost of the items, any taxes, and shipping and handling costs on 
the original delivery and return of the items to Herbalife. Herbalife will also arrange for the pick-up of 
items to be returned to Herbalife.


For a refund please call 866-866-4744 or submit the Inventory Repurchase Request Form on 
MyHerbalife.com.


The 12 month resignation period may be extended for Distributors living in Wyoming, Georgia, 
Massachusetts, and Puerto Rico'"*


A qualified family member means a spouse. Life Partner, parent, child, brother, sister, grandparent, grandchild, 
mother-in-law, father-in-law, stepparents, stepchildren, stepbrother, stepsister, cousin, aunt, uncle, niece, and 
nephew.


Inherited Distributorships are considered to be separate entities, each subject to fulfilling the business activities, 
volume and compensation terms as set forth in the Sales & Marketing Plan, with the exception of lifetime volume 
achievements, which allow for the combination of the heir’s own Total Volume with the inherited Distributorship's 
Total Volume. The heir will be responsible for payment of fees, fines (if/when applicable), and subscriptions for each 
Distributorship maintained, including the Fee, and BizWorks (as applicable).
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Chapter 3 Business Activities


3.1 OPERATING YOUR BUSiNESS


3.1.1 Must Comply with the Rules and Law
Distributors must comply with the laws and Rules in each country where they are conducting the Herbalife 
business. Distributors are to review these Rules with downline Distributors.


3.1.2 Distributor is an Independent Contractor
Distributors conduct their Herbalife businesses as self-empioyed, independent contractors (determining 
their own schedule and objectives, responsible for their own expenses and any applicable taxes - 
including self-employment taxes). A Distributor is not an employee, agent, franchisee, securities holder, 
joint venture, fiduciary or beneficiary of Herbalife or any other Distributor. Distributors are not employees 
of Herbalife for federal or state tax purposes, Puerto Rico tax purposes or any other purpose. As 
independent contractors. Distributors do not have the rights or benefits that employees or agents of 
Herbalife may have and will not make any claim to the contrary.


3.1.3 Maintaining Reputation and Image of Herbalife
The foundation of Herbalife's business and brand is integrity, a value that Herbalife is committed to 
protecting. Accordingly, no Distributor shall engage in conduct (whether or not in connection with the 
Herbalife business) which Herbalife determines, in its sole and absolute discretion, is or could be 
detrimental to the reputation of Herbalife, its products. Distributors, Intellectual Property or goodwill.


3.1.4 Responsibility for Conduct of Others Assisting with Distributorship
A Distributor is responsible for the conduct of those who assist in the operation of the Distributorship.


3.1.5 No Association of Other Organizations with Herbalife
Herbalife meetings may not be used as a forum to express personal beliefs unrelated to Herbalife or 
promote any other commerciai or non-commercial organization, company, event or individual. Herbalife is 
an equal opportunity business and does not discriminate because of gender, race, religion, national 
origin, ancestry, color, age, marital status, medical condition/disability, sexual orientation, gender identity, 
gender expression, veteran status or political affiliation.


3.1.6 No Inducement to Sell Other Products or Services
During the course of a Distributorship, the Distributor or spouse or Life Partner may not solicit or promote 
the products or business opportunity of another MLM or direct-selling company to any Distributor, 
Preferred Member or customer.


3.1.7 TAB Team Limitations
Herbalife TAB Team members may not be a distributor or representative of any other MLM or direct saies 
company or otherwise participate in or promote the products, services or earnings opportunity associated 
with any such company. Herbalife TAB Team members may not own more than five percent of a 
company engaged in direct sales or MLM.’®


3.1.8 Sales & Marketing Plan Manipulation
Improper enrollment practices and other attempts to manipuiate the Sales & Marketing Plan are serious 
violations. This includes teaching or encouraging others to engage in such activities. Sanctions may


Puerto Rico Residents: If a Distributor resigns for any reason within the first 90 days of becoming a Distributor, or 
resigns at any time due to Herbalife’s breach of an essential obligation under the Application or Herbalife’s conduct 
that was detrimental to the Distributor’s business, the Distributor will be entitled to reimbursement for 90% of all 
payments paid for services rendered by Herbalife.
“ This includes direct or indirect participation of a company engaged in direct sales or MLM through any person, 
entity, or artifice.
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include termination and loss of earnings and qualifications of the Distributorships of anyone involved 
(directly or indirectly).


Examples of Sales & Marketing Plan manipulation


• Purchasing products in another Distributor's name (except as expressly allowed in the Rules).
• Purchasing products primarily as an attempt to benefit under the Sales & Marketing Plan (as 
contrasted with the purchase of products in reasonable amounts for the purpose of sales to 
customers or personal use).


• Discouraging a downline Distributor from placing orders as a strategy for the upline to benefit under 
the Sales & Marketing Plan.


• Teaching or encouraging violation of the Rules or manipulation of the Sales & Marketing Plan. 


Examples of improper enrollment practices


• Filling out the Application form with false or misleading information.
• Promising an Applicant the Sponsor or upline will provide downline Distributors for the Applicant once 


he or she becomes a Distributor.


3.1.9 Debts Owed to Herbalife
If a Distributor owes Herbalife a debt’® and until it is paid in full, Herbalife reserves the right to (i) deduct 
the amount owed from any amount payable to the Distributor, (ii) withhold payment of monies owed, and 
(iii) withhoid recognition for any qualification.


3.1.10 Military Base Restrictions
Distributors in the military also must comply with military regulations. Distributors should request and 
obtain permission from their base commander before starting their Herbalife independent business.


3.2 INTERNATIONAL BUSINESS


3.2.1 Activities in Countries or Territories Not Yet Open
A Distributor may not engage in any business activity relating to Herbalife in any country not yet officially 
opened for business by Herbalife.’^


3.2.2 Activities in Open Countries or Territories
Herbalife® products are formulated and labeled in compliance with each country’s product and labeling 
requirements. For that reason, products produced and labeled for one country may not be shipped, sold 
or distributed in another country.


3.2.3 Activities in China


Such debts can include any amounts owed to Herbalife for product purchases, adjustments to earnings for 
inventory repurchases from downline Distributors, fines due to violations of the Rules, checks returned for insufficient 
funds, and past due Fees.
” Prohibited acts, efforts, or attempts include:


• Approaching government authorities regarding the importation, exportation or distribution of Herbalife® 
products.


• Registering or licensing Herbalife Intellectual Property, products or its Sales & Marketing Plan.
• Gifting, selling, or distributing Herbalife® products, the IBP.
• Promoting Herbalife® products or opportunity.
• Holding meetings relating to Herbalife, its products or opportunity.
• Sponsoring or recruiting residents of, or visitors from, a country not yet open.
• Publicizing that Herbalife will soon be open or that Herbalife® products will soon be available. This includes 


prospecting for customers or new Distributors by any electronic communications, distribution of literature, or in 
person.
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Non-Chinese nationals may not do business in China. No Distributor may ship (or arrange for shipment) 
or bring any Herbalife® product into China even for personal use, consumption or as a gift.


Distributors registered in China may not purchase, sell or distribute Herbalife® products outside of China.


3.2.4 Personal Use and Travel
Distributors may buy up to 1,000 Volume Points of assorted products per Volume Month to carry with 
them for their personal consumption and for use by their household while traveling.


However, Distributors may not arrange shipment of products from one country to another, even if it is for 
personal use.


3.2.5 Prohibited Countries
A Distributor may not be a citizen or resident of Iran, Sudan, Cuba, Syria, North Korea, or the Crimea 
region of Ukraine (the “Prohibited Countries")’® and may not directly or indirectly conduct any Herbalife 
business activities with an individual or entity who the Distributor has reason to believe is:


(i) ordinarily a resident of, or operating businesses in a Prohibited Country;
(ii) engaged in sales to individuals ordinarily residing in a Prohibited Country; or
(iii) owned or controlled by an entity located in, or an individual ordinarily residing in, a Prohibited 
Country.


Business activities include but are not limited to the following:
• Promoting the Herbalife opportunity;
• Sponsoring or recruiting; or
• Promoting or selling Herbalife® products.


Violation of this Rule will result in termination of one's Distributorship.


3.2.6 OFAC List
Distributors may not conduct any business activities (see Rule 3.2.5) with any person, entity, or 
organization included on the list of Specially Designated Nationals maintained by the U.S. Treasury 
Department’s Office of Foreign Assets Control (the “OFAC List") or any person, entity or organization 
owned or controlled by someone listed. The OFAC List can be found at 
https://www.treasury.gov/resource-center/sanctions/SDN-List.


3.3 BUSINESS TOOLS
While Herbalife makes available free or inexpensive promotional literature and other sales aids for 
Distributors to use, the phrase “Business Tools," as used here refers to sales aids not produced by 
Herbalife. Purchasing sales aids or Business Tools is voluntary. Distributors should buy them only if they 
decide for themselves, after a reasonable time in the Herbalife business, these materials will support their 
retail sales and/or business development efforts._________________________________________________


All Business Tools and Distributors creating, selling or using such Business Tools must comply with all 
Rules and applicable law.®°


A household includes a Distributor, his/her spouse and dependents (if any) living at the same address. 
’ The list of Prohibited Countries is updated from time-to-time and can be found on MvHerbalife.com.


This includes laws relating to confidentiality of consumer data, privacy rights, restrictions on telemarketing in all its 
forms, and marketing over the Internet.


CONFIDENTIAL HLF 000684







3.3.1 Sale of Business Tools Not for Profit
Distributors may sell Business Tools to other Distributors at a price no greater than the monetary 
expenditures to produce the product or service being sold.^^


Distributors may sell Business Tools to other Distributors solely for the purpose of:


• Selling Herbalife® products.
• Building Herbalife business.
•Training and motivating the purchasing Distributor's do\wnline.


The sale of Business Tools by Distributors to other Distributors may not be an income-generating 
enterprise that is being conducted instead of or in conjunction with the Distributor's Herbalife business.


NOTE: THE PROMOTION, SALE, AND PURCHASE OF BUSINESS OPPORTUNITY LEADS, OR 
PRODUCT LEADS FROM ANY SOURCE IS PROHIBITED. HOWEVER, HERBALIFE DISTRIBUTORS 
MAY GENERATE LEADS FOR THEIR OWN USE AND THEY MAY ALSO PROVIDE THOSE LEADS AT 
NO COST TO THEIR DOWNLINE PROVIDED THEY COMPLY WITH HERBALIFE'S RULES OF 
CONDUCT AND ANY LOCAL PRIVACY AND DATA PROTECTION LAWS.


3.3.2 Leads
The term “Leads" includes prospects for Herbalife® products or opportunity, as well as leads-related 
advertising, advertising slots, or decision packs.


Distributors may generate Leads for their own use and they may also provide those Leads at no cost to 
their downline Distributors, provided they comply with the Rules and any privacy and data protection laws. 
However, Distributors may not sell Leads to other Distributors and Distributors may not purchase Leads 
from any source.


3.3.3 Written Permission for Distribution
Distributors may not promote Business Tools to a non-downline Distributor or to a downline Distributor 
below a President's Team member, unless the selling Distributor has received prior written consent from 
the purchasing Distributor's immediate upline President's Team member.


If consent is revoked, these sales must be promptly discontinued unless Herbalife in its sole discretion 
determines it would be unduly damaging to the purchaser (for example, midway in a subscription).


3.3.4 Promotion of Business Tools Provided by Vendors
Distributors may only promote Business Tools provided by vendors if:


a) the Distributor has independently confirmed that the vendor and its products or services comply in all 
respects with the Rules and applicable law.^^
b) the Distributor provides Herbalife with certification and supporting documentation from a certified 
public accountant confirming that they have received no payment directly or indirectly and will derive no 
economic benefit from the vendor.


A Distributor offering Web services through a vendor must provide the name, address, fax and phone 
numbers, and email address of the vendor to other Distributors using the website.


Distributors who sell Business Tools or charge fees for independent trainings or meetings are required to utilize the 
“Expense and No Profit Tracking Schedule" made available by Herbalife, and to keep copies of the Tracking 
Schedule, all associated records, invoices, receipts, and other supporting documentation, which must be kept for a 
minimum of two (2) years. Herbalife has the right to request copies of these documents and to verify compliance with 
this Rule.


If a Distributor has an economic interest in a vendor or in any of its transactions, the actions of the vendor shall be 
regarded as the actions of the Distributor for purposes of the Rules. Herbalife does not recommend or endorse 
materials that it has not produced.
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3.3.5 Notice to Cease Use or Sale of Business Tools
If Herbalife determines that a Business Tool violates its Rules, the law, or the legal rights of others, or that 
it represents a risk of damage to Herbalife's reputation, brand or image, Herbalife shall have the right 
(without liability) to require the Distributor to cease the sale or use of the Business Tool.


Chapter 4 Selling


4.1 SALES TO CONSUMERS
Herbalife is a direct-selling company, whose independent contractors (Distributors) sell Herbalife® 
products directly to customers and provide them with product guidance and social support._____________


4.1.1 Retail Establishments Not Permitted
A Distributor may not display or sell Herbalife® products, literature, or promotional items in a retail 
establishment. A retail establishment is a store or any other fixed location where passers-by are attracted 
or people come to purchase products because of advertising, location, signage, visibility or othenwise. For 
example, it includes markets (open or enclosed), pharmacies, kiosks or booths (temporary or permanent), 
swap meets or flea markets as well as any other location which Herbalife determines, in its sole and 
absolute discretion, as inconsistent with direct selling. Please refer to the following “Direct Sales - Do’s 
and Don’ts" chart.


Direct Sales Do’s and Don’ts


Locations Display Sales
Promotion or 


Advertising of 
Product Sales


Exterior Signs Sampling Branded
Materials


Retail Locations No No No No Yes Yes


‘Temporary Kiosks, 
Booths in Malls and 
Outlets


No No No No Yes Yes


Swap Meets, Flea 
Markets, Open-Air 
Markets, Street/
Vendor Carts


No No No No No No


Distributor’s Private 
Offices


Yes' Yes No 2
Yes Yes Yes


Doctor’s or Other 
Professional Offices


No Yes No No Yes Yes


Nutrition Clubs (Non- 
Residential
Locations)


Yes' Yes No 2
Yes Yes Yes
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Nutrition Clubs (Home 
Locations) Yes ' Yes No No Yes Yes


Service
Establishments No Yes No No Yes Yes


Trade Fairs, Athletic S 
Community Events


Yes No No 3
Yes Yes Yes


* Temporary is defined as occasionally present, not permanent. Permanent locations are not permitted.
1 Not visible from the exterior.
2 Subject to limitations as to content.
3 Allowed for booth identification. Subject to limitations as to content.
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4.1.2 Distributors’ Private Offices
Herbalife® products may be sold in private offices, provided they are not advertised for sale and the office 
appearance, signage or location does not invite persons who are passers-by to purchase Herbalife® 
products. Distributors who are doctors or other health care professionals may sell, but not display, 
Herbalife® products in their professional offices.


4.1.3 Providing and Maintaining Retail Receipts/Records
A Distributor must provide a completed Herbalife Retail Order Form to all retail customers when a sale is 
completed. This must list the products sold, the sales price, and the name, address and telephone 
number of the Distributor and the customer. Distributors are required to keep their copies of all Retail 
Order Forms and other records of product distribution for a period of two (2) years. Herbalife has the right 
to request copies and to verify the transactions and the terms and conditions of the sale or service 
provided by the Distributor.


4.1.4 Refund Policy for Preferred Members and Retail Customers
Herbalife® products have a 30-day money-back guarantee for all Customers (Preferred Members or retail 
customers), also known as the Herbalife Satisfaction Guarantee. The 30-day period begins on the date 
the Customer receives the product. When a Customer asks a Distributor to honor the guarantee, the 
Distributor must respond quickly and courteously. The Distributor must offer the Customer a choice of a 
full refund of the product purchase price, including taxes and shipping and handling costs, or full credit for 
exchange of other Herbalife® 
honor the Customer’s choice.


products in accordance with the return procedures. The Distributor must


Customers may also contact Herbalife for a refund by calling 866-866-4744 or by following the 
instructions available at Herbalife.com.


4.2 PAYMENTS AND ADJUSTMENTS
To qualify for monthly Royalty Overrides, Production Bonuses or other bonuses offered by Herbalife, 
Distributors must meet sales production and Royalty Point requirements that are fully defined in the Sales 
& Marketing Plan and in other literature and promotional material. Additionally, in order to earn these 
payments. Distributors must meet certain requirements for retail customers and product distribution, and 
confirm those on the 1st of each month on the Earnings Certification Form.^^


4.2.1 Product Distribution
Herbalife is a product distribution company. Products purchased from Herbalife are intended to be sold 
and distributed to customers and downline Distributors, or used for Distributors’ and their immediate 
families’ own personal consumption.


The purchase of products primarily to qualify for advancement in the Sales & Marketing Plan is not 
permitted. Such purchases may result in severe sanctions, including demotion in status, probation, 
suspension of buying privileges, suspension of earnings, disqualification from bonus participation, and 
termination of the Distributorship.


4.2.2 10 Retail Customers
A Distributor must personally make sales to at least ten (10) separate retail customers in a given Volume 
Month to qualify for and receive Royalty Overrides, Production Bonuses, and other bonuses paid by 
Herbalife. For the purpose of fulfilling the certification requirements of this Rule, a Distributor may count 
any or all of the following each Volume Month:


• A sale to a retail customer;
• A sale to a Preferred Member;
• A sale to a first downline Distributor with up to 200 Personally Purchased Volume Points (and no 
downline Distributors) may be counted as a sale to one (1) retail customer; and


Earnings Certification Forms are avaiiable on MyHerbalife.com.
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• A Nutrition Club Attendee who consumed products during ten (10) visits to a Nutrition Club within one 
Volume Month may be counted by the Nutrition Club operator as a sale to one (1) retail customer.^'’


If the Distributor fails to timely certify to Herbalife that they have sold to at least ten (10) retail customers 
in a given Volume Month, Royalty Overrides, Production Bonuses, and other bonuses will not be paid to 
the Distributor.


4.2.3 70%
In order to qualify for and receive Royalty Overrides, Production Bonuses, and other bonuses paid by 
Herbalife, at least 70% of the total value of Herbalife®^
Month must be sold or consumed that month.


products a Distributor purchases each Volume


For the purpose of fulfilling the certification requirements of this Rule, a Distributor may count any or all of 
the following:


• Sales to retail customers;
• Sales to Preferred Members
• Sales at wholesale to downline Distributors; and
• Product consumed at Nutrition Clubs.


If the Distributor fails to timely certify to Herbalife that they have sold or consumed 70% of the product 
purchases made that Volume Month, Royalty Overrides, Production Bonuses, and other bonuses will not 
be paid to the Distributor.


4.3 SELLING PRACTICES


4.3.1 Distributors as Brand Ambassadors
A Distributor shall always be courteous and considerate and may not engage in high-pressure selling.


4.3.2 Product Sales to Non-Distributors for Resale
No Distributor may sell or othenwise provide Herbalife® products to non-Distributors for the purposes of 
resale, nor may a Distributor sell to a non-Distributor any quantity of Herbalife® products greater than that 
generally purchased by an individual for personal or family use.


4.3.3 Modifications to Products, Labels and Materials
A Distributor may not delete, add, modify, tamper with, or alter any labels, literature, material, or 
packaging for Herbalife® products or literature, including the IBP.


4.3.4 No Resale of Samples or Daily Use Portions
Products which are not packaged and labeled for individual sale as individual units or single servings are 
not permitted for resale.


4.3.5 Presentations and Directions for Use
Presentations of Herbalife® products must be complete and truthful and consistent with information on 
product labels and accompanying literature.


If a Distributor utilizes Nutrition Club attendance toward compliance, the Distributor shall maintain a log of Attendee 
visits for at least two years, setting forth the name of the Attendee, dates of visits, and contact information, and shall 
make those records available for verification purposes if requested by Herbalife.


If a Distributor utilizes Nutrition Club attendance toward compliance, the Distributor shall maintain a log of Attendee 
visits for at least two years, setting forth the name of the Attendee, dates of visits, and contact information, and shall 
make those records available for verification purposes if requested by Herbalife.
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When selling or providing samples, a Distributor must explain the directions for use and cautions, if any, 
specified on product labels. Distributors should recommend that customers with medical conditions or 
who are under current medical treatment seek the advice of a physician before changing their diet.


4.3.6 Product Storage and Handling
Distributors are responsible for following storage instructions provided on Herbalife® product labels and 
for the proper storing and handling of Herbalife® products. Proper storage and handling of products 
includes:


• Inspecting products to ensure that products are not expired or soon to be expired, damaged, or 
tampered with;


• Ensuring that the product’s seal has not been broken;
• Keeping products properly sealed; and
• Maintaining products in a cool dry place and out of direct sunlight.


4.3.7 Customer Service
As direct sellers of consumable products. Distributors shall provide current contact information to their 
customers and make it known to their customers that they are available to answer questions, provide 
advice, and respond to customer concerns. Distributors shall respond to any questions or concerns from 
their customers relating to product information, proper usage, or other inquiries. Distributors should 
consult their Materials, refer to and use available educational tools, or contact Herbalife directly in 
responding to the customers’ questions or concerns.


Chapter 5 Sponsoring and Leadership


5.1 SPONSORING RESPONSIBILITIES


5.1.1 Training
One of the Sponsor’s principal roles is to stay informed of the Rules and to advise and train downline 
Distributors. A Sponsor may seek assistance from upline Supervisors or TAB Team members, but the 
primary responsibility for training is the Sponsor’s. This includes teaching correct principles about:


• Herbalife® products and their usage.
• Herbalife Rules.
• Herbalife Sales & Marketing Plan.
• Proper use of advertising, literature, and sales aids.
• Herbalife Satisfaction Guarantee.


A Sponsor may not require a personally sponsored Distributor to pay for training or training facilities 
unless the Sponsor fully explains that the Distributor may choose whether or not to participate in the 
training and states, in advance, the cost. If the Distributor declines to participate in the training, the 
Sponsor is obligated to provide at no cost the basic training necessary to learn the business.^®


5.1.2 Independent Relationship
A Sponsor must maintain and uphold the independent relationship with a downline Distributor. The 
Sponsor may not participate in or interfere with the business of downline Distributors and may not 
suggest or develop an employee/employer relationship with downline Distributors.


5.1.3 Preparation of Distributor Documents
The Sponsor must properly prepare Applications and Supervisor Qualification forms, and submit them to 
Herbalife in a timely manner.


5.2 OFFERING THE OPPORTUNITY


’ See Rule 3.3.1 Sale of Business Tools Not for Profit.
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5.2.1 No Franchises or Territories
Herbalife does not have territories or franchises, nor is an Herbalife Distributorship or business a 
franchise. No Distributor may represent otherwise or offer a franchise in connection with an Herbalife 
Distributorship.


5.2.2 Representations
When talking about the Herbalife opportunity, a Distributor MAY NOT say or imply that:


Sponsoring Distributors is as important as sales to retail customers.
A Distributor can benefit primarily by sponsoring other Distributors.
A Distributor is required to sponsor other Distributors.
The Herbalife opportunity is likely to result in a lavish lifestyle.
A Distributor can be successful with little or no effort.
Distributors have to buy Herbalife® products. Materials (besides the IBP), or Business Tools. 
Royalty Overrides, Production Bonuses or other benefits may be obtained primarily from the 
purchase of products rather than the sale of products.


5.3 MAINTAINING LINES OF SPONSORSHIP
The Sponsor/Distributor relationship is the foundation of the Sales & Marketing Plan. These Rules protect 
both parties, including safeguarding rights of sponsorship. Sponsoring Distributors invest considerable 
time, energy, leadership and training to support their downline. Sponsorship changes are detrimental to 
the integrity of the Herbalife business and are discouraged. Only on rare occasions are Sponsorship 
changes permitted, and always at the sole and absolute discretion of Herbalife._______________________


5.3.1 Inducement to Change Sponsors
A Distributor may not interfere with the relationship between another Distributor or Preferred Member and 
their Sponsor. For instance, a Distributor may not attempt to induce another Distributor to change their 
Sponsor.


5.3.2 Sponsorship Correction
A Distributor, who wishes to request a sponsorship correction, must complete and submit a “Change of 
Sponsorship Request" Form^^ along with a notarized “Change of Sponsorship Consent" Form from the 
current Sponsor, and a notarized letter of acceptance from the proposed Sponsor. Requests for 
sponsorship corrections will only be considered if all the following circumstances are met:


• Sponsorship details provided on the Distributorship Application were in error.
• The request is within 90 days of Herbalife accepting the current Distributorship Application.
• The current and proposed Sponsor are in the same lineage.
• The current Distributorship has not reached the level of Supervisor.
• The Distributor making the request has not yet sponsored any other Distributors.


^^The required Change of Sponsorship Form may be obtained from Herbalife department, this form and all other 
specified documentation must be submitted to Herbalife in order for Herbalife to consider the request.
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5.3.3 Applying for Change of Sponsorship
In order to protect the integrity of lineage which is a fundamental principle of multi-level marketing, a 
change of sponsorship is discouraged and will only be approved by Herbalife in the most exceptional 
circumstance.


A Distributor who wishes to change his or her Sponsor must complete and submit a notarized “Change of 
Sponsorship Request” Form^® along with a notarized "Change of Sponsorship Consent” Form from the 
current Sponsor and all Royalty Override and Production Bonus earners in the upline, up to and including 
the active President's Team member earning 7% Production Bonus. In addition, Herbalife must receive a 
notarized letter of acceptance from the proposed Sponsor.


If both the current and proposed Sponsors share the same upline Sponsor and each are at equai status 
and earning leveis under the Sales & Marketing Plan, the Distributor requesting the change need only 
obtain a notarized Change of Sponsorship consent Form from the current Sponsor, and a notarized letter 
of acceptance from the proposed Sponsor.


If Herbalife approves the change, the reouesting Distributor will be allowed to keep downline Distributors 
provided the downiine and upline agree.^


If the request for a change of sponsorship is denied, the Distributor may resign their Distributorship and 
comply with the Period of Inactivity before reapplying for Herbalife Distributorship under a different 
Sponsor.


Chapter 6 Marketing Your Business 


6.1 CLAiMS
A Claim or representation is any statement, story, image or video about Herbalife products, or the 
Herbalife opportunity. Claims can include simple statements about product benefits, and photos of before 
and after results. Claims can also describe the Herbalife opportunity, such as lifestyles, items, and 
vacations achieved through the Sales & Marketing Plan. It’s fine for Distributors to make Claims, provided 
they comply with these Rules, which are intended, in part, to help Distributors comply with the law._______


6.1.1 Lawful, Truthful and Not Misleading
All Claims must be lawful, truthful, substantiated, and not misleading:


• Truthful and Substantiated: This means the Claim must be true and supported by written 
documentation, in advance of making the Claim. Claim substantiation might include earnings 
statements (e.g. BizWorks reports) and sales receipts to support an income claim, or a weight loss 
log to support a weight loss claim.


• Not Misleading: Ciaims that are true and substantiated can still be misleading if they fail to include 
sufficient context to inform the audience that the result depicted is better than what the typical 
Distributor can expect to achieve. Where the Claim conveys a result that is better than what the 
typical Distributor could expect to achieve, it must be accompanied by the appropriate weight loss or 
income disclaimer. Claims that convey a “net impression” that is false or unrealistic are misleading.


The required Change of Sponsorship Form may be obtained from Herbalife, this form and all other specified 
documentation must be submitted to Herbalife in order for Herbalife to consider the request.


The requesting Distributor must obtain notarized permission from the upline in order to keep the downline. The 
requestor’s first-level downline will also have to sign off on staying with their current Sponsor. If the upline agrees to 
the downline move, the move will consist of that downline’s entire organization. These documents must be submitted 
to Herbalife with the reasons for the request and a forfeit of all rights to the existing Distributorship if the request is 
approved. Only after this documentation is submitted will Herbalife decide whether to grant the request.


CONFIDENTIAL HLF 000692







Distributors should consult related advisories and guidelines for more information on how to ensure that 
their Claims comply with the Rules and are not misleading.^®


6.1.2 Weight-Loss Claims


All weight-loss claims, including testimonials must:


• Include reference to lowering caloric intake, eating a balanced diet consisting of healthy foods and
engaging in regular physical activity.


• Be accompanied by the following disclaimer:


People who use Herbalife Formula 1 twice a day as part of a healthy lifestyle can generally 
expect to lose around half a pound to 1 pound per week.


6.1.3 Product Claims


Distributors MUST:


• Make only those claims permitted by product labeling or in Herbalife Materials.


• Accompany all claims with the approved disclaimers.


Distributors MUST NOT:


• State that Herbalife® products prevent, treat, or cure diseases or medical conditions or discuss any 
experience with medications.


• Use the name of the Food and Drug Administration (FDA) or other regulatory agencies when 
representing the Herbalife® products.


6.1.4 Earnings Claims
An Earnings Claim is any expressed or implied Claim regarding a Distributor's actual or potential income 
achieved through the Herbalife opportunity. Photos involving cars, pools, vacations, or houses, are also 
Earnings Claims. See Rule 6.1.5 (“Lifestyle Claims”). Earnings Claims may not create a false or 
unrealistic net impression regarding what a Distributor can reasonably expect to earn.


Prohibited Earnings Claims
References to extreme Earnings Claims, even if true, may be so powerful that they should not be used at 
all, even with a disclaimer. Prohibited Earnings Claims include the following or similar statements that 
participants can:


• “Quit your job"
• “Be set for life"
• "Earn millions of dollars"
• “Make more money than they ever have imagined or thought possible”
. “Get Rich”
• “Realize unlimited income”


For all other Earnings Claims, the following disclaimers should be used:


Mill Team and Below
Social Media and Written Income Disclaimer


Advisories and guidelines are available by contacting Herbalife or on MyHerbalife.com.
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Claims depicted are unique to individuals and are not typical. Achievements require skill & hard work. 
For typical earnings, see Statement of Average Gross Compensation at Herbalife.com.


President’s Team and Above (Top 1%)


Social Media and Written Income Disclaimer
Top 1% Distributor. If achieved, takes between 3 to 35 years to reach, averaging 13 years. Requires 
skill & hard work. For typical earnings, see Statement of Average Gross Compensation at 
Herbalife.com.


6.1.5 Lifest/le Claims
A Lifestyle Claim is any expressed or implied Claim suggesting that a Distributor can attain a certain 
lifestyle, or purchase certain items by participating in the Herbalife opportunity. A Distributor MAY make a 
Lifestyle Claim provided the Claim complies with this Rule, Rules 6.1.1 (“Lawful, Truthful and Not 
Misleading") and 6.1.4 ("Earnings Claims”), and related advisories and guidelines.^'


Claims that are not representative of what a typical Herbalife Distributor can reasonably buy or achieve 
must be accompanied by the proper income disclaimer, and the overall net impression must not be 
misleading. See Rule 6.1.4 (“Earnings Claims").


Lifestyle Claims suggesting that participating in the Herbalife opportunity will result in a lavish lifestyle are 
prohibited. A lavish lifestyle claim is one depicting a style of living that is extravagant, rich, costly, 
expensive, elaborate, grand, posh or luxurious.


Prohibited lavish Lifestyle Claims include the following, or any substantially similar representations:


• Opulent mansions (e.g., large, impressive homes that are magnificent, ritzy, classy, splendid, 
plush or grand);


• Private helicopters, jets, or yachts; or
• Exotic automobiles are cars that are out-of-the ordinary, expensive, and have a stunning look 


unlike common cars. For the current list of exotic automobiles, please contact Herbalife or see 
MyHerbalife.com.


Non-lavish items (such as non-exotic automobiles) may be shown, as long as the overall net impression 
is not misleading and the claim is made in accordance with rule 6.1.4.


6.1.6 Size and Placement of Disclaimers


Audio Presentations (whether live or previously recorded)
The disclaimers must be made orally in conjunction with the claim.


Visual Presentations (whether live or previously recorded)
If presented on stage or in a video, the disclaimer must be legible and be presented in close proximity to 
the claim. If on-screen, the disclaimer must appear long enough and in large enough font for an average 
reader to be able to read it completely.


Written Presentations
The disclaimer must be displayed in:


• A color that contrasts with the color of the background (e.g., black on white);


‘ Advisories, training and guidelines are available by contacting Herbalife or on MyHerbalife.com.
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• Close proximity to the claim (the disclaimer must appear on the same page or screen as the claim); 
and


• A font at least 75% as large as the size of the font used for the claim, but not smaller than 10-point 
type and in large enough font for an average reader to be able to read it completely.


6.1.7 Home-Based Business Claims
When promoting the Herbalife opportunity, Distributors may not misrepresent the extent to which the 
activities of a Distributor can be conducted solely in the home. Distributors should emphasize that 
personal interaction is fundamental to direct selling.


6.1.8 Claims Regarding Relationship Between Herbalife and Herbalife Distributors
The Herbalife opportunity provides Distributors the potential to earn income, but under no circumstances 
is it a "job.” Herbalife Distributors are self-employed independent contractors. As such. Distributors may 
not claim, represent or imply that they are employed by, speak for, or provide any kind of consulting 
services to Herbalife. Nor may they suggest that their independent Herbalife business is a job.


For example. Distributors may not use the terms “job," “salary," “employment," (or any similar term) when 
promoting the opportunity.


Distributors may not market the Herbalife opportunity using tools primarily devoted to advertising job 
opportunities, including “Help Wanted" ads, employment bulletin boards, and Internet job search engines 
such as Monster.com and Careerbuilder.com unless the advertisements clearly and conspicuously 
indicate that what is being offered is an independent income opportunity.


6.2 USE OF HERBALIFE INTELLECTUAL PROPERTY
Maintaining the integrity of the Herbalife brand is one of Herbalife's primary responsibilities. This Section 
is meant to help Distributors understand the significance of Herbalife intellectual property. Herbalife 
continuously polices the marketplace for improper, inconsistent and inappropriate use of its intellectual 
property. Including trademarks, logos, slogans, and copyrights, among other things. Such dedicated 
monitoring ensures Herbalife’s hard-earned reputation as a high-quality producer of global nutrition 
products is retained._________________________________________________________________________


6.2.1 Definitions:
Copyrighted materials: Herbalife owns the copyright to all printed material, internet content, and audio 
and video recordings produced by or for it.


A trademark is a proprietary name or symbol that identifies Herbalife as the source of the products and 
services being sold and provided by Distributors. For example, Herbalife® and the Tri-Leaf logo are 
Herbalife trademarks, as are many product brands, such as Cell-U-Loss® or Herbalifeline®.
A trade name is a business name which Herbalife has the exclusive right to use. For example, Herbalife 
International of America, Inc., and Herbalife of Canada, Ltd. are trade names. Distributors may not 
register trade names that include the word HERBALIFE or other Herbalife brand names.


Trade dress includes the characteristics of the visual appearance of a product or its packaging that 
signify the source of the product to consumers. For example, it includes the design of some of 
Herbalife’s® products and packaging.


A trade secret is confidential information that is generally not known outside of Herbalife and has 
commercial value. Trade secrets held by Herbalife include formulas, vendor relationships, branding and 
product development projects not yet in the marketplace, business plans, processes, and compilations of 
data identifying or relating to other Distributors, including genealogies.


Herbalife Intellectual Property includes Herbalife copyrighted materials, trademarks, trade names and 
trade secrets.
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6.2.2 Copyrighted Materials
Herbalife owns the copyright to all printed material, Internet content, and audio and video recordings 
produced by or for it. Distributors must follow any conditions listed in the download instructions or other 
written authorization.


All Herbalife copyrighted materials must be accompanied by the following statement;


Reproduced with the permission of Herbaiife. AH rights reserved.


Herbalife reserves the right to withdraw its consent to use of its copyrighted materials at any time in its 
sole and absolute discretion.


6.2.3 Trademarks, Trade Dress and Trade Names
Distributors may use those trademarks, trade names and trade dress which Herbalife makes available for 
downloading.


• Herbalife trademarks and trade names may only be obtained from Herbalife.
• Distributors must always identify themselves clearly as Herbalife Independent Distributors.
• Distributors may not alter the trademarks and trade dress in any way, except to resize them. Resizing 
items is permitted only if the image remains clear in all details and does not diminish the perception or 
quality of Herbalife® products and services.
• Distributors may use Herbalife trademarks and trade dress only in accordance with the current 
Herbalife Independent Distributor Style Guide.
• Distributors must include the following statement: “Trademarks and designs are the property of 
Herbaiife internationai, inc., or its //censors. Used by permission of Herbalife."


Herbalife reserves the right to withdraw its consent to Distributor use of these items at any time at its sole 
and absolute discretion.


6.2.4 Trade Secrets
A Distributor will hold trade secrets in confidence and may not disclose them at any time, even after 
termination of the Distributorship.


6.2.5 Use Limited to Herbalife Business
Distributors may use Herbalife Intellectual Property solely for the purpose of conducting their Herbalife 
business.


6.2.6 TV, Radio, Magazines or Newspapers
The word “Herbalife” or the specific mention or pictures of any Herbalife® product or service may not be 
used in any media advertisements including print, digital, audio or visual recordings, in newspapers, 
magazines, radio and television or the Internet, or any other medium except as permitted.


6.2.7 Electronic Media
For electronic media, a Distributor may not purchase Herbalife related keywords from search providers 
(e.g., Google). For example, purchasing a priority position - such as a site operated by a Distributor 
appearing in the paid search boxes displayed along with search results - is not allowed. These terms 
include, but are not limited to, any terms that include the word Herbalife or the name of any Herbalife© 
product or service offering.


6.2.8 Toll-Free Telephone Numbers
Distributors may have a toll-free telephone number. However, a Distributor may not use any Herbalife 
trademarks, trade names, product names, or slogans in conjunction with the toll-free number. Distributors 
may only identify or list themselves as an Herbalife Independent Distributor.


The Herbalife Independent Distributor Style Guide is posted in the Resource Center at MyHerbalife.com.
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6.2.9 Telephone Directory Listings
Distributors may list themselves in the telephone directory under the heading "Herbalife Independent 
Distributor." The only information that may follow is the Distributor’s name, address, telephone number, 
fax number, email address or website. Display advertisements must conform to all Herbalife advertising 
Rules. The word "Herbalife” (other than “Herbalife Independent Distributor") and other Herbalife 
Intellectual Property may not be used in any way other than as used in advertisements approved in 
advance by Herbalife. Listings by category are permissible under accurate and lawful headings including: 
"Hair Care Products," “Skincare Products," “Health Products" or “Nutritional Products," and “Weight 
Loss/Control.’’


6.2.10 Name or Image of Mark Hughes
The name or image of Mark Hughes (founder of Herbalife) may not be used in any advertisements.


6.2.11 Herbalife’s Addresses
The addresses of any Herbalife offices may not be used, published, or promoted by any Distributor as 
their own.


6.2.12 Prohibited Use of Third Parties Intellectual Property
Distributors may not use third parties’ copyrighted materials, trademarks, trade names, product names (or 
any variations) text, photo images, videos, or graphics owned or created by third parties unless they have 
obtained prior written consent from the owner. All third party intellectual property must be properly 
referenced as the property of the third party, and Distributors must adhere to any restrictions and 
conditions that the owner of the intellectual property places on the use of its property.


6.2.13 Termination of Herbalife Distributorship
If an Herbalife Distributorship becomes terminated for any reason, the Distributor must immediately 
discontinue use of Herbalife’s Intellectual Property and update profile information for any social media 
accounts to disclose that they are no longer an Herbalife Independent Distributor.


6.3 ADVERTISING AND PROMOTIONS


6.3.1 Herbalife Advertising Templates
Herbalife publishes a variety of advertising templates which Distributors may use without alteration, 
except for adding their name and contact information. The templates are available for download from 
MyHerbalife.com.


6.3.2 Distributor Advertisements and Promotional Materials
Herbalife produces promotional literature and sales tools for Distributor use in advertising and promoting 
their Herbalife business. Distributors may produce their own promotional materials, but must ensure the 
materials:


• Are truthful and accurate;
• Make no therapeutic, disease or medical claims;
• Do not imply an employment opportunity; and
• Comply with all applicable Rules and law.


6.3.3 Posting of Advertising Materials
Private Property Distributors may post advertising materials on private property with the prior written 
consent of the owner. To document consent. Distributors may use Herbalife’s template “Letter of Consent 
to Post Advertising on Private Property,” available at MyHerbalife.com and from Herbalife.


Advertising materials may not be visible from the street or sidewalk when used at a private office or other 
location where Herbalife business is done, and may not be posted in a manner that might be a distraction 
to motorists or pedestrians.
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Materials must be promptly removed upon the request of any government authority, the owner of the 
property or Herbalife.


Public Property Distributors may not post advertising materials on public property, such as utility poles, 
street lights, traffic lights, parking meters or traffic signs.


6.3.4 Broadcasting
Distributors may not broadcast on a television, satellite or radio station any audio or visual recording 
mentioning Herbalife, its products or opportunity except for the following advertisement:


Herbalife Independent Distributor 
Call me for products or opportunity 
(Distributor Name and phone or email address)


In the event Herbalife broadcasts on a television, satellite or radio station, Distributors may not advertise 
on that station one hour before and after the Herbalife broadcast.


6.4 PRICE ADVERTISING
Direct selling is about personal relationships and product knowledge, and the value both skills provide to 
existing and potential customers. This Rule protects the direct sales channel by supporting a Distributor’s 
ability to establish and maintain a strong connection with existing and potential customers. It is through 
these relationships with customers and personally sponsored downline that Distributors achieve success, 
inspire others to do the same, and ensure the highest level of customer satisfaction.___________________


Herbalife Independent Distributors are independent businesspersons and may sell Herbalife products, 
literature and promotional items at any price they choose. The sole exception is that the IBP is subject to 
Herbalife’s suggested retail price, as specified by Herbalife without any mark-up. However, to preserve 
the one-on-one nature of direct selling. Distributors may only advertise Pricing Information to existing 
customers, their downline, and potential new customers who have indicated an interest in purchasing 
Herbalife® products.


Herbalife Distributors may not advertise Price Information to the general public.Pricing Information is 
any indication of price and includes but is not limited to:


• “special offer"
• “____ % off’
• “free shipping”
• “pay less"


•• “best prices”
• “lowest prices”
• “special discounts”
• “apply this code at checkout”^


This Rule applies to branded and unbranded advertising to all forms of media including television, radio, 
telephone, newspapers, magazines, flyers, leaflets, pull-tabs, signage and all means of internet based 
electronic communication.^^


“General public” refers to persons who have not had prior personal contact with the Distributor placing the 
advertisement.
^ The terms used in the examples are also prohibited from being used in website tagging strategies. If a word or term 
cannot appear in an advertisement because it would violate the Price Advertising Rule, then that word or term cannot 
be used as part of the website tagging strategy to promote the website in search results when used as part of a 
search.


“Internet based electronic communication" includes social media tools including, but not limited to, Linkedin, 
Facebook, Instagram, Pinterest, Snapchat, Twitter, WeChat, What’s App, and Viber. It also includes blogs, public


CONFIDENTIAL HLF 000698







Finally, Distributors may not modify Herbalife-produced literature or materials which in its original form 
features suggested retail prices. Those materials must be used without aiteration.


Chapter 7 Use of the Internet and Electronic Marketing


7.1 DISTRIBUTOR CONDUCT


7.1.1 Standard of Personal Conduct
Distributors may not publish, post or distribute any materials on or via the Internet, whether or not in 
connection with Herbalife that are, in Herbalife’s sole and absolute judgment, defamatory, libelous, 
disparaging, threatening, offensive, harassing, abusive, obscene or pornographic.


7.1.2 Unauthorized Computer Access
Distributors may not:


• Interfere or take any action that results in interference with or disruption of:
- Herbalife.com
- MyHerbalife.com
- other websites maintained by Herbalife or its Distributors


• Gain or attempt to gain access to computer systems or networks connected to these sites without 
prior written permission from Herbalife.


7.1.3 Consumer Data
Distributors may not sell, trade, or use consumer or site user information including email addresses, 
except in connection with the Herbalife® products or opportunity. If any person or entity requests that their 
information not be used, the Distributor must immediately honor such request.


7.2 DISTRIBUTOR WEBSITES


7.2.1 Distributors Must Disclose Relationship with Herbalife
Distributors operating independent websites that use Herbalife trademarks must clearly and 
conspicuously display the Distributor’s personal name and business address along with “Herbalife 
Independent Distributor":


• on the home page;
• as part of any contact information; and
• as part of any publicly accessible profile information.


The Distributor’s business name may not be a substitute for the personal name of the individual 
Distributor, but may be included in addition to the Distributor’s personal name.^® Anonymous postings or 
the use of an alias are prohibited.


7.2.2 Domain Names, Email Addresses, and Websites
Distributors may not use Herbalife Intellectual Property in their:


• Website domain name (URL).
• Titles for any pages on a Distributor’s website (including, but not limited to, the home page).
• Email addresses.


message boards, email, and SMS/MMS campaigns along with targeted internet advertising that is delivered through 
pop-up or banner advertisements, pay-per-click advertisements, sponsored search results, and sponsored 
advertisements to discuss pricing. All these forms of advertising are, by their nature, either specifically targeting or 
generally accessible by the general public and hence may not be used.
“ If multiple Distributors are participating on the same website, all Distributor contact names and contact information 
must be listed.
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• Title tags, meta tags.


Examples of Herbalife Intellectual Property terms that may not be used:


• Herbalife
• Herbalife® product names


Any Distributor violating this Rule must transfer the domain name or email account to Herbalife on 
Herbalife's request and at no cost to Herbalife. Herbalife reserves its other rights and remedies.


7.2.3 Hyperlinking and Associations
Distributors may link their websites to;


• The home page on Herbalife.com (or any other website produced or maintained by Herbalife).
• Any other website maintained by the Distributor to promote the Herbalife® product and opportunity.
• Any third-party website that will assist the Distributor in promoting the Herbalife® products and 


opportunity, so long as such websites are compliant with Rule 7.2.4.


Distributors may not use third parties' trademarks, trade names, or product names in their;


• Website domain name (URL).
• Titles for any pages within a website (including home pages).
• Email addresses.
• Title tags, meta tags.^^


7.2.4 Third Party Advertisements on Distributor Websites
Distributors may feature third-party advertisements on websites they use in connection with their Herbalife 
business so long as, in the sole and absolute judgment of Herbalife, the advertisements DO NOT:


1. Relate to any religious, political or commercial organization.
2. Damage the reputation of Herbalife or its Distributors.
3. Misuse Herbalife Intellectual Property.
4. Directly or indirectly promote any other:


a. direct-selling or MLM company regardless of products offered; or
b. products competitive with those sold by Herbalife, such as:


i. meal replacements,
ii. nutritional supplements, or
iii. cosmetics.


7.2.5 International Business
Distributors conducting or seeking to conduct business in international markets via their own or other 
websites may sell only products approved for sale in the country to which communications are directed.


7.2.6 Website Privacy Statements
Distributors must post, in a prominent location, a “Privacy Statement" that:


• Informs consumers whether or not personal information is being collected about them and how such 
information will be used; and


• Fulfills the privacy law requirements of each jurisdiction in which business is being conducted.


7.2.7 Search Engine Advertising and Optimization
Herbalife trade names and product names may not be used in search engine optimization, such as:


The only exception to this Rule is if and when a Distributor has obtained prior written consent from the owner. A 
Distributor shall indemnify Herbalife against any claim arising or related to the Distributor’s use of third-party 
trademarks, trade names, or product names.


CONFIDENTIAL HLF 000700







Metadata
• 25-word description.
• Keywords that make up a meta tag.


Meta Tags
• The URL.
• Title tags.
• Alt/image tags that describe the images of a site.
• Any other page-related factors used by search engines in determining website rankings.


Distributors may not use any misleading or deceptive tactics to improve their index preference with search 
engines.


Distributors must comply with all Rules and regulations of each country, including (but not limited to) laws 
related to:


• Confidentiality of consumer data.
• Privacy rights.
• Restrictions on telemarketing.
• Restrictions on marketing over the Internet.


7.2.8 Distributor Websites
All Distributors who use the Internet to sell products for delivery in the United States must do so 
exclusively through the GoHerbalife platform.


7.3 PROHIBITIONS OF INTERNET AND AUCTION SALES
Sales of Herbalife® products by Distributors on the Internet shall be done exclusively through the 
GoHerbalife platform. See Rule 7.2.8. Auction sales, sales on online auction sites, and sales on other 
unauthorized websites weaken the personal relationships Distributors have with their customers, as well 
as the Herbalife brand and the image Herbalife establishes for its products. Accordingly, Distributors may 
not (directly or indirectly through any intermediary or instrumentality) offer for sale, or facilitate the offering 
of Herbalife® products for sale through any auction, online auction website, or any e-commerce or other 
website. This prohibition includes, but is not limited to, selling Herbalife® products on eBay or Amazon.


7.4 EMAIL
These Rules apply to Distributors who send email regarding the Herbalife® products or opportunity. These 
Rules are in addition to applicable law.


When using the services of a non-Herbalife vendor, the actions or omissions of the vendor will be 
considered actions or omissions of the Distributor for purposes of compliance with the Rules. Distributors 
must confirm that the vendor’s services comply with all applicable laws.


7.4.1 Restrictions
1. The following restrictions and prohibitions apply to Distributors who send any type of email message 
relating to Herbalife:


a. Distributors must disclose the origin of any email message:
i. Source, destination and routing information attached to the message (including the originating 
domain name and originating email address) must be accurate.
ii. “From" line of each message must accurately identify the person who initiated the message.
iii. “Subject" line of each message must not be misleading.


b. All email messages must include a clear, conspicuous notice about how to make an opt-out request: 
i. The message must contain a functioning return email address or Internet-based mechanism that a 
recipient may use to submit a request that they not receive future commercial email messages from 
the sender.
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ii. Within 10 business days after receiving an opt-out request, Distributors must stop initiating or 
sending commercial email to such person.
ill. Each Distributor must produce and maintain its own Do-Not-Email List (“DNE list") to track and 
honor all opt-out requests.


2. The following are additional restrictions and prohibitions that apply to sending email messages 
promoting Herbalife® products or the opportunity;


a. Distributors are prohibited from sending commercial email messages unless the:
i. Distributor has an existing business relationship with the recipient based on a prior purchase or 
transaction, or ii. Distributor is a friend, family member, or acquaintance of the recipient, or
iii. Recipient provided prior consent to receive the message. The consent must be specific to 
receiving messages about Herbalife® products or the opportunity.


b. Each message must include a valid physical postal address of the Distributor.
c. Distributors may not obtain email addresses by address harvesting or dictionary attacks.


i. “Address harvesting" is the use of automated means to collect email addresses that are listed on a 
website or online service, when that website or online service contains a notice that it will not give, 
sell or otherwise transfer addresses maintained by such website or online service to any other 
person for the purpose of initiating commercial email messages.
ii. “Dictionary attack" refers to automated means used to generate possible email addresses by 
combining names, letters or numbers into numerous permutations.


d. Distributors are prohibited from using scripts or other automated means to register for multiple email 
accounts or online user accounts from which to send commercial email messages.


