AR NUSKIN.

POLICIES AND PROCEDURES

Singapore

i|Page



Table of Contents

Table of Contents

Chapter 1 YouUr DistribULOrSNIP .....ueiiiiiee ettt e e e tee e e e e e s e eabae e e e enaae e e e sabaeeeeenraeas 1
N T Tolo 0 o1 Y= T D 1] g | 1V o USRS 1
1.1 Applying 1o BeCoOmME @ DiStribULOr ......cuiiiiiiiee et 1
1.2 One Individual per DistributOorship........ceicciiiiiiiiieeee e 1
1.3 ABE ROQUITEIMENTS ceiiiiiiiiiiiteeee ettt ettt e ettt e e e e s e sebbbe e e e e e s s ssasbbraeeeeessssssbeaaaeeesssansssseneaeeas 1
1.4 IVIINOTS <ttt ettt e ettt e e s ettt e e s e bt e e e e sab et e e s eabe e e e seane e e e e saneeeessanteeessanteeessannneeesanee 1
1.5 Y= W ST o 1T oy YU URSPRNt 1
1.6 FOPMEr DiSTIIDULOIS. ...ttt st sttt e e b e saeesaneeas 1
1.7 Spouses anNd CO-habitants........cccuiiiiiiiiiic e e e e e e e e ae e e e areeas 2
1.8 Acceptance of your Distributor AgreemeENnt.......ccueviiciiei i 2
1.9 Tax Payer Identification NUMDET .....ooi i s e e 2
1.10  BUSINESS ENTITIES....uviiiiiiiiiiiiiiiiic e 2
1.11  Changing to @ BUSINESS ENTILY ......eeeiiiiiieiiiiiee ettt e e e ree e e e eaae e e e e enree e e eenraeas 3
I =T 0 Y To ] - | VYot ol o 10 o 3N 4

2 Personal INfOrmMation .....c..coiiiiiiiieeeee e e 4
21 Collection of Personal INformation ..........coceerieiieiiene e 4
2.2 Authorization to Use Your Personal INformation ........c.ccceceevienieniinicnsenseeecneeee e 4

3 Maintaining Your Distributorship ACCOUNT .........oiiiiiiii it e e e 4

3.1 Keeping your Distributor Agreement, Business Entity Form and Joint Participation Form

Lol U 15 =1 0| PP PP 4
3.2 Adding @ NeW PartiCipant .......ccocciiei it et e e e re e e e e bre e e e s bae e e eeareeas 5
33 Starting a Distributorship under a NEW SPONSOr ......ccuvviiiiiiiee et 5
3.4 One Distributorship per INdividual.........coooeiiiiieeece e 6
35 Acquisition of Beneficial Interest in and Merger of Distributorships .........cccceeeceiieecieeeennen. 6

Transferring and Terminating your Distributorship........ccccceiieeiii e 6
4.1 Transferring DistribULOrShiPS .....coccuiiii i e ara e e 6
4.2 Transfers UPon DEAth .......coo i et e st e e e e bae e e e s nte e e e eanes 7
4.3 DIVOICE ettt e e 7



4.4 [ ={ N o B =T 1T - =S PRSPPI 8

iii|Page



Chapter 2 Operating YOUE BUSINESS ......uuiiiiiiiieeiiiiee e eeitee e esitee s ssiee e e ssteeesssabeeeessabeeeesssseeessssstesssnsseeesssnsens 9

1

BUSINESS EEIICS ...eeiiiieiiie ettt ettt et s e et e st e e s bt e e sabe e e sareesareesneeesareeanns 9
1.1 DSA COAE OF ELNICS ..ottt st st e st e sbeesaeesane e 9
1.2 PUIPOSE Of YOUI BUSINESS..cccutiiieiiiiieeceiieeeeeite e e eette e e e ette e e s etteeeesateeeesntaeeesstaeessntaeeesassaseesnes 9
13 GENEIAI ELNICS .ttt st sttt e sb e she e s s e b e e nes 9
1.4 NON DiSPAragEIMENT ..ceeiiiiiiiiiiieeeee ettt e e e ettt et e e e s e s eabtr et e eeessassanbtteeeeessssassseaeeeessssannnnnee 10
1.5 HaraSSMENT ..o e e e e e e 10
1.6 No Contact of Vendors or Scientific Advisory Board Members........cccoccveveviiveeeeiiveeeeiciieenn, 10
1.7 F AN ol E @ o U] o 1o o TN 10
1.8 Maintaining the Company’s REPULATION .....cccuviiiieiiiiie et e e e aaee e 10
1.9 RECOIAS REVIEW ...ttt et b e bt et et st e bt e sbe e satesabesbe e beenes 10

([aTe [T o =T Yo [=T oY d o o r=Tor d o] SRS 11
2.1 Distributors are Independent CoNtractors........ccvcuueieeiiieieriiiee e ecieee e et e e e e e saaeeeeas 11
2.2 TAXES ettt e e a e e et e e e e s a et e s a e e e s raeeesas 11
2.3 No Authority to Act on Behalf of Company .......coocuiiiiiiii e 11
2.4 Designation as Employer Prohibited.........cccccuueiieciiiii et 11

Ordering ProdUCES OF SEIVICES ....eiiicureieiiiieeeeiiteeeeitteeessiteeeesaeeessaraeessssbeeeessssaeeesssseeesessseeesssnsens 12
3.1 (0o =T o1 oY -SSP 12
3.2 TranSfer Of THtle e e 12
33 Inventory and the 80 PErcent RUIE ..........eeieuiiie ettt e e aaee e 12
3.4 V13 aToTe Ko} @1 ¥o [=T oo V=T 12
3.5 ISSUINE CreditS . .uuueiiiiieeee ittt ectt e e e e e et e e e e e s e e e eaabteeeeeeesesssnteaeeaeeessannssnenneeaseesnnsenns 12
3.6 ol oY Ol ¥ o =TSR 12
3.7 Submitting Orders in the Name of Another Distributor .........ccccceeiiieiiicciee e, 12
3.8 Payments without SUficient FUNS .........ooeieiiie e 12
3.9 Use of another Individual’s Credit Card ...ttt 12
3.10 Automatic Re-Ordering PrOSram .......cciciiiieciiiiiieee e ecectttee e e e e esstre e e e e e e e e seanrre e e e e e e e senannseaeeeans 13
3.11  Retailing Of PrOQUCES .....coiiiiiiee ettt e e et e e e et e e e e e bt e e e e sbs e e e e entaeaeeanes 13

Product Refunds and EXCRaNgES .......coiicuiiiiieiiiie ettt e e et e e e saae e e e saabe e e s eaaeeens 13
4.1 2O 01T =] oy USRS 13
4.2 Exchange Policy for Products Purchased Directly from the Company.........cccocevevcieeeennneenn. 14
4.3 Procedures for Obtaining a Refund or EXChange .........cooviiiiieii i 14



8
9

4.4 Policy for Uncollected ProduUCES ........ccovciiiiiiiiiie ittt e e svae e e sssre e e esaaeeeeas 14

Retail Sales and CUStOMEr REEUIMNS .....ciiiiiiiiiieiie ettt ettt e s e sare s 15
5.1 RETAII SAIES ...ttt sh e st bbb nes 15
5.2 NO Wholesaling of ProdUCES........cccuuiiiiiiiie ettt et e s aa e e e aae e e e eaaaeeean 15
5.3 RETAil SAlES RECEIPES. .eeiiiiiieieiiiee et ee ettt e et e e e ete e e e et a e e e s satseeesassaeeesnsseeesansaneenas 16
5.4 Money-back Guarantees, Customer Refunds, and Exchanges for your Retail Customers ...........

Sales CoMPENSALION PLaN .....cii i e e e sbee e e e e e s e sbee e e e nareeas 17
6.1 Sales CoMPENSALION Plan .....cii i e e e e e e s bee e s e bae e e ennreeas 17
6.2 Exceptions to Sales Compensation Plan .......cc.ceeeeciiiieiciiiie et eaae e 17
6.3 No Compensation fOr SPONSOIING ......ccicuiiei e e ettt e ccttee e et e e e sre e e e srre e e esbaeeeeesreeesenaeeanas 17
6.4 NO GUArANTEEA INCOMIB.. .ttt ettt e sbe e sttt e sbe e sbeesaeesatesabeenbeens 17
6.5 Manipulation of Sales Compensation Plan .........cccuiiiiiiiiiieeiiieecciee e 17
6.6 BONUSES ..t e e e e e s 17
6.7 Required Retail Sales; Retail Sales Verification.........cccoccveieeciieie e 18
6.8 101 5N 18
6.9 (2T T LU 2= o0 V=T o N 18
o0 (O I S\ V4 o [T o | A @0 ] ¢ = Tol A o] o |- PP PPPT PP 19

Product Liability Claims and INndemnification ..........cceeciiieiiiiiii e 19
7.1 INAEMNIFICATION 1.t s s 19
7.2 Requirements for INdemnification............oooeciiir e 19
7.3 TaTo =T o] alyiTor=1uToT ol o1V Lo 1V [P 19

GOOAS AN SEIVICES TAX..ueeireieiiierieeestee sttt e st e sree e st eesbee e ssee e s beeesmteesabeesmeeesabeeeanseesnreesanenesareeennnes 20

Associating Other Organizations with the CompPany ........cccoviiiiiiiii e 20

v|Page



(0 0T o} d =T e T Yo (V=T 1Y o T~ PP PUPPPPPRNt 21

1

Business Support Materials and Trademark USE .......coccuieiiiiiiiiiiiiiiecciiee e 21
1.1 Use of Business SUPPOIrt Materials .......cc.veeiiciieeieiiiie ettt e e e e e e saaae e 21
1.2 Use of Trademarks and CoPYrights......ccuiiiiiiiiie ettt e e et e e e eaane e 21

[ doTe [UTol @1 - 1 4T SO P PP PPRPRPTON 21
2.1 GeNEral LIMITAtioN coo..eeiiii ettt ettt e e st e s b e s sar e e sneeesaree s 21
2.2 NO MEAICAI ClaiMIS...eeiiiiieiie ittt e st et e e s be e s bt e e st e e sbaeesnseesarenesanes 21
2.3 NO FDA APProved ClaimMsS ..cciiuiiieieiieieeeiiieeeecieee ettt e et e e e s sea e e e e e bae e e ssabaeeessnbaeeessssseeesssseeesns 22
2.4 Before and After PROtOgraphs ........uiii ittt et e et e e e aaee e 22
2.5 Modifications to Product Packaging ..........cccccuueeeeiiiiiieiiiee ettt ettt e e et e e e aaee e 22

[ Tole] 4o TN @ - 1 o -SSP UR PRSP 22
31 No Misleading INCOME ClaiMS...ccccuuiiiiiiiiieeeciiee ettt e e e e srre e e s sba e e e ssasbeeesssaaeeeas 22
3.2 Requirements for Lifestyle and Income Claims ........cooociiiiiiiiiiieciiiiec e 22

Blue Diamond Produced Business Support Materials ..........cceieeiiiiieeiiiiee e 23
4.1 Blue Diamond Business SUPPOrt Materials.........ccccveeeeiiiiieeiiiieee et 23
4.2 No Endorsement or Approval by COMPANY ......cccecviiiieiiiiee ettt e e sare e e e eaaeee e 23
4.3 License Agreement for Business Support Materials .........ccoecuveiiiiiieeieiiiee e 23
4.4 Registration of Blue Diamond Business Support Materials and Services. ........cccoecvveeeiineenn. 23
4.5 Sales by Blue Diamonds; PUIMPOSE ........eiiiiiiiieiiiiee ettt e e steee e svae e e e bae e e s sbae e e enaraeas 24
4.6 D I (] o T o gl @] = [ a1 V2= Y 4o 4 F RPN 24

Mass Media; General AdVEITiSING .......cccuiiieeiiiie ettt e et e e e stae e e s etreeeeebaeeessasbeeesasaeeanas 24
5.1 Promotions Utilizing Mass Media Prohibited ............coooiiiieiiiiiiccee e 24
5.2 MEAIA INEEIVIEWS ettt sttt e b e sb e sae e sanesn e e enes 24
5.3 [ aTe Tl = ToTo) @AYo V=T o T o =PSRN 24
5.4 Distributing Promotional Materials ..........eeeeciiiiieiiiiecciieee e saaee e 25

Retail Store, Trade Show, and Service Establishment Sales Policy .......cccccceeeivicciiieeee e, 25
6.1 RELQI STOIES ..ttt et e s e e be e s r e s b e e s b e s ne e e nne e e sareeenanes 25
6.2 Trade SHOW BOOTRS ... s e 25
6.3 Service EStabliShmMENTS........ooiiiiieee e e e 25
6.4  The Company’s Right of Final Determination .........cccccuveiiiiiiii e 26

LA Lt=T = PPN 26
7.1 Use of the Internet in Distributor BUSINESS.........coeiiiiiiiiiiiiieree e 26



