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Keith Beauchamp (012434)

Marvin C. Ruth (024220)
COPPERSMITH BROCKELMAN PLC
2800 North Central Avenue, Suite 1200
Phoenix, Arizona 85004

T. (602) 381-5490

F: (602) 224-6020
kbeauchamp@cblawyers.com
mruth@cblawyers.com

Attorneys for Defendant Tom Alkazin and
Relief Defendant Bethany Alkazin

UNITED STATES DISTRICT COURT
DISTRICT OF ARIZONA

Federal Trade Commission, ) No. CV-15-01578-PHX-JJT
)
Plaintiff, ) DECLARATION OF TOM ALKAZIN
) IN SUPPORT OF RESPONSE TO
Rt g FTC’S MOTION TO CLARIFY OR
Vemma Nutrition Company, et al., ) RECONSIDER PRELIMINARY
) INJUNCTION AS TO DEFENDANT
Defendants. ) TOM ALKAZIN
)
I, Tom Alkazin, declare under penalty of perjury as follows:
1. | am over 21 years of age and | am a resident of the State of California.
2. | am a defendant in the above-captioned proceeding. | make this

declaration based on my personal knowledge of the facts or review of the pertinent
records. If | had been called to testify at the September 8, 2015 Preliminary Injunction
Hearing, | would have testified under oath as set forth herein.

3. | have spent over 40 years in the direct sales business, starting at Amway,
then Matol Botanicals, then New Vision International, and, ultimately, Vemma, where |
have been since 2004. Over those four decades, | have never been accused of misconduct
by any federal or a state regulator. | have never received a cease and desist letter. | have

never been sued by anyone for anything apart from this case.

{00238633.2 }
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4, I cannot recall one instance in which a Vemma affiliate or potential affiliate
complained that I made misrepresentations or omissions regarding the business
opportunity. 1 am not aware of a single instance in which a Vemma affiliate or prospect
complained to the FTC or the Better Business Bureau that my presentations or materials
were inaccurate or misleading.

5. From my years of experience in direct sales, | am aware that many affiliates
work part-time and have no business training, and that many affiliates therefore lack the
skills necessary to successfully build their businesses. With that in mind, my approach in
Vemma was to emphasize that every person who expressed an interest in the business
could learn the basic skills necessary to succeed.

6. To that end, | developed the Roadmap to Success brochure and website,
materials the FTC cited in its case against me. Both the brochure and the website have
gone through various iterations. The version cited by the FTC in its Preliminary
Injunction materials is from March 2014. The brochure has been updated twice, in
August 2014 and in June 2015, after a review by Vemma’s Compliance Department.

7. A copy of the June 2015 version of the Roadmap brochure was attached to
the Declaration of Lisa Schuster filed in advance of the Preliminary Injunction Hearing.
No income claims are made in that document.

8. The Roadmap to Success is an educational sales tool through which | seek
to coach and motivate others, and provide strategies for engaging with potential
customers and affiliates on a personal level, setting up in-person meetings and events,
and structuring those events in a way to successfully enroll customers and affiliates. The
Roadmap provides exercises such as developing a list of aspirational goals (Step 1);
establishing a positive, focused, coachable attitude that recognizes success typically
arises out of consistent hard work (Step 2); learning how to create a list of relationships
(Step 3); setting short-term, long-term, and realistic goals (Step 6); and forming
mentoring and coaching relationships (Step 7). The Roadmap provides a two-fold

approach for building business relationships in direct sales by appealing to both

{00238633.2 } 2
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customers and affiliates, i.e., by selling both the product and the opportunity (Steps 4
and 5).

9. Contrary to the way the FTC has portrayed me and my approach to
business, | have not focused on selling the business opportunity to affiliates at the
expense of, or to the exclusion of, selling the product to customers. | have focused on
Vemma for 10 years because | believe in the products and want to get them into as many
hands as possible. | believe, and teach, that customers are vital to the success of the
company and its distributors.

10.  Consistent with my personal consumption of Vemma products and my
emphasis on customer consumption generally, | make substantial retail sales of Vemma
products from my home office. In the two and a half years before the court appointed
receiver shut Vemma down, | sold about $130,000 in Vemma products from my home,
and nearly all of those sales were in amounts of $75 or less.

11.  Contrary to the FTC’s assertion that | routinely promise that Vemma will
lead to significant income, my presentations largely focus on building skills for affiliates,
not on income. Most of the presentations | gave over the last three years made no income

claims, including, but not limited to, the following:

a. January 31, 2015, “Marketing the Bode Pro Line.”
b. March 28, 2015 “The Art of Having Purposeful Conversations.”
C. March 28, 2015, “The Importance of a Rank Advancement Culture.”
d. April 24, 2014, “The Successful Vemma Affiliate.”
July 31, 2014, the “Key to Duplication-Roadmap to Success.”
f. July 31, 2014, “A Strategic Plan.”
g. September 19, 2014, “Building on the Truth.”
h. January 5, 2013, “Leadership: After the Enrollment.”

I. April 4-6, 2013, “Creating your Momentum.”
J. August 1-3, 2013, “Key to Duplication: Roadmap to Success.”
K. August 1-3, 2013, “Characteristics of Leaders.”

{00238633.2 } 3




© 00 N o o B~ W N P

N NN NN DN NN DN P PR R R R R R R e
0 N o O N WO N P O © 0o N o 0 b~ W N Rk O

Case 2:15-cv-01578-JJT Document 248 Filed 07/15/16 Page 4 of 8

12.  Inits Complaint and supporting Memorandum, the FTC falsely asserts that
| hosted a “Super Saturday Business Opportunity” in Pleasanton, CA on February 7,
2015. See App. 1030-1046; Thacker Decl. at § 36. While | did speak at the event, | did
not host that event.

13. 1 was not an employee, officer or owner of Vemma. | had no role or input
with respect to drafting Vemma’s corporate formation documents. | was not included in
Vemma’s privileged communications with its counsel.

14.  1did not have access to Vemma’s financial, sales and operational data. |
did not have access to management reports or other company wide sales and commission
data. | was not involved in preparing the format of Vemma’s annual income disclosure
statements.

15. 1 did not initiate or author Vemma’s marketing plans. | did not structure or
have control over Vemma’s compensation model for affiliates. | had no role in drafting
Vemma'’s affiliate agreements.

16. | understand that the FTC asserted in its Memorandum in support of its
motion for ex parte TRO (at 54) that | was “actively involved in Vemma’s business
affairs.” The only “evidence” the FTC cited to support this statement was an offhand
statement from Defendant Benson K. Boreyko’s that | was “intimately involved in the
creation of Two & Go.” FTC Memorandum at 54, n. 27.

17.  That characterization is inaccurate. | did not create the Two & Go
Program. | was not meaningfully involved in the development of the Two & Go
Program.

18.  Itis my understanding that Vemma created the Two & Go program with its
own management team and the help of a paid consultant based on a similar concept used
by a competitor. | was included in a couple emails near the conclusion of the project,
when Mr. Boreyko solicited comments from me, a dozen other Royal-level distributors

and hundreds of other affiliates, on the Two & Go program Vemma had developed.

{00238633.2 } 4
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19.  On March 18, 2015, Mr. Boreyko sent an email to me and a dozen other
Royal-level Vemma distributors asking for input regarding a draft Two & Go brochure
that was already in existence. See Ex. A attached (without attachments).

20. | responded with two emails suggesting (a) that the bonus structure could
be simplified to avoid confusing participants, (b) the program name made more sense as
“Two and Go” rather “Two to go,” and (c) correcting a typographical error. See Ex. B
and C attached. Vemma did not adopt all of my minor comments. | understand that
other individuals on that email chain chimed in with their own suggestions to Mr.
Boreyko.

21.  Mr. Boreyko also sent an email on April 23, 2015 to all Elite-level
distributors, of which there were hundreds, requesting feedback on Vemma’s Two & Go
program before it went final. See Ex. D attached (without attachments).

22.  Although | was not certain at the time, because | was not a member of the
Vemma management team, | expected that Vemma’s lawyers and Compliance
Department reviewed and approved the Two & Go program. Discovery in this case has
confirmed that Vemma’s counsel and Compliance Department did, in fact, review and
approve the Two & Go marketing materials, including the Two & Go brochure that |
presented in the Two & Go video the FTC cites in its materials.

23. |l understand the FTC has also cited my 2011 interview with
Businessforhome.org as justification to further enjoin my actions. See Motion for
Reconsideration at 8. The FTC asserts that during the interview | tout my success in
Vemma, never mention selling a product, and focus instead on recruiting other affiliates.

24.  That interview took place more than four years ago and was hosted on a
third-party website that is not owned, controlled or affiliated with me.

25.  If the Court reviews the content of the interview itself, it will see that the
interview has nothing to do with recruiting affiliates or my purported wealth. To the

extent the FTC is relying on the introductory paragraphs to the interview, | do not believe

{00238633.2 } 5
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| provided any such information during the interview, and I dispute the accuracy of some
of the statements.

26. 1 did not draft any Vemma compensation plans.

27. | never had any authority to demand or implement changes to compensation
or marketing materials.

28. 1 did not even have approval authority with respect to the Vemma
promotional materials that mentioned me and my family. For example, | did not review
or approve content or copy of the Alkazin profiles including the “This is Vemma Success
Magazine,” the AchieveVemma.com website, or the “Vemma Training Bible.”

29. | was generally aware of news stories suggesting that Vemma was a
pyramid. | was also generally aware that some people believe all multi-level marketing is
an illegal pyramid. In the 2013 through 2015 time period, however, | knew that Vemma
had substantially beefed up its Compliance Department and Legal Department in light of
these concerns.

30.  As part of that, Vemma required me to submit the Roadmap to Success
brochure, website, and audio for review by Vemma’s Compliance Department.

31.  Starting in or around Spring 2014, | (or my assistant) submitted the
Roadmap to Success (both the website and the brochure) to Vemma for review by its
Compliance Department. | also submitted the scripts for the Roadmap videos | would
then record, which videos would walk listeners through the Roadmap’s eight steps.

32. | believed that Vemma carefully reviewed my submissions. Vemma made
changes to my materials, required that | include Vemma’s income disclosure statement,
and generally assured me that my materials complied with the law with respect to health
and income claims. See Ex. E (Examples of revisions made by Vemma to the Roadmap
to Success), Ex. F (the roadmaptosuccess.com website), Ex. G (the Roadmap scripts); See
also Ex. H (examples of communications with Vemma Compliance Department).

33.  lalways followed the direction given to me by the Compliance Department.

| do not recall resisting or arguing over any direction provided by the Compliance

{00238633.2 } 6
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Department. Compliance with the law was very important to me, and [ welcomed, and

relied on, Vemma’s oversight.

34.  Ibelieved, in good faith, in the truth of my representations and the context
in which they were made.

35. I was never put on notice by any regulator or government agency that my
materials might run afoul of the law.

36.  Ideclare under the penalty of perjury that the foregoing is true and correct.

YR

Respectfully submitted this / 5 day of July, 2016.

Tom Alkazin

{00238633.1 } 7
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CERTIFICATE OF SERVICE

| hereby certify that on July 15, 2016, | electronically transmitted the attached
document to the Clerk’s Office using the CM/ECF System for filing and transmittal of
a Notice of Electronic Filing to all CM/ECF registrants.

s/ Sheri McAlister

{00238757.1} 8
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Message

From: BK Boreyko [bk@vemma.com]

Sent: 4/18/2015 12:06:22 AM

To: 'Ruth Eltiott' {(ruthdvemma@yahoo.com) [ruthdvemma@yahoo.com]; Brian McMullen (briantmemullen@aol.com)
[briantmemullen@aol.com]; JD & Ronni Phillips {jd@wallstreetcapitol.com) [jd@wallstreetcapitol.com]; Cathy & Dan
Sarver (sarverwellness@gmall.com) [sarverwellness@gmail.com]; 'Tom Alkazin' [alkazin@aol.com]; ‘Brad Alkazin'
[balkazin@yahoo.com]; 'Alex Morton' [alexsellsaz@hotmail.com]; Hannes @ POWERHOUSE
(hannes@powerhouse,at) [hannes@powerhouse.at]; Harald Maier - Austria [maier-aktiv@aon.at]; Clay Jackson
[cimrbiz@yahoo.com]; Anthony Powell [anthony @iofficeteam.com]; 'Matt Morrow' [mattmorrow@mac.com];
'peter@vemmaoz.com’ [peter@vemmaoz.com)

cc: ‘Tomasz Stanislawsk(' [tomasz.stanislawski@vemmaeurope.com]; Simon K, Grabowski [simon@vemma.eu]; Kenneth
Koh [kenneth@vemmaasia.com]; Brad Wayment [Brad. Wayment@vemma,com]; Scott Flatt
[Scott.Flatt@vemma.com]; Peter Rellly [Peter.Rellly@vemma.com]; Bridget Bond [bridget.bond@vemma.com];
Sharon K, Patton [Sharon,Patton@vemima.com]; Sandy Nerva [Sandy.Nerva@vemma,com];
'natrick@vemmanutrition.com.au’ [patrick@vemmanutrition.com.au]; Sol Cortes [Sol.Cortes@vemma.com];
'sandra.perez@vemma.com.mx’ [sandra.perez@vemma,com.mx]; San Wu [San. Wu@vemma.comn]

Subject: TWO TO GO BROCHURE CONFIDENTIAL

Attachments: TWOQ TO GO_041715.pdf

Royalg -

'd like you to download this and print it out, This is the first deaft of our new 2 to GO’ incentive brochure, I'll be going
public with this information on my May 5™ call, Until then, please keep this confidential. | really want your feedback on
the direction of this plece. The video will have the same look and feel so it's very important to the team that this piece ls
on target and easy o0 éxp(a!n and easiar to understand for the new affiliate.

Pleasa respond with your thoughts, ideas and comments and hit reply to all so everyone is on the same page. We want
to make this vory clear. Please hit us with your honest and open feedback.

Thanks, | appreciate you,

BK

BK Borevke -
blog blkbormyvko Ve mimasaom

Confidential

ALK0085117
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facebook.com/bkborsvko
Mwittenconbklborayke
youlube com/bkizotevko

1621 W. Rio Salacdo Parkway
Tempe, AZ-B5281

YOIMEnRLGRm

Confidential ALK0085118
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To: John D[jd@wallstresicapitol,com]; Tom Alkazin[alkazin@aol.com]; BK Boreyko[bk@vemma.com]

. Ce: Simon K. Grabowski[simon@vemma.eu]; ‘Ruth Elliott' (ruth4vemma@yahoo.com)[ruthdvemma@yahoo.com]; Brian
McMulien (briantmemullen@aol.com)briantmemutien@aol.com]; Cathy & Dan Sarver
(sarverweliness@gmall.com)[sarverweliness@gmail.com]; Brad Alkazin[balkazin@yahoo.com]; Alex Morlon[alexselisaz@hotmail.com];
Hannes @ POWERKOUSE (hannes@powerhouse.at)[hannes@powerhouse.at]; Harald Maier - Austria[maler-aktiv@aon.at]; Clay

( *skson[cjmrbiz@yahoo.com]; Anthony Powall[anthony @iofficeteam.com]; Matt Morrow[mattmorrow@mac.com]; Peter

ncls[peter@vemmaoz.com]; Tomasz Stanislawskijtomasz, stanisiawski@vemmasurope.com]; Kenneth
Koh[kenneth@vemmaasia.com]; Brad Waymant]Brad. Waymeant@vemma.com]; Peter Rellly[Peter. Relily@vemma.com]; Bridget
Bond[bridget.bond@vemma.com]; Sharon K. Patton[Sharon.Patton@vemma.com]; Sandy Nerva[Sandy.Nerva@vemma.com];
patrick@vemmanulrition.com.aulpatrick@vemmanutrition.com.au]; Sol Cortes[Sol. Corles@vemma.com];
sandra.psrez@vemma.com.mx[sandra.perez@vemma,com.mx}; San Wu[San.Wu@vemma.com)
From: Scolt Flatt
Sent; Mon 4/20/2015 6:57:03 PM

Importanca: Normal
Subjectt Re: TWO TO GO BROCHURE CONFIDENTIA
Received: Mon 4/20/2015 6:56:13 PM

~ Great reading everyone’s input and really like the simplification and suggestions on the diagrams — the team is on those as
} write this. With Tom and JD’s suggestion to change the verbiage inside to “Two and Go”, it made me quest] on if we
should change the logo/brand to reflect that.