7.4.2 Government Notice to Discontinue Emailing
Distributors must immediately discontinue email activity if they receive any notice from a governmental 
authority regarding their email practices. Distributors must promptly report all such notices to Herbalife.


7.5 SOCIAL MEDIA
These Rules apply to Distributors using social networking sites such as Twitter, YouTube and Facebook 
as well as online communities such as blogs.


7.5.1 Responsibility for Postings
Distributors are responsible for all Herbalife-related content they post online. Distributors using social 
media outlets as part of their Herbalife business must clearly and conspicuously identify themselves by 
both name and as an Herbalife Independent Distributor.


7.5.2 Social Media as a Sales and Promotion Forum
Social media sites may not be used to conduct sales transactions. Online sales may only be transacted 
from a Distributor’s GoHerbalife website.


7.5.3 Postings and Claims
Distributors must be accurate and truthful in all postings. All claims, representations and testimonials must be in 
compliance with the Rules.


7.5.4 Use of Herbalife’s Intellectual Property
Distributors may only use the trade name “Herbalife" in a manner that clearly identifies them as Herbalife 
Independent Distributors.


Examples of unauthorized use of the Herbalife trade name are:


• “Herbalife Wellness Challenge”
• "The Herbalife Page"
• “Let's Talk Herbalife”


7.5.5 Photos, Video/Audio Recordings
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Distributors may post audio/video material on YouTube and similar social media sites, provided the 
content complies with the Rules.


Herballfe reserves, in its sole and absolute discretion, the right to determine if recordings or images 
(including their manner of use) violate the Rules or diminish the reputation of Herbalife. Herbalife reserves 
the right to require the removal of such images or recordings. At all times. Distributors must comply with 
all privacy laws, intellectual property laws and social media policies when using images or recordings of 
other individuals.


7.5.6 Professionalism
Distributors should not respond to those who place negative posts about them, other Independent 
Distributors, or Herbalife. Negative posts may be reported by email to: 
DPCcomolaintsNAM@herbalife.com.
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7.6 TELEMARKETING
Federal and state laws severely restrict telemarketing operations and are highly technical. These Rules 
are being provided as an accommodation to Distributors (but not as legal advice). Distributors are 
responsible to know and obey federal and state telemarketing laws._________________________________


When contracting with vendors, Distributors must confirm that the vendor's services comply with all 
applicable laws. The actions or omissions of the Distributor's vendor will be considered to be the actions 
or omissions of the Distributor.


7.6.1 Definitions 
Autodialer
Equipment that dials telephone numbers automatically, including any computerized equipment that 
performs the dialing function whether or not the machine is pre-programmed with a list of numbers or 
dials numbers on a random basis.


Broadcast Fax or Blast Fax
Sending a fax to recipients who have not requested the fax, including equipment that can send multiple 
faxes to multiple recipients.


Established Business Relationship (EBR)
A prior relationship between a Distributor and a telephone subscriber based on the subscriber's:


• Purchase or transaction within 18 months immediately preceding the date of the telephone call, if 
the relationship has not previously been terminated.


• Inquiry about products or services within three (3) months immediately preceding the telephone 
call, if the relationship has not previously been terminated.


(If the subscriber makes a “Do-Not-Call" request to a Distributor, that request terminates the EBR even if 
the subscriber continues to do business with the Distributor.)


Prior Express Consent
A written agreement or email between a Distributor and consumer cleariy stating the consumer agrees to 
be contacted by the Distributor regarding Herbalife® products or opportunity, including the telephone or 
fax number through which such contact may be made.


Telemarketing
The act of selling, soliciting, marketing, promoting, or providing information about a product or service 
using a telephone, cell phone, text message, fax machine, autodialer, pre-recorded or artificial voice 
recording, or like device.


7.6.2 Do-Not-Call Lists
Distributors engaged in Telemarketing must;


• Set up a business account with the Do-Not-Call Registry identifying the Distributor as the “Seller” 
or “Client."^®


• Pay all fees associated with accessing the Do-Not-Call Registry.
• Maintain and observe “Do-Not-Call" lists recording the number(s) of persons requesting not to be 


contacted.
• Access the Do-Not-Call Registry and remove newly registered numbers from call lists at least 


every 31 days.


Includes computerized equipment such as:
• Predictive Dialers - which dial calls while telemarketers are talking to other customers by predicting the average 
time it takes for a consumer to answer the telephone and when a telemarketer will be free to take the next call.
• Preview Dialers - which provide a number to be dialed on the telemarketer's screen and, when directed by the 
telemarketer, dials the number for the telemarketer.


Distributors must not identify Herbalife as the “Seller” or “Client."
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• Train all personnel engaged in Telemarketing on these Rules.
• Not call numbers on state and federal Do-Not-Call lists unless the Distributor has an EBR with the 


Client.


7.6.3 Autodialers
Distributors may not use an Autodialer in connection with an Herbalife business, products, or opportunity.


7.6.4 Prerecorded or Artificial Voice Messages
Distributors may not use prerecorded or artificial voice messages in connection with an Herbalife 
business.


7.6.5 Unsolicited Faxes
• Distributors may not use a Broadcast Fax, Blast Fax, or similar services to send fax messages.
• Distributors may send faxes only to EBRs who have provided Prior Express Consent to receive faxes 
from the Distributor.
• When sending faxes to EBRs, the Distributor must have obtained the fax number through:


- The recipient’s voluntary communication or
- From a directory, advertisement, or website to which the EBR voluntarily agreed to make the fax 
number available


• All faxes must include:
- A clear and conspicuous notice on the first page that the recipient may request the sender not to 
send future faxes (“Do-Not-Fax request") and that failure to comply with the request within 30 days is 
unlawful.
- A domestic contact telephone number and a fax number (for the recipient to transmit a Do-Not-Fax 
request).
- At least one cost-free mechanism the recipient can use to transmit a Do-Not-Fax request to the 
Distributor, such as a website address, email address, or toll-free number.


• Distributors must accept and process Do-Not-Fax requests 24 hours a day, seven days a week, and 
all requests must be fully honored within 30 days.
• All faxes must include (either in the top or bottom margins on each page or on the first page of the 
Fax):


- Date and time the Fax is sent;
- Identity of the sender (which must be the Distributor’s personal or company name); and
- Telephone number of the sending fax machine and of the Distributor.


7.6.6 Government Inquiries
Distributors must immediately discontinue Telemarketing if they receive any notice from a governmental 
authority regarding their Telemarketing activity. Distributors must promptly report all such notices to 
Herbalife.
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Chapter 8 Nutrition Clubs
Many Distributors utilize Nutrition Clubs as a successful way of doing business. Nutrition Clubs operate 
with the purpose of introducing and retailing Herbalife food-based products to new and existing 
customers. While this section provides a brief explanation of the operation of Nutrition Clubs, it is not 
intended to be a substitute for the extensive training Distributors receive as part of the Nutrition Club 
progranr


8.1 GENERAL RULES


8.1.1 Reviews
Distributors must cooperate with Herbalife reviews of Club practices.


8.1.2 Training
A Club operator must be trained by a knowledgeable upline Distributors or through local Herbalife training 
events. The ultimate responsibility for training of an operator is the first upline TAB Team member.


8.1.3 Employees
Clubs may only be operated by Herbalife Independent Distributors. Distributors may not use employees 
to assist with any Club operations.


8.1.4 Not Franchises
Clubs are not franchises,"'® and Distributors may not compare Clubs to franchises when promoting them 
as a Daily Method of Operation. Clubs are only a means of doing the core Herbalife business of retailing 
products within a Club.


8.1.5 Independent Business Operations
Distributors are independent business persons, and Clubs are independent from Herbalife. 
Herbalife does not assume any responsibility or liability for any Club.


As such.


8.1.6 One Responsible Distributor
One Distributor must be designated as the Primary Club Operator and be responsible for and oversee all 
operations of the Club.


If multiple Distributors share a common space to operate their Club, the Primary Club Operator shall 
appoint another Distributor to be responsible when the Primary Club Operator is not physically present at 
the Club.


8.1.7 Good Neighbor Policy
A Club operator must be a good and considerate neighbor and take reasonable steps to respond to 
requests and/or complaints (especially when operating a Club in a residential location).


8.1.8 Comply With the Law
Club operators must comply with all laws and regulations that apply to the operation of their Club. In 
dealing with government agencies, prospective and current Club operators must be cooperative and 
represent their proposed or actual activities accurately.


8.1.9 No Assigned or Exclusive Territories
There are no territorial assignments or exclusive territories for Clubs: they may be opened and operated 
wherever legally permissible.


8.1.10 Multiple Clubs
Nutrition Club operators may operate multiple Clubs. However, Club operators must be present during all 
Club sessions, except for short-term absences when attending Herbalife sponsored meetings.


' No Distributor may represent, imply, or suggest in any way, that Clubs are franchises.
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8.1.11 Required Postings
Every Club operator must post the Nutrition Club Operator’s Advisory and the Hygiene and Sanitary 
Practices Advisory for Nutrition Club Operator.


The posted signs containing the Advisories must be at least 8.5”x 11”. Each Advisory itself must be in a 
font size no smaller than 17 points.''^ Copies of these Advisories are available on MyHerbalife.com.


8.1.12 Good Hygiene
Serving Herbalife® products to Club attendees requires a Club operator to practice good hygiene and 
maintain clean and sanitary Club premises. The following hygiene practices are required;


Food Sourcing, Handling and Preparation
• Fruits, vegetables and other non-Herbalife ingredients must be obtained from reputable suppliers 


who conform to the highest standards for food cleanliness and safety.
• However, the Club operator has ultimate responsibility for food freshness and quality. For 


example. Club operators must inspect ingredients upon delivery and again before use.
• Use purified water (or boiled water) when preparing beverages served at the Club.
• Thoroughly clean and sanitize kitchen equipment before and after each use, including blenders 


and cutting boards.
• Use disposable cups to serve beverages.


Perishable Products
• Use older, unexpired products first.
• Wash fruits and vegetables prior to use.
• Store perishable products in a manner that protects them from damage, spoilage, or 


contamination.
• Clean refrigeration units at least once a week.


Non-Perishable Products
• Use older, unexpired products first.
• Store Herbalife® products and non-perishable ingredients in a cool, clean, well-ventilated space.


Personal Hygiene
• Frequently wash hands and forearms with antibacterial soap and warm water.
• Always wash hands and forearms in the following instances:


After using the restroom.
Before and after handling any food items.
After sneezing, coughing or blowing nose.
After smoking, eating, drinking or leaving the Club premises.
After touching hair or any other body part.
After touching another person.
After touching used or dirty kitchen equipment or utensils.


• Keep clothing and hair clean and neat at all times
• In the event you feel ill, leave the Club premises even if it requires closing the Club.


' The specific wording of the Advisories may change from time to time, but the most recent version may always be 
obtained by calling Herbalife, or it can be downloaded from MyHerbalife.com.
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Club Premises
• Immediately clean up spills, and warn guests to avoid the affected areas until cleanup is 


complete.
• Maintain multiple covered trash receptacles lined with high-quality garbage bags 


throughout the Club premises; remove and empty frequently.


8.2 CLUB OPERATIONS


8.2.1 Fees
Club operators may charge attendance fees to cover operational premise-related costs (such as the cost 
of rent, utilities, and product and ingredients consumed in the operation of the Club).


Attendance fees may not be represented as the price or cost of:
• Products offered to Attendees or their guests for consumption (because these are benefits of being an 
Attendee).
• Services the Club operator may choose to offer (such as seminars or classes).


The Club operator is responsible for understanding and complying with legal and tax requirements.


8.2.2 Club Attendance Not Mandatory
Club attendance is a personal decision for the attendee or guest (whether or not he or she is an Herbalife 
Distributor). Club operators may not state or imply that there is an obligation to attend.


8.2.3 Club Activities and Services
Nutrition Clubs must offer their Attendees:
• Regular opportunities to socialize.
• Frequent educational and coaching sessions (group or one-on-one) on nutrition and weight 
management.


8.2.4 Attendee Referral Incentives
Club operators may offer reasonable rewards, such as free products, for the referral of new Attendees. 
However, Club operators are prohibited from paying cash or cash equivalent for such referrals.


8.2.5 Authorized Herbalife® Products Only
Only Herbalife® products may be provided for consumption or sale in a Club. Non-Herbalife@ products 
may not be provided, sold or promoted on the Club premises except for ingredients used in shakes.''^


8.2.6 Product Consumption
Club operators may offer complimentary products such as shakes, teas. Formula 1 pies and Herbal Aloe 
Concentrate. Club operators may post a list of available flavors of shakes and teas, as well as any 
optional ingredients such as protein or fiber, but operators may not post, list, or charge individual prices 
for these products or ingredients.


8.2.7 Carry-Outs
Although it is preferable that product be consumed on Club premises, registered Club Attendees may 
carry out one shake or cold tea per visit.


For instance, a Club operator who provides more than one attendance fee option may be more likely to be required 
to pay sales tax and to comply with food service regulations and requirements. Puerto Rico Residents: A Club 
operator who provides one or more attendance fee option may be required to register and collect SUT and to comply 
with food service regulations and requirements.


Only Herbalife® products authorized for sale in the United States may be used in U.S. Clubs. Puerto Rico 
Residents: Only Herbalife® products authorized for Puerto Rico may be provided for consumption or sale while 
operating a Club.


The only permissible Club fees are daily, weekly or monthly Attendee fees to cover operational costs. In Clubs and 
elsewhere, Herbalife® products must always be served, consumed and applied in accordance with the instructions on 
the printed product labels.
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Carry-outs must be:
• In unbranded containers of not more than one single serving.
• For the personal consumption of that Club Attendee or another registered Club Attendee.


8.2.8 Product Retailing
Club operators may keep product inventory on hand, and they may retail their inventory. All Herbalife® 
products must be sold unopened and in their original Herbalife packaging.


Club operators may not:
• Sell as individual units or single serving's products not packaged and labeled for individual sale.
• Post product pricing.
• Use high-pressure sales techniques.
• State or imply that product purchases are required in order to enter, attend, or become or remain an 
Attendee of the Club.


8.2.9 Sampling
Products may not be given as samples unless they are labeled for distribution in single sen/ings.


8.2.10 Inappropriate Mixtures
Club operators may not mix shakes, teas, or Herbal Aloe Concentrate using alcoholic beverages, 
medications, or other inappropriate ingredients.


8.2.11 Product Packaging and Display
Club operators may display product-related literature, promotional items, and one unit (per product) of 
unopened Herbalife® product in its original packaging. Displays may not be visible from the exterior. 
When preparing shakes, teas and Herbal Aloe Concentrate for consumption, each of the packaged 
products must be available for inspection by Attendees.


8.2.12 Proper Disposal of Product Containers
To protect against those who might seek to counterfeit Herbalife® products, Club operators are required to 
deface or destroy product labels and containers before disposing of empty containers.


8.2.13 Sale of Clubs Prohibited
Transfer of Lease: A Club operator may not sell his or her Club to another Distributor. If a Club operator 
does not wish to continue operating his or her Club, it is permissible to transfer the Club's lease to 
another Distributor. Before another Distributor can enter into the lease, the Distributor must have 
successfully completed Herbalife's mandatory Nutrition Club training, and must have been an Herbalife 
Distributor for at least 90 days.


The Club operator may then transfer the lease without a charge of any kind, other than the assumption of 
the rent obligation to the landlord. Once the lease is transferred, the Transferee must complete the 
Nutrition Club Registration Process.


Sale of Items Used in the Club: The Club operator may sell the furniture, fixtures and equipment used in 
the operation of the Club to the Transferee if he or she wishes to purchase them. The purchase price for 
the tenant improvements, furniture, fixtures and equipment may not exceed the depreciated cost of these 
items.


Signage: Because the Transferee is not purchasing a Club or business, but merely taking over a lease, 
the Transferee may not be required to pay for any external signage, even if the signage remains in place 
following the transfer.


8.3 MARKETING, PROMOTION AND ADVERTISING 


8.3.1 Claims and Representations
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Club Attendees may share their experiences. However, all claims, representations and testimonials must 
comply with the law and Rules.


8.3.2 Offering Nutritional Advice to Attendees and Guests
Club operators may offer the general health, wellness, and nutritional information consistent with product 
labels and Materials. This includes guidance about the products, usage, and key benefits. Operators may 
also provide appropriate product and weight-loss testimonials, orally and in writing (accompanied by 
Herbalife's required disclaimers).


Club operators may not state or imply that using the products will diagnose, treat, prevent, or cure any 
disease or medical condition, and all information given to Club Attendees and guests should be 
consistent with the information provided on Herbalife® product labels and Materials.


8.3.3 Advertising
Clubs are social gatherings publicized exclusively through word of mouth.


• Guests may be personally invited by the Club operator, another Distributor, a Club Attendee or a 
customer.


• Invitations may be extended during a conversation or by a written (or digitally transmitted) invitation 
sent following a conversation.


• Clubs are not intended to attract “walk-in" traffic.
• Club advertising is limited to promoting services that are offered at the Club’s location, such as a 


Weight Loss Challenge, a wellness evaluation, or wellness presentation.


Advertisements about Club services may include the following details:
• Name of Club and Club operator
• Phone number


Using radio and television to advertise Club services is not permitted.


8.3.4 Personal Websites
Every Club operator is permitted to create a website under the following conditions:


• Password-protected websites not accessible by the general public may be operated, 
provided they comply with all of Herbalife’s Rules.


• Non-password-protected websites accessible by the general public may only provide the 
following Nutrition Club information:


• Services available at Club (for example, a Weight Loss Challenge, a wellness 
evaluation, or wellness presentation)


• Name of Club and Club operator


8.3.5 Residential Nutrition Club Signage Prohibited
Clubs operating from residentiai locations may not use exterior signage of any kind. For non-residential 
Club signage Rules, see Rule 8.4.3 "Exterior Signage”.


8.4 NON-RESIDENTIAL NUTRITION CLUBS


8.4.1 Registration Process
Before signing a lease or opening a Club in a non-residential location a Distributor must:
• Be an Herbalife Distributor for at least 90 days.
• Complete the process required by Herbaiife for site location, proposed signage, and other matters.
• Receive the Nutrition Club Operator’s Training certificate of completion.''
• Submit the Club “Registration Form”'’® at least 30 days prior to opening the Club.


’ The Training is available on MyHerbalife.com.
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8.4.2 Not Retail/Service Establishments
Retail Establishments; Clubs may not operate on the premises of retail establishments. Retail 
establishments are defined as fixed locations where the primary activity is the onsite sale or delivery of 
goods to consumers.


Service Establishments: Clubs may not operate on the premises of service establishments where the 
primary purpose is to provide prepared foods (such as restaurants, cafes, ice cream shops, etc.). 
However, a Distributor may operate a Club within other types of service establishments—such as beauty 
salons, barber shops, gyms and health clubs—provided the Club activities and signage are restricted to 
an enclosed room and are not visible to passers-by or to the public frequenting the service establishment.


8.4.3 Signage Restrictions
• The design and content of the proposed sign must not be perceived as a store, restaurant, 


franchise or similar operation, or other retail location, and does not invite passers-by to purchase 
product.


• Signage may not be unreasonably large or unreasonably noticeable.
• No two Clubs operating from non-residential locations may have identical or substantially similar 


names or signage within a 100-mile radius."*^
• Signs may not use repetitive names with numbers (e.g.. Rockin' Wellness #3, Rockin’ Wellness 


#4).
• Signs may not identify, imply, or signal that the occupant is an Herbalife Independent Distributor 


(or otherwise indicate an Herbalife business).
• Signs may not advertise services offered as part of a Club (for example “Weight Loss Challenge," 


etc.).
• Signs may not state or suggest Herbalife® products are available for purchase on the premises.
• Signs may not use Herbalife Intellectual Property, product names or brands, the word "shake," or 
any other words that imply or signal that Herbalife® products are available at that location, such 
as:


- Nutrition Club
- Herbalife
- L.A. Live
- Mark Hughes
- Liftoff®
- Skin Activator® or any other.


The following terms and any similar terms are acceptable:
-Club
- Center
- Meeting


The following terms, and any similar terms, are not 
acceptable:


-Cafe
- Restaurant
- Bar
- Mart
- Store
- Shop
- Signs that depict "Open/Closed" may not be visible from the exterior.


The following are a few examples of signage do's and don’ts:


Do’s
“Angela’s Wellness Center"


Don’ts
“Angela’s Shake Cafe”


’ The Registration Form is available at MyHerbalife.com or from Herbalife.
' This would Include anything visible from the exterior that might suggest that the location is a franchise.
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“Healthy Lifestyle’s Club" 
"The Feel Good Zone"


“Healthy Nutrition Bar” 
"Herbalife Weight-Loss Shop"


8.4.4 Nutrition Club Exterior
Clubs are not retail establishments, cafes, restaurants or takeout establishments. The following rules 
apply to the Club exterior, to avoid any misconceptions by the public:


• Tables, chairs, or outdoor seating are not allowed.
• Club exterior doors must remain closed.
• The doors and windows of non-residential Clubs must be properly covered so that the interior of the 


Club is not visible to people outside of the Club.


Coverings may not:
• Display any Herbalife branding (names, logos, etc.).
• State, imply or suggest (even without words) that retail products are available for purchase inside.
• Use or incorporate “Before & After" photographs.
• Display the word “shake" or pictures of shakes or any other products (even if unbranded).


The following is not allowed on the Club's exterior:


- Visa or MasterCard (or any other credit card merchant) decals or signs.
- The word “welcome."
- Pictures or logos of shakes, blenders.
- Pictures of food or products.
- Telephone numbers.
- Website references such as “.com," “www,” “.net," or any other such reference.


- Taglines or slogans. (A tagline is a descriptive term used in conjunction with the name of a Club.)


8.4.5 Cash Registers
Because Clubs are not retail establishments, cash registers, cash boxes, and the like may not be visible 
to Club Attendees.


8.4.6 Leasing, Renting or Sharing Club Locations
Club operators may lease, rent, or othenwise charge for Clubs located in non-residential locations which 
they make available to or share with Distributors of their downline organization.


However, the fees derived may not exceed a 5% net profit to the offering Distributor, and the offering 
Distributor may not solicit or promote these locations to Distributors in other organizations.


8.4.7 Walk-In Traffic
A “walk-in prospect" is a person who visits a Nutrition Club for the first time without a personal invitation 
and without having had any direct contact with or a referral from the operator of the Club or an existing 
Club Attendee.
Nutrition Club operators may sign up a walk-in prospect as an Attendee, but if the prospect cannot or will 
not sign up as an Attendee, the operator is then limited to:


• Offering the prospect a complimentary shake, tea. Formula 1 pie, and Herbal Aloe Concentrate as 
samples.
• Explaining the Nutrition Club concept of socialization, product consumption, and wellness education 
among Club Attendees.
• Providing free samples of prepared products to encourage walk-ins to return and become Club 
Attendees.


Chapter 9 Weight Loss Challenge
The Weight Loss Challenge (“Challenge") is an optional method of operation available to all Distributors. 
This method is a fun way for Challenge participants to learn about nutrition. However, it is imperative that 
Challenge Rules are followed. _________________________________
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9.1 MAXIMUM NUMBER OF PARTICIPANTS
Each Challenge is limited to a maximum of 40 participants.


9.1.1 Fees
Participation Fee: The Participation Fee covers all prize payouts, plus minimal operational costs. 
Participation Fees may not be used to generate a profit and, under no circumstance, may they exceed 
$35.


Weight-Gain Fee: Distributors may charge a weight-gain fee of $1 per pound for weight gained since a 
participant's last recorded weigh-in.


Absence Fee: Distributors may charge an absence fee of $5 for each absence from a weekly meeting. 
One (1) absence is allowed without penalty.


The only permissible action for non-payment of Weight-Gain and Absence Fees is disqualification from 
the Challenge; Distributors may not otherwise press or pursue participants (or former participants) for 
payment.


48
9.1.2 Maximum Payout
First-prize payout for each Challenge may not exceed $599.


9.1.3 Duration
Each Challenge must run for a minimum of 6 weeks.


9.1.4 Weekly Meetings
Weekly meetings are a required element of any Challenge. They may be conducted in any suitable 
location or online.“


9.1.5 Recommending Herbalife® Products
Distributors may always recommend, promote and educate on Herbalife® products, but may not require 
that the products be purchased or consumed as part of a Challenge.


9.1.6 Refunding the Participation Fee
The participation fee must be fully refunded if requested by the participant within the first 48 hours of the 
Challenge start date. Refunds requested more than 48 hours after the Challenge commences may be 
granted at the discretion of the responsible Distributor(s).


9.1.7 Advertising
Herbalife makes a variety of finished ads for Distributors to use in their Challenge. If you make your own 
ads, they must comply with Herbalife’s Rules and the law.


When advertising a Challenge, Distributors may include their name and phone number in the ad.


However, if the Challenge will be at a Nutrition Club, the ad may only include:
• The name of the Club.


There are 2 reasons for this maximum payout amount:
• Participants should be driven by the results they will achieve, with the “extra” benefit of possibly winning money.
• Larger funds could encourage participants to engage in unhealthy or excessive weight loss and exercise practices.


Each Challenge should run for 12 weeks. This allows the participants to better reach their goals during the course 
of the Challenge.
• The Weight Loss Challenge Manual, MyHerbalife.com support materials, and Herbalife's Weight Loss Challenge 
website for participants (HerbalifeWLC.com) are based on a 12-week program.


Meetings should include a weekly weigh-in, discussion of the participants’ progress, educational talks by the 
Distributor(s)/coach(es), and formulation of a plan and/or goal for the coming week.
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• The name of the Club operator.
• The Club’s phone number.


Distributors may only provide the address for the Challenge through personal interaction, not through the 
ad.


Challenge ads may not say or imply that money will be paid out merely for participating in a Challenge 
because only up to four participants in each Challenge may receive cash payouts. However, ads may say 
that the Challenge winner can earn money.


9.1.8 Required Participation Agreement^^
Every participant must review and sign a Participation Agreement, which must be kept on file by the 
Distributor(s) for at least 1 year from signing and produced to Herbalife upon request.


9.1.9 Minimum Age
The minimum age for participation in a Challenge is 14, and persons ages 14 to 17 require written 
permission from a parent or legal guardian.


9.1.10 Data Privacy and Confidentiality
Coaches may collect only the following personal information from each participant to operate the 
Challenge: name, address, telephone number, and e-mail address. Coaches may also collect information 
about participants such as initial weight, weekly weigh-in weights, and waist measurements.


All information must be kept confidential, stored securely, and not be shared with any third party. 
Coaches may not use the information for purposes other than the Challenge unless the participant has 
authorized them to do so and Coaches must destroy all information in a secure manner one (1) year after 
the Challenge is complete unless the participant authorized an alternative use that continued after the 
Challenge was completed.


The Participation Agreement form is available at MyHerbalife.com.
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Chapter 10 Enforcement Procedures
The Rules protect the Herbalife opportunity and brand. Individual Distributor violations can negatively 
impact Herbalife as a whole as well as adversely influence the opinion of regulators, the media and the 
public’s opinion about Herbalife, its products and its Distributors. While Herbalife makes every effort to 
educate and counsel Distributors about appropriate and inappropriate business practices, there are 
instances where violations of the Rules merit more severe penalties. _________ ____________


Distributors are strongly encouraged to promptly report alleged violations of the Rules to Herbalife in 
order to protect the goodwill and reputation of Herbalife and its Distributors. Herbalife generally will only 
act on complaints brought within one year of when the Distributor knew or should have known of the 
violation but reserves the right to conduct an inquiry at any time.^^


10.1 COMPLAINT PROCEDURE
Distributors should report suspected violations to Herbalife on our website or by contacting us directly at 
our toll free number.” Required information includes the nature of the complaint and the factual details 
that support the allegations.®^


10.1.1 Inquiry
If Herbalife determines in its sole and absolute discretion there is sufficient information to support the 
allegation, an Herbalife representative will contact the Distributor who is the subject of the complaint to 
permit the Distributor to provide a response. In certain circumstances it may become necessary to place 
restrictions on a Distributorship while an inquiry is in process.


Those restrictions may include a prohibition from attending Herbalife events and suspension or denial of:
• Buying privileges.
• Payment for Royalty Overrides.
• Payment for TAB Team Production Bonus.
• Awards or benefits (i.e., vacations, pins, etc.).
• Speaking at Herbalife sponsored Training Seminars or other meetings.
• Qualifications that may be in progress.
• The right to represent oneself as an Herbalife Distributor.


Herbalife reserves the right to publish the violating Distributor's name, violation, and penalty.


10.1.2 Sanctions
Violations of the Rules may result in legal or regulatory challenges for Herbalife and endanger the 
business for all Distributors. For this reason, penalties may be substantial. Herbalife shall have sole and 
absolute discretion to determine the appropriate penalty based on the nature of the violation and 
consequence that resulted or could result, including:


• Suspension of all Distributor rights and privileges.
• Monetary sanctions.
• Obligation to reimburse Herbalife’s legal fees.
• Removal from the Speaker Program.
• Disqualification from participation in the annual Mark Hughes Bonus.
• Disqualification from participation in the Production Bonus program.
• Permanent loss of lineage.
• Termination of Distributorship (see “Termination or Deletion of a Distributorship" below).


If Herbalife concludes that other Distributors assisted, encouraged or were party to the violations, 
Herbalife also may hold such Distributors responsible for the violations.


^ Herbalife's enforcement of the Rules shall not create liability to pay compensation for loss of profits or goodwill.
” You can file your complaints on our website at MyHerbalife.com or by contacting us at 866-866-2477.


Factual details include names, addresses, and telephone numbers of persons involved as well as dates, times, 
places, etc.
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10.1.3 Corrective Measures
Volume and earnings adjustments resulting from corrective measures to resolve dual Distributorship 
violations will not include activity occurring more than two years before the date the complaint was 
received by Herbalife.


10.1.4 Requests for Reconsideration (unrelated to Terminations)
Distributors may submit a request for Herbalife’s reconsideration of a decision within 15 days of the date 
of the decision.


When requesting reconsideration, the Distributor may submit additional information they believe should 
be considered, and must also state why this information was not provided during the inquiry. If the 
reconsideration request is not submitted within the 15-day period, the request will be denied.


10.1.5 Termination of a Distributorship
Herbalife may, in its sole and absolute discretion, terminate a Distributorship if a Distributor violates the 
Rules.®®


The termination is effective on the date indicated in the written notification provided by Herbalife to the 
Distributor. Upon termination of a Distributorship, the Distributor wili have no claim against Herbalife as a 
result of the termination. The Distributor may no longer conduct business or represent himself/herself as 
an Herbalife Independent Distributor.


10.1.6 Appealing a Termination
Distributors may submit a request for Herbalife's reconsideration of a termination decision within 15 days 
of the date of the decision. When requesting reconsideration, the Distributor may submit additional 
information they believe should be considered, and must also state why this information was not provided 
during the inquiry. If the reconsideration request is not submitted within the 15-day period, the request will 
be denied although Herbalife reserves the right to consider evidence submitted beyond the 15-day time 
frame at its sole and absolute discretion.


The appeal will be reviewed by a committee comprised of an appointed representative from each of the 
Sales Department, the Distributor Services Department, and the Legal Department (the "Review 
Committee"). A majority of the Review Committee may uphold the termination, reinstate the 
Distributorship, or recommend an alternative penalty for the alleged violations. In reviewing a termination 
decision, the Review Committee will consider whether the alleged violation was material.
This decision shall not create liability to pay compensation for loss of profits or goodwill.


Chapter 11 Additional Legal Provisions


References below to “Agreement” mean the Application and entire contractual relationship 
between Distributor and Herbalife.


11.1 DAMAGES
To the fullest extent allowed by applicable law, neither Herbalife nor Distributor shall be liable to the other 
for any incidental, consequential, special, exemplary or punitive damages under any legal or equitable 
theory, regardless of whether the possibility of such damages is known by either party.
11.2 Waiver and Delay
Herbalife may address Rules violations or other breaches of the Agreement with any Distributor in its sole 
and absolute discretion. No failure, refusal or neglect of Herbalife to exercise any right, power or option 
under the Agreement shall constitute a waiver of the provisions or a waiver by Herbalife of its rights at any 
time under the Agreement.


®® Termination means the complete cancellation of a Distributorship and revocation of the Distributor's right to 
conduct the Herbalife business. This includes cancellation of their right to receive any further income from the 
Distributorship.
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11.3 Severability
Except as otherwise provided in Chapter 12.2 below, if any provision in the Agreement is found to be 
invalid, illegal, or unenforceable in any respect, it shall be severed from the Agreement and have no effect 
on the remainder of the Agreement, which shall remain in full force and effect. Further, there shall be 
added automatically as part of the Agreement a provision as similar as possible to the severed provision 
that would be legal, valid, and enforceable.


11.4 Choice of Law
The Agreement, and any dispute arising from the relationship between Herbalife and Distributor, shall be 
governed by California substantive law without the application of conflict of law principles, except that the 
interpretation and enforcement of Chapter 12 Arbitration shall be governed by federal law.


11.5 Indemnification
Distributor will indemnify, defend, and hold Herbalife harmless from any suit, action, demand, prosecution 
or claim, including all costs, liabilities and damages, relating to or arising from Distributor’s breach of the 
Agreement or the conduct of Distributor's Herbalife business. Herbalife may, among other things, offset 
amounts it owes to Distributor to satisfy any obligations arising under this indemnity.


11.6 Claims Between Distributors
Herbalife shall not be liable to any Distributor for any cost, loss, damage, or expense suffered by any 
Distributor directly or indirectly as a result of any act, omission, representation, or statement by another 
Distributor.


Chapter 12 Arbitration Agreement


Distributors and Herbalife agree to submit to arbitration any disputes that they cannot resolve 
informally. Herbalife reserves the right (with some restrictions) to amend the Arbitration 
Agreement. The current version is below. References below to "Agreement” mean the entire 
contractual relationship between Distributor and Herbalife.


12.1 Overview
Herbalife will try to resolve any dispute amicably and informally. However, if there is a dispute that cannot 
be resolved informally, Herbalife and Distributor each agrees, subject to Rules 12.2 and 12.3 below, to 
resolve the dispute solely and exclusively by binding arbitration. Arbitration proceedings are designed to 
provide parties with a fair hearing that is faster and less formal than a lawsuit in court. Arbitration uses a 
neutral arbitrator instead of a judge or jury, allows for limited discovery, and is subject to very limited 
review by courts. Arbitrators can award the same damages and relief that a court can award. The 
following provisions are referred to as the "Arbitration Agreement."


Puerto Rico Residents: Puerto Rico does not have small claims courts. Any variation in terms in this 
Arbitration Agreement for Puerto Rico Residents is indicated below in italics.


12.2 Jury and Class Action Waiver
Herbalife and Distributor both waive the right to trial by jury. Also, any arbitration under the 
Agreement shall take place on an individual basis; class or representative actions shall not be 
permitted. If the foregoing provision is, for any reason, found to be unenforceable, then the Arbitration 
Agreement shall be null and void (but the Agreement shall remain in full force and effect).


Puerto Rico Residents: Distributors in Puerto Rico agree that Herbalife and Distributor are each 
waiving the right to a trial in any local or Federal Court of justice in Puerto Rico.


12.3 Scope
Herbalife and Distributor agree, with two exceptions, to arbitrate all disputes and claims between them, 
including, without limitation, disputes or claims arising out of or relating to the Agreement, the Rules of 
Conduct, Sales & Marketing Plan decisions, relationships with other Distributors, and the purchase, sale
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or use of Herbalife® products, and regardless of whether the dispute or claim arose before Distributor's 
contractual relationship with Herbalife. The two exceptions are: (1) either Herbalife or Distributor may 
bring suit in court to enjoin infringement or other misuse of intellectual property rights, and (2) Distributor 
may bring an individual action for monetary damages (but no other relief) in small claims court where 
permitted by law.


12.4 Applicable Rules
The interpretation and enforcement of this Arbitration Agreement is governed by the Federal Arbitration 
Act. Any arbitration that is commenced pursuant to this Arbitration Agreement is governed by the 
Commercial Arbitration Rules ("AAA Rules") of the American Arbitration Association (“AAA"), except as 
modified herein, and will be administered by the AAA. The AAA Rules are available online at adr.org, by 
calling the AAA at 1-800-778-7879, or by writing to the Herbalife Notice Address, Office of the General 
Counsel, Herbalife International of America, Inc., 800 West Olympic Blvd., Suite 406, Los Angeles, CA 
90015.


12.5 Commencing Arbitration
Forms and instructions for giving notice and commencing arbitration can be obtained at 
http://www.adr.org, by calling the AAA at 1-800-778-7879, or by writing to the Herbalife Notice Address. If 
either Herbalife or Distributor is sued in arbitration, they may assert any counterclaims they may have 
against the other party.


12.6 Arbitration Fees
For any arbitration initiated by Distributor in accordance with the AAA Rules, Herbalife will pay all 
administration and arbitrator fees and will promptly reimburse Distributor for any initial filing fee unless (i) 
Distributor seeks more than $75,000 in damages, or (ii) the arbitrator finds that Distributor’s claim or 
demand for relief is frivolous or was brought for an Improper purpose under the standards of Federal Rule 
of Civil Procedure 11(b), in which case the payment of fees will instead be governed by the AAA Rules 
and Distributor must reimburse Herbalife for any payments that would have been Distributor’s obligation 
to pay under the AAA Rules.


12.7 Arbitration Procedure
All arbitration procedures, including, without limitation, representation by counsel, determinations of 
arbitrability, selecting and communicating with the arbitrator, discovery, confidentiality, pre-hearing 
conferences, and evidentiary hearings, will be governed by the AAA Rules. Note: As explained in the 
AAA Rules, the arbitrator shall determine the scope and enforceability of this Arbitration 
Agreement and the arbitrability of any disputes. Hearings will take place in the county (or parish) 
where Distributor resides, unless the parties agree otherwise.


12.8 Arbitration Award
The arbitrator shall issue a written award in accordance with the AAA Rules, but may only award 
declaratory or injunctive relief in favor of the individual party seeking relief and only to the extent 
necessary to provide relief warranted by that party’s individual claim. Regardless of whether attorneys’ 
fees and costs are recoverable by law, Herbalife will pay Distributor’s reasonable attorneys’ fees and 
costs if the arbitrator issues an award in Distributor’s favor, unless Herbalife made a written settlement 
offer worth more than the award before an arbitrator was selected. Herbalife will be responsible for its 
own attorneys’ fees and costs.


12.9 Amendments
No amendment or modification of the Agreement will apply to claims that have accrued or are otherwise 
known to Herbalife at the time of the amendment, modification, or termination.


Chapter 13 Privacy and Data Protection
Unless otherwise indicated, Herbalife collects uses and shares “Personal Information" (e.g., your first and 
last name, mailing address, city, state, zip code, telephone number, email address, credit card, and
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banking information) in accordance with its Privacy Policy located at httD://www.herbalife.com/privacv- 
policv.


Because of the unique nature of multi-level marketing, Distributors may receive Personal Information 
about others directly from Herbalife, such as information regarding other Distributors and Preferred 
Members in a Distributor’s downline, customers or referrals who express interest in Herbalife products or 
services, or individuals who use our online properties and mobile applications ("Sites"). (The downline 
organization consists of all Distributors and Preferred Members that were personally sponsored by a 
particular Distributor, and in turn, all other persons sponsored by the subsequent Distributors.) Once 
Herbalife provides Personal Information to a Distributor, he or she is responsible for it and must keep it 
strictly confidential. Distributors may only use this Personal Information to develop their Herbalife 
business relationship with their downline, customers or referrals, unless they have received consent from 
the individual to use his or her Personal Information for other purposes.


One way that Herbalife shares information with Distributors is through Lineage Reports. These reports 
contain information regarding other Distributors and Preferred Members within a Distributor's downline, 
such as their name and contact information, their Herbalife Identification Number, and business metrics 
such as their level or rank, volume and sales statistics. Lineage Reports are provided to Distributors in 
the strictest confidence and for the sole purpose of supporting the Distributors in further developing their 
Herbalife businesses. Lineage Reports, including all Personal Information and other data contained 
therein, constitute confidential, proprietary trade secrets of Herbalife. Distributors may not collect, 
distribute or gather confidential information or personal or aggregate information about other Herbalife 
Distributors, their customers or the Preferred Members they sponsor, except in connection with their 
downlines and solely for the purposes of promoting their Herbalife businesses, and to manage, motivate 
and train their downlines.


Distributors may also collect Personal Information from individuals directly or my other means, such as 
when they collect contact and payment information from customers to process product orders. 
Distributors must abide by applicable privacy and data protection laws, including international data 
transfer restrictions, with respect to all Personal Information obtained by Distributor (from Herbalife or 
otherwise) in connection with the Distributor's Herbalife business. In addition, it is the Distributor’s 
responsibility to maintain the security of all Personal Information that he or she receives.


Chapter 14 Definitions
Applicant: An individual applying to become an Herbalife Independent Distributor.


Application: Herbalife Distributorship Application and Agreement which includes the Sales and 
Marketing Plan, Rules of Conduct and other documents posted on MyHerbalife.com and contained in 
Book 4 in the IBP.


Association: In a divorce, or dissolution of a Life Partner relationship, the combination of volume 
between the original Distributorship and the new separate Distributorship of the divorced couple or the 
former Life Partners, for the purpose of earnings percentage calculation.


Autodialer: Equipment that dials telephone numbers automatically, including any computerized 
equipment that performs the dialing function whether or not the machine is pre-programmed with a list of 
numbers or dials numbers on a random basis.


Broadcast Fax or Blast Fax: Sending a fax to recipients who have not requested the fax, including 
equipment that can send multiple faxes to multiple recipients.


Business Tool: A sales aid which has not been made by Herbalife.


Challenge; Weight Loss Challenge.
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Claim: A Claim or representation is any statement, story, image or video about Herbalife® products or 
the Herbalife opportunity.


Club: Nutrition Club.


Earnings Claims: Any expressed or implied Claim regarding a Distributor’s actual or potential income 
achieved through the Herbalife opportunity.


Established Business Relationship (EBR): A prior relationship between a Distributor and a telephone 
subscriber based (1) on the subscriber's purchase or transaction within 18 months immediately preceding 
the date of the telephone call if the relationship has not previously been terminated or (2) inquiry about 
products or services within three months immediately preceding the telephone call, if the relationship has 
not previously been terminated. If the subscriber makes a “Do-Not-CaH” request to a Distributor, that 
request terminates the EBR even if the subscriber continues to do business with the Distributor.


Exotic Automobile: Exotic automobiles are cars that are out-of-the ordinary, expensive, and have a
stunning look unlike common cars.


Fee: Annual Distributorship Services Fee.


Former Participant: A former Distributor, Preferred Member, spouse. Life Partner, or an individual who 
assisted in a Distributorship.


Herbalife Intellectual Property: Herbalife copyrighted materials, trademarks, trade names, trade dress, 
and trade secrets.


IBP: International Business Pack.


Lavish Lifestyle: A lavish lifestyle claim is one depicting a style of living that is extravagant, rich,
costly, expensive, elaborate, grand, posh or luxurious.


Leads: Prospects for Herbalife® products or the Herbalife opportunity, as well as leads-related 
advertising, advertising slots, or decision packs.


Life Partner: A person designated by an Herbalife Independent Distributor as their Life Partner on the 
"Add Life Partner Request Form”.


Lifestyle Claims: Any expressed or implied Claim suggesting that a Distributor can attain a certain 
lifestyle, or purchase certain items, by participating in the Herbalife opportunity.


Materials: Herbalife produced literature and sales aids.


MLM: Multi-level Marketing.


Net Impression: Net impression is the message that one takes away when viewing the entirety of the 
claim. This includes elements such as words, images, hashtags, disclaimers, etc.


Period of Inactivity: One year waiting period. See Rule 2.1.10.


Pricing Information: Information related to pricing that is any indication of "special offer," “% off," “free 
shipping," and “discounts."


Preferred Member: A Preferred Member is entitled to purchase Herbalife® product directly from Herbalife 
at a discount. A Preferred Member is not allowed to (1) sell Herbalife® product or services; (2) recruit or
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sponsor others to be Herbalife Independent Distributors or Preferred Members; or (3) receive 
compensation under the Sales & Marketing Plan.


Prior Express Consent: A written agreement or email between a Distributor and consumer clearly 
stating the consumer agrees to be contacted by the Distributor regarding the Herbalife® products or 
opportunity, including the telephone or fax number through which such contact may be made.


Review Committee: The committee that reviews an appeal of a Distributor termination decision. Consists 
of an appointed representative from each of the Sales Department, the Distributor Services Department 
and the Legal Department.


Rules: The Herbalife Rules of Conduct and all other rules, policies and advisories that Herbalife issues 
from time to time.


Sales & Marketing Plan: The Herbalife Sales & Marketing Plan.


Sponsor: The Distributor who brings another person into Herbalife as a Distributor.


Telemarketing: The act of selling, soliciting, marketing, promoting, or providing information about a 
product or sen/ice using a telephone, cell phone, text message, fax machine, autodialer, pre-recorded or 
artificial voice recording, or like device.


Transferee: The Distributor to whom a Distributorship is transferred.


Transferor: The former Distributor who is transferring his or her Distributorship to another person.
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Code of Ethics
Explanatory provisions in italics.


Preamble
The Direct Selling Association ("DSA"), recognizing that companies 
engaged in direct selling assume certain responsibilities toward 
consumers arising out of the personal-contact method of 
distribution of their products and services, hereby sets forth the basic 
fair and ethical principles and practices to which member companies 
will continue to adhere to in the conduct of their business.


A. Code of Conduct
1. Deceptive or Unlawful Consumer or Recruiting Practices


a. No member company or independent salesperson for a member 
company shall engage in any deceptive, false, unethical or unlawful 
consumer or recruiting practice. Member companies shall ensure 
that no statements, promises or testimonials are made that are 
likely to mislead consumers or prospective independent salespeople.


b. Member companies and their independent salespeople must comply 
with all requirements of law. While this Code does not restate all 
legal obligations, compliance with all pertinent laws by member 
companies and their independent salespeople is a condition of 
acceptance by and continuing membership in DSA.


c. Member companies shall conduct their activities toward other 
member companies in compliance with this Code and all 
pertinent laws.


d. Information provided by member companies and their independent 
salespeople to prospective or current independent salespeople 
concerning the opportunity and related rights and obligations 
shall be accurate and complete. Member companies and their 
independent salespeople shall not make any factual representation 
to prospective independent salespeople that cannot be verified
or make any promise that cannot be fulfilled. Member companies 
and their independent salespeople shall not present any selling 
opportunity to any prospective independent salesperson in a false, 
deceptive or misleading manner.


Direct Selling Association Code of Ethics 2
CONFIDENTIAL HLF 000723







e. Member companies and their independent salespeople shall not 
induce a person to purchase products or services based upon the 
representation that a consumer can recover all or part of the 
purchase price by referring other consumers, if such reductions or 
recovery are violative of applicable referral sales laws.


f Member companies shall provide to their independent salespeople 
either a written agreement to be signed by both the member 
company and the independent salesperson, or a written statement 
containing the essential details of the relationship between the 
independent salesperson and the member company. Member 
companies shall inform their independent salespeople of their legal 
obligations, including their responsibility to handle any applicable 
licenses, registrations and taxes.


g. Member companies shall provide their independent salespeople 
with periodic accounts including, as applicable, sales, purchases, 
details of earnings, commissions, bonuses, discounts, deliveries, 
cancellations and other relevant data, in accordance with the 
member company's arrangement with the independent salesperson. 
All monies due shall be paid and any withholdings made in a 
commercially reasonable manner.


h. Independent salespeople shall respect any lack of commercial 
experience of consumers. Independent salespeople shall not 
abuse the trust of individual consumers, or exploit a consumer's 
age, illness, handicap, lack of understanding or unfamiliarity with 
a language.


7. This section does not bring "proselytizing" or "salesforce raiding" 
disputes under the Code's jurisdiction, unless such disputes involve 
allegations of deceptive, unethical or unlawful recruiting practices or 
behaviors aimed at potential salespeople. In those cases, the section 
applies. As used in this section, "unethical" means violative of the U.5. 
DSA Code of Ethics.


The DSA Code Administrator appointed pursuant to Section C.7 
("Administrator") has the authority to make a determination of what 
is a deceptive, unlawful or unethical consumer or recruiting practice
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under the Code using prevailing legal standards as a guide. Compliance 
with any particular law, regulation or DSA Code of Ethics provision is 
not a defense to a determination by the Administrator that a practice is 
deceptive, unlawful or ui]ethical. For example, in a sale to a consumer, 
compliance with the Federal Trade Commission Cooling-Off Rule does 
not prevent the Administrator from making a determination that a 
particular sales practice is deceptive, unlawful or unethical and that a 
refund or compensation is required.


2. Products, Services and Promotional Materials
a. The offer of products or services for sale by member companies and 


their independent salespeople shall be accurate and truthful as to 
price, grade, quality, make, value, performance, quantity, currency 
of model and availability. All product claims made by member 
companies and their independent salespeople must be substantiated 
by competent and reliable evidence and must not be misleading.
A consumer's order for products and services shall be fulfilled in a 
timely manner.


b. Neither member companies nor their independent salespeople shall 
make misleading comparisons of another company's direct selling 
opportunity, products or services. Any comparison must be based 
on facts that can be objectively and adequately substantiated by 
competent and reliable evidence. Neither member companies nor 
their independent salespeople shall denigrate any other member 
company, business, product or service - directly or by implication - 
in a false or misleading manner and shall not take unfair advantage 
of the goodwill attached to the trade name and symbol of any 
company, business, product or service.


c. Promotional literature, advertisements and mailings shall not 
contain product descriptions, claims, photos or illustrations that 
are false, deceptive or misleading. (Promotional literature shall 
contain the name and address or telephone number of the member 
company and may include the telephone number of the individual 
independent salesperson).


d. Independent salespeople shall offer consumers accurate information 
regarding: price, credit terms; terms of payment; a cooling-off
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period, including return policies; terms of guarantee; after-sales 
service; and delivery dates. Independent salespeople shall give 
understandable and accurate answers to questions from consumers. 
To the extent claims are made with respect to products, independent 
salespeople shall make only those product claims authorized by the 
member company.


7. and 2. These sections cover communications about your own 
company or another company. For example, this section covers 
misleading statements made by an independent salesperson for 
company A about company B and/or its products to consumers or 
prospective independent salespeople.


3. Terms of Sale


a. A written order or receipt shall be delivered to the consumer at 
or prior to the time of the initial sale. In the case of a sale made 
through the mail, telephone, Internet, or other non-face-to-face 
means, a copy of the order form shall have been previously provided, 
be included in the initial order, or be provided in printable or 
downloadable form through the Internet. The order form must set 
forth clearly, legibly and unambiguously:


1. Terms and conditions of sale, including the total amount the 
consumer will be required to pay, including all interest, service 
charges and fees, and other costs and expenses as required by 
federal and state law;


2. Identity of the member company and the independent 
salesperson, and contain the full name, permanent address and 
telephone number of the member company or the independent 
salesperson, and all material terms of the sale; and


3. Terms of a guarantee or a warranty, details and any limitations 
of after-sales service, the name and address of the guarantor, the 
length of the guarantee, and the remedial action available to the 
consumer. Alternatively, this information may be provided with 
other accompanying literature provided with the product
or service.
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b. Member companies and their salespeople shall offer a written, 
clearly stated cooling off period permitting the consumer to 
withdraw from a purchase order within a minimum of three business 
days from the date of the purchase transaction and receive a full 
refund of the purchase price.


c. Member companies and their independent salespeople offering a 
right of return, whether or not conditioned upon certain events, shall 
provide it in writing.