7.2 Permitted INternet ACHIVITIES ....cooeieiieeeie et e 26
7.3 Blue Diamond Internet MarketingSite ... .ouvvciiii i 27
7.4  Additional Restrictions on INterNet USE.......coueiieriieeiiinieiienieeeeieeieesiee st 28
7.5 Internet Video and AUIO......cocuieiiiiiiiiiee ettt st s s s 29
7.6 Ta =Y oY Y= 11TV =SSR 29
7.7 ] o1 1 1 OO PTPPTPPPPPPPTPN 29
8 Lead Generation Services; NO SPEaKING FEES .....cciviiiiiiiiiiie ittt ree e s e e 29
8.1 Lead GENEIatioN SEIVICES....cciuiiiiiieetee ettt ettt ettt et s bt et e st e s sate e sabeesbaeesateesbeeesanes 29
8.2 NO SPEaKiNg FEES; MEETINGS ....ceeiiieiieeeciiee ettt ettt e e e e e stre e e s etae e e setbeeeseasseeesannaeeanan 30
9 No Recording of Company Events or EMPIOYEES ........ueeeviiiiiiiiiieee ettt et e e 30

vi|Page



(0 0T o) {1 o Y o Yo g FYo T o 1 V- PP PUUPPPPPNt 31

1 BECOMING @ SPONSON ...eiitiiiiieeeeiiiiiteteeeeeeeetrrtteeeeeeesaabtreeeeeeesssaasbsaaeeeessasanssraeaeesesssassssaaeaesssesannnsne 31
1.1 0= To T8 LT =T 0 aT=T ] N 31
1.2 The Placement of New Distributors .......ccccoiiiiiiiiiiieeeeee e 31
13 BUSINESS POIFOlIO. ....eieiieiiieieeee ettt s s 31
1.4 Distribution of COmMPany LEAAS ........uviiiciiiiiiiciiie ettt e e s sbre e s e naaeeeeas 31

2 Responsibilities Of @ SPONSOL ...uviiiiiie et e e e e e e e e aaeeeean 31
2.1 Training of DowNnling Organization .......cc.eeieciiii i e e saee e 31
2.2 T T ol oY1 Y-SR 32
2.3 No Purchase of Products or Business Support Materials and Services Required................... 32
2.4 Correct Information on ComMPany FOMMS .......coccuiiii ittt e e e e e e 32
2.5 Your Downline Organization’s Communication with the Company .......ccccccceeiicviieiiciieennns 32

3 INtErNAtiONAl BUSINESS...ccuuiieiiiieiieeiite ettt ettt ettt e sb e et sa e st e e sabe e sbeessabeesbeeesabeesabeesnteesabeennns 32
3.1 INEErNAtIONAI BUSINESS. ..c.ueiitieiieitierite ettt ettt sbe e sttt et esb e sae e sate s b e beens 32
3.2 Meetings in an Authorized Country with Attendees from an Unopened Country................. 33
33 The International SPONSOr AGrEEMENT .....cccccuviiieeiiieeeeceee e e e et e e e eare e e e erre e e e aaeee e 34
3R o 11 - IO P PP PP PRTPRTOPPOTO 34
35 Express Prohibition of Pre-Marketing in Certain CouNntries.......ccccccuvveviiieeieiiieeeeiieeeeeiieeens 34
3.6 REMEAIES. ... ettt et ettt et e r e b s sare s ne 34
3.7 Petition for Permission t0 PartiCipate.......cccccueeeeeciiiee ettt ettt e e aaee e 34
3.8 NO WAIVET ettt e e s e e s an et e s s asra e e e s anra e e e s annr e e e s annneeesas 34

vii|Page



Chapter 5 RestriCtiVe COVENANES.....cuiiiciiieiiiieee ettt ettt e e s e e s e e s s beeeeesbeeeessbtaeessseneessasseeessnnes 35

N @ VY] o 1T 5 o 1T o I o) N 1= Ao T SRR 35
2 ReStrictive COVENANTS......eiiiiiiiiii ittt s ra e s ba e 35
21 NON-SOHCIEATION ..ottt et e sb e s e b e re s 35
2.2 ool [0 1Y V71 Y SR 36
23 Confidential INfOrmMation........cooviiiiiinie e s 36
2.4 Confidentiality of Distributorship INformation ...........cccoeveiiiicii e, 37
2.5 NON-DiSPArABEMENT ..ceiiiiiiiciiiiiitee et e ettt e e e e srtrte e e e e s s s ssabtaeeeeesssssausreaaeeeesssssssneaaeeesssssnsnnne 37
2.6 REMEAIES. ...ttt ettt e b e b e s bt e sa et et e e be e bt e sheesat e sabe s be e b ebes 37
2.7 Y Fo] ot <=1 o1 11 4 SR 38

ix| Page



Chapter 6 Enforcement Of CONTIaCt ......uoiiiiiiiiiiiiiiee et st e s st e e s s beae e e snreeeesanes 39

R I o TN (o] | 4 - [ SO T T TSSO VPR PPTO 39
2 Acts of Participants in @ DiStribUtOrShip ....coccuuieii it 39
3 Procedures for Investigation, Discipline and Termination .........ccccocveeeieiiiee e e, 39
3.1 Reports of Alleged VIiolations........c.ueeiiieiiie ittt et e e e tre e s aa e e e e eaaeeaean 39
3.2 Time Limit for Reports of VIiolatioNns ........coiiviiiiiiiiiiice et 39
33 Balance of Rights Of PriVACY ....cciiicuiiiiiiiiie ettt s sre e e s naaeeeeas 39
34 PrOCEAUI.. .ttt ettt et e st s bt e e s bt e e bt e e s abe e s bee e s beeebbeesareesbeeenares 40
35 Distributor Compliance Appeals Committee (DCAC).......cceeeciuieeeeciiieee et e e e eaeee e 40
3.6 Company Actions for Breach of CONTract ........ccceeeviiiieiiciie e e 41
3.7 IMMEAIATE ACTION. ...ttt sttt et sb e s b e st sate s b e e beens 41
3.8 REMEAIES. .. ettt ettt et e st e e bt e e s bt e e bt e e s abeesbeeesabeesbbeesabeesabeeenares 41
3.9 Termination Of YOUI CONTraCt ...cccueiiieiiiiieiiee ettt ettt ettt e s 42

x|Page



(O 0T o) =T oy A Vg o T = o) o F PSRRIt 43

1

2
3
4
5
6

7

What is Mandatory Arbitration........ccueeeieieei i 43
Arbitration is Mandatory and Binding as to all DiSPULES .........ccccuviiieciiieeccieee e 43
Definition Of @ DISPULE ....oiiiiiiiie ettt e e e et e e e ettt e e e s ata e e e eaatseeeesasaeeesansseeesnnssaeenas 43
Y =Te [ 1 Ao DO PP TP U PP PP PPUROPION 43
Yo [U LT A e TN o TR = 4[] o PSP 44
ArDItration ProCRAUIE ...c..viiiiie ettt sab e st e s bt e e s b e e abeesbeesaneeesaneeenns 44
6.1 Rules of Arbitration; LOCAtION ......iiiic ettt ettt e e e crrree e e e e e e sebareeee e e e e e nnnens 44
6.2 D010 1V 7= YN 44
6.3 Date Of ArbiTration ....c...oouieeeeee e bbb 44
6.4 I = - =N 44
6.5 INO Class ACLIONS ..c..uveiiiieeiiie ettt et ettt e st e e sbe e st e e s sbteesbee e bteesaseesabeeesabeesbaeesaseesareeenanes 44
6.6 PermMitted ATLENAEES. .. .ei ettt ettt e s sbe e s sab e e sre e e nanes 45
6.7 Fees and EXpenses Of Arbitrator.........oocuiiiieciiie ettt et e e e aaeee e 45
5.8 AWAIAS ittt ettt h e bt sht e st e bt b e e he e e he e eae e et e e beenbeenaeesaeeea 45
6.9 (00T} o [T e A F=] L Y 2RSSR 45
6.10 Enforcement of Award; Injunctive Relief ... e 45
B.11  SUNVIVAL ettt et st st r e e r e e e sane e 46
THIrd Party ClaimS .ueee ettt et e et e e s et e e e sbte e e e ebteeeesabeaeessnstaeassastaeessnnsaeassnes 46

xi|Page



Chapter 8  GENEIAl TEIMS .o iiiiei ittt ettt e e ettt e s st e e e s sbeeeessbeeeesssbeeaessaseneeesseaeessasseeessnnes 47

R CT=Y o 1<t = | I =Y o TS T TR UOTOPPT 47
1.1 (00T 0] 0 =T A 1 =T o T~ TSR 47
1.2 WaiVers aNd EXCEPTIONS ..ecicviieeiciiiee ettt et e et e e e tte e e e ette e e e ebaeeesebteeeeestseesenseneeesssaneenanes 47
1.3 Tal =Y o= =To o] o 1 =Ll SR 47
1.4 YY1 o 11 L 28U 47
1.5 GOVErNiNG LaW/JUFISAICTION. ....ccveiieieec ettt ettt et e e et e e et e eeteeesnteeeeneeeennee s 48
1.6 NOTICES ..ttt ettt ettt e e ettt e e st et e e sttt e e s nb bt e e s anreeeesansbeeesanbneeesannreeesannneeenan 48
1.7 SUCCESSOIS AN ClAIMS.. ittt sttt ettt e bt e sbe e st e sabeebeesbeesaeesaneeas 48
1.8 [ LT Yo T~ 4R 48
1.9 INEEINAI REFEIENCES ... ittt ettt sb e st st s 48
O K T o 0T = 11 VA T o T X €T Vo [ PP 48
L.2T  TranSlatioNS . .ccceee ettt ettt e b e s ab e sbe e e sateesbeeenares 49

xii|Page



Addendum A - Glossary Of DefiN@d TEIMIS......cccuiiii ittt e e e e s s sbee e e e sbee e e essbeeesenareeas

Addendum B - Policies for Blue Diamond Business Support Materials and Services.......cccccvveveeeiriveeeenneen.

xii|Page



Chapter 1  Your Distributorship

1 Becoming a Distributor

1.1 Applying to Become a Distributor
You may apply to become a Distributor by completing the following steps:

(a) Complete, sign, and return an online or hardcopy Distributor Agreement to the Company; and
(b) Purchase a not-for-profit Business Portfolio.

You can purchase a Business Portfolio directly from the Company or from your Sponsor. No Bonuses are
paid on this purchase. You are not required to purchase any other Products or other materials to
become a Distributor.

1.2 One Individual per Distributorship

Only one individual may apply for a Distributorship and submit a Distributor Agreement to the Company.
If the individual also wants to include a spouse or Co-habitant on the Distributor Agreement, then the
spouse or Co-habitant may also be included on the Distributor Agreement. Except for the addition of
spouses or Co-habitants or as otherwise provided in a specific Authorized Country, if more than one
Person wants to participate in a Distributorship, then the Persons must apply either as a Business Entity
or as a Distributorship with joint participation as set forth in Sections 1.10 and 1.10A of this Chapter 1
respectively.

1.3 Age Requirements

You must be at least 18 years old to become a Distributor.
1.4 Minors

(Not Applicable)

1.5 Legal Residency

Your Distributor Agreement must be filed and your Distributorship maintained in the country or market
where you are a legal resident or citizen and where you have a legal right to do the business. If you are
unable to prove your legal residency, citizenship, or legal right to do business in the country or market
where you have filed your Distributor Agreement, the Company may declare your Distributor
Agreement void from its inception. You may only file to be a Distributor in an Authorized Country.

1.6 Former Distributors

If you have been a Distributor you may only apply to become a new Distributor under your original
Sponsor unless you meet the criteria in Section 3.3 of this Chapter 1 for signing up under a new Sponsor.
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Chapter 1 | Your Distributorship

1.7 Spouses and Co-habitants

If the spouse or Co-habitant of a Distributor wants to become a Distributor, the spouse or Co-habitant
must be added to the Distributorship previously formed by the other spouse or Co-habitant. If the
spouse or Co-habitant of a former Distributor wants to become a Distributor, then the spouse or Co-
habitant must apply to become a Distributor under the Sponsor of the spouse’s or Co-habitant’s former
Distributorship unless the applicable inactive period regarding Business Activity of the former Distributor
has lapsed as set forth in Section 3.3 of this Chapter 1.

1.8 Acceptance of your Distributor Agreement

The Company reserves the right to reject any application for a Distributorship at its own discretion. You
become an approved Distributor upon the acceptance and processing of your Distributor Agreement by
the Company. In the event the Company gets more than one Distributor Agreement from an applicant,
the first Distributor Agreement received at the corporate office in United States is the one that
determines who your Sponsor is.

1.9 Tax Payer Identification Number

You will be required to provide the Company with your Singapore National Registration Identity Card
(NRIC) Number, Foreign Identification Number (FIN) or any other relevant identity document number
before you are eligible to receive a Bonus, or when otherwise required by the Company for tax or other
purposes. This requirement also applies to spouses and Co-habitants who sign the Distributor
Agreement. Inthe event you sign up using a Business Entity, you must provide the Business Registration
Number for the Business Entity and the NRIC Number, FIN or any other required identity document
number of each Participant in the Business Entity (including but not limited to any shareholder, director,
officer, member and partner of the Business Entity where applicable). The Company may also place a
sales order or Bonus hold on your account until you provide your NRIC Number, FIN or any other
required identity document number and such identification number has been verified.