Cbviously being consistent with the verbiage on the inside Is critical, but | think Two and Go is Just easler to say — it rolls off
the tongue, For me, Two “and" Go sounds like you're moving, you're in motion, you've started. Two “to” Go gives me the
feeling I've reached a plateau, a step or a stopping place.

Agree - Disagree?

Scott Flalt
Creative Director

([ BMMA

1621 W, Rig Salado Parkway
Tempe, AZ 85281

V., 480,927 8485
scett@vemma.com

vemmaa.com
facebook.comivemma
twitter.com/vemma

From: JD Phillips <jd@wallstreetcapitol.com>

Repiy-To: ID Phillips <|[d@wallstreetcapitol.com>

Date: Monday, April 20, 2015 at 8:43 AM

To: Tom Alkazin <Alkazin@aol.com>, BK Boreyko <bk@vemma,com>

Cc: "Simon K. Grabowski" <simon@vemma.eu>, "'Ruth Elliott’ (ruthdvemma@vyahoo.com)” <ruthd4vemmafvahoo.com>, “Brian
McMullen (brlantmemullen@aol,com)” <briantmemulien@ael.com>, "Cathy & Dan Sarver (sarverwelliness@gmail.cam)”
<sarverwellness@gmail.com>, Brad Alkazin <balkazin@yahoo.com>, Alex Morton <alexsellsaz@hotmail.com>, "Hannes @
POWERHQUSE (hannes@ powerhouse.at)" <hannes@powerhouse.at>, Harald Maier - Austria <maler-aktiv@®aon.at>, Clay lackson
<¢imrbiz@yahoo,com>, Anthany Powell <anthony@lofficeteam.com>, Matt Morrow <mattmorrow@mac.com>, Peter Francis
<peter@vemmagz.com>, Tomasz Stanislawski <tomasz.stanislawski@vemmaeyrope.com>, Kenneth Koh

<kenneth@vemmaasia.com>, Brad Wayment <Brad.Wayment@vemma,comz, Scott Flatt <scott.flati@vemma.com>, Peter Reilly

<Peter.Reilly@vemma,com>, Bridget Bond <bridget.bond@vemma.com>, "Sharon K, Patton" <Sharon.Patton@vemma.cam>,
Sandy Nerva <Sandy.Nerva@vemma.com>, "patrick@vemmanutrition.com.au" <patrick@vemmanutrition.com.au>, Sof Cortes

Sol.Cortes@vemma.com>, "sandra.perez@vemma.com.mx" <sandra.perez@vemma.com.mx>, San Wu <3an.Wu&vemma.com>
k_;bject: Re: TWO TO GO BEROCHURE CONFIDENTIAL

TOM~ Great call out on the wording on the banner ads for Bronze, Silver & Gold:

Step 1 Get Two and Go Bronze
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Step 2 Help Two and Go Silver
Step 3 Teach Two and Go Gold.

Clean, clear & Simplel

From; Tom Alkazin <alkazin@aol.com>

To: BK Boreyko <bk@vemma.com>

Cc: Simon K. Grabowskl <simon@vemma.eu>; John Phillips <jd@wallstreeteapitol. com>; "Ruth Elliott' (ruth4vemma@yahoo.com)"
<ruthdvemma 00.com>; "Brian McMullen (briantmemullen@aol.com)” <briantmemullen@aol.com>; "Cathy & Dan Sarver
(sarverwellness@gmail.com)" <sarverwellness@gmail.com>; Brad Alkazin <balkazin@yahoo.com>; Alex Morton
<alexsellsaz@hotmail.com>; "Hannes @ POWERHOUSE (hannes@powerhouse.at)" <hannes@powerhouse.at>; Harald Maler - Austria
<maler-aktivi@aon.at>; Clay Jackson <gjmrblz@yahoo.com>; Anthony Powell <anthony@iofficeteam.com>; Matt Morrow
<mattmorrow@mac.com>; Peter Francis <peter@vemmaoz.com=; Tomasz Stanislawski <tomasz.s{anislawskl@vemmasurope.com>;
Kenneth Koh <kenneth@vemmaasia.com>; Brad Wayment <Brad. Wayment@vemma.com>; Scott Flatt <Scott.Flatt@vemma.com>; Peter
Rellly <Peter.Rellly@yemma.com>; Bridget Bond <bridget.bond@vemma.com>; Sharon K. Patton <Sharon.Patton@vemma.com>; Sandy
Nerva <Sandy.Nerva@vemma.com>; "patrick@vemmanutrition.com.au" <patrick@vemmanutrition.com.au>; Sol Cortes

<Sol.Cortes@vemma.com>; "sandra.perez@vemma.com.mx" <sandra.perez@vemma.com.mx>; San Wu <San.Wu@vemma.com>
Sent: Monday, April 20, 2015 11:12 AM

Subject: Re: TWO TO GO BROCHURE CONFIDENTIAL

Here are my thoughts and suggestions,
| agree with JD and Simon as to staying with the structural
image we have now — the brackets will be confusing for people.

Under the "Additional Bonuses, | suggest we eliminate the names "“New Customer
Bonus” and “Fast Start Bonus” and just have 1 bonus and name here called

the “First Order Bonus.” This way we get rid of the confusion that the bonus \
only applies to “Customers” and in addition there is no need to introduce another name

(Fast Start Bonus) that only applies to Builder Packs. To summarize, we would

have the First Order Bonus, Builder Bonus and the Frenzy Bonus.

Lastly, the banner for steps 1,2,and 3 should read: Get Two and Go Bronze,

Help Two and Go Silver and then Teach Two and Go Gold. This will keep it

clear that these actions get THEM to Bronze, Silver and Gold as opposed to the way
it reads now... it creates the question of who is hitting those levels.

Everything else Jooks great! Great job by Scott Flatt and his team!

Tom

On Apr 18, 2015, at 1:57 PM, BK Boreyko <pk@vemma,com> wrote:

We'il get that adjusted.
Was there anything else you'd- like us to change or improve?
<image001.gif> ' | ( |
BK Boreyko

blog: bkboreyko.yemma.com ,

facebook.com/bkborevko
witter.com/bkborevko
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)

yowlube.com/bkboreyko

1621 W. Rio Salado Parkway
Tempe, AZ 85281

yemma.com

From: Simon K, Grabowski [mallto:simon@vemma.eu)

Sent: Saturday, April 18, 2015 1:24 PM

To: BK Boreyko ,

Cc: John Phillips; ‘Ruth Elllott' {ruthdvemma®@yahao.com); Brlan McMullen (briantmemullen@acl.com); Cathy & Dan Sarver
{(sarverweliness@amall.com); Tom Alkazin; Brad Alkazin; Alex Morton; Hannas @ POWERHOUSE
(hannes@powerhouse. at); Harald Maler - Austria; Clay Jackson; Anthony Powell; Matt Morrow; peter@vemmaoz.com;
Tomasz Stanislawski; Kenneth Koh; Brad Wayment; Scott Flatt; Peter Reilly; Bridget Bond; Sharon K, Patton; Sandy

Nerva; patrick@vemmanutrition.com.au; Sol Cortes; sandra.perez@vemma.con.rox; San Wu
Subject: Re: TWO TO GO BROCHURE CONFIDENTIAL

There's nothing wrong with pyramid structure, It's the illegal pyramid scheme that is the problem, Let's stick
to what works in our industry. I think >o0< graph is confusing,

http://www allbusiness.com/pyramid-
=3

Sent from my iPad

-

Simon Grabowski
CEO

GetResponse

+48 604556000

On 18 kwi 2015, at 18:21, BK Boreyko <bk@vemmg.com> wrote:
JD,

As far as the graphs go, we were making an attempt to look more like playofl brackets v, a
pyramid structure. If you all like the old way, that's an easy fix. The rest of the world is pretty
used to seeing a bracket chart. Team, give us your thoughts on this,

BRelieve BIG!
BK.

On Apr 17, 2015, at 8:00 PM, John Phillips <jdlovesronni@yahoo.com> wrote:

BREAUTIFUL COLORS AND THEME. Getting the entire world of Vemma on
the same page is going to ignite growth and duplication!!

Couple of thoughts:
The concept on the brochure is great, the diagram and wording is confusing,. Why

not use the diagram that we worked with during our development conversations and
beta tests? (see attached)

The wording is cleaner regarding each Rank Advancement on that document and the
k diagram looks more like the geneology that people will be using in the back office
to build their teams. Easier to visualize and creates consistency in our message.

Let's make this LOOK EASY fto do. If people think they can, the chance of them
engaging increases big time!



Case 2:15-cv-01578-JJT Document 248-1 Filed 07/15/16 Page 8 of 103

Love the direction and focus!
JD & Ronni

<Vemma Comp Model - Get TWO.png>
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Message

From: Thomas Alkazin [alkazin@aol.com]

Sant: 472372015 8:12:52 PM

To: Ruth Elliott [ruth4vemma@yahoo.com]

cc: BK Boreyko [bk@vemma.com}; Brian McMullen [briantmcemullen@aol.com]; Matt L Morrow
{mattmorrow@mac.com]; Anthony Powell [anthony@lofficeteam.com]; Dan & Cathy Sarver
[sarverwellness@gmall.com]; John D. And Ronnie Phillips [|d@wallstreetcapitol.com]; Brad Alkazin
[balkazin@yahoo.com]; Alex Morton [alexsellsaz@hotmail.com]; Clay lackson [inmaui@hotmail,com}; Hannes
Sommer [hannes@powerhouse.at]; Harry Meier [hm171160@yahoa.de]; Simon Grabowski [simon @vemma.eu);
Tomasz Stanislawski [tstanislawski @vemma.eu]; Kenneth loh [kenneth@vemmaasia.com]; Scott Flatt
[Scott.Flatt@vernma,com]; Lauren Lynne Boreyko [laurenslyrics@gmall.com]; Karen Boreyko [karen@vemma.com];
Bridget Bond [bridget.hond@vemma.com]; Pater Reilly [Peter.Rellly@vemma.com]; Brad Wayment
[Brad.Wayment@vemma.com]; Sharon K. Patton [Sharon.Patton @vemma,com]; Sandy Nerva
[Sandy.Netva@vemma.com)

Subject: Re: TWO & GO BROCHURE

_ts strong, really strongl
The same error that Ruth caught Is on the 1 page summary at the end —

“QTY (1) CYCLE.... should be QTY (4) CYCLES

On Apr 23, 2015, at 12:59 PM, Ruth Elliott <ruthdvemma@yahoo.com> wrote:

it looks absolutely amazing!!!

On STEP 2 - it refers to earning 4 cycles and in the commission chart is shows QTY (1) CYCLE at $20 / cycle equals $80 but
it should be QTY (4) ‘

GREAT JOB TEAM !

<Screen Shot 2015-04-23 at 2.57.57 PM.png>
On Apr 28, 2015, at 11:43 AM, BK Boreyko <hk@vemma.com> wrote:

<TWO & GO_042315.pdf>

Confidential ALKO165742
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To: +BK Boreyko[bk@vemma,com]

Co. Peter Rellly[Peter.Rellly@vemma.com], Brad Wayment[Brad.Wayment@vemma.com]; Bridget
Bond[bridget.bond@vemma.com]; Sandy Nerva[Sandy.Nerva@vemma.com];
patrick@vemmanutrition.com.au[patrick@vemmanutrition.com.au]; 8an Wu[San.Wu@vemma.com]; Kenneth
Kohlkenneth@vemmaasia.com]; 'Simon K. Grabowski[simon@vamma.eu]; Tomasz
Stanislawski[tomasz.stanislawski@vemmaeurope.com]; Sharon K. Patton[Sharon. Patton@vemma,com]; Lauren
Boreyko[Lauren.Boreyko@vemma.com]; Karen Boreyko[karen@vemma.com]; Adam T, Howland[Adam.Howland@vemma.com]; Steve
Hooper[sihooper@yahoo,com]; Scott Flatf{Scott.Flatt@vemma,com]; Michael Woodford[Michael.Woodford@vemma.com]