4. Warranties and Guarantees


The terms of any warranty or guarantee offered by the seller in 
connection with the sale shall be furnished to the buyer in a manner 
that fully conforms to federal and state warranty and guarantee laws 
and regulations. The manufacturer, distributor and/or seller shall fully 
and promptly perform in accordance with the terms of all warranties 
and guarantees offered to consumers.


5. Identification and Privacy
a. At the beginning of sales presentations independent salespeople 


shall truthfully and clearly identify themselves, their company, the 
nature of their company's products or services, and the reason for 
the solicitation. Contact with the consumer shall be made in a polite 
manner and during reasonable hours. A demonstration or sales 
presentation shall stop upon the consumer's request.


b. Member companies and independent salespeople shall take 
appropriate steps to safeguard the protection of all private 
information provided by a consumer, independent salesperson or 
prospective independent salesperson.


6. Pyramid Schemes
For the purpose of this Code, pyramid or endless chain schemes shall 
be considered actionable under this Code. The DSA Code Administrator 
(appointed pursuant to Section C.1) shall determine whether such 
pyramid or endless chain schemes constitute a violation of this Code in 
accordance with applicable federal, state and/or local law or regulation.
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6. The definition of an "illegal pyramid" is based upon existing standards 
of law as refleaed in In the matter ofAmway, 93 FTC 618 (1979) and 
the anti-pyramid statutes of various states. In accordance with these 
laws, member companies shall remunerate independent salespeople 
primarily on the basis of sales of products, including services, purchased 
by any person for actual use or consumption. Such remuneration 
may include compensation based on purchases that are not simply 
incidental to the purchase of the right to participate in the program.
See Section 9 for further clarification.


1. Inventory Purchases


a. Any member company with a marketing plan that involves selling 
products directly or indirectly to independent salespeople shall adopt 
and communicate a policy, in its recruiting literature, sales manual, 
or contract with an independent salesperson, that the company will 
repurchase on reasonable commercial terms currently marketable 
inventory, in the possession of that salesperson and purchased by 
that salesperson for resale prior to the date of termination of the 
independent salesperson's business relationship with the company. 
For purposes of this Code, "reasonable commercial terms" shall 
include the repurchase of marketable inventory within twelve (12) 
months from the salesperson's date of purchase at not less than 90 
percent of the salesperson's original net cost less appropriate set offs 
and legal claims, if any. For purposes of this Code, products shall not 
be considered "currently marketable" if returned for repurchase after 
the products' commercially reasonable usable or shelf life period 
has passed; nor shall products be considered "currently marketable" 
if the company clearly discloses to salespeople prior to purchase 
that the products are seasonal, discontinued, or special promotion 
products and are not subject to the repurchase obligation.
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7a. The purpose of the buyback is to eliminate the potential harm of 
"inventory loading;" i.e., the practice of loading up salespeople with 
inventory they are unable or unlikely to be able to sell or use within 
a reasonable time period. Inventory loading has historically been 
accomplished by giving sellers fnancia! incentives for sales without 
regard to ultimate sales to or use by actual consumers. The repurchase 
provisions of the Code are meant to deter inventory loading and 
to protect distributors from financial harm that might result from 
inventory loading.


"Inventory" Is considered to include both tangible and intangible 
product: i.e., both goods and services. "Current marketability " of 
inventory shall be determined on the basis of the specific condition of 
the product. Factors to be considered by the DSA Code Administrator 
(appointedpursuant to Section C.l) when determining "current 
marketability" are condition of the goods and whether or not the 
products have been used or opened.


Changes in marketplace demand, product formulation, or labeling are 
not sufficient grounds for a claim by the company that a product is no 
longer "marketable." Nor does the ingestible nature of certain products 
limit the current marketability of those products. Government regulation 
that may arguably restrict or limit the ultimate resalability of a product 
does not limit its "current marketability” for purposes of the Code.


State statutes mandate that certain buyback provisions required 
by law must be described in an independent salesperson's contract. 
While acknowledging that the contract is probably the most effective 
place for such information, the DSA Code allows for placement of the 
provision in either "its recruiting literature, sales manual or contract." 
Regardless, the disclosure must be in writing and be clearly stated. 
Wherever disclosed, the buyback requirement shall be construed as a 
contractual obligation of the company.


A member company shall not place any unreasonable or procedural 
Impediments in the way of salespeople seeking to sell back products to 
the member company.
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The buyback process should be as efficient as possible and designed 
to facilitate buyback of products. The buyback provisions apply to all 
terminating independent salespeople who otherwise qualify for such 
repurchase, including independent salespeople who are not new to 
a particular company, or those who have left a company to sell for 
another company.


The buyback policy should be published in multiple locations and 
formats, and stated in a manner understood easily by a typical 
independent salesperson. It should be the goal of each member 
company to ensure that the typical Independent salesperson is aware 
of the company’s buyback policy. Therefore, each member company 
should undertake its best efforts to ensure the effective communication 
of the policy.


b. Any member company with a marketing plan that requires 
independent salespeople to purchase company-produced 
promotional materials, sales aids or kits shall adopt and 
communicate a policy in its recruiting literature, sales manual 
or contract with the independent salespeople that the member 
company will repurchase these items on reasonable commercial 
terms.


Any member company with a marketing plan that provides its 
independent salespeople with any financial benefit related to the 
sales of company-produced promotional materials, sales aids or kits 
shall prominently state and communicate in its recruiting literature, 
sales manual or contract with the independent salespeople that the 
member company will repurchase, on reasonable commercial terms, 
currently marketable company-produced promotional materials, 
sales aids or kits.


A member company shall clearly state in its recruiting literature, 
sales manual or contract with the independent salespeople if 
any items not otherwise covered by this Section are ineligible for 
repurchase by the member company.
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7b. Sales aids, kits and promotional materials, while not inventory 
or necessarily intended for resale, are subject to the repurchase 
requirement if a member company requires their purchase or if there 
is a financial incentive associated with their sale because "loading" of 
these items can cause the same harm to plan participants as loading 
of "inventory."


With respect to the final paragraph of Section 7b., disclosure of an 
item's eligibility or ineligibility for the buyback is key. Provided that 
repurchase is not required by this Code provision, for those items a 
member company chooses not to repurchase, the member company 
should clearly and conspicuously disclose to the independent 
salesperson or prospective independent salesperson that the items are 
not subject to the repurchase requirement. Under such disclosure, a 
refusal to take an item back will not constitute a violation providing 
the member is acting in good faith and not attempting to evade the 
repurchase requirement.


This Code provision is not intended to endorse marketing plans that 
provide financial benefits to independent salespeople for the sale of 
company-produced promotional materials, sales aids or kits ("toois"). 
While these materials can be important to individual sellers, the 
Code requires that member companies remunerate independent 
salespeople primarily on the basis of sales of products, including 
services, purchased by any person for actual use and consumption 
(See Code Section 6 and accompanying explanatory provision) and 
not on the sale of tools. In instances when some financial benefit is 
provided to an individual independent salesperson based on the sale of 
company-produced promotional materials, sales aids or kits, and is not 
otherwise in violation of the Code, this Section requires that the tools 
be repurchased under commercially reasonable terms.
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7c. The DSA Code Administrator appointed pursuant to Section C.1, 
upon finding a member company has engaged in false, misleading or 
deceptive recruiting practices, may employ any appropriate remedy 
to ensure any complainant shall not incur significant financial loss 
as a result of such prohibited behavior, including but not limited to 
requiring such member company to repurchase any and all inventory, 
promotional materials, sales aids and/or kits which a complainant 
has purchased.


8. Earnings Representations


a. The following shall be considered "earnings representations" under 
this Code:


(1) Any oral, written or visual claim that conveys, expressly or by 
implication:


(a) A specific level or range of actual or potential sales; or


(b) Cross or net income or profits, including but not limited to 
representations that either explicitly or implicitly suggest that 
lifestyle purchases - including homes, vehicles, vacations and 
the like - are related to income earned.


(2) Any statement, representation or hypothetical scenario from 
which a prospective independent salesperson could reasonably 
infer that he/she will earn a minimum level of income;


(3) Any chart, table or mathematical calculation demonstrating 
possible income, actual or potential sales, or gross or net profits 
based upon a combination of variables;


(4) Marketing materials or advertising explicitly describing or 
promising potential income amounts, or material-based lifestyles 
of independent salespeople;


(5) Any award or announcement of compensation describing 
the earnings of any current or past salesperson. A company's 
sales incentive awards, trips or meetings, and/or commissions, 
overrides, bonuses or other compensation, shall not be considered 
earnings representations unless they are accompanied by express 
indication of their value.
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b. Member companies must comply with, and obligate their 
independent salespeople to also comply with, the following 
standards:


(1) Earnings representations and sales figures must be truthful, 
accurate, and presented in a manner that is not false, deceptive 
or misleading.


(2) Current and prospective independent salespeople must be 
provided with sufficient information to understand that:


a. Actual earnings can vary significantly depending upon time 
committed, skill level and other factors;


b. Not everyone will achieve the represented level of income; and


c. Such amounts are before expenses, if any.


(3) Current and prospective independent salespeople must be 
provided with sufficient information to enable a reasonable 
evaluation of the opportunity to earn income.


(4) lf a specific independent salesperson's commission or bonus 
payments are included in an earnings representation, any 
distributions made for those payments to others in the 
sales organization must be disclosed or deducted from the 
figure(s) used.


(5) Any sales and earnings representations must be documented 
and substantiated. Member companies and their independent 
salespeople must maintain such documentation and 
substantiation, making it available to the Administrator upon 
written request.


(6) lndustry-wide - including DSA-produced - financial, earnings or 
performance information cannot be used as the primary source 
in documenting or substantiating a member company’s or 
independent salesperson's representations. Such information can, 
however, be used in a general manner,


c. In assessing whether an earnings representation violates this 
section of the Code, the Administrator shall consider all relevant 
facts and information, including but not limited to the factors 
outlined in this section.
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S. There is ample legal precedent in the form of FTC decisions to afford 
guidance on the subject of earnings representations. While not 
controlling, these precedents should be used by the Administrator 
in making determinations as to the substantiation of a member 
company’s earnings claims.


The Code's simple prohibition of misrepresentations was intended, in 
part, to avoid unduly encumbering start-up member companies that 
have little or no actual earnings history with their compensation plan 
or established member companies that are testing or launching new 
compensation plans. The prohibition approach is meant to require that 
member companies in these circumstances need only ensure that their 
promotional literature and public statements clearly indicate that the 
compensation plan is new and that any charts, illustrations and stated 
examples of income under the plan are potential in nature and not 
based upon the actual performance of any individual(s).


9. Inventory Loading


A member company shall not require or encourage an independent 
salesperson to purchase inventory in an amount which unreasonably 
exceeds that which can be expected to be resold and/or consumed by 
the independent salesperson within a reasonable period of time.


Member companies shall take clear and reasonable steps to ensure that 
independent salespeople are consuming, using or reselling the products 
and services purchased.


It shall be considered an unfair and deceptive recruiting practice for a 
member company or independent salesperson to require or encourage 
an independent salesperson to purchase unreasonable amounts of 
inventory or sales aids. The Administrator may employ any appropriate 
remedy to ensure any individual salesperson shall not incur significant 
financial loss as a result of such prohibited behavior.
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9. See, Code Explanatory Section 7a. regarding inventory loading.


This provision should be construed in light of the regulatory admonition 
that commissions be generated by purchases that are not simply 
irKidental to the purchase of the right to participate in the program 
(see Federal Trade Commission 2004 Advisory Opinion Letter to DSA.) 
Member companies that implement procedures demonstrating that 
salespeople are purchasing the product for resale, for their own use/ 
consumption (i.e., "self-consumption," "personal consumption"or 
internal consumption") or for other legitimate purposes will be better 
able to meet the requirements of Section 9. The Code recognizes this 
as a long-standing and accepted practice in direct selling and does 
not prohibit compensation based on the purchases of salespeople for 
personal use.


Further, the Code does not set forth specific standards or requirements 
that a minimum level of sales take place outside of the so/es/orce.


10. Payment of Fees


Neither member companies nor their independent salespeople 
shall ask individuals to assume unreasonably high entrance fees, 
training fees, franchise fees, fees for promotional materials or other 
fees related solely to the right to participate in the member company's 
business. Any fees charged to become an independent salesperson 
shall relate directly to the value of materials, products or services 
provided in return.


70. High entrance fees can be an element of pyramid schemes, in which 
individuals are encouraged to expend large upfront costs, without 
receiving product of like value. These fees then become the mechanism 
driving the pyramid and placing participants at risk of financial harm. 
Some state laws have requirements that fees be returned similar to 
the repurchase provisions delineated in Code Section 7a. The Code 
eliminates the harm of large fees by prohibiting unreasonably high


Direct Selling Association Code of Ethics
CONFIDENTIAL HLF 000735







fees. The Administrator is empowered to determine when a fee is 
"unreasonably high." For example, if a refund is offered for only 
a portion of an entrance fee, to cover what could be described as 
inventory, and there is nothing else given or received for the balance 
of the entrance fee, such as a training program, that portion of 
the entrance fee may be deemed to be unreasonably high by the 
Administrator. This Code section reinforces the provisions in Section B. 
Responsibilities and Duties requiring member companies to address the 
Code violations of their independent salespeople.


11. Training and Materials


a. Member companies shall provide adequate training to enable 
independent salespeople to operate ethically.


b. Member companies shall prohibit their independent salespeople 
from marketing or requiring the purchase by others of any materials 
that are inconsistent with the member company's policies and 
procedures.


c. Independent salespeople selling member company-approved 
promotional or training materials, whether in hard copy or electronic 
form, shall:


1. Use only materials that comply with the same standards used by 
the member company,


2. Not make the purchase of such materials a requirement of other 
independent salespeople,


3. Provide such materials at not more than the price at which similar 
material is available generally in the marketplace, and


4. Offer a written return policy that is the same as the return policy 
of the member company the independent salesperson represents.


d. Member companies shall take diligent, reasonable steps to 
ensure that promotional or training materials produced by their 
independent salespeople comply with the provisions of this Code 
and are not false, misleading or deceptive.
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B. Responsibilities and Duties
1. Prompt Investigation and No Independent 


Contractor Defense


a. Member companies shall establish, publicize and implement 
complaint handling procedures to ensure prompt resolution of all 
complaints.


b. In the event any consumer shall complain that the independent 
salesperson offering for sale the products or services of a member 
company has engaged in any improper course of conduct pertaining 
to the sales presentation of its goods or services, the member 
company shall promptly investigate the complaint and shall
take such steps as it may find appropriate and necessary under 
the circumstances to cause the redress of any wrongs that its 
investigation discloses to have been committed.


c. Member companies will be considered responsible for Code 
violations by their independent salespeople where the Administrator 
finds, after considering all the facts, that a violation of the Code has 
occurred. For the purposes of this Code, in the interest of fostering 
consumer protection, member companies shall voluntarily not 
raise the independent contractor status of salespersons distributing 
their products or services under its trademark or trade name as a 
defense against Code violation allegations, provided, however, that 
such action shall not be construed to be a waiver of the member 
companies’ right to raise such defense under any other circumstance.


d. Member companies should be diligent in creating awareness among 
their employees and/or the independent salespeople marketing 
the member company's products or services about the member 
company's obligations under the Code. No member company shall in 
any way attempt to persuade, induce or coerce another company to 
breach this Code, and an attempt to induce a breach of this Code is 
considered a violation of the Code.


e. Independent salespeople are not bound directly by this Code, but 
as a condition of participation in a member company's distribution 
system, shall be required by the member company with whom they 
are affiliated to adhere to rules of conduct meeting the standards of 
this Code.


Direct Selling Association Code of Ethics


CONFIDENTIAL HLF 000737







f. This Code is not law but its obligations require a level of ethical 
behavior from member companies and independent salespeople 
that is consistent with applicable legal requirements. Failure to 
comply with this Code does not create any civil law responsibility or 
liability. When a company leaves the DSA membership, a company is 
no longer bound by this Code. However, the provisions of this Code 
remain applicable to events or transactions that occurred during the 
time a company was a member of DSA.


2. Required Code Communication


a. All member companies are required to publicize the DSA Code 
of Ethics and the process for filing a Code complaint to their 
independent salespeople and consumers. At a minimum, member 
companies must have one of the following:


1. an inclusion on the member company’s web site of the DSA 
Code of Ethics with a step-by-step explanation as to how to file a 
complaint; or


2. a prominent link from the member company's web site to the DSA 
Code of Ethics web page, with a separate mention of, or separate 
link to, the Code complaint filing process; or


3. an inclusion of the member company's Code of Ethics and its 
complaint process on its website with an explanation of how a 
complainant may appeal to the Administrator in the event the 
complainant is not satisfied with the resolution under the member 
company's Code of Ethics or complaint process, with a reference to 
the DSA Code of Ethics web page.
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o. The links should be clear and conspicuous. The location of the link 
on the member company's website should be prominent so as to 
be accessible and visible to sales people and the consumer; member 
companies should place the link on a web page that is commonly 
accessed by salespeople and consumers. Inclusion of statements, such 
as, "We are proud members of the DSA. To view the Code of Ethics 
by which we abide please click here," and "To file a complaint, please 
contact us at [company email and/or phone number]. If you are 
unsatisfied with the resolution, you may escalate your complaint to 
the DSA by clicking here," are also ideal. Member companies should 
specifically link to either www.dsa.org/consumerprotection/Code and 
www.dsa.org/consumerprotection/filing-a-code-complaint.


b. All member companies, after submission of their program, are 
required to state annually, along with paying their dues, that the 
program remains effective or indicate any change.


3. Code Responsibility Officer


Each member company and pending member company is required to 
designate a DSA Code Responsibility Officer. The Code Responsibility 
Officer is responsible for facilitating compliance with the Code by 
his or her company and responding to inquiries by the DSA Code 
Administrator appointed pursuant to Section C.1. He or she will 
also serve as the primary contact at the member company for 
communicating the principles of the DSA Code of Ethics to the member 
company's independent salespeople, employees, consumers and the 
general public.
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4. Extraterritorial Effect
Each member company shall comply with the World Federation of 
Direct Selling Associations' Code of Conduct with regard to direct 
selling activities outside of the United States to the extent that the 
WFDSA Code is not inconsistent with U.S. law, unless those activities 
fall under the jurisdiction of the code of conduct of another country's 
DSA to which the member company also belongs.


C. Administration
1. Interpretation and Execution
The Board of Directors of the DSA shall appoint a Code Administrator 
("Administrator") to serve for a fixed term to be set by the Board 
prior to appointment. The Board shall have the authority to discharge 
the Administrator for cause only. The Board shall provide sufficient 
authority to enable the Administrator to properly discharge the 
responsibilities entrusted to the Administrator under this Code. The 
Administrator will be responsible directly and solely to the Board.


2. Code Administrator
a. The Administrator shall be a person of recognized integrity, 


knowledgeable about the industry, and of a stature that will 
command respect by the industry and from the public. He or she 
shall appoint a staff adequate and competent to assist in the 
discharge of the Administrator's duties. During the term of office, 
neither the Administrator nor any member of the staff shall be an 
officer, director, employee, or substantial stockholder in any member 
of the DSA. The Administrator shall disclose all holdings of stock in 
any member company prior to appointment and shall also disclose 
any subsequent purchases of such stock to the Board of Directors. 
The Administrator shall have the same rights of indemnification as 
the Directors and Officers have under the bylaws of the DSA.


b. The Administrator shall establish, publish and implement 
transparent complaint handling procedures to ensure prompt 
resolution of all complaints.
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c. The Administrator shall review and determine all charges against 
member companies, affording those companies an opportunity to 
be heard fully. The Administrator shall have the power to originate 
any proceedings and shall at all times have the full cooperation of all 
member companies.


3. Procedure


a. The Administrator shall have the sole authority to determine 
whether a violation of the Code has occurred. The Administrator 
shall answer as promptly as possible all queries relating to the 
Code and its application, and, when appropriate, may suggest, for 
consideration by the Board of Directors, Code amendments, or other 
implementation procedures to make the Code more effective.


b. If, in the judgment of the Administrator, a complaint is beyond the 
Administrator's scope of expertise or resources, the Administrator 
may decline to exercise jurisdiction over the complaint and may 
recommend to the complainant another forum in which the 
complaint can be addressed.


c. The Administrator shall undertake to maintain and improve all 
relations with better business bureaus and other organizations, 
both private and public, with a view toward improving the industry's 
relations with the public and receiving information from such 
organizations relating to the industry's sales activities.


D. DSA Code of Ethics Enforcement Procedures 
1. Receipt of Complaint


Upon receipt of a bona fide complaint from a bona fide consumer, the 
Administrator shall forward a copy of the complaint, to the accused 
member company together with a letter notifying the company that 
a preliminary investigation of a specified possible violation is being 
conducted and requesting the member company's cooperation 
in supplying necessary information and documentation. If the 
Administrator has reason to believe that a member company has
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violated the Code, even if a written complaint has not been received, 
then the Administrator shall provide written notice to the member 
company stating the basis for the Administrator's belief that a violation 
has occurred. The Administrator shall honor request by complainants 
for confidential treatment of their identity. The subject matter of a 
complaint will not be kept confidential.


2. Cooperation with the Code Administrator
In the event a member company refuses to cooperate with the 
Administrator and/or refuses to supply necessary information and 
documentation, the Administrator shall serve upon the member 
company, by certified mail, a notice affording the member company 
an opportunity to request Appeals Review Panel to evaluate whether 
its membership in the DSA should not be terminated. In the event the 
member company fails to request a review by an Appeals Review Panel 
pursuant to Section D.5. below, the DSA Board of Directors may vote to 
suspend or terminate the membership of the member company.


3. Investigation and Disposition Procedure
a. The Administrator shall conduct a preliminary investigation, making 


such investigative contacts as are necessary to reach an informed 
decision as to the alleged Code violation. If the Administrator 
determines, after the informal investigation, that there is no need 
for further action or that the Code violation allegation lacks merit, 
the investigation and administrative action shall terminate and the 
complaining party shall be so notified.


b. The Administrator may, at his discretion, remedy an alleged Code 
violation through informal, oral and written communication with 
the accused member company.


c. If the Administrator determines that there are violations of such a 
nature, scope or frequency that the best interests of consumers, the 
DSA, and/or the direct selling industry require remedial action, the 
member company shall be notified. The reasoning and facts that 
resulted in the decision as well as the nature of the remedy under
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Section E.1. shall be included in the Administrator's notice. The notice 
shall also offer the member company an opportunity to consent to 
the suggested without the necessity of a Section D.4. appeal. If the 
member company desires to dispose of the matter in this manner, it 
will within 20 calendar days advise the Administrator, in writing. The 
letter to the Administrator may state that the member company's 
willingness to consent does not constitute an admission or belief 
that the Code has been violated.


4. Appeals Review Panel


If a member company has submitted a request for review pursuant 
to Section D.2. or an appeal of the Administrator's remedial action 
pursuant to Section D.3., an Appeals Review Panel consisting of three 
representatives from active member companies shall be selected by the 
Executive Committee of DSA's Board of Directors within 20 calendar 
days. The three member companies shall be selected in a manner 
that represents a cross-section of the industry. When possible, none 
of the three shall sell a product that specifically competes with the 
member company that is seeking the Appeals Review Panel (hereinafter 
"the Appellant"), and every effort shall be made to avoid conflicts in 
selecting the Panel. If for any reason, a member of the Panel cannot 
fulfill his or her duties, the Chairman of the Board of DSA can replace 
that person with a new appointment. The representatives serving on 
the Appeals Review Panel shall during their time on the Panel have the 
same rights of indemnification the Directors and Officers have under 
the bylaws of the DSA.


5. Appeals Review Procedure


A member company must make a request to convene an Appeals 
Review Panel in writing to the Administrator within 20 calendar days 
of the Administrator's notice of the member company's failure to 
comply or the Administrator's recommended remedial action. Within 10 
calendar days of receiving such a request, the Administrator shall notify 
the Chairman of the Board of DSA. The Executive Committee then shall 
select the three-person Panel as set forth in Section D.4.
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b. As soon as the Panel has been selected, the Administrator shall 
inform the Appellant of the names of the panelists. Within 14 
calendar days of that notification, the Administrator shall send a 
copy of the Complaint and all relevant documents, including an 
explanation of the basis of the decision to impose remedial action, 
to the panelists with copies to the Appellant. Upon receipt of such 
information, the Appellant shall have 14 calendar days to file with 
the Panel its reasons for arguing that remedial action should not 
be imposed along with any additional documents that are relevant. 
Copies of that information shall be provided to the Administrator, 
who can provide additional information as the Administrator decides 
is necessary or useful to the Panel and the Appellant.


c. Once the information has been received by the panelists from both 
the Administrator and the Appellant, the Panel will complete its 
review within 30 calendar days or as soon thereafter as practicable.
If the review pertains to whether the Appellant's membership in 
the DSA should be terminated, the Panel shall decide whether
the member company's failure to work with the Administrator 
justifies suspending or terminating the Appellant's membership in 
the DSA. If the review pertains to the Administrator's suggested 
remedial action, the Panel shall decide whether the Administrator's 
decision to impose remedial action was reasonable under all of 
the facts and circumstances involved and shall either confirm the 
Administrator's decision, overrule it, or impose a lesser sanction 
under Section E. The Panel shall be free to contact the Administrator, 
the Appellant, and any other persons who may be relevant, in writing 
as deemed appropriate. A decision by the Panel shall be final and 
shall be promptly communicated both to the Administrator and 
the Appellant. The costs involved in the appeal such as costs of 
photocopying, telephone, fax, and mailing, shall be borne by the 
Appellant.
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E. Powers of the Administrator
1. Remedies


If pursuant to the investigation provided for in Section D.3., the 
Administrator determines that the accused member company 
has committed a Code violation or violations, the Administrator is 
hereby empowered to recommend any appropriate remedies, either 
individually or concurrently, including but not limited to the following:


a. Complete restitution to the complainant of monies paid for the 
accused member company's products, promotional materials, sales 
aids and/or kits that were the subject of the Code complaint;


b. Replacement or repair of any of the accused member company's 
product that was the source of the Code complaint;


c. Payment of a voluntary contribution to a special assessment fund 
that shall be used for purposes of publicizing and disseminating the 
Code and related information. The contribution may range up to 
$1,000 per violation of the Code;


d. Submission to the Administrator of a written commitment to abide 
by the Code in future transactions and to exercise due diligence
to assure there will be no recurrence of the practice leading to the 
subject Code complaint; and/or


e. Cancellation of orders, return of products purchased, cancellation 
or termination of the contractual relationship with the independent 
salesperson or other remedies.


2. Case Closed


Once the Administrator determines that there has been compliance 
with all imposed remedies in a particular case, the complaint shall be 
considered closed.
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3. Refusal to Comply


If a member company refuses to comply voluntarily with any remedy 
imposed by the Administrator and has not requested a review by an 
Appeals Review Panel, the DSA Board of Directors, or designated part 
thereof, may conclude that the member company should be suspended 
or terminated from membership in the DSA.


4. Appeal for Reinstatement after Suspension 
or Termination


If the DSA Board of Directors, or designated part thereof, suspends 
or terminates a member company pursuant to the provisions of this 
Code, the DSA shall notify the member company of such a decision by 
certified mail. A suspended member company, after at least 90 calendar 
days following that notice, and a terminated member company, after 
at least one year following that notice, may request the opportunity 
to have its suspension or termination reviewed by an Appeals Review 
Panel, which may in its discretion recommend that the Board of 
Directors reinstate membership.


5. Referral to State or Federal Agency


In the event a member company is suspended or terminated by the 
DSA Board of Directors, or designated part thereof, pursuant to 
the provisions of this Code, the DSA shall inform the Federal Trade 
Commission ("FTC") of such suspension or termination and shall, 
if requested by the FTC, submit any relevant data concerning the basis 
for suspension or termination.
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F. Restrictions 
1. Conferring with Others


At no time during an investigation or the hearing of charges against a 
member company shall the Administrator or member of an Appeals 
Review Panel confer with anyone concerning the alleged violation(s) of 
the Code, except as provided herein and as may be necessary to conduct 
the investigation and hold a hearing. At no time during the investigation 
or the Appeals Review Panel process shall the Administrator or a 
member of the Appeals Review Panel confer with a competitor of 
the member company alleged to be in violation of the Code, except 
when it may be necessary to call a competitor concerning the facts, in 
which case the competitor shall be contacted only for the purpose of 
discussing the facts. At no time shall a competitor participate in the 
Administrator's or in an Appeals Review Panel's disposition of a matter.


2. Documents


Upon request by the Administrator to any member company, all 
documents directly relating to an alleged violation shall be delivered 
to the Administrator. Any information that is identified as proprietary 
by the producing party shall be held in confidence. Whenever the 
Administrator, either by his own determination or pursuant to a 
decision by an Appeals Review Panel, closes an investigation, all 
documents shall either be destroyed or returned, as may be deemed 
appropriate by the Administrator, except to the extent necessary for 
defending a legal challenge to the Administrator's or Appeals Review 
Panel's handling of a matter, or for submitting relevant data concerning 
a complaint to a local, state or federal agency. At no time during 
proceedings under this Code shall the Administrator or a member of 
an Appeals Review Panel either unilaterally or through the DSA issue 
a press release concerning allegations or findings of a violation of the 
Code unless specifically authorized to do so by the Executive Committee 
of DSA's Board of Directors.
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3. Pending Members of DSA


Nothing in Section F shall prevent the Administrator from notifying, at 
his discretion, DSA staff members of any alleged violations of the Code 
that have come to his attention and which may have a bearing on a 
pending member company's qualifications for active membership.


4. Public Reporting of Code of Ethics Complaints 
and Compliance Efforts


The Administrator may issue periodic reports on Code of Ethics 
compliance including disclosure of numbers and types of complaints as 
well as company-compliance efforts. The issuance of these reports will 
not identify individual complaints.


G. Resignation
Resignation from DSA by an accused member company prior to 
completion of any proceedings constituted under this Code shall not 
be grounds for termination of said proceedings, and a determination 
as to the Code violation shall be rendered by the Administrator at his 
or her discretion, irrespective of the accused member company's 
continued membership in DSA or participation in the complaint 
resolution proceedings.