1.10 Business Entities

A Business Entity may apply to become a Distributor by completing, signing, and returning a Business
Entity Form, signed by all the Participants, together with a Distributor Agreement, and purchasing a
Business Portfolio. In addition, the following other requirements apply to Business Entities:

(a) Each Participant must be a citizen or legal resident and have the legal right to do business in the
country or market where the Business Entity’s Distributor Agreement has been filed, and must
be able to provide proof of such. If the Business Entity is unable to provide this proof upon the
Company’s request, the Company may declare the Distributor Agreement void from its
inception. You should be aware that merely being listed as a member of a Business Entity does
not necessarily grant you any legal right to do business;

(b) Bonuses will be issued in the name of the Business Entity. The Company will not have any
liability to you if the Business Entity or any Participant in the Business Entity fails to allocate and
pay any portion of the Bonuses received by the Business Entity among the multiple Participants
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Chapter 1 | Your Distributorship

in the Business Entity, or for any incorrect allocation and payment; and

One Participant will be designated as the Authorized Representative of the Business Entity and
the Company may rely and act on any information provided by the Authorized Representative.

1.10A Distributorship with Joint Participation

You may apply to add some other individual(s) as Additional Participant(s) to jointly participate in your
Distributorship by completing, signing, and returning a Joint Participation Form, signed by you as the

Principal Distributor and each of the Additional Participants, together with a Distributor Agreement, and
purchasing a Business Portfolio. In addition, the following other requirements apply to a Distributorship
with joint participation:

(a)

(b)

(d)

Each of the Additional Participants must be a citizen or legal resident and has the legal right to
do business in the country or market where the Principal Distributor has filed his Distributor
Agreement, and must be able to provide proof of such. Each of the Participants should be aware
that merely being listed as an Additional Participant in your Distributorship does not necessarily
grant any legal right for that Participant to do business;

The Principal Distributor is the sole individual authorized to take any action on behalf of the
Distributorship with respect to the Distributor Agreement (including the execution of any such
agreements) or any other matter relating to the Company, and that the Company shall be
entitled to rely on the authority and instructions of the Principal Distributor with respect to all
matters pertaining to the Distributor Agreement (including amounts payable as Bonuses
thereunder) or the Company;

Each of the Additional Participants is jointly liable for the acts and omissions of any of the
Participants in connection with the Distributorship, and the Company may take action against
the Distributorship for a violation of the Policies and Procedures by any of the Participants; and

All Bonuses and other benefits generated by or attributable to the Distributorship (including
through the efforts of the Additional Participants) shall be paid or provided directly to the
Principal Distributor and none of the Additional Participants, whether individually or collectively,
shall have any claim against the Company with respect to such Bonuses or other benefits.

1.11 Changing to a Business Entity

If you want to change the form of your Distributorship from an individual to a Business Entity, you may

do so at any time. This change is subject to any applicable legal requirements and requires the

completion and delivery of a Business Entity Form to the Company.
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1.12 Temporary Accounts

(Not Applicable)
2 Personal Information

2.1 Collection of Personal Information

The Company is aware of and responsive to your concerns regarding how information about you is
collected, used and shared as a result of your becoming a Distributor. The Company respects your
privacy and is committed to protecting the privacy of Distributors. The Company collects from you and
holds certain personal information about you in order to provide you with support, the benefits of being
a Distributor, and communicating with you regarding (i) Products and promotional offers, (ii) your
Distributorship and Downline Organizations, (iii) Bonuses, and (iv) other relevant business issues. All
information submitted by you will be held by the Company at its corporate headquarters in the United
States, its regional headquarters, and/or its local affiliated companies in your Resident Country. You
have the right to access and verify your personal information held by the Company by contacting the call
center for your Resident Country.

2.2 Authorization to Use Your Personal Information

You authorize the Company to:

(a) transfer and disclose personal and/or confidential information, (a) which you have provided to
the Company in connection with your Distributorship and Downline Organization, or (b) that
has been developed as a result of your activity as a Distributor, to (i) its parent and affiliated
companies wherever located, (ii) your upline Distributors when the Company determines it is
appropriate, and (iii) applicable government agencies or regulatory bodies if required by law.
You will have the option to block the transfer of certain information that may be provided to
your upline Distributors.

(b) use your personal information for Distributor recognition and the Company’s Business Support
Materials and Services unless you request in writing that the Company not to do so.

(c) use your personal information described above, and you further agree that any other
disclosure of your personal information will be governed by Company’s Privacy Policy, as it
may be published and modified from time to time.

3 Maintaining Your Distributorship Account

3.1 Keeping your Distributor Agreement, Business Entity Form and Joint
Participation Form current

(a) As a Distributor, it is your duty to keep the information contained in your Distributor
Agreement, Business Entity Form or Joint Participation Form current and accurate. You must
immediately inform the Company of any changes affecting the accuracy of information
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contained in these documents. The Company may terminate a Distributorship or declare a
Distributor Agreement void from its inception if the Company determines false or inaccurate
information was provided. If you fail to update your Distributor Agreement, Business Entity
Form or Joint Participation Form, holds may be placed on your account or other disciplinary
action may be taken, including termination.

(b) You must submit a Details Amendment Form (applicable to individuals only), a new Distributor
Agreement, Business Entity Form or Joint Participation Form (as the case may be) with
“Amended” written across the top to change your Distributorship information. Any Details
Amendment Form or amended Distributor Agreement must be signed by you. A Business
Entity’s amended Distributor Agreement must be signed by the Authorized Representative of
the Business Entity. An amended Business Entity Form must be signed by the Authorized
Representative and all new Participants of the Business Entity. The amended Distributor
Agreement of a Distributorship with joint participation must be signed by the Principal
Distributor. An amended Joint Participation Form must be signed by all Participants in the
Distributorship. The Company may charge a fee for processing changes to the Details
Amendment Form, Distributor Agreement, Business Entity Form or Joint Participation Form.
The Company may refuse to accept any amendments.

3.2 Adding a New Participant

You may not allow a Person to engage in any Business Activity for, or have a Beneficial Interest in, your
Distributorship, unless your Distributorship is a Business Entity or is a Distributorship with joint
participation and that Person has applied to become a Participant and such application has been
accepted by the Company. The Company may reject any such application in its sole discretion. If the
Company rejects the application, the Person may not participate in the Distributorship.

3.3 Starting a Distributorship under a New Sponsor

If you are a former Distributor, you may establish a new Distributorship under a new Sponsor only if you
have not engaged in any Business Activity (whether for your Distributorship or the Distributorship of
another Person) for the indicated inactive period:

Account type during the 24 months preceding Inactive Period
the most recent Business Activity

If you ever achieved Executive or higher 12 months

Distributor only 6 months

When the Company concludes that an inappropriate Sponsor change has occurred or has been solicited,
the second-in-time Distributorship may be returned to and be merged with the first-in-time
Distributorship and the Company may pursue other remedies listed in Chapter 6.
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3.4 One Distributorship per Individual

You are not allowed to have a Beneficial Interest in more than one Distributorship except as follows: (i)
marriage of two Distributors who each had a Distributorship prior to the marriage, (ii) inheritance of a
Distributorship by an existing Distributor, or (iii) as otherwise approved in writing by the Company.

3.5 Acquisition of Beneficial Interest in and Merger of Distributorships

(a) Overview. Occasionally, a Distributor wishes to form a partnership with another existing
Distributor and merge the two Distributorships or acquire a Beneficial Interest in a
Distributorship. Except as provided in this Section 3.5, the formation of a partnership between
Distributors, the merger of Distributorships, or the acquisition of a Beneficial Interest in a
Distributorship by a Distributor who has engaged in any Business Activity, is prohibited.

(b) Acquisition of Beneficial Interest. Except for those circumstances that may be approved by the
Company in its sole discretion, if you have engaged in any Business Activity, you may not, at
any time, acquire a Beneficial Interest in a pre-existing Distributorship under a different
Sponsor (whether by purchase, merger, partnership, or otherwise) unless (i) you have
terminated your Distributorship and had no Business Activity for the applicable inactive period
described in Section 3.3 of this Chapter 1, and (ii) the Distributor Agreement for the
Distributorship in which you want to acquire a Beneficial Interest was submitted to the
Company after the applicable inactive period for your Business Activity as described in (i)
above. The prohibitions of this Subsection (b) supersede the provisions of subsection (c) of
this Section 3.5.

(c) Merger. The Company may, in its sole discretion, consider mergers of Distributorships in the
following limited cases: (a) vertical mergers with your immediate upline sponsor, or (ii) to
merge with a Distributor that is on your first level; and (b) any other merger as may be
approved by the Company in its sole discretion.

(d) Company Review and Additional Requirements. In any case involving the proposed formation
of a partnership, mergers, or acquisitions of a Beneficial Interest, the Company will, in its sole
discretion, decide whether to approve a requested exception to these Policies and Procedures.
During its review the Company may impose additional requirements that it deems necessary,
including upline notifications and/or approvals.

i} Transferring and Terminating your Distributorship

4.1 Transferring Distributorships

You may not transfer your Distributorship or any rights therein, unless you have received the prior
written consent of the Company, which will not be unreasonably withheld. The Company will not
consent to any proposed transfer if it determines that the proposed transfer is not substantive and is
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being done to avoid the requirements of these Policies and Procedures. The Company will not recognize
any assignment, and the transferee will have no rights until the transfer has been approved by the
Company. Any exceptions and waivers the Company has made to the Contract for the benefit of a
Distributorship will terminate upon the transfer unless otherwise provided in a written agreement by
the Company.

4.2 Transfers Upon Death

(a) Individuals. If you are an individual, upon your death, your Distributorship may be passed on
to your heirs, or other beneficiaries whether by will, intestate succession, or otherwise. The
transfer will be recognized by the Company when a court order or proper legal document
addressing the transfer to a qualified transferee is submitted to the Company. The Company
encourages you to make appropriate arrangements in consultation with an estate-planning
attorney for the transfer of your Distributorship.

(b) Participant in a Business Entity. If you are a Participant in a Business Entity, upon your death
your interest in the Distributorship will be transferred according to the Business Entity’s legal
documents and applicable law governing the transfer, provided that all Persons of the
transferee are qualified to hold an interest in a Distributorship under these Policies and
Procedures. The transfer of your interest will be recognized by the Company when a court
order or proper legal documents addressing the transfer to a qualified transferee are
submitted to the Company.

(c) During any time that a Distributorship may be temporarily without an owner, or a gap in
ownership occurs due to probate or other court procedures, the upline Blue Diamond or above
will be responsible for operating this Distributorship. As payment for their services, the upline
Blue Diamond or above will be entitled to a service fee. This fee will be an amount equal to 15
percent of the Distributorship’s net Bonuses, which the Company will deduct from the
Distributorship’s net Bonuses.

4.3 Divorce

In the event of a divorce, the Company will neither determine the division of nor divide a Distributorship
or a Downline Organization. Generally, the Company will not divide Bonuses or other rewards. The
Company may, however, in its sole discretion, on a case-by-case basis, divide Bonuses on a simple, fixed-
percentage basis, pursuant to a court order or the written consent of both parties. IF THE COMPANY
AGREES TO DIVIDE BONUSES ON A SIMPLE, FIXED PERCENTAGE BASIS, THE PARTIES TO THE
DISTRIBUTORSHIP AGREE TO HOLD THE COMPANY HARMLESS FROM ANY AND ALL LIABILITIES, LOSSES,
COSTS, DAMAGES, JUDGMENTS, OR EXPENSES, INCLUDING REASONABLE ATTORNEY’S FEES, RESULTING
OR ARISING FROM, DIRECTLY OR INDIRECTLY, ANY ACTS OR OMISSIONS BY COMPANY IN DIVIDING THE
BONUSES. The Company has the right to withhold Bonuses in the event of a dispute among spouses
regarding a Distributorship. The Company may charge a fee to Distributors each month as payment for
its services in dividing Bonus payments.
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4.4 Right to Terminate

You may terminate your Distributorship at any time. Please see Section 3.9 of Chapter 6 for details.
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1 Business Ethics

1.1 DSA Code of Ethics
The Company is a member of the Direct Selling Association (DSA) in the United States and in many
countries around the world and abides by the DSA Code of Ethics. Along with the ethical guidelines of
this Section, you are encouraged to read the DSA Code of Ethics and adopt its principles in your business
operations. The DSA Code of Ethics can be found at www.dsa.org.

1.2 Purpose of Your Business
The primary purpose of your business and the Company is to sell high quality Products to retail
customers. As part of this process you may sponsor other Distributors in the business to build your sales
organization. However, the recruitment of other Distributors is not your primary focus, but rather an
integral part of your fundamental obligation to sell Products and increase the sales of Products to retail
customers by your Downline Organization.

1.3  General Ethics
You must operate your Distributorship in an ethical, professional, and courteous manner. This means,
among other things, the following:

e You must comply with the Contract and with applicable law.

e  You must operate your Distributorship honestly.

e You should indicate to prospective customers and Distributors who you are, why you have
contacted them, and what Products you are selling.

e You may not make false or misleading claims about potential earnings under the Sales
Compensation Plan or about the benefits of using the Company’s Products.

e You may not pressure any Distributors or prospective Distributors to operate in a financially
irresponsible way, including, but not limited to, pressuring them to buy more Products or
Business Support Materials and Services than they can reasonably use or sell, or to maintain
specific inventory requirements.

e You must not encourage or recommend that Distributors or prospective Distributors incur debt
in order to participate in the business.

e  You must explain how to return Products or cancel an order.

e You must not represent to prospective Distributors that they are required to purchase Products
or Product packages to become Distributors or to become Executives. Prospective Distributors
must be informed that they can sign up as customers or that they may purchase Products
individually and not in Product packages.
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1.4 Non Disparagement
You may not make any misleading, unfair, inaccurate, or disparaging comparisons, claims,
representations, or statements about:

e the Company;

e its Products, or commercial activities;

e other Persons;

e other companies (including competitors); or

e other companies’ products, services, or commercial activities.