Bce: Adibi, Saeed|v.saeed.v@gmail.com]; Anders Karlsson - Sweden]anders@globalopportunity.se]; Anderson, Glibert &
Amanda[gilanderson@shaw,ca]; Bacher, Christian]bacher.christian77@gmall.com]; Blomgvist, Claes[claes@globalopportunity.se];
Brest, Aurelien[aurslien.brest@gmail.com]; Carreiro, Nicholas[ncjs_7@hotmail.com]; Charde General
Stores[chardestore@indiatimes.com]; Chlang, Yvonne[vemma188@gmail.com]; Chu Chin Kuan[chimy_878@yahoo.com.tw]; Dongping
Li[dgnp0168@gmall.com]; Domer, Susanne & Herbert[Info@positiverleben.af]; Dvoracek, Martin & Nina[nd@trinkdeinvemma.at];
Fadzilah Zakariah[vios6860 @gmail.com]; Filicetti, Collesn[cfillcetti@gmail.com]; fink, manuel[fink_manuel@gmx.af]; Francis, Peter &
Marie[peter@vemmaoz.com]; Gabriele, Felipe[felipe.gabriele@hotmail.com]; Girard, Danny[danny.girard@live.ca]; Gonzalez, Pepe &
Mary[pepegzz70@hotmall.com]; Goyard, Thomas[thomas.goyard. 3@gmail,com]; Grenthe, Andreas[grenthe.vemma@gmail.com];
Guzelnig, Peter[office@market-solutions.Info]; Haase, Jeffrey[jeffreyhaase06@gmaii.com]; Hannes & Jessica Sommer -
Austria[office@powerhouse.at]; Harald Maler - Austria[maler-aktiv@aon.at]; Hoelbling, Klaus[hoelbiing.klaus@gmail.com]; Himan,
Johan[johan.iliman@gmail.com]; Jacoh, Colo[coiojacob@gmail.com]; Joke Broeren - Netherands{].c.broeren@gquicknet.nl}; Kloo,
Christopher[christoffer,kloo@gmail.com]; Kogler, Daniel[daniel.kogler@me.com]; Kriwetz, Peter Maria[verve8@gmx.at]; Leger,
Maxime[maxime.leger@etudiant.univ-reims.fr]; Lin, Huang Sungfeqototo@gmaill.com]; Linda Proctor -
Canadallindaproctor@sympatico.ca]; Maharashtra Pan Shop[maharashtrapanshop@rediffmail.com]; Maier, Angelikalvemma@aon.at];
Makamalmarlene.katzenberger@gmx.at]; Maria Pfeifer - Austrialmpfelfer@aon.at]; Martin Ruff - Netherlands[martinruff@gmail.com];
Mattlas Hovbrandt - Sweden[mattias.hovbrandt@gmail.com]; McCurdy, Meghan & Troy Brown[unleashyourpotentialnow@gmali.com];
Michael Karl Piist - Austria[karimichael@aon.at]; Morgis, Maria & Edward[maria@mariamorgis.com]; Nicholson, lan[inic@hotmall.com];
Norsalehin Ismai! - Malaysia[amcoria.salehin@gmail.com]; Praschk, Manfred[ulrike.winkler@diezwel.at]; Praschk,
Manfred[praschk@aon.at]; Reichmuth, Yvonnely.reichmuth@bluewin.ch]; Riegler, ingrid[ingridriegler@aon.at]; Ros, Bernd[vemma-
info@ros.at]; Rusli, Razrul Anwar[ezurazz@gmail.com]; Schilly, Edmund[edmund.schilly @gmail.com}; Seger,
Jens[seger,jens@gmall.com]; Staben, Brian[Brlan@dirtworkseng.com]; Stadimann, Markus[stadimann.markus@gmx.at]; Taupe,
Valentin[tino.taupe@yahoo.de]; Vada Pav, Balajilbalajivadapav@rediffmail.com]; Vikan, Alice & Frank{frank.vikan@gmail.com]; Vikan,
Alice & Frank[dronningalice@gmali.com]; von Allesch, Matthias[info@wellnesstrip.info]; Vora, Chintan[tradersjankalyan@yahoo.in];
Wal, Choong Koklkwchoong@vemmaonlinebiz.com]; Winkler, Ingridiwinkler.ingrid@gmx.at]; Winkler, Peter[peter.winkler@diezwel.al];
Yu, VIV Liufvivi.liu0209@gmall.com]; Alexander, Darlk[darikalexander58@gmail.com]; Alkazin, Brad[balkazin@yahoo.com]; Alkazin,
Tom and Bethany[alkazin@aol.com]; Alkazin, Tom and Bethany[tbcba@aol.com]; Altvater, Tim and Ponitim@altvater.mail.com];
Altvater, Tim and Poni[ponjonthebeach@aol.com]; Avila, Diego Martin[PatioCure@hotmail.com]; Babiarz, Zachary
Steven[zbabiarzypr@gmail.com]; Baer, Andrew[abaer17303@hotmall.com]; Bagdan, Harrison[hbagdan@gmail.com]; Balley,
Gary[gary@thegpsoffice.com); Baratta, Dennis[dennybara@mac.com]; Barnes, Michelle[VSuccessCoach@gmail.com]; Barth,
Meredithimeredithbarth@yahoo.com]; Barton, Cody[xxcab88@yahoo.com]; Baskins, Franky and Cheryl[franky@frankybaskins.com];
Beall, John[beall1t@gmail.com]; Bedbury, Jeff[V24u@cox.net]; Behsman, Kris[kris.behsman@gmali.com]; Binder, Dr. Steve and
Parker[sbinder@binderchiropractic.com]; Binder, Mike[drmbinder@bellsouth.net]; Bischoff, Richard &
Rebekah[shedfitness@yahoo.com]; Black, Annie[anniefarkle@comcast.net]; Blackman, Jeff & Michelle[Jeff@new-resulis.com]; Boloor,
Shayan[sholoor@indiana.edu]; Braun, Cliflclif@vemmafrica.com]; Brogan, Jim & CJ[rbnba@hotmail.com]; Brogran, Jim &
CJ[CJbrogan@gmail.com]; Bruno, Josephljos.bruno.826@gmail.com]; Buenaluz, Jed[Jedbuenaluz@gmaii.com]; Buric,
Nick[NickB.2011@gmail.com]; Caldwell, Kathy[mpcinnov@gmail.com]; Callegari, Brian[briancallegari.vemma@gmail.com]; Carson-
Burger, Yavone[Yavone@gmail.com]; Chirio, James Michael[chirioja@msu.edu]; Coil, Maddisen[Maddisencoil@charter.net]; Comer,
Patrick[pcome234@aol.com]; Cometa, Anthony[ajcometa@gmail.com]; Cook, Brian[briancook22@me.com]; Corrents,
Victoria[victoriacorrente@live.com]; Cox, Marty[marty@ctc.net]; Craig, Heidi[heidiehome@gmail.com]; Cunha,
Jake[jcunha@uoregon.edu]; Daughety, Jim & Imogene[jdaughety@satx.rr.com]; Davies, Dr. Kay[dr.kay@shcglobal.net]; Davis,
Rex[rexhdavis@me.com]; DeLuca, James|eideluca@hotmail.com]; DeLuca, James[deluca.mikeB@gmail.com]; Drenning,
Denlse[denised22470@gmall.com]; Elliott, Ruth & Jeff[Ruth@RuthElliott.com]; Felts, Ronnie & Carol Anne[ronniefelts@yahoo.com];
Flelds, Alan & Nancy[aflelds@yahoo.com]; Franks, Nancy[nancy@myehomebiz.com]; Fraser, Dave & Lynette[lvemma111@gmail.com];
Frazer, Frank[ralphkahler@yahoo.com]; Go, Charlton[charithom_go@yahoo.com]; Graham, David &
Wendy[vdavidgraham@hotmail.com]; Gravina, Crissyfilvenutrified@gmail.com]; Gregoryk, Cody[deloco9@gmail.com]; Griffin,
Jim[imgrifiinontine@gmail.com]; Haslauer, Konstantin[info@karrierepilot24.com]; Hayes, Martha Diane[marthadianehayes@me.com];
Hessler, Luke[lukehessler@rocketmalt.com]; Hill, Garretthillgad@gmail.com]; Hixon, Peggy[phhixon@gmail.com]; Hou, George &
Aprillvmageorge@yahoo.com]; Houston, Heather[hijh@mindspring.com]; Howsden, Ann[timhowsden@mac.com]; Jackson,
Clay[inmaui@hotmail.com]; Jackson, Clay[Jerryjohnson2828@gmail.com]; Jensen, Jeffrey & Laurenjeffreyisalways@yahoo.com];
Jernigan, Dr. Paul[DrPaulJernigan@gmail.com]; Kish, Lukeflukedk14@gmall.com]; Lenhart, lan[len8hart5@yahoo.com]; Letcher, Mike
& Cherle[mike10spro@yahoo.com]; Ligon, Dennis & Sus[vemmasue@gmail.com]; Luevano, Nicholas[niuevano17@gmall.com];
Majdick, Bryce[Bryce.majdick@gmall.com]; Massenglll, Stufstuman08@att.net]; McCamy, Kell[bkmccamy@mac.com]; McClain,
Kairrie[kalrie@gmail.com]; McCuilah, Emily Ann[emilymccullah@gmaii.com]; McGarahan, Christopher[cmcgarahanjunior@gmall.com];
McGarahan, Stacy[smcgarahan@cox.net]; McMuilen, Brian[briantmemuillen@aol.com]; McSwain, Billy[bmcswain14@carolina.rr.com],
Mehta, Urvashilhmmehta1264@yahoo.com]; Melton, John & Nadya[wealthtrainingontine@gmail.com]; Miller, Mike &
Marcy[miller1313@aol.com]; Montiero, Rob & Jana[themontieros@gmail.com}; Morrow, Mattfmattmorrow@mac.com]; Morton,
Alex[alexsellsaz@hotmall.com]; Morton, Brock[Brockmorton@hotmall.com]; Morton, Deena[deenamorton@gmail.com]; Morton,
Lanny[scubalanny@gmail.com]; Morton, Maddis[maddiem2011@yahoo.com}; Morton, Marc & Sandi[mmort1@aol.com]; Mundt,
Jesse[jesse_mundt@ymall.com]; Munson, Lissa[nutrientsinc@gmail.com]; Neugebauer, Anton[antonhockey9234@aim.com];
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Nicholson, lan[ian@iannichoison.com]; Noble, Josh[joshnob@gmail.com]; Nyhus, Jared & Vanessa[vnyhus@Jnyhus.com]; Olave,
Milton[info@miltonolave.com]; Park, Dr, James[james32362@yahoo.com]; Phillips, Ronni & JD[ronni@2senuf.com]; Phillips, Ronni &
JD[jd@wallstreetcapitol.com]; Polcyn, Glen & Becki[bgfs@sedona.net]: Poleyn, Grady & Chantel[GradyPolcyn@gmail.com]; Polega,
Nicholas Ryan[polega8@aol.com]; Powsll, Anthony[anthony@iofficeteam.com]; Price, Dan & Trisha[dan.d.price@gmail.com]; Provost,
Bretta[bretta@]oinbratta,com]; Ptak, Nick[nptak07 @gmail.com]; Pubillones, lan[pubillones2@yahoo.com]; Rasmussen, Dave &
Kim[drazzy21@g.com]; Rasmussen, Dave & Kimikimrazzy@aq.com]; Reeder, David & Debble[david@reederteam.com]; Risger, Bev &
Keithibevrieger@gmail.com]; Rowe, Rich & Karen[rroweaai@yahoo.com]; Sagert, Christian[sagert13@gmail.com]; Sanchez,
Pete[afginvestorsgroup@gmail.com]; Sarver, Bradfbradley.sarver@gmail.com]; Sarver, Dan & Cathy[sarverwellness@gmail.com];
Small, Tylerlwmtylersmall@yahoo.com]; Smith, Brad[smithteam@cox.net]; Smith, Cindy & Andy[vemmacindy@gmail.com]; Smith,
Rodrick[jocaml@aol.com]; Sorenson, Annie & Nathan[annis.l.sorensen@gmail.com]; Stafford, Amy &
David[amystafford24@gmail.com]; Stafford, David[davldstafford24@gmall.com]; Stauffer, Blake Jeffery[hlakestauffer@gmail.com];
Stewart, Ken & Rag[kenstewartcalling@hotmall.com]; Tack, Mary & Ralph[maryatack@yahoo.com]; Thelen,
Davelhealthyhome11@hotmall.com]; Trimbur, Bruce[brucetrimbur@yahoo.com]; Varley, Greg[gmvi123@gmail.com]; Vogel, Thom &
Sabrina[vemmaamp@yahoo.com]; Warren, Kailey[Kalls18@yahoo.com]; Welsherg, Jeff[eff@daddyworksfromhome.com]; Wendte,
Cathy[cathywendte@yahoo.com]; Wenig, Adam[adamdwenig@gmail.com]; Wilborn, Luke & Shawnee[luke_witborn@yahoo.comy];
Yeager, Andrew[yeager.andrew27 @gmail.com]; Zartoshty, Sam[sam44courtside@gmail.com]

From: BK Boreyko

Sent: Thur 4/23/2015 10:16:15 PM

Importance: - Normal
Subject: Vemma Elite CONFIDENTIAL update
Received: Thur 4/23/2015 10:16:00 PM

AEFILIATE STARTER PACK.ipg
BK LETTER 042015 V3-FINAL.pdf
TWO_GO 042315 .pdf

Vemma Elite —

| wanted to get your feedback on these huge announcements we'll be making on the Tuesday, May 5™ company call/webinar. 1
apologize for the lengthy email, but these are very exciting topics that I'm going to ask you to keep confidentlial until | release them
an the call, Feel free to talk amongst the Elite about any of this, | wanted you to be briefed and ready for any questions you might
receive after the call. If you could please print out the attached PDF's and study them, I'd love any thoughts both positive and
constructive,

The ‘2 & Go’ program is the reinvented Frenzy 2.0, We've made the program simpler to understand and easier to achieve for the
newest affiliate. it replaces the current Frenzy/Double Frenzy Bonus beginning on June 12 in the US markets. international rollout
will follow shortly thereafter. This incentive revolves around a single Affillate Starter Pack, This single choice pack will include
products from the three brands {picture attached) and will be priced at $599. You'll notice the Fast Start has been slightly reduced
to 575, but the volume has heen doubled from 250 cv to 500 cv. This Is where the additional bonus funds were directed. The huge
henefit of almost full volume on this Starter Pack s easier rank advancing and faster success for the newest affillate. | think the
attached hrochure will explain things better, In fact, on the last page, you'li see a single page summary onthis plan. This is really
the first time we've had a one page pian to get a person to Gold in 60 days or less. All other Affiliate Pack options will be
discontinued after this release.

What really excites me about this ‘2 & Go’ program s the laser focus on the newest person’s success in those critical first 60 days in
the business. This is a very understandable and more importantly, doable plan is really the first time someone can get their hands
around exactly what they need to do starting from their first 7 days. | really feel this will explode your teams recruiting numbers
and give people a clear direction on exactly what they need to do. People love that|

You'll also read an attached letter we’ll be Inserting into every order for the month of May, It’s really the best way | know of telling
the story on why Vemma would introduce an encapsulated product for the first time in 10 years. RTD drinks do limit us on what we
can offer families and as a wellness company, we do need to sometimes look outside the box, Internationally, not all the markets
will carry these products. We'll see first how the US and Canada markets receive this, All | know is for 10 years, I've been sending
people to a health food store to get the nutrition these products offer. That stops June 12, The Nutri-Pack will cost $139.95 with
120 cv and $10 shipping. If they go on AD, they'il also recelve the Coral Calcium product free for every month they’re on it. This
free product giveaway strategy is something I'm excited about for your retention numbers.

On the 5599 Affiliate Starter Pack, we did have to no longer give away the Success Kit and we added 3 months of Back Office Pro to
increase the value on this pack, We will continue to offer the Premier Club qualifications on the $299 Bode PRO pack, but they ~
won't be able to use that pack to Frenzy after June 12th, Lastly, we’ll be releasing a 5159 120 cv Variety Pack with a sampling of
products. Look for more info coming on that as we get closer to convention.
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Im really looking forward to your feedback on all this. The team at home office has been working very hard getting this ready for
the June convention, We made the decision rather than keep it as a surprise for the team, let them have a month of ‘pre-faunch’ to
understand it and begin thelr strategy to finish the second half of 2015 strong. We hope you agree with this appreach.

| appreciate you all,

BK Boreyko
blog! pkboreyko.vemma.com

facebook.com/bkbaorevke
twitter.com/bkhoreyko

youlube.com/bkborevko

1621 W, Rio Salado Parkway
Tempe, AZ 85281
VEmma.com
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Megsage

From: Nizhelle Lattner [Michelle.Lottnar @vemma.con

Seht: F/1B/2014 11:16:38 PM

To: Lisa Schuster’ [im.schuster@yahon.com}; Tam Alkazin' [alkazin@aol.com)
Subject: FW: Roat map to Success edite - Customer Layalty Program question {pg 29)

Aktagchments:  1318,_001.pdf

Here you go!