H. Amendments
This Code may be amended by vote of two thirds of the Board 
of Directors.


As Adopted 
June 15,1970


As Amended
by Board of Directors through 


December 8, 2015
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 1                DEPOSITION OF ROXANE ROMANS
 2                      JANUARY 24, 2018
 3
 4                       ROXANE ROMANS,
 5    having been first duly sworn, testifies as follows:
 6
 7                        EXAMINATION
 8   BY MR. MARK:
 9        Q    Good afternoon, Ms. Romans.
10        A    Good afternoon.
11        Q    My name is Etan Mark.  I represent the
12   plaintiffs in this case.  I am going to be asking you
13   some questions today; okay?
14        A    Okay.
15        Q    Have you been deposed before?
16        A    Yes.
17        Q    Okay.  How many times, approximately?
18        A    Three.
19        Q    When was the last time you were deposed?
20        A    To the best of my recollection, maybe about
21   three, four years ago.
22        Q    Okay.  Do you want me to run through the
23   ground rules for today?
24             MR. MARK:  Mr. Drooks, you want me to run
25   through the grounds rules?
0007
 1             MR. DROOKS:  Up to you.
 2             MR. MARK:  Okay.
 3        Q    There is somebody transcribing everything
 4   that we say today.  So I would ask that you please
 5   provide verbal responses.  A shake of the head, a nod
 6   is not going to be recorded.
 7        A    Yes.
 8        Q    To the extent I ask a question that you
 9   don't understand, please ask me to rephrase it, and I
10   will be happy to do that.
11        A    Thank you.
12        Q    If you answer a question, I am going to
13   assume that you understand it; okay?
14        A    Okay.
15        Q    If at any point you want to take a break,
16   feel free to ask and I will be happy to accommodate
17   you.
18             I would ask that if there is a question
19   pending, you answer the question.  Then you could take
20   a break.  Okay?
21        A    Thank you.
22        Q    Sure.
23             What is your home address, please?
24        A    4500 Via, V-I-A, Marina, No. 203, in
25   Marina Del Rey, California 90292.
0008
 1        Q    And your work address?
 2        A    My work address -- sorry, I don't recall.
 3   We moved recently.
 4        Q    Okay.
 5        A    Our building, it is in Torrance.
 6        Q    It's in Torrance?
 7        A    Yes, on 190th.
 8        Q    Do you work in the same building as
 9   Ms. Ramirez?
10        A    Yes -- no.  Sorry, no.
11        Q    No.
12             Okay.  Are you under any medication that
13   would impact your ability to testify truthfully or
14   completely today?
15        A    No.
16        Q    What did you do to prepare for today's
17   deposition?
18             And I don't want to hear about any
19   conversations you have had with your attorneys, other
20   than that.
21        A    Reviewed my declarations.
22        Q    Okay.  Did you review the exhibits that were
23   attached to the declaration, as well?
24        A    Yes.
25        Q    What is your title at Herbalife?
0009
 1        A    The senior director of Member Policy
 2   Administration.
 3        Q    And that's for which company?
 4        A    Herbalife International of America, Inc.
 5        Q    What are your responsibilities as a senior
 6   director of Member Policy Administration?
 7        A    My current responsibilities are developing
 8   strategies that relate to our member policies and
 9   member materials and departmental operations.
10        Q    Did you say departmental --
11        A    Operations.
12        Q    -- operations?
13             So what does that mean, developing strategy
14   relating to member policies and member materials?
15             What -- on a day-to-day basis, what does
16   that mean?
17        A    So, basically, coming up with ideas on how
18   to improve either our materials that include
19   distributor policies or the policies themselves or the
20   way we do the work in our department.
21        Q    And what is your department?
22        A    Member Policy Administration.
23        Q    How many employees are in that department?
24        A    It's a worldwide department, but in the
25   U.S., we have seven employees, including myself.
0010
 1        Q    Are you the head of the department in the
 2   U.S.?
 3        A    Yes.
 4        Q    Who do you report to?
 5        A    Pamela Jones Harbor.
 6        Q    Harbor?
 7        A    H-A-R-B-O-R.
 8        Q    And what is her title?
 9        A    She is the senior vice president, legal
10   officer of privacy and worldwide compliance.
11        Q    Are you an attorney?
12        A    No.
13        Q    Do you hold any graduate degrees?
14        A    No.
15        Q    Are you generally familiar with the member
16   policies and member materials?
17        A    Yes.
18        Q    Okay.  And what falls into that description,
19   member policies and member materials?  What documents
20   are we talking about?
21        A    So numerous documents:  Our rule book, our
22   member application and other agreements and materials
23   that we post online, advisories.
24        Q    Post online on myherbalife.com?
25        A    Correct.
0011
 1        Q    When you said "the rule book," is that the
 2   same as the Rules of Conduct?
 3        A    Yes.
 4        Q    And the "member application," is that the
 5   same thing as the Application for International
 6   Distributorship?
 7        A    Correct.
 8        Q    If I use those phrases interchangeably
 9   today, you understand what I mean?
10        A    Yes.
11        Q    I might say, "rule book."  I say might say,
12   "Rules of Conduct."  I mean the same thing when I --
13        A    Yes.
14        Q    Okay.  I will try to use your vernacular,
15   though.
16             Are you responsible for updating these
17   documents?
18        A    Yes.
19        Q    And what is the process, usually, for
20   updating these documents?
21        A    My department becomes aware that there is a
22   need to either update a current rule or add an
23   additional rule, and we facilitate that happening.
24        Q    How does your department become aware of the
25   need to update the rules?
0012
 1        A    Generally, from our other business partners
 2   within the company.
 3        Q    "Other business partners," meaning other
 4   employees of Herbalife or --
 5        A    Yes, perhaps, from the legal department or
 6   other departments within Herbalife.
 7        Q    Okay.  Okay.  How many times has Herbalife
 8   amended the member application?
 9        A    Numerous times.
10        Q    Well, are you aware of what version of the
11   member application is currently in effect?
12        A    To the best of my recollection, it is
13   Version 48.
14        Q    And does that mean Herbalife's amended it 48
15   times?
16             MR. DROOKS:  Um-hmm.
17   BY MR. MARK:
18        Q    You can answer.
19        A    No.
20        Q    So -- so just -- I did not mention this in
21   the ground rules.  I apologize.  There is going to be
22   sometimes where your counsel is going to be objecting
23   to my questions because they are, for whatever reason,
24   not good questions.
25             Unless he instructs you not to answer, I
0013
 1   would ask that you answer the question.  Okay?
 2        A    Okay.
 3        Q    So -- so you said that, no, Version 48 does
 4   not mean that it was amended 48 times.
 5             Can you explain that?
 6        A    Sure.
 7             The -- the versioning of our materials
 8   occurs between the printer and our Creative Services
 9   Department.  So there are times where maybe they have
10   skipped a numbering versioning.  Sometimes that
11   happens to a line -- our Spanish version of an
12   application and our English version of an application
13   or sometimes -- I don't know exactly the reason; but
14   something happens between the printing company and our
15   Creative Services Department.
16             So just because it is Version 48, doesn't
17   necessarily reflect that it has been changed 48 times.
18        Q    Okay.
19        A    I wouldn't know without studying how many
20   times.
21        Q    And the same thing, same question for the
22   Rules of Conduct, do you know what version,
23   approximately, you were on on the Rules of Conduct?
24        A    Today, I believe it is Version 34D.
25        Q    Okay.  Do you know how many times the Rules
0014
 1   of Conduct have been amended?
 2        A    No.  Numerous times.
 3        Q    More than 30?
 4        A    I wouldn't know without studying that.
 5        Q    So -- so -- well, let's take a step back.
 6             We are currently on Version 48 of the
 7   application; right?
 8        A    Yes.
 9        Q    Are we on Version 48 of the Spanish
10   application, as well?
11        A    They should align.  I believe that they do
12   at this time.
13        Q    Okay.  And Version 34D of the Rules of
14   Conduct, is it also up to Version 34D of the Spanish
15   versions of the Rules of Conduct?
16        A    I believe so at this time.
17        Q    And are those rules identical, say, for the
18   language?  In other words, the translation?
19        A    Yes.
20        Q    So you don't know how many times the
21   application has been amended?
22        A    Correct.
23        Q    Do you know approximately how many times it
24   has been amended?
25        A    No.
0015
 1        Q    And Rules of Conduct, you don't know how
 2   many times that has been amended?
 3        A    No.
 4        Q    Do you know approximately how many times it
 5   has been amended?
 6        A    No.
 7        Q    There is varying terminology that I have
 8   seen in the Rules of Conduct and the application,
 9   distributor, member and customer?
10        A    Yes.
11        Q    Do you know what each of those terms means
12   in the context of those documents?
13        A    Yes.
14        Q    Can you tell me?
15        A    Sure.
16             So our distributor relates to an individual
17   who entered into an application in order to do the
18   business, which means purchase the products either for
19   their personal use or for resale, and to recruit
20   others to do the same.
21        Q    Okay.
22        A    A member is an individual who entered into a
23   contract simply to obtain a discount on our products
24   for personal use.  They do not do the business.
25        Q    Okay.
0016
 1        A    And a customer relates to an individual that
 2   is purchasing a product from a distributor.
 3        Q    Okay.  And that's currently the way those
 4   words are used; right?
 5        A    Correct.
 6        Q    Is that a fairly recent change?
 7             MR. DROOKS:  Lacks foundation.
 8   BY MR. MARK:
 9        Q    Do you know?  In other words --
10             MR. DROOKS:  It still lacks foundation.
11   BY MR. MARK:
12        Q    Okay.  You can answer.
13        A    Can I ask you to rephrase the question?
14        Q    Sure.  Yeah, that's fine.
15             This difference between distributor and
16   member that you just outlined, has it always been that
17   way at Herbalife?
18        A    Yes.
19        Q    Did it used to mean the same thing,
20   distributor/member?
21        A    No, it has never meant the same thing.
22        Q    Okay.
23        A    But it wasn't -- it wasn't defined that way
24   in our materials.
25        Q    It used to be defined a different way in
0017
 1   your materials?
 2        A    We used to simply use the term
 3   "distributor."
 4        Q    I see.  So the term "member" is a new term
 5   for Herbalife?
 6        A    Yes.
 7        Q    Okay.  And distributor, what a distributor
 8   means in the old way that Herbalife used it?
 9        A    Distributor was a person that entered into
10   an agreement --
11        Q    Regardless of --
12        A    -- with Herbalife.
13        Q    Regardless of whether the product was solely
14   for personal consumption or to pursue a business
15   opportunity?
16        A    Correct.
17        Q    And at a certain point, there was a decision
18   to create these two different categories?
19        A    Correct.
20        Q    Do you know when that was done?
21        A    To the best of my recollection, it was in
22   2013 or '14.
23        Q    Okay.  So not all -- not all members are
24   distributors today?
25        A    Correct.
0018
 1        Q    But all distributors are members?
 2        A    All distributors are members -- can you say
 3   that again?
 4        Q    Sure.
 5             Distributors can both pursue the business
 6   opportunity and also purchase the product for personal
 7   consumption; right?
 8        A    Correct.
 9        Q    It can be both?
10             Whereas members only are obtaining it to --
11   are only purchasing the product to obtain the discount
12   for personal consumption?
13        A    Correct.
14        Q    Okay.  And what is the approximate split
15   today of Herbalife distributors versus members?
16        A    I am not aware of that figure.
17        Q    Are there more distributors or more members?
18        A    I would be speculating.  I don't know.
19        Q    Okay.  I don't want you to speculate.
20             The Rules of Conduct, do those apply to both
21   distributors and members?
22        A    The Rules of Conduct apply to distributors.
23   Members don't do the business.
24        Q    So the Rules of Conduct do not apply to
25   members?
0019
 1        A    Not the Rules of Conduct, no.
 2             MR. MARK:  Okay.  I am going to hand you a
 3   document that we will mark as Exhibit 3.
 4             (Exhibit 3 marked.)
 5             THE WITNESS:  Can I grab my glasses?
 6             MR. MARK:  Of course.
 7        Q    Okay.  Have you seen this document before?
 8        A    Yes, I have.
 9        Q    Can you identify it for me, please?
10        A    This is my declaration.
11        Q    You signed it?
12        A    Yes, I did.
13        Q    And you agree with the statements contained
14   therein?
15        A    Yes, I do.
16        Q    You didn't write this declaration; did you?
17        A    No, I didn't.
18        Q    Did you make any changes to the declaration
19   once you received it?
20        A    Yes, I did.
21        Q    What were the changes that you made?
22        A    I don't specifically recall what the changes
23   were, but if there was anything that I verified
24   that -- if there was a discrepancy, then I made that
25   change.
0020
 1        Q    Okay.  Now, there came a certain point in
 2   which you signed a supplemental declaration; correct?
 3        A    Yes.
 4        Q    Okay.  And why did you do that?
 5        A    I believe it was for clarification purposes
 6   about the printing of one of our rule books.
 7             MR. MARK:  I will hand you a document that
 8   we will mark as Exhibit 4.
 9             THE WITNESS:  Thank you.
10   BY MR. MARK:
11        Q    Can you identify that document for me,
12   please?
13             (Exhibit 4 marked.)
14             THE WITNESS:  Yes, this is the supplemental
15   declaration that I signed.
16   BY MR. MARK:
17        Q    So the reason you signed the supplemental
18   declaration is because the wrong version of the rules
19   was attached to the first declaration with respect to
20   Exhibit C?
21        A    I believe that was the case.
22        Q    Okay.  But other than that, everything in
23   your first declaration marked as Exhibit 3 is correct?
24        A    Yes, correct.
25        Q    These applications or distributor agreements
0021
 1   that we are talking about, how are those maintained by
 2   Herbalife?
 3        A    Those are maintained online.
 4        Q    Are there hard copies kept of any of the
 5   distributor applications?
 6        A    I believe with regard to paper applications,
 7   there are paper records, and to the best of my
 8   knowledge, the online applications are maintained, you
 9   know, online.
10        Q    Is there a system at Herbalife that
11   maintains those applications?
12        A    Yes.
13        Q    What is it called?
14        A    I -- I can't respond to that because
15   technology may have advanced since -- since I knew
16   what we used to use.
17        Q    Well, I am asking today.
18        A    I wouldn't know the name of the system
19   today.
20        Q    So do you know today how online applications
21   are maintained at Herbalife?
22        A    They are maintained online.
23        Q    But you don't know how -- you don't know how
24   they get there or who is responsible for maintaining
25   them?
0022
 1        A    I know that the records department scans
 2   paper applications and uploads them into a system, an
 3   online system.  I don't know the name of that system.
 4        Q    And what about the -- what about the
 5   applications that are completed online, how are those
 6   maintained at Herbalife?
 7        A    Those are, to my knowledge, maintained
 8   online.
 9        Q    How do you know that?
10        A    Because we have access to those applications
11   online.
12        Q    But you don't know the name of the system
13   you have to access to get the applications?
14        A    Correct.
15        Q    Do you, in the regular course of your
16   business, access the applications online?
17        A    No.
18        Q    When was the last time you went online to
19   access an application?
20        A    Years.
21             MR. MARK:  Okay.  Well, I am going to hand
22   you a series of documents that we will mark as
23   Exhibits, I guess, 5 through 11, maybe.
24             So the first one I am going to hand you is
25   attached as Exhibit M to your declaration.
0023
 1             (Exhibit 5 marked.)
 2   BY MR. MARK:
 3        Q    Have you seen this document before?
 4        A    Yes, I have.
 5        Q    Okay.  So this document has been marked as
 6   Exhibit 5.  Can you identify, please, what that
 7   document is?
 8        A    Yes, this is a membership application for
 9   Felix Valdez.
10        Q    What is the date of that application?
11        A    The date the member signed the application?
12        Q    Yes.
13        A    Is June 14th of 2008.
14             MR. MARK:  Hand you a document that we will
15   mark as Exhibit 6 -- well, before I move on to that,
16   I'm sorry.
17        Q    Exhibit 5, you will agree with me, that is
18   the same document that was attached as Exhibit M to
19   your declaration?
20        A    Exhibit M being the English translation
21   of --
22        Q    So look at your declaration, which is --
23        A    Oh, I see it.  It is here, sorry.
24             MR. DROOKS:  You don't have the exhibits
25   attached to the declaration; do you?
0024
 1             MR. MARK:  Well, I want her to confirm that
 2   that is the document.
 3             MR. DROOKS:  Well, then you need to give her
 4   the declaration with the exhibits, so she could match
 5   them up to make sure that they have not been changed.
 6             MR. MARK:  Okay.
 7             MR. DROOKS:  If you are representing that
 8   you --
 9             MR. MARK:  I am.
10             MR. DROOKS:  -- are offering it to her, I
11   have no reason to dispute it.
12             MR. MARK:  That's fine.
13        Q    So look at not the supplemental declaration,
14   the original, the other declaration, okay, and if you
15   look at paragraph 16.
16             So I am representing to you that Exhibit 5
17   is Exhibit M to your declaration.
18        A    That's correct.
19        Q    Okay.
20             MR. MARK:  I am going to hand you Exhibit 6.
21             THE WITNESS:  Thank you.
22             (Exhibit 6 marked.)
23   BY MR. MARK:
24        Q    Can you identify, please, what Exhibit 6 is?
25        A    This is a distributor application from Izaar
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 1   Valdez.
 2        Q    What is the date of that, please?
 3        A    The date signed was June 14th, 2008.
 4        Q    Okay.  And if you look at paragraph 17 of
 5   your declaration, and I am going to represent to you
 6   that the document marked as Exhibit 6 was Exhibit N to
 7   your declaration.  Okay?
 8        A    Yes, that's correct.
 9             MR. MARK:  Hand you a document that we will
10   mark --
11             MR. DROOKS:  If you represent to us that you
12   have taken an exhibit with a letter on it from
13   Ms. Romans' declaration and you're now marking it with
14   a number, we are not going to dispute that.
15             MR. MARK:  Okay.
16             MR. DROOKS:  You don't need to have her
17   physically compare them.
18             MR. MARK:  Okay.  But I am going to be
19   marking each of the applications, so --
20             MR. DROOKS:  That's fine.
21             MR. MARK:  -- as separate exhibits.
22             THE REPORTER:  That's 7.
23             (Exhibit 7 marked.)
24   BY MR. MARK:
25        Q    Okay.  Have you seen that document before?
0026
 1        A    Yes.
 2        Q    What is it?
 3        A    It's a distributor application submitted by
 4   Patricia Rodgers.
 5        Q    What is the date of that application,
 6   please?
 7        A    June 23rd, 2010.
 8        Q    I am going to represent to you that that is
 9   attached as Exhibit I to your declaration.  Okay?
10        A    Okay.
11             MR. MARK:  Handing you what has been marked
12   as Exhibit 8.
13             (Exhibit 8 marked.)
14             THE WITNESS:  Thank you.
15   BY MR. MARK:
16        Q    Have you seen that document before?
17        A    Yes, I have.
18        Q    Can you identify it, please?
19        A    A distributor application submitted by
20   Jennifer Loken.
21        Q    And what is the date of that document?
22        A    February 14th, 2011.
23        Q    I am going to represent to you that that was
24   attached as Exhibit K to your declaration.  Okay?
25        A    Okay.
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 1             THE REPORTER:  That is 9.
 2             MR. MARK:  Exhibit 9.  Handing you what has
 3   been marked as Exhibit 9.
 4        Q    Can you identify that for me, please?
 5             (Exhibit 9 marked.)
 6             THE WITNESS:  A distributor application
 7   submitted by Izaar Valdez.
 8   BY MR. MARK:
 9        Q    What is the date of that, please?
10        A    March 22nd, 2013.
11        Q    Do you recognize that document?
12        A    Yes.
13        Q    And I will represent to you that was
14   attached as Exhibit O to your declaration.  Okay?
15        A    Thank you.
16             MR. MARK:  Handing you what we will mark as
17   Exhibit 10.
18             (Exhibit 10 marked.)
19   BY MR. MARK:
20        Q    Can you identify that document, please?
21        A    A distributorship application submitted by
22   Cody Pyle.
23        Q    What is the date of that, please?
24        A    7/7/2014.
25        Q    And have you seen that document before?
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 1        A    Yes, I have.
 2        Q    And I will represent to you that was
 3   attached as Exhibit L to your declaration.
 4        A    Thank you.
 5             MR. MARK:  Last, but not least, Exhibit 11.
 6             (Exhibit 11 marked.)
 7   BY MR. MARK:
 8        Q    Have you seen that document before?
 9        A    Yes, I have.
10        Q    What is it?
11        A    A distributorship application submitted by
12   Jennifer Lavigne.
13        Q    Have you seen that document before?
14        A    Yes, I have.
15        Q    What is the date of it, please?
16        A    December 2nd, 2014.
17        Q    Okay.  I will represent to you that was
18   attached as Exhibit J to your declaration.  Okay?
19        A    Thank you.
20        Q    So when we were talking about how were these
21   documents maintained by Herbalife, you stated that
22   some are maintained in hard copy and some are
23   maintained electronically; is that correct?
24             MR. DROOKS:  Mischaracterizes the testimony.
25
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 1   BY MR. MARK:
 2        Q    You can answer.
 3        A    I think what I stated was paper applications
 4   are scanned into our online system, and online
 5   applications are, obviously, directly input into the
 6   system.
 7        Q    Are original paper applications maintained
 8   at Herbalife, as well?
 9        A    Yes.
10        Q    Okay.  So the paper applications are
11   maintained in both the hard copy form and electronic
12   form?
13        A    Yes.
14        Q    And then the online applications are only
15   maintained in their electronic form?
16        A    To my knowledge.
17        Q    Okay.  So let's start by looking at the
18   declarations of -- I'm sorry, the application of Izaar
19   Valdez.
20             MR. DROOKS:  Which one?
21             MR. MARK:  Exhibit 6.
22        Q    This is not an electronic application;
23   correct?
24        A    Correct.
25        Q    Is this a -- this is a one-page,
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 1   double-sided form as maintain -- the original form, is
 2   it a one-page double-sided piece of paper?
 3        A    I believe it was.
 4        Q    Okay.  And the only place for signature on
 5   this document that has been marked as Exhibit 6 is on
 6   the first page; right?
 7        A    That's correct.
 8        Q    And this document, if you look at
 9   paragraph 4 -- do you speak Spanish?
10        A    A little bit.
11        Q    Okay.  Me, too, just a little, though.
12             If you look at paragraph 4 of this document
13   marked as Exhibit 6, there is a provision requiring
14   the parties to mediate if there is any dispute and
15   then arbitrate.
16             Do you see that?
17        A    Yes, I do.
18        Q    Okay.  Now, at a certain point in time,
19   Herbalife removed the arbitration provision; is that
20   correct?
21        A    Yes, that's correct.
22        Q    Do you know when that occurred?
23        A    No, I don't recall.
24        Q    All right.  And what version is this
25   document?
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 1             MR. DROOKS:  "This document" being
 2   Exhibit 6?
 3             MR. MARK:  Yes.  I am talking about
 4   Exhibit 6 right now.
 5             THE WITNESS:  The version date on this
 6   document is No. 31.
 7   BY MR. MARK:
 8        Q    So this is Version 31?
 9        A    Spanish.
10        Q    In Spanish.
11             And what is the -- and if you turn two
12   pages, you will see that there is the English version
13   of this document; is that right?
14        A    Yes, that's correct.
15        Q    And this is the Version 29 of the English
16   version; is that right?
17        A    Yes, that's correct.
18        Q    And the Spanish version, the revision says
19   it is effective January, 2008; is that correct?
20        A    Can you repeat the question?
21        Q    Sure.
22             The revision date is January, 2008; is that
23   correct?
24        A    Are you asking about the -- which document
25   are you asking?
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 1        Q    So I am looking in Exhibit 6.
 2        A    Uh-huh.
 3        Q    And you will see there is a footer on
 4   Exhibit 6 that says, "Form 4011-USSP-31 Rev 01/08."
 5             Did I read that correctly?  It's small.
 6        A    Yeah, it is small.
 7             MR. DROOKS:  I see the witness is having
 8   trouble reading it.
 9             Do you mind if she hands it to me and I will
10   read it and stipulate if you have read it accurately?
11             MR. MARK:  That's fine.
12             MR. DROOKS:  I am reading it and we will
13   stipulate that the first page of Exhibit 6 reads,
14   Form 4011-USSP-31, space, Rev, space, 01/0 -- and I
15   believe that is an 8.  It could be a 6, but I think it
16   is an 8.
17             MR. MARK:  Okay.  So we are saying the same
18   thing, then.  Okay?
19             MR. DROOKS:  Yeah.  And looking, by the way,
20   at Exhibit N to the witness' declaration, which is a
21   clearer copy, it is clearly an 8.
22             MR. MARK:  Well, you are looking at the
23   English version.  That is why.
24             MR. DROOKS:  That's true.
25
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 1   BY MR. MARK:
 2        Q    Okay.  So does this mean that the last
 3   revision -- that this document was revised in January
 4   of 2008; is that what that footer means?
 5        A    Correct.
 6        Q    Okay.  So at a certain point after January,
 7   2008, Herbalife removed this arbitration provision;
 8   correct?
 9        A    I don't recall when it was removed.
10        Q    Well, it was certainly after January, 2008,
11   though; right?  Because this document was signed in
12   June of 2008, and it was last revised in January of
13   2008.
14        A    Yes, correct.
15        Q    Okay.
16        A    Um-hmm.
17        Q    Do you know why Herbalife removed the
18   arbitration provision in this document?
19        A    No.
20        Q    But you would agree with me that there was a
21   certain point in time -- and we will look at those
22   applications soon -- in which Herbalife removed the
23   arbitration provision; correct?
24        A    Yes.
25        Q    Do you see there is a stamp on this page?
0034
 1             It is hard to see, but it is across -- it is
 2   sort of a vertical line under where it says, Acuerdo
 3   de distribucion.
 4             Do you see that?
 5        A    Yes.
 6        Q    What is that?
 7             MR. CATLETT:  Foundation.
 8   BY MR. MARK:
 9        Q    You can answer.
10        A    To the best of my knowledge, it would be the
11   stamp imposed by the records department when they
12   physically received this application.
13        Q    Okay.  So -- and that is why I am interested
14   in the process a little bit.
15             So this hard copy is filled out by
16   Ms. Valdez and it is sent into Herbalife.  Herbalife
17   receives it, stamps it, and puts it in a hard file; is
18   that right?
19        A    I am not an expert in that area.
20        Q    Do you know how that is done or no?
21        A    To the best of my knowledge, it is as you
22   described.  The application is submitted and stamped
23   by the records department and scanned into the online
24   system; and the paper copy is filed.
25        Q    And it is your understanding that was the
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 1   process in 2008, as well?
 2        A    Yes.
 3        Q    Now, if you look at Exhibit 5, which is
 4   Felix Valdez's application.
 5        A    Yes.
 6        Q    The form is identical; correct?
 7             Actually, it's not.  This is a different
 8   application; correct?
 9        A    Yes, correct.  It is a different version of
10   the application.
11        Q    And what version is this?
12        A    This one is the Spanish version with the
13   number 28, revision date March of '06.
14        Q    Okay.  Now, are you aware of what the
15   difference is between these two versions?
16        A    No, I am not.
17        Q    Okay.  And which application is
18   Mr. Valdez -- Felix Valdez, Exhibit 5, which
19   application is Mr. Valdez bound to?
20             MR. DROOKS:  Calls for a legal conclusion.
21   BY MR. MARK:
22        Q    You can answer.
23             MR. DROOKS:  And by "which," do you mean
24   Exhibit M or N?
25             MR. MARK:  Yeah.
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 1        Q    I am asking, in other words, he signed this
 2   in June of -- the same day as Izaar Valdez; right?
 3             They appear to be signed the same day;
 4   correct?
 5        A    Correct.
 6        Q    Okay.  And there are two different versions
 7   of the application; correct?
 8        A    Correct.
 9        Q    And Version 31 was in place after
10   Version 28; correct?
11        A    Correct.
12        Q    Do you know which version of the
13   application, Exhibit 5 or Exhibit 6, Mr. Valdez is
14   bound to?
15             MR. DROOKS:  Calls for a legal conclusion.
16   BY MR. MARK:
17        Q    You can answer.
18             MR. CATLETT:  Join.
19             THE WITNESS:  Both Mr. Valdezs are --
20   BY MR. MARK:
21        Q    Okay.  Well, Izaar is a female, but --
22        A    Oh, I didn't know.
23        Q    That's okay.  Yeah.
24        A    By virtue of signing these applications,
25   they are bound by all of our rules.  There is a clause
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 1   in the application --
 2        Q    Um-hmm.
 3        A    -- that dictates that.
 4        Q    Okay.  So does that mean that they are
 5   always bound by the latest version of the application?
 6        A    They are bound by the most current version
 7   of our rules.
 8        Q    And what about the application, are they
 9   bound by the most current version of the application,
10   as well?
11             MR. DROOKS:  Calls for a legal conclusion.
12             THE WITNESS:  I think I would have to be a
13   lawyer to answer that.
14   BY MR. MARK:
15        Q    Well, you have testified that they are bound
16   by the most current version of the rules; correct?
17        A    Because we have a clause in the application
18   that states that.
19        Q    Where does it say that?
20        A    So clause No. 1:
21             "I apply to become an independent
22             distributor of Herbalife products
23             on the terms and conditions set
24             forth below and on the back of this
25             form, as well as the documents
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 1             which are expressly incorporated
 2             into this agreement of
 3             distributorship."
 4        Q    Okay.  And which documents are "expressly
 5   incorporated into this agreement of distributorship"?
 6             MR. DROOKS:  Calls for a legal conclusion.
 7   BY MR. MARK:
 8        Q    You can answer.
 9        A    Can you -- can you repeat the question?
10        Q    Sure.
11             Which documents are "expressly incorporated
12   into this agreement of distributorship"?
13        A    So those documents are identified in clause
14   No. 5.
15        Q    Okay.
16        A    Which explicitly states:
17             "The Herbalife International
18             business pack contains, among other
19             things, the Rules of Conduct and
20             distributor policies, the sales and
21             marketing plan, ordering procedures
22             and sample forms.  Those documents
23             and such other rules and policies
24             as Herbalife has published or in
25             the future may publish, together
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 1             with such modifications and
 2             amendments as Herbalife shall make
 3             from time to time in its sole and
 4             absolute discretion collectively
 5             the rules are each hereby
 6             incorporated into this agreement of
 7             distributorship, each in its then
 8             most recently published form."
 9        Q    Okay.  So that's the basis for your
10   testimony that the individuals who -- that sign these
11   applications are subject to the Rules of Conduct that
12   are in effect at the time?
13             MR. DROOKS:  Lacks foundation.  Calls for a
14   legal conclusion.
15             MR. CATLETT:  Object to the form.
16             THE WITNESS:  That's correct.
17   BY MR. MARK:
18        Q    And if you see here, look at -- looking at
19   Exhibit 6, it refers to an Herbalife International
20   business pack, IBP or mini IBP.
21             Do you see that?
22             MR. DROOKS:  Are you talking about the
23   English translation, paragraph 5?
24             MR. MARK:  No, I am talking about
25   paragraph 3(a).
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 1             MR. DROOKS:  In the English version?
 2             MR. MARK:  Yes.  It is in both versions.  I
 3   am just using English.
 4             MR. DROOKS:  Okay.
 5             THE WITNESS:  Yes, I see that.
 6   BY MR. MARK:
 7        Q    Okay.  What is the Herbalife International
 8   business pack?
 9        A    The Herbalife International business pack is
10   what an individual purchases when they want to become
11   a distributor.
12        Q    Okay.  And what is in an International
13   business pack?
14             MR. DROOKS:  Vague as to time.
15   BY MR. MARK:
16        Q    At the time that this document was signed in
17   June of 2008, what was in the International business
18   pack?
19        A    I am not an expert, but I can tell you, to
20   the best of my knowledge, what was included in the
21   pack.
22        Q    Um-hmm.
23        A    Distributorship application, a button, some
24   product, and some marketing literature, as well as the
25   rule book; and sales and marketing plan.
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 1        Q    The "rule book" being the Rules of Conduct?
 2        A    Correct.
 3        Q    Okay.  So after somebody would sign this,
 4   mail it into Herbalife, Herbalife would then send back
 5   that International business pack?
 6        A    No.
 7        Q    Okay.  So then how was it that they would
 8   receive the International business pack?
 9        A    They would receive it in a variety of ways.
10   They could receive it from a distributor who meets
11   them and discusses the business opportunity with them.
12        Q    Okay.
13        A    And that distributor would provide the kit
14   at that moment.
15             If an individual became aware of our
16   business opportunity online, then in that case, yes,
17   the kit would be mailed to them from Herbalife.
18        Q    Okay.  But right now, I just want to focus
19   in on these applications that were actually
20   handwritten out and mailed back to Herbalife.
21        A    Um-hmm.
22        Q    Okay.  So the way that they would receive
23   the kit would be either from another distributor;
24   right?
25        A    Correct.
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 1        Q    Or would Herbalife send the kit or Herbalife
 2   would not send the kit?
 3        A    If these applications were signed previous
 4   to our online ability for people to sign up online,
 5   they would have received it directly from the
 6   distributor.
 7        Q    Okay.  Do you know when Herbalife first
 8   permitted people to sign up online?
 9        A    I don't recall.
10        Q    But obviously, Izaar and Felix Valdez did
11   not sign up online; right?  You can see that by the
12   application?
13             MR. DROOKS:  It's vague as to time.
14             THE WITNESS:  That's true.
15   BY MR. MARK:
16        Q    In other words, it is true that they didn't
17   sign up online; right?
18             It is not true that it is vague as to time.
19   I am trying to understand.
20        A    I'm sorry.  I am mistaken.
21             Felix Valdez and Izaar Valdez, in 2008,
22   submitted paper applications.
23        Q    Right.
24        A    That's correct.
25        Q    So they did not receive -- so they did not
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 1   sign up online; correct?
 2        A    Correct.
 3        Q    Okay.  So how did they receive the
 4   International business pack?
 5             How would that have come to them, just
 6   solely through another distributor?
 7        A    To the best of my knowledge, it would have
 8   been from their sponsor.
 9        Q    And does their sponsor -- what is the
10   process by which a sponsor gives them the
11   International business pack?
12             Is it after they fill out the application,
13   they then give it to the sponsor?
14             Obviously, not because they sent it to
15   Herbalife, the application.
16        A    Well --
17             MR. DROOKS:  It is now compound and
18   argumentative.
19   BY MR. MARK:
20        Q    Okay.  So how do they receive the
21   International business pack?
22        A    They would receive it physically from their
23   sponsor.
24        Q    After they signed the application?
25             MR. CATLETT:  Foundation.
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 1             THE WITNESS:  It is kind of like the chicken
 2   or the egg; right?  The application is within the kit.
 3   So whether they -- well, they would receive the kit,
 4   open it, take out the application; and complete it --
 5   BY MR. MARK:
 6        Q    Oh, okay.
 7        A    -- together.
 8        Q    I understand.  Okay.
 9             So the only way to get the paper application
10   was, it is part of the kit?
11        A    Correct.
12        Q    Okay.  Was the kit -- did the kit contain
13   documents in Spanish or English or both?
14        A    We have a Spanish kit and an English kit.
15        Q    If the application is in Spanish, does that
16   mean that the other documents in the kit are in
17   Spanish, as well?
18        A    Correct.
19        Q    There are two different packs referenced
20   here in paragraph 3(a) of Mr. and Mrs. Valdez's
21   application, the International business pack and the
22   mini IBP.
23             What is the difference between the mini IBP
24   and the IBP?
25        A    The difference is the product that is
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 1   included within the kit.  So in the full kit, the
 2   person receives a full canister of product, and in the
 3   mini kit, I believe they are only receiving sample
 4   size products.
 5        Q    Okay.  Are all the documents the same in
 6   both kits?
 7        A    Yes.
 8        Q    Okay.  Okay.  Let's look at Exhibit 7,
 9   please, which is Ms. Rodgers' application.
10        A    Okay.
11        Q    There were Rules of Conduct in effect at the
12   time of this application?
13        A    Yes.
14        Q    Okay.  Now, this application does not
15   contain an arbitration provision; correct?
16             MR. DROOKS:  The documents speaks for
17   itself.
18   BY MR. MARK:
19        Q    Okay.  You can answer the question.
20             MR. MARK:  Please keep your objections to
21   form.  Okay.
22             Go ahead.
23             THE WITNESS:  Yeah, I would say that is
24   correct.
25
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 1   BY MR. MARK:
 2        Q    So you would agree with me that at the time
 3   that she signed this application in June of 2010,
 4   there was no arbitration agreement in effect; correct?
 5             MR. DROOKS:  Calls for a legal conclusion.
 6             MR. MARK:  Her whole affidavit is a legal
 7   conclusion.  Okay.
 8             Go ahead.
 9             THE WITNESS:  I believe that's correct.
10   BY MR. MARK:
11        Q    And the same goes for Ms. Loken; correct, if
12   you look at the next exhibit?
13             MR. DROOKS:  Calls for a legal conclusion.
14             MR. MARK:  Please keep your objections to
15   form.
16             MR. DROOKS:  Calls for a legal conclusion.
17             MR. MARK:  I don't know what the practice is
18   in Central District California.  In the Southern
19   District of Florida, objection depositions are either
20   form or you can instruct the witness not to answer.
21             MR. DROOKS:  Well, my understanding is that
22   calling for a legal conclusion is an objection to form
23   because it could be corrected in a way that would
24   allow you to avoid the objection.
25             MR. MARK:  So just say, "Object to form."
0047
 1             MR. DROOKS:  That is not a viable objection.
 2   I have to state what the objection is so that when the
 3   Court reviews the transcript, the Court will know what
 4   it is; and you are on notice as to how to correct it.
 5             MR. MARK:  Okay.  We disagree.
 6             MR. DROOKS:  We may have a difference in
 7   practice.
 8             MR. MARK:  It is not a difference in
 9   practice.  It is a difference in the local rules under
10   the Southern District of Florida.
11        Q    Okay.  Ms. Rodgers' application, that has
12   been marked as Exhibit 8; is that correct?
13        A    7.
14        Q    I'm sorry.  7.
15             Okay.  And Ms. Loken's application, what is
16   that exhibit?
17        A    8.
18        Q    8.  Okay.
19             So you would agree that Ms. Loken's
20   application does not contain an arbitration provision;
21   correct?
22        A    Yes, I agree.
23        Q    Okay.  And Ms. Rodgers' application does not
24   contain an arbitration provision; correct?
25             MR. DROOKS:  What exhibit is that?
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 1             MR. MARK:  7.
 2             MR. DROOKS:  What exhibit?
 3             MR. MARK:  7.  7.
 4             MR. DROOKS:  Thank you.
 5             THE WITNESS:  I don't believe that I have
 6   the entire application.  I only -- it stops at 8 and
 7   it does not include the entire clause.
 8   BY MR. MARK:
 9        Q    I'm sorry, this is Ms. Loken's?
10        A    Patricia Rodgers.
11             MR. MARK:  Can I see?
12             MR. CATLETT:  It should be a three-page
13   document.
14             MR. MARK:  Yeah, three pages.  Let me run a
15   copy of my version, which has the three pages.
16             THE WITNESS:  Okay.
17             MR. MARK:  Sorry about that.
18             THE WITNESS:  No problem.
19             MR. MARK:  Is there someone that can run a
20   copy for me?
21             MR. DROOKS:  Sure.  We have been going about
22   an hour.  Let's take a five-minute break.  I will get
23   you the copy, and if you have any other copies, I can
24   do it at the same time.
25             MR. MARK:  I don't think I do, but you never
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 1   know.
 2             MR. CATLETT:  Are we off the record?
 3             MR. MARK:  Yeah.
 4             (Recess.)
 5             MR. MARK:  So, Counsel, I am going to add,
 6   this page was inadvertently omitted from Exhibit 7.
 7   It is the third page of Ms. Rodgers' application.
 8             MR. DROOKS:  Sure.
 9             MR. MARK:  Okay.  I am going to add that to
10   what has been previously marked as Exhibit 7.
11        Q    So now, can you confirm for me that that is
12   a complete application for Ms. Rodgers?
13        A    Yes, it is a complete application.
14        Q    Okay.  Thank you.
15             This application was filled out online?
16        A    Yes, it was.
17             MR. LEVINE:  What did she say, Etan?
18             MR. MARK:  Said this application was filled
19   out online.
20        Q    So, remember, earlier we were talking about
21   the process by which those folks who had paper
22   applications received the International business pack?
23        A    Yes.
24        Q    What is the process by which people who fill
25   out applications online receive the International
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 1   business pack?
 2        A    To the best of my knowledge, the applicant
 3   could have received the pack in two various ways:
 4             One, when they go online, they have the
 5   option of purchasing the business pack at that time;
 6   but also, we have people that meet a distributor, and
 7   just the same as I described for the paper process,
 8   that distributor provides them with a kit; but
 9   perhaps, they don't want to fill out the paper
10   application.  They want to do it online
11   electronically.
12             So in this case, they could either get it
13   from a distributor and fill the application out
14   online, or they could just go online and purchase a
15   kit at the same time that they are filling out the
16   application.
17        Q    Oh, when they purchase a kit, that then
18   triggers Herbalife to send the kit to that
19   distributor?
20        A    That is correct.
21        Q    And in that kit, is the same items that we
22   talked about earlier, it does not change; correct?
23        A    That's correct.
24        Q    Including the Rules of Conduct; correct?
25        A    Correct.
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 1        Q    And if you fill out the application online
 2   and the kit is mailed to you subsequently?  You are
 3   not seeing the Rules of Conducts until the kit is
 4   mailed to you; is that correct?
 5             MR. DROOKS:  That calls -- form.  Objection
 6   as to form.
 7             MR. MARK:  Very good.  Thank you.
 8        Q    You can answer.
 9        A    The distributor has the opportunity to read
10   the rules when they are signing up online.
11        Q    How does that work?
12        A    Through a link.
13        Q    So walk me through that.
14             So you had this application online; right?
15        A    Yes.
16        Q    And you are filling it out.  How do you then
17   see the Rules of Conduct?
18        A    So the distributor acknowledges by signing
19   this application that they have reviewed or will
20   review the Rules of Conduct, which are provided online
21   through a link.
22        Q    Where does it say that?
23        A    Okay.  I believe that is cited in
24   Clause 3(d) and also in Clause 4.
25             Cause 3(d) states:
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 1             "I am aware that the only required
 2             purchase to become, succeed or
 3             advance as an Herbalife independent
 4             distributor is the mini
 5             International business pack.  The
 6             mini IBP is a basic package
 7             containing only explanatory
 8             materials, forms and product sample
 9             packages."
10        Q    I'm sorry, what provision are you in?
11        A    I am in 3 and D.  3(d).
12        Q    Can I see the document that you are looking
13   at, please?
14        A    Of course.
15        Q    Oh, okay.  So I am actually looking at
16   Ms. Rodgers' application.
17        A    Oh, I'm sorry.
18        Q    So let's look at that one; okay?
19        A    Okay.
20        Q    And Exhibit 7; right?
21        A    Yes.
22        Q    Is it your understanding that provision is
23   in there, as well, Exhibit 7?
24        A    Yes.
25        Q    Okay.  Where is that?
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 1        A    That is in also Clause 3(d).
 2        Q    Okay.
 3        A    "So I am aware" -- do you want me to --
 4        Q    I'm sorry, I just don't -- oh, Clause 3.
 5             Okay.  I am on 3.  I got it.
 6        A    And letter D.
 7        Q    Mine just says 3.
 8        A    Well, we have 3 and then we have got an A,
 9   B, C, D.
10        Q    Can I just make sure we are looking at the
11   same document?
12        A    Um-hmm.  Of course.
13        Q    Okay.  Okay.  So 3, yup, "I am aware."  Got
14   it.
15        A    Okay.
16             And the Clause D says:  "I will
17             review the statement of average
18             gross compensation of U.S.
19             supervisors and policy statements
20             on business methods, both of which
21             are contained in the mini IBP and
22             the IBP, and which are available on
23             myherbalife.com or upon request
24             from my sponsor or Herbalife's
25             Distributor Relations Department."
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 1        Q    Okay.  But -- I'm sorry.
 2        A    Clause 4, just to continue.
 3        Q    Yes, please.
 4        A    "The Herbalife International
 5             Business pack contains, among other
 6             things:  The Rules of conduct and
 7             distributor policies, the sales and
 8             marketing plan; ordering procedures
 9             and sample forms.  Those documents
10             and such other rules and policies
11             as Herbalife has published or in
12             the future may publish together
13             with such modifications and
14             amendments as Herbalife shall make,
15             from time to time, in its sole and
16             absolute discretion, collectively
17             the rules are each hereby
18             incorporated into this agreement,
19             each in their then most recently
20             published form."
21        Q    Okay.
22        A    And, I'm sorry, I know that doesn't answer
23   your question.  Let me find that.
24        Q    Right.  Because I thought you said that
25   there was a provision --
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 1             MR. DROOKS:  Let -- the witness is still
 2   answering the question.
 3   BY MR. MARK:
 4        Q    Okay.
 5        A    Oh, I found it.
 6        Q    Okay.  Good.
 7        A    It is Clause 3(a).
 8             "So I hereby represent, warrant,
 9             agree that upon my receipt of
10             Herbalife's mini or full
11             International business pack, I will
12             thoroughly review the contents of
13             the previously unopened pack."
14        Q    I see.  Okay.  And within that pack includes
15   the Rules of Conduct?
16        A    Exactly.
17        Q    And earlier when you testified that you
18   understood there was a provision in this agreement
19   that provides that the distributor will review the
20   Rules of Conduct, that was the provision that you were
21   referring to?
22        A    That's correct.
23        Q    Okay.  And am I correct that in some cases,
24   the distributor doesn't have physically in his or her
25   possession the Rules of Conduct at the time that they
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 1   sign this application?
 2        A    It depends on how you define "physically."
 3        Q    Okay.  How do you define it?
 4        A    If they are online submitting an
 5   application, they had access to the Rules of Conduct
 6   online; and also they are able to print them, if they
 7   wish.
 8        Q    Okay.  Does it say here how to access the
 9   Rules of Conduct online?
10        A    I believe so.
11        Q    Where is that?
12        A    I believe your question is answered with
13   No. 4 for technical requirements.
14        Q    Okay.
15        A    I will have to read it to see if it answers
16   your question.
17        Q    Sure.  Please read.
18        A    "The technical requirements to access" --
19        Q    If you want to read that out loud, you're
20   welcome to; but you don't have to.
21        A    Okay.  Let me read it to myself.
22        Q    Sure.
23        A    I don't see that in this version of the
24   application.
25        Q    Okay.  So how does a distributor access the
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 1   Rules of Conduct online as of June of 2010?
 2        A    On myherbalife.com.
 3        Q    Okay.  So after the distributor completes
 4   this application, what does it look like to -- how do
 5   you access the Rules of Conduct?
 6             I know it is obviously on myherbalife.com.
 7             This application is completed on
 8   myherbalife.com; right?
 9        A    Correct.
10        Q    Okay.  So then how do you then get to the
11   Rules of Conduct from this application?
12        A    It is my understanding that we provide a
13   link within the application.
14        Q    Okay.  But there is no link within this
15   application; is there, to the Rules of Conduct?
16        A    Not that I can see on this printed version.
17        Q    Okay.
18        A    But that doesn't mean that there is not a
19   link available.
20        Q    Well, what is a link?  I mean, is it a
21   hyperlink or is it a button?
22             What does it look like, the link, if you
23   know?
24        A    I don't know.
25        Q    Okay.  So you don't know whether -- you know
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 1   that the Rules of Conduct were available online as of
 2   June, 2010; correct?
 3        A    Correct.
 4        Q    But you don't know exactly how it is that a
 5   distributor can access those Rules of Conduct from
 6   this application?
 7        A    My understanding is that they are provided
 8   with a link and that they click that link, which
 9   carries them to the Rules of Conduct.
10        Q    Okay.  But that link is nowhere to be seen
11   on Exhibit 7; correct?
12        A    I don't see that link in Exhibit 7.
13        Q    And nor is it on Exhibit 8; correct?
14        A    Correct, nor is it on Exhibit 7.
15        Q    Okay.  And on --
16        A    I'm sorry, Exhibit 8.
17        Q    Thank you.
18             And on both Exhibits 7 and 8, there is a
19   place for a signature on the first page; correct?
20        A    Correct.
21        Q    And then how is it, then, the applicant gets
22   to the agreement of distributorship itself when you
23   are looking at it online?
24             Is it literally just a screen that you
25   scroll down and you see the agreement of
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 1   distributorship, and then you see the next page of the
 2   agreement of distributorship; is that how it looks?
 3        A    I believe so.
 4        Q    Okay.  And once the applicant signs
 5   electronically the first page of this document that
 6   has been marked as Exhibit 7, is there anything else
 7   that the applicant has to do to submit her application
 8   for distributorship?
 9        A    No.
10        Q    Now, on the third page of Exhibit 7, there
11   is a provision that says:
12             "Herbalife electronic disclosure
13             agreement and online distributor
14             application and agreement."
15             Do you see that?
16        A    Yes.
17        Q    Okay.
18             And it says, "By clicking, I agree
19             below," et cetera, et cetera.
20             Do you see that?
21        A    Yes.
22        Q    Is there a -- is there a button on the
23   bottom of this that normally appears that says, "I
24   agree"?
25        A    I am not sure where the button is located,
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 1   but where the distributor signs on page 1.
 2        Q    Yes.
 3        A    "By executing the application,
 4             The distributor acknowledges that
 5             he/she has reviewed the terms and
 6             conditions on the reverse side of
 7             the application and agrees to be
 8             bound by them."
 9        Q    Right.  So -- and I appreciate that, but
10   what I am wondering is are you aware of any kind of --
11   it says, "By clicking, I agree below."
12             I am wondering if there is a button that the
13   distributor clicks or the applicant clicks, which then
14   submits the application to Herbalife electronically,
15   if you know?
16        A    I don't know if it is a button or a link.  I
17   don't know what it looks like online.
18        Q    But is there some kind of a submit button or
19   an okay button?
20        A    There is something, yes.
21        Q    Okay.  And that is not on the first page of
22   the application; that is at the end of the application
23   after the electronic disclosure agreement?
24        A    I wouldn't know.
25        Q    Okay.
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 1             And this statement:  "By executing
 2             the application, distributor
 3             acknowledges that he/she has
 4             reviewed the terms and conditions
 5             on the reverse side of the
 6             application."
 7             There is no reverse side of this
 8   application; is there?
 9        A    You're correct.
10        Q    And is it your position that they are bound
11   by the terms -- by the Rules of Conduct that are in
12   effect at the time that they signed the application?
13             MR. DROOKS:  Yeah, that is a contention
14   interrogatory.  That is a contention question.  The
15   witness is not a PMQ.
16             I will instruct her not to answer.
17             MR. MARK:  Okay.
18             MR. DROOKS:  You can ask her her
19   understanding.
20   BY MR. MARK:
21        Q    Is it your understanding that at the time
22   that they signed this application, they are bound by
23   the Rules of Conduct in effect as of the date that
24   they signed the application?
25        A    As of the date we accept their application,
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 1   they are bound by the rules that -- yes, the current
 2   rules that are -- that are published.
 3             And one of our rules stipulates that the
 4   distributor should stay informed of our current
 5   policies and will abide and comply with our rules and
 6   the law.
 7        Q    And that is Rule 8(c); is that correct?
 8        A    A portion of 8(c), yes.
 9        Q    But is that the rule you were referring to,
10   the portion of 8(c)?
11        A    One of the rules, yes.
12        Q    Is there another rule besides 8(c) that
13   provides that?
14        A    There is one rule, 8(c), which stipulates:
15             "The distributor should stay
16             informed of our current rules and
17             abide by them."
18             And then there is another rule that states:
19             "Distributors must comply with our
20             rules and the law."
21        Q    What rule is that?
22        A    I'm sorry, I don't recall the number.
23        Q    Okay.  Is Rule 8(c) in the current version
24   of the Rules of Conduct?
25        A    I believe that language or similar language
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 1   is in the current Rules of Conduct, but it is not
 2   entitled 8(c).
 3        Q    Okay.  We will get to that later.  Okay?
 4        A    Um-hmm.
 5        Q    Looking at what has been marked as
 6   Exhibits 10 and 11, that's Mr. Pyle and Ms. Lavigne;
 7   right?
 8        A    Yes, that's correct.
 9        Q    Is there any kind of click to agree in this
10   application?
11        A    It's not visible to me on this printout, but
12   it's visible -- something is visible to the applicant
13   on the screen.
14        Q    Okay.  So let's go through it.
15             So 10 and 11, those are the same -- those
16   are the same versions of the distributorship
17   application; right?  They are both Version 43, it
18   looks like, in English?
19        A    Yes, that's correct.
20        Q    Okay.  So let's just look at Mr. Pyle's
21   Exhibit 10.  Then I will assume that your answers
22   apply to Exhibit 11; okay?
23        A    Okay.
24        Q    If they don't, just let me know.
25             So on the first page, there is a place for
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 1   the applicant's signature; correct?
 2        A    That's correct.
 3        Q    Okay.  And that is an electronic signature,
 4   they type in their name; right?
 5        A    Correct.
 6        Q    Now, on the second page of the application
 7   where it states, "Gold Standard Guarantees," there are
 8   a number of provisions that say, "I have read and
 9   understood this message."
10             Do you see that?
11        A    Correct.
12        Q    Are there little boxes to check next to each
13   of those statements?
14        A    That's correct.
15        Q    Okay.  Are they actually check boxes or do
16   you click, "I have read and understood"; I have read
17   and understood"?
18        A    I -- I don't recall.
19        Q    Okay.  And then the next page is a Statement
20   of Average Gross Compensation paid by Herbalife to
21   U.S. members in 2013; right?
22        A    Yes.
23        Q    Is there any kind of click to agree or I
24   understand with respect to that statement?
25        A    Yes.
0065
 1        Q    Where is that?
 2        A    That's No. 6 on the previous page, the Gold
 3   Standard Guarantees.
 4        Q    Okay.  Where does it say that -- oh, it
 5   says, I understand -- I see.  I understand.  Okay.
 6        A    Correct.  Um-hmm.
 7        Q    I see.  So that check next to No. 6 applies
 8   to the Statement of Average Gross Compensation on the
 9   next page?
10        A    Correct.
11        Q    And then it states, after No. 6:
12             "To see all of your rights and
13             obligations as an Herbalife member,
14             please review Herbalife's Rules of
15             Conduct in your member pack or
16             visit myherbalife.com."
17             Did I read that correctly?
18        A    Yes.
19        Q    And there is an actual hyperlink to
20   myherbalife.com; correct?
21        A    Correct.
22        Q    Is there a link to the Herbalife Rules of
23   Conduct?
24        A    Directly to the Rules of Conduct?
25        Q    Yes.
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 1        A    I don't know.
 2        Q    Okay.  Well, how --
 3        A    I believe this routes directly to the Rules
 4   of Conduct.
 5        Q    You believe that the hyperlink that says
 6   "myherbalife.com" actually links directly to the Rules
 7   of Conduct?
 8        A    I believe so.
 9        Q    Okay.  Are you certain about that or are you
10   speculating?
11             MR. DROOKS:  Form.
12   BY MR. MARK:
13        Q    You can answer.
14        A    I am not certain technically how it works,
15   but I do know that we provide a PDF specifically of
16   the Rules of Conduct, which is linked directly to this
17   application.
18             And so it is my understanding that this link
19   will take the user directly to the rules document.
20        Q    Okay.  And if you look at the page, the next
21   page that begins with, "A membership," do you see
22   that?  It is in two pages.
23        A    Yes.
24        Q    Is there any place as you go through the
25   next eight or nine pages of this document where you --
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 1   where it says, click to agree or accept or anything
 2   like that, as we have seen on the previous three
 3   pages?
 4        A    I believe that there is near D, Electronic
 5   Disclosures.
 6        Q    Okay.  So you are on page 749 of 771; right?
 7   Where it says, "Electronic disclosures"?
 8        A    Yes, correct.
 9        Q    Okay.  So you think that somewhere on D --
10   on that section D, there is a button to click?
11        A    To the best of my recollection, yes.
12        Q    And where is that button?
13        A    Well, it's not showing on this printout.
14        Q    Right.
15        A    But the person sees it on the screen.
16        Q    And it would be after paragraph 1, "Consent
17   to Electronic Disclosures"?
18        A    I would be guessing if I told you where it
19   was located.
20        Q    Okay.  So you think that there is a button
21   somewhere on this page, you're not sure where?
22        A    Correct.
23        Q    And prior to Herbalife accepting the
24   application, are they required to consent to
25   Electronic Disclosures?
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 1             MR. DROOKS:  By "they," you mean --
 2   BY MR. MARK:
 3        Q    Prior to Herbalife accepting this
 4   application, is the applicant required to consent to
 5   the Electronic Disclosures?
 6        A    I don't know the answer to that question.
 7        Q    Prior to Herbalife accepting this
 8   application, is it required that the applicant click
 9   each of the options on the second page of this
10   document that states, "I have read and understood this
11   message"?
12        A    That's correct.
13        Q    But you're not aware of any other point on
14   this application that is required for the applicant to
15   click in order to submit the application to Herbalife
16   other than on the first two pages; is that correct?
17        A    Correct.
18        Q    Let's look at your declaration.
19   Paragraph 6, it states:
20             "Herbalife distributor Rules of
21             Conduct, defined as rules, together
22             with the distributor agreement,
23             among other documents, provide the
24             terms and conditions under which a
25             distributor must operate his or her
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 1             Herbalife distributorship."
 2             Did I read that correctly?
 3        A    Yes.
 4        Q    So is it your understanding that
 5   distributors are bound by the provisions of the Rules
 6   of Conduct?
 7        A    Yes.
 8        Q    And it is by the provisions of the Rules of
 9   Conduct in effect at that -- at the moment; correct?
10        A    Yes.
11        Q    And going back to Ms. Rodgers' application,
12   let's look at paragraph 4, which you read before
13   talking about the documents that are incorporated; --
14        A    Yes.
15        Q    -- right?
16             Okay.  So -- so tell me, please, which
17   documents are incorporated into an application for
18   distributorship?
19             MR. CATLETT:  Form and foundation.
20             THE WITNESS:  Any policy document that
21   Herbalife publishes is incorporated.
22   BY MR. MARK:
23        Q    And how does Herbalife publish these policy
24   documents?
25        A    We have a number of different materials
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 1   which could be our -- before our rule book, Rules of
 2   Conduct.  It could be on the membership application.
 3   It could be in any other agreement that we require our
 4   distributors to sign.  It could be in an announcement
 5   that we have made to our members about a policy.
 6        Q    An announcement, an oral announcement or a
 7   written announcement?
 8        A    The announcements would -- do take place
 9   orally and -- and written.
10        Q    Okay.  And are all of these announcements
11   available on myherbalife.com?
12        A    Yes.
13        Q    Okay.  Are all of the policies that bind --
14   let me try that again.
15             All policies to which distributors are bound
16   are found on myherbalife.com?
17             MR. DROOKS:  Objection as to form.  Legal
18   conclusion.
19   BY MR. MARK:
20        Q    You can answer.
21        A    I would say, yes.
22        Q    So we talked about the Rules of Conduct,
23   that is Book 4; is that how you --
24        A    Yes.
25        Q    Okay.  What are distributor policies?  What
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 1   is that?
 2        A    Distributor policies are the rules and the
 3   clauses on our membership application, clauses on
 4   other forms, information included in announcements.
 5        Q    Anything else that you think fall into
 6   distributor policies?
 7        A    Not that I can think of.
 8        Q    Okay.  And the sales and marketing plan,
 9   what is that?
10        A    The sales and marketing plan describes the
11   business model.
12        Q    And is that also incorporated into each of
13   the applications?
14        A    Yes.
15        Q    Ordering procedures?
16        A    Yes.
17        Q    What is that?
18        A    Ordering procedures provides members with
19   information as to how to place an order, what time
20   frames to place an order.  General information, fax
21   numbers, phone numbers, warehouse information.
22        Q    And those are also incorporated into the
23   applications?
24        A    Yes.
25        Q    And those are part of the documents that
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 1   form the agreement between Herbalife and an applicant?
 2        A    Correct.
 3             MR. DROOKS:  Form.
 4   BY MR. MARK:
 5        Q    And sample forms, what is that?  What are
 6   sample forms?
 7        A    There is a section in the book that includes
 8   a sample of the various forms.
 9        Q    The various --
10        A    For reference and sometimes some of the
11   forms that a distributor can photocopy it in order to
12   use it.
13        Q    And are those sample forms part of the
14   documents that are incorporated into this agreement of
15   distributorship?
16             MR. DROOKS:  Form.
17             THE WITNESS:  Correct.
18   BY MR. MARK:
19        Q    And are those documents the terms and
20   conditions under which a distributor must operate his
21   or her Herbalife distributorship?
22             MR. DROOKS:  Form.
23             THE WITNESS:  Correct.
24   BY MR. MARK:
25        Q    Well, that is what you stated in your
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 1   declaration; correct?
 2             In paragraph 6 in your declaration you state
 3   that:
 4             "Herbalife's Rules of Conduct,
 5             together with a distributor
 6             agreement, among other documents,
 7             provide the terms and conditions
 8             under which a distributor must
 9             operate his or her Herbalife
10             distributorship"; correct?
11        A    That's correct.
12        Q    Okay.  So I want to just make sure I
13   understand the universe of documents that comprise
14   those terms and conditions under which a distributor
15   must operate his or her Herbalife distributorship;
16   okay?
17        A    Yes.
18        Q    Okay.  So those documents include the Rules
19   of Conduct; correct?
20        A    Correct.
21        Q    The distributor policies?
22        A    Correct.
23        Q    The sales and marketing plan?
24        A    Correct.
25        Q    The ordering procedures?
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 1        A    Correct.
 2        Q    The sample forms?
 3        A    Correct.
 4        Q    And then other rules and policies --
 5        A    Correct.
 6        Q    -- that are available on myherbalife.com?
 7        A    Correct.
 8        Q    Okay.  As you sit here today, are there any
 9   other -- are there any other terms and conditions
10   under which a distributor must operate his or her
11   Herbalife distributorship, other than those that I
12   just listed?
13             MR. DROOKS:  Form.
14   BY MR. MARK:
15        Q    That you are aware of?
16        A    No.
17        Q    And each of those documents are incorporated
18   into these applications in their most recently
19   published form; is that correct?
20             MR. DROOKS:  Form.
21             THE WITNESS:  Can you repeat that?
22   BY MR. MARK:
23        Q    Yeah.
24             Each of those agreements are incorporated
25   into these applications in their most recently
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 1   published form?
 2             MR. DROOKS:  Form.
 3             THE WITNESS:  Yes.
 4   BY MR. MARK:
 5        Q    Now, later in these applications, it
 6   states -- and if you look at Ms. Rodgers' application,
 7   for example --
 8             MR. DROOKS:  Yeah, that is compound.  It's a
 9   different --
10   BY MR. MARK:
11        Q    If you look at Ms. Rodgers' application --
12        A    Um-hmm.
13        Q    -- Exhibit 7?
14        A    Yes, third page.
15        Q    Okay.  If you look at the third page, you
16   will see paragraph 12(b).
17             Do you see that paragraph?
18        A    Yes.
19        Q    And it states:
20             "This agreement, including
21             documents incorporated herein in
22             their then published form."
23             Do you see that?
24             MR. DROOKS:  Can I have an exhibit number on
25   that, so we can follow along?
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 1             MR. MARK:  7.
 2             MR. DROOKS:  7.
 3   BY MR. MARK:
 4        Q    Do you see the "then published form"?  Do
 5   you see that?
 6        A    I'm sorry, where were we?
 7        Q    12(b).
 8        A    Oh, yeah.  12(b), yes.
 9        Q    What does "in their then published form"
10   mean?
11             MR. CATLETT:  Form and foundation.
12             MR. DROOKS:  Form.  Foundation.
13             THE WITNESS:  To my understanding?
14   BY MR. MARK:
15        Q    If you know what that means, yeah.
16        A    My understanding is the current form at that
17   time.
18        Q    At the time that this application is signed?
19             MR. CATLETT:  Same objections.
20             MR. DROOKS:  Same objections.  Form.
21             THE WITNESS:  No.
22   BY MR. MARK:
23        Q    So what does it mean?
24        A    The most current, whatever is the most
25   current at any date in time.
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 1        Q    Okay.  So when it states, "including
 2   documents incorporated herein in their then published
 3   form," that, to you, means the same thing as "the most
 4   recently published form"; is that correct?
 5        A    No.
 6        Q    They mean different things?
 7        A    My understanding is that this refers to the
 8   document's most recently published form.  So at any
 9   given date in time, whatever the current form of that
10   particular document is, is what this is applying to.
11   That's my understanding.
12        Q    So "then published form," to you, means the
13   same thing as "most recently published form"?
14             I am not trying to trick you.  I am just
15   trying to understand because there is two different --
16   the language is different in two different parts of
17   the application.
18             I am trying to understand if it is intended
19   to mean the same thing or if they mean two different
20   things.
21             MR. DROOKS:  It's argumentative.
22             THE WITNESS:  I think "most recently
23   published form" can also mean the same as "in their
24   then published form."
25
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 1   BY MR. MARK:
 2        Q    Okay.
 3        A    My understanding of both terminologies is
 4   that the distributor is bound by whatever, at any
 5   given date and time, whatever the rules are at that
 6   time.
 7        Q    And it is your understanding that "then
 8   published form" means the same thing as "most recently
 9   published form"?
10        A    I don't know how to better describe my
11   answer than to say this includes future versions of
12   the language.
13        Q    So "then published form" includes future
14   versions of the documents?
15        A    Yes.
16        Q    Those categories of documents that we talked
17   about that were incorporated by reference into these
18   agreements, are they the same for each application?
19             Are there categories of documents that are
20   incorporated into certain applications, but not other
21   applications?
22        A    No.
23        Q    It's the same?
24        A    (Witness nods head.)
25        Q    "Yes"?
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 1        A    Yes.
 2        Q    Okay.  You talked about the myherbalife.com
 3   website in your affidavit in paragraph 7.
 4             Do you see that?
 5        A    I see paragraph 7.
 6        Q    In your declaration?
 7             "Yes"?
 8        A    (Witness nods head.)
 9        Q    And you see there is a footnote; right,
10   which talks about myherbalife.com?
11        A    Yes.
12        Q    Can you tell me a little bit about