1.5 Harassment
You must operate your Distributorship in a manner that is free of harassment, intimidation, threats, and
abuse. Harassment of any kind will not be tolerated, including, but not limited to, race, religion, physical
and verbal abuse, or soliciting, encouraging, or consummating any inappropriate or unwelcome written,
verbal, electronic or physical relationships, sexual advances, requests for sexual favors, or other
physical, verbal, or visual behavior of a sexual nature, with another Distributor, Company employee or
customer.

1.6 No Contact of Vendors or Scientific Advisory Board Members
You may not contact, either directly or indirectly, the Company’s vendors, suppliers, scientific advisory
board members, basic research partners, universities, or any other advisors or consultants of the
Company without the prior written consent of the Company.

1.7 Anti-Corruption
You must comply with all anti-corruption laws, including the Foreign Corrupt Practices Act (“FCPA”), in
the countries or markets in which the Company does business. The FCPA requires that you never
directly or indirectly (i.e. through an agent) make a payment or gift with the purpose of influencing the
acts or decisions of foreign officials. There are some limited exceptions to this rule. Because the rules
and exceptions relating to anti-corruption are complex, you should consult with your own legal counsel
regarding questions relating to compliance with the FCPA or anti-corruption laws. For additional
information please refer to the Company’s Anti-Corruption Policy in the Corporate Governance section
of the Investors link on the Nu Skin Enterprises, Inc. website at www.nuskinenterprises.com.

1.8 Maintaining the Company’s Reputation
You will not act in any way, including your actions outside the scope of your Distributorship, which could
be considered detrimental to the business or reputation of the Company or its Distributors. The
Company has the right to, in its sole discretion, determine what actions may be considered detrimental
and take action against you according to Chapter 6.

1.9 Records Review
As a condition to participating as a Distributor, you grant the Company the right to review any records
related to your Distributorship in order to investigate whether you have been operating your
Distributorship in compliance with these Policies and Procedures. The Company may request to review
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your Distributorship records at any time and for any reason. You must comply with any request to
review your Distributorship records by promptly and completely making your true records available for
review by the Company.

2 Independent Contractor

2.1 Distributors are Independent Contractors
You are an independent contractor. You are not an agent, employee, officer, partner, member, or joint-
venturer with the Company, and you may not represent yourself as such. You agree that as an
independent contractor, you:

e are responsible for your own business decisions and must determine in your sole discretion,
when you will work and the number of hours you will work;

e will be paid Bonuses based on sales and not the number of hours you work;

e are subject to entrepreneurial risk and responsible for all losses that you incur as a Distributor;

e must pay your own license fees and any insurance premiums or the like (if applicable); and

e are responsible for all costs of your business including, but not limited to, travel, entertainment,
office, clerical, legal, equipment, accounting, and general expenses without advances,
reimbursement, or guarantee from the Company.

2.2 Taxes
You must pay any self-employment taxes required by federal, state, and local laws, statutes, and
regulations.

2.3 No Authority to Act on Behalf of Company
You have no authority to act on behalf of the Company. This includes, but is not limited to, any attempt
to:

e register or reserve Company names, trademarks, trade names or Products;

e register URLs using the Company names, trademarks or trade names;

e register or secure approval for Products or business practices; or

e establish business or governmental contacts of any kind on the Company’s behalf.

You must indemnify the Company for all costs and attorneys’ fees incurred by the Company for any
remedial action needed to exonerate the Company in the event that you improperly act on behalf of the
Company. You must immediately assign to the Company any registration of Company names,
trademarks, trade names, Products, or URLs registered or reserved in violation of this Section without
the Company’s reimbursement of any costs you incurred.

2.4 Designation as Employer Prohibited
You may not identify the Company as your employer on loan applications, government forms,
employment verification requests, applications for unemployment compensation or any other form or
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document.

3 Ordering Products or Services

3.1 Ordering
You may order Products directly from Nu Skin Enterprises Singapore Pte Ltd. There is no minimum
order; however, shipping and handling costs may vary depending on the amount of Products ordered.

3.2 Transfer of Title
Title to and risk of loss for any Products you order transfers to you when the Products are shipped or
collected.

3.3 Inventory and the 80 Percent Rule
As a Distributor you have no specific inventory requirements. You must use your own judgment in
determining inventory needs based upon reasonably projected retail sales and personal use. You are
prohibited from ordering more than a reasonable amount of inventory. By placing an order, you certify
that you have sold or consumed at least 80 percent of your total inventory from previous orders.

3.4 Methods of Ordering
The Company does not accept orders on credit. Orders will not be shipped or allowed to be collected
until they are paid in full. Payment must be made by credit card, cash, NETS, GIRO, or such other
method as may be accepted by the Company.

3.5 Issuing Credits
A Company credit may be issued in instances of overpayment, Product exchanges, or in other
circumstances when an order cannot be completely filled. Personal Sales Volume and Group Sales
Volume (or if applicable, Commissionable Sales Value), are credited when the Company credit is used.

3.6 Pricing Changes

The Company maintains the right to change Product prices without prior notice.

3.7 Submitting Orders in the Name of Another Distributor
You are prohibited from submitting orders in the name of another Distributor without the other
Distributor’s prior written approval. You must provide a copy of written approvals to the Company upon
request.

3.8 Payments without Sufficient Funds
If any check is returned for insufficient funds or if any credit card payment is reversed, you must
immediately make payment to the Company for the full amount of the returned check or reversed credit
card payment. If you fail to promptly make such payment you are in breach of the Contract.

3.9 Use of another Individual’s Credit Card
You should not use another individual’s credit card to order Products or the Company’s Business

12| Page



Chapter 2 | Operating Your Business

Support Materials and Services without the individual’s prior written approval. You must provide a copy
of written approvals to the Company upon request.

3.10 Automatic Re-Ordering Program
The Automatic Re-Ordering Program (“ARO Program”) is an optional program available in some
Authorized Countries. The ARO Program allows you to place a standing order with the Company that
will be conveniently shipped to you on a monthly basis and charged to your credit card or by GIRO on a
recurring, monthly basis. The terms and conditions of the ARO Program are found on the Automatic Re-
Ordering Program Enrollment Agreement and the Company’s website. The Company may terminate (i)
the ARO Program at any time and for any reason, and (ii) your right to participate in the ARO Program as
described in the terms and conditions of the ARO Program. You may cancel your monthly ARO Program
order with written notice as described in the terms and conditions of the ARO Program.

3.11 Retailing of Products
(a) You may only resell Products in your Resident Country. The Products you resell must also be
purchased from the Company in your Resident Country, and you may not resell Products in your
Resident Country that you acquire from the Company in a Non-Resident Country.

(b) When you execute your Distributor Agreement incorporated with an International Sponsor
Agreement, you are granted the right to purchase Products in a Non-Resident Country. You
may only purchase Products in a Non-Resident Country for personal use or to demonstrate the
Products for potential new Distributors. You cannot resell Products in a Non-Resident Country.
You may be subject to additional requirements for a specific country or market.

4 Product Refunds and Exchanges

4.1 Refund Policy
(a) Unless otherwise required by applicable law, the Company will:

(i) refund one hundred percent (100%) of the price, less applicable Bonuses (plus applicable
tax if prepaid) to you on unopened and resalable Business Support Materials sold by the
Company to you that are returned within 60 days from the date of purchase; or

(ii) refund one hundred percent (100%) of the price, less applicable Bonuses (plus applicable
tax if prepaid) to you on unopened and resalable Products (except Business Support
Materials) sold by the Company to you that are returned within ninety (90) days from the
date of purchase.

The Company does not refund the original shipping costs on Products that you return.

In order for the Company to correctly back out the applicable Bonuses on returned
Products, you must keep the sales order number from the invoice. You must provide the
sales order number to the Company at the time you request a refund. You may also
return individual Products that are purchased as part of a kit or package. The form of the
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refund will be based on the original form of payment such as a bank transfer or a credit
card charge. Instead of a refund, the Company may choose other alternatives such as a
Product credit. The return of Products may affect your eligibility to receive Bonuses and
your pin level, and if Bonuses have already been paid on the returned Products, then the
Company will recoup your Bonuses as set forth below in Section 6.9 of this Chapter 2.
The Company does not provide refunds for Products or Business Support Materials and
Services purchased from another Distributor. You must seek a refund directly from the
Distributor who sold you such Products or Business Support Materials and Services.

(b) (Not Applicable)

4.2 Exchange Policy for Products Purchased Directly from the Company
Unless otherwise required by applicable law, the Company will exchange Products purchased directly
from the Company that were incorrectly sent, or are defective, if you notify the Company within 90 days
of the date of purchase. In addition, the Company may upon receipt of request by you exchange
unopened and resalable Products purchased directly from the Company that are returned within ninety
(90) days of the date of purchase, provided that such exchange must be by way of a Product/Products
exchanged for a Product/Products of the same Personal Sales Volume or lower. If an exchange is not
feasible, the Company may issue (i) a Company credit for the amount of the exchanged Products, which
may be used to purchase other Products, or (ii) a full refund of the purchase price.

4.3 Procedures for Obtaining a Refund or Exchange
You must comply with the following procedures to obtain a refund or exchange:

(a) You must return the Product and/or Business Support Material to Nu Skin Enterprises Singapore
Pte. Ltd. during office hours together with the original sales receipt (Inquiries at (65) 6311 8276);

(b) All return shipping costs (if any) must be paid by you;

(c) Products sent to the Company without prior Company approval will not qualify for a refund or
exchange and will be returned to you at your expense; and

(d) Procedures may vary in jurisdictions where different requirements are imposed by law.

4.4 Policy for Uncollected Products

You acknowledge that administrative time and costs will be incurred by the Company to retain Product
and/or Business Support Materials purchased but remain uncollected by and/or undelivered to you.
Accordingly, you agree that IN THE EVENT THAT:-

1) when collection is to be made by you and you fail or neglect to collect any Products and/or
Business Support Materials purchased from the Company within seven (7) days from the date of
purchase, the Company will deliver the purchased Products and/or Business Support Materials to
the address as provided by you at reasonable delivery charges and if such Products and/or
Business Support Materials cannot be successfully delivered to you and you fail or neglect for
whatsoever reason to collect the Products and/or Business Support Materials from the Company
within six (6) months from the date of purchase; or
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2)  where you have requested the Company and the Company has agreed to deliver any Products
and/or Business Support Materials to you but the Company is unable to deliver such Products
and/or Business Support Materials to you due to an incorrect or incomplete delivery address or
the unavailability of the named recipient at the address as provided by you, and you fail or neglect
to collect the Products and/or Business Support Materials from the Company within six (6) months
from the date of purchase,

THEN all of such Products and/or Business Support Materials shall be deemed to have been delivered to
and accepted by you upon the expiry of the aforesaid period of six (6) months, whereupon you shall be
deemed to have irrevocably and unconditionally, (a) waived, relinquished and surrendered all rights,
title and interest in and to such Products and/or Business Support Materials or to a refund of the
purchase price or any part thereof under this Policies and Procedures; and (b) authorized the Company
and the Company shall be entitled at its absolute discretion, without any liability or further reference,
notice or account to you, to dispose of or deal with any such Products and/or Business Support
Materials in any manner as the Company deems fit or expedient, including without limitation the
donation of such Products, Business Support Materials and/or goods exchanged therefor for charitable
and/or humanitarian purposes.

5 Retail Sales and Customer Returns

5.1 Retail Sales
Products purchased from the Company may only be sold to retail customers, used for Product
demonstrations, or for your own personal use. You are authorized to resell Products you purchase from
the Company to retail customers. Subject to the terms hereinbelow, you may establish your own retail
prices for Products and may keep all of the profits you earn from retailing the Products to your retail
customers.

The Company has established suggested retail prices for Products based on competitive pricing in each
market. Maintaining retail pricing for non-Distributors helps to preserve the value of the Company’s
Products and business opportunity. The Company may take disciplinary measures, including possible
termination of a Distributorship, in the event the Company determines that a Distributorship resells
Products at price levels that impair the viability of bona fide retail pricing for other Distributorships. The
selling of the Company’s Products in the market below the Company’s Distributor wholesale price in
that market is strictly prohibited.

5.2 No Wholesaling of Products
You may not sell or distribute Products to Persons who intend to resell the Products, or have resold
Products in the past. You are prohibited from selling to Persons, either directly or indirectly, who
ultimately (i) resell the Products through a retail store, (ii) resell the Products over the Internet,
regardless of the form of Internet distribution channel, unless it has been approved by the Company in
writing, (iii) import the Products into an Unopened Country, or (iv) use any other method of distribution
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that violates the primary purpose of your direct selling business and that of the Company. You must take

reasonable steps to ensure that Persons who purchase Products from you do not intend to violate this
Section 5.2.

5.3

Retail Sales Receipts

You must provide Retail Sales Receipts to your customers in accordance with the following

requirements:

(a)

(b)

5.4

(a)

(b)

(d)

You must provide the customer with two copies of the completed Retail Sales Receipt at the
time of the sale. All blanks in the section referring to the seven-day refund policy on the back of
the receipt must be completed. The Retail Sales Receipt should be completed and include the
items ordered, the amount of the sale, and the customer’s name, address, telephone number,
the date of the sale, your name, business address, and business telephone number.