Michells Lotiner, Compllance Manager
michelle@vemma.com

1621 W Rip Selado Parkway
Ternpe, AZ 852781

YR asm
sabhookoomdyemme
Ilteremivemmng

From: Michelle Lottner

Sent: Tuesday, July 15, 2014 2:50 PM

Ta: ‘Lisa Schuster

Cc: ‘Tam Alkazin' ,

Subject: FW: Roadmap to Success edits ~ Customer Layalty Program question (pg 29)

Lisa,

On the custormer loyalty program i shoulid be updated to read:

§ix custamers gach purchasing one case of any Vemma product (foteling GO points) quafifies you for commissions and
gives you two free cases of any Menma products,®

Bottam of page should state *See Vemma.com Tor detalls.

" Confidential < ALKO208503
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Tharis]

VEMMA

Michells Lottrer, Compllance Manager
michelle@vemma.con

1621 W Rio Salade Parkway
Tam pe, AZ BHAEL

ALL(.\&&THHM

Mjiﬁm;u

From: Michelle Lottner

Sent: Monday, July 14, 2014 3:50 PM
To: Tom Alkazin'; 'Lisa Schuster'

Cc: Legal

Subject: FW: Roadmap. to Success edits

i Ter,

The edits for the Roadmap to Sugcess workhook are stlached. Below are updated disclaimers. The disclaimers will be
dependent upen where the workbook is belng used, i It is being used glohally, use the worldwide disclahmer. [ also
includert an indemnity statement that néeds to beaded ta the and of the warkbook, 1t does not need to be a full page.

U8A Ingome Disclaier:

“Your succesy Js tependent an vour efforts and leedership eblities. The Companphas generolly expetted res Wity Whlch
oo be ohtained by visiting https//www, vemma.com/bockoffice/ndt/ ncome-disclosure.puf.”

Lonoele Inconme Disclalmer:

“Your success 18 dependent on your efforts and leadership mblities. The Comypany has generally expecten results whileh
van be obtained by visiting ttps://www, vemma.com/backoffice/sdi/incoma-disclosure-ca.pdf,

LConfidential ALK0208504
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Your success is dependent an your &fforts and lendershiy ablifles. The Comipany hos generalfy expected resufts which con
be obtalned by visiting the Gaportunity sectior of www.yemma.com,

Cambo = Compensation Plan aad inconre Distlosure Statemant:

Yaur success [s depandent or your efforts and leadershiy abiittes, For more Inforiation an Veraimo’s Compensétion Blan. .
and to obtaln o copy of Veinma's Income Dlsclasure Statement showing the Campany's generally expected results,
please vigh the Opportunity sectfon of www.vemma.com,

Call e if you have any gquaestions,

Thanks,
VMM A

Michelie Lottrar, Compliance Manager
michelle@yemma.com

1621 ' W Rlo Satade Parkway
Tarnpe, AZ 85281

FEOMBRE
T kmok co/vamie

Sent Monday, July 14, 2014 3:42 PM
Tox Michelle Lottner
Subject; roadmap to success edits

Confidential ALK0208505
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A Working Plan For Creating Wealth
Through the Vemma® Opportunity

Your Personal Success Coaches:
Tom and Se}thaﬂy Alkazin

A@&a 11034& /

© 2014/March www.myroadmaptosuccess.com All Rights Resarved L

Confidential ALK0208507
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e

TABLE OF CONTENTS

WWEICOMI® LELIBE iiuviurrerssiosinges csmmmpnnrcatisspaun s ovt ips cossnaneot spvsg bngs i “,4
Step 1t Your Dreams - The Foundation of Your Vemma® Businesss .6
Step 2! Attitude ~ Setting Yourself up 1o Succeed o 10
Step 3 Croate a List ~ Your Most Valuable Asset ..o i 12
Step 4: Leading with the Yamma Products Y AN g 0 8 b 150 50024 3 )
( gt@p B2 Leading with the Yemma Businass Opportunity wsi s amsas s ad
Step & Goal Setting — Your First ObjectiVeS. ... ae i misgeryemny 28

Btep 71 Counsel Upline -~ Everyone Needs a Coach....ammmiicininad ]

Get Started Now — Time for ACHON! ... mmmmmpnssmmegsssson 32
Stay F” ugg@d In QXA KA VKN EED P BT 2 A0S PR BR LS PRRVSFRAVE LAY T b ad¥ide AT E Calr v d 455 €8T Chd v gdRRT It 0y 37

The t‘.ﬂrO”ment PrOGeSS [ U R LR R TSI E PR T vvu..ﬁpg.em’w,‘(winw,k‘» FRCE DAL IR RV A ehh g uf;ma Krate 38

an "
N EW A{fihate Ch GCkl ’St SEREERPACE PRCERATETOREOEPIED ELBEYCIIMG CHP T A £85I A ¢80 A 4l F5 0 1A 0D P e v 0339

e

Confidential ALK0208508



Case 2:15-cv-01578-JJT Document 248-1 Filed 07/15/16 Page 22 of 103

Congratulations on your decision to
become part of the Vemma® Team|

You have just taken a positive step in your life that can truly change the
future for you and your family, You now have an opportunity to design your
own life, You now own your own business and have the opportunity to make
your dreams and goals a reality by helping other people. Our misslon is to.
make a positive impact In peoplés lives by providing unique products and

a business opportunity that can help individuals imaprove their physical and

financial health, We are proud of you for making a committed dectsion and
stepping out in faith, This training und development program was created
1o set you up for success and give you a track to run on You now have the
opportunity to build a business and pay yourself what you are worth, Your
income will match your efforts and commitment because you are in control,

Trerynswaiiliasdo Ve basoni bt hoommon; verveing of vy v beginier
at one time, Often the excitement and enthusiasm is high, but the knowlc,dgn. is low‘ l“lns ()

program hag been developed to help accelerate you through the learning curve. Keep
your exciternent and enthusiasm high, and we will equip you with the knowledge and
tools that you veed to succeed, The rest is up o you, Many of our Afiiliates havc gone on
to achieve success beyond their wildest dreams.

Sstonss, m@mmmmm m et si;mﬁ v Bldcrbtatintvdnall mgstory and,
dherli horauenibove priy Sl gggmx;y litcess, The Roadmap to Success
ig the EXACT roadnmp lh al helped us make our dreams and goals a reality. This pressw
plan far success {3 siraple and soraething you can do. This preven plan of action is built
on a few simple fundamentals that, when repeated over and over, create momertum

and can lead you to the success and tesults you are seeking. Your Job is to learn these -
principles and fundamentals and put them into action consistently. Please do not try

to reinvent the wheel, The plan works: {tis yeur responsthilliy to.warle the pland

It has been said that success comes from doing the correct things consistently. We are
going to teach you how to do the correct things. In other words, once you learn how to
do the correct thinyx, vour success iz dependent upon vour PERSISTENCE, You must

stay consistent and ‘;td r the course, Do nat allow yoursell to get off frack or deviate from
this proven plan.

=

4 ROADMAP TO S8UCLERS
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Ag you learn these principles and fundamentals, you will begin o make progress when
you consistently apply them, Then, as you begin to assemble & winning team, you will
need to teach others these same principles and fundamentals, Teach and train your feam
thut as soon as they enroll a new Affiliate that wants to build a business, they mugt hand
themn the Roadmap to Success workbool o they too can learn what to do and how o
do it. It is all about duplication, so remember these three words: LEARN, APPLY,and
TEACH, ;

\&atm,m&ﬁmm ehloun i g 3&%&&3@%&' 1Lt ettt boting.
ligfoe rasulie.and tnoome follows fhe. g%‘;;fggmyw As you learn, apply (by taking
conststent ac tmn), and teach these ety principles and fundamentals over the next

few months, You have the opportunity to succeed beyond your wildest: dreams,

(’ We recognize that everyone who enters our business has different levels of time, energy,
self-confidence, desire, and talent, That is why we created this program to be adaptable to
every Affillate. You can g at yw: p”u‘e You.g ild vour Venuma business.

aebigagyon sanstsond

Pinally, we suggest that you review the Rosdmap to Success audio CD and workbook
severa) Himes. Bach time you listen to the CD or review a step, you will pick up something
new, We also encourage you to review the CD and workbook every 60 - 90 days to stay
plugged into the key principles and fundamentals that will lead you to success.

Remember, Vemma is SIMPLE, it's FUN, and its SOMETHING YOU CAN DO May
God bless you on your journey, and we look forward to seeing you at a Venuma event in
the near future.

Tom. & Bethany Alkazin
Star Pinnacle Leaders

Vemma is simple, it's fun, and it's something you can dol!

ROADMAP TO SUCCESS &
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"DREAM BIG DREAMS” EXERCISE

Please look at a
watch or clock
and keep your

pen moving for at
least 5 minutes.
Don't worry about
spelling and
grammar,..

just have fun and
get started!

Thoughts become things. If you see it in your mind,
you will hold it n your hand.
Bob Proctor

—

ROADMAF TO SUCCESS 7
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Now that you have completed this initial dreaming exercise, remember that you can modify
and rewrite at any time, These next several excreises will help you begin to get specific with
your dreams and the reasons why you are going to build a successful Verma® business,

s, seelisdonn yousseeofis some gowls. i ber vl what weulro e v
monthly residual cash Aow to.be? Don't be afraid to dream big dreams! Remember, we are
engaging in “possibility thinking” with no limits. After you identify this income target, write
dawn your top three drearns that this residual cash flow will make possible,

RGBT HTER WG R Y G

3 Year Monthly Residual Cash Flow Goal

$
1
2,
3.

S

B R AR RN g

1 Year Monthly Residual Cash Flow Goal

: . - 0)
T s '

- ONSN L

. ,

ERad b Y 8

6 Month Residual Cash Flow Goal

GRBAHEE RO

$  (See Step b, page 29)

8 ROADMAP TO SUCCESS
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btep 3: Create a List
Your Most Valuable Asset

Creating your Contact List is one of the most itnportant exercises in building a successtul -

Vemma® business, Remember, this is an “exposures business” and your results will depend on

the number of new people that you .sharc Vemma with on a daily and weekly basis. Keep in

mind that you are shitidig 4 iesy thikt could have a tremendous impact in

helping people with thighi 4, Your mindset should be “share and
expose,” NOT “sell and recruit.” We ml] it SHARING AND CARING! As you share the Vemrma
products and the Vemma business with individuals, realize that we are in the' sorting business,
not the convincing business. Simply lighten up, have fun, and say less to more peoplel

“We will coach you on exactly what to do and how to do 1t

Now, before you begin sharing and caring, you must first create your Contact List, If you

discovered a gold mine with an unlimited supply, who would you. tell fixst? Always remember

that you are offering people the gift of health and wihlidy You re doing something FOR them!
vl

The DOs and DON'TS of Making a List

BUan e ee s venn 1. DO make your list as long as possible.

> It's your game plan — your greatest asset when starting your business, -

*  The longer your lisl, the more confidence you will have. If you have a list of 10 people and
the fivst 5 say no, you will feel pressure to sponsor the next 5, and this can put you into the
“begging mode” and will greatly reduce your effectiveness, However, if you have a list of
100, and the first 5 say no, you have 95 other people to contact and a game plnn over Lhe
next 30 days, Remember, say less to more people. :

4

2. DO NOT pre-judge anyone,

LR R R O

+ You never know who will do this business. You never know the timing in someone’s life.
« Ifyou fail to contact someone, they could end up In someone else’s orgc\nwatxon.

*  Sift and Sort~ Do not try and talk people into doing the business against their will, Sxmply
give pcople enough information so they can decide If Vemma is rxght for them,

Believe it! 1 Lg,ifl ex p(*( tations ave the key to everything.
- Sam Walton

12 ROADMAP TO SUCCESS
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Steps to Deve‘ioping your Warm Market Contact List

L. Use the MEMORY JOGGER in this section to make a list of at least 75 to 100 people
that you know on g firsl-narme basls, 17 you have s-mail addresses, that is even better,
In addition, you can use the internet or various social media networks as « MEMORY
JOGGER, Siart with the letter A and ask yom self, “Who da [ know who is an Accountant,
a Banker, or a Carpenter?”

R

In the left column (the ‘Code’ column), identify those people on your list who:
« Are*Successful” (8)

+  Are“People” Persons (P)

*  You have strony influence with or they fave s strongy il
- Flave a special Vemma® pmduct need {7, St m{s !

g velth athers (1)

m@'ﬁ rranagrrort

These are the peaple you will contact first. Keep in wnind, the ones that are geographically
closer to you will be the best ones ta start with because you w 11 be able to PLACE the
producL with. then sooner, ;

Sometimes, simply based an your personal credibritity, you will find thal you have the
ability to influence others to join you,

Confidential

People In Who s Who Sold R
Your Life... Your... You Your...
Relatives Doctor House
Parents Dentist Car/Truck
Grandparents ! Optometrist Furniture.
Brothars Dry Cleaner Boat
Sisters " Barber Office Supplies
-Aunts Suparvisar Businass Clothes
Unclas Pharmacist- - Vacuum Cleaner
Cousins Chiropractor . Computer.
Hairdresser Dietitian Carpets/Tile
Doctar Pedliatrician ‘Curtains
Attorney Neighbar Storm Windows
Mechanic Day Care Pravider Aluminum Siding

Vacation Package
Alr Conditloner

ROADMAP TO SUCCESS 13
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Who Do You Know...

Golf Pro

Tennis Pro

Physical Therapist
Chemical Engineer
Entrepreneur
Accountant

Electrical Engineer
Bartender

Bank Mandger
Computer Programmer

Bank Teller

Nurse

Muslcian

Fire Chief Actor/Actress
Business Manager Police Chief
Administrative Carpenter

Assistant EMT
Word Processor
Police Officer

Car Salesperson
Flight Attendant

Podlatrist

Business Owner Airline Pilot
Network Marketer Politician
Printer Teacher

Baseball Player
Video Store Owner
Attorney

Who...

Was in your Fraternity/Sorority

Is on your Christmas card List

Did you go to high school with -

Is the life of the party

ls considered a leader

Is looking for a new professian

Is on your Facebook page

Is dissatisfied with their current career
Is a Consultant or Trainer

Was in your wedding party

s in & high profile job

Runs a local deli _

Runs a local bagel shop or coffee shop
Do you play cards with

Are your college friends

Is active in your church

ls a prominent business owner

Do you respect a great deal

Are your parents’ friends

Recently Ead children _
Already takes nutritional supplements
Has influence with others

Pediatrician
Football Player
Chiropractor -

Real Estate Agent
Insurance Agent

Receptionist

Pastor/Minister

College Professor

Plant Foreman
Salesperson

Social Worker
Financlal Planner
Graphic Artist

Veterinarian
Dancer
Lab Techniclan

Telephone Repair

Surgeon
Architect

,‘\
'
R

Company Executive

Secretary

Radio Announcer
Anestheslologist

Contractor
Electrician

Office Manager

TV. Reporter
Plumber

Restaurant Owner

Journalist
Photographer
Artist ©

Working Student

s from your old job -
Teaches your children
s a fashion model
Are your golf partners

Has a booming business

ls in a new job

Wants more out of life
Has a very stressful job
Is from civic activities
Is President of PTA
Rides to work with you
Edits a newspaper

Is a friend of the family
Is health conscious
Exercises frequently
Hikes or rock climbs
Jogs

Skis (water or snow)
Often seems tired
Wants to lose weight

s active in local politics

L
R
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Now that you have created your initial Contact List, keep in mind that continually updating
and adding o it is very important. You ave always meeting new people; therefore, you should
be adding new people to your list everyday, In addition, you will think of individuals that you
left off your initial list, Therefore, keep your list handy so you can add to it dailyl

As you created your list, we coached you NOT to pre-judge. Now, we do want you to
priotitize who you contact first,

From the initial Contact List that you created pr ioritize the
top 20 people that ass

—a

-

B W

)

.