13   myherbalife.com.  I know, obviously, it is a website,
14   but what is it for?  And what is the purpose of
15   myherbalife.com?
16             MR. DROOKS:  Form.  Compound.
17   BY MR. MARK:
18        Q    What is the purpose of myherbalife.com?
19        A    Myherbalife.com is a tool for distributors
20   to use.
21        Q    Anything else?
22        A    It includes the Rules of Conduct.  It
23   includes areas on the site where the distributor can
24   track their progress, see how many volume points they
25   have, look at their royalties; and their earnings; and
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 1   other information for distributors to use in order to
 2   build their business.
 3        Q    Is it an important tool for a distributor?
 4             MR. CATLETT:  Form.
 5             MR. DROOKS:  Speculative.  Form.
 6   BY MR. MARK:
 7        Q    You can answer.
 8        A    I would say yes.
 9        Q    Can you participate in the Herbalife
10   business opportunity without using the website?
11        A    If you sign up online, no.
12        Q    And it is your con -- well, is it your
13   understanding that you are actually required to stay
14   apprised of the myherbalife.com website, that is one
15   of the requirements to be a distributor?
16        A    I would rephrase that a little bit to say,
17   it's my understanding that the distributor has to stay
18   apprised of the Rules of Conduct.
19        Q    And the Rules of Conduct are only available
20   in their current form through myherbalife.com; is that
21   correct?
22             MR. CATLETT:  Form.
23             THE WITNESS:  Can you rephrase that?
24   BY MR. MARK:
25        Q    You -- you said that Herbalife -- that
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 1   distributors are required to stay apprised of the
 2   updated versions of the Rules of Conduct through
 3   myherbalife.com; right?
 4        A    Yes.
 5        Q    Is there any other obligation, in your mind,
 6   for distributors to go to myherbalife.com?
 7        A    Obligation, no.
 8        Q    Okay.  After Ms. Rodgers signed her
 9   application, and after Ms. Loken signed her
10   application, the Rules of Conduct were amended;
11   correct?
12        A    Yes.
13        Q    And they were amended to include an
14   arbitration provision; correct, among other things?
15        A    I believe the amendment occurred prior to
16   the date they signed their application.
17        Q    The --
18        A    Oh, I beg your pardon.  You're correct.
19   After they signed their application, they were
20   amended.
21             MR. MARK:  I will hand you a document that I
22   will mark as Exhibit 12.
23             (Exhibit 12 marked.)
24             MR. DROOKS:  Is that somewhere that --
25             MR. MARK:  Yes.  I am going to tell you
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 1   where it is.
 2        Q    Well, can you identify this document?
 3             MR. DROOKS:  I would really like to have a
 4   copy of it before we start questioning the witness
 5   about it.
 6             MR. MARK:  Sure.  Here.
 7        Q    Can you identify it?
 8        A    This is an announcement provided by the
 9   company.
10        Q    What is the date of the announcement?
11        A    I don't see a date here.
12        Q    If you look at your declaration,
13   paragraph 7, the second part of that, let me give you
14   this -- the second part of that states:
15             "On February 13, 2014, Herbalife
16             also sent a notification to all
17             distributors of the recent changes
18             to the rules, including the
19             addition of the arbitration
20             provision.  A complete and
21             authentic copy of that notice is
22             attached hereto as Exhibit B."
23             Do you see that?
24        A    Yes, I do.
25        Q    Okay.
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 1             MR. MARK:  So I am going to hand you a
 2   document that we will mark as the next exhibit.
 3             THE REPORTER:  13.
 4             MR. MARK:  13.
 5             (Exhibit 13 marked.)
 6             THE WITNESS:  Thank you.
 7   BY MR. MARK:
 8        Q    So I will represent to you that Exhibits 12
 9   and 13 that I have handed you together comprise
10   Exhibit B to your declaration; okay?
11        A    Yes.
12        Q    And if you look at Exhibit 13, is it your
13   understanding that the advisory dated February 13,
14   2014, was part of Exhibit 12?
15        A    Yes, that's correct.
16        Q    Okay.  And it is your -- is it your
17   understanding that this amendment applied to those
18   existing distributors?
19        A    Yes, to all distributors.
20        Q    Including those that predated the date of
21   this amendment; correct?
22        A    Yes, that's correct.
23        Q    Okay.  And that is because Herbalife retains
24   the right to change the terms of its agreement with
25   its distributors by amending the Rules of Conduct?
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 1        A    That's correct.
 2             MR. DROOKS:  Objection as to form.
 3   BY MR. MARK:
 4        Q    Can Herbalife make these changes at any
 5   time?
 6        A    Yes.
 7             MR. DROOKS:  Objection to form.
 8             MR. MARK:  "Yes"?
 9             THE WITNESS:  Yes.
10             MR. DROOKS:  Legal conclusion.
11   BY MR. MARK:
12        Q    Are there any restrictions, to your
13   knowledge, on Herbalife's ability to make these
14   changes to the documents?
15             MR. DROOKS:  Objection as to form.
16   BY MR. MARK:
17        Q    You can answer.
18        A    Can you rephrase the question?
19        Q    Are there any restrictions, to your
20   knowledge, on Herbalife's ability to make these
21   amendments?
22        A    These amendments?
23        Q    Yeah, any amendments.
24             MR. DROOKS:  Objection as to form.
25             MR. CATLETT:  And foundation.
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 1   BY MR. MARK:
 2        Q    You testified that Herbalife can amend the
 3   documents at any time; correct?
 4        A    Um-hmm.  Yes.
 5        Q    Okay.  And it can do so -- are there any
 6   restrictions on its ability to do so, to your
 7   knowledge?
 8        A    Yes.
 9        Q    And what are those restrictions?
10        A    We are bound by an agreement that we made
11   with our distributors that we will not make changes to
12   our sales and marketing plan in any way that will
13   be -- impact the way that -- that their -- that they
14   have been able to earn with our marketing -- sales and
15   marketing plan.
16        Q    Okay.  So there is a restriction on
17   Herbalife's ability to amend its sales and marketing
18   plan; is that correct?
19             MR. DROOKS:  Calls for -- form.
20             THE WITNESS:  Let me say there is parameters
21   as to how we make certain changes to our sales and
22   marketing plan.
23   BY MR. MARK:
24        Q    Okay.  Are there any parameters as to
25   Herbalife's ability to amend the Rules of Conduct, to
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 1   your knowledge?
 2        A    No.
 3        Q    And when are the changes -- well, let's
 4   start with this one, Exhibit 12.
 5             When do these changes become effective?  In
 6   other words, when do they first apply to the
 7   distributors?
 8             MR. CATLETT:  Form and foundation.
 9             THE WITNESS:  Upon publication.
10   BY MR. MARK:
11        Q    Okay.  And when were these amendments
12   published?
13        A    Well, it states in this advisory that these
14   rules became available in our warehouses and could be
15   accessed online --
16        Q    You are looking at Exhibit --
17        A    -- around --
18        Q    -- 13 --
19        A    -- February 13th of 2014.
20        Q    Okay.  So you are looking at Exhibit 13; is
21   that correct?
22        A    Correct.
23        Q    So -- so the changes that are reflected in
24   Exhibit 13 first became effective on February 13,
25   2014?
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 1        A    No.
 2        Q    Okay.  When did they first become effective?
 3        A    When we published them --
 4        Q    And when did you --
 5        A    -- online, which was, I believe, in advance
 6   of this advisory being published.
 7        Q    And when was -- when was that?
 8        A    So let me see, I believe it was in October
 9   of 2013.
10        Q    And what forms the basis of that
11   understanding?
12        A    I just recall that in reviewing materials in
13   preparation for my declaration.
14        Q    Okay.  So -- and if you look in your
15   declaration, you see in paragraph 7 it states:
16             "This version of the rules and the
17             arbitration provision were readily
18             available to distributors online
19             through myherbalife.com on
20             October 28, 2013."
21        A    Correct.
22        Q    Okay.  So it is your understanding that --
23   that these amendments that are reflected in
24   Exhibit 13, first became effective on October 28,
25   2013, when they were published on the Herbalife
0088
 1   website?
 2        A    That's correct.
 3        Q    And that is myherbalife.com; right?
 4        A    Yes.
 5        Q    Was there any notification to distributors
 6   at that time that the rules were changing?
 7        A    Not -- that I can recall.
 8        Q    Exhibit 12 is the first notification of --
 9   to distributors of this change; correct?
10        A    It is possible that we may have made a
11   verbal announcement to our distributor leadership in
12   advance of the advisory being published.  So a verbal
13   announcement is very possible in advance of the
14   October date.
15        Q    And you said "distributor leadership"; is
16   that what you said?
17        A    Yes.
18        Q    Who is that?
19        A    So our President Team members.
20        Q    Okay.  Other than -- other than the
21   potential announcement to President Team members, are
22   you aware of any other announcement of these
23   amendments to the distributorship relationship prior
24   to February 13, 2014?
25        A    No.
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 1        Q    And is it your -- do you believe that when
 2   these new rules were first posted on the website in
 3   October of 2013, that those replaced the earlier
 4   versions of the Rules of Conduct?
 5        A    Yes.
 6        Q    Do you know why it took four months between
 7   the posting of the rules in October of 2013 and the
 8   February 13, 2014 announcement?
 9        A    As I recall, we were making quite a few
10   changes at that time, and rather than sending several
11   different announcements within that period of months,
12   I believe we waited to complete our full nomenclature
13   changes before publishing this advisory.
14        Q    Okay.  And this amendment, which you state
15   became effective in October of 2013, this is the
16   first -- this amendment added an arbitration
17   provision; correct?
18        A    Yes.
19        Q    And this also added the jury trial waiver
20   provision; correct?
21        A    Yes.
22        Q    And this also added the class action waiver
23   provision; correct?
24        A    Yes.
25        Q    And until this change occurred in October of
0090
 1   2013, there were no such restrictions in the
 2   distributor agreement at the time; correct?
 3        A    Can you ask one more time?
 4             MR. MARK:  Can you read it back?
 5             (Record read.)
 6             MR. CATLETT:  Object to form.
 7             THE WITNESS:  We may have had arbitration
 8   provision years before and I am not certain.  I don't
 9   want to --
10   BY MR. MARK:
11        Q    Well, we saw the arbitration provision, in
12   fact, in earlier --
13             MR. DROOKS:  Let the witness finish her
14   answer.
15   BY MR. MARK:
16        Q    Okay.  Go ahead.
17        A    Before 2013, we may have had an arbitration
18   provision in our membership application.
19        Q    Well -- are you done with your answer?
20        A    Yes.
21        Q    Okay.  Now, in 2008, we saw Mr. Valdez -- we
22   saw in Mr. Valdez's agreement, which was signed in
23   2008, there was an arbitration provision; correct?
24        A    Yes.
25        Q    Is that what you are thinking about?
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 1        A    Yes.  Thank you for reminding me.
 2        Q    Sure.
 3             And then subsequent to that, though, the
 4   arbitration provision was removed; correct?
 5        A    Yes.
 6        Q    And then it was added again in 2013;
 7   correct?
 8        A    Correct.
 9        Q    But at the time that it was added in October
10   of 2013, there was no arbitration agreement in effect;
11   correct?
12        A    Correct.
13        Q    Okay.  And I -- and there was no jury trial
14   waiver in effect; correct?
15        A    Correct.
16        Q    And there was no class action waiver in
17   effect; correct?
18        A    Correct.
19        Q    And you stated that that change became
20   effective to all distributors in October of 2013;
21   correct?
22        A    Correct.
23        Q    So what was the purpose of this
24   notification?
25             MR. DROOKS:  Objection as to form.
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 1   BY MR. MARK:
 2        Q    Exhibit 13?
 3        A    The purpose of the notification is to make
 4   distributors aware that we made changes in our Book 4.
 5        Q    How would distributors -- is there any way
 6   for distributors to know that there was a change to
 7   the Rules of Conduct prior to this February 13, 2014
 8   announcement?
 9        A    Verbal announcement to our leadership.
10        Q    Other than that?
11        A    No.
12        Q    Does Herbalife expect the distributors to go
13   onto myherbalife.com and look at the Rules of Conduct
14   on a regular basis to see if they have been updated?
15        A    Yes.
16             MR. DROOKS:  Speculation.
17   BY MR. MARK:
18        Q    "Yes"?
19        A    Yes.
20        Q    And that is without -- regardless of whether
21   or not there is a notice to do so?
22        A    Well, the membership application has a
23   clause that -- that indicates members should go online
24   to stay apprised of -- of the rules, the most current
25   rules.
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 1        Q    And how often are distributors to do that?
 2             MR. DROOKS:  Objection as to form.  Lacks
 3   foundation.
 4             THE WITNESS:  I suppose a time frame would
 5   depend on each distributor and how they conduct their
 6   business.
 7   BY MR. MARK:
 8        Q    How -- how -- I don't understand.
 9             Why would it depend on how the distributor
10   conducts its business?
11        A    Some distributors maybe are online more
12   often than others.
13        Q    So the obligation to go online to review the
14   Rules of Conduct depends on the distributor?
15             MR. DROOKS:  Objection as to form.
16             THE WITNESS:  I didn't --
17             MR. DROOKS:  Lacks foundation.  Legal
18   conclusion.
19             THE WITNESS:  Yeah, the distributor is
20   obligated to stay apprised of the most current rules.
21   BY MR. MARK:
22        Q    But how does a distributor do that?
23             MR. DROOKS:  Calls for speculation.
24             THE WITNESS:  They go on myherbalife.com or
25   their sponsor or through trainings that occur in the
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 1   field or through our events that also include
 2   training.
 3   BY MR. MARK:
 4        Q    And that's -- is there a certain amount of
 5   times that a distributor is required to do that?
 6        A    No.
 7             MR. MARK:  I will hand you a document that
 8   we will mark as the next exhibit.
 9             THE REPORTER:  14.
10             MR. MARK:  Thank you.
11        Q    Actually, I'm sorry, before we do that,
12   let's look at Exhibit 12 for a moment.
13             This is the E-mail announcement; right?
14        A    Yes.
15        Q    And in order to obtain the actual summary of
16   updates that is Exhibit 13, you have to click through
17   to learn more; is that right?
18        A    Yes, or a distributor could just be online.
19   Obviously, they can get through it through this
20   announcement by clicking the link, but a distributor
21   could just be online and also get to this
22   announcement.
23        Q    Okay.  But right now, I am just talking
24   about the announcement that is Exhibit 12.  Okay?
25        A    Yes.
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 1        Q    This announcement, you receive this E-mail,
 2   all you are seeing is Exhibit 12 in the E-mail;
 3   correct?
 4        A    Correct.
 5        Q    Okay.  And in order to see the summary of
 6   updates, that is Exhibit 13, you have to click where
 7   it says, "Learn more"?
 8        A    Correct.
 9        Q    Okay.  Now, who is -- who is
10   salvadorrod@herbalife.com?  It's at the bottom of
11   Exhibit 12.
12        A    He was an employee in charge of pushing
13   these announcements out online.
14        Q    Is he no longer with Herbalife?
15        A    To my knowledge, he is no longer with the
16   company.
17        Q    Okay.  Is this E-mail announcement sent to
18   all distributors?
19        A    Yes.
20        Q    And how -- is there any method of confirming
21   that this was, in fact, sent to all distributors?
22             MR. CATLETT:  Foundation.
23   BY MR. MARK:
24        Q    If you know?
25        A    Yes, I believe so.
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 1        Q    How is that done?
 2        A    The system that we use to push these
 3   announcements out has reporting capabilities.
 4        Q    Is it like Constant Contact or something?
 5   Do you know what the system is called?
 6        A    I believe it is called ExactTarget.
 7        Q    ExactTarget.  Okay.
 8             So that system, then, pushes out these
 9   announcements and then it knows whether or not those
10   announcements bounce back or not, for example?
11        A    Yes.
12        Q    And I assume that a certain percentage of
13   them do, in fact, bounce back?
14        A    I assume.
15        Q    Yeah.  Is there any method by which
16   Herbalife confirms that these announcements are, in
17   fact, sent and received by all distributors?
18        A    We have the capability to do so.
19        Q    Does Herbalife do so?
20        A    I don't know.
21        Q    Okay.  And what about clicking through;
22   right, where it says, "Learn more," for example?
23        A    Uh-huh.
24        Q    Is there a way to tell what percentage of
25   people, for example, click through to learn more?
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 1        A    I don't know.
 2        Q    Is receipt of these announcements a
 3   condition to staying a distributor?
 4             MR. DROOKS:  Objection as to form.  Legal
 5   conclusion.
 6             THE WITNESS:  No.
 7   BY MR. MARK:
 8        Q    And, in fact, a distributor can unsubscribe
 9   from these announcements; right?
10        A    Yes.
11        Q    And do distributors unsubscribe from these
12   announcements?
13        A    I don't know.
14        Q    In order to stay a distributor, do you have
15   to stay subscribed to these announcements?
16        A    No.
17        Q    Is there anything on this notification that
18   requires the recipient of these E-mails to acknowledge
19   that they have received it?
20        A    No.
21        Q    And is there anything on this E-mail that
22   allows a distributor to determine whether or not --
23   that allows Herbalife, excuse me, to determine whether
24   or not the E-mail went into spam or not?
25        A    Well, I don't know.
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 1        Q    And there is nothing in this announcement
 2   that requires the recipient to acknowledge that they
 3   agree with the new Rules of Conduct; correct?
 4        A    Correct.
 5        Q    Are you aware of whether any distributors
 6   actually unsubscribed from these announcements?
 7        A    I don't know.
 8        Q    And regardless of whether or not any
 9   distributor receives this E-mail, they are still bound
10   by the Rules of Conduct; correct?
11        A    Correct.
12             MR. DROOKS:  Legal conclusion.  Form.
13   BY MR. MARK:
14        Q    Is it your understanding that the Rules of
15   Conduct still apply to distributors that do not
16   receive these announcements?
17        A    Correct.
18             MR. MARK:  Okay.  I am going to hand you a
19   document --
20             MR. DROOKS:  Etan, at some point when you
21   are at a stopping point, I would like to take a break.
22             MR. MARK:  Sure.
23             MR. DROOKS:  Can you do it now?  I don't
24   want to interrupt, but I see you are moving on.
25             MR. MARK:  That's fine.
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 1             (Recess.)
 2             MR. MARK:  I am going to hand the witness
 3   what has been marked as Exhibit 15.
 4             THE REPORTER:  14.
 5             MR. MARK:  14, I'm sorry.
 6             (Exhibit 14 marked.)
 7   BY MR. MARK:
 8        Q    Can you identify this document for me?
 9        A    Yes.  This is Book 4, which includes the
10   Rules of Conduct, the sales and marketing plan, sample
11   forms, ordering procedures, enforcement procedures.
12        Q    And what is the effective date of these
13   Rules of Conduct?
14        A    I can't tell you that by looking at this
15   document.
16        Q    Okay.  If you look at -- this document has
17   been Bates stamped HLF, underscore, 00051 through
18   000184.
19             If you go to the last page, 184, you will
20   see a -- what I think is a version number; is that
21   right?
22        A    Correct.
23        Q    Okay.  What version is this?
24        A    Version 29.
25        Q    And there is a date next to it; right?
0100
 1        A    Correct.
 2        Q    That date is August, 2013?
 3        A    Correct.
 4        Q    Okay.  So is that the date that this was
 5   published?
 6        A    No.
 7        Q    What is that?
 8        A    That's the date that we approved all of the
 9   content in this book and sent it to our Creative
10   Services Department for preparation of publication.
11        Q    Okay.
12             MR. CATLETT:  And just so the record is
13   clear, then, Exhibit 14 is attached as Exhibit A to
14   Ms. Romans' deposition?
15             MR. MARK:  Well, that is what I was going
16   to -- that is where I am going.
17             MR. CATLETT:  Okay.  I'm sorry.
18   BY MR. MARK:
19        Q    So can you confirm for me, then, that
20   Exhibit 14 is the same as Exhibit A to your
21   declaration?  In other words, this copy of the rules
22   as amended in August of 2013?
23        A    Yes.
24             MR. DROOKS:  That lacks foundation.  Form.
25
0101
 1   BY MR. MARK:
 2        Q    "Yes"?
 3             MR. DROOKS:  As amended.
 4             THE WITNESS:  Yes.
 5   BY MR. MARK:
 6        Q    Okay.  And this is the version of the rules
 7   that we were talking about earlier that was first
 8   published on October 28, 2013 on the myherbalife.com
 9   website?
10        A    Correct.
11        Q    And -- and as of that date, this document
12   marked as Exhibit 14 was the -- this provided the
13   terms and conditions under which a distributor must
14   operate his or her Herbalife distributorship?
15             MR. DROOKS:  Form.
16             THE WITNESS:  Correct.
17   BY MR. MARK:
18        Q    Now, if you look on page -- starting on
19   page, it looks like 93, there is some forms.  I think
20   they are forms.
21        A    Yes.
22        Q    Okay.  And earlier you recall testifying
23   that there are certain forms that get incorporated
24   into the agreements, as well?
25        A    Correct.
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 1        Q    And are these the forms you are talking
 2   about with respect to each version of the Rules of
 3   Conduct?
 4        A    Yes.  And there could be other forms.
 5        Q    Okay.  And I understand there could be other
 6   policies, as well; correct?
 7        A    Yes.
 8        Q    That are in effect at the time?
 9        A    Correct.
10        Q    Now, if you look at page 94, you will see
11   there is an application for International
12   distributorship.  And when I say "page 94," I am
13   referring to HLF, underscore, 000094.  Okay?
14        A    Yes.
15        Q    Is that the application of International
16   distributorship that was in effect at the time that
17   these Rules of Conduct were in effect?
18        A    I am not certain.
19        Q    But this form is incorporated into these
20   Rules of Conduct; correct?
21        A    Correct.
22        Q    And you will see that this distributorship
23   agreement on page 97 does not contain an arbitration
24   provision; correct?
25        A    That's correct, but I would like to point
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 1   out that this is just a sample form and not
 2   necessarily the current version of the form that was
 3   in place at that time.
 4        Q    Okay.  But I thought you said that this form
 5   is incorporated into these rules of conduct?
 6        A    The distributor application itself is
 7   incorporated into the rules.  This, though, is simply
 8   a sample form.
 9        Q    I see.  So this distributor application that
10   is on pages 94 through 97 is just a sample form?
11        A    Correct.
12        Q    It is not -- but it is incorporated into
13   these Rules of Conduct?
14        A    The distributor application itself is
15   incorporated into the Rules of Conduct.  The form that
16   is included in this book as a sample, may not
17   necessarily be the form that was in existence at the
18   time that this printed, simply because of printing
19   logistics.
20        Q    Okay.  Well, this says, "Revised 7/13";
21   right, this form?
22        A    I can't read the date.  Sorry.  I see 13,
23   but I can't see the month.
24        Q    Okay.  I will represent to you it says,
25   "Rev. 07/13."
0104
 1        A    Okay.
 2        Q    Okay.  Does that mean that this form was
 3   effective as of July, 2013?
 4        A    No.
 5        Q    Okay.  What does it mean?
 6        A    It means that we prepared and agreed on the
 7   content of this form at that time; but it still had to
 8   go through our Creative Services team for artwork and
 9   preparation of publication.
10        Q    Okay.  And do you know what form was in
11   effect as of 7/13 -- I'm sorry, as of the date of
12   these Rules of Conduct?
13        A    No, I don't know.
14        Q    Okay.  Is whatever form that was in effect
15   as of the date of these Rules of Conduct, the form
16   that is incorporated into the terms and conditions
17   under which a distributor must operate his or her
18   Herbalife distributorship?
19        A    Yes.
20        Q    But you don't know whether it was this form?
21        A    Correct.
22        Q    This is Version 39; right?
23        A    Yes.
24        Q    Is Version 40 the next version of this form?
25        A    To my recollection, yes.
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 1        Q    You're not aware of a 39(a) or (b); are you?
 2        A    No, I'm not.
 3             MR. MARK:  I will hand you a document that
 4   we will mark as Exhibit --
 5             THE REPORTER:  15.
 6             MR. MARK:  -- 15.
 7             (Exhibit 15 marked.)
 8             THE WITNESS:  Thank you.
 9   BY MR. MARK:
10        Q    I am handing you a document that has been
11   Bates stamped HLF, underscore, 000802.
12        A    Yes.
13        Q    Okay.  And if you look in the lower
14   right-hand corner, you will see there is a form
15   number.
16             Do you see that?
17        A    Yes.
18        Q    Is this Version 40?
19        A    It looks like Version 40.
20        Q    Okay.  And this was revised -- it states the
21   revised date is 09/13; is that right?
22        A    Yes.
23        Q    So this form that has been marked as
24   Exhibit 15 was in effect after the date -- the
25   effective date of these Rules of Conduct; correct?
0106
 1             MR. DROOKS:  Lacks foundation.
 2             THE WITNESS:  I believe so.
 3   BY MR. MARK:
 4        Q    So at the time, looking at Exhibit 15 and
 5   the form on HLF 000097, it appears that the
 6   application in effect at the time of these Rules of
 7   Conduct was Version 39; is that correct?
 8        A    It appears so.
 9        Q    Okay.  And you will agree with me that this
10   form states, paragraph 17:
11             "Any claim shall be resolved
12             exclusively in a judicial
13             proceeding in either the Superior
14             Court of the Commonwealth of" -- I
15             am looking at the Puerto Rico one.
16             Let's look at page 00095, paragraph 17, it
17   states:
18             "Any claims shall be resolved
19             exclusively in a judicial
20             proceeding in either the Superior
21             Court or the United States District
22             Court, both located in Los Angeles,
23             California."  Correct?
24        A    That's what this document states.
25        Q    Okay.  And that's inconsistent with the
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 1   provision of these Rules of Conduct that contain an
 2   arbitration agreement; correct?
 3             MR. CATLETT:  Form.  Foundation.
 4             MR. DROOKS:  Form.
 5             THE WITNESS:  Correct.
 6   BY MR. MARK:
 7        Q    Okay.  So as of August of 2013, which --
 8   which one was it?
 9             Was it the arbitration provision or was it
10   the, "any claim shall be resolved exclusively in a
11   judicial proceeding in Los Angeles"?
12             MR. DROOKS:  Calls for a legal conclusion.
13             THE WITNESS:  I wouldn't know the answer to
14   that question.
15   BY MR. MARK:
16        Q    How would a distributor know the answer to
17   that question?
18             MR. CATLETT:  Foundation.
19             MR. DROOKS:  Speculation.
20   BY MR. MARK:
21        Q    I assume you don't know.
22        A    I don't know how to answer that.
23        Q    Your testimony earlier about this amendment
24   to the Rules of Conduct being available online for the
25   first time on October 28, 2013, did that also apply to
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 1   the Spanish version of the documents or only the
 2   English version?
 3        A    Can you repeat the beginning of your
 4   question?
 5        Q    I'm sorry, that was not a good question.
 6             Do you recall your earlier testimony that
 7   Version 29 of the Rules of Conduct first became
 8   effective on -- when it was available to distributors
 9   online on October 28, 2013?
10        A    Yes.
11        Q    Okay.  Was the Spanish version of the Rules
12   of Conduct also available on that date?
13        A    Yes.
14        Q    Okay.  Going back to Exhibit 14 for a
15   moment.
16             If you look on page HLF, underscore, 000121,
17   do you remember your earlier testimony about
18   Rule 8(c)?
19        A    Yes.
20        Q    Is this the rule you were referring to, the
21   one that is headed, "Keep Informed of Herbalife's
22   Policies"?
23        A    Yes.
24        Q    And now I thought you said that there were
25   two sort of similar provisions in the Rules of
0109
 1   Conduct, that both required distributors to stay
 2   informed of Herbalife's policy; is that --
 3             MR. DROOKS:  Mischaracterizes --
 4   BY MR. MARK:
 5        Q    I am not trying to mischaracterize.  Is that
 6   correct?
 7        A    It is not exactly what I stated.
 8        Q    So tell me again, please, if you don't mind.
 9        A    8(c), yes, does include language that
10   states, the distributor should regularly visit
11   Herbalife's website and stay apprised of our -- of our
12   rules, keep informed of our policies.
13             But there is another rule that states the
14   distributor must also abide by our rules and abide by
15   the law.
16        Q    Okay.  Where is that?
17        A    Oh, 8(d), "Comply with the Laws."
18        Q    Okay.  It doesn't say anything about
19   Herbalife's rules, though, there, does it?
20        A    This one doesn't.  Perhaps, it is in another
21   version of the rules.
22        Q    Okay.
23             MR. MARK:  I will hand you a document we
24   will mark as Exhibit 15 and Exhibit 16.
25             MR. DROOKS:  You already marked an Exhibit
0110
 1   15.
 2             MR. MARK:  I did?
 3             THE WITNESS:  You said 16 after.
 4             MR. MARK:  I'm sorry, Exhibit 16 and 17.
 5             (Exhibits 16 and 17 marked.)
 6   BY MR. MARK:
 7        Q    So I am handing you what has been marked as
 8   Exhibits 15 and 16.
 9             Can you identify these documents?
10        A    Exhibit 16 is the --
11        Q    Did I say 15 and 16 again?  16 and 17.  I'm
12   sorry.
13        A    So Exhibit 16 is the online announcement
14   where the reader can click, "Learn more," and get to
15   the actual announcement about the Rules of Conduct.
16        Q    And Exhibit 17 is the actual announcement?
17        A    Correct.
18        Q    And this announcement was sent on July 21st,
19   2014?
20        A    Correct.
21        Q    The only way to see the document marked as
22   Exhibit 17 would be to click on "Learn more";
23   correct?
24        A    No.
25        Q    Okay.  How else would you see Exhibit 17?
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 1        A    A distributor that is online could find this
 2   announcement.
 3        Q    How would they find it?
 4        A    Under our Rules and Policies tab.
 5        Q    So under Rules and Policies, it would
 6   look -- what would it look like?  There would be
 7   another tab --
 8        A    There would be another tab for Advisories
 9   and Announcements.
10        Q    Advisories and Announcements.  Okay.  So
11   then this advisory or announcement would be up there
12   at the time?
13        A    Yes.
14        Q    How long does that advisory or announcement
15   stay on the myherbalife.com website?
16        A    Indefinitely.
17        Q    Is it still -- it is still there right now?
18        A    Which one is this, Version 31.  To my
19   knowledge, this one is no longer there.
20        Q    Okay.  So how long do these announcements
21   stay on online?
22        A    In the past, they used to stay on an
23   extended period of time.
24        Q    Do you know how long this Exhibit 17 stayed?
25        A    No.
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 1        Q    Okay.  And part -- it is your understanding
 2   that part of a distributor's obligation is to stay
 3   apprised of the rules is to routinely check the
 4   Announcements tab on myherbalife.com?
 5        A    The Announcements tab, yes, and also the
 6   book.  The actual book.
 7        Q    Regardless of whether or not there is
 8   actually -- they receive notice of a published
 9   announcement?
10        A    Correct.
11        Q    And is this announcement sent via the same
12   system that you talked about earlier?
13        A    Yes.
14        Q    What was it called again?
15        A    ExactTarget.
16        Q    Exact, E-X-A-C-T --
17        A    Target.
18        Q    -- Target.
19             And there is no -- and you don't know
20   whether or not this announcement reached each
21   distributor; correct?
22        A    No, I don't know.
23        Q    Do you know whether it reached the --
24   specifically the plaintiffs in this case?
25        A    I wouldn't know.
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 1        Q    Did you check to see if any of the
 2   plaintiffs in this case received the announcement that
 3   was marked as Exhibit 16?
 4        A    No.
 5        Q    Did you check to see if any of the
 6   plaintiffs in this case received the announcement that
 7   was marked as Exhibit 12?
 8        A    I may have.
 9        Q    And what did you see?
10        A    I don't recall.
11        Q    All right.  How did you check to see if the
12   plaintiffs in this case received the announcement
13   marked as Exhibit 12?
14             MR. DROOKS:  Lacks foundation.
15             THE WITNESS:  Through the department that
16   pushes the ExactTarget communications.
17   BY MR. MARK:
18        Q    Can you describe for me, please, that
19   conversation?
20        A    That was done through E-mail.
21        Q    Okay.  So you E-mailed -- do you actually
22   recall E-mailing the department that deals with
23   pushing these announcements through as to whether or
24   not the plaintiffs in this case actually received the
25   document that has been previously marked as
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 1   Exhibit 12?
 2        A    I may have E-mailed one of my team members
 3   to obtain the information.
 4        Q    Okay.  Did your team member respond to your
 5   E-mail?
 6             MR. DROOKS:  Objection as to form.  Lacks
 7   foundation.
 8             THE WITNESS:  I believe so.
 9   BY MR. MARK:
10        Q    Okay.  And what did your team member tell
11   you?
12        A    I don't recall.
13        Q    You don't recall whether your team member
14   said that any of the plaintiffs did or did not receive
15   the notification marked as Exhibit 12?
16        A    Correct, I don't recall.
17        Q    But the purpose of reaching out to this team
18   member was to determine whether any of plaintiffs did,
19   in fact, receive the document marked as Exhibit 12?
20        A    Correct.
21        Q    Okay.  Did you make any efforts to see if
22   the plaintiffs received the document marked as
23   Exhibit 16?
24        A    I believe I did.
25        Q    Okay.  And same sets -- same questions --
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 1        A    I don't recall.
 2        Q    Okay.  So you recall asking a team member,
 3   the team member responded to you, but you don't recall
 4   what the response was?
 5        A    Exactly.
 6        Q    Why did you ask your team member whether or
 7   not any of the plaintiffs in this case received the
 8   notification?
 9        A    I believe our lawyer asked me the question.
10        Q    But it is your -- but it is your
11   understanding that those -- that all the plaintiffs
12   are bound by these rules regardless of whether or not
13   they received notification; right?
14        A    Yes.
15        Q    And there is certainly no obligation for
16   them to affirm that they have accepted any of these
17   obligations; correct?
18             MR. DROOKS:  Objection as to form.  Legal
19   conclusion.
20             THE WITNESS:  They affirm when they sign
21   their distributor application that they will.
22   BY MR. MARK:
23        Q    Right.  But I am talking about the
24   amendments.  I am talking about receiving the
25   amendments.
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 1             There is no obligation that any distributor
 2   affirmed that they agreed to the amendments; correct?
 3        A    Correct.
 4             MR. DROOKS:  Objection as to form.
 5   BY MR. MARK:
 6        Q    Do you know why Rule 8(c) was removed from
 7   the rules?
 8             MR. DROOKS:  Calls for speculation.
 9             THE WITNESS:  No, I don't know.
10   BY MR. MARK:
11        Q    I think I asked this, but I want to confirm.
12             There were Rules of Conduct in effect prior
13   to the Rules of Conduct dated August, 2013; right?
14        A    Correct.
15        Q    And you saw the applications that you have
16   attached to your declaration, including some in 2008,
17   there were Rules of Conduct in effect at the time;
18   correct?
19        A    Correct.
20             MR. MARK:  I will hand you a document that
21   we will mark as Exhibit 18.
22             (Exhibit 18 marked.)
23             THE WITNESS:  Thank you.
24   BY MR. MARK:
25        Q    Can you identify this document for me,
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 1   please?
 2        A    Yes, this is Book 4, Version 31, which
 3   includes the Rules of Conduct, sample forms, ordering
 4   procedures.
 5        Q    What was the date that these Rules of
 6   Conduct governed the distributors?
 7        A    They became available July 21st, 2014.
 8        Q    Is that the date at which distributors
 9   became bound by these Rules of Conduct?
10             MR. CATLETT:  Foundation.
11             MR. DROOKS:  Form.
12             THE WITNESS:  It is my understanding.
13   BY MR. MARK:
14        Q    And how is that your understanding?
15        A    That is when we published these rules.
16        Q    So if you look at paragraph 9 of your
17   declaration, you write:
18             "On July 21st, Herbalife sent a
19             notification to all distributors of
20             the recent changes of the rules,
21             including the changes to the
22             arbitration provision."  Correct?
23        A    My paragraph 9 doesn't -- oh, yes, it does.
24   Yes.
25        Q    Okay.  And that is the notification we just
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 1   looked at; right?
 2        A    Yes.
 3        Q    Now, are you aware of whether these rules
 4   were published on herbalife.com before July 21st,
 5   2014?
 6        A    It's my recollection that they were
 7   published online on July 21st, 2014.
 8        Q    Simultaneous with this notification?
 9        A    I believe so.
10        Q    Now, Rule 8(c) is not contained in this
11   version of the rules; correct?
12        A    We changed our numbering.  So I am
13   verifying.
14        Q    Sure.
15        A    So we have, in this version, Rule 3.1.1
16   entitled Must Comply with the Rules and the Law, which
17   is on page 84, our page 84.
18        Q    Page 84, okay.  3.1.1.
19        A    "Must Comply with the Rules
20             and the Law.  Members must comply
21             with the laws and the rules in each
22             country where they are conducting
23             their Herbalife business.  Members
24             are to review these rules with
25             downline members."
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 1        Q    Okay.  Is that the replacement of Rule 8(c)?
 2        A    I believe so.
 3        Q    And you will agree with me that as of
 4   July 21st, 2014, Rule 8(c), in its form, Rule 8(c) is
 5   no longer in effect; correct?
 6        A    I can't agree to that on the spot because we
 7   may have similar language in other documents.
 8        Q    Okay.  But Rule 8(c) -- and that is why I am
 9   talking specifically about Rule 8(c).
10             Rule 8(c), as Rule 8(c), is no longer
11   applicable; correct?
12        A    Correct.
13        Q    Okay.  So as of July 21st, 2014, Rule 8(c)
14   is no longer in effect?
15        A    That specific rule is no longer published.
16        Q    So it is no longer in effect; correct?
17             MR. CATLETT:  Foundation.
18             MR. DROOKS:  Form.
19             THE WITNESS:  I would not say that it is no
20   longer in effect.
21   BY MR. MARK:
22        Q    So Rule 8(c) is still in effect as of
23   July 21st, 2014?
24             MR. CATLETT:  Same objections.
25             MR. DROOKS:  Form.
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 1             THE WITNESS:  The parameter that is set for
 2   distributors in Rule 8(c) is still in effect.
 3   BY MR. MARK:
 4        Q    Okay.  And is that because a similar
 5   parameter exists in this version of 31?
 6        A    It may be in this version or it may be on
 7   the application.  So I can't remember sitting here in
 8   front of you.
 9        Q    Okay.
10        A    So I don't want to say no.
11        Q    Okay.  And that is why -- what I understand
12   your testimony that there may be some other language
13   in some other application or somewhere else as of
14   July 21st, 2014, that contains some of the same
15   obligations as what Rule 8(c) contained?
16        A    That's correct.
17        Q    Okay.  But you will agree with me that
18   Rule 8(c) is no longer in existence for purposes of
19   obligations of distributors as of July 21st, 2014?
20             MR. CATLETT:  Form.
21             THE WITNESS:  No, I don't agree with that
22   statement.
23   BY MR. MARK:
24        Q    So Rule 8(c) still is in existence as of
25   July 21st, 2014 and distributors are still bound by
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 1   it?
 2        A    The requirements in Rule 8(c) are still in
 3   existence and distributors are still bound by it.
 4        Q    Okay.  Show me, please, where the
 5   requirements of Rule 8(c), and specifically, the
 6   obligation to stay informed of the rules is contained
 7   in the Rules of Conduct marked as Exhibit 19.
 8        A    18.
 9        Q    18.
10        A    My interpretation of Rule 3.1.1 states that:
11             "Members must comply with the laws
12             and the Rules and that members are
13             to review these Rules with downline
14             members."
15             And these are the most current rules.
16        Q    So the word "rules" is capitalized; right,
17   in 3.1.1?
18        A    Yes.
19        Q    Does "rules" mean the Rules of Conduct?
20        A    My understanding is all policies, whether it
21   be on the membership application, Book 4, the forms,
22   the advisories.
23        Q    Is the word "rules" defined in this
24   document?
25        A    I don't know.
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 1             "The Herbalife Rules of Conduct and
 2             all other rules and policies and
 3             advisories that Herbalife issues or
 4             in the future may issue from time
 5             to time."
 6        Q    What page are you on?
 7        A    On page 111.
 8        Q    Under Definitions?
 9        A    Yes.
10        Q    Is there any part of this exhibit that
11   requires distributors to stay informed of the rules?
12        A    Again, my interpretation of 3.1.1 indicates
13   they have to stay informed because they must comply
14   with the laws and the rules.
15        Q    Okay.  So it says that they have to comply
16   with the rules, and you interpret that as meaning that
17   they also have to stay informed of the rules?
18        A    Correct.
19        Q    Is there anything else in this document, to
20   your knowledge, that obligates the distributors to
21   stay informed of changes in the rules?
22        A    I believe that there are references in some
23   of the rules.
24        Q    But you don't -- it is not your position
25   that Rule 8(c) specifically carries forward to the
0123
 1   later revisions of the rule; is it?
 2             MR. DROOKS:  You can't ask her what our
 3   position is.  You can ask her understanding.
 4   BY MR. MARK:
 5        Q    Understanding.  It is not your understanding
 6   that Rule 8(c) carries forward in its form to future
 7   versions of the rules; is it?
 8             MR. CATLETT:  Form.
 9             THE WITNESS:  I think I have already
10   answered that question.  Rule 8(c), the specific
11   language in Rule 8(c), does not appear in this
12   Version 31, but my understanding of Rule 3.1.1 covers
13   what was in Rule 8(c).
14   BY MR. MARK:
15        Q    Okay.  But that Version 31 replaces earlier
16   versions of the Rules of Conduct; correct?
17        A    That's correct.
18        Q    Okay.  You're familiar with the Herbalife --
19   the home page of myherbalife.com; right?
20        A    Yes.
21             MR. MARK:  I will hand you a document that
22   we will mark as --
23             THE REPORTER:  19.
24             MR. MARK:  -- 19.
25             (Exhibit 19 marked.)
0124
 1             THE WITNESS:  Thank you.
 2   BY MR. MARK:
 3        Q    Is this the myherbalife.com home page?
 4   Admittedly, it is a printout of it.
 5        A    It looks like it.
 6        Q    Okay.  And do you remember your earlier
 7   testimony about the policies that are incorporated
 8   into the distributor agreement?
 9        A    Yes.
10        Q    Those are available on myherbalife.com;
11   correct?
12        A    Correct.
13        Q    And do those include the Privacy Policy?
14        A    Yes.
15        Q    Does it include the terms of use?
16        A    The terms of use, sorry, I am not clear what
17   you're asking me.
18        Q    Sure.
19             You talked earlier about the incorporation
20   of the various documents into the application; --
21        A    Yes.
22        Q    -- right?
23             And you said that those were available on
24   myherbalife.com; right?
25        A    Yes.
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 1        Q    Okay.  And the Privacy Policy is one of
 2   those written policies that are incorporated in here;
 3   right?
 4        A    Yes.
 5        Q    Okay.  And the Terms of Use, do you see the
 6   Terms of Use?
 7             MR. DROOKS:  Of the website?
 8             MR. MARK:  Of the website.
 9             THE WITNESS:  Oh, I see here, Terms of Use.
10   BY MR. MARK:
11        Q    Yes.  Is that also something that was
12   incorporated into the application?  The Privacy Policy
13   is; correct?
14        A    Um-hmm.
15        Q    "Yes"?  Is the Terms of Use also?
16             MR. CATLETT:  Form.  Foundation.
17             MR. DROOKS:  Form.  Legal conclusion.
18             THE WITNESS:  It would --
19   BY MR. MARK:
20        Q    Is that one of the written Herbalife
21   policies that provide the terms and conditions under
22   which a distributor must operate his or her
23   distributorship?
24        A    It would be my understanding that it is.
25        Q    Yeah.  And is the Privacy Policy one of the
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 1   terms and conditions under which a distributor must
 2   operate his or her Herbalife distributorship?
 3             MR. CATLETT:  Form and foundation.
 4             THE WITNESS:  I am pausing a moment because
 5   I don't know if this Privacy Policy is in reference to
 6   the website or if this Privacy Policy is the Privacy
 7   Policy that we have in place as part of our rules for
 8   our members.
 9   BY MR. MARK:
10        Q    Okay.
11        A    I don't know what is behind this.
12        Q    So does that matter, then, which one of
13   those two are in --
14        A    My understanding would be that it is
15   incorporated.
16        Q    Okay.  Right.  That both the Privacy Policy
17   and the Terms of Use are incorporated?
18             MR. CATLETT:  Form and foundation.
19             THE WITNESS:  Yes.
20             MR. MARK:  I will hand you a document that
21   we will mark as Exhibit 20.
22             (Exhibit 20 marked.)
23             THE WITNESS:  Thank you.
24   BY MR. MARK:
25        Q    Have you seen this document before?
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 1        A    No.
 2        Q    You have never seen it?
 3        A    No, I haven't.
 4        Q    Okay.  Are you aware that these are the
 5   Terms of Use that are on the myherbalife.com website?
 6        A    No, I am not aware of this.
 7        Q    Okay.  Do you see the last revised date,
 8   February 2nd, 2017?
 9        A    No, I see January -- oh, I see after that.
10        Q    The last revised date on the first page?
11        A    Oh, yes, February 2nd, 2017.
12        Q    Who is responsible at Herbalife for revising
13   the Terms of Use --
14             MR. DROOKS:  Maybe you want to let her
15   finish her answer.
16             MR. MARK:  I thought she did.
17        Q    Who is responsible at Herbalife for revising
18   the Terms of Use, if you know?
19        A    I don't know.
20        Q    Okay.  And these Terms of Use, if you look
21   at the first paragraph, it states:
22             "Please read these Terms of Use and
23             the Privacy Policy" -- and then it
24             links to the Privacy Policy --
25             "before using this website or
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 1             purchasing any product or services
 2             from Herbalife."
 3             Do you see that?
 4        A    Yes.
 5        Q    Did I read that correctly?
 6        A    Yes.
 7        Q    Okay.  Are you aware that Herbalife requires
 8   its distributors to read these Terms of Use before
 9   using this website or purchasing any product or
10   services from Herbalife?
11        A    No.
12             MR. DROOKS:  Mischaracterizes the document.
13             THE WITNESS:  I wasn't aware.
14   BY MR. MARK:
15        Q    Okay.  Let's look at the third paragraph.
16             Do you see the bold language there, "If you
17   do not agree"?
18             Do you see that?
19        A    Yes.
20        Q    Can you read that, please?
21        A    "If you do not agree to be
22             bound by this agreement, do not
23             access or otherwise use this site
24             or participate in any of the
25             offerings."
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 1        Q    So these Terms of Use govern the use of the
 2   website; correct?
 3             MR. DROOKS:  Form.  Legal conclusion.
 4             MR. CATLETT:  Foundation.
 5             MR. DROOKS:  Foundation.
 6             THE WITNESS:  What was your question?
 7   BY MR. MARK:
 8        Q    These Terms of Use govern the use of
 9   myherbalife.com website; right?
10             MR. DROOKS:  Same objections.
11             THE WITNESS:  It appears to.
12   BY MR. MARK:
13        Q    Okay.  And you are the senior director of
14   Member Policy Administration; right?
15        A    Correct.
16        Q    And you were not aware of this policy?
17        A    I have never seen this document with the
18   question you had asked me.
19        Q    But it is all on the Herbalife --
20   myherbalife.com website?
21        A    Yes.
22        Q    Okay.  Do you see the fourth paragraph that
23   begins with, "This agreement"?
24        A    Yes.
25        Q    It states that:
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 1             "It constitutes the entire
 2             agreement between you and us
 3             pertaining to the subject matter
 4             hereof and supersede all prior or
 5             other arrangements, understandings,
 6             negotiations and discussions,
 7             whether oral or written."
 8             Do you see that?
 9        A    Yes.
10        Q    Are you aware of any language in any of the
11   Rules of Conduct that states that it supersedes all
12   prior versions of the Rules of Conduct or any other
13   agreement between the distributor and Herbalife?
14             MR. CATLETT:  Form and foundation.
15             THE WITNESS:  I don't recall.
16   BY MR. MARK:
17        Q    As you sit here today, as the senior
18   director of Member Policy Administration, are you
19   aware of any language in any of the Rules of Conduct
20   that state that a particular Rule of Conduct
21   supersedes any other agreements between the
22   distributor and Herbalife?
23             MR. CATLETT:  Form.
24             THE WITNESS:  I am familiar with that
25   language, but I am having difficulty in recalling
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 1   where -- where that would be positioned.
 2   BY MR. MARK:
 3        Q    So you think you have seen it, but you're
 4   not sure where?
 5        A    Correct.
 6        Q    Is it possible that it was the Terms of Use
 7   that you saw it?
 8        A    I don't believe that is where I saw it.
 9             MR. DROOKS:  Speculation.
10   BY MR. MARK:
11        Q    If you look at the second paragraph of the
12   Terms of Use, you will see where it says -- this
13   sentence begins with, "This agreement"?
14        A    Second paragraph?
15        Q    Yes.  I'm sorry.
16             The second sentence of the second paragraph
17   that begins with, "This agreement."
18             Do you see that?
19        A    Yes.
20        Q    Can you read that sentence for me, please,
21   out loud?
22        A    Second paragraph, second sentence, okay, I
23   see it.
24             "This agreement sets forth the
25             legal terms and conditions
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 1             governing your use of this website
 2             and each independent distributor's
 3             platform and each web property
 4             collectively referred to herein as
 5             the Site, and for your purchase
 6             and/or use of any Herbalife goods,
 7             services, collectively referred to
 8             hereinafter as Offerings.  This
 9             agreement also provides information
10             on how to become an Herbalife
11             independent distributor or
12             Herbalife preferred member."
13        Q    Okay.  So you would agree with me that these
14   Terms of Use govern the use of the website; correct?
15             MR. DROOKS:  Objection as to form.
16             THE WITNESS:  It appears so.
17   BY MR. MARK:
18        Q    And you would also agree with me that these
19   Terms of Use govern each independent distributor's
20   platform and each web property?
21             MR. DROOKS:  Objection as to form.
22   Mischaracterizes the document.
23   BY MR. MARK:
24        Q    Correct?
25             MR. CATLETT:  And foundation.
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 1             THE WITNESS:  I believe so.
 2   BY MR. MARK:
 3        Q    And you would agree with me that this
 4   agreement also governs a distributor's purchase and/or
 5   use of any Herbalife goods or services?
 6             MR. DROOKS:  Mischaracterizes the document.
 7             MR. CATLETT:  Foundation.
 8   BY MR. MARK:
 9        Q    Correct?
10             MR. DROOKS:  Objection as to form.
11             THE WITNESS:  It is one document that
12   includes policies, but not the only.
13   BY MR. MARK:
14        Q    Well, this supersedes other documents,
15   though; right?
16             MR. DROOKS:  Objection as to form.
17   BY MR. MARK:
18        Q    You can answer.
19             MR. DROOKS:  Calls for a legal conclusion.
20             MR. CATLETT:  Form.
21             THE WITNESS:  I wouldn't know how to define
22   that.
23   BY MR. MARK:
24        Q    Well, it states that.  But all right.  It
25   states that it supersedes other agreements; correct?
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 1             MR. DROOKS:  Mischaracterizes the document.
 2   BY MR. MARK:
 3        Q    You can answer.
 4             MR. DROOKS:  Object as to form.
 5             THE WITNESS:  I believe we read the word
 6   "supersedes."
 7   BY MR. MARK:
 8        Q    Do you want me to show --
 9        A    Yeah, show me.
10        Q    Okay.  Sure.  It is it one, two, three,
11   fourth paragraph.
12        A    Yes, it indicates supersedes.
13        Q    Okay.  So would you agree with me that this
14   document supersedes all prior other arrangements,
15   understandings, negotiations and discussions between
16   distributor and Herbalife?
17             MR. CATLETT:  Foundation.
18             MR. DROOKS:  Objection as to form.
19   Mischaracterizes the document.
20             THE WITNESS:  I don't feel like I am in a
21   position to answer that question because I am not a
22   lawyer.
23   BY MR. MARK:
24        Q    Okay.  But are you the head of --
25             MR. DROOKS:  That has been asked and
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 1   answered --
 2   BY MR. MARK:
 3        Q    You are the --
 4             MR. DROOKS:  -- now for the fifth time.
 5   BY MR. MARK:
 6        Q    You are the senior director of Member Policy
 7   Administration; right?
 8        A    Yes, that's correct.
 9             MR. DROOKS:  Asked and answered.
10   BY MR. MARK:
11        Q    And as part of your responsibilities, you
12   are required to stay apprised of Herbalife's policies;
13   correct?
14        A    Yes, I am.
15        Q    And this is an Herbalife policy; correct?
16             MR. CATLETT:  Foundation.
17             THE WITNESS:  Yes.
18   BY MR. MARK:
19        Q    Okay.  So that is why I am asking you this
20   question because I don't know who else to ask.
21             MR. DROOKS:  That's argumentative.
22   BY MR. MARK:
23        Q    Okay.  So would you agree that --
24             MR. DROOKS:  That's not a question,
25   actually.  Let's stick with the questions.  Don't
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 1   argue with the witness.
 2   BY MR. MARK:
 3        Q    So you would agree with me, then, that this
 4   agreement appears to supersede all other agreements
 5   between Herbalife and the distributor; correct?
 6             MR. DROOKS:  Object as to form.
 7   Mischaracterizes the document.
 8             THE WITNESS:  I did not say that.
 9   BY MR. MARK:
10        Q    You don't agree with that statement?
11             MR. CATLETT:  Foundation.
12             MR. DROOKS:  Lacks foundation.  Form.  Legal
13   conclusion.
14             THE WITNESS:  I am not in a capacity to make
15   that determination.
16   BY MR. MARK:
17        Q    Okay.  Who would be at Herbalife?
18        A    I assume a lawyer.
19        Q    Okay.  You see the reference to Herbalife
20   goods or services -- goods, services in the second
21   paragraph?
22        A    Yes, I do.
23        Q    What are Herbalife's goods?
24             MR. CATLETT:  Foundation.
25
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 1   BY MR. MARK:
 2        Q    If you know?
 3             MR. DROOKS:  Foundation.
 4             THE WITNESS:  Nutritional products.
 5   BY MR. MARK:
 6        Q    What about Herbalife services?
 7             MR. CATLETT:  Same objection.
 8             THE WITNESS:  My understanding of services
 9   would be some of the services that we offer our
10   distributors, like use of our website.
11   BY MR. MARK:
12        Q    What about events?
13             MR. CATLETT:  Same objection.
14             THE WITNESS:  I don't know that an event is
15   considered a service.
16   BY MR. MARK:
17        Q    Can you purchase tickets for events on the
18   Herbalife website?
19        A    I don't know.
20        Q    You don't know whether you can buy tickets
21   to Extravaganza on myherbalife.com?
22        A    I don't know that.
23        Q    Going to paragraph 20, the last page of the
24   document, do you see where it says, "Choice of law and
25   venue"?
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 1        A    Yes.
 2        Q    That is not an arbitration provision; is it,
 3   to your knowledge?
 4             MR. DROOKS:  Objection as to form.  Legal
 5   conclusion.
 6             MR. CATLETT:  Foundation.
 7   BY MR. MARK:
 8        Q    Well, you know what an "arbitration
 9   provision" is; right?
10        A    To my knowledge, this is not an arbitration
11   provision.
12        Q    Do you know what an "arbitration provision"
13   is?
14        A    I have a general understanding.
15        Q    Well, you stated in your declaration that
16   all Herbalife members are subject to an arbitration
17   provision; correct?
18        A    Correct.
19        Q    Okay.  So I am asking you whether
20   paragraph 20 is an arbitration provision, to your
21   knowledge?
22        A    To my knowledge, it's not.
23        Q    Okay.  Is paragraph 20, to your knowledge,
24   inconsistent with an arbitration provision?
25             MR. DROOKS:  Objection as to form.  Legal
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 1   conclusion.
 2   BY MR. MARK:
 3        Q    You can answer.
 4        A    It is different than an arbitration
 5   provision.
 6        Q    In other words, you can't have both; right?
 7   It is one or the other?
 8             MR. DROOKS:  Objection as to form.  Legal
 9   conclusion.
10   BY MR. MARK:
11        Q    If you know?
12        A    I don't know.
13             MR. MARK:  Okay.  I am going to hand you a
14   document that we will mark as Exhibit 21.
15             (Exhibit 21 marked.)
16             THE WITNESS:  Thank you.
17   BY MR. MARK:
18        Q    Have you seen this document before?
19        A    Yes, I have.
20        Q    Okay.  Can you identify it for me, please?
21        A    It says, "Version 33 of Book 4."  The date
22   on the spine is November, '16.
23        Q    November, 2016, is that 2016?
24        A    It is 2016.
25        Q    Okay.  Is it your understanding that this is
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 1   the version of the Rules of Conduct that is currently
 2   in effect?
 3        A    I don't believe so.
 4        Q    There is a later version?
 5        A    Yes.
 6        Q    If you go to page HLF, underscore, 000666
 7   for a moment.
 8        A    Yes.
 9        Q    Do you see that Footnote 1?
10        A    Yes.
11        Q    Do you understand what that footnote means?
12             MR. DROOKS:  Calls for speculation.
13             THE WITNESS:  So it states:
14             "Herbalife has the sole and
15             absolute discretion to change the
16             Rules of Conduct and issue other
17             rules, policies and advisories from
18             time to time altogether the rules.
19             However, the changes in new rules
20             will be prospective, which means
21             they will not be applied to past
22             behavior.  Herbalife may impose any
23             corrective action or sanction to
24             address any breach of the rules and
25             we reserve the right to waive fully
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 1             or partially any breach of any
 2             rule."
 3   BY MR. MARK:
 4        Q    Okay.  And this is the document that was
 5   marked -- and just to make sure we are all on the same
 6   page.
 7             This document, which was Bates stamped HLF,
 8   underscore, 582 through 749 is the document that is
 9   referred to as Exhibit G of your declaration,
10   paragraph 11; is that correct?
11        A    Yes.
12        Q    Okay.
13             So the sentence that says,
14             "However, the changes in new rules
15             will be prospective, which means
16             they will not be applied to past
17             behavior," what does that mean?
18             MR. DROOKS:  Calls for speculation.  Lacks
19   foundation.  Legal conclusion.
20   BY MR. MARK:
21        Q    Do you know what that means?
22             MR. DROOKS:  Speculative.  Form.
23             THE WITNESS:  My understanding is that if
24   someone's behavior did X prior to a rule coming out,
25   we are not going to go back in time and say, you know,
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 1   in whatever month, you did X; and now we have this
 2   rule in place; and we are going to -- so you are in
 3   trouble for what you did in the past before the rule
 4   was published.
 5   BY MR. MARK:
 6        Q    Okay.  So -- okay.  So if a rule -- so if --
 7   I am trying to think if there is a way I can rephrase
 8   it because I still don't completely understand.
 9             If a new rule is added in 20 -- in, let's
10   say, this Version 33, and that rule makes conduct that
11   predated this amendment a violation of the rules,
12   Herbalife is not going to go back and say, hey, you
13   violated these rules before this amendment, now this
14   amendment is in effect; and I am imposing these rules
15   to your earlier behavior?
16        A    Exactly.
17             MR. DROOKS:  Objection as to form.
18   BY MR. MARK:
19        Q    Is it your understanding that that would
20   apply also to the arbitration provision?  And do you
21   understand what I mean by that?
22        A    I understand your question, but I can't
23   answer that.  Again, I am not a lawyer.  I don't know
24   how to interpret that specific.
25        Q    So whether or not conduct that predated the
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 1   arbitration provision, you're not sure whether or not
 2   that would fall into -- whether or not the arbitration
 3   provision would apply to that conduct?
 4             MR. DROOKS:  Vague and ambiguous.  Objection
 5   as to form.
 6   BY MR. MARK:
 7        Q    Do you understand?
 8        A    I understand, but I don't know how to answer
 9   your question correctly -- or to answer your question.
10        Q    I don't know what the correct answer --
11        A    I don't mean correctly.  I just mean I do
12   not know how to answer the question.
13        Q    Okay.  I just want to make sure it is not
14   because you don't understand the question; it is just
15   that you are not sure of what the answer is?
16        A    I understand your question, but because I am
17   not a person with legal background, I don't have the
18   capacity to interpret when arbitration that you're
19   asking me about went into effect or what it covered
20   people before or after.
21        Q    Okay.  Well, you do state that the
22   arbitration provision was added in August, 2013 in
23   your declaration; right?
24        A    Correct.
25        Q    Okay.  So let's talk about conduct in July
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 1   of 2013.  There is no arbitration provision in effect
 2   then; right?
 3             MR. DROOKS:  Vague and ambiguous as to
 4   "conduct."
 5   BY MR. MARK:
 6        Q    Okay.  Right?
 7        A    Again, I don't know how to answer that.
 8        Q    Well --
 9        A    We read on the application the clause that
10   spoke about policies being in their then current form.
11        Q    Okay.
12        A    So I would leave that up to an attorney to
13   define exactly the answer to your question.
14        Q    As to whether or not conduct before the
15   arbitration provision would or would not be subject to
16   arbitration?
17             MR. DROOKS:  Objection as to form.
18   BY MR. MARK:
19        Q    Is that the question that you are --
20             MR. DROOKS:  Objection as to form.
21             MR. MARK:  Can I finish the question before
22   you object?
23             MR. DROOKS:  Your question was complete.  If
24   you go on, it is just compound.
25             MR. MARK:  It was not complete.
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 1             MR. DROOKS:  Okay.
 2             MR. MARK:  You objected to form and then I
 3   started another question, and then you objected to
 4   form when I was four words into that question.
 5             MR. DROOKS:  I see.  So you are withdrawing
 6   the prior question?
 7             MR. MARK:  Yes, I am withdrawing the prior
 8   question.
 9             MR. DROOKS:  Okay.
10   BY MR. MARK:
11        Q    So is it your -- so what you are stating --
12   I just want to make sure I understand -- is that an
13   arbitration provision that was first added in August,
14   2013, you're not sure whether or not that would apply
15   to conduct before August of 2013?
16             MR. DROOKS:  Objection.  Vague and ambiguous
17   as to "conduct."  Objection as to form.
18             THE WITNESS:  My personal understanding is
19   that it would apply based on the sentence that we
20   spoke about on the member application, which says that
21   the distributor is bound by the policy -- the most
22   current policies in their then form.
23   BY MR. MARK:
24        Q    Which is the same, you testified to, as the
25   most recently published form?
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 1        A    Yes.
 2        Q    Okay.  So it is your understanding, then,
 3   that conduct that occurred before the arbitration
 4   provision went into effect in August, 2013 would be
 5   subject to the arbitration provision because of that
 6   provision which applies on a prospective basis?
 7        A    That is my personal understanding.
 8        Q    If you turn to page 644 of Exhibit 21.
 9        A    Yes.
10        Q    There is the sample form Herbalife
11   Membership Application and Agreement, Version 46,
12   revised April, 2016; is that correct?
13        A    I can't see the date.
14        Q    Okay.
15        A    Yes.
16        Q    Other than the date part, is what I said
17   correct?
18        A    Yes.
19        Q    I will represent to you it says,
20   "Version 46, revised April 2016"; okay?
21        A    Yes.
22        Q    All right.  So -- but you don't know whether
23   this form application was in effect at the time that
24   these rules were put into effect; correct?
25        A    That's true.
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 1        Q    And that is because of the Creative
 2   Department?
 3        A    The logistics of printing.
 4        Q    Print; right.
 5             Now, is the -- are the provisions of this
 6   Membership Application and Agreement sample form
 7   also -- do those also govern the Herbalife distributor
 8   relationship as of the time that these rules are put
 9   into effect?
10             MR. DROOKS:  Objection as to form.  Legal
11   conclusion.
12             THE WITNESS:  That is a very technical
13   question.
14   BY MR. MARK:
15        Q    Well, a distributor gets this packet, these
16   Rules of Conduct; right, when they sign the
17   application; correct?
18        A    Yes.
19        Q    And these Rules of Conduct contain this
20   sample form, Herbalife Membership Application
21   Agreement; correct?
22        A    Correct.
23        Q    Are they bound by the provisions in terms of
24   that Herbalife Membership Application and Agreement in
25   the Rules of Conduct or are they bound by the
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 1   Herbalife Membership Application Agreement that they
 2   signed?
 3             MR. CATLETT:  Form.  Foundation.
 4             MR. DROOKS:  Form.  Foundation.  Legal
 5   conclusion.
 6   BY MR. MARK:
 7        Q    If you know.
 8        A    I am back to -- I don't know how to answer
 9   that question since I am not a lawyer.
10        Q    Okay.  And if there is a conflict between
11   the application that they signed and the application
12   that is incorporated in these Rules of Conduct, which
13   one controls, if you know?
14             MR. DROOKS:  Objection.  Form.
15             MR. CATLETT:  Foundation.
16             THE WITNESS:  I don't know.
17   BY MR. MARK:
18        Q    Are sponsors required to train downline
19   distributors about the Rules of Conduct?
20        A    Yes, they are.
21        Q    That is an obligation under the Rules of
22   Conduct?
23        A    Yes.
24        Q    And how does that occur?
25        A    Training can occur different ways from the
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 1   sponsor to the member, whether it is face-to-face
 2   training, you know, virtual training between them.
 3        Q    Does Herbalife monitor whether or not that
 4   training occurs?
 5             And I mean specifically the training with
 6   respect to updates to the Rules of Conduct.
 7             MR. CATLETT:  Form.
 8   BY MR. MARK:
 9        Q    If you know.
10        A    We would look into any issues reported.
11        Q    Okay.
12        A    If a downline made us aware that their
13   sponsor is not providing them with training, then -- I
14   think you used the word "monitor," and actually, we
15   would inquire about that sponsor's business activities
16   and how they are training their downline.
17        Q    Okay.  But absent notification from a
18   downline member that their sponsor is not providing
19   him or her training as to updates in the Rules of
20   Conduct, is there any other way in which Herbalife
21   monitors training?
22        A    Yes.
23        Q    Can you tell me about that?
24        A    Training between the company and the
25   distributor, but training between a distributor and
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 1   their downline?
 2        Q    Yes.
 3        A    Not that I am aware.
 4             MR. MARK:  Let's take three minutes.  I
 5   might be done.
 6             THE WITNESS:  Okay.
 7             MR. MARK:  Thank you.
 8             THE WITNESS:  Yeah.
 9             (Recess.)
10             MR. MARK:  I don't have any further
11   questions.
12             MR. DROOKS:  Do you want to just put the
13   same stipulation on the record that we did this
14   morning?
15             THE REPORTER:  Yes, I can.
16             MR. MARK:  Okay.  Thank you so much for your
17   time.  I really appreciate it.
18             THE WITNESS:  You're welcome.
19             MR. DROOKS:  Thank you.
20             MR. MARK:  I'd like to get rough drafts.
21             (Whereupon, the following
22             stipulation was agreed to by the
23             parties and copied from the
24             deposition of Silvia Ramirez:
25                  "MR. DROOKS:  I propose that
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 1   the court reporter be relieved of
 2   her obligation to maintain the
 3   original.  The original will be
 4   sent to me.
 5        "Ms. Ramirez will review it.
 6   We will provide you with any
 7   errata.  She will sign it under
 8   penalty of perjury without benefit
 9   of a notary.
10        "I will provide the original
11   to you.  You will maintain it for
12   all purposes.  File it with the
13   court, as needed or appropriate.
14        "If the original is lost or
15   misplaced, a certified copy can be
16   used for all purposes.  And if the
17   original is not timely signed, you
18   can use an unsigned, certified copy
19   for all purposes.
20        "And I understand you have a
21   motion pending.  So if you want to
22   expedite the transcript, you can do
23   that.  We will make every effort to
24   have Ms. Ramirez review it and sign
25   it within 10 days of receipt.
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 1        "If that becomes a problem,
 2   for some reason, we will let you
 3   know.
 4        "MR. MARK:  Well, yeah, so --
 5   so I would like to expedite the
 6   transcript.
 7        "Yeah.  Obviously, you have
 8   the right to read the transcript
 9   and make any changes, et cetera,
10   via an errata sheet.  So I don't
11   have a problem with that.
12        "Obviously, I would like to
13   expedite it in light of the fact
14   that we have a response due in
15   20 days, I think.  That should be
16   fine.
17        "MR. DROOKS:  So stipulated?
18        "MR. MARK:  Yeah.  Yeah.")
19   (The deposition concluded at 3:45 p.m.)
20                 * * *
21
22
23
24
25
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           1                DEPOSITION OF ROXANE ROMANS