You must keep a copy of the Retail Sales Receipt for your records. You must keep copies of all
Retail Sales Receipts on file for at least four years.

Money-back Guarantees, Customer Refunds, and Exchanges for your

Retail Customers
You must offer a seven-day money-back guarantee to your retail customers. This means that
you must, for any reason and upon request, give a full refund of the purchase price to the
customer. The only requirement is that the customer must request the refund within seven
business days of purchase and return the unused portion of Product. You must make a refund
for returned Products within 10 days of the customer’s request. The Company encourages you
to honor your retail customers’ requests for refunds or Product exchanges even if made more
than seven business days after the date of retail sale.

(Not Applicable)

If your retail customer purchases a Product directly from you, and your retail customer returns
the Product to you for a refund, then you are responsible for, and must provide the retail
customer with, a refund without any reimbursement from the Company. The Company
encourages you to honor your retail customer’s request for refunds even if made more than
seven business days after the date of sale.

If your retail customer purchases a Product directly from you, and your retail customer returns
the Product to you for a Product exchange, then you are responsible for the Product exchange,
and the Company will only replace the exchanged Product if returned within 30 days from the
date of the retail sale and the Product is defective.
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6 Sales Compensation Plan

6.1 Sales Compensation Plan
A complete copy of the Sales Compensation Plan has been provided to you. The Sales Compensation
Plan is a part of the Contract, and you are bound to its terms. The Sales Compensation Plan may be
changed by the Company at any time with 30 days prior notice. A current copy of the Sales
Compensation Plan may be found at www.nuskin.com.sg.

6.2 Exceptions to Sales Compensation Plan
The Company, in its sole discretion, has the right to hold, maintain, or promote a Distributor to any pin
level in the Sales Compensation Plan without regard to fulfillment of pin level requirements, or waive
any other obligation or requirement of the Sales Compensation Plan. Unless otherwise agreed in writing
by the Company, the Company may terminate any exception granted pursuant to this Section 6.2 of this
Chapter 2 at any time and for any reason.

6.3 No Compensation for Sponsoring
You do not receive any compensation for sponsoring other Distributors. You are not entitled to any
Bonus, compensation or commissions for Product that is purchased for personal use. Your level of
compensation will be based on your hard work, your sale of Products, and the sales of your Downline
Organization.

6.4 No Guaranteed Income
You are neither guaranteed a specific income nor assured any level of profit or success. Generating
meaningful compensation as a Distributor requires considerable time, effort, and commitment to the
business. You should operate your Distributorship in a financially responsible and businesslike
manner—you should not (i) incur debt to purchase Products or Business Support Materials and Services,
(i) quit your current employment until you are confident that you can afford to do so, and (iii) incur
expenses that exceed the amount of your Bonuses. This is not a “get rich quick” program. Your profit
comes only through the successful sale of Products and the sales of other Distributors within your
Downline Organization.

6.5 Manipulation of Sales Compensation Plan
Maintaining the integrity of the Sales Compensation Plan is of vital importance to the Company. You
must abide by the terms and conditions of the Sales Compensation Plan and you may not, in any form,
use false identification numbers, false names, false Distributorships, buy additional Product to maintain
a pin level, warehouse Products, or use any other form of manipulation that violates the terms and
conditions of the Sales Compensation Plan or its spirit and intent.

6.6 Bonuses
In addition to the retail profits you can earn from your resale of Products, you can also receive a Bonus
under the Sales Compensation Plan, subject to the following:

(a) You may not receive any Bonuses if you are in violation of the Contract;
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(b) The requirements for receiving a Bonus and the terms for determining the amount of the Bonus
may be changed by the Company at any time upon 30 days prior notice;

(c) Bonuses may be paid by wire transfer, or any other method chosen by the Company;

(d) No interest accrues on Bonuses when the payment of such has been delayed by the Company

for any reason; and

(e) The Company will pay no Bonuses until the aggregate accrued monthly Bonuses are equal to 10
US dollars (or the equivalent amount in local currency). If your Distributorship is terminated, any
unpaid accrued Bonuses under the 10 US dollar minimum (or the equivalent amount in local
currency) will be forfeited.

6.7 Required Retail Sales; Retail Sales Verification
You are not eligible to receive a Bonus in any month in which you do not have five retail sales as
required by the Sales Compensation Plan. You must retain documentation of retail sales for at least four
years to verify that you have met these retail sales requirements. You must make this documentation
available to the Company at the Company’s request. If you cannot document the required retail sales
you are in breach of the Contract. The Company may recover all Bonuses paid for orders in any month
for which you cannot provide retail sales documentation. The Company regularly audits Distributor
compliance with this Section.

6.8 Timing
An order for Products is included in the Bonus and Executive qualification computations for a given
month only if received by the Company on or before the last business day of that month. If the Company
places Products on backorder, Personal Sales Volume (or if applicable, Commissionable Sales Value) for
those Products will only be included in the Bonus and Executive qualification computations in the month
the Products are shipped.

6.9 Bonus Recovery
(a) In addition to any other recovery rights provided in these Policies and Procedures, the Company
has the right to require you to repay any Bonuses paid to you:

(i) on Products returned under the Company’s refund policy;
(ii) on Products returned in relation to any incident of Distributor misconduct;
(iii) that were mistakenly paid by the Company; or

(iv) inthe event you violate the provisions of Section 6.5 of this Chapter 2, in addition to any
other remedies available to the company, the Company shall have the right to adjust your
pin level and recalculate your Bonuses for the period in which such activities occurred by
disregarding the volume from Products that were returned, that were purchased in order to
maintain Executive pin levels, or any other activity that violate Section 6.5 of this Chapter 2.
You must repay any Bonuses that were paid to you in excess of the adjusted Bonus that is
calculated by the Company as set forth above.
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(b) If you are obligated to repay any Bonuses to the Company, the Company will have the right to
recover such amount by (i) requiring a direct payment of the amount from you, or (ii)
withholding the amount from your present or future Bonus payments.

(c) Extension of the Company’s refund policy, whether required by applicable law, or instances in
which Distributor misconduct, misrepresentation, or other extenuating circumstances
necessitates a Company refund in excess of its stated refund policy, will be considered on a
case-by-case basis. In the event the Company is required to make a refund that exceeds the
terms of its refund policy, the Company may recoup Bonuses paid to you on those Products as
well.

6.10 Payment Corrections
It is your duty to make sure that the Bonuses paid to you are correct. If you discover an error in your
payment you must notify the Company within 90 days after the receipt of your Bonus. If you fail to
notify the Company of any errors or disputes with respect to a Bonus payment within this 90 day period,
you will be deemed to have accepted the payment as full and complete payment of any Bonuses earned
during such Bonus period and you will have no further right to dispute the Bonus payment or seek
payment of any additional Bonus.

7 Product Liability Claims and Indemnification

7.1 Indemnification
In the event of a product liability claim brought against you by a third party for a defective Product or for
injury from use of a Product, the Company will indemnify and defend you from such claims, subject to
the limitations described in Section 7.2 of this Chapter 2.

7.2 Requirements for Indemnification
In order to be indemnified, you must notify the Company of the claim in writing within 10 days of your
receiving notice of the claim. The Company has no obligation to indemnify you if you have (a) violated
the Contract; (b) repackaged, altered or misused the Product, or made claims or given instructions about
the Product’s safety, uses or benefits which are not included in the Company’s current approved
literature, warnings, or Product labels; or (c) settled or attempted to settle a claim without the
Company’s written approval. In addition, indemnification is conditioned upon you allowing the Company
to assume the sole defense of the claim.

7.3 Indemnification by You
You agree to indemnify the Company from any claim by a third party that arises directly or indirectly
because you have (a) violated the Contract; or (b) repackaged, altered or misused the Product, or made
claims or given instructions about the Product’s safety, uses or benefits which are not included in the
Company’s current approved literature, warnings, or Product labels.
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8 Goods and Services Tax

Where applicable, the Company will charge Goods and Services Tax for Products sold to you in
Singapore.

9 Associating Other Organizations with the Company

The Company’s business opportunity is not based on race, gender, beliefs, or political affiliations. When
you are training your Downline Organization, selling Products or promoting the business opportunity,
you may not promote, advocate, sell, or include literature, books, or other material that promotes any
other organization or individual, whether religious, political, business, or social, or that implies any
association between the Company and any other organization. Company and Distributor meetings, calls
or any other functions may not be used as a forum to promote or express personal beliefs, other
organizations, companies, events, or individuals.
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1 Business Support Materials and Trademark Use

1.1 Use of Business Support Materials

Subject to the exception in Section 4 of this Chapter regarding Blue Diamond Business Support
Materials, you may only use Business Support Materials that have been produced and distributed by the
Company for the promotion of the business, the Products and the Sales Compensation Plan, and you
may not prepare or use your own Business Support Materials. In addition, because laws and
regulations differ from country/market to country/market, you may only use Business Support Materials
that have been specifically approved for use in that Authorized Country.

1.2 Use of Trademarks and Copyrights

(a) Use of Company Trademarks and Copyrights. The Company’s trademarks and copyrights are
valuable assets of the Company and the Company strictly regulates the use of these trademarks
and copyrights to ensure that they do not lose their value to the Company or its Distributors.
You may not use the Company’s trademarks, copyrights and other intellectual property rights,
registered or otherwise, in any form except as specifically authorized by these Policies and
Procedures or as otherwise approved in writing by the Company. The Company may prohibit
the use of the Company’s trademarks or copyrights in any Business Support Materials or other
medium.

(b) Damages. You are liable to the Company for any damages arising out of your misuse of the
Company’s trade names, trademarks, copyrights and other intellectual property rights, in any
form except as specifically authorized by these Policies and Procedures or as otherwise
approved in writing by the Company.

2 Product Claims

2.1 General Limitation

You may only make the specific Product related claims and representations published in the Company’s
Business Support Materials, and Company literature, and that have been approved by the Company for
use in Business Support Materials in the Authorized Country where you are making the claims.

2.2 No Medical Claims

You may not make medical claims, or state or imply that any Product is formulated, designed or
approved by the Company or any regulatory authority to treat any disease or medical condition. These
representations imply that the Products are drugs rather than cosmetics or nutritionals. You also may
not compare Products to drugs, or make drug or medical claims. Any such representations, claims or
comparisons by you may result in your personal liability.
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2.3 No FDA Approved Claims
(Not Applicable)

2.4 Before and After Photographs
Only those pictures and videos that have been approved by the Company may be used to demonstrate
Product benefits.

2.5 Modifications to Product Packaging

You may not modify any packaging, labels, literature or instructions for use for any Product. You may
not give instructions to use a Product in any way not described in the Company’s current approved
literature. Any such modifications or instructions by you may result in your personal liability.

3 Income Claims

3.1 No Misleading Income Claims

It is important that all Distributors are fully informed and have realistic expectations concerning the
income opportunity associated with being a Distributor. To help make sure all Distributors have realistic
expectations, you must comply with the provisions of this Section 3 in all aspects of your business
activities. Most importantly, you may not make any claims, specific or implied, regarding the income
opportunity that are false or misleading, including income guarantees of any kind. You may not exhibit
actual or facsimile Bonus checks or other Bonus payment records.

3.2 Requirements for Lifestyle and Income Claims

You may only make lifestyle claims (e.g., my Nu Skin business allowed me to buy a boat, quit my job,
purchase a new home, etc.) associated with your Nu Skin business provided that (a) the information
must be accurate and not misleading; and (b) the information must be based on your experience, or the
experience of Distributors in your immediate upline or Downline Organization, or be consistent with
information in Company or Blue Diamond Business Support Materials.

You are not allowed to make any income claims except for claims in accordance with the most recent
version of the Company’s Distributor Compensation Summary released by Nu Skin Enterprises Singapore
Pte. Ltd. for use in Singapore, and you must also simultaneously disclose a full version of such

Company’s Distributor Compensation Summary at the time you make such income claims to any person.
You may contact Nu Skin Enterprises Singapore Pte. Ltd. to enquire if any Distributor Compensation
Summary has been released for use in Singapore. You should not make any claim regarding the amount
of time required to reach specific compensation levels without prior written approval from the Company.
Additionally, all your income claims must comply with any applicable local laws and regulations.
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4 Blue Diamond Produced Business Support Materials

4.1 Blue Diamond Business Support Materials

In order to protect the integrity of the Network and to ensure that Business Support Materials and
Services are only produced, utilized and distributed by Distributors with significant experience and
knowledge relating to the Company and its Products, only Blue Diamond Distributors may produce,
utilize and distribute their own Business Support Materials and Services. Blue Diamond Distributors
may produce Business Support Materials and Services for their own use and for use by other
Distributors only if they comply with the terms of these Policies and Procedures, including, without
limitation, the provisions of Sections 2, 3, 4.3, and 4.4 of this Chapter 3 and Addendum B. Blue Diamond
Business Support Materials and Services may only be used in the specific Authorized Countries in which
they have been registered. For purposes of this Chapter 3, Blue Diamond Distributors are those
Distributors that: (i) currently enjoy active status as a Blue Diamond, (ii) have been a Blue Diamond for a
minimum of three months, and (iii) are not in material breach of the Contract.