"~ I > B £

a

10.. 5 . \
M
120 s

14,
15,

17,
18.
9.,
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Confidential

From your inftial Contact List, prioritize and write down the top 20
people who are very successful, goad at what they do, and real
influencers.

These are the people who have a high degree of eredibility and influence with people who kuow _
them, |
VERY IMPORTANTI List a specific financial need or desire the person has, This will be very

useful when selting an appolutment with them.

Name Einancial Maed or Desire

R EEE RN E N

Whan you

-------------------- ss— implement
Step 3, plus
teach and train
your team this
important step,
you will never run
out of people to
share Vemma
with, and your
business will

10. . sontinue to grow
| - and expanc)

1.,

15,
16.,
7.
18,
19,

20.

ROADMAP TO SUGCESS 19
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Step 4: Building Your Business—
Leading with Vemma®, Verve, and Bodeé

Are you ready? It's time for action!

The most important thing we can now do is o get you into A(,TION and help you achieve
some hrewmidlise SUCCESS! The scripts that we are going to teach you in th is step are simple
and effective, They WORK, and they WILL WORK FOR YOU!

First, let us look at why Vernuma s growing so: %‘;&g}gl’;&, e

1. There is tremendous acccptance@ﬁw Vermma products, This sitply means that people
W"Q T ndvraligtthey need to supplement their diet, but most do not know what to dol
56 2 Vemmm I8 the most complete Hauid nutrition programnt available anywhere]”

3. Verve is “the world’s healthiest energy deinld”
4, Bodeé “incorporstes the new acieme of henlthy weight loss.”
‘ 5 Tt tastes great!
. 6. It’s affordable]

With these points in mind, let's gét ready for action:
WHAT YOU NEED TO KNOW!

We want you to remember just three key words that will act as talking points when
you are In a conversation with someone:

o SIMPLE

» CONVENIENT

« COMPILETE

WHAT YOU NEED TO HAVEI

We want you to become tremendously successfiull You must make fhc, commztment to
have the tools necessary to succeed: Foehy :
» Vemma products — to grow quickly, be certain you have gy f‘i'_ tbedtagl
+ Touls ~you need tools for credibility and duplication!
Go to www.nyroadmapiosuccess.com and wwwvinatools.com and
www.venmatoolsstore.com
¢ Climc«nl Studnes g,o to www.vemmts.c@m/smence _

e B R E eSS

W BN N KR

The common denominator of success — the secvet of success of ¢ fevery:
personwho has ever been successful ~ lies in the f&cuhz 1e or she
formed the habit of doing things that failures dow't like to do.

- Albert E. N. Gray

20 ROADMAP TO SUKGCERS
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WHAT YOU NEED TO SAY!

The following are simple conversations that you can have every day with' anyone, at any time,
especially when the subject of health comes up!

w® Approach

s “Hey, Amy, I know your health is important to yrm What are you doing to supplerent these
days?”

hnsekginy, “If there was a natuml way to help you:;
Wil what would you say?”

o 7 he reason that 1 am asking 1s t}mt[ am curiots—what are you domg to
AoasER” 1f you are talking to a younger person;: Sc N :

““V‘.“W?”
 “Uhave to tell you about an ‘amazing nutritional discovery’ called Vemmal”
Most will asks “What's Vesmai” &»{ ol

“rd .
’ 21/'?:1: most complete Bauld autrition program that you can find enywhere-—you will not
believe how GREAT this mstcswycm have to taste itl”

and listen to
#&ih@ responsel

with you, |

Verve Approach

» “Hey, Jackle, isn’t it crazy how stressed outrmd tired pcople ate these days?’ AR AL R AR

s “What are you domg for yomself 10 g6

ks M*rwf“

calthiust eprorgn dink) T R

Take out a chilled Verve, open it for themm, and let them taste it

* “Jackie, [ know you are going to LOVE what Versma or Yerve will do— if I give this
Vewma or Verve to you today, will you PROMISE ME that yow'll take it everyday?”

ROADMAP TO SUCCESS 21
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Boded Approach

o “Lisa - If yow've ever said to yourself, no more fad diets... they don't wotk, then you've gor |
1o seq the new Vemma® Bodeé Transformation system. You're going to absolutely love the taste” |

* “Dave, if yot know anyone who struggles with weight loss, then you've got o taste the new
‘Bodsé shakes, Do you prefer vanilla or chocolate?” A

« “Thave 1o tell you about the new Bodeé transformation system. [t's s sitploat weight
managessient program that fits into your Hfestyle”

Most will ask: “What Is Bode&™

s “Boded fs the new 8l sadiudly healthy weight solution from Vemma, It won the
2012 Peaple’s Choice Stevie Award Jor Favorite Consumer Product! The plan is easy to follow,
it bastes great, and people arve getting amazing results!”

< “Tenny, let me buy you breakfast, If I give you this Free Shake and DVD by Chyis Powﬁil,
the TV Celebrity Transformation epma&i%& will you pmmﬁe e o try it m the morning

and give me your feedback? » M Xy@ P

22 ROADMAPR TO RUCESS
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i

Here is another tremendously successful dlaiogue
that you can use;

I, Taste ~ Let the prospect taste the product.

The conversation begins with “I wans tv share an incredible product with you!
Tt tastes great! Twant to tell you alf abowt it, but you have to see how grear it wastes first/®
Let the prospect taste the produgt before you go any further

» If they agree it tastes good/great, then you go to Number 2.

«  If they have an adverse reaction to the taste, then let them know that most people
love the taste, Tell them the taste is not as important gs the benefits of the product,
Go to Number 2,

2. Tell them what it is ~ Tell the pmspect what VEMMA® stands for.

+ Use the Matu i pmpstine: Vernma Product Brochures to bl’lOW
them the product mgredlfmts [f they have their arms crossed or are standing
off from yow, they will draw closer to see the tool and be drawn Into the conversation.

Go to Namber 3.
3, Ask th em what they are doing to el i 2
SR w,g}re
l'x)ﬁe‘ﬂ,i thifyare taldng pills, tablets, or capqules, let them tha t unt1l now,
o ma:}t.ﬂyst,em were the best, but now theye {s Vemmal “7 he rrost cc>mplett.
“Hquid mutritional program that you can find anywhere.” Go to Number 4,

e dudd sy

PR R RN

4. Tell your stoxy or the story of someone close to you. .
You must make it personal and not say, “this guy or this girh” but use their names,
Connect the prosgzﬁi to velstontés figanical peogle fﬁ‘%ﬁ“ BIANIR o0t Reioei- Westimna,

Go to Number 5 ?::g(%; ﬁ@%ﬂ FEALAL: W‘«&i m %&WMM@ CLM’S

5. Ask the prospect to “try Vemma” and enroll,
If they have any objections, then answer the objections and ask them again to “try Vemma”
If at any point during the dialogue they ask for price, tell them, “That’s the best pari — it's
a little over $2.00 a day for the BEST wutritional insurance you can find!” '

2HHBENGT BH GG

drenadengnn

Conclusion

What we want you to know is that this IS SOMETHING THAT YOU CAN DO!
Bvery day, hundreds of Vermma Affiliates are adding new people to thelr group
by simply using the simple conversations abovel

Try it — it WILL work for youl

ROADMAP TO BUCCERS 23
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Step 5: Building Your Business—Leading
With the Vemma® Business*Opportunity

As much as people want to feel better and respond positively to the idea of the Vemma
products, many people are looking for ways 1o do better financially! Many people have a
genuine desire for change In their life, and yet, they don’t know what to do, or how to do itl

No matter what the desire is — get out of debt, purchase a new car, send their kids to private
schools, money for travel, or perhaps even a whole new career ~- we must remember that the
people we are looking for (those with 2 desire for change) are actually looking for us - they are
simply looking for an opportunityl ~

So when it comes to building your business by leading with the opportunity, here’s how some
new Affiliates think: “T dow’t have any success yet” — “I dor’t knnow enough to talk about the
opportunity” — “I will not know what to say if they ask me questions.” Because of these
concerns, guess what most Affiliates do when it comes to leading with the opportunity? Noth-
ing! Fear freezes them! '

Oun goal with this step is to build yout confidence and your skills in leading with the
opportunity, We want you to be as successful with the business oppor tunity as you will be

with the Vermma, Verve, and Bosd<g products! o (

With all of this in mind, let’s get you ready for action!

- WHAT YOU NEED TO KNOWI

Here's the great news! There is just a small amount of information that yoﬁ. need to know to
be able to approach people ei:fe(,l ively with the Vemma business opportunity. For purposas .
of appmaghm% peop]c and. *i‘ng thc »‘twim &lm@f wyou strnply need to know:

BHBRB NS S BE B Y

To read move about all of the bonuses in the Venyma u)mpcmatlon plan, log in to your
Vemma website and click on "compensation plan.”

WHAT YOU NEED TO HAVE!

In order (o succeed and in order to have duplication in your business, you need to have the
tools of your tradel Here are tools that you must have:

wasd e e nd

» Your favorite Vemma videos
¢+ The “Perfect Business” brochure

*  Vemuna, Verve, or Bode& brochures

24 ROADMAP TO SUCLESS “&“ :ﬂ’\wvw:blsdw
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Please understand thaet it Js important for you to have these tools an hand, You need to be
ready to give 1 or 2 of these items to someone after you have had the conversation below!
Da not believe that giving ther more information is better, The correct methad is to glve
someone soall amounts of information and allow their interest to grow!

You can order these tonls from: wwwimyroadmaptesuccess.com, www.ymatools.com, and
www.venimatoolsstore.com

WHAT YOU NEED TO SAYI

The following simple conversation works! If the person you are speaking with ltas a desire for
change, you will see this work almost all of the time! This is not to say that everyone you talk:
to will joln your Vemma® business — but this script will create conversation. Given time, you
will become very confident and very successful!

Direct Approach:

“Zac, if I could show you how fo mvest a small artoust of monpy i your fam:ly s health and
that could turn into %ﬁ{i P ; :

(8top talking and Hsten ti) what he sayq) '
‘Most will ask, “What is #7” or say “Tt depends on what's involved,” or something like that,

Here'’s how you respond: m% B0 "

o “Town a business —we teach people furwsiy create additional income.”

{Stop talking and tisten to what he says)
AR A S e

Most wilk say “How do you do thf:t?” Yuu iespond by saymg; “It rlepends upo rhe pf’rson -
some peaple wani to earn wpdit v v

Most will asks “How do you do thatt” You respuﬁtﬁ b %&%}{?i il o . i o RV v%

v “We do this through an amazing line of wellngss Wi, Let e ask you again, Zac,
are you serious aboul watling to create some additional income?”

IE yes, say, “Great. [ don't have time now to eiplain everything. I'll call you about a time to
get together, Trust e, it will be worth us getting together”

The goal of the approach is to develop interest and get the appointment, S ‘

ROADMAPR TO SUCCESS 25
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Begin the follow-up conversation the next day by asking this question:

“Hey, Zac, it was great talking to you yesterday. Are you sidll serious aboisf tur
moreyt”

After listening carcfully to their vesponse, you shonld say, “The nest step 1s, | want you to meet/
speak with one of my partners.”

Check with your upline coach as to how he/she wants to do 3-way calls or 2-on-1 meetings
with you when you have an intetestad person. Aftet the meceting, the most important thing
~you could do s to get Vemma®, Verve, or Bodea into your prospect's hands.
Other follow-up options for a cotnplete explanation of the business include:
» Local Home Bvent
= Local Area Bvent
¢ Recorded Opportunity Call

Third Party Approach:

If the person you want to talk to never gives you an opportunity to bring up the subject of {
your business, try this

e

* “David, would you help me?”
(Mot people say, “yes.”)

T own a business, and we are ox eriencm amaan rowzh do ot /crww amyone rhut
. g g
wauld be interested in ¢

S R S e S . SR

Remember — it s SIMPLE — it is FUN -
and it is SOMETHING THAT YOU CAN DOI

You can make move friends in two months by becoming interested in
other people than you can in two years by trying to get other pwpi
interested in you. - Dale Carnegie

26 ROADMAP TO SUCEESS
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Step 6: Goal Setting — Your First Objectives

Goal setting is a skill and habit that all high achievers have mastered, It has been said that goals
are dreams with deadlines, Put another way, we set incremental goals in order to make forward
progress toward onr big dreams. Goals provide direction and foeus, Without them, we are like
a ship without a sall just drifting aimlessly.

In the absence of clearly-defined goals, we became strangely loyal to performing |
dally trwm, until u{’ctmute[y we become enslaved by it. ~ Robert Heinlein

R

Here are a few tups for e'ffectwe goal ssenttmg

1. Goals must be written down

2, Goals must be specific

3. Goals must be measurable

4, Goals must have a deadline (target date)

8. Goals should be reviewed frequently for clarity and focus

LEE R R T AR RN

Here's what you need to remember:

1. Your Consistent Daily Activity ~ Remember that consistent daily activity creates
momentum aud growth, Even if you simply achieve one positive business building activity ( )
gach dd)', you will be amazed at your growth and results over time, e

phBRebondBan

on bcwmmg a Broxuv as oot 45 possil >le thn yuu focus an thcae lm,L three Rdnk T evels
and help your growing team make progress, the higher Rank Levels (and resldual cash ~
flow) will take care of themselves| b

Very little is gained in life without setting goals. Having goals will help you achieve your
dreatns and lead you to your ultimate success, Success builds on itself. The level to which you
succeed will be determined by the goals you set for yourself personally and for your Vernma
business, Set the tight goals that are worthy of your focus, time, effort, and energy.

Remember, review your goals often to maintain both clarity and focus, Keep your goals in front
of you to stay motivated and consistent, Always remeraber WHY you are building your Verne
business. As you develop the habit of setting and achieving goals, you will discover for yourself

that your Veminia business is indeed SIMPLE, FUN, AND SOMETHING YOU CAN DO! %

28 ROADMAP TO SLKICERS
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i1 Aftifigieson Auto-Ship |

s 5
Approximate #

{Eithetfoft ar right team)

Gold

Diamond

5710
10/20
|
20740 |
;
40/ 80

Executive

1507300

Star Executive &

175

Prasidential

250

Star Presidential

750/1,500 %

$15,000 ;\ggooo

S

Ambassacdor 1,000 /2,000
Star Ambassador $30,000 - $60,080 2000/4000 }
Royal Ambassador 2,01 §60,000 - $100,000 Y1 4,000/ 8,000
Star Royal Ambassaclor 40000 | $100,000~$175000 | %&000/16,000
Pinnacle 6000 | $175,000-5250,000 | 1280/ 24,000
Image , V :
comlng Star Pinnacle 10,000 $250,000 - $300,000 24,000 A&4,000
sO0GN |
rmage _ ‘ ) ‘
coming Rovyal Pinnacle 15,000 $300,000 - $400,000 36,000/72,
s0on )
Jma i Legend 20,000 $400,000+ 48,000/ 96,000 °
soon
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lutrition Company
2013 U.S. Disclosure Statement

Vemma prides iLself on quality, Innovative products thal provicde our customars real health results, fn 2013, 246,388 aclive customars enjoyed the frands
thal ke up the Vemma family of waliness prosiuets, aod we ara thankiul for each and syvery one of thizm, These customars ar e reason we exist, Thelr
farvilies’ wallness noads ara what diives us Lo formulate and manifacture the fingut, most completa nubritional sobsions evalteble anywhera. Brands rmade
In Amarics, koaping hundreus of jobs In the USA,

Tho Vermma fagshup brand. along with Verve and Bod+& brasds are promolad iraugh a posttive, very social network of Affilfates that have fallen in tove
with these products and weant fo shars tham with the peeple they cars aboul, Thasa active™ Affillates totaling 108,251 2013, are utllizing & business
el very simbiae to the Amazon.com affillete progiram, and have B opperiunity to earn free produt for thelr custamor referrals and tustomer ahd
Affiflate bontises for promaeting tha brands snd ansdrtunity.