           2                      JANUARY 24, 2018

           3

           4                       ROXANE ROMANS,

           5    having been first duly sworn, testifies as follows:

           6

           7                        EXAMINATION

           8   BY MR. MARK:

           9        Q    Good afternoon, Ms. Romans.

          10        A    Good afternoon.

          11        Q    My name is Etan Mark.  I represent the

          12   plaintiffs in this case.  I am going to be asking you

          13   some questions today; okay?

          14        A    Okay.

          15        Q    Have you been deposed before?

          16        A    Yes.

          17        Q    Okay.  How many times, approximately?

          18        A    Three.

          19        Q    When was the last time you were deposed?

          20        A    To the best of my recollection, maybe about

          21   three, four years ago.

          22        Q    Okay.  Do you want me to run through the

          23   ground rules for today?

          24             MR. MARK:  Mr. Drooks, you want me to run

          25   through the grounds rules?
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           1             MR. DROOKS:  Up to you.

           2             MR. MARK:  Okay.

           3        Q    There is somebody transcribing everything

           4   that we say today.  So I would ask that you please

           5   provide verbal responses.  A shake of the head, a nod

           6   is not going to be recorded.

           7        A    Yes.

           8        Q    To the extent I ask a question that you

           9   don't understand, please ask me to rephrase it, and I

          10   will be happy to do that.

          11        A    Thank you.

          12        Q    If you answer a question, I am going to

          13   assume that you understand it; okay?

          14        A    Okay.

          15        Q    If at any point you want to take a break,

          16   feel free to ask and I will be happy to accommodate

          17   you.

          18             I would ask that if there is a question

          19   pending, you answer the question.  Then you could take

          20   a break.  Okay?

          21        A    Thank you.

          22        Q    Sure.

          23             What is your home address, please?

          24        A    4500 Via, V-I-A, Marina, No. 203, in

          25   Marina Del Rey, California 90292.
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           1        Q    And your work address?

           2        A    My work address -- sorry, I don't recall.

           3   We moved recently.

           4        Q    Okay.

           5        A    Our building, it is in Torrance.

           6        Q    It's in Torrance?

           7        A    Yes, on 190th.

           8        Q    Do you work in the same building as

           9   Ms. Ramirez?

          10        A    Yes -- no.  Sorry, no.

          11        Q    No.

          12             Okay.  Are you under any medication that

          13   would impact your ability to testify truthfully or

          14   completely today?

          15        A    No.

          16        Q    What did you do to prepare for today's

          17   deposition?

          18             And I don't want to hear about any

          19   conversations you have had with your attorneys, other

          20   than that.

          21        A    Reviewed my declarations.

          22        Q    Okay.  Did you review the exhibits that were

          23   attached to the declaration, as well?

          24        A    Yes.

          25        Q    What is your title at Herbalife?
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           1        A    The senior director of Member Policy

           2   Administration.

           3        Q    And that's for which company?

           4        A    Herbalife International of America, Inc.

           5        Q    What are your responsibilities as a senior

           6   director of Member Policy Administration?

           7        A    My current responsibilities are developing

           8   strategies that relate to our member policies and

           9   member materials and departmental operations.

          10        Q    Did you say departmental --

          11        A    Operations.

          12        Q    -- operations?

          13             So what does that mean, developing strategy

          14   relating to member policies and member materials?

          15             What -- on a day-to-day basis, what does

          16   that mean?

          17        A    So, basically, coming up with ideas on how

          18   to improve either our materials that include

          19   distributor policies or the policies themselves or the

          20   way we do the work in our department.

          21        Q    And what is your department?

          22        A    Member Policy Administration.

          23        Q    How many employees are in that department?

          24        A    It's a worldwide department, but in the

          25   U.S., we have seven employees, including myself.
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           1        Q    Are you the head of the department in the

           2   U.S.?

           3        A    Yes.

           4        Q    Who do you report to?

           5        A    Pamela Jones Harbor.

           6        Q    Harbor?

           7        A    H-A-R-B-O-R.

           8        Q    And what is her title?

           9        A    She is the senior vice president, legal

          10   officer of privacy and worldwide compliance.

          11        Q    Are you an attorney?

          12        A    No.

          13        Q    Do you hold any graduate degrees?

          14        A    No.

          15        Q    Are you generally familiar with the member

          16   policies and member materials?

          17        A    Yes.

          18        Q    Okay.  And what falls into that description,

          19   member policies and member materials?  What documents

          20   are we talking about?

          21        A    So numerous documents:  Our rule book, our

          22   member application and other agreements and materials

          23   that we post online, advisories.

          24        Q    Post online on myherbalife.com?

          25        A    Correct.
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           1        Q    When you said "the rule book," is that the

           2   same as the Rules of Conduct?

           3        A    Yes.

           4        Q    And the "member application," is that the

           5   same thing as the Application for International

           6   Distributorship?

           7        A    Correct.

           8        Q    If I use those phrases interchangeably

           9   today, you understand what I mean?

          10        A    Yes.

          11        Q    I might say, "rule book."  I say might say,

          12   "Rules of Conduct."  I mean the same thing when I --

          13        A    Yes.

          14        Q    Okay.  I will try to use your vernacular,

          15   though.

          16             Are you responsible for updating these

          17   documents?

          18        A    Yes.

          19        Q    And what is the process, usually, for

          20   updating these documents?

          21        A    My department becomes aware that there is a

          22   need to either update a current rule or add an

          23   additional rule, and we facilitate that happening.

          24        Q    How does your department become aware of the

          25   need to update the rules?
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           1        A    Generally, from our other business partners

           2   within the company.

           3        Q    "Other business partners," meaning other

           4   employees of Herbalife or --

           5        A    Yes, perhaps, from the legal department or

           6   other departments within Herbalife.

           7        Q    Okay.  Okay.  How many times has Herbalife

           8   amended the member application?

           9        A    Numerous times.

          10        Q    Well, are you aware of what version of the

          11   member application is currently in effect?

          12        A    To the best of my recollection, it is

          13   Version 48.

          14        Q    And does that mean Herbalife's amended it 48

          15   times?

          16             MR. DROOKS:  Um-hmm.

          17   BY MR. MARK:

          18        Q    You can answer.

          19        A    No.

          20        Q    So -- so just -- I did not mention this in

          21   the ground rules.  I apologize.  There is going to be

          22   sometimes where your counsel is going to be objecting

          23   to my questions because they are, for whatever reason,

          24   not good questions.

          25             Unless he instructs you not to answer, I
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           1   would ask that you answer the question.  Okay?

           2        A    Okay.

           3        Q    So -- so you said that, no, Version 48 does

           4   not mean that it was amended 48 times.

           5             Can you explain that?

           6        A    Sure.

           7             The -- the versioning of our materials

           8   occurs between the printer and our Creative Services

           9   Department.  So there are times where maybe they have

          10   skipped a numbering versioning.  Sometimes that

          11   happens to a line -- our Spanish version of an

          12   application and our English version of an application

          13   or sometimes -- I don't know exactly the reason; but

          14   something happens between the printing company and our

          15   Creative Services Department.

          16             So just because it is Version 48, doesn't

          17   necessarily reflect that it has been changed 48 times.

          18        Q    Okay.

          19        A    I wouldn't know without studying how many

          20   times.

          21        Q    And the same thing, same question for the

          22   Rules of Conduct, do you know what version,

          23   approximately, you were on on the Rules of Conduct?

          24        A    Today, I believe it is Version 34D.

          25        Q    Okay.  Do you know how many times the Rules
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           1   of Conduct have been amended?

           2        A    No.  Numerous times.

           3        Q    More than 30?

           4        A    I wouldn't know without studying that.

           5        Q    So -- so -- well, let's take a step back.

           6             We are currently on Version 48 of the

           7   application; right?

           8        A    Yes.

           9        Q    Are we on Version 48 of the Spanish

          10   application, as well?

          11        A    They should align.  I believe that they do

          12   at this time.

          13        Q    Okay.  And Version 34D of the Rules of

          14   Conduct, is it also up to Version 34D of the Spanish

          15   versions of the Rules of Conduct?

          16        A    I believe so at this time.

          17        Q    And are those rules identical, say, for the

          18   language?  In other words, the translation?

          19        A    Yes.

          20        Q    So you don't know how many times the

          21   application has been amended?

          22        A    Correct.

          23        Q    Do you know approximately how many times it

          24   has been amended?

          25        A    No.
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           1        Q    And Rules of Conduct, you don't know how

           2   many times that has been amended?

           3        A    No.

           4        Q    Do you know approximately how many times it

           5   has been amended?

           6        A    No.

           7        Q    There is varying terminology that I have

           8   seen in the Rules of Conduct and the application,

           9   distributor, member and customer?

          10        A    Yes.

          11        Q    Do you know what each of those terms means

          12   in the context of those documents?

          13        A    Yes.

          14        Q    Can you tell me?

          15        A    Sure.

          16             So our distributor relates to an individual

          17   who entered into an application in order to do the

          18   business, which means purchase the products either for

          19   their personal use or for resale, and to recruit

          20   others to do the same.

          21        Q    Okay.

          22        A    A member is an individual who entered into a

          23   contract simply to obtain a discount on our products

          24   for personal use.  They do not do the business.

          25        Q    Okay.
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           1        A    And a customer relates to an individual that

           2   is purchasing a product from a distributor.

           3        Q    Okay.  And that's currently the way those

           4   words are used; right?

           5        A    Correct.

           6        Q    Is that a fairly recent change?

           7             MR. DROOKS:  Lacks foundation.

           8   BY MR. MARK:

           9        Q    Do you know?  In other words --

          10             MR. DROOKS:  It still lacks foundation.

          11   BY MR. MARK:

          12        Q    Okay.  You can answer.

          13        A    Can I ask you to rephrase the question?

          14        Q    Sure.  Yeah, that's fine.

          15             This difference between distributor and

          16   member that you just outlined, has it always been that

          17   way at Herbalife?

          18        A    Yes.

          19        Q    Did it used to mean the same thing,

          20   distributor/member?

          21        A    No, it has never meant the same thing.

          22        Q    Okay.

          23        A    But it wasn't -- it wasn't defined that way

          24   in our materials.

          25        Q    It used to be defined a different way in
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           1   your materials?

           2        A    We used to simply use the term

           3   "distributor."

           4        Q    I see.  So the term "member" is a new term

           5   for Herbalife?

           6        A    Yes.

           7        Q    Okay.  And distributor, what a distributor

           8   means in the old way that Herbalife used it?

           9        A    Distributor was a person that entered into

          10   an agreement --

          11        Q    Regardless of --

          12        A    -- with Herbalife.

          13        Q    Regardless of whether the product was solely

          14   for personal consumption or to pursue a business

          15   opportunity?

          16        A    Correct.

          17        Q    And at a certain point, there was a decision

          18   to create these two different categories?

          19        A    Correct.

          20        Q    Do you know when that was done?

          21        A    To the best of my recollection, it was in

          22   2013 or '14.

          23        Q    Okay.  So not all -- not all members are

          24   distributors today?

          25        A    Correct.
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           1        Q    But all distributors are members?

           2        A    All distributors are members -- can you say

           3   that again?

           4        Q    Sure.

           5             Distributors can both pursue the business

           6   opportunity and also purchase the product for personal

           7   consumption; right?

           8        A    Correct.

           9        Q    It can be both?

          10             Whereas members only are obtaining it to --

          11   are only purchasing the product to obtain the discount

          12   for personal consumption?

          13        A    Correct.

          14        Q    Okay.  And what is the approximate split

          15   today of Herbalife distributors versus members?

          16        A    I am not aware of that figure.

          17        Q    Are there more distributors or more members?

          18        A    I would be speculating.  I don't know.

          19        Q    Okay.  I don't want you to speculate.

          20             The Rules of Conduct, do those apply to both

          21   distributors and members?

          22        A    The Rules of Conduct apply to distributors.

          23   Members don't do the business.

          24        Q    So the Rules of Conduct do not apply to

          25   members?



                                                                          18
�




           1        A    Not the Rules of Conduct, no.

           2             MR. MARK:  Okay.  I am going to hand you a

           3   document that we will mark as Exhibit 3.

           4             (Exhibit 3 marked.)

           5             THE WITNESS:  Can I grab my glasses?

           6             MR. MARK:  Of course.

           7        Q    Okay.  Have you seen this document before?

           8        A    Yes, I have.

           9        Q    Can you identify it for me, please?

          10        A    This is my declaration.

          11        Q    You signed it?

          12        A    Yes, I did.

          13        Q    And you agree with the statements contained

          14   therein?

          15        A    Yes, I do.

          16        Q    You didn't write this declaration; did you?

          17        A    No, I didn't.

          18        Q    Did you make any changes to the declaration

          19   once you received it?

          20        A    Yes, I did.

          21        Q    What were the changes that you made?

          22        A    I don't specifically recall what the changes

          23   were, but if there was anything that I verified

          24   that -- if there was a discrepancy, then I made that

          25   change.
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           1        Q    Okay.  Now, there came a certain point in

           2   which you signed a supplemental declaration; correct?

           3        A    Yes.

           4        Q    Okay.  And why did you do that?

           5        A    I believe it was for clarification purposes

           6   about the printing of one of our rule books.

           7             MR. MARK:  I will hand you a document that

           8   we will mark as Exhibit 4.

           9             THE WITNESS:  Thank you.

          10   BY MR. MARK:

          11        Q    Can you identify that document for me,

          12   please?

          13             (Exhibit 4 marked.)

          14             THE WITNESS:  Yes, this is the supplemental

          15   declaration that I signed.

          16   BY MR. MARK:

          17        Q    So the reason you signed the supplemental

          18   declaration is because the wrong version of the rules

          19   was attached to the first declaration with respect to

          20   Exhibit C?

          21        A    I believe that was the case.

          22        Q    Okay.  But other than that, everything in

          23   your first declaration marked as Exhibit 3 is correct?

          24        A    Yes, correct.

          25        Q    These applications or distributor agreements
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           1   that we are talking about, how are those maintained by

           2   Herbalife?

           3        A    Those are maintained online.

           4        Q    Are there hard copies kept of any of the

           5   distributor applications?

           6        A    I believe with regard to paper applications,

           7   there are paper records, and to the best of my

           8   knowledge, the online applications are maintained, you

           9   know, online.

          10        Q    Is there a system at Herbalife that

          11   maintains those applications?

          12        A    Yes.

          13        Q    What is it called?

          14        A    I -- I can't respond to that because

          15   technology may have advanced since -- since I knew

          16   what we used to use.

          17        Q    Well, I am asking today.

          18        A    I wouldn't know the name of the system

          19   today.

          20        Q    So do you know today how online applications

          21   are maintained at Herbalife?

          22        A    They are maintained online.

          23        Q    But you don't know how -- you don't know how

          24   they get there or who is responsible for maintaining

          25   them?
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           1        A    I know that the records department scans

           2   paper applications and uploads them into a system, an

           3   online system.  I don't know the name of that system.

           4        Q    And what about the -- what about the

           5   applications that are completed online, how are those

           6   maintained at Herbalife?

           7        A    Those are, to my knowledge, maintained

           8   online.

           9        Q    How do you know that?

          10        A    Because we have access to those applications

          11   online.

          12        Q    But you don't know the name of the system

          13   you have to access to get the applications?

          14        A    Correct.

          15        Q    Do you, in the regular course of your

          16   business, access the applications online?

          17        A    No.

          18        Q    When was the last time you went online to

          19   access an application?

          20        A    Years.

          21             MR. MARK:  Okay.  Well, I am going to hand

          22   you a series of documents that we will mark as

          23   Exhibits, I guess, 5 through 11, maybe.

          24             So the first one I am going to hand you is

          25   attached as Exhibit M to your declaration.
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           1             (Exhibit 5 marked.)

           2   BY MR. MARK:

           3        Q    Have you seen this document before?

           4        A    Yes, I have.

           5        Q    Okay.  So this document has been marked as

           6   Exhibit 5.  Can you identify, please, what that

           7   document is?

           8        A    Yes, this is a membership application for

           9   Felix Valdez.

          10        Q    What is the date of that application?

          11        A    The date the member signed the application?

          12        Q    Yes.

          13        A    Is June 14th of 2008.

          14             MR. MARK:  Hand you a document that we will

          15   mark as Exhibit 6 -- well, before I move on to that,

          16   I'm sorry.

          17        Q    Exhibit 5, you will agree with me, that is

          18   the same document that was attached as Exhibit M to

          19   your declaration?

          20        A    Exhibit M being the English translation

          21   of --

          22        Q    So look at your declaration, which is --

          23        A    Oh, I see it.  It is here, sorry.

          24             MR. DROOKS:  You don't have the exhibits

          25   attached to the declaration; do you?
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           1             MR. MARK:  Well, I want her to confirm that

           2   that is the document.

           3             MR. DROOKS:  Well, then you need to give her

           4   the declaration with the exhibits, so she could match

           5   them up to make sure that they have not been changed.

           6             MR. MARK:  Okay.

           7             MR. DROOKS:  If you are representing that

           8   you --

           9             MR. MARK:  I am.

          10             MR. DROOKS:  -- are offering it to her, I

          11   have no reason to dispute it.

          12             MR. MARK:  That's fine.

          13        Q    So look at not the supplemental declaration,

          14   the original, the other declaration, okay, and if you

          15   look at paragraph 16.

          16             So I am representing to you that Exhibit 5

          17   is Exhibit M to your declaration.

          18        A    That's correct.

          19        Q    Okay.

          20             MR. MARK:  I am going to hand you Exhibit 6.

          21             THE WITNESS:  Thank you.

          22             (Exhibit 6 marked.)

          23   BY MR. MARK:

          24        Q    Can you identify, please, what Exhibit 6 is?

          25        A    This is a distributor application from Izaar
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           1   Valdez.

           2        Q    What is the date of that, please?

           3        A    The date signed was June 14th, 2008.

           4        Q    Okay.  And if you look at paragraph 17 of

           5   your declaration, and I am going to represent to you

           6   that the document marked as Exhibit 6 was Exhibit N to

           7   your declaration.  Okay?

           8        A    Yes, that's correct.

           9             MR. MARK:  Hand you a document that we will

          10   mark --

          11             MR. DROOKS:  If you represent to us that you

          12   have taken an exhibit with a letter on it from

          13   Ms. Romans' declaration and you're now marking it with

          14   a number, we are not going to dispute that.

          15             MR. MARK:  Okay.

          16             MR. DROOKS:  You don't need to have her

          17   physically compare them.

          18             MR. MARK:  Okay.  But I am going to be

          19   marking each of the applications, so --

          20             MR. DROOKS:  That's fine.

          21             MR. MARK:  -- as separate exhibits.

          22             THE REPORTER:  That's 7.

          23             (Exhibit 7 marked.)

          24   BY MR. MARK:

          25        Q    Okay.  Have you seen that document before?
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           1        A    Yes.

           2        Q    What is it?

           3        A    It's a distributor application submitted by

           4   Patricia Rodgers.

           5        Q    What is the date of that application,

           6   please?

           7        A    June 23rd, 2010.

           8        Q    I am going to represent to you that that is

           9   attached as Exhibit I to your declaration.  Okay?

          10        A    Okay.

          11             MR. MARK:  Handing you what has been marked

          12   as Exhibit 8.

          13             (Exhibit 8 marked.)

          14             THE WITNESS:  Thank you.

          15   BY MR. MARK:

          16        Q    Have you seen that document before?

          17        A    Yes, I have.

          18        Q    Can you identify it, please?

          19        A    A distributor application submitted by

          20   Jennifer Loken.

          21        Q    And what is the date of that document?

          22        A    February 14th, 2011.

          23        Q    I am going to represent to you that that was

          24   attached as Exhibit K to your declaration.  Okay?

          25        A    Okay.
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           1             THE REPORTER:  That is 9.

           2             MR. MARK:  Exhibit 9.  Handing you what has

           3   been marked as Exhibit 9.

           4        Q    Can you identify that for me, please?

           5             (Exhibit 9 marked.)

           6             THE WITNESS:  A distributor application

           7   submitted by Izaar Valdez.

           8   BY MR. MARK:

           9        Q    What is the date of that, please?

          10        A    March 22nd, 2013.

          11        Q    Do you recognize that document?

          12        A    Yes.

          13        Q    And I will represent to you that was

          14   attached as Exhibit O to your declaration.  Okay?

          15        A    Thank you.

          16             MR. MARK:  Handing you what we will mark as

          17   Exhibit 10.

          18             (Exhibit 10 marked.)

          19   BY MR. MARK:

          20        Q    Can you identify that document, please?

          21        A    A distributorship application submitted by

          22   Cody Pyle.

          23        Q    What is the date of that, please?

          24        A    7/7/2014.

          25        Q    And have you seen that document before?
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           1        A    Yes, I have.

           2        Q    And I will represent to you that was

           3   attached as Exhibit L to your declaration.

           4        A    Thank you.

           5             MR. MARK:  Last, but not least, Exhibit 11.

           6             (Exhibit 11 marked.)

           7   BY MR. MARK:

           8        Q    Have you seen that document before?

           9        A    Yes, I have.

          10        Q    What is it?

          11        A    A distributorship application submitted by

          12   Jennifer Lavigne.

          13        Q    Have you seen that document before?

          14        A    Yes, I have.

          15        Q    What is the date of it, please?

          16        A    December 2nd, 2014.

          17        Q    Okay.  I will represent to you that was

          18   attached as Exhibit J to your declaration.  Okay?

          19        A    Thank you.

          20        Q    So when we were talking about how were these

          21   documents maintained by Herbalife, you stated that

          22   some are maintained in hard copy and some are

          23   maintained electronically; is that correct?

          24             MR. DROOKS:  Mischaracterizes the testimony.

          25
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           1   BY MR. MARK:

           2        Q    You can answer.

           3        A    I think what I stated was paper applications

           4   are scanned into our online system, and online

           5   applications are, obviously, directly input into the

           6   system.

           7        Q    Are original paper applications maintained

           8   at Herbalife, as well?

           9        A    Yes.

          10        Q    Okay.  So the paper applications are

          11   maintained in both the hard copy form and electronic

          12   form?

          13        A    Yes.

          14        Q    And then the online applications are only

          15   maintained in their electronic form?

          16        A    To my knowledge.

          17        Q    Okay.  So let's start by looking at the

          18   declarations of -- I'm sorry, the application of Izaar

          19   Valdez.

          20             MR. DROOKS:  Which one?

          21             MR. MARK:  Exhibit 6.

          22        Q    This is not an electronic application;

          23   correct?

          24        A    Correct.

          25        Q    Is this a -- this is a one-page,
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           1   double-sided form as maintain -- the original form, is

           2   it a one-page double-sided piece of paper?

           3        A    I believe it was.

           4        Q    Okay.  And the only place for signature on

           5   this document that has been marked as Exhibit 6 is on

           6   the first page; right?

           7        A    That's correct.

           8        Q    And this document, if you look at

           9   paragraph 4 -- do you speak Spanish?

          10        A    A little bit.

          11        Q    Okay.  Me, too, just a little, though.

          12             If you look at paragraph 4 of this document

          13   marked as Exhibit 6, there is a provision requiring

          14   the parties to mediate if there is any dispute and

          15   then arbitrate.

          16             Do you see that?

          17        A    Yes, I do.

          18        Q    Okay.  Now, at a certain point in time,

          19   Herbalife removed the arbitration provision; is that

          20   correct?

          21        A    Yes, that's correct.

          22        Q    Do you know when that occurred?

          23        A    No, I don't recall.

          24        Q    All right.  And what version is this

          25   document?
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           1             MR. DROOKS:  "This document" being

           2   Exhibit 6?

           3             MR. MARK:  Yes.  I am talking about

           4   Exhibit 6 right now.

           5             THE WITNESS:  The version date on this

           6   document is No. 31.

           7   BY MR. MARK:

           8        Q    So this is Version 31?

           9        A    Spanish.

          10        Q    In Spanish.

          11             And what is the -- and if you turn two

          12   pages, you will see that there is the English version

          13   of this document; is that right?

          14        A    Yes, that's correct.

          15        Q    And this is the Version 29 of the English

          16   version; is that right?

          17        A    Yes, that's correct.

          18        Q    And the Spanish version, the revision says

          19   it is effective January, 2008; is that correct?

          20        A    Can you repeat the question?

          21        Q    Sure.

          22             The revision date is January, 2008; is that

          23   correct?

          24        A    Are you asking about the -- which document

          25   are you asking?
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           1        Q    So I am looking in Exhibit 6.

           2        A    Uh-huh.

           3        Q    And you will see there is a footer on

           4   Exhibit 6 that says, "Form 4011-USSP-31 Rev 01/08."

           5             Did I read that correctly?  It's small.

           6        A    Yeah, it is small.

           7             MR. DROOKS:  I see the witness is having

           8   trouble reading it.

           9             Do you mind if she hands it to me and I will

          10   read it and stipulate if you have read it accurately?

          11             MR. MARK:  That's fine.

          12             MR. DROOKS:  I am reading it and we will

          13   stipulate that the first page of Exhibit 6 reads,

          14   Form 4011-USSP-31, space, Rev, space, 01/0 -- and I

          15   believe that is an 8.  It could be a 6, but I think it

          16   is an 8.

          17             MR. MARK:  Okay.  So we are saying the same

          18   thing, then.  Okay?

          19             MR. DROOKS:  Yeah.  And looking, by the way,

          20   at Exhibit N to the witness' declaration, which is a

          21   clearer copy, it is clearly an 8.

          22             MR. MARK:  Well, you are looking at the

          23   English version.  That is why.

          24             MR. DROOKS:  That's true.

          25



                                                                          32
�




           1   BY MR. MARK:

           2        Q    Okay.  So does this mean that the last

           3   revision -- that this document was revised in January

           4   of 2008; is that what that footer means?

           5        A    Correct.

           6        Q    Okay.  So at a certain point after January,

           7   2008, Herbalife removed this arbitration provision;

           8   correct?

           9        A    I don't recall when it was removed.

          10        Q    Well, it was certainly after January, 2008,

          11   though; right?  Because this document was signed in

          12   June of 2008, and it was last revised in January of

          13   2008.

          14        A    Yes, correct.

          15        Q    Okay.

          16        A    Um-hmm.

          17        Q    Do you know why Herbalife removed the

          18   arbitration provision in this document?

          19        A    No.

          20        Q    But you would agree with me that there was a

          21   certain point in time -- and we will look at those

          22   applications soon -- in which Herbalife removed the

          23   arbitration provision; correct?

          24        A    Yes.

          25        Q    Do you see there is a stamp on this page?
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           1             It is hard to see, but it is across -- it is

           2   sort of a vertical line under where it says, Acuerdo

           3   de distribucion.

           4             Do you see that?

           5        A    Yes.

           6        Q    What is that?

           7             MR. CATLETT:  Foundation.

           8   BY MR. MARK:

           9        Q    You can answer.

          10        A    To the best of my knowledge, it would be the

          11   stamp imposed by the records department when they

          12   physically received this application.

          13        Q    Okay.  So -- and that is why I am interested

          14   in the process a little bit.

          15             So this hard copy is filled out by

          16   Ms. Valdez and it is sent into Herbalife.  Herbalife

          17   receives it, stamps it, and puts it in a hard file; is

          18   that right?

          19        A    I am not an expert in that area.

          20        Q    Do you know how that is done or no?

          21        A    To the best of my knowledge, it is as you

          22   described.  The application is submitted and stamped

          23   by the records department and scanned into the online

          24   system; and the paper copy is filed.

          25        Q    And it is your understanding that was the
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           1   process in 2008, as well?

           2        A    Yes.

           3        Q    Now, if you look at Exhibit 5, which is

           4   Felix Valdez's application.

           5        A    Yes.

           6        Q    The form is identical; correct?

           7             Actually, it's not.  This is a different

           8   application; correct?

           9        A    Yes, correct.  It is a different version of

          10   the application.

          11        Q    And what version is this?

          12        A    This one is the Spanish version with the

          13   number 28, revision date March of '06.

          14        Q    Okay.  Now, are you aware of what the

          15   difference is between these two versions?

          16        A    No, I am not.

          17        Q    Okay.  And which application is

          18   Mr. Valdez -- Felix Valdez, Exhibit 5, which

          19   application is Mr. Valdez bound to?

          20             MR. DROOKS:  Calls for a legal conclusion.

          21   BY MR. MARK:

          22        Q    You can answer.

          23             MR. DROOKS:  And by "which," do you mean

          24   Exhibit M or N?

          25             MR. MARK:  Yeah.
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           1        Q    I am asking, in other words, he signed this

           2   in June of -- the same day as Izaar Valdez; right?

           3             They appear to be signed the same day;

           4   correct?

           5        A    Correct.

           6        Q    Okay.  And there are two different versions

           7   of the application; correct?

           8        A    Correct.

           9        Q    And Version 31 was in place after

          10   Version 28; correct?

          11        A    Correct.

          12        Q    Do you know which version of the

          13   application, Exhibit 5 or Exhibit 6, Mr. Valdez is

          14   bound to?

          15             MR. DROOKS:  Calls for a legal conclusion.

          16   BY MR. MARK:

          17        Q    You can answer.

          18             MR. CATLETT:  Join.

          19             THE WITNESS:  Both Mr. Valdezs are --

          20   BY MR. MARK:

          21        Q    Okay.  Well, Izaar is a female, but --

          22        A    Oh, I didn't know.

          23        Q    That's okay.  Yeah.

          24        A    By virtue of signing these applications,

          25   they are bound by all of our rules.  There is a clause
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           1   in the application --

           2        Q    Um-hmm.

           3        A    -- that dictates that.

           4        Q    Okay.  So does that mean that they are

           5   always bound by the latest version of the application?

           6        A    They are bound by the most current version

           7   of our rules.

           8        Q    And what about the application, are they

           9   bound by the most current version of the application,

          10   as well?

          11             MR. DROOKS:  Calls for a legal conclusion.

          12             THE WITNESS:  I think I would have to be a

          13   lawyer to answer that.

          14   BY MR. MARK:

          15        Q    Well, you have testified that they are bound

          16   by the most current version of the rules; correct?

          17        A    Because we have a clause in the application

          18   that states that.

          19        Q    Where does it say that?

          20        A    So clause No. 1:

          21             "I apply to become an independent

          22             distributor of Herbalife products

          23             on the terms and conditions set

          24             forth below and on the back of this

          25             form, as well as the documents
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           1             which are expressly incorporated

           2             into this agreement of

           3             distributorship."

           4        Q    Okay.  And which documents are "expressly

           5   incorporated into this agreement of distributorship"?

           6             MR. DROOKS:  Calls for a legal conclusion.

           7   BY MR. MARK:

           8        Q    You can answer.

           9        A    Can you -- can you repeat the question?

          10        Q    Sure.

          11             Which documents are "expressly incorporated

          12   into this agreement of distributorship"?

          13        A    So those documents are identified in clause

          14   No. 5.

          15        Q    Okay.

          16        A    Which explicitly states:

          17             "The Herbalife International

          18             business pack contains, among other

          19             things, the Rules of Conduct and

          20             distributor policies, the sales and

          21             marketing plan, ordering procedures

          22             and sample forms.  Those documents

          23             and such other rules and policies

          24             as Herbalife has published or in

          25             the future may publish, together
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           1             with such modifications and

           2             amendments as Herbalife shall make

           3             from time to time in its sole and

           4             absolute discretion collectively

           5             the rules are each hereby

           6             incorporated into this agreement of

           7             distributorship, each in its then

           8             most recently published form."

           9        Q    Okay.  So that's the basis for your

          10   testimony that the individuals who -- that sign these

          11   applications are subject to the Rules of Conduct that

          12   are in effect at the time?

          13             MR. DROOKS:  Lacks foundation.  Calls for a

          14   legal conclusion.

          15             MR. CATLETT:  Object to the form.

          16             THE WITNESS:  That's correct.

          17   BY MR. MARK:

          18        Q    And if you see here, look at -- looking at

          19   Exhibit 6, it refers to an Herbalife International

          20   business pack, IBP or mini IBP.

          21             Do you see that?

          22             MR. DROOKS:  Are you talking about the

          23   English translation, paragraph 5?

          24             MR. MARK:  No, I am talking about

          25   paragraph 3(a).
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           1             MR. DROOKS:  In the English version?

           2             MR. MARK:  Yes.  It is in both versions.  I

           3   am just using English.

           4             MR. DROOKS:  Okay.

           5             THE WITNESS:  Yes, I see that.

           6   BY MR. MARK:

           7        Q    Okay.  What is the Herbalife International

           8   business pack?

           9        A    The Herbalife International business pack is

          10   what an individual purchases when they want to become

          11   a distributor.

          12        Q    Okay.  And what is in an International

          13   business pack?

          14             MR. DROOKS:  Vague as to time.

          15   BY MR. MARK:

          16        Q    At the time that this document was signed in

          17   June of 2008, what was in the International business

          18   pack?

          19        A    I am not an expert, but I can tell you, to

          20   the best of my knowledge, what was included in the

          21   pack.

          22        Q    Um-hmm.

          23        A    Distributorship application, a button, some

          24   product, and some marketing literature, as well as the

          25   rule book; and sales and marketing plan.
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           1        Q    The "rule book" being the Rules of Conduct?

           2        A    Correct.

           3        Q    Okay.  So after somebody would sign this,

           4   mail it into Herbalife, Herbalife would then send back

           5   that International business pack?

           6        A    No.

           7        Q    Okay.  So then how was it that they would

           8   receive the International business pack?

           9        A    They would receive it in a variety of ways.

          10   They could receive it from a distributor who meets

          11   them and discusses the business opportunity with them.

          12        Q    Okay.

          13        A    And that distributor would provide the kit

          14   at that moment.

          15             If an individual became aware of our

          16   business opportunity online, then in that case, yes,

          17   the kit would be mailed to them from Herbalife.

          18        Q    Okay.  But right now, I just want to focus

          19   in on these applications that were actually

          20   handwritten out and mailed back to Herbalife.

          21        A    Um-hmm.

          22        Q    Okay.  So the way that they would receive

          23   the kit would be either from another distributor;

          24   right?

          25        A    Correct.
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           1        Q    Or would Herbalife send the kit or Herbalife

           2   would not send the kit?

           3        A    If these applications were signed previous

           4   to our online ability for people to sign up online,

           5   they would have received it directly from the

           6   distributor.

           7        Q    Okay.  Do you know when Herbalife first

           8   permitted people to sign up online?

           9        A    I don't recall.

          10        Q    But obviously, Izaar and Felix Valdez did

          11   not sign up online; right?  You can see that by the

          12   application?

          13             MR. DROOKS:  It's vague as to time.

          14             THE WITNESS:  That's true.

          15   BY MR. MARK:

          16        Q    In other words, it is true that they didn't

          17   sign up online; right?

          18             It is not true that it is vague as to time.

          19   I am trying to understand.

          20        A    I'm sorry.  I am mistaken.

          21             Felix Valdez and Izaar Valdez, in 2008,

          22   submitted paper applications.

          23        Q    Right.

          24        A    That's correct.

          25        Q    So they did not receive -- so they did not
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           1   sign up online; correct?

           2        A    Correct.

           3        Q    Okay.  So how did they receive the

           4   International business pack?

           5             How would that have come to them, just

           6   solely through another distributor?

           7        A    To the best of my knowledge, it would have

           8   been from their sponsor.

           9        Q    And does their sponsor -- what is the

          10   process by which a sponsor gives them the

          11   International business pack?

          12             Is it after they fill out the application,

          13   they then give it to the sponsor?

          14             Obviously, not because they sent it to

          15   Herbalife, the application.

          16        A    Well --

          17             MR. DROOKS:  It is now compound and

          18   argumentative.

          19   BY MR. MARK:

          20        Q    Okay.  So how do they receive the

          21   International business pack?

          22        A    They would receive it physically from their

          23   sponsor.

          24        Q    After they signed the application?

          25             MR. CATLETT:  Foundation.
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           1             THE WITNESS:  It is kind of like the chicken

           2   or the egg; right?  The application is within the kit.

           3   So whether they -- well, they would receive the kit,

           4   open it, take out the application; and complete it --

           5   BY MR. MARK:

           6        Q    Oh, okay.

           7        A    -- together.

           8        Q    I understand.  Okay.

           9             So the only way to get the paper application

          10   was, it is part of the kit?

          11        A    Correct.

          12        Q    Okay.  Was the kit -- did the kit contain

          13   documents in Spanish or English or both?

          14        A    We have a Spanish kit and an English kit.

          15        Q    If the application is in Spanish, does that

          16   mean that the other documents in the kit are in

          17   Spanish, as well?

          18        A    Correct.

          19        Q    There are two different packs referenced

          20   here in paragraph 3(a) of Mr. and Mrs. Valdez's

          21   application, the International business pack and the

          22   mini IBP.

          23             What is the difference between the mini IBP

          24   and the IBP?

          25        A    The difference is the product that is
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           1   included within the kit.  So in the full kit, the

           2   person receives a full canister of product, and in the

           3   mini kit, I believe they are only receiving sample

           4   size products.

           5        Q    Okay.  Are all the documents the same in

           6   both kits?

           7        A    Yes.

           8        Q    Okay.  Okay.  Let's look at Exhibit 7,

           9   please, which is Ms. Rodgers' application.

          10        A    Okay.

          11        Q    There were Rules of Conduct in effect at the

          12   time of this application?

          13        A    Yes.

          14        Q    Okay.  Now, this application does not

          15   contain an arbitration provision; correct?

          16             MR. DROOKS:  The documents speaks for

          17   itself.

          18   BY MR. MARK:

          19        Q    Okay.  You can answer the question.

          20             MR. MARK:  Please keep your objections to

          21   form.  Okay.

          22             Go ahead.

          23             THE WITNESS:  Yeah, I would say that is

          24   correct.

          25
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           1   BY MR. MARK:

           2        Q    So you would agree with me that at the time

           3   that she signed this application in June of 2010,

           4   there was no arbitration agreement in effect; correct?

           5             MR. DROOKS:  Calls for a legal conclusion.

           6             MR. MARK:  Her whole affidavit is a legal

           7   conclusion.  Okay.

           8             Go ahead.

           9             THE WITNESS:  I believe that's correct.

          10   BY MR. MARK:

          11        Q    And the same goes for Ms. Loken; correct, if

          12   you look at the next exhibit?

          13             MR. DROOKS:  Calls for a legal conclusion.

          14             MR. MARK:  Please keep your objections to

          15   form.

          16             MR. DROOKS:  Calls for a legal conclusion.

          17             MR. MARK:  I don't know what the practice is

          18   in Central District California.  In the Southern

          19   District of Florida, objection depositions are either

          20   form or you can instruct the witness not to answer.