4.2 No Endorsement or Approval by Company

Although the Company allows Blue Diamond Distributors to produce, utilize and distribute Blue
Diamond Business Support Materials and Services for use by other Distributors, you need to be aware
that these Blue Diamond Business Support Materials and Services are independently produced by Blue
Diamond Distributors and are not produced, endorsed, recommended or approved by the Company. If
you elect to purchase or use Blue Diamond Business Support Materials and Services, the Company (i)
has no responsibility or obligation to you regarding refunds and exchanges, and (ii) does not guarantee
that the Blue Diamond Business Support Materials and Services comply with all applicable laws and
regulatory requirements. Moreover, the purchase of such materials is not required and there can be no
guarantee that such Blue Diamond Business Support Materials and Services will contribute meaningfully
to your business. You should evaluate the purchase of Business Support Materials carefully. You should
not spend more on such Blue Diamond Business Support Materials and Services than can be supported
by your current level of Bonuses under the Sales Compensation Plan.

4.3 License Agreement for Business Support Materials

A Blue Diamond Distributor must execute and submit to the Company a License Agreement prior to
producing any Blue Diamond Business Support Materials and Services. The License Agreement is for a
term of two-years and must be renewed if you want to continue to produce and use your Blue Diamond
Business Support Materials and Services. The License Agreement grants you the right to use certain
Company trademarks and trade names, and sets forth the terms and conditions you must agree to abide
by in order to produce Business Support Materials and Services and utilize the Company’s trademarks.

4.4 Registration of Blue Diamond Business Support Materials and Services
Prior to using or distributing any Blue Diamond Business Support Materials and Services, a Blue Diamond
Distributor must register such Blue Diamond Business Support Materials and Services with the Company
and receive a Notice of Registration from the Company with respect to such Blue Diamond Business
Support Materials and Services as set forth in Addendum B to these Policies.
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4.5 Sales by Blue Diamonds; Purpose

Blue Diamond Distributors who sell Blue Diamond Business Support Materials and Services to other
Distributors must comply with these Policies and Procedures and the provisions of Addendum B to these
Policies and Procedures. Blue Diamond Business Support Materials and Services may be sold only for
the purpose of promoting Products and the Company’s business and for assisting, training, and
motivating other Distributors in their promotion of the Products and the Company’s business.

4.6 Distributor Organizations

Distributor Organizations offering formal materials, training, website subscriptions, Business Support
Materials and Services, or other business promotion tools may only be formed by Blue Diamond
Distributors. Distributor Organizations must comply with the Company’s written guidelines governing
the operation of a Distributor Organization. The Blue Diamond Distributor, who is the primary organizer
of the Distributor Organization, (i) must notify the Company in writing of the formation of a Distributor
Organization, and (ii) is responsible for ensuring the Distributor Organization’s compliance with the
guidelines.

5 Mass Media; General Advertising

5.1 Promotions Utilizing Mass Media Prohibited

You may not use any form of media or other mass communication advertising to promote the Products,
including mass communication advertising on the Internet. This includes news stories or promotional
pieces on TV shows, newscasts, entertainment shows, internet ads, etc. Products may be promoted
only by personal contact or by literature produced and distributed by the Company or by Distributors in
accordance with these Policies and Procedures. You may place generic opportunity advertisements in
jurisdictions allowing that type of advertisement, but only in accordance with the Policies and
Procedures of the Company.

5.2 Media Interviews

You may not promote the Products or opportunity through interviews with the media, articles in
publications, news reports, or any other public information, trade, or industry information source,
unless specifically authorized in writing by the Company. This includes private, paid membership, or
“closed group” publications. You may not speak to the media on the Company’s behalf, and may not
represent that you have been authorized by the Company to speak on its behalf. All media contacts or
inquiries should be immediately referred to the Company by calling (+65) 6837 3363.

5.3 Phone Book Advertising

In order to advertise in the yellow pages or list your name in the white pages of a locally circulated
directory in your area or via an internet telephone directory, you must have previously attained and
currently enjoy active status as a Ruby-level or above, at the time the agreement for that listing is
signed.

e |nthe white pages the advertisement is to be limited to two lines containing the words
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“Pharmanex (or “Nu Skin”) Independent Distributor, John Doe (your name),” and a telephone
number. Neither bold print nor display advertisements are allowed. The advertisement must be
in the Distributor’s name only.

e Inthe yellow pages, the advertisement must be placed under the category of “Nutrition” or
another Company approved category.

5.4 Distributing Promotional Materials

All promotional materials, including, but not limited to, flyers, business cards, and Blue Diamond
Business Support Materials registered in accordance with Addendum B of these Policies and Procedures,
may be distributed through personal contact only. Promotional material may not be posted in public
places, mass mailed or faxed, placed on parked cars, put in mail boxes, or disseminated by any other
non-personal contact means.

6 Retail Store, Trade Show, and Service Establishment Sales Policy

6.1 Retail Stores

You may not sell Products and/or promote the Company’s business opportunity through retail stores
such as health food stores, grocery stores, and other such establishments. You are also prohibited from
selling to any Person who will ultimately sell the Products through retail stores as set forth in Section 5.2
of Chapter 2. You may, with the prior consent of a retail establishment, place Company-produced
Advertising Material and/or Personalized Advertising Material within the establishment. However, all
Advertising Material must be contained within one Company-produced brochure holder. Furthermore,
the brochure holder and Advertising Material must not be visible to the general public in a manner as to
attract the general public into the retail establishment.

6.2 Trade Show Booths

You may not sell any Products of the Company or promote the Company’s opportunity at flea markets,
swap meets, bazaars, supermarkets, exercise clubs, athletic leagues and games, malls or any other
similar gatherings where the opportunity or Products may be displayed.

6.3 Service Establishments

If you own or are employed by a service-related establishment you may provide the Company’s Products
to customers through this establishment as long as you are providing proper prescreening and ongoing
support to your customers as called for by the Contract. In any event, no Product banners, or other
Advertising Material may be displayed visibly to the general public in a manner as to attract the general
public into the establishment to purchase Products.

(a) A service-related establishment is one whose revenue is earned primarily by providing personal
service rather than by selling products and whose use by customers is controlled by
membership or appointment.

(b) Distributors may only sell Products through service-related establishment that provide services
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related to the Products. For example, Pharmanex Products may be sold through the offices of
doctors and other healthcare professionals, health clubs, or gymnasiums. Nu Skin Products may
be sold through barber shops, beauty salons, nail boutiques, or tanning centers.

6.4 The Company’s Right of Final Determination
The Company reserves the right, in its sole discretion, to make a final determination as to whether an
establishment is service-related or is a proper place for the sale of the Products.

7 Internet

7.1 Use of the Internet in Distributor Business

You may use the Internet to promote the Company, including its Products, only if such use is specifically
authorized by Sections 7.2 or 7.3 of these Policies and Procedures and is in compliance with all of the
provisions of these Policies and Procedures including Sections 2, 3, 4 and 5 of this Chapter 3, as well as
the written guidelines for internet use established by the Company and all applicable laws, regulations
and guidelines including but not limited to the Singapore Code of Advertising Practice. All other uses of
the Internet to promote the Company or its Products or its Sales Compensation Plan are prohibited.

7.2 Permitted Internet Activities
All Distributors may utilize the Internet as follows:

(a) You are allowed to utilize Company produced Distributor websites.

(b) You may use generic (i) business opportunity websites, (ii) splash pages, or (iii) social media with
links to Company websites. These generic pages may not contain the Company’s trademarks or
other copyrighted material and may not contain information on the Company, its Products or its
business, or pictures of Products or corporate facilities/personnel. They also must not contain
any false or misleading information.

(c) You may use the internet, including social networking sites, blogs, social media and applications,
and other sites that have content that is based on user participation and user generated
content, forums, message boards, blogs, wikis and podcasts (e.g., Facebook, Twitter, Flickr etc.)
to (1) communicate preliminary information about the Company or your involvement with the
Company, (2) direct users to a Company Internet Marketing Site or a registered Blue Diamond
Internet Marketing Site and (3) post Company produced Business Support Materials that have
been approved by the Company for posting on personal blogs or social networking sites;
provided, however, that such communication and use must be (i) incidental to the primary use

of such forum, site, blog, board, wiki or podcast or other form of internet use, and (ii) may not

be an Internet Marketing Site.  As set forth in Section 7.3 of this Chapter, only Blue Diamond

Distributors may maintain an Internet Marketing Site. The Company has the right to make the
determination, in its sole discretion, whether your use of the Internet is permitted under this
section or whether such use is a prohibited Internet Marketing Site. Additionally, you must
comply with Company published guidelines governing use of the Internet. These guidelines may
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change from time to time and it is your responsibility to know the current guidelines and comply
with them. In case of a violation, in addition to taking disciplinary action against you in
accordance with Chapter 6 of these Policies and Procedures, the Company may require you to
immediately remove any information or marketing site that is in violation of Company policies.

Examples of Permitted Uses by Non-Blue Diamond Distributors

If you maintain a personal Facebook page where you post a variety of information, you
could post information that that you are a Nu Skin distributor, information about Nu
Skin events you have participated in, and preliminary information about Nu Skin, and
direct readers to a Company Internet Marketing Site or an approved Blue Diamond
Internet Marketing Site for more information.

If you maintain a personal blog or social network site, you may blog in a particular post
that you are a Nu Skin Distributor and that others can sign up as Distributors, and to
contact you if they are interested in discussing the business with you.

Examples of Non-Permitted Uses by Non-Blue Diamond Distributors

A Facebook page that is primarily devoted to Nu Skin, that includes posted marketing
materials such as videos or before and after photos, or if it is a fan page or similar page
that utilizes the Company’s trademarks, would be considered an Internet Marketing
Site, and would be a violation of policy for non-Blue Diamond Distributors.

A blog or social network site that is primarily about the Products or opportunity, i.e.,
that is the focus of your postings and discussions, that is titled with a Nu Skin trademark
or slogan, or utilizes marketing content, would be an Internet Marketing Site, and would
be a violation of policy for non-Blue Diamond Distributors.

The foregoing examples are provided for illustration purposes only, and are not
intended as an exhaustive list of permitted or non-permitted uses of the Internet or the
conditions or factors the Company will consider in determining whether any particular
use of the internet is an Internet Marketing Site.

7.3 Blue Diamond Internet Marketing Site

In order to protect the integrity of the Network and to ensure that marketing content on the internet is
only created and posted by Distributors with significant experience and knowledge relating to the
Company and its Products, only Blue Diamond Distributors (as defined in Section 4.1 of this Chapter 3)
may create or maintain an Internet Marketing Site. Such Internet Marketing Sites shall be considered
Business Support Materials and Services and shall be subject to Sections 4 and 5 of this Chapter 3. In
addition to the requirements set forth in Section 4 of these Policies and Procedures with respect to Blue
Diamond Business Support Materials and Services, Blue Diamond Internet Marketing Sites are subject to
the following rules:

(a) You must have submitted an Application for Registration for the location of any Blue Diamond
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Internet Marketing Site and received a Notice of Registration for such Blue Diamond Internet
Marketing Site;

You must notify the Company immediately if posting any information on the Blue Diamond
Internet Marketing Site that relates to the Company, its Products, or the opportunity/Sales
Compensation Plan that has not been previously registered with the Company;

Downloadable materials such as PDFs, videos, pictures, PowerPoint presentations and other
files are considered separate Business Support Materials and you must register them with the
Company and receive a Notice of Registration before posting them on your Blue Diamond
Internet Marketing Site;

You are not allowed to post any income claims on a Blue Diamond Internet Marketing Site
except for the most recent version of the Company’s Distributor Compensation Summary
released by Nu Skin Enterprises Singapore Pte. Ltd. for use in Singapore, and must comply with
all rules regarding earning claims under Section 3 of this Chapter 3 of the Policies and
Procedures; You may contact Nu Skin Enterprises Singapore Pte. Ltd. to enquire if any
Distributor Compensation Summary has been released for use in Singapore;

Your Blue Diamond Internet Marketing Sites may not contain more than fifty (50) pages, in the
aggregate, without the written consent of the Company. You must provide the Company with
any usernames or passwords as may be necessary to access all portions of the Blue Diamond
Internet Marketing Site; and

If the Company notifies you to remove or delete any information from your Blue Diamond
Internet Marketing Site, or to make any modifications or add additional information such as
income disclaimers, you must make the requested changes within 24 hours (or a shorter period
as the Company may require in its sole discretion) or shut down the Blue Diamond Internet
Marketing Site until such changes have been made.

Additional Restrictions on Internet Use

All Distributor websites, whether Blue Diamond Internet Marketing Sites or Company produced
Distributor websites, and any other form of internet use allowed by these Policies and Procedures,

including internet video and audio, social media, and other sites that have content based on user

participation and user generated content must comply with the following rules:

(a)

(b)

You may not use or distribute replicating websites except Company produced replicating web
sites such as NSE Dreames;

You may not include any Company or third party intellectual property or proprietary information
in the unique domain names/URL or meta-tags of your websites, on or in any other form of
internet use, including but not limited to, tags, links, blog names, social networking sites, social
media and applications, and other sites that have content based on user participation and user
generated content, forums, message boards, blogs, wikis and podcasts (e.g., Facebook,
YouTube, Twitter, Wikipedia, Flickr), or as “wallpaper;”

You may not register your website(s) with search engines or web directories using any Company
or third-party owned intellectual property or any proprietary information (e.g., trademarks,
trade names, trade secrets, and copyrighted material) without written permission from the
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owner;

(d) You may not use sponsored links or pay for placement advertising with internet search engines
and web directories;

(e) You may promote your websites or pages through one-on-one personal contact only; and

(f) You may provide links to your website or pages only from other websites that have been

registered with the Company.