Vemma Affiliat mrsaings’“
?013 Annual G

$smood - e s
$32,000
$1B,000 wommmone i
$8,000
$4,000 -
$2,000
$1,000
'$5oo

PERCEMTAGE™"  40,18% 3775% 943%  5.64%

Vemima Elite Earnings*
2013 Annual Averages

$2,560,000
.$640,000
$160,000
$40,000

$10,000

% ‘ 0%

%

PERCENTAGE*™ L AE% ‘ e

Vemma Nutritimﬁ

2013 Customer vs, Affillate Proflle

H

246,388

105,251 i

¢ the Buvres $iekad ADOVD a4 oY & gusririms nns g they o projectlon of a typloal ATlste's manns or profii, bk iy other Indegenaent bisinesy, e pehidverinnt o fullre of an Alilliate duaends
upon his ot hen kel sed, comnfiiment mxd ddeglie to suceerd. AL Veniing, the apnvrGOHY 1 earh el ¢ i siways availabla t sach ant gvary Affilale, Eor thore Ibinrmation on Venin's Conmensatan
Plast, ivlanse 46 to lMvauspssmmagon/bacie e kdtfcompentationt an.pd!

b Active, pvame st Al b Bas o adnbmum oF 60 1ewsred poiks every mondhs Matiann aritd abtve Al are consioecst) active 17 thiy hven 120 raavar o iy avery month,
PNt of everipn BT (T 4 waek patlod,
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Following are the details that will help you successfully
host a Home Event/Small Group Presentation:

Purpose of the Home Event/Small Group Presentation: To efficiently and effectively share
the Vemma® products with new people in a relaxed, comfortable environment.

GETTING READY ~ Preparation is Keyl

¥ Produoct: Chilled Vemuna, Verve, and Bode& (for tasting and to send home with
guests)

#  Tools
*  Company Overview Video
» Compensation Plan Video
*  Product CDs
*  Produnct Brochures

Very Important
~ The invitation

*  Business Brochures _ process is the
« Fxtra copies of the Roadmap to Success workbook for those guests ‘ N i\/ real wotk.
wha are ready to get started immediatelyl that is involved.
TV & DVD player that work! Pay the price

Chalrs, pillows, or a clean floor to sit on , with this o
» Attire should be “Business Casual” , ( )
+  Internet enabled laptop or electronic device ' ’ important step e
+  The tone of event should be relaxed, warm, and friendly and everything
«  Light snacks, no alcohol ; alse iz easyi

s Keep it simple and inexpensive - Ity all about duplication]
+  Schedule one of your Upline Success Coachies to join you for the event
(In-person or via other communication media)

HOW TO INVITE i
»  Pick a date and time for your Home Event/Small Group Presentation
© We supgest a Monday, Tuesday, ov Thursday at 7pm (Invite guests to artive at 6 4'5pm)
«  Seta Goal ~ How many people do you want at your Home Bvent? If you invite
_ properly, you can expect a 50% show ratio, Therefore, plan accordingly! If you want
to have s minirmum ot 5 guests, then you need (o huve 10 guests confirmed ]mm to
- theevent
- “What are you doing Tuesduay evening at 7 pm?” C -
~  “The reason [ ar asking, recently Bethany and I discovered an idea that I believe, } M NEc
togeherye podmakereontitlorsmmonnbafmory” PU sass iy @
“We have srhedulad a Private Business Reception and we are inviting a few key '
people that we like, trust, and respect... Do me a favor...”
“I really would welcome your feedback/opinion, can I count on you?”
—~ “Do me g favor; if something comes up, please call me ASAP so I can fill your seat!”

()

ROADMAP TO SUCCESS 33
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THE HOME EVENT

" Be prepared and set up BARLY. This way you can focus on the PEOPLE as they arrive.
Relax, swile, and have FUN!

HOME EVENT PROCESS (Begin promptly at 7:05 pm)
(1) Host(s) welcomes guests and describes evening, (Be relaxed, confident, and keep it fun!)

 Sumple introduction:
“Welcome everyone — we're going to gt started! Bethany and I are really glad you

. are here tordght! Anytime you discover samething really good, you share it with the

people you eare about - thai’s why we invited youl We're going to start with a shor t

video on this comparty called Vernma®, and its amazing line of wellness forrit

Enjoy!”

(2} Play Your Favorite Vemma Videa

(3} Host Iniroduces Upline Success Coach

% Sample introduction:
“We hope you enjoyed the video! As I think you can tell, we are really excited about
the potential of Vessmu, 1t's my pleasure to introduce to you (name of stiecess eoach)
‘ who has committed to help us and coach us in the building of our business. He/she
( has agreed to come tonight 1o support us aund o explain the possibilities of whet can
. ‘ happen for you with Vemama.”
#  Upline Success Coach shares personal experience and story (in person of via

other communicaticm media) ) ,
sl ieshaghd Mo GM

4) ¢ nmps.matwn Plam Brief Discussion

#  Play the Vernmea Compensation Plan Video
#  Brief overview of the system, tools, and resources available to help them build,
“We have a proven SYSTEM that you will plug into that will help you be successful”

{Training, Upline Support, Toals, Bvents, Recognition, etc. )

(5) Closing Statement:
“In closing, we are glad you joined us lonight ... We suggess, at the very least, that you
“make a decision for good health and get stavied on the products! Fer those of you that see

the oppertunity wnz, Wwe stigpest y o begin with an Affiliate Pack, which we will discuss with
you as we adjours.”

(8) Product Tasting

Questions you can ask during the product tasting:
“What did you like best about the presentation?”
“Which Vemma product interests you the most?”

34 ROADMAPR TO SUCCESS
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oz,

{(7) Ending The Home Feent

»  Ask Questions & Answer Questions
v Listen, Listen, Listen!{!
“Whar did you like about what you sow and heard?”
‘Do you see pourself having an interest in the health and energy benefits of
1Y

Vzmmaw/\’erw/Bodﬂe or are yom!m mer’\‘fI’d it et "M?d m cash fﬁ“ {M’ 4@

“How fa# da yor: wam‘ to bmld your Vemma business?”
“What kind of vesiclual cosh flow would you like to create?™
“The next step #5....."

¢ Place Orders and Set Up Auto-ships

v Send Guests Home with Product/Tools

¥ EBatablish Clearly Defined Next Steps

FOLLOW UP AND DUPLICATE! )

When you envoll a new Affiliate, immediately put a Roadmap to Success workbook in their

hands and schedule their Roadmap Strategy Session. This is a short 45-minate meeting

reviewing Steps 1, 3 & 8 in the Roadmap to Success! Prom this nteeting, you can then schedule

their first two Home Bvents or Sniall Group Presentations! -

Don't forget to: s,
1. STAY PLUGGED IN ()
2. DO SOMETHING POSITIVE EVERY DAY YO GROW YOUR VEMMA BUSINESS

Continue to lead by example. Remember that this business is all about duplication. Na matter

what you do, those you bring into your organization will duplicate most of your habits and Let's ole; build
commitments. Make sute you ate setting the tight example, The leader sets the pace. Bach day, © something
asl ‘yourﬁe]f.}.* . “If everyone in my Vemma bus;'ness did what I did today, would my business extraording l:y
have grown?

' together!

Keep your business stmple and recognize that you will bulld a team where everyone does a
little bit, Through time and duplication, srnazing things can happen with your business, so
stay the course!

Finally, remind yourself: Actions always speak louder than words, so JUST DO TT!

Each day, ask yourself... “If everyone in my Verma business did
what 1 did today, would my business have grown?”

P N

ROADMAF TO SUCCERS 35
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Stay Plugged In
Important Phone Numbers &
Contact Information

Enroller Nama: .

Primary Phone Number: : .

Emall Address:

Upling Diarmond Name:

Primary Phone Number:

Emall Address: _

Vemima® Member Services

Phone Nustther: 800-577-0777 ,

Email: me@vemma.com ' & : o
1621 W, Rio Salado Parkway , \ ( )
Tempe, AZ 85281 4 -

Saturday Quick Start Tralning Call:
Tirme: 9 am Pacific/ 12 noon Bastern
Por the phone number, go to www.amyroadimaptosuccess.com

"Fuesday Monthly Vemma Corporate Lendership Call Dpen to Everyone
1st Tuesday of Every Month

Time: 5 pra Pacific/ 8 pim Bastern

For the phone number, go to www.anyroadmaptosuccess.com

Webinar: call.venuma.cormn

Muarketing and Tesining Tools: -
www.atyroadmapiosuccess,conm
www.vmatools.com

www;vemmataolastore.com

ROADMAR TO SUCCESE 37
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Toll The Story | | i | [ Roadmap
ell The Story | Give Them a Strateqy
- Home Event or | @iﬁggﬁ i%{ Session
. e lele
| Cne-on-One * 3 Days Later

Schedule your new Affiliate's
first two hame events

This is how you duplicate:

1. Te{i the story (Home Event or One-on-One)

2. Enroll your tiew Affiliate in Vermnma®

3. Give them a Readmap To Suacess Workbook/CD

4, Have a Roadmap Strategy Session 3 days later

5. Schedule your new Affiliate’s first two Home Events or

One-on-One presentations,

38 ROADMAP TO SUCCESS
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@ 1. Place Initial Product Order and Set Up Auto-Didfivs

Lo

L) 3.

[} 4

(s

A

Cls

g

New Afﬁlia'te Checklist

Geal/Objective: Get your new Affiliate started corractly,
We want to help them decida what they want, equip them with
some effective basic training, and then get them into actionl!

MW“&"“@ |

a. 1f your goal is to get off to a fast start and®Geéate a meaningful cash flow,
then get started with an AfMliate Pack. Remember, your people will do what
YOU DO, (Its all about duplication!) _

b, Set up your monthly auto-delivery and make sure it is for at least 120 QV.

Ovder Marketing and Training Tools

a. - Go to www.myroadmaptosuccess.com, www.vimatools.com, and
www. yemmatoolsstore.com and order the necessary marketing and training tools,
Your enroller will tell you the best tools to begin with, Have several additional
copies of the Rondmap te Success workbook so you can get your new Affiliates
off to a great start,

Study and complete the Roadimayp to Success workbook, Listen to the ( )
Roadmap Training CD and/or watch the video version of the CD at
www.myrosdmaptosuccess.com/library.

Become familiar with your Veinma website,

Become familiar with your team website at www.myroadmaptosuccess,cor,
Be sure to “subscribe” so you receive all the team messages, special notices,
and the “message of the month.”

Commit to listen to the Vemma Qulck Staxt training call
a.  Complete with detalled trainlng and success interviews.
b. Live 45-minute call every Saturday 9 am Pacific, 12 noon Eastern,
For the phone number, go to www.mymadmaptohuccess.com ’

Schedule a Roadmap Strategy Session with your upline Diamond (or shove)
Success Coach, Review your top 20 product prospects list and top 20 business
prospects st

Get info ACTIONY Expose and Follow up.. Repeat oftent
Schedule your fiest two Home Bvents with your upline Snccess Coach.

Set ¢ Goal and a Timeline to achieve the Bronze Leader level in the Vemma
Rank Level System.,

ROADMAP TO BUCCESE 39
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Indemnity Statement

My Roadmap to Success agrees to indemnify, defend and hold harmless Vemma
Nutrition Company and its affiliates, officers, directors, agents, employees, successors
and assigns from any and all claims, liabilities, damages, settlement payments, actions,
fines, losses, penalties, fees, costs and other expenses (including attorney’s fees and costs
of litigation) arising out of any claim, action, proceeding, determination, finding or other
regulatory process asserting or elaiming that My Roadmap to Success violates any such
applicable laws. In addition, My Roadmap to Success also agrees to refrain from all
conduct that might be illegal or harmful to the reputation of Vemma Nufrition Company
or its products, including but not limited to, conduct inconsistent with the public interest
that 1s discourteous, deceptive, misleading, unethical or immoral, The making of any
such false or misleading statements regarding Vemma Nutrition Company, its products,
compensation plan or other opportumtws shall be grounds for immediate termmanon of
this Agreement,

The undersigned acknowledges that this program is not affiliated or offered by Vemma
Nutrition Company, but is a program created and operated by an independent Affiliate.
Vemma Nutrition Company has no liability with respect to The Roadmap to Success
program, ,

ALKD208547
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Michelie Lottner

From: ' Michelle Lottner

Sent: Wednesday, June 25, 2014 5:52 PM

To: Lisa Schuster; ICE

Subject: . FW.: 8can from VECOPY02 ;
Attachments: 3617_001.pdf 3 § :
Lisa and Tom, ‘ O

Attachad is the first round of changes, Please lst me know if you have any questions.

Thank you,

W@ A

Michelle. Lotther, Compllancé Manager

" 1621°W Rio Salada Parkway

Tempe, AZ 85281
yemma.com

. facebook.com/vemme

hwitter.com/vemma

- L0
/{//%Qg
h

From: YECOPY02@VYEMMA.COM [mallto; VECOPY(02 @VEMMA.COM]
Sent: Wednesday, June 25, 2014 5:50 PM
To: Michelle Lottner

Subject: Scan from VECOPYD2

VEMMAQ04814
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Congratulations on your decision to
become part of the Vemma® Team!

You have Just taken a positive step in your life that can traly change the
“future for you and your family, You now have dn opportunity to design your
own life, You now own your own business and have the opportunity to male
your dreams and goals a reality by helptng other people, Our mission Is to
male a positive Lmpact in people’s lives by providing unique products and

1 business opportunity that can help individuals improve their physical and
financlal health, We are proud of you fo in itted declsion and
stepping out in faith; This training and development prograrm was created
to set you up for success and give you a track to tun on, You now have the
opportunity to build 4 business and pay yourself what you are worth, Your
{ncotme will match your efforts and commitment because you are in control.

 Bvery new Affllate [y Yemama has ane thing in sonmen; evety ong of s wis g hesinggr,

2t one time, Often the excltement and enthusiasm is high, but the knowledge is low, This
program hua been developad 1o help accelerate you through the learning curve, Keep
your excltement and enthusiasm high, and we will equip you with the knowledge and
tools that you need to succeed, The rest is up to you. Many of our Affiliates have gone on
to achieve success beyond thelr wildest dreams.