          21             MR. DROOKS:  Well, my understanding is that

          22   calling for a legal conclusion is an objection to form

          23   because it could be corrected in a way that would

          24   allow you to avoid the objection.

          25             MR. MARK:  So just say, "Object to form."
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           1             MR. DROOKS:  That is not a viable objection.

           2   I have to state what the objection is so that when the

           3   Court reviews the transcript, the Court will know what

           4   it is; and you are on notice as to how to correct it.

           5             MR. MARK:  Okay.  We disagree.

           6             MR. DROOKS:  We may have a difference in

           7   practice.

           8             MR. MARK:  It is not a difference in

           9   practice.  It is a difference in the local rules under

          10   the Southern District of Florida.

          11        Q    Okay.  Ms. Rodgers' application, that has

          12   been marked as Exhibit 8; is that correct?

          13        A    7.

          14        Q    I'm sorry.  7.

          15             Okay.  And Ms. Loken's application, what is

          16   that exhibit?

          17        A    8.

          18        Q    8.  Okay.

          19             So you would agree that Ms. Loken's

          20   application does not contain an arbitration provision;

          21   correct?

          22        A    Yes, I agree.

          23        Q    Okay.  And Ms. Rodgers' application does not

          24   contain an arbitration provision; correct?

          25             MR. DROOKS:  What exhibit is that?



                                                                          47
�




           1             MR. MARK:  7.

           2             MR. DROOKS:  What exhibit?

           3             MR. MARK:  7.  7.

           4             MR. DROOKS:  Thank you.

           5             THE WITNESS:  I don't believe that I have

           6   the entire application.  I only -- it stops at 8 and

           7   it does not include the entire clause.

           8   BY MR. MARK:

           9        Q    I'm sorry, this is Ms. Loken's?

          10        A    Patricia Rodgers.

          11             MR. MARK:  Can I see?

          12             MR. CATLETT:  It should be a three-page

          13   document.

          14             MR. MARK:  Yeah, three pages.  Let me run a

          15   copy of my version, which has the three pages.

          16             THE WITNESS:  Okay.

          17             MR. MARK:  Sorry about that.

          18             THE WITNESS:  No problem.

          19             MR. MARK:  Is there someone that can run a

          20   copy for me?

          21             MR. DROOKS:  Sure.  We have been going about

          22   an hour.  Let's take a five-minute break.  I will get

          23   you the copy, and if you have any other copies, I can

          24   do it at the same time.

          25             MR. MARK:  I don't think I do, but you never
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           1   know.

           2             MR. CATLETT:  Are we off the record?

           3             MR. MARK:  Yeah.

           4             (Recess.)

           5             MR. MARK:  So, Counsel, I am going to add,

           6   this page was inadvertently omitted from Exhibit 7.

           7   It is the third page of Ms. Rodgers' application.

           8             MR. DROOKS:  Sure.

           9             MR. MARK:  Okay.  I am going to add that to

          10   what has been previously marked as Exhibit 7.

          11        Q    So now, can you confirm for me that that is

          12   a complete application for Ms. Rodgers?

          13        A    Yes, it is a complete application.

          14        Q    Okay.  Thank you.

          15             This application was filled out online?

          16        A    Yes, it was.

          17             MR. LEVINE:  What did she say, Etan?

          18             MR. MARK:  Said this application was filled

          19   out online.

          20        Q    So, remember, earlier we were talking about

          21   the process by which those folks who had paper

          22   applications received the International business pack?

          23        A    Yes.

          24        Q    What is the process by which people who fill

          25   out applications online receive the International
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           1   business pack?

           2        A    To the best of my knowledge, the applicant

           3   could have received the pack in two various ways:

           4             One, when they go online, they have the

           5   option of purchasing the business pack at that time;

           6   but also, we have people that meet a distributor, and

           7   just the same as I described for the paper process,

           8   that distributor provides them with a kit; but

           9   perhaps, they don't want to fill out the paper

          10   application.  They want to do it online

          11   electronically.

          12             So in this case, they could either get it

          13   from a distributor and fill the application out

          14   online, or they could just go online and purchase a

          15   kit at the same time that they are filling out the

          16   application.

          17        Q    Oh, when they purchase a kit, that then

          18   triggers Herbalife to send the kit to that

          19   distributor?

          20        A    That is correct.

          21        Q    And in that kit, is the same items that we

          22   talked about earlier, it does not change; correct?

          23        A    That's correct.

          24        Q    Including the Rules of Conduct; correct?

          25        A    Correct.
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           1        Q    And if you fill out the application online

           2   and the kit is mailed to you subsequently?  You are

           3   not seeing the Rules of Conducts until the kit is

           4   mailed to you; is that correct?

           5             MR. DROOKS:  That calls -- form.  Objection

           6   as to form.

           7             MR. MARK:  Very good.  Thank you.

           8        Q    You can answer.

           9        A    The distributor has the opportunity to read

          10   the rules when they are signing up online.

          11        Q    How does that work?

          12        A    Through a link.

          13        Q    So walk me through that.

          14             So you had this application online; right?

          15        A    Yes.

          16        Q    And you are filling it out.  How do you then

          17   see the Rules of Conduct?

          18        A    So the distributor acknowledges by signing

          19   this application that they have reviewed or will

          20   review the Rules of Conduct, which are provided online

          21   through a link.

          22        Q    Where does it say that?

          23        A    Okay.  I believe that is cited in

          24   Clause 3(d) and also in Clause 4.

          25             Cause 3(d) states:
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           1             "I am aware that the only required

           2             purchase to become, succeed or

           3             advance as an Herbalife independent

           4             distributor is the mini

           5             International business pack.  The

           6             mini IBP is a basic package

           7             containing only explanatory

           8             materials, forms and product sample

           9             packages."

          10        Q    I'm sorry, what provision are you in?

          11        A    I am in 3 and D.  3(d).

          12        Q    Can I see the document that you are looking

          13   at, please?

          14        A    Of course.

          15        Q    Oh, okay.  So I am actually looking at

          16   Ms. Rodgers' application.

          17        A    Oh, I'm sorry.

          18        Q    So let's look at that one; okay?

          19        A    Okay.

          20        Q    And Exhibit 7; right?

          21        A    Yes.

          22        Q    Is it your understanding that provision is

          23   in there, as well, Exhibit 7?

          24        A    Yes.

          25        Q    Okay.  Where is that?
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           1        A    That is in also Clause 3(d).

           2        Q    Okay.

           3        A    "So I am aware" -- do you want me to --

           4        Q    I'm sorry, I just don't -- oh, Clause 3.

           5             Okay.  I am on 3.  I got it.

           6        A    And letter D.

           7        Q    Mine just says 3.

           8        A    Well, we have 3 and then we have got an A,

           9   B, C, D.

          10        Q    Can I just make sure we are looking at the

          11   same document?

          12        A    Um-hmm.  Of course.

          13        Q    Okay.  Okay.  So 3, yup, "I am aware."  Got

          14   it.

          15        A    Okay.

          16             And the Clause D says:  "I will

          17             review the statement of average

          18             gross compensation of U.S.

          19             supervisors and policy statements

          20             on business methods, both of which

          21             are contained in the mini IBP and

          22             the IBP, and which are available on

          23             myherbalife.com or upon request

          24             from my sponsor or Herbalife's

          25             Distributor Relations Department."
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           1        Q    Okay.  But -- I'm sorry.

           2        A    Clause 4, just to continue.

           3        Q    Yes, please.

           4        A    "The Herbalife International

           5             Business pack contains, among other

           6             things:  The Rules of conduct and

           7             distributor policies, the sales and

           8             marketing plan; ordering procedures

           9             and sample forms.  Those documents

          10             and such other rules and policies

          11             as Herbalife has published or in

          12             the future may publish together

          13             with such modifications and

          14             amendments as Herbalife shall make,

          15             from time to time, in its sole and

          16             absolute discretion, collectively

          17             the rules are each hereby

          18             incorporated into this agreement,

          19             each in their then most recently

          20             published form."

          21        Q    Okay.

          22        A    And, I'm sorry, I know that doesn't answer

          23   your question.  Let me find that.

          24        Q    Right.  Because I thought you said that

          25   there was a provision --
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           1             MR. DROOKS:  Let -- the witness is still

           2   answering the question.

           3   BY MR. MARK:

           4        Q    Okay.

           5        A    Oh, I found it.

           6        Q    Okay.  Good.

           7        A    It is Clause 3(a).

           8             "So I hereby represent, warrant,

           9             agree that upon my receipt of

          10             Herbalife's mini or full

          11             International business pack, I will

          12             thoroughly review the contents of

          13             the previously unopened pack."

          14        Q    I see.  Okay.  And within that pack includes

          15   the Rules of Conduct?

          16        A    Exactly.

          17        Q    And earlier when you testified that you

          18   understood there was a provision in this agreement

          19   that provides that the distributor will review the

          20   Rules of Conduct, that was the provision that you were

          21   referring to?

          22        A    That's correct.

          23        Q    Okay.  And am I correct that in some cases,

          24   the distributor doesn't have physically in his or her

          25   possession the Rules of Conduct at the time that they
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           1   sign this application?

           2        A    It depends on how you define "physically."

           3        Q    Okay.  How do you define it?

           4        A    If they are online submitting an

           5   application, they had access to the Rules of Conduct

           6   online; and also they are able to print them, if they

           7   wish.

           8        Q    Okay.  Does it say here how to access the

           9   Rules of Conduct online?

          10        A    I believe so.

          11        Q    Where is that?

          12        A    I believe your question is answered with

          13   No. 4 for technical requirements.

          14        Q    Okay.

          15        A    I will have to read it to see if it answers

          16   your question.

          17        Q    Sure.  Please read.

          18        A    "The technical requirements to access" --

          19        Q    If you want to read that out loud, you're

          20   welcome to; but you don't have to.

          21        A    Okay.  Let me read it to myself.

          22        Q    Sure.

          23        A    I don't see that in this version of the

          24   application.

          25        Q    Okay.  So how does a distributor access the
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           1   Rules of Conduct online as of June of 2010?

           2        A    On myherbalife.com.

           3        Q    Okay.  So after the distributor completes

           4   this application, what does it look like to -- how do

           5   you access the Rules of Conduct?

           6             I know it is obviously on myherbalife.com.

           7             This application is completed on

           8   myherbalife.com; right?

           9        A    Correct.

          10        Q    Okay.  So then how do you then get to the

          11   Rules of Conduct from this application?

          12        A    It is my understanding that we provide a

          13   link within the application.

          14        Q    Okay.  But there is no link within this

          15   application; is there, to the Rules of Conduct?

          16        A    Not that I can see on this printed version.

          17        Q    Okay.

          18        A    But that doesn't mean that there is not a

          19   link available.

          20        Q    Well, what is a link?  I mean, is it a

          21   hyperlink or is it a button?

          22             What does it look like, the link, if you

          23   know?

          24        A    I don't know.

          25        Q    Okay.  So you don't know whether -- you know
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           1   that the Rules of Conduct were available online as of

           2   June, 2010; correct?

           3        A    Correct.

           4        Q    But you don't know exactly how it is that a

           5   distributor can access those Rules of Conduct from

           6   this application?

           7        A    My understanding is that they are provided

           8   with a link and that they click that link, which

           9   carries them to the Rules of Conduct.

          10        Q    Okay.  But that link is nowhere to be seen

          11   on Exhibit 7; correct?

          12        A    I don't see that link in Exhibit 7.

          13        Q    And nor is it on Exhibit 8; correct?

          14        A    Correct, nor is it on Exhibit 7.

          15        Q    Okay.  And on --

          16        A    I'm sorry, Exhibit 8.

          17        Q    Thank you.

          18             And on both Exhibits 7 and 8, there is a

          19   place for a signature on the first page; correct?

          20        A    Correct.

          21        Q    And then how is it, then, the applicant gets

          22   to the agreement of distributorship itself when you

          23   are looking at it online?

          24             Is it literally just a screen that you

          25   scroll down and you see the agreement of
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           1   distributorship, and then you see the next page of the

           2   agreement of distributorship; is that how it looks?

           3        A    I believe so.

           4        Q    Okay.  And once the applicant signs

           5   electronically the first page of this document that

           6   has been marked as Exhibit 7, is there anything else

           7   that the applicant has to do to submit her application

           8   for distributorship?

           9        A    No.

          10        Q    Now, on the third page of Exhibit 7, there

          11   is a provision that says:

          12             "Herbalife electronic disclosure

          13             agreement and online distributor

          14             application and agreement."

          15             Do you see that?

          16        A    Yes.

          17        Q    Okay.

          18             And it says, "By clicking, I agree

          19             below," et cetera, et cetera.

          20             Do you see that?

          21        A    Yes.

          22        Q    Is there a -- is there a button on the

          23   bottom of this that normally appears that says, "I

          24   agree"?

          25        A    I am not sure where the button is located,
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           1   but where the distributor signs on page 1.

           2        Q    Yes.

           3        A    "By executing the application,

           4             The distributor acknowledges that

           5             he/she has reviewed the terms and

           6             conditions on the reverse side of

           7             the application and agrees to be

           8             bound by them."

           9        Q    Right.  So -- and I appreciate that, but

          10   what I am wondering is are you aware of any kind of --

          11   it says, "By clicking, I agree below."

          12             I am wondering if there is a button that the

          13   distributor clicks or the applicant clicks, which then

          14   submits the application to Herbalife electronically,

          15   if you know?

          16        A    I don't know if it is a button or a link.  I

          17   don't know what it looks like online.

          18        Q    But is there some kind of a submit button or

          19   an okay button?

          20        A    There is something, yes.

          21        Q    Okay.  And that is not on the first page of

          22   the application; that is at the end of the application

          23   after the electronic disclosure agreement?

          24        A    I wouldn't know.

          25        Q    Okay.
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           1             And this statement:  "By executing

           2             the application, distributor

           3             acknowledges that he/she has

           4             reviewed the terms and conditions

           5             on the reverse side of the

           6             application."

           7             There is no reverse side of this

           8   application; is there?

           9        A    You're correct.

          10        Q    And is it your position that they are bound

          11   by the terms -- by the Rules of Conduct that are in

          12   effect at the time that they signed the application?

          13             MR. DROOKS:  Yeah, that is a contention

          14   interrogatory.  That is a contention question.  The

          15   witness is not a PMQ.

          16             I will instruct her not to answer.

          17             MR. MARK:  Okay.

          18             MR. DROOKS:  You can ask her her

          19   understanding.

          20   BY MR. MARK:

          21        Q    Is it your understanding that at the time

          22   that they signed this application, they are bound by

          23   the Rules of Conduct in effect as of the date that

          24   they signed the application?

          25        A    As of the date we accept their application,
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           1   they are bound by the rules that -- yes, the current

           2   rules that are -- that are published.

           3             And one of our rules stipulates that the

           4   distributor should stay informed of our current

           5   policies and will abide and comply with our rules and

           6   the law.

           7        Q    And that is Rule 8(c); is that correct?

           8        A    A portion of 8(c), yes.

           9        Q    But is that the rule you were referring to,

          10   the portion of 8(c)?

          11        A    One of the rules, yes.

          12        Q    Is there another rule besides 8(c) that

          13   provides that?

          14        A    There is one rule, 8(c), which stipulates:

          15             "The distributor should stay

          16             informed of our current rules and

          17             abide by them."

          18             And then there is another rule that states:

          19             "Distributors must comply with our

          20             rules and the law."

          21        Q    What rule is that?

          22        A    I'm sorry, I don't recall the number.

          23        Q    Okay.  Is Rule 8(c) in the current version

          24   of the Rules of Conduct?

          25        A    I believe that language or similar language
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           1   is in the current Rules of Conduct, but it is not

           2   entitled 8(c).

           3        Q    Okay.  We will get to that later.  Okay?

           4        A    Um-hmm.

           5        Q    Looking at what has been marked as

           6   Exhibits 10 and 11, that's Mr. Pyle and Ms. Lavigne;

           7   right?

           8        A    Yes, that's correct.

           9        Q    Is there any kind of click to agree in this

          10   application?

          11        A    It's not visible to me on this printout, but

          12   it's visible -- something is visible to the applicant

          13   on the screen.

          14        Q    Okay.  So let's go through it.

          15             So 10 and 11, those are the same -- those

          16   are the same versions of the distributorship

          17   application; right?  They are both Version 43, it

          18   looks like, in English?

          19        A    Yes, that's correct.

          20        Q    Okay.  So let's just look at Mr. Pyle's

          21   Exhibit 10.  Then I will assume that your answers

          22   apply to Exhibit 11; okay?

          23        A    Okay.

          24        Q    If they don't, just let me know.

          25             So on the first page, there is a place for
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           1   the applicant's signature; correct?

           2        A    That's correct.

           3        Q    Okay.  And that is an electronic signature,

           4   they type in their name; right?

           5        A    Correct.

           6        Q    Now, on the second page of the application

           7   where it states, "Gold Standard Guarantees," there are

           8   a number of provisions that say, "I have read and

           9   understood this message."

          10             Do you see that?

          11        A    Correct.

          12        Q    Are there little boxes to check next to each

          13   of those statements?

          14        A    That's correct.

          15        Q    Okay.  Are they actually check boxes or do

          16   you click, "I have read and understood"; I have read

          17   and understood"?

          18        A    I -- I don't recall.

          19        Q    Okay.  And then the next page is a Statement

          20   of Average Gross Compensation paid by Herbalife to

          21   U.S. members in 2013; right?

          22        A    Yes.

          23        Q    Is there any kind of click to agree or I

          24   understand with respect to that statement?

          25        A    Yes.
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           1        Q    Where is that?

           2        A    That's No. 6 on the previous page, the Gold

           3   Standard Guarantees.

           4        Q    Okay.  Where does it say that -- oh, it

           5   says, I understand -- I see.  I understand.  Okay.

           6        A    Correct.  Um-hmm.

           7        Q    I see.  So that check next to No. 6 applies

           8   to the Statement of Average Gross Compensation on the

           9   next page?

          10        A    Correct.

          11        Q    And then it states, after No. 6:

          12             "To see all of your rights and

          13             obligations as an Herbalife member,

          14             please review Herbalife's Rules of

          15             Conduct in your member pack or

          16             visit myherbalife.com."

          17             Did I read that correctly?

          18        A    Yes.

          19        Q    And there is an actual hyperlink to

          20   myherbalife.com; correct?

          21        A    Correct.

          22        Q    Is there a link to the Herbalife Rules of

          23   Conduct?

          24        A    Directly to the Rules of Conduct?

          25        Q    Yes.
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           1        A    I don't know.

           2        Q    Okay.  Well, how --

           3        A    I believe this routes directly to the Rules

           4   of Conduct.

           5        Q    You believe that the hyperlink that says

           6   "myherbalife.com" actually links directly to the Rules

           7   of Conduct?

           8        A    I believe so.

           9        Q    Okay.  Are you certain about that or are you

          10   speculating?

          11             MR. DROOKS:  Form.

          12   BY MR. MARK:

          13        Q    You can answer.

          14        A    I am not certain technically how it works,

          15   but I do know that we provide a PDF specifically of

          16   the Rules of Conduct, which is linked directly to this

          17   application.

          18             And so it is my understanding that this link

          19   will take the user directly to the rules document.

          20        Q    Okay.  And if you look at the page, the next

          21   page that begins with, "A membership," do you see

          22   that?  It is in two pages.

          23        A    Yes.

          24        Q    Is there any place as you go through the

          25   next eight or nine pages of this document where you --
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           1   where it says, click to agree or accept or anything

           2   like that, as we have seen on the previous three

           3   pages?

           4        A    I believe that there is near D, Electronic

           5   Disclosures.

           6        Q    Okay.  So you are on page 749 of 771; right?

           7   Where it says, "Electronic disclosures"?

           8        A    Yes, correct.

           9        Q    Okay.  So you think that somewhere on D --

          10   on that section D, there is a button to click?

          11        A    To the best of my recollection, yes.

          12        Q    And where is that button?

          13        A    Well, it's not showing on this printout.

          14        Q    Right.

          15        A    But the person sees it on the screen.

          16        Q    And it would be after paragraph 1, "Consent

          17   to Electronic Disclosures"?

          18        A    I would be guessing if I told you where it

          19   was located.

          20        Q    Okay.  So you think that there is a button

          21   somewhere on this page, you're not sure where?

          22        A    Correct.

          23        Q    And prior to Herbalife accepting the

          24   application, are they required to consent to

          25   Electronic Disclosures?
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           1             MR. DROOKS:  By "they," you mean --

           2   BY MR. MARK:

           3        Q    Prior to Herbalife accepting this

           4   application, is the applicant required to consent to

           5   the Electronic Disclosures?

           6        A    I don't know the answer to that question.

           7        Q    Prior to Herbalife accepting this

           8   application, is it required that the applicant click

           9   each of the options on the second page of this

          10   document that states, "I have read and understood this

          11   message"?

          12        A    That's correct.

          13        Q    But you're not aware of any other point on

          14   this application that is required for the applicant to

          15   click in order to submit the application to Herbalife

          16   other than on the first two pages; is that correct?

          17        A    Correct.

          18        Q    Let's look at your declaration.

          19   Paragraph 6, it states:

          20             "Herbalife distributor Rules of

          21             Conduct, defined as rules, together

          22             with the distributor agreement,

          23             among other documents, provide the

          24             terms and conditions under which a

          25             distributor must operate his or her
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           1             Herbalife distributorship."

           2             Did I read that correctly?

           3        A    Yes.

           4        Q    So is it your understanding that

           5   distributors are bound by the provisions of the Rules

           6   of Conduct?

           7        A    Yes.

           8        Q    And it is by the provisions of the Rules of

           9   Conduct in effect at that -- at the moment; correct?

          10        A    Yes.

          11        Q    And going back to Ms. Rodgers' application,

          12   let's look at paragraph 4, which you read before

          13   talking about the documents that are incorporated; --

          14        A    Yes.

          15        Q    -- right?

          16             Okay.  So -- so tell me, please, which

          17   documents are incorporated into an application for

          18   distributorship?

          19             MR. CATLETT:  Form and foundation.

          20             THE WITNESS:  Any policy document that

          21   Herbalife publishes is incorporated.

          22   BY MR. MARK:

          23        Q    And how does Herbalife publish these policy

          24   documents?

          25        A    We have a number of different materials
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           1   which could be our -- before our rule book, Rules of

           2   Conduct.  It could be on the membership application.

           3   It could be in any other agreement that we require our

           4   distributors to sign.  It could be in an announcement

           5   that we have made to our members about a policy.

           6        Q    An announcement, an oral announcement or a

           7   written announcement?

           8        A    The announcements would -- do take place

           9   orally and -- and written.

          10        Q    Okay.  And are all of these announcements

          11   available on myherbalife.com?

          12        A    Yes.

          13        Q    Okay.  Are all of the policies that bind --

          14   let me try that again.

          15             All policies to which distributors are bound

          16   are found on myherbalife.com?

          17             MR. DROOKS:  Objection as to form.  Legal

          18   conclusion.

          19   BY MR. MARK:

          20        Q    You can answer.

          21        A    I would say, yes.

          22        Q    So we talked about the Rules of Conduct,

          23   that is Book 4; is that how you --

          24        A    Yes.

          25        Q    Okay.  What are distributor policies?  What
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           1   is that?

           2        A    Distributor policies are the rules and the

           3   clauses on our membership application, clauses on

           4   other forms, information included in announcements.

           5        Q    Anything else that you think fall into

           6   distributor policies?

           7        A    Not that I can think of.

           8        Q    Okay.  And the sales and marketing plan,

           9   what is that?

          10        A    The sales and marketing plan describes the

          11   business model.

          12        Q    And is that also incorporated into each of

          13   the applications?

          14        A    Yes.

          15        Q    Ordering procedures?

          16        A    Yes.

          17        Q    What is that?

          18        A    Ordering procedures provides members with

          19   information as to how to place an order, what time

          20   frames to place an order.  General information, fax

          21   numbers, phone numbers, warehouse information.

          22        Q    And those are also incorporated into the

          23   applications?

          24        A    Yes.

          25        Q    And those are part of the documents that
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           1   form the agreement between Herbalife and an applicant?

           2        A    Correct.

           3             MR. DROOKS:  Form.

           4   BY MR. MARK:

           5        Q    And sample forms, what is that?  What are

           6   sample forms?

           7        A    There is a section in the book that includes

           8   a sample of the various forms.

           9        Q    The various --

          10        A    For reference and sometimes some of the

          11   forms that a distributor can photocopy it in order to

          12   use it.

          13        Q    And are those sample forms part of the

          14   documents that are incorporated into this agreement of

          15   distributorship?

          16             MR. DROOKS:  Form.

          17             THE WITNESS:  Correct.

          18   BY MR. MARK:

          19        Q    And are those documents the terms and

          20   conditions under which a distributor must operate his

          21   or her Herbalife distributorship?

          22             MR. DROOKS:  Form.

          23             THE WITNESS:  Correct.

          24   BY MR. MARK:

          25        Q    Well, that is what you stated in your
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           1   declaration; correct?

           2             In paragraph 6 in your declaration you state

           3   that:

           4             "Herbalife's Rules of Conduct,

           5             together with a distributor

           6             agreement, among other documents,

           7             provide the terms and conditions

           8             under which a distributor must

           9             operate his or her Herbalife

          10             distributorship"; correct?

          11        A    That's correct.

          12        Q    Okay.  So I want to just make sure I

          13   understand the universe of documents that comprise

          14   those terms and conditions under which a distributor

          15   must operate his or her Herbalife distributorship;

          16   okay?

          17        A    Yes.

          18        Q    Okay.  So those documents include the Rules

          19   of Conduct; correct?

          20        A    Correct.

          21        Q    The distributor policies?

          22        A    Correct.

          23        Q    The sales and marketing plan?

          24        A    Correct.

          25        Q    The ordering procedures?
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           1        A    Correct.

           2        Q    The sample forms?

           3        A    Correct.

           4        Q    And then other rules and policies --

           5        A    Correct.

           6        Q    -- that are available on myherbalife.com?

           7        A    Correct.

           8        Q    Okay.  As you sit here today, are there any

           9   other -- are there any other terms and conditions

          10   under which a distributor must operate his or her

          11   Herbalife distributorship, other than those that I

          12   just listed?

          13             MR. DROOKS:  Form.

          14   BY MR. MARK:

          15        Q    That you are aware of?

          16        A    No.

          17        Q    And each of those documents are incorporated

          18   into these applications in their most recently

          19   published form; is that correct?

          20             MR. DROOKS:  Form.

          21             THE WITNESS:  Can you repeat that?

          22   BY MR. MARK:

          23        Q    Yeah.

          24             Each of those agreements are incorporated

          25   into these applications in their most recently



                                                                          74
�




           1   published form?

           2             MR. DROOKS:  Form.

           3             THE WITNESS:  Yes.

           4   BY MR. MARK:

           5        Q    Now, later in these applications, it

           6   states -- and if you look at Ms. Rodgers' application,

           7   for example --

           8             MR. DROOKS:  Yeah, that is compound.  It's a

           9   different --

          10   BY MR. MARK:

          11        Q    If you look at Ms. Rodgers' application --

          12        A    Um-hmm.

          13        Q    -- Exhibit 7?

          14        A    Yes, third page.

          15        Q    Okay.  If you look at the third page, you

          16   will see paragraph 12(b).

          17             Do you see that paragraph?

          18        A    Yes.

          19        Q    And it states:

          20             "This agreement, including

          21             documents incorporated herein in

          22             their then published form."

          23             Do you see that?

          24             MR. DROOKS:  Can I have an exhibit number on

          25   that, so we can follow along?
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           1             MR. MARK:  7.

           2             MR. DROOKS:  7.

           3   BY MR. MARK:

           4        Q    Do you see the "then published form"?  Do

           5   you see that?

           6        A    I'm sorry, where were we?

           7        Q    12(b).

           8        A    Oh, yeah.  12(b), yes.

           9        Q    What does "in their then published form"

          10   mean?

          11             MR. CATLETT:  Form and foundation.

          12             MR. DROOKS:  Form.  Foundation.

          13             THE WITNESS:  To my understanding?

          14   BY MR. MARK:

          15        Q    If you know what that means, yeah.

          16        A    My understanding is the current form at that

          17   time.

          18        Q    At the time that this application is signed?

          19             MR. CATLETT:  Same objections.

          20             MR. DROOKS:  Same objections.  Form.

          21             THE WITNESS:  No.

          22   BY MR. MARK:

          23        Q    So what does it mean?

          24        A    The most current, whatever is the most

          25   current at any date in time.
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           1        Q    Okay.  So when it states, "including

           2   documents incorporated herein in their then published

           3   form," that, to you, means the same thing as "the most

           4   recently published form"; is that correct?

           5        A    No.

           6        Q    They mean different things?

           7        A    My understanding is that this refers to the

           8   document's most recently published form.  So at any

           9   given date in time, whatever the current form of that

          10   particular document is, is what this is applying to.

          11   That's my understanding.

          12        Q    So "then published form," to you, means the

          13   same thing as "most recently published form"?

          14             I am not trying to trick you.  I am just

          15   trying to understand because there is two different --

          16   the language is different in two different parts of

          17   the application.

          18             I am trying to understand if it is intended

          19   to mean the same thing or if they mean two different

          20   things.

          21             MR. DROOKS:  It's argumentative.

          22             THE WITNESS:  I think "most recently

          23   published form" can also mean the same as "in their

          24   then published form."

          25
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           1   BY MR. MARK:

           2        Q    Okay.

           3        A    My understanding of both terminologies is

           4   that the distributor is bound by whatever, at any

           5   given date and time, whatever the rules are at that

           6   time.

           7        Q    And it is your understanding that "then

           8   published form" means the same thing as "most recently

           9   published form"?

          10        A    I don't know how to better describe my

          11   answer than to say this includes future versions of

          12   the language.

          13        Q    So "then published form" includes future

          14   versions of the documents?

          15        A    Yes.

          16        Q    Those categories of documents that we talked

          17   about that were incorporated by reference into these

          18   agreements, are they the same for each application?

          19             Are there categories of documents that are

          20   incorporated into certain applications, but not other

          21   applications?

          22        A    No.

          23        Q    It's the same?

          24        A    (Witness nods head.)

          25        Q    "Yes"?
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           1        A    Yes.

           2        Q    Okay.  You talked about the myherbalife.com

           3   website in your affidavit in paragraph 7.

           4             Do you see that?

           5        A    I see paragraph 7.

           6        Q    In your declaration?

           7             "Yes"?

           8        A    (Witness nods head.)

           9        Q    And you see there is a footnote; right,

          10   which talks about myherbalife.com?

          11        A    Yes.

          12        Q    Can you tell me a little bit about

          13   myherbalife.com.  I know, obviously, it is a website,

          14   but what is it for?  And what is the purpose of

          15   myherbalife.com?

          16             MR. DROOKS:  Form.  Compound.

          17   BY MR. MARK:

          18        Q    What is the purpose of myherbalife.com?

          19        A    Myherbalife.com is a tool for distributors

          20   to use.

          21        Q    Anything else?

          22        A    It includes the Rules of Conduct.  It

          23   includes areas on the site where the distributor can

          24   track their progress, see how many volume points they

          25   have, look at their royalties; and their earnings; and
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           1   other information for distributors to use in order to

           2   build their business.

           3        Q    Is it an important tool for a distributor?

           4             MR. CATLETT:  Form.

           5             MR. DROOKS:  Speculative.  Form.

           6   BY MR. MARK:

           7        Q    You can answer.

           8        A    I would say yes.

           9        Q    Can you participate in the Herbalife

          10   business opportunity without using the website?

          11        A    If you sign up online, no.

          12        Q    And it is your con -- well, is it your

          13   understanding that you are actually required to stay

          14   apprised of the myherbalife.com website, that is one

          15   of the requirements to be a distributor?

          16        A    I would rephrase that a little bit to say,

          17   it's my understanding that the distributor has to stay

          18   apprised of the Rules of Conduct.

          19        Q    And the Rules of Conduct are only available

          20   in their current form through myherbalife.com; is that

          21   correct?

          22             MR. CATLETT:  Form.

          23             THE WITNESS:  Can you rephrase that?

          24   BY MR. MARK:

          25        Q    You -- you said that Herbalife -- that
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           1   distributors are required to stay apprised of the

           2   updated versions of the Rules of Conduct through

           3   myherbalife.com; right?

           4        A    Yes.

           5        Q    Is there any other obligation, in your mind,

           6   for distributors to go to myherbalife.com?

           7        A    Obligation, no.

           8        Q    Okay.  After Ms. Rodgers signed her

           9   application, and after Ms. Loken signed her

          10   application, the Rules of Conduct were amended;

          11   correct?

          12        A    Yes.

          13        Q    And they were amended to include an

          14   arbitration provision; correct, among other things?

          15        A    I believe the amendment occurred prior to

          16   the date they signed their application.

          17        Q    The --

          18        A    Oh, I beg your pardon.  You're correct.

          19   After they signed their application, they were

          20   amended.

          21             MR. MARK:  I will hand you a document that I

          22   will mark as Exhibit 12.

          23             (Exhibit 12 marked.)

          24             MR. DROOKS:  Is that somewhere that --

          25             MR. MARK:  Yes.  I am going to tell you



                                                                          81
�




           1   where it is.

           2        Q    Well, can you identify this document?

           3             MR. DROOKS:  I would really like to have a

           4   copy of it before we start questioning the witness

           5   about it.

           6             MR. MARK:  Sure.  Here.

           7        Q    Can you identify it?

           8        A    This is an announcement provided by the

           9   company.

          10        Q    What is the date of the announcement?

          11        A    I don't see a date here.

          12        Q    If you look at your declaration,

          13   paragraph 7, the second part of that, let me give you

          14   this -- the second part of that states:

          15             "On February 13, 2014, Herbalife

          16             also sent a notification to all

          17             distributors of the recent changes

          18             to the rules, including the

          19             addition of the arbitration

          20             provision.  A complete and

          21             authentic copy of that notice is

          22             attached hereto as Exhibit B."

          23             Do you see that?

          24        A    Yes, I do.

          25        Q    Okay.
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           1             MR. MARK:  So I am going to hand you a

           2   document that we will mark as the next exhibit.

           3             THE REPORTER:  13.

           4             MR. MARK:  13.

           5             (Exhibit 13 marked.)

           6             THE WITNESS:  Thank you.

           7   BY MR. MARK:

           8        Q    So I will represent to you that Exhibits 12

           9   and 13 that I have handed you together comprise

          10   Exhibit B to your declaration; okay?

          11        A    Yes.

          12        Q    And if you look at Exhibit 13, is it your

          13   understanding that the advisory dated February 13,

          14   2014, was part of Exhibit 12?

          15        A    Yes, that's correct.

          16        Q    Okay.  And it is your -- is it your

          17   understanding that this amendment applied to those

          18   existing distributors?

          19        A    Yes, to all distributors.

          20        Q    Including those that predated the date of

          21   this amendment; correct?

          22        A    Yes, that's correct.

          23        Q    Okay.  And that is because Herbalife retains

          24   the right to change the terms of its agreement with

          25   its distributors by amending the Rules of Conduct?
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           1        A    That's correct.

           2             MR. DROOKS:  Objection as to form.

           3   BY MR. MARK:

           4        Q    Can Herbalife make these changes at any

           5   time?

           6        A    Yes.

           7             MR. DROOKS:  Objection to form.

           8             MR. MARK:  "Yes"?

           9             THE WITNESS:  Yes.

          10             MR. DROOKS:  Legal conclusion.

          11   BY MR. MARK:

          12        Q    Are there any restrictions, to your

          13   knowledge, on Herbalife's ability to make these

          14   changes to the documents?

          15             MR. DROOKS:  Objection as to form.

          16   BY MR. MARK:

          17        Q    You can answer.

          18        A    Can you rephrase the question?

          19        Q    Are there any restrictions, to your

          20   knowledge, on Herbalife's ability to make these

          21   amendments?

          22        A    These amendments?

          23        Q    Yeah, any amendments.

          24             MR. DROOKS:  Objection as to form.

          25             MR. CATLETT:  And foundation.
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           1   BY MR. MARK:

           2        Q    You testified that Herbalife can amend the

           3   documents at any time; correct?

           4        A    Um-hmm.  Yes.

           5        Q    Okay.  And it can do so -- are there any

           6   restrictions on its ability to do so, to your

           7   knowledge?

           8        A    Yes.

           9        Q    And what are those restrictions?

          10        A    We are bound by an agreement that we made

          11   with our distributors that we will not make changes to

          12   our sales and marketing plan in any way that will

          13   be -- impact the way that -- that their -- that they

          14   have been able to earn with our marketing -- sales and

          15   marketing plan.

          16        Q    Okay.  So there is a restriction on

          17   Herbalife's ability to amend its sales and marketing

          18   plan; is that correct?

          19             MR. DROOKS:  Calls for -- form.

          20             THE WITNESS:  Let me say there is parameters

          21   as to how we make certain changes to our sales and

          22   marketing plan.

          23   BY MR. MARK:

          24        Q    Okay.  Are there any parameters as to

          25   Herbalife's ability to amend the Rules of Conduct, to
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           1   your knowledge?

           2        A    No.

           3        Q    And when are the changes -- well, let's

           4   start with this one, Exhibit 12.

           5             When do these changes become effective?  In

           6   other words, when do they first apply to the

           7   distributors?

           8             MR. CATLETT:  Form and foundation.

           9             THE WITNESS:  Upon publication.

          10   BY MR. MARK:

          11        Q    Okay.  And when were these amendments

          12   published?

          13        A    Well, it states in this advisory that these

          14   rules became available in our warehouses and could be

          15   accessed online --

          16        Q    You are looking at Exhibit --

          17        A    -- around --

          18        Q    -- 13 --

          19        A    -- February 13th of 2014.

          20        Q    Okay.  So you are looking at Exhibit 13; is

          21   that correct?

          22        A    Correct.

          23        Q    So -- so the changes that are reflected in

          24   Exhibit 13 first became effective on February 13,

          25   2014?
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           1        A    No.

           2        Q    Okay.  When did they first become effective?

           3        A    When we published them --

           4        Q    And when did you --

           5        A    -- online, which was, I believe, in advance

           6   of this advisory being published.

           7        Q    And when was -- when was that?

           8        A    So let me see, I believe it was in October

           9   of 2013.

          10        Q    And what forms the basis of that

          11   understanding?

          12        A    I just recall that in reviewing materials in

          13   preparation for my declaration.

          14        Q    Okay.  So -- and if you look in your

          15   declaration, you see in paragraph 7 it states:

          16             "This version of the rules and the

          17             arbitration provision were readily

          18             available to distributors online

          19             through myherbalife.com on

          20             October 28, 2013."

          21        A    Correct.

          22        Q    Okay.  So it is your understanding that --

          23   that these amendments that are reflected in

          24   Exhibit 13, first became effective on October 28,

          25   2013, when they were published on the Herbalife
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           1   website?

           2        A    That's correct.

           3        Q    And that is myherbalife.com; right?

           4        A    Yes.

           5        Q    Was there any notification to distributors

           6   at that time that the rules were changing?

           7        A    Not -- that I can recall.

           8        Q    Exhibit 12 is the first notification of --

           9   to distributors of this change; correct?

          10        A    It is possible that we may have made a

          11   verbal announcement to our distributor leadership in

          12   advance of the advisory being published.  So a verbal

          13   announcement is very possible in advance of the

          14   October date.

          15        Q    And you said "distributor leadership"; is

          16   that what you said?

          17        A    Yes.

          18        Q    Who is that?

          19        A    So our President Team members.

          20        Q    Okay.  Other than -- other than the

          21   potential announcement to President Team members, are

          22   you aware of any other announcement of these

          23   amendments to the distributorship relationship prior

          24   to February 13, 2014?

          25        A    No.
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           1        Q    And is it your -- do you believe that when

           2   these new rules were first posted on the website in

           3   October of 2013, that those replaced the earlier

           4   versions of the Rules of Conduct?

           5        A    Yes.

           6        Q    Do you know why it took four months between

           7   the posting of the rules in October of 2013 and the

           8   February 13, 2014 announcement?

           9        A    As I recall, we were making quite a few

          10   changes at that time, and rather than sending several

          11   different announcements within that period of months,

          12   I believe we waited to complete our full nomenclature

          13   changes before publishing this advisory.

          14        Q    Okay.  And this amendment, which you state

          15   became effective in October of 2013, this is the

          16   first -- this amendment added an arbitration

          17   provision; correct?

          18        A    Yes.

          19        Q    And this also added the jury trial waiver

          20   provision; correct?

          21        A    Yes.

          22        Q    And this also added the class action waiver

          23   provision; correct?

          24        A    Yes.

          25        Q    And until this change occurred in October of
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           1   2013, there were no such restrictions in the

           2   distributor agreement at the time; correct?

           3        A    Can you ask one more time?

           4             MR. MARK:  Can you read it back?

           5             (Record read.)

           6             MR. CATLETT:  Object to form.

           7             THE WITNESS:  We may have had arbitration

           8   provision years before and I am not certain.  I don't

           9   want to --

          10   BY MR. MARK:

          11        Q    Well, we saw the arbitration provision, in

          12   fact, in earlier --

          13             MR. DROOKS:  Let the witness finish her

          14   answer.

          15   BY MR. MARK:

          16        Q    Okay.  Go ahead.

          17        A    Before 2013, we may have had an arbitration

          18   provision in our membership application.

          19        Q    Well -- are you done with your answer?

          20        A    Yes.

          21        Q    Okay.  Now, in 2008, we saw Mr. Valdez -- we

          22   saw in Mr. Valdez's agreement, which was signed in

          23   2008, there was an arbitration provision; correct?

          24        A    Yes.

          25        Q    Is that what you are thinking about?
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           1        A    Yes.  Thank you for reminding me.

           2        Q    Sure.

           3             And then subsequent to that, though, the

           4   arbitration provision was removed; correct?

           5        A    Yes.

           6        Q    And then it was added again in 2013;

           7   correct?

           8        A    Correct.

           9        Q    But at the time that it was added in October

          10   of 2013, there was no arbitration agreement in effect;

          11   correct?

          12        A    Correct.

          13        Q    Okay.  And I -- and there was no jury trial

          14   waiver in effect; correct?

          15        A    Correct.

          16        Q    And there was no class action waiver in

          17   effect; correct?

          18        A    Correct.

          19        Q    And you stated that that change became

          20   effective to all distributors in October of 2013;

          21   correct?

          22        A    Correct.

          23        Q    So what was the purpose of this

          24   notification?

          25             MR. DROOKS:  Objection as to form.
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           1   BY MR. MARK:

           2        Q    Exhibit 13?

           3        A    The purpose of the notification is to make

           4   distributors aware that we made changes in our Book 4.

           5        Q    How would distributors -- is there any way

           6   for distributors to know that there was a change to

           7   the Rules of Conduct prior to this February 13, 2014

           8   announcement?

           9        A    Verbal announcement to our leadership.

          10        Q    Other than that?

          11        A    No.

          12        Q    Does Herbalife expect the distributors to go

          13   onto myherbalife.com and look at the Rules of Conduct

          14   on a regular basis to see if they have been updated?

          15        A    Yes.

          16             MR. DROOKS:  Speculation.

          17   BY MR. MARK:

          18        Q    "Yes"?

          19        A    Yes.

          20        Q    And that is without -- regardless of whether

          21   or not there is a notice to do so?

          22        A    Well, the membership application has a

          23   clause that -- that indicates members should go online

          24   to stay apprised of -- of the rules, the most current

          25   rules.
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           1        Q    And how often are distributors to do that?

           2             MR. DROOKS:  Objection as to form.  Lacks

           3   foundation.

           4             THE WITNESS:  I suppose a time frame would

           5   depend on each distributor and how they conduct their

           6   business.

           7   BY MR. MARK:

           8        Q    How -- how -- I don't understand.

           9             Why would it depend on how the distributor

          10   conducts its business?

          11        A    Some distributors maybe are online more

          12   often than others.

          13        Q    So the obligation to go online to review the

          14   Rules of Conduct depends on the distributor?

          15             MR. DROOKS:  Objection as to form.

          16             THE WITNESS:  I didn't --

          17             MR. DROOKS:  Lacks foundation.  Legal

          18   conclusion.

          19             THE WITNESS:  Yeah, the distributor is

          20   obligated to stay apprised of the most current rules.

          21   BY MR. MARK:

          22        Q    But how does a distributor do that?

          23             MR. DROOKS:  Calls for speculation.

          24             THE WITNESS:  They go on myherbalife.com or

          25   their sponsor or through trainings that occur in the
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           1   field or through our events that also include

           2   training.

           3   BY MR. MARK:

           4        Q    And that's -- is there a certain amount of

           5   times that a distributor is required to do that?

           6        A    No.

           7             MR. MARK:  I will hand you a document that

           8   we will mark as the next exhibit.

           9             THE REPORTER:  14.

          10             MR. MARK:  Thank you.

          11        Q    Actually, I'm sorry, before we do that,

          12   let's look at Exhibit 12 for a moment.

          13             This is the E-mail announcement; right?

          14        A    Yes.

          15        Q    And in order to obtain the actual summary of

          16   updates that is Exhibit 13, you have to click through

          17   to learn more; is that right?

          18        A    Yes, or a distributor could just be online.

          19   Obviously, they can get through it through this

          20   announcement by clicking the link, but a distributor

          21   could just be online and also get to this

          22   announcement.

          23        Q    Okay.  But right now, I am just talking

          24   about the announcement that is Exhibit 12.  Okay?

          25        A    Yes.
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           1        Q    This announcement, you receive this E-mail,

           2   all you are seeing is Exhibit 12 in the E-mail;

           3   correct?

           4        A    Correct.

           5        Q    Okay.  And in order to see the summary of

           6   updates, that is Exhibit 13, you have to click where

           7   it says, "Learn more"?

           8        A    Correct.

           9        Q    Okay.  Now, who is -- who is

          10   salvadorrod@herbalife.com?  It's at the bottom of

          11   Exhibit 12.

          12        A    He was an employee in charge of pushing

          13   these announcements out online.

          14        Q    Is he no longer with Herbalife?

          15        A    To my knowledge, he is no longer with the

          16   company.

          17        Q    Okay.  Is this E-mail announcement sent to

          18   all distributors?

          19        A    Yes.

          20        Q    And how -- is there any method of confirming

          21   that this was, in fact, sent to all distributors?

          22             MR. CATLETT:  Foundation.

          23   BY MR. MARK:

          24        Q    If you know?

          25        A    Yes, I believe so.
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           1        Q    How is that done?

           2        A    The system that we use to push these

           3   announcements out has reporting capabilities.

           4        Q    Is it like Constant Contact or something?

           5   Do you know what the system is called?

           6        A    I believe it is called ExactTarget.

           7        Q    ExactTarget.  Okay.

           8             So that system, then, pushes out these

           9   announcements and then it knows whether or not those

          10   announcements bounce back or not, for example?

          11        A    Yes.

          12        Q    And I assume that a certain percentage of

          13   them do, in fact, bounce back?

          14        A    I assume.

          15        Q    Yeah.  Is there any method by which

          16   Herbalife confirms that these announcements are, in

          17   fact, sent and received by all distributors?

          18        A    We have the capability to do so.

          19        Q    Does Herbalife do so?

          20        A    I don't know.

          21        Q    Okay.  And what about clicking through;

          22   right, where it says, "Learn more," for example?

          23        A    Uh-huh.

          24        Q    Is there a way to tell what percentage of

          25   people, for example, click through to learn more?
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           1        A    I don't know.

           2        Q    Is receipt of these announcements a

           3   condition to staying a distributor?

           4             MR. DROOKS:  Objection as to form.  Legal

           5   conclusion.

           6             THE WITNESS:  No.

           7   BY MR. MARK:

           8        Q    And, in fact, a distributor can unsubscribe

           9   from these announcements; right?

          10        A    Yes.

          11        Q    And do distributors unsubscribe from these

          12   announcements?

          13        A    I don't know.

          14        Q    In order to stay a distributor, do you have

          15   to stay subscribed to these announcements?

          16        A    No.

          17        Q    Is there anything on this notification that

          18   requires the recipient of these E-mails to acknowledge

          19   that they have received it?

          20        A    No.

          21        Q    And is there anything on this E-mail that

          22   allows a distributor to determine whether or not --

          23   that allows Herbalife, excuse me, to determine whether

          24   or not the E-mail went into spam or not?

          25        A    Well, I don't know.
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           1        Q    And there is nothing in this announcement

           2   that requires the recipient to acknowledge that they

           3   agree with the new Rules of Conduct; correct?

           4        A    Correct.

           5        Q    Are you aware of whether any distributors

           6   actually unsubscribed from these announcements?

           7        A    I don't know.

           8        Q    And regardless of whether or not any

           9   distributor receives this E-mail, they are still bound

          10   by the Rules of Conduct; correct?

          11        A    Correct.

          12             MR. DROOKS:  Legal conclusion.  Form.

          13   BY MR. MARK:

          14        Q    Is it your understanding that the Rules of

          15   Conduct still apply to distributors that do not

          16   receive these announcements?

          17        A    Correct.

          18             MR. MARK:  Okay.  I am going to hand you a

          19   document --

          20             MR. DROOKS:  Etan, at some point when you

          21   are at a stopping point, I would like to take a break.

          22             MR. MARK:  Sure.

          23             MR. DROOKS:  Can you do it now?  I don't

          24   want to interrupt, but I see you are moving on.

          25             MR. MARK:  That's fine.
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           1             (Recess.)

           2             MR. MARK:  I am going to hand the witness

           3   what has been marked as Exhibit 15.

           4             THE REPORTER:  14.

           5             MR. MARK:  14, I'm sorry.

           6             (Exhibit 14 marked.)

           7   BY MR. MARK:

           8        Q    Can you identify this document for me?

           9        A    Yes.  This is Book 4, which includes the

          10   Rules of Conduct, the sales and marketing plan, sample

          11   forms, ordering procedures, enforcement procedures.

          12        Q    And what is the effective date of these

          13   Rules of Conduct?

          14        A    I can't tell you that by looking at this

          15   document.

          16        Q    Okay.  If you look at -- this document has

          17   been Bates stamped HLF, underscore, 00051 through

          18   000184.

          19             If you go to the last page, 184, you will

          20   see a -- what I think is a version number; is that

          21   right?

          22        A    Correct.

          23        Q    Okay.  What version is this?

          24        A    Version 29.

          25        Q    And there is a date next to it; right?
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           1        A    Correct.

           2        Q    That date is August, 2013?

           3        A    Correct.

           4        Q    Okay.  So is that the date that this was

           5   published?

           6        A    No.

           7        Q    What is that?

           8        A    That's the date that we approved all of the

           9   content in this book and sent it to our Creative

          10   Services Department for preparation of publication.

          11        Q    Okay.

          12             MR. CATLETT:  And just so the record is

          13   clear, then, Exhibit 14 is attached as Exhibit A to

          14   Ms. Romans' deposition?

          15             MR. MARK:  Well, that is what I was going

          16   to -- that is where I am going.