7.5 Internet Video and Audio

You are prohibited from posting any video or audio content created by, produced by, belonging to or
relating to (i) the Company, its Products, Sales Compensation Plan or Distributors, or (ii) you or any third
party, on any website unless you have received prior written authorization from the Company or such
posting is specifically permitted by this Section 7.5 of this Chapter 3. This prohibition includes, but is not
limited to, video or audio recordings of Company personnel or Company or Distributor sponsored
events, meetings, training, or sales presentations. As an exception to this rule, Blue Diamond
Distributors may post Company produced audio and video presentations, specifically authorized by the
Company for internet posting by Blue Diamond Distributors, on their Internet Marketing Sites as well as
audio and video presentations that have been registered with the Company and for which a Notice of
Registration has been issued.

7.6 Internet Selling

Products may be sold on the internet only through Company websites and may not be sold through
Distributor websites of any kind or any other form of internet use, including internet video and audio,
social networking sites, social media and applications, and other sites that have content based on user
participation and user generated content, forums, message boards, blogs, wikis and podcasts (e.g.,
Facebook, YouTube, Twitter, Wikipedia, Flickr). Blue Diamond Internet Marketing Sites may link to
Company websites. This prohibition on internet selling includes, but is not limited to, internet auction
and classified advertising websites such as ebay.com or craigslist.org.

7.7 Spam

You must comply with all laws regarding the sending of email messages and it is your duty to become
and remain informed about the requirements of these laws. You are prohibited from sending unsolicited
email regarding your website or Distributorship to individuals who have not specifically requested
information regarding the Company’s business opportunity or Products. In the event an individual who
has formerly agreed to receive email information concerning the business opportunity and/or Products
later requests that you cease sending the individual email, you must honor this request immediately.

8 Lead Generation Services; No Speaking Fees

8.1 Lead Generation Services

Before you sell, purchase, or use any lead in the promotion of the business, you must verify that the lead
has been properly obtained and is legal for use in the area where you are contacting the identified lead.
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This includes but is not limited to ensuring the lead’s compliance with “Do Not Call” lists in the country,
market, state, or region where the lead’s address is located. Any violation of laws related to leads is the
sole responsibility of the persons providing and contacting the leads. The person committing the
violation must indemnify the Company for any costs or damages arising from regulatory or personal
challenges to the use of the lead.

8.2 No Speaking Fees; Meetings

You may not charge a fee to speak at any Distributor meeting. However, you may be reimbursed for
your reasonable out-of-pocket expenses (e.g., travel, hotel, meals) that you incur in attending and
speaking at a meeting. In the event you are putting on a meeting or other function, you may charge a
fee to Distributors attending the meeting or other function, but such fee must not be more than is
necessary to cover the costs of such meeting or other function.

9 No Recording of Company Events or Employees

You may record any Company sponsored event, or any speech or other presentation made by an
employee or other representative of the Company at any meeting, event or otherwise if it is only for
your own private use, and is not posted, distributed, copied or broadcast in any format or media, and is
not shown to any other Distributors, prospective Distributors or customers regardless of the setting.
Except for recordings for private use as described in this Section 9, you may not record any Company
sponsored event, record any speech or other presentation made by an employee or other
representative of the Company at any meeting, event, or otherwise without the prior written consent of
the Company.
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Chapter 4 Sponsoring

1 Becoming a Sponsor

1.1 Requirements
You may only act as a Sponsor if you meet all the requirements and accept all the responsibilities
described in the Contract.

1.2 The Placement of New Distributors

You may refer Persons to become Distributors of the Company by having them submit a Distributor
Agreement to the Company. Upon acceptance by the Company of the Distributor Agreement form,
applicants are placed directly below the Sponsor listed on the Distributor Agreement. Although a newly
sponsored Distributor may be referred to as part of your Downline Organization, this does not create in
you any form of ownership interest in that Distributorship or with respect to any information regarding
that Distributorship. All Distributors are part of the Network, and the Network and any information
regarding the Network are an asset that is owned solely by the Company and not the Sponsor.

1.3 Business Portfolio

When you introduce a Person to the business opportunity, you must fully disclose that the only financial
requirement to become a Distributor is the purchase of a not-for-profit Business Portfolio. The Business
Portfolio does not generate a Bonus.

1.4 Distribution of Company Leads
When the Company receives inquiries from individuals concerning the Company’s Products or business
opportunity, the Company refers these individuals to Distributors according to its discretion.

2 Responsibilities of a Sponsor

2.1 Training of Downline Organization

You must supervise, train, support, and have on-going communication with (i) any Distributor that you
sponsor, and (ii) your Downline Organization in a manner consistent with the terms of the Contract.
Your responsibilities include, but are not limited to:

(a) Provide regular retail sales and organizational training, guidance, and encouragement to your
Downline Organization;

(b) Exercise your best efforts to make sure that all Distributors in your Downline Organization
properly understand and comply with the terms and conditions of the Contract and applicable
national and local laws, ordinances, and regulations;

(c) Intervene in any disputes arising between a customer and any of your Downline Organization
and attempt to resolve the disputes promptly and amicably;
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(d) Maintain contact with your Downline Organization and be available to answer questions;

(e) Provide training to ensure that the Product sales and opportunity meetings conducted by your
Downline Organization are conducted in accordance with the Contract, current Company
literature, and in accordance with any applicable laws, ordinances, and regulations;

(f) Monitor the activities of those you personally sponsor and those in your Downline Organization
and work in good faith with the Company to prevent the violation of these Policies and
Procedures and manipulation of the Sales Compensation Plan;

(g) Supervise and assist your Downline Organization’s efforts to sell the Company’s Products to
retail customers; and

(h) Cooperate with the Company regarding investigations of your Downline Organization, and, upon
request from the Company, provide all relevant information pertaining to any investigation.

2.2 Line Switching

You may not encourage, entice, or otherwise assist another Distributor to transfer to a different
Sponsor. To do so constitutes an unwarranted and unreasonable interference with the contractual
relationship between the Company and its Distributors. This prohibition includes, but is not limited to,
offering financial or other tangible incentives for another Distributor to terminate an existing
Distributorship and then re-sign under a different Sponsor. You agree that a violation of this rule inflicts
irreparable harm on the Company and agree that injunctive relief is an appropriate remedy to prevent
that harm. The Company may also impose penalties on any Distributorship that solicits or entices an
existing Distributor to change lines of sponsorship.

2.3 No Purchase of Products or Business Support Materials and Services
Required

The only required purchase to become a Distributor is the not-for-profit Business Portfolio, which does

not generate a Bonus. You may not require any Distributor or prospective Distributor to purchase any

Products or any Business Support Materials and Services, or imply that any such purchase is required.

2.4 Correct Information on Company Forms
You may not encourage or assist any Distributor or prospective Distributor to provide false or inaccurate
information in their Distributor Agreement or any other Company form.

2.5 Your Downline Organization’s Communication with the Company

You may not discourage, attempt to prevent or prevent, for any reason, any Distributor from directly
contacting the Company, or the Company from directly contacting any Distributor. It is your duty to
facilitate communication between any Distributor in your Downline Organization and the Company at
the request of a Distributor in your Downline Organization or at the request of the Company.

3 International Business

3.1 International Business
Subject to the Contract, you may conduct business activity as a Distributor in any Authorized Country. If
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the country or market is an Unopened Country, then you are limited to providing business cards and
conducting, organizing or participating in meetings where the number of attendees at any given
meeting, including you, does not exceed five. You may not use flyers, cold calling, mass emailing,
advertising or mass soliciting of any kind in order to promote attendance at these meetings. In
Unopened Countries you may not:

(a) Import or facilitate the importation of, sell, gift, or distribute in any manner, Company Products
or Product samples;

(b) Place any type of advertisement or distribute any promotional materials regarding the
Company, its Products or the opportunity, except for any Company Approved Business Support
Materials that the Company may have specifically authorized for distribution in a designated
Unopened Country;

(c) Solicit or negotiate any agreement for the purpose of committing a citizen or resident of an
Unopened Country to the opportunity, a specific Sponsor or specific line of sponsorship.
Furthermore, Distributors may not sign up citizens or residents of Unopened Countries in an
Authorized Country or by using Distributor Agreement forms from an Authorized Country,
unless the citizen or resident of the Unopened Country has, at the time of sign up, permanent
residence and the legal authorization to work in the Authorized Country. It is the Sponsor’s
responsibility to ensure compliance with residency and work authorization requirements.
Membership or participation in, or ownership of a corporation, partnership or other legal entity
in an Authorized Country does not by itself fulfill the residency or legal authorization to work
requirements. If a Participant in a Distributorship fails to provide verification of residency and
work authorization when requested by the Company, the Company may, at its election, declare
a Distributor Agreement void from its inception;

(d) Accept money or other consideration, or be involved in any financial transaction with any
prospective Distributor either personally or through an agent, for purposes relating to the
Company’s Products or the opportunity, including renting, leasing or purchasing facilities for the
purpose of promoting or conducting Company-related business, or

(e) Promote, facilitate or conduct any type of activity which exceeds the limitations set forth in
these Policies and Procedures or which the Company, in its sole discretion, deems to be
contradictory to the Company’s business or ethical interests in international expansion.

3.2 Meetings in an Authorized Country with Attendees from an Unopened
Country

If you have a meeting in an Authorized Country with people who are visiting from an Unopened Country,

those people visiting from the Unopened Country are subject to all the restrictions that arise out of their

residence or citizenship in an Unopened Country. This means, among other things, that they may not

submit a Distributor Agreement to become Distributors or purchase Product for import (including for

personal use).
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3.3 The International Sponsor Agreement

If you wish to conduct business in an Authorized Country that is not your Resident Country, you must
comply with all applicable laws of that specific Authorized Country, including but not limited to, all
immigration, visa, and registration requirements. In addition, prior to conducting any Business Activity in
an Authorized Country that is not your Resident Country, you must sign an International Sponsor
Agreement if you did not already sign one when you submitted your Distributor Agreement. The
Company, in its sole discretion, reserves the right to reject or revoke your authorization as an
International Sponsor in any Authorized Country. When you sign an International Sponsor Agreement;
the Company grants to you the right to sponsor new Distributors in an Authorized Country other than
your Resident Country. The International Sponsor Agreement does not grant to you the right to market
Products in any Authorized Country other than your Resident Country.

3.4 China

The Company’s business model in China is different from the business model used in any other country
or market. China is not an Authorized Country and before conducting business there you must know and
comply with all the current rules and conditions that the Company has in place for operating in China.

3.5 Express Prohibition of Pre-Marketing in Certain Countries

The Company reserves the right to designate certain countries or markets wherein all pre-marketing
conduct is expressly prohibited. It is your responsibility, prior to each instance of conducting pre-market
opening activities in an Unopened Country, to verify through current contact with the Company that the
country or market in which you plan to conduct those activities is not a prohibited country or market.

3.6 Remedies

In addition to other remedies allowed by the Contract, if you fail to comply with any provision of Section
3 in this Chapter 4, you may be prohibited from participating in the affected international market for a
period deemed appropriate by the Company and may be subject to the remedies set forth in Chapter 6.
This prohibition could include, but is not limited to the following: restricting your right to sponsor new
Distributors in the affected international market; prohibiting the payment of Bonuses to you and your
upline on volume you have generated by your Downline Organization in the respective international
market. In all markets, for a period of up to one year, you may not be entitled to privileges traditionally
afforded Distributors such as recognition at corporate events or in corporate literature.

3.7 Petition for Permission to Participate

If you have been unable to participate in a market because of non-compliance with Section 3 of this
Chapter 4, you must petition the Company in writing for written permission to participate in the market
after the period of prohibition has passed.

3.8 No Waiver
The provisions of Section 3 of this Chapter 4 do not waive the Company’s rights as set forth elsewhere in
these Policies and Procedures or in the Contract.
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1 Ownership of Network

You acknowledge and agree that: (i) the Network is protected as a valuable, proprietary, trade secret
asset that is owned by the Company; (ii) the Network has been developed for the exclusive benefit of
the Company and Distributors as they promote authorized business activities and Products of the
Company through the Network; (iii) the protection of the Network is fundamental to the ongoing
success of both the Company and its Distributors; and (iv) a violation of your obligations under this
Chapter 5 inflicts irreparable harm to the Network, to the Company and to fellow Distributors. Based on
the foregoing, you agree that the breach of your obligations under Chapter 5 of these Policies and
Procedures would constitute an unwarranted and unreasonable interference with the contractual
relationship between the Company, its Distributors and customers, and damage the competitive
business interest and integrity of the Company and Network.

2 Restrictive Covenants

2.1 Non-Solicitation

(a) Sale of Third-Party Products and Services. You may not, in any manner, directly or indirectly,
promote, market or sell the products or services of another Business Entity or Individual to the
Network unless you have a pre-existing business relationship with that Distributor prior to one
of you becoming a Distributor. For example, if you own a hair salon, and as a Distributor you
sponsor one of your customers, who then becomes a Distributor, then you may continue selling
your customer your services and hair products from your salon. Notwithstanding the foregoing,
you may not offer third-party products, services or opportunities in conjunction with the sale of
Products, or package third-party products, services or opportunities with Products, or offer or
promote third-party products, services or opportunities at Company or Distributor meetings,
calls or any other Company-related functions without the prior written consent of the Company.