1s the EXACT roadmap that helped us make our drenms and goals  reality, This proven
plan for success is simple and something you can do. This proven plan of action is built
on 1 (ew simple fundamentals that, when repeated over and over, create momentum
and can lead you to the success and results you are seeldng. Your job i to learn these
principles und fundamentals and put them lito actlon consistently, Please do not try

to relnvent the wheel, The plan works: it i5 vour n ibility bo wor

Tt hus beern said that success comes from doing the correct things consistently. We ars
going to teach you how to do the correct things. In ather words, once you learn how to
do the correct things, your success is dependent upon your PERSISTENCE. You must
stay consfstent and stay the course, Do not allow yourself to get off track or deviate from
this proven plan.

4 ROADMAP TO SUCCESS
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As you learn these principles and fundamentals, you will begin to make progress when
you conslstently apply them, Then, a5 you begtn jo assemble 8 winning team, you will
need to teach others these same principles and fundamentals, Teach and traln your team
that a5 soon as they enroll @ new Affiliate that wants to bulld a business, they must hand
them the Readmap to Success workbook so they too can learn what to do and how to
do it. It Is all about duplication, so remember these three words: LEARN, APPLY, arid
TEACH,

Aayou gmoye forverd vith yous Vamina busitess yousll] fnd they activiiyativapscomes
before results, and income follows the correct activity, As you learn, apply (by taking :
consistent actlon), and teach these proven principles and fundamentals over the next .
few months. You have the oppartunity to snceesd beyond your wildest dreams, ‘

We recognize that everyone who enter's our business has different levels of time, energy,
(,* ' self-confidence, desire, and talent. That is why we created this pragram to be adaptablé to

every Affilfate. You can go at your own pace. You can build vour Vemma business.

Finally, we suggest that you review the Roadmap to Success sudio CD and workbook
several times. Bach time youlisten to the CD or review a step, you will pick ap something
new. Wo also encourage you 1o review the CD and workbools every 60 - 90 days to stay
plugged into the key principles and fundamentals that will lead you to success,

Remernber, Verma {s SIMPLE, its RUN, and ity SOMETHING YOU CAN DO Muy
God bless you on your journey, and we look forward to seeing you at a Viardma event n
the near future, ‘

Tomt & Bethany Alkezin
Star Pinnecle Leaders

Vernma is simple, it fur, and it's something you can dol!

I

k#.n- ‘ ROADMAR TO SUCCESS &
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Vemma's 2014 Next Level If h)ership Weekend (\/ Page 2 0f2 -
!
hitp:/Awww,myroadmaptosuceess.com/events/2014/index shiml 6/25/2014

VEMMAQ04820
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$500 income 2 Volume
60 180 « :

120cv 120 cv X 20 cycles X 20 cles 1
X 60p0 X 30 7200 A 3600 ' ‘
vy Sl $25 x 20 cycles = $500 f
People

, Exposure X

Pt : | Step 4 of the Roadmap to Success:

O.- O | | 6/10 say VES! ;
Step 5 of the Roadmap to Success; 2

60 peaple 30 people © 4/10say YES! 4
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Vemmma Opportunity én’d Fast Start Training Calls

Presented by Star Pinnacle Leader Tom AlKBZE rraming Topks
Star Royal Ambassador Brad Alkazin,
Royal Ambassador JD Phiflips and other Elite L] Bsel Gl to Prosidential

Qur Story

"ROADMAP

“3UCC

MY ACCQUNT | MY CART | CHECKOUT | GONTACT US { LOGIN
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Special Opportunity Calls

¢ -ty Racariieg Overse

2014 Fast Start Training Calls

» XI5 Gronranlty Oveeyiiy Cully
Fas ral

Fast Start Tralning 05.17.44

st Stark Trainl

At Tr ig.1
Start Tralning 04,
Jagt Start Tralning 04,0514
Fast Start Training 03,2944

2013 Dpportunity Calls
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Qoporiunity. Call 05.06.13
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Onopetunity Call 08,206,143 Onportung 0
Opporkunity Cajl 08.19,13 Opporlunity Call 04,0143
Quoortunity Call 08.12.13 ! all 03,2613
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Your succass in VEMMA Is the megtyfipitent objective of your upling support
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dupiication (which means cach BfaRePaiiFEutcelbfioly growing thelr
businass) can anly ocour If thera Is & provan methodology In place that taaches
oach person how kb buildl The ROADMAR t6 SUCCESS 13 that proven
methodatopy!

What Is tha ROADMAP to SUCCESS? The Roadmap to. SUccass I5 a 40+
niage workbook complite with CD that teaches the new Brand Partner
gxactly what thgy naed to know, what they need to have and what they
need te do o see thelr ergankzatlon really growt Tha most Important thing

4TAY PLUOBED ]

SEIVITR for you to kniew is that this system worksl Rasist the temptation to
. DAY red ? *ralnvent the whaaft" With the help of your active upline jeader, follow tha
i P ﬁgﬁaﬂm ROAPMAP and your organtzation will grow!
et aoan What should you do next? IF you have a desire for change, If you ars
E pgun v ret P coachnble and you are willing to work then you are about to bagin the most

T L L

exciting; financially rewarding journoy of your lifef
Hera's what yau nead to do next;

GD Get & copy of tha ROADMAP to BUCCESS from your errlisr or your first actlve-upllna}ead‘e'r.

a) Reaﬁbund complets ths worktoak and liston to tha accompanying €5 found In the ROADMAR *
wiorrkliook, '

§ % Gb upline By your first active BOLD Toam Loadar "or above’ and along with your enrolier, have a
"RORDMAR strateqy gession”, This sasslon focuses on steps 1, & B, The most (mportant
Pr-lasuit of this sastlon Is ledrning how to set appointments and how to Mvite othars to your first
nme Event,

G h Gb to work dentifylng others who have a deslre for chonge and truly want to do better
financlally!

@ Watch Step § of the Roadmap To Suceess LI "Your Drenms® - The Foundation of Your Vemma Businass

In summary, stay focused on the blg plcture of how VEMMA can make your draams & reality! Finding one person on the [eft
slda of Your businees ond ona person on tha right sida of your business who reslly have a dasira far change In thalr lvgs cin ber
the beginning of your journay to the Presidentin) Leader lavel and a minlinum of $2000 par wesk of regldusl inunma?%

- Stay dedlcated to YOUR draam! Stay plugged i with your upline leadership term and do sumething positive everyday to grow
your businass!

You €AN do this!
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“—Message
From: Michelle Lottner [Michelle.Lottner@vemma.com]
Sent: 7/23/2014 6:39:57 PM
To: ‘Lisa Schuster' [Im.schuster@yahoo.com]
cC: Tom Alkazin [alkazin@aol.com]; Compliance Email Group [ComplianceEmailGroup@vemma.com]; Legal
[Legal @vemma.com)]
Subject: RE: Compliance

Attachments: 1-Your Dreams_MLL.docx; 2 - Attitude_MLL.docx; 3 - Create A List_MLL.docx; 4 - Leading With The
Products_edits_MLL.docx; 5 - Leading With The Opportunity_edits_MLL.docx; 6 - Goal Setting_edited_MLL.docx; 7 -
Council Upline_MLL.docx; 8 - Get Started Now_mil.docx; A - Welcome_mil.docx; B - Canclusion_mll.doex

Lisa and Tom,

My edits are attached and there are not a lot of changes, but a few here and there regarding things that need to be
deleted. For future recordings we can go through and edit accordingly whan the time comes.

Tom, | discussed with Chris and you'll just need to put the FDA Disclaimer and Income disclaimar on the sleeve of the CD,
fn addition to that there will need to be a reference to Vemma.com for details regarding compensation plan, Customer
Loyalty Program, Premier Club, etc. The information to be included is below. Let me know if you have any questions.

arketing plece will be viewed worldwide:

wiadiaddiiihait bttt

Your success is dependent on your efforts and leadership ablifttes. The Company has generally expected results which can
be obtalned by visiting the Opportunity sectfon of www.vemma.com.

FDA Disclaimer

These statements have not been evaluated by the Food and Drug Administration, These products are hot intended to
diagnose, treat, cure or prevent any disease.

Yemma.com miegmi

For Information regarding Vemma's compensation plan or any of the programs mentioned please visit Vemima.com for
complete details,

Confidential ALKOD98997
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———Thank you}

Micheile Lottnar, Compliance Manager
michelle@vemma.com

1621 W Rio Salado Parkway
Tempe, AZ 85281

PiduilsRelelag)
s ekenol samiyamng
willereomivemins

From: Lisa Schuster [mailto:lm.schuster@yahoo.com]
Sent: Tuesday, July 22, 2014 2:09 PM

To: Michelle Lottner

Cec: Tom Alkazin

Subject: Compliance

Hi Michelle,

Here are a few more things that Tom wrote relating to the Roadmap that
I have. Please go through these and make any compliance edits
necessary.

Thank you!

Lisa

Confidential ALKQDS3808



Case 2:15-cv-01578-JJT Document 248-1 Filed 07/15/16 Page 83 of 103

Chapter 4 requires an FDA disclaimer as well as a reference to -

Vemma.com for complete details regarding gualifving for firee
product, Also see edits below.

4 — Leading With The Products

Step Four says: Building Your Business by Leading with Vemma, Verve, and Body.

Well, folks, are you ready? It’s time for action. It’s time to share the good hews of wellness, and
of these products, with everybody that we know, This is an exciting pait of the business, and

most importantly, it’s something that you can do every day — and here’s why; tell me any subject
that comes up more —every single day, in conversations — than health. People talking about anti-

aging; phout-aveidingand-preventinpdisease; talking about energy; talkingaboutbody

transformation.

So, why is the Vermua business working so well? People want to be well, physically, more than
ever before, The awareness has never been highet. You know, fifieen to twenty years ago, people
needed fo be educated about the need to supplement; not time anymore. With-the-rise-in-disease
rates-—heart-dhsense—eanear-dinbetes—Alxhehsers-dissase—people recognize that we no longer
got, in the foods that we eat, the nutrition that our body needs.

So, why Vemma? First, there’s tremendous acceptance to the concept of Vemma as a product.
People know that they need to supplement their diets, but most do not know what to do. The
Vemma product itself, they’Hl ask you the question ~what is it?7 The answer is, it’s the most
complete liquid nutrition prograin or supplement available anywhere today. When you look at
Verve ~ it’s the world’s first healthy energy drink. When you look at Body — the body line of
products incorporates the new science of healthy weight loss. So, when you combine these
concepts with the fact that the entire product line tastes great, it’s affordable, and it delivers
results — it’s easy to see why there’s tremendous acceptance to the Vemma product line,

So, with these points in mind, let’s get ready for action, I want to share with you some thoughts
on what you need to know, what you need to have, and what you need to say in order to be
successful in building your business by leading with the product. Now, one of the very first goals
that we want for you is to help you achieve the Customer Referral Program, and earn the
customer referral bonus. In other words, we want to get you to a point where your monthly auto-
delivery is free of charge. Well, how do we do that? We do that by teaching you how to
successfully introduce ~ either Vemina, Verve, or Body — to other people.

So, what do you need to know? All you need to understand is that Vemma is simple, convenient,
and complete. It’s a simple idea. Take two ounces, once a day; providing the best nutritional
insurance that you can find anywhere. It's convenient. Pick your delivery systein; whether its
Vemma, Verve, or Body — we have one forinula, but three delivery systems for that formula.

v {Formatted: Left
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And last, it’s complete. Again, when people ask you that all-important question of what is
Vemma ~ the answer is it’s the most complete liquid nutrition program available anywhere
today.

So, what do you need to have to be successful in leading with the product? First, you need
Vemina products. To grow quickly, you have to have acquired a Vemma Affiliate Pack. People
want to know first, what does the product taste like? Next, you need tools. You need tools for
both credibility and duplication -- tremendous brochures, audios that help give you and explain,
not only what the Vemma products provide, but what’s contained in them, as well, Next, you
need clinicals — the clinical stories that are available. If you go to Vemma,com/science, you can
actually read about the two clinical studies —one-on-the reduction-of-inflammation-and the
gocond-one-on-the-maintenance-of-antioxidantlovels-in-the-blood-—And lastly, you need stories!
The anecdotal stories of how Vemma, Verve, and Bedy has benefited other people, As you get
around events; as you get around other people; as you talk to your Up-line; as you meet people;
as you attend home events ~ you’re going to have the benefit of hearing those stories of how
people have been helped physically.

So, what do you need to say to people? You know, I love what B.K., Boreyko, our CEQ, says that
~ this is all about conversations. You know, having conversations with people about health;
having conversations with people about opportunity. And so, when it comes to leading with the
product, what do you need to say? How do you launch into conversations? Well, think about it. I¥
you-knaw-semeone-that is-hevinga-health-challenge it s-verr-easy-to-say-to-that-persens ey
Jaskiert-have-ag He&t—}ewﬁewe&—lf—thew—waw—ﬂatw ahvay%e—helwy%@lﬁh@synmt@ms—o{

what-youtre-dealtap-with—whetweuld-y d-of-course-shes-golnp-to-come-back-and
say—Well l~!—ém¥HmeW~%d@f%“ﬁé%ﬁﬁWH+m-Mﬁeﬂ)9!%M@&%e—HM&%%Wh Lt
are-you-doing-to-aveid-and-prevent-disease?-Specifically, what are you doing to supplement? Are
you adding anything to your diet?” The conversation continues. You say, “Hey, Jackie. | have to
tell you about an amazing nutritional discovery called Venuna.” Very important — phrases are
very important — an amazing nutritional discovery called Vemina. That conversation then leads
you to the opportunity of allowing her to taste the product and to continue the conversation.

Now, in other situations you may not know anything, per say, about their health, For example,
“Hey, Amy. I know your health is important to you. What are you doing to supplement these
days?” and it launches you. into a conversation about whatever it is that they’re taking, Back and
forth the conversation goes and you come to the point of saying, “Hey, I’ve got to tell you, Ay,
about an amazing nutritional discovery called Vemma, In fact, you won’t believe how great this
tastes. You’ve got to try it.” Now, at that point, it*s important to take out a cold V2, shake it up,
open it up forthem, and allow themn to taste it. Make certain that you have the best product
brochure — the one you enjoy the most — to be able to, if you will, cause the attention, and the
focus, and the conversation to continue-on what’s in the product.

Let’s go on and let’s consider Verve, Here’s a conversation: “Hey, Jackie, Isn’t it crazy how
stressed out and tired people are these days? What're you doing foryourself to reduce stress and
increase energy?” You stop and you listen, She says, “Well, hey, I'm doing this, I’'m doing that,”
— whatever it might be. And your response would be, “I have to tell you about .an amazing energy
discovery called Verve.” And most are going to say, “Well what’s Verve?” “It’s the world’s
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healthiest energy drink, I’ve got to tell you, Jackie, you will not believe how great this tastes —
you have to taste it.”” And always, at this point, assume that they’re going to want to try the
product, and potentially even take it home with them as well,

Well, lastly, how about the Body line of products? “Hey, Lisa, have you ever thought or said to
yourself, ‘no more fad dlets, they don’t work,’ then you’ve got to see the new Vemma Body
Transformation System. You're going to absolutely love how great this tastes. So, folks, all it is
is conversations; opening conversations, Whether you know exactly what someone is dealing
with, from a health point of view, or you’re opening the conversation directly; discussing health
and wanting to see if, in fact, they have an interest in improving their health. Now, either way the
goal after you allow them, number one, to taste the product; number two, you share information
with them — either a brochure or the clinical studies — whatever, based on what their interest level
might be. And of course, number three, is to then place product in their hands. The goal, of
course, is either to entoll them right there or, from your inventory, provide product for them, You
know, the questions that are going to come up are what Is Vemma? What ts Verve? What is
Body? Key phrases are so critically important. Another key question people are going to ask is
how much does it cost? My answer with Vemma is, it’s aboul $2.40 a day for the best nutritional
insurance that you can find anywhete.