          17             MR. CATLETT:  Okay.  I'm sorry.

          18   BY MR. MARK:

          19        Q    So can you confirm for me, then, that

          20   Exhibit 14 is the same as Exhibit A to your

          21   declaration?  In other words, this copy of the rules

          22   as amended in August of 2013?

          23        A    Yes.

          24             MR. DROOKS:  That lacks foundation.  Form.

          25
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           1   BY MR. MARK:

           2        Q    "Yes"?

           3             MR. DROOKS:  As amended.

           4             THE WITNESS:  Yes.

           5   BY MR. MARK:

           6        Q    Okay.  And this is the version of the rules

           7   that we were talking about earlier that was first

           8   published on October 28, 2013 on the myherbalife.com

           9   website?

          10        A    Correct.

          11        Q    And -- and as of that date, this document

          12   marked as Exhibit 14 was the -- this provided the

          13   terms and conditions under which a distributor must

          14   operate his or her Herbalife distributorship?

          15             MR. DROOKS:  Form.

          16             THE WITNESS:  Correct.

          17   BY MR. MARK:

          18        Q    Now, if you look on page -- starting on

          19   page, it looks like 93, there is some forms.  I think

          20   they are forms.

          21        A    Yes.

          22        Q    Okay.  And earlier you recall testifying

          23   that there are certain forms that get incorporated

          24   into the agreements, as well?

          25        A    Correct.
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           1        Q    And are these the forms you are talking

           2   about with respect to each version of the Rules of

           3   Conduct?

           4        A    Yes.  And there could be other forms.

           5        Q    Okay.  And I understand there could be other

           6   policies, as well; correct?

           7        A    Yes.

           8        Q    That are in effect at the time?

           9        A    Correct.

          10        Q    Now, if you look at page 94, you will see

          11   there is an application for International

          12   distributorship.  And when I say "page 94," I am

          13   referring to HLF, underscore, 000094.  Okay?

          14        A    Yes.

          15        Q    Is that the application of International

          16   distributorship that was in effect at the time that

          17   these Rules of Conduct were in effect?

          18        A    I am not certain.

          19        Q    But this form is incorporated into these

          20   Rules of Conduct; correct?

          21        A    Correct.

          22        Q    And you will see that this distributorship

          23   agreement on page 97 does not contain an arbitration

          24   provision; correct?

          25        A    That's correct, but I would like to point
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           1   out that this is just a sample form and not

           2   necessarily the current version of the form that was

           3   in place at that time.

           4        Q    Okay.  But I thought you said that this form

           5   is incorporated into these rules of conduct?

           6        A    The distributor application itself is

           7   incorporated into the rules.  This, though, is simply

           8   a sample form.

           9        Q    I see.  So this distributor application that

          10   is on pages 94 through 97 is just a sample form?

          11        A    Correct.

          12        Q    It is not -- but it is incorporated into

          13   these Rules of Conduct?

          14        A    The distributor application itself is

          15   incorporated into the Rules of Conduct.  The form that

          16   is included in this book as a sample, may not

          17   necessarily be the form that was in existence at the

          18   time that this printed, simply because of printing

          19   logistics.

          20        Q    Okay.  Well, this says, "Revised 7/13";

          21   right, this form?

          22        A    I can't read the date.  Sorry.  I see 13,

          23   but I can't see the month.

          24        Q    Okay.  I will represent to you it says,

          25   "Rev. 07/13."
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           1        A    Okay.

           2        Q    Okay.  Does that mean that this form was

           3   effective as of July, 2013?

           4        A    No.

           5        Q    Okay.  What does it mean?

           6        A    It means that we prepared and agreed on the

           7   content of this form at that time; but it still had to

           8   go through our Creative Services team for artwork and

           9   preparation of publication.

          10        Q    Okay.  And do you know what form was in

          11   effect as of 7/13 -- I'm sorry, as of the date of

          12   these Rules of Conduct?

          13        A    No, I don't know.

          14        Q    Okay.  Is whatever form that was in effect

          15   as of the date of these Rules of Conduct, the form

          16   that is incorporated into the terms and conditions

          17   under which a distributor must operate his or her

          18   Herbalife distributorship?

          19        A    Yes.

          20        Q    But you don't know whether it was this form?

          21        A    Correct.

          22        Q    This is Version 39; right?

          23        A    Yes.

          24        Q    Is Version 40 the next version of this form?

          25        A    To my recollection, yes.
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           1        Q    You're not aware of a 39(a) or (b); are you?

           2        A    No, I'm not.

           3             MR. MARK:  I will hand you a document that

           4   we will mark as Exhibit --

           5             THE REPORTER:  15.

           6             MR. MARK:  -- 15.

           7             (Exhibit 15 marked.)

           8             THE WITNESS:  Thank you.

           9   BY MR. MARK:

          10        Q    I am handing you a document that has been

          11   Bates stamped HLF, underscore, 000802.

          12        A    Yes.

          13        Q    Okay.  And if you look in the lower

          14   right-hand corner, you will see there is a form

          15   number.

          16             Do you see that?

          17        A    Yes.

          18        Q    Is this Version 40?

          19        A    It looks like Version 40.

          20        Q    Okay.  And this was revised -- it states the

          21   revised date is 09/13; is that right?

          22        A    Yes.

          23        Q    So this form that has been marked as

          24   Exhibit 15 was in effect after the date -- the

          25   effective date of these Rules of Conduct; correct?
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           1             MR. DROOKS:  Lacks foundation.

           2             THE WITNESS:  I believe so.

           3   BY MR. MARK:

           4        Q    So at the time, looking at Exhibit 15 and

           5   the form on HLF 000097, it appears that the

           6   application in effect at the time of these Rules of

           7   Conduct was Version 39; is that correct?

           8        A    It appears so.

           9        Q    Okay.  And you will agree with me that this

          10   form states, paragraph 17:

          11             "Any claim shall be resolved

          12             exclusively in a judicial

          13             proceeding in either the Superior

          14             Court of the Commonwealth of" -- I

          15             am looking at the Puerto Rico one.

          16             Let's look at page 00095, paragraph 17, it

          17   states:

          18             "Any claims shall be resolved

          19             exclusively in a judicial

          20             proceeding in either the Superior

          21             Court or the United States District

          22             Court, both located in Los Angeles,

          23             California."  Correct?

          24        A    That's what this document states.

          25        Q    Okay.  And that's inconsistent with the
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           1   provision of these Rules of Conduct that contain an

           2   arbitration agreement; correct?

           3             MR. CATLETT:  Form.  Foundation.

           4             MR. DROOKS:  Form.

           5             THE WITNESS:  Correct.

           6   BY MR. MARK:

           7        Q    Okay.  So as of August of 2013, which --

           8   which one was it?

           9             Was it the arbitration provision or was it

          10   the, "any claim shall be resolved exclusively in a

          11   judicial proceeding in Los Angeles"?

          12             MR. DROOKS:  Calls for a legal conclusion.

          13             THE WITNESS:  I wouldn't know the answer to

          14   that question.

          15   BY MR. MARK:

          16        Q    How would a distributor know the answer to

          17   that question?

          18             MR. CATLETT:  Foundation.

          19             MR. DROOKS:  Speculation.

          20   BY MR. MARK:

          21        Q    I assume you don't know.

          22        A    I don't know how to answer that.

          23        Q    Your testimony earlier about this amendment

          24   to the Rules of Conduct being available online for the

          25   first time on October 28, 2013, did that also apply to
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           1   the Spanish version of the documents or only the

           2   English version?

           3        A    Can you repeat the beginning of your

           4   question?

           5        Q    I'm sorry, that was not a good question.

           6             Do you recall your earlier testimony that

           7   Version 29 of the Rules of Conduct first became

           8   effective on -- when it was available to distributors

           9   online on October 28, 2013?

          10        A    Yes.

          11        Q    Okay.  Was the Spanish version of the Rules

          12   of Conduct also available on that date?

          13        A    Yes.

          14        Q    Okay.  Going back to Exhibit 14 for a

          15   moment.

          16             If you look on page HLF, underscore, 000121,

          17   do you remember your earlier testimony about

          18   Rule 8(c)?

          19        A    Yes.

          20        Q    Is this the rule you were referring to, the

          21   one that is headed, "Keep Informed of Herbalife's

          22   Policies"?

          23        A    Yes.

          24        Q    And now I thought you said that there were

          25   two sort of similar provisions in the Rules of
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           1   Conduct, that both required distributors to stay

           2   informed of Herbalife's policy; is that --

           3             MR. DROOKS:  Mischaracterizes --

           4   BY MR. MARK:

           5        Q    I am not trying to mischaracterize.  Is that

           6   correct?

           7        A    It is not exactly what I stated.

           8        Q    So tell me again, please, if you don't mind.

           9        A    8(c), yes, does include language that

          10   states, the distributor should regularly visit

          11   Herbalife's website and stay apprised of our -- of our

          12   rules, keep informed of our policies.

          13             But there is another rule that states the

          14   distributor must also abide by our rules and abide by

          15   the law.

          16        Q    Okay.  Where is that?

          17        A    Oh, 8(d), "Comply with the Laws."

          18        Q    Okay.  It doesn't say anything about

          19   Herbalife's rules, though, there, does it?

          20        A    This one doesn't.  Perhaps, it is in another

          21   version of the rules.

          22        Q    Okay.

          23             MR. MARK:  I will hand you a document we

          24   will mark as Exhibit 15 and Exhibit 16.

          25             MR. DROOKS:  You already marked an Exhibit
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           1   15.

           2             MR. MARK:  I did?

           3             THE WITNESS:  You said 16 after.

           4             MR. MARK:  I'm sorry, Exhibit 16 and 17.

           5             (Exhibits 16 and 17 marked.)

           6   BY MR. MARK:

           7        Q    So I am handing you what has been marked as

           8   Exhibits 15 and 16.

           9             Can you identify these documents?

          10        A    Exhibit 16 is the --

          11        Q    Did I say 15 and 16 again?  16 and 17.  I'm

          12   sorry.

          13        A    So Exhibit 16 is the online announcement

          14   where the reader can click, "Learn more," and get to

          15   the actual announcement about the Rules of Conduct.

          16        Q    And Exhibit 17 is the actual announcement?

          17        A    Correct.

          18        Q    And this announcement was sent on July 21st,

          19   2014?

          20        A    Correct.

          21        Q    The only way to see the document marked as

          22   Exhibit 17 would be to click on "Learn more";

          23   correct?

          24        A    No.

          25        Q    Okay.  How else would you see Exhibit 17?
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           1        A    A distributor that is online could find this

           2   announcement.

           3        Q    How would they find it?

           4        A    Under our Rules and Policies tab.

           5        Q    So under Rules and Policies, it would

           6   look -- what would it look like?  There would be

           7   another tab --

           8        A    There would be another tab for Advisories

           9   and Announcements.

          10        Q    Advisories and Announcements.  Okay.  So

          11   then this advisory or announcement would be up there

          12   at the time?

          13        A    Yes.

          14        Q    How long does that advisory or announcement

          15   stay on the myherbalife.com website?

          16        A    Indefinitely.

          17        Q    Is it still -- it is still there right now?

          18        A    Which one is this, Version 31.  To my

          19   knowledge, this one is no longer there.

          20        Q    Okay.  So how long do these announcements

          21   stay on online?

          22        A    In the past, they used to stay on an

          23   extended period of time.

          24        Q    Do you know how long this Exhibit 17 stayed?

          25        A    No.
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           1        Q    Okay.  And part -- it is your understanding

           2   that part of a distributor's obligation is to stay

           3   apprised of the rules is to routinely check the

           4   Announcements tab on myherbalife.com?

           5        A    The Announcements tab, yes, and also the

           6   book.  The actual book.

           7        Q    Regardless of whether or not there is

           8   actually -- they receive notice of a published

           9   announcement?

          10        A    Correct.

          11        Q    And is this announcement sent via the same

          12   system that you talked about earlier?

          13        A    Yes.

          14        Q    What was it called again?

          15        A    ExactTarget.

          16        Q    Exact, E-X-A-C-T --

          17        A    Target.

          18        Q    -- Target.

          19             And there is no -- and you don't know

          20   whether or not this announcement reached each

          21   distributor; correct?

          22        A    No, I don't know.

          23        Q    Do you know whether it reached the --

          24   specifically the plaintiffs in this case?

          25        A    I wouldn't know.
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           1        Q    Did you check to see if any of the

           2   plaintiffs in this case received the announcement that

           3   was marked as Exhibit 16?

           4        A    No.

           5        Q    Did you check to see if any of the

           6   plaintiffs in this case received the announcement that

           7   was marked as Exhibit 12?

           8        A    I may have.

           9        Q    And what did you see?

          10        A    I don't recall.

          11        Q    All right.  How did you check to see if the

          12   plaintiffs in this case received the announcement

          13   marked as Exhibit 12?

          14             MR. DROOKS:  Lacks foundation.

          15             THE WITNESS:  Through the department that

          16   pushes the ExactTarget communications.

          17   BY MR. MARK:

          18        Q    Can you describe for me, please, that

          19   conversation?

          20        A    That was done through E-mail.

          21        Q    Okay.  So you E-mailed -- do you actually

          22   recall E-mailing the department that deals with

          23   pushing these announcements through as to whether or

          24   not the plaintiffs in this case actually received the

          25   document that has been previously marked as
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           1   Exhibit 12?

           2        A    I may have E-mailed one of my team members

           3   to obtain the information.

           4        Q    Okay.  Did your team member respond to your

           5   E-mail?

           6             MR. DROOKS:  Objection as to form.  Lacks

           7   foundation.

           8             THE WITNESS:  I believe so.

           9   BY MR. MARK:

          10        Q    Okay.  And what did your team member tell

          11   you?

          12        A    I don't recall.

          13        Q    You don't recall whether your team member

          14   said that any of the plaintiffs did or did not receive

          15   the notification marked as Exhibit 12?

          16        A    Correct, I don't recall.

          17        Q    But the purpose of reaching out to this team

          18   member was to determine whether any of plaintiffs did,

          19   in fact, receive the document marked as Exhibit 12?

          20        A    Correct.

          21        Q    Okay.  Did you make any efforts to see if

          22   the plaintiffs received the document marked as

          23   Exhibit 16?

          24        A    I believe I did.

          25        Q    Okay.  And same sets -- same questions --
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           1        A    I don't recall.

           2        Q    Okay.  So you recall asking a team member,

           3   the team member responded to you, but you don't recall

           4   what the response was?

           5        A    Exactly.

           6        Q    Why did you ask your team member whether or

           7   not any of the plaintiffs in this case received the

           8   notification?

           9        A    I believe our lawyer asked me the question.

          10        Q    But it is your -- but it is your

          11   understanding that those -- that all the plaintiffs

          12   are bound by these rules regardless of whether or not

          13   they received notification; right?

          14        A    Yes.

          15        Q    And there is certainly no obligation for

          16   them to affirm that they have accepted any of these

          17   obligations; correct?

          18             MR. DROOKS:  Objection as to form.  Legal

          19   conclusion.

          20             THE WITNESS:  They affirm when they sign

          21   their distributor application that they will.

          22   BY MR. MARK:

          23        Q    Right.  But I am talking about the

          24   amendments.  I am talking about receiving the

          25   amendments.
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           1             There is no obligation that any distributor

           2   affirmed that they agreed to the amendments; correct?

           3        A    Correct.

           4             MR. DROOKS:  Objection as to form.

           5   BY MR. MARK:

           6        Q    Do you know why Rule 8(c) was removed from

           7   the rules?

           8             MR. DROOKS:  Calls for speculation.

           9             THE WITNESS:  No, I don't know.

          10   BY MR. MARK:

          11        Q    I think I asked this, but I want to confirm.

          12             There were Rules of Conduct in effect prior

          13   to the Rules of Conduct dated August, 2013; right?

          14        A    Correct.

          15        Q    And you saw the applications that you have

          16   attached to your declaration, including some in 2008,

          17   there were Rules of Conduct in effect at the time;

          18   correct?

          19        A    Correct.

          20             MR. MARK:  I will hand you a document that

          21   we will mark as Exhibit 18.

          22             (Exhibit 18 marked.)

          23             THE WITNESS:  Thank you.

          24   BY MR. MARK:

          25        Q    Can you identify this document for me,
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           1   please?

           2        A    Yes, this is Book 4, Version 31, which

           3   includes the Rules of Conduct, sample forms, ordering

           4   procedures.

           5        Q    What was the date that these Rules of

           6   Conduct governed the distributors?

           7        A    They became available July 21st, 2014.

           8        Q    Is that the date at which distributors

           9   became bound by these Rules of Conduct?

          10             MR. CATLETT:  Foundation.

          11             MR. DROOKS:  Form.

          12             THE WITNESS:  It is my understanding.

          13   BY MR. MARK:

          14        Q    And how is that your understanding?

          15        A    That is when we published these rules.

          16        Q    So if you look at paragraph 9 of your

          17   declaration, you write:

          18             "On July 21st, Herbalife sent a

          19             notification to all distributors of

          20             the recent changes of the rules,

          21             including the changes to the

          22             arbitration provision."  Correct?

          23        A    My paragraph 9 doesn't -- oh, yes, it does.

          24   Yes.

          25        Q    Okay.  And that is the notification we just
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           1   looked at; right?

           2        A    Yes.

           3        Q    Now, are you aware of whether these rules

           4   were published on herbalife.com before July 21st,

           5   2014?

           6        A    It's my recollection that they were

           7   published online on July 21st, 2014.

           8        Q    Simultaneous with this notification?

           9        A    I believe so.

          10        Q    Now, Rule 8(c) is not contained in this

          11   version of the rules; correct?

          12        A    We changed our numbering.  So I am

          13   verifying.

          14        Q    Sure.

          15        A    So we have, in this version, Rule 3.1.1

          16   entitled Must Comply with the Rules and the Law, which

          17   is on page 84, our page 84.

          18        Q    Page 84, okay.  3.1.1.

          19        A    "Must Comply with the Rules

          20             and the Law.  Members must comply

          21             with the laws and the rules in each

          22             country where they are conducting

          23             their Herbalife business.  Members

          24             are to review these rules with

          25             downline members."
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           1        Q    Okay.  Is that the replacement of Rule 8(c)?

           2        A    I believe so.

           3        Q    And you will agree with me that as of

           4   July 21st, 2014, Rule 8(c), in its form, Rule 8(c) is

           5   no longer in effect; correct?

           6        A    I can't agree to that on the spot because we

           7   may have similar language in other documents.

           8        Q    Okay.  But Rule 8(c) -- and that is why I am

           9   talking specifically about Rule 8(c).

          10             Rule 8(c), as Rule 8(c), is no longer

          11   applicable; correct?

          12        A    Correct.

          13        Q    Okay.  So as of July 21st, 2014, Rule 8(c)

          14   is no longer in effect?

          15        A    That specific rule is no longer published.

          16        Q    So it is no longer in effect; correct?

          17             MR. CATLETT:  Foundation.

          18             MR. DROOKS:  Form.

          19             THE WITNESS:  I would not say that it is no

          20   longer in effect.

          21   BY MR. MARK:

          22        Q    So Rule 8(c) is still in effect as of

          23   July 21st, 2014?

          24             MR. CATLETT:  Same objections.

          25             MR. DROOKS:  Form.
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           1             THE WITNESS:  The parameter that is set for

           2   distributors in Rule 8(c) is still in effect.

           3   BY MR. MARK:

           4        Q    Okay.  And is that because a similar

           5   parameter exists in this version of 31?

           6        A    It may be in this version or it may be on

           7   the application.  So I can't remember sitting here in

           8   front of you.

           9        Q    Okay.

          10        A    So I don't want to say no.

          11        Q    Okay.  And that is why -- what I understand

          12   your testimony that there may be some other language

          13   in some other application or somewhere else as of

          14   July 21st, 2014, that contains some of the same

          15   obligations as what Rule 8(c) contained?

          16        A    That's correct.

          17        Q    Okay.  But you will agree with me that

          18   Rule 8(c) is no longer in existence for purposes of

          19   obligations of distributors as of July 21st, 2014?

          20             MR. CATLETT:  Form.

          21             THE WITNESS:  No, I don't agree with that

          22   statement.

          23   BY MR. MARK:

          24        Q    So Rule 8(c) still is in existence as of

          25   July 21st, 2014 and distributors are still bound by
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           1   it?

           2        A    The requirements in Rule 8(c) are still in

           3   existence and distributors are still bound by it.

           4        Q    Okay.  Show me, please, where the

           5   requirements of Rule 8(c), and specifically, the

           6   obligation to stay informed of the rules is contained

           7   in the Rules of Conduct marked as Exhibit 19.

           8        A    18.

           9        Q    18.

          10        A    My interpretation of Rule 3.1.1 states that:

          11             "Members must comply with the laws

          12             and the Rules and that members are

          13             to review these Rules with downline

          14             members."

          15             And these are the most current rules.

          16        Q    So the word "rules" is capitalized; right,

          17   in 3.1.1?

          18        A    Yes.

          19        Q    Does "rules" mean the Rules of Conduct?

          20        A    My understanding is all policies, whether it

          21   be on the membership application, Book 4, the forms,

          22   the advisories.

          23        Q    Is the word "rules" defined in this

          24   document?

          25        A    I don't know.
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           1             "The Herbalife Rules of Conduct and

           2             all other rules and policies and

           3             advisories that Herbalife issues or

           4             in the future may issue from time

           5             to time."

           6        Q    What page are you on?

           7        A    On page 111.

           8        Q    Under Definitions?

           9        A    Yes.

          10        Q    Is there any part of this exhibit that

          11   requires distributors to stay informed of the rules?

          12        A    Again, my interpretation of 3.1.1 indicates

          13   they have to stay informed because they must comply

          14   with the laws and the rules.

          15        Q    Okay.  So it says that they have to comply

          16   with the rules, and you interpret that as meaning that

          17   they also have to stay informed of the rules?

          18        A    Correct.

          19        Q    Is there anything else in this document, to

          20   your knowledge, that obligates the distributors to

          21   stay informed of changes in the rules?

          22        A    I believe that there are references in some

          23   of the rules.

          24        Q    But you don't -- it is not your position

          25   that Rule 8(c) specifically carries forward to the
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           1   later revisions of the rule; is it?

           2             MR. DROOKS:  You can't ask her what our

           3   position is.  You can ask her understanding.

           4   BY MR. MARK:

           5        Q    Understanding.  It is not your understanding

           6   that Rule 8(c) carries forward in its form to future

           7   versions of the rules; is it?

           8             MR. CATLETT:  Form.

           9             THE WITNESS:  I think I have already

          10   answered that question.  Rule 8(c), the specific

          11   language in Rule 8(c), does not appear in this

          12   Version 31, but my understanding of Rule 3.1.1 covers

          13   what was in Rule 8(c).

          14   BY MR. MARK:

          15        Q    Okay.  But that Version 31 replaces earlier

          16   versions of the Rules of Conduct; correct?

          17        A    That's correct.

          18        Q    Okay.  You're familiar with the Herbalife --

          19   the home page of myherbalife.com; right?

          20        A    Yes.

          21             MR. MARK:  I will hand you a document that

          22   we will mark as --

          23             THE REPORTER:  19.

          24             MR. MARK:  -- 19.

          25             (Exhibit 19 marked.)
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           1             THE WITNESS:  Thank you.

           2   BY MR. MARK:

           3        Q    Is this the myherbalife.com home page?

           4   Admittedly, it is a printout of it.

           5        A    It looks like it.

           6        Q    Okay.  And do you remember your earlier

           7   testimony about the policies that are incorporated

           8   into the distributor agreement?

           9        A    Yes.

          10        Q    Those are available on myherbalife.com;

          11   correct?

          12        A    Correct.

          13        Q    And do those include the Privacy Policy?

          14        A    Yes.

          15        Q    Does it include the terms of use?

          16        A    The terms of use, sorry, I am not clear what

          17   you're asking me.

          18        Q    Sure.

          19             You talked earlier about the incorporation

          20   of the various documents into the application; --

          21        A    Yes.

          22        Q    -- right?

          23             And you said that those were available on

          24   myherbalife.com; right?

          25        A    Yes.
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           1        Q    Okay.  And the Privacy Policy is one of

           2   those written policies that are incorporated in here;

           3   right?

           4        A    Yes.

           5        Q    Okay.  And the Terms of Use, do you see the

           6   Terms of Use?

           7             MR. DROOKS:  Of the website?

           8             MR. MARK:  Of the website.

           9             THE WITNESS:  Oh, I see here, Terms of Use.

          10   BY MR. MARK:

          11        Q    Yes.  Is that also something that was

          12   incorporated into the application?  The Privacy Policy

          13   is; correct?

          14        A    Um-hmm.

          15        Q    "Yes"?  Is the Terms of Use also?

          16             MR. CATLETT:  Form.  Foundation.

          17             MR. DROOKS:  Form.  Legal conclusion.

          18             THE WITNESS:  It would --

          19   BY MR. MARK:

          20        Q    Is that one of the written Herbalife

          21   policies that provide the terms and conditions under

          22   which a distributor must operate his or her

          23   distributorship?

          24        A    It would be my understanding that it is.

          25        Q    Yeah.  And is the Privacy Policy one of the
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           1   terms and conditions under which a distributor must

           2   operate his or her Herbalife distributorship?

           3             MR. CATLETT:  Form and foundation.

           4             THE WITNESS:  I am pausing a moment because

           5   I don't know if this Privacy Policy is in reference to

           6   the website or if this Privacy Policy is the Privacy

           7   Policy that we have in place as part of our rules for

           8   our members.

           9   BY MR. MARK:

          10        Q    Okay.

          11        A    I don't know what is behind this.

          12        Q    So does that matter, then, which one of

          13   those two are in --

          14        A    My understanding would be that it is

          15   incorporated.

          16        Q    Okay.  Right.  That both the Privacy Policy

          17   and the Terms of Use are incorporated?

          18             MR. CATLETT:  Form and foundation.

          19             THE WITNESS:  Yes.

          20             MR. MARK:  I will hand you a document that

          21   we will mark as Exhibit 20.

          22             (Exhibit 20 marked.)

          23             THE WITNESS:  Thank you.

          24   BY MR. MARK:

          25        Q    Have you seen this document before?



                                                                         126
�




           1        A    No.

           2        Q    You have never seen it?

           3        A    No, I haven't.

           4        Q    Okay.  Are you aware that these are the

           5   Terms of Use that are on the myherbalife.com website?

           6        A    No, I am not aware of this.

           7        Q    Okay.  Do you see the last revised date,

           8   February 2nd, 2017?

           9        A    No, I see January -- oh, I see after that.

          10        Q    The last revised date on the first page?

          11        A    Oh, yes, February 2nd, 2017.

          12        Q    Who is responsible at Herbalife for revising

          13   the Terms of Use --

          14             MR. DROOKS:  Maybe you want to let her

          15   finish her answer.

          16             MR. MARK:  I thought she did.

          17        Q    Who is responsible at Herbalife for revising

          18   the Terms of Use, if you know?

          19        A    I don't know.

          20        Q    Okay.  And these Terms of Use, if you look

          21   at the first paragraph, it states:

          22             "Please read these Terms of Use and

          23             the Privacy Policy" -- and then it

          24             links to the Privacy Policy --

          25             "before using this website or
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           1             purchasing any product or services

           2             from Herbalife."

           3             Do you see that?

           4        A    Yes.

           5        Q    Did I read that correctly?

           6        A    Yes.

           7        Q    Okay.  Are you aware that Herbalife requires

           8   its distributors to read these Terms of Use before

           9   using this website or purchasing any product or

          10   services from Herbalife?

          11        A    No.

          12             MR. DROOKS:  Mischaracterizes the document.

          13             THE WITNESS:  I wasn't aware.

          14   BY MR. MARK:

          15        Q    Okay.  Let's look at the third paragraph.

          16             Do you see the bold language there, "If you

          17   do not agree"?

          18             Do you see that?

          19        A    Yes.

          20        Q    Can you read that, please?

          21        A    "If you do not agree to be

          22             bound by this agreement, do not

          23             access or otherwise use this site

          24             or participate in any of the

          25             offerings."
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           1        Q    So these Terms of Use govern the use of the

           2   website; correct?

           3             MR. DROOKS:  Form.  Legal conclusion.

           4             MR. CATLETT:  Foundation.

           5             MR. DROOKS:  Foundation.

           6             THE WITNESS:  What was your question?

           7   BY MR. MARK:

           8        Q    These Terms of Use govern the use of

           9   myherbalife.com website; right?

          10             MR. DROOKS:  Same objections.

          11             THE WITNESS:  It appears to.

          12   BY MR. MARK:

          13        Q    Okay.  And you are the senior director of

          14   Member Policy Administration; right?

          15        A    Correct.

          16        Q    And you were not aware of this policy?

          17        A    I have never seen this document with the

          18   question you had asked me.

          19        Q    But it is all on the Herbalife --

          20   myherbalife.com website?

          21        A    Yes.

          22        Q    Okay.  Do you see the fourth paragraph that

          23   begins with, "This agreement"?

          24        A    Yes.

          25        Q    It states that:
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           1             "It constitutes the entire

           2             agreement between you and us

           3             pertaining to the subject matter

           4             hereof and supersede all prior or

           5             other arrangements, understandings,

           6             negotiations and discussions,

           7             whether oral or written."

           8             Do you see that?

           9        A    Yes.

          10        Q    Are you aware of any language in any of the

          11   Rules of Conduct that states that it supersedes all

          12   prior versions of the Rules of Conduct or any other

          13   agreement between the distributor and Herbalife?

          14             MR. CATLETT:  Form and foundation.

          15             THE WITNESS:  I don't recall.

          16   BY MR. MARK:

          17        Q    As you sit here today, as the senior

          18   director of Member Policy Administration, are you

          19   aware of any language in any of the Rules of Conduct

          20   that state that a particular Rule of Conduct

          21   supersedes any other agreements between the

          22   distributor and Herbalife?

          23             MR. CATLETT:  Form.

          24             THE WITNESS:  I am familiar with that

          25   language, but I am having difficulty in recalling
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           1   where -- where that would be positioned.

           2   BY MR. MARK:

           3        Q    So you think you have seen it, but you're

           4   not sure where?

           5        A    Correct.

           6        Q    Is it possible that it was the Terms of Use

           7   that you saw it?

           8        A    I don't believe that is where I saw it.

           9             MR. DROOKS:  Speculation.

          10   BY MR. MARK:

          11        Q    If you look at the second paragraph of the

          12   Terms of Use, you will see where it says -- this

          13   sentence begins with, "This agreement"?

          14        A    Second paragraph?

          15        Q    Yes.  I'm sorry.

          16             The second sentence of the second paragraph

          17   that begins with, "This agreement."

          18             Do you see that?

          19        A    Yes.

          20        Q    Can you read that sentence for me, please,

          21   out loud?

          22        A    Second paragraph, second sentence, okay, I

          23   see it.

          24             "This agreement sets forth the

          25             legal terms and conditions
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           1             governing your use of this website

           2             and each independent distributor's

           3             platform and each web property

           4             collectively referred to herein as

           5             the Site, and for your purchase

           6             and/or use of any Herbalife goods,

           7             services, collectively referred to

           8             hereinafter as Offerings.  This

           9             agreement also provides information

          10             on how to become an Herbalife

          11             independent distributor or

          12             Herbalife preferred member."

          13        Q    Okay.  So you would agree with me that these

          14   Terms of Use govern the use of the website; correct?

          15             MR. DROOKS:  Objection as to form.

          16             THE WITNESS:  It appears so.

          17   BY MR. MARK:

          18        Q    And you would also agree with me that these

          19   Terms of Use govern each independent distributor's

          20   platform and each web property?

          21             MR. DROOKS:  Objection as to form.

          22   Mischaracterizes the document.

          23   BY MR. MARK:

          24        Q    Correct?

          25             MR. CATLETT:  And foundation.
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           1             THE WITNESS:  I believe so.

           2   BY MR. MARK:

           3        Q    And you would agree with me that this

           4   agreement also governs a distributor's purchase and/or

           5   use of any Herbalife goods or services?

           6             MR. DROOKS:  Mischaracterizes the document.

           7             MR. CATLETT:  Foundation.

           8   BY MR. MARK:

           9        Q    Correct?

          10             MR. DROOKS:  Objection as to form.

          11             THE WITNESS:  It is one document that

          12   includes policies, but not the only.

          13   BY MR. MARK:

          14        Q    Well, this supersedes other documents,

          15   though; right?

          16             MR. DROOKS:  Objection as to form.

          17   BY MR. MARK:

          18        Q    You can answer.

          19             MR. DROOKS:  Calls for a legal conclusion.

          20             MR. CATLETT:  Form.

          21             THE WITNESS:  I wouldn't know how to define

          22   that.

          23   BY MR. MARK:

          24        Q    Well, it states that.  But all right.  It

          25   states that it supersedes other agreements; correct?
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           1             MR. DROOKS:  Mischaracterizes the document.

           2   BY MR. MARK:

           3        Q    You can answer.

           4             MR. DROOKS:  Object as to form.

           5             THE WITNESS:  I believe we read the word

           6   "supersedes."

           7   BY MR. MARK:

           8        Q    Do you want me to show --

           9        A    Yeah, show me.

          10        Q    Okay.  Sure.  It is it one, two, three,

          11   fourth paragraph.

          12        A    Yes, it indicates supersedes.

          13        Q    Okay.  So would you agree with me that this

          14   document supersedes all prior other arrangements,

          15   understandings, negotiations and discussions between

          16   distributor and Herbalife?

          17             MR. CATLETT:  Foundation.

          18             MR. DROOKS:  Objection as to form.

          19   Mischaracterizes the document.

          20             THE WITNESS:  I don't feel like I am in a

          21   position to answer that question because I am not a

          22   lawyer.

          23   BY MR. MARK:

          24        Q    Okay.  But are you the head of --

          25             MR. DROOKS:  That has been asked and
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           1   answered --

           2   BY MR. MARK:

           3        Q    You are the --

           4             MR. DROOKS:  -- now for the fifth time.

           5   BY MR. MARK:

           6        Q    You are the senior director of Member Policy

           7   Administration; right?

           8        A    Yes, that's correct.

           9             MR. DROOKS:  Asked and answered.

          10   BY MR. MARK:

          11        Q    And as part of your responsibilities, you

          12   are required to stay apprised of Herbalife's policies;

          13   correct?

          14        A    Yes, I am.

          15        Q    And this is an Herbalife policy; correct?

          16             MR. CATLETT:  Foundation.

          17             THE WITNESS:  Yes.

          18   BY MR. MARK:

          19        Q    Okay.  So that is why I am asking you this

          20   question because I don't know who else to ask.

          21             MR. DROOKS:  That's argumentative.

          22   BY MR. MARK:

          23        Q    Okay.  So would you agree that --

          24             MR. DROOKS:  That's not a question,

          25   actually.  Let's stick with the questions.  Don't
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           1   argue with the witness.

           2   BY MR. MARK:

           3        Q    So you would agree with me, then, that this

           4   agreement appears to supersede all other agreements

           5   between Herbalife and the distributor; correct?

           6             MR. DROOKS:  Object as to form.

           7   Mischaracterizes the document.

           8             THE WITNESS:  I did not say that.

           9   BY MR. MARK:

          10        Q    You don't agree with that statement?

          11             MR. CATLETT:  Foundation.

          12             MR. DROOKS:  Lacks foundation.  Form.  Legal

          13   conclusion.

          14             THE WITNESS:  I am not in a capacity to make

          15   that determination.

          16   BY MR. MARK:

          17        Q    Okay.  Who would be at Herbalife?

          18        A    I assume a lawyer.

          19        Q    Okay.  You see the reference to Herbalife

          20   goods or services -- goods, services in the second

          21   paragraph?

          22        A    Yes, I do.

          23        Q    What are Herbalife's goods?

          24             MR. CATLETT:  Foundation.

          25
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           1   BY MR. MARK:

           2        Q    If you know?

           3             MR. DROOKS:  Foundation.

           4             THE WITNESS:  Nutritional products.

           5   BY MR. MARK:

           6        Q    What about Herbalife services?

           7             MR. CATLETT:  Same objection.

           8             THE WITNESS:  My understanding of services

           9   would be some of the services that we offer our

          10   distributors, like use of our website.

          11   BY MR. MARK:

          12        Q    What about events?

          13             MR. CATLETT:  Same objection.

          14             THE WITNESS:  I don't know that an event is

          15   considered a service.

          16   BY MR. MARK:

          17        Q    Can you purchase tickets for events on the

          18   Herbalife website?

          19        A    I don't know.

          20        Q    You don't know whether you can buy tickets

          21   to Extravaganza on myherbalife.com?

          22        A    I don't know that.

          23        Q    Going to paragraph 20, the last page of the

          24   document, do you see where it says, "Choice of law and

          25   venue"?
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           1        A    Yes.

           2        Q    That is not an arbitration provision; is it,

           3   to your knowledge?

           4             MR. DROOKS:  Objection as to form.  Legal

           5   conclusion.

           6             MR. CATLETT:  Foundation.

           7   BY MR. MARK:

           8        Q    Well, you know what an "arbitration

           9   provision" is; right?

          10        A    To my knowledge, this is not an arbitration

          11   provision.

          12        Q    Do you know what an "arbitration provision"

          13   is?

          14        A    I have a general understanding.

          15        Q    Well, you stated in your declaration that

          16   all Herbalife members are subject to an arbitration

          17   provision; correct?

          18        A    Correct.

          19        Q    Okay.  So I am asking you whether

          20   paragraph 20 is an arbitration provision, to your

          21   knowledge?

          22        A    To my knowledge, it's not.

          23        Q    Okay.  Is paragraph 20, to your knowledge,

          24   inconsistent with an arbitration provision?

          25             MR. DROOKS:  Objection as to form.  Legal



                                                                         138
�




           1   conclusion.

           2   BY MR. MARK:

           3        Q    You can answer.

           4        A    It is different than an arbitration

           5   provision.

           6        Q    In other words, you can't have both; right?

           7   It is one or the other?

           8             MR. DROOKS:  Objection as to form.  Legal

           9   conclusion.

          10   BY MR. MARK:

          11        Q    If you know?

          12        A    I don't know.

          13             MR. MARK:  Okay.  I am going to hand you a

          14   document that we will mark as Exhibit 21.

          15             (Exhibit 21 marked.)

          16             THE WITNESS:  Thank you.

          17   BY MR. MARK:

          18        Q    Have you seen this document before?

          19        A    Yes, I have.

          20        Q    Okay.  Can you identify it for me, please?

          21        A    It says, "Version 33 of Book 4."  The date

          22   on the spine is November, '16.

          23        Q    November, 2016, is that 2016?

          24        A    It is 2016.

          25        Q    Okay.  Is it your understanding that this is
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           1   the version of the Rules of Conduct that is currently

           2   in effect?

           3        A    I don't believe so.

           4        Q    There is a later version?

           5        A    Yes.

           6        Q    If you go to page HLF, underscore, 000666

           7   for a moment.

           8        A    Yes.

           9        Q    Do you see that Footnote 1?

          10        A    Yes.

          11        Q    Do you understand what that footnote means?

          12             MR. DROOKS:  Calls for speculation.

          13             THE WITNESS:  So it states:

          14             "Herbalife has the sole and

          15             absolute discretion to change the

          16             Rules of Conduct and issue other

          17             rules, policies and advisories from

          18             time to time altogether the rules.

          19             However, the changes in new rules

          20             will be prospective, which means

          21             they will not be applied to past

          22             behavior.  Herbalife may impose any

          23             corrective action or sanction to

          24             address any breach of the rules and

          25             we reserve the right to waive fully
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           1             or partially any breach of any

           2             rule."

           3   BY MR. MARK:

           4        Q    Okay.  And this is the document that was

           5   marked -- and just to make sure we are all on the same

           6   page.

           7             This document, which was Bates stamped HLF,

           8   underscore, 582 through 749 is the document that is

           9   referred to as Exhibit G of your declaration,

          10   paragraph 11; is that correct?

          11        A    Yes.

          12        Q    Okay.

          13             So the sentence that says,

          14             "However, the changes in new rules

          15             will be prospective, which means

          16             they will not be applied to past

          17             behavior," what does that mean?

          18             MR. DROOKS:  Calls for speculation.  Lacks

          19   foundation.  Legal conclusion.

          20   BY MR. MARK:

          21        Q    Do you know what that means?

          22             MR. DROOKS:  Speculative.  Form.

          23             THE WITNESS:  My understanding is that if

          24   someone's behavior did X prior to a rule coming out,

          25   we are not going to go back in time and say, you know,
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           1   in whatever month, you did X; and now we have this

           2   rule in place; and we are going to -- so you are in

           3   trouble for what you did in the past before the rule

           4   was published.

           5   BY MR. MARK:

           6        Q    Okay.  So -- okay.  So if a rule -- so if --

           7   I am trying to think if there is a way I can rephrase

           8   it because I still don't completely understand.

           9             If a new rule is added in 20 -- in, let's

          10   say, this Version 33, and that rule makes conduct that

          11   predated this amendment a violation of the rules,

          12   Herbalife is not going to go back and say, hey, you

          13   violated these rules before this amendment, now this

          14   amendment is in effect; and I am imposing these rules

          15   to your earlier behavior?

          16        A    Exactly.

          17             MR. DROOKS:  Objection as to form.

          18   BY MR. MARK:

          19        Q    Is it your understanding that that would

          20   apply also to the arbitration provision?  And do you

          21   understand what I mean by that?

          22        A    I understand your question, but I can't

          23   answer that.  Again, I am not a lawyer.  I don't know

          24   how to interpret that specific.

          25        Q    So whether or not conduct that predated the
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           1   arbitration provision, you're not sure whether or not

           2   that would fall into -- whether or not the arbitration

           3   provision would apply to that conduct?

           4             MR. DROOKS:  Vague and ambiguous.  Objection

           5   as to form.

           6   BY MR. MARK:

           7        Q    Do you understand?

           8        A    I understand, but I don't know how to answer

           9   your question correctly -- or to answer your question.

          10        Q    I don't know what the correct answer --

          11        A    I don't mean correctly.  I just mean I do

          12   not know how to answer the question.

          13        Q    Okay.  I just want to make sure it is not

          14   because you don't understand the question; it is just

          15   that you are not sure of what the answer is?

          16        A    I understand your question, but because I am

          17   not a person with legal background, I don't have the

          18   capacity to interpret when arbitration that you're

          19   asking me about went into effect or what it covered

          20   people before or after.

          21        Q    Okay.  Well, you do state that the

          22   arbitration provision was added in August, 2013 in

          23   your declaration; right?

          24        A    Correct.

          25        Q    Okay.  So let's talk about conduct in July
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           1   of 2013.  There is no arbitration provision in effect

           2   then; right?

           3             MR. DROOKS:  Vague and ambiguous as to

           4   "conduct."

           5   BY MR. MARK:

           6        Q    Okay.  Right?

           7        A    Again, I don't know how to answer that.

           8        Q    Well --

           9        A    We read on the application the clause that

          10   spoke about policies being in their then current form.

          11        Q    Okay.

          12        A    So I would leave that up to an attorney to

          13   define exactly the answer to your question.

          14        Q    As to whether or not conduct before the

          15   arbitration provision would or would not be subject to

          16   arbitration?

          17             MR. DROOKS:  Objection as to form.

          18   BY MR. MARK:

          19        Q    Is that the question that you are --

          20             MR. DROOKS:  Objection as to form.

          21             MR. MARK:  Can I finish the question before

          22   you object?

          23             MR. DROOKS:  Your question was complete.  If

          24   you go on, it is just compound.

          25             MR. MARK:  It was not complete.
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           1             MR. DROOKS:  Okay.

           2             MR. MARK:  You objected to form and then I

           3   started another question, and then you objected to

           4   form when I was four words into that question.

           5             MR. DROOKS:  I see.  So you are withdrawing

           6   the prior question?

           7             MR. MARK:  Yes, I am withdrawing the prior

           8   question.

           9             MR. DROOKS:  Okay.

          10   BY MR. MARK:

          11        Q    So is it your -- so what you are stating --

          12   I just want to make sure I understand -- is that an

          13   arbitration provision that was first added in August,

          14   2013, you're not sure whether or not that would apply

          15   to conduct before August of 2013?

          16             MR. DROOKS:  Objection.  Vague and ambiguous

          17   as to "conduct."  Objection as to form.

          18             THE WITNESS:  My personal understanding is

          19   that it would apply based on the sentence that we

          20   spoke about on the member application, which says that

          21   the distributor is bound by the policy -- the most

          22   current policies in their then form.

          23   BY MR. MARK:

          24        Q    Which is the same, you testified to, as the

          25   most recently published form?
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           1        A    Yes.

           2        Q    Okay.  So it is your understanding, then,

           3   that conduct that occurred before the arbitration

           4   provision went into effect in August, 2013 would be

           5   subject to the arbitration provision because of that

           6   provision which applies on a prospective basis?

           7        A    That is my personal understanding.

           8        Q    If you turn to page 644 of Exhibit 21.

           9        A    Yes.

          10        Q    There is the sample form Herbalife

          11   Membership Application and Agreement, Version 46,

          12   revised April, 2016; is that correct?

          13        A    I can't see the date.

          14        Q    Okay.

          15        A    Yes.

          16        Q    Other than the date part, is what I said

          17   correct?

          18        A    Yes.

          19        Q    I will represent to you it says,

          20   "Version 46, revised April 2016"; okay?

          21        A    Yes.

          22        Q    All right.  So -- but you don't know whether

          23   this form application was in effect at the time that

          24   these rules were put into effect; correct?

          25        A    That's true.
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           1        Q    And that is because of the Creative

           2   Department?

           3        A    The logistics of printing.

           4        Q    Print; right.

           5             Now, is the -- are the provisions of this

           6   Membership Application and Agreement sample form

           7   also -- do those also govern the Herbalife distributor

           8   relationship as of the time that these rules are put

           9   into effect?

          10             MR. DROOKS:  Objection as to form.  Legal

          11   conclusion.

          12             THE WITNESS:  That is a very technical

          13   question.

          14   BY MR. MARK:

          15        Q    Well, a distributor gets this packet, these

          16   Rules of Conduct; right, when they sign the

          17   application; correct?

          18        A    Yes.

          19        Q    And these Rules of Conduct contain this

          20   sample form, Herbalife Membership Application

          21   Agreement; correct?

          22        A    Correct.

          23        Q    Are they bound by the provisions in terms of

          24   that Herbalife Membership Application and Agreement in

          25   the Rules of Conduct or are they bound by the
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           1   Herbalife Membership Application Agreement that they

           2   signed?

           3             MR. CATLETT:  Form.  Foundation.

           4             MR. DROOKS:  Form.  Foundation.  Legal

           5   conclusion.

           6   BY MR. MARK:

           7        Q    If you know.

           8        A    I am back to -- I don't know how to answer

           9   that question since I am not a lawyer.

          10        Q    Okay.  And if there is a conflict between

          11   the application that they signed and the application

          12   that is incorporated in these Rules of Conduct, which

          13   one controls, if you know?

          14             MR. DROOKS:  Objection.  Form.

          15             MR. CATLETT:  Foundation.

          16             THE WITNESS:  I don't know.

          17   BY MR. MARK:

          18        Q    Are sponsors required to train downline

          19   distributors about the Rules of Conduct?

          20        A    Yes, they are.

          21        Q    That is an obligation under the Rules of

          22   Conduct?

          23        A    Yes.

          24        Q    And how does that occur?

          25        A    Training can occur different ways from the
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           1   sponsor to the member, whether it is face-to-face

           2   training, you know, virtual training between them.

           3        Q    Does Herbalife monitor whether or not that

           4   training occurs?

           5             And I mean specifically the training with

           6   respect to updates to the Rules of Conduct.

           7             MR. CATLETT:  Form.

           8   BY MR. MARK:

           9        Q    If you know.

          10        A    We would look into any issues reported.

          11        Q    Okay.

          12        A    If a downline made us aware that their

          13   sponsor is not providing them with training, then -- I

          14   think you used the word "monitor," and actually, we

          15   would inquire about that sponsor's business activities

          16   and how they are training their downline.

          17        Q    Okay.  But absent notification from a

          18   downline member that their sponsor is not providing

          19   him or her training as to updates in the Rules of

          20   Conduct, is there any other way in which Herbalife

          21   monitors training?

          22        A    Yes.

          23        Q    Can you tell me about that?

          24        A    Training between the company and the

          25   distributor, but training between a distributor and
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           1   their downline?

           2        Q    Yes.

           3        A    Not that I am aware.

           4             MR. MARK:  Let's take three minutes.  I

           5   might be done.

           6             THE WITNESS:  Okay.

           7             MR. MARK:  Thank you.

           8             THE WITNESS:  Yeah.

           9             (Recess.)

          10             MR. MARK:  I don't have any further

          11   questions.

          12             MR. DROOKS:  Do you want to just put the

          13   same stipulation on the record that we did this

          14   morning?

          15             THE REPORTER:  Yes, I can.

          16             MR. MARK:  Okay.  Thank you so much for your

          17   time.  I really appreciate it.

          18             THE WITNESS:  You're welcome.

          19             MR. DROOKS:  Thank you.

          20             MR. MARK:  I'd like to get rough drafts.

          21             (Whereupon, the following

          22             stipulation was agreed to by the

          23             parties and copied from the

          24             deposition of Silvia Ramirez:

          25                  "MR. DROOKS:  I propose that
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           1             the court reporter be relieved of

           2             her obligation to maintain the

           3             original.  The original will be

           4             sent to me.

           5                  "Ms. Ramirez will review it.

           6             We will provide you with any

           7             errata.  She will sign it under

           8             penalty of perjury without benefit

           9             of a notary.

          10                  "I will provide the original

          11             to you.  You will maintain it for

          12             all purposes.  File it with the

          13             court, as needed or appropriate.

          14                  "If the original is lost or

          15             misplaced, a certified copy can be

          16             used for all purposes.  And if the

          17             original is not timely signed, you

          18             can use an unsigned, certified copy

          19             for all purposes.

          20                  "And I understand you have a

          21             motion pending.  So if you want to

          22             expedite the transcript, you can do

          23             that.  We will make every effort to

          24             have Ms. Ramirez review it and sign

          25             it within 10 days of receipt.
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           1                  "If that becomes a problem,

           2             for some reason, we will let you

           3             know.

           4                  "MR. MARK:  Well, yeah, so --

           5             so I would like to expedite the

           6             transcript.

           7                  "Yeah.  Obviously, you have

           8             the right to read the transcript

           9             and make any changes, et cetera,

          10             via an errata sheet.  So I don't

          11             have a problem with that.

          12                  "Obviously, I would like to

          13             expedite it in light of the fact

          14             that we have a response due in

          15             20 days, I think.  That should be

          16             fine.

          17                  "MR. DROOKS:  So stipulated?

          18                  "MR. MARK:  Yeah.  Yeah.")

          19             (The deposition concluded at 3:45 p.m.)

          20                           * * *

          21

          22

          23

          24

          25
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           2

           3      I, Diana Janniere, a Certified Shorthand Reporter,
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