(b) Recruit to another Direct Sales Company. You may not, in any manner, directly or indirectly,
recruit, solicit, or sponsor any Distributor or customer, to (i) form a relationship with, (ii)
promote, sell or purchase the products or services of, (iii) participate as a salesperson of, (iv) or
otherwise associate with, a Direct Sales Company, or encourage any Distributor or customer to
do so or to terminate their relationship with the Company.

(c) Survival of Obligation. Your obligations under this Subsection survive for a period of two years
from the date of your resignation, termination, transfer or other change in ownership status of
your Distributorship.

(d) Injunctive Relief. In addition to other compensatory damage awards to the Company,
temporary and permanent injunctive relief is an appropriate remedy to prevent further damage
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to the Network and the Company.

Exclusivity

You acknowledge and agree that a Distributor or Distributorship, and any Person who has a
Beneficial Interest in the Distributorship (including spouses and Co-habitants), which has
achieved the pin level of Ruby or higher, is being compensated, publicly recognized and
otherwise promoted by the Company as a key Distributor leader. As a Distributor with a Ruby or
higher pin level, you are reasonably expected to exclusively sell Company Products, train
Distributors in your Downline Organization, and promote the Company’s business. Therefore, as
a condition to receiving ongoing breakaway compensation on Executive Levels 3 through 6 in
your Downline Organization, and recognition as a Ruby-level or higher Distributor leader at
Company events, you may not be engaged in any Business Development Activity for any other
Direct Sales Company.

If you engage in Business Development Activity for any other Direct Sales Company while you
are a Distributor with a pin level of Ruby or higher, then your Distributorship will not be eligible
to receive any Executive Breakaway Bonus on Executive levels 3 to 6 in your Downline
Organization during any period in which you , your spouse, your Co-habitant, or any Person with
a Beneficial Interest in your Distributorship, (i) engage in any Business Development Activity, or
(ii) maintain a Beneficial Interest in any form with respect to such Direct Sales Company,
regardless of the number of Breakaway Executives on your first level or other qualifications for
payment on levels 3 to 6.

Within 5 business days of the first engagement in any Business Development Activity for any
other Direct Sales Company, you agree to notify the Company that you, your spouse, your Co-
habitant, or any Person with a Beneficial Interest in your Distributorship, is engaged in such
Business Development Activity. You further agree that upon engaging in such Business
Development Activity, you will no longer be eligible to receive Executive Breakaway Bonuses on
Executive Levels 3 through 6 as set forth in the preceding paragraph. You further agree that you
(i) will be liable to refund to the Company any such Executive Breakaway Bonuses paid to you
during any period following your engagement in any such Business Development Activity
whether or not you provide the notice to the Company as required by this paragraph (c), and (ii)
the Company will have the right to recover any such amount by offsetting such liability against
any other Bonuses, past, present or future, that may be payable to you under the Sales
Compensation Plan. Failure to notify the Company of your engagement in any Business
Development Activity for any other Direct Sales Company will be considered a violation of these
Policies and Procedures and may result in other action being taken by the Company, including
termination of your Distributorship.

Confidential Information

As a result of your position as a Distributor, you have access to Confidential Information that you

acknowledge to be proprietary, highly sensitive and valuable to the Company's business, which

information is available to you solely and exclusively for purposes of furthering the sale of Company
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Products and prospecting, training and sponsoring third parties who wish to become Distributors, and to
further build and promote your business. You and the Company agree and acknowledge that, but for
your agreement of confidentiality and nondisclosure, the Company would not make Confidential
Information available to you. During any term of the Distributor Agreement, and for a period of four
years after the termination or expiration of the Distributor Agreement, you will not, for any reason, on
your own behalf, or on behalf of any other Person:

. Disclose any Confidential Information related to or contained in the Network to any third
party directly or indirectly;

. Disclose, directly or indirectly, the password or other access code to the Network;

° Use the Confidential Information to compete with the Company, or for any purpose other

than promoting the Company;

) Solicit any Distributor or customer of the Company or of the Network, or in any manner
attempt to influence or induce any Distributor or customer of the Company, to alter their
business relationship with the Company;

. Use or disclose to any Person any Confidential Information related to or contained in the
Network that was obtained while your Distributor Agreement was in effect; or

° Recruit or attempt to recruit an existing Distributor for another Direct Sales Company.

Upon non-renewal, resignation or termination of your Distributorship, you will promptly destroy or
return to the Company all Confidential Information. The obligations of this Section 2.3 will survive the
termination or expiration of the Distributor Agreement.

2.4 Confidentiality of Distributorship Information

As a result of your position as a Distributor, you may, at the sole discretion of the Company, be provided
access to information about other Distributorships and their Downline Organizations for the sole
purpose of allowing you to provide business support to these Distributorships and their Downline
Organizations. This information is highly confidential and you may not disclose information about a
Distributorship and his Downline Organization to other Distributors or to any other party. By accessing
such information, you expressly agree to these restrictions and acknowledge that, but for your
agreement of confidentiality and nondisclosure, the Company would not make such information about
other Distributorships and their Downline Organizations available to you.

2.5 Non-Disparagement

In consideration of the Company’s recognition, Bonuses, and other compensation that you receive as a
Distributor, you will not disparage the Company, or any other company or person, including but not
limited to other Distributors, the Company’s Products, the Sales Compensation Plan, the Policies and
Procedures or Company employees. Disparagement may result in termination of your Distributorship.

2.6 Remedies

You acknowledge that the Company would suffer irreparable harm as a result of any unauthorized
disclosure or use of Confidential Information, including the Network, or recruiting current Distributors
for another Direct Sales Company in violation of Section 2.1 of this Chapter 5, and that monetary
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damages are insufficient to compensate the Company for such harm. Therefore, if you are in breach of
any of the requirements of this Chapter 5, the Company is entitled to an injunction or temporary
restraining order without prior notice to you, restraining any unauthorized disclosure or use of
Confidential Information, which relief may be in addition to any other available legal remedy, including
damages. In any such action, if the Company prevails, you agree that you will reimburse the Company
for its costs and reasonable attorneys' fees incurred in connection with taking the necessary legal action.
As to the Company, you waive all bonding requirements otherwise applicable to a temporary restraining
order and/or Injunction.

2.7 Enforceability

In the event that any provision of this Chapter 5 should ever be deemed or adjudged by a court of
competent jurisdiction or an arbitrator with proper jurisdiction, to exceed the limitations permitted by
applicable law, then the remaining provisions will nevertheless be valid and enforceable to the
maximum extent allowable as determined by such court or arbitrator, and such provisions will be
reformed to the maximum allowable limitations as determined by such court or arbitrator. The
remainder of the prohibitions and protections in this Chapter 5 will remain in full force and effect.
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1 The Contract

You agree that the relationship between you and the Company is based entirely on the written
Contract. The Contract may be amended by the Company as provided in these Policies and Procedures.
You may not amend the Contract unless the amendment is in writing and signed by you and the
Company. Neither you nor the Company may claim that the Contract (i) has been altered or amended
by any practice or course of dealing or course of action, (ii) has been modified or amended verbally by
an officer or employee of the Company, or (iii) that there is a quasi-contract or an implied in fact
contract between you and the Company.

2 Acts of Participants in a Distributorship
The acts of any Participant, spouse, partner or agent of a Distributor will be considered to be the acts of
the Distributorship and subject to the terms and conditions of the Contract.

3 Procedures for Investigation, Discipline and Termination

3.1 Reports of Alleged Violations

All reports of violations must be in writing and sent to the attention of the Company’s Distributor
Compliance Review Committee (DCRC) by an individual who has personal knowledge of the alleged
violation. The Company may also investigate an alleged violation of which it becomes aware of through
its own independent resources or internal investigations. The Company may take action on its internal
investigations at any time and is not bound by the time limits set forth in Section 3.2 of this Chapter 6.

3.2 Time Limit for Reports of Violations

IN ORDER TO PREVENT STALE CLAIMS FROM DISRUPTING THE BUSINESS ACTIVITIES OF
DISTRIBUTORSHIPS AND THE COMPANY, THE COMPANY WILL NOT TAKE ACTION ON ANY ALLEGED
VIOLATION OF THE TERMS AND CONDITIONS OF THE CONTRACT NOT SUBMITTED IN WRITING TO THE
COMPANY’S DCRC, WITHIN TWO YEARS OF THE FIRST OCCURRENCE OF THE ALLEGED VIOLATION.
ALLEGED VIOLATIONS WILL BE REFERRED TO AS “DISPUTES,” WHICH IS FURTHER DEFINED IN THE
GLOSSARY OF DEFINED TERMS IN ADDENDUM A.

3.3 Balance of Rights of Privacy

The Company’s investigative procedures and Dispute resolution process is intended to balance your
rights of privacy and the rights of other Distributors and the rights of the Company. Therefore, until the
Dispute has been submitted to arbitration, all information and evidence received by the Company will
be released only to you and other Distributors involved in the Dispute as the Company deems necessary.
Before releasing any information, the Company will consider (i) the complexity of the Dispute; (ii) the
duty to balance privacy rights and disclosure obligations. If the Dispute is referred to arbitration, all
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information and evidence will be made available in accordance with the rules and procedures for
arbitration of Disputes described in Chapter 7.

3.4 Procedure

Your rights under the Contract depend on you meeting all of your obligations under the Contract. If the
Company determines that you have breached the terms of the Contract, then based on the nature of
the Dispute, the Company, in its sole discretion, may proceed as follows: (i) immediately terminate your
Distributorship or take any other appropriate action as provided in Section 3.7 of this Chapter 6; (ii)
proceed directly to arbitration in accordance with Chapter 7, or (iii) process the alleged Dispute
according to the following procedures:

(a) Written Notice. You will receive written notice from the Company that you are or may be in
violation of the Contract.

(b) Responses and Company Prohibitions. You will have 20 business days from the date of the
written notice during which you may present in writing all the information that you consider
relevant to the alleged Dispute. You may provide information about individuals that have
relevant information, together with their names and addresses, other appropriate contact
information, and copies of all relevant documents. If you fail to respond to the written notice or
fail to provide all relevant facts and information, the Company may take action that it deems
appropriate. The Company has the right to prohibit the activities of your Distributorship
(placing Product orders, sponsoring, receiving Bonuses, etc.) from the time the written notice is
sent to you until a final decision issued.

(c) DCRC. The Company will review any information submitted by you within the 20-day period or
by collateral sources and any information that the Company has independently discovered. The
DCRC will make a final decision regarding the Dispute and the action that the Company will take,
if any, and will send you a copy of the decision of the DCRC. The Company may, at its sole
option, send a copy of the decision of the DCRC to other interested parties.

3.5 Distributor Compliance Appeals Committee (DCAC)

If the Company takes immediate action as provided in Section 3.7 of this Chapter 6, or the DCRC has
issued a decision regarding the Dispute, then you will have 20 business days from the date of the written
notice to submit in writing your appeal to the DCAC. Your written notice should include a description of
your objection to the Company’s immediate action or the DCRC decision. Within 90 days of receipt of
your written notice, the DCAC will review your appeal and provide written notice (i) of its final decision,
(ii) that its review will require additional time, or (iii) that the matter should proceed directly to
arbitration under Chapter 7. If the DCAC has decided that the matter should proceed directly to
arbitration, and you do not desire to participate in the arbitration, then you will still be bound by the
decision in the arbitration. When the DCAC has made a final decision, it will send you written notice and
you will have 60 days from the date of the DCAC decision to request arbitration of the DCAC decision.
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3.6 Company Actions for Breach of Contract

Once the Company determines that a breach of the Contract has occurred, the Company may, in its sole
discretion, terminate your Contract. In addition to, or in lieu of terminating your Contract, the Company
may take any other action it deems appropriate, including any or all of the following:

(a) Notify you in writing of the Company’s concerns and of the Company’s intent to discontinue
your rights under the Contract if your non-performance continues;

(b) Suspend your rights under the Contract;

(c) Monitor your future performance over a specified period of time;

(d) Identify specific actions you must take to correct your non-performance and require you to
provide the Company with a written description of what you intend to do to meet your
Contractual obligations;

(e) Stop performing the Company’s obligations under the Contract and suspend your privileges
under the Contract, including, without limitation, terminating or suspending your right to
receive awards, terminating your right to be recognized at corporate events or in corporate
media (publications, videos, etc.), terminating your right to participate in Company sponsored
events or Distributor sponsored events, terminating your right to place orders for Company
Products, terminating your right to receive promotions within the Sales Compensation Plan, or
terminating your right to participate as an International Sponsor; reducing your pin title and
terminating your right to receive Bonuses on volumes on one or more levels of your Downline
Organization; terminating your status or eligibility to be recognized and compensated as an
“Executive” under the Sales Compensation Plan;

(f) Reduce the payment of all or any part of your Bonuses you have earned from sales made by you
or all or any part of your Downline Organization;

(g) Reassign all or part of your Downline Organization to a different Sponsor;

(h) Recover from your Distributorship any damages caused by the breach;

(i) Take any action that the Company deems appropriate to protect the Company and its Network;
and

(i4) Seek injunctive relief or any other remedies available by law.

3.7 Immediate Action

If the Company determines, in its sole discretion, that a Dispute requires immediate action, or the
Company has previously notified you that it will take immediate action for violations or actions similar to
those described in such notice, then the Company may take any immediate action or remedy that it
deems appropriate, including termination of your Distributorship, or your ri