In conclusioh, imagine your business with, not just a few customers, but hundreds and hundreds
of customers, Imagine you recelving your monthly auto-delivery every single month free of
charge, because you'’re qualified through the Customer Referral Program, As you continue to add
customers, people often ask the question, “Well, how can I accelerate this? Can I advertise?”
Folks, the best advertising is what I just gave you today, The process of allowing people, number
one, to taste the product; number two, share the information with them; and number three, follow
up and enroll, Remember this — svery time you add one new customer to your team, you have
added value, you’ve added equity to your business, People are falling in love with how our
products taste, If they stay on them, they fall in love with how they feel. Remeinber this —
sharing the Vemma products with people, it’s simple to do, number one; number two, it’s fun!
But listen to this; it is absolutely something that you can do.
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Income disclaimer is required for Chapter 5 «---={ Pormatted: Left

5 — Leading With The Opportunity
Step Five says: Building Your Business by Leading with The Opportunity

Now, equally as important as leading with the product, is this concept — this idea — of identifying
people that have a desire for change. Now, here’s how important it is that we balance both of
these skills for you. You know, the analogy is if you've ever been in a rowboat, and you have
two oars going, you’re going to move ahead, right? But, if you put one oar out and you’re only
rowing with one oar, you’re going fo go in circles. Well, we don’t want your business in circles,
We want your business moving ahead and progressing. So, the goal, here, is to develop your
skills and help you become as capable with the opportunity as you are with the product.

Now, here’s the step-back, here’s the take-away — I want you always to keep this in mind as we
go into the training here—are there two people — somewhere in your world, someplace — who
have a genuine desire for change? You may know them directly, you may not knew them. You
may be introduce to them by someone else, but when we identify those two people — one on the
left, one on the right — your business is going to be set to explode with new growth. Now, the
pushback here, is going to be the thought that you have, “Well, Tom, I don’t have any success. I
don’t have any checks. I don’t have any confidence. How am [ going to lead with the
opportunity?” Well, the answer is if you stayed plugged in with the system — you follow what
we’re teaching, number one; and number two, you leverage your Up-line team, the tean. of
people with you that are here to help you in this process — you’re going to get the desired results.

So, let’s go to work. Let’s get underway here. Three things we want to cover. What you need to
know; wliat you need to have; and what you need to say when leading with the opportunity, So,
what do you need to know? All you need to know, in terms of compensation ~ or the opportunity
in general — is there’s a tremendous way to create immediate income and there’s a tremendous
way to create long-term income. The actual incomes — the bonuses that we have — are beautifully
split to create both of those. Do you need to know every detail about every bonus? Not at all —all
that’s going to come later on. Again, we’re looking for people who have a desire for change and
that are open to the concept that we're going to share with them.

So, number two — what do you need to have in order to succeed in this process of approaching
people and leading with the opportunity? Well, you need to have your favorite Vemma video;
you need to have perfect business brochures; you need to have your favorite Vemma, Verve, or
Body brochures. In addition, obviously, you need to have product on hand as well.

Number three — what do you need to say in order to succeed once you’re equipped, once you
have the tools that you need. Let's get underway with some examples. Now remember, the goal
here of the approach, what we’re trying to accomplish is merely to get an appointment. In other
words, to create interest and then put you in a situation with someone in your Up-line team that’s
going to support you in that process.
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that—Mwe&pa%eweu%d—b&“] own my own business. We teach people how to earn additional
income.” Once again, stop talking; listen to what he says. He’s going to respond and say, “Well,
how do you do that?” or “What does that mean?” My response would be, “Seme-peopleare
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“Well, we do this through an amazing line of wellness formulas, Zach, let me ask you again —
were you serious about wanting to create additional income or were we just chit-chatting?” Now,
if he says yes, my response is “Great! Hey, I don’t have time right now, but I will give you a call
and let’s get together. Trust me; this could be the best thirty minutes that we’ve ever spent
together,

Now, remember this — there are three possible questions that could pop up in this conversation —
first, the question about time; second, the question about money; third, the question about
network marketing. Zach might say, “Well, Tom, you know, 1 do need to create exira money,
but, honestly, I don’t have a lot of time,” My response would be, “You know, Zach, the idea that
I want to discuss with you is all about investing a small amount of hours that has the potential to
create full time income, Trust me; it’'s worth us getting together.” Or he may say, “Well, you
know, if there’s any money involved, I don’t have a lot of money.” “Well, Zach, just as I had
mentioned when we first started our discussion, a small amount of money that has the potential
to creats a full time income. Trust me; it’s worth us getting together.” Or he may say, “Tom,
does this have anything to do with network marketing?” and I say, “Well, Zach, what do you
know about network inarketing?” And he’s going to respond and possibly that's a negative
comnotation. I'd say, “Listen, I would never be involved in anything illegal or anything that’s
improper. If you really have a desire to create additional income — trust me; this could be the best
thirty minutes that we’ve ever spent together.”

So, understand this — the goal is nothing more than getting the appointment; creating interest.
Either number one, based upon a known need that somebody has or, number two, based upon a
compliment that you could pay to someone, So, for example, you could meet someone and
discover that this person’s friendly; they’re tremendously outgoing; they have kind of have a
servant’s spirit and they just are very, very helpful — and a question to that person could be,
“Hey, John, you know, you have an amazing attitude! You have an amazing personality, Let me
ask you a question — do you like what you do on an everyday basis?” In other words, we’re going
to look for a need or desire that this person has. Many people say, of course, at that point, “I
don’t particularly enjoy it, but it*s what I need 1o do.” I'd say, “Hey, are you open to ideas about
generating or creating additional income on a part-time basis?” So, both the direct approach and
a complimentary approach set you up to be able to identify a need or desire that somebody has
and then, ultimately, focus on the appointment,

So, the next step is knowing where you want to get together with your prospect. That means, is it
going to be a home event? Is it going to be an area event? Is it going to be a two on one meeting?
Is it going to be, perhaps, a three-way call? So, following up the next day or following up
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whenever you agreed upon, you call Zach back and say, “Hey, Zach, I sure enjoyed our
conversation. You know, I want to get together with you as soon as I can. I've got something, as
1 mentioned to you yesterday, that we’ve got to discuss.” And then of course, at that point,
you’re leaning into either the home event — whatever the venue is, wherever you want to get
together with them — with the support of your Up-line coach. Now, the possibility is also here
that this person is at a distance, okay? You may have had this conversation over the phone, and
of course, wlen you’re coming back to them in the follow up process — it might be a three-way
call, it might be a Skype, it might be an ooVoo — with one of your Up-line partners.

Well, the last thing I want to share with you is what we call the Third Party Approach. In other
words, how do you continue this process of having people to talk to on a regular basis? Well, if
you simply ask the question, “Hey, David, would you help me?” Most people always say yes.
“You know, I own my own business and we’re expanding very quickly ~ do you know anybody
that’d be interested in adding $1:000-te-$2:000-a-menth-to their income on a part-time basis.” In
other words, it’s not a direct approach; it’s an approach that’s coming at them, so to speak, from
the third party looking to create the interest.

So, whether it’s direct; whether it’s complimentary; whether its third party — the goal of the
approach is the same and it is simply to get an appointment. Stay centered on their needs, stay
centered on their desires. You’re going to take the hat off; so to speak, of being a salesperson and
you’re going to put on the hat of somebody that genuinely wants to help someone solve needs
and create solutions in their life. If you do it in this fashion, you’ll have more appointments than
you can ever imagine.
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these in the audio so they will be included on the sleeve. But for
future recordines these sections need to be edited.

6 — Goal Setting
Step Six says: Goal Setting — Your First Objectives

Let’s review where we’ve come so far. Step One — we talked about your dreams; the life that
you'd like to have; life as you’d like it to be. We talked about your three year, your one year,
your six month cash flow objectives and, of course, now we’re going to talk about Your First 30
Days. We talked about your attitude and importance of leaning to the positive. We talked about
creating two lists in Step Three. We talked about leading with the product in Step Four and
setting appointments for the opportunity in Step Five.

So, let’s get underway and let’s talk about selting goals. You know, my good friend and personal
mentor, Bob Proctor, shared a quote from Robert Heinlein that said, “In the absence of clearly
defined goals, we become strangely loyal to performing daily trivia until, ultimately, we become
enslaved by it.” Well, what does that mean? You know, the details, and the routine, and the
speed of our life — if we’re not careful, we get caught up in the daily trivia and routine of our life.
And so, when it comes to Vemma, and it comes to goal setting for your Vemma business, it’s
incredibly important that we get clear about your objectives. Think about it. Goal setting is a skill
and a habit that all high achievers have mastered. It’s been said that goals are dreams with
deadlines, but put another way, we set incremental goals in order to make forward progress
towards our big dreams.

So, let me share with you a few tips for affective goal setting, First of all, goals have to be
written down. You have to commit them to paper. Isn’t it interesting that the people that study
the mind, who understand how the human mind works, they actually say this over and over again
~goals have to be written down. In addition, goals have to be specific. I’'m going to give you
Your First 30 Day objectives and, specifically, you're going to know exactly what we want to
help you accomplish. Goals have to be measurable. You've got to be able to see that you’ve
actually made progress. Goals have to have a deadline. We’re talking, in this step, about a thirty
day objective. And lastly, goals have to be reviewed frequently, for clarity and for focus. We’ll
talk about that in Step Seven about mentoring with someone Up-line from you on a regular basis.

So, let’s take a look at three important principles in terms of achieving this first 30 day objective
in your Vemma business. First of all, consistent daily activity — reinember that consistent activity
creates momentum and it creates growth. All the experts say that if we can do something every
day for 21 days, it can become a habit. So, what we want to do is we want to help you do
something positive every day to build your Vemima business. Second, your results — think about
it —results are really the only thing that matters and when we think about results, in terms of our
business, we think about new customers and new affiliates who are on auto-delivery, And
thirdly, your progress and rank advancement; as you’re going to see in a moment, we want to get
you to that first, all-important recognition level known as Bronze Team Leader.
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So, let’s take a look at the chart that's in your Roadmap called Your First 30 days. There are four
things that we want to help you accomplish in this shert amount of time. Number one; if you
have not done so already, you need to purchase a Vemma, Verve, or Body Affiliate Builder
Pack. Now, there’s three reasons that you need the Affiliate Builder Pack, Number one: product
on hand, What do people want to know? They want to know what the product tastes like. This is
where we succeed every single day You know, 95 out of 100 people who taste our products,

they like the taste. The con ngaging and it opens up, The second reason; the Frenzy ....-{ Formatted: Font color; Blue

Bonus. Now, the Fr. enzy kly cash bonus that is allocated only for those people
that have purchased an Affiliate Pack. We want you to be qualified for the Frenzy Bonus. And
third; we want you to be qualified for the Premier Bonus, mwhish-neans-membership-n-the
Premier-clubrwhich-enables-you-to-drive-a-brand-new-nutomebile-compliments-of Venmma—We
NEVER claim the vehicle is compliments of Vemma,

Now, ObJCCtIVC number two — get you qualified for the Customer Referral Program, Now, what _..--{ Formatted: Font color: Blue

that means is we want to Eet your monthly aufo-delivery coming to you, every single month, fr ee
of charge. Your two cases of Vemma, Verve, or Body — whatever your choice is — free of chal ge
except for the tax and the shipping. Well, how do we do that? When you develop 360 points of
customer volume, through at least three or more customers, then your monthly auto-delivery the
following month is free of charge, We want to get your business to a point where you®re in the
black every single month.

ObJGCllVC number three; we want to get you qualified for the Frenzy Bonus, How do we do that? _.--{ Formatted: Font color: Blue

We're going to hclp you tell the sto1y, like we talked about in Step Five. Once you gain
appointments, we're going to help you tell the story and when we help you enroll three people, in
a week, who see what we sec; who begin with an Affiliate Builder Pack; you’re going to earn up
to $600 to $700 that week, Now, you can do that twice in that week and aclually earn up to
$1200 to $1400 in that 7 day period of time. So, not only have you recovered your investment
from your Affiliate Pack, but you're in the black from your product point of view and you’re in
profit going forward.

Objective number four; help you get to the Bronze Leader Level, The first and ~what I believe—
is the most significant accomplishment in the Vemma Pin Recognition System, What is that?
That is cycling one tinie. A cycle is defined as when you have 360 points in business on one
team and 180 points on the other team, you’ve completed what Vemma calls a “cycle” and
you’re going to receive a bonus of at least $20 for that commission period. Now, the beauty of
this is some of you may accomplish this in your first month, some of you may accomplish it in
your first two weeks, some in a week, some of you might do that the very first night that you
begin your business. The Bronze Leader Level is the most significant accomplishment —in my
opinion — in our entire Recognition System and here’s why; when we can help you cycle one
time, we can help you cycle five times. If you cycle five times, you can cycle a hundred times.
There is no limitation to what we can do when we get you off to a fast start.

So, in conclusion, make certain that you have elarity on Your First 30 Days; your Affiliate Pack,
qualified for the Customer Referral Prograim, Frenzy Bonus qualified in any one of the four
weeks, and lastly, the Bronze Leader Level, Remember this; it’s simple, it’s fun, it’s absolutely
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something that you can do, and we’re going to help you tell that story to get early objectives
accomplished in your Vemma business,
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8 — Get Started Now
Step Eight says: Get Started — Now is the Time For Action

You know, I want to congratulate you on working through this Roadmap to Success training
workbook and, as well, for listening to the CD that came with it, And I would hope that you’ll
listen to thls on a regular basis, numerous times, over the next thirty days. Remember we’ve said
a number of tinies through the program that our goal is to really get your skills to a point ~ first
of all, that are good but, ultimately, get your skills to a level that is GREAT. Now, when we talk
about skills, remember the most important skills - the lists, number one; and number two, the
approach; number three, the presentation. That’s what we’re golng to cover here. We’re going to
take a look, now, at the home event, THE most successful venue for creating growth and
duplication in your Vemma business is something we call the Home Event, Now, remember our
steps, Our steps have been all throughout; to allow people to taste the products — whichever
product it might be, to share tools and information, and to follow up and enroll — that’s what
you’re going to see happen in this format, in this outline, as far as the Home Event is concerned.

So, let’s get underway and let’s talk about the details of the Home Event. A successful Home
Event or Small Group Presentation — what is the goal or the purpose? It is to efficiently and
effectively share the Vemma products as well as the Vemma oppottunity with people in a
relaxed, comfortable environment, Now, when we say “environment” what do we mean by that?
It could be someone’s home, it could be a condo, 1t could be an apartment, it could be, uh --
gosh, an office, it could be a clubhouse — it doesn’t matter whete that is in terms of what location
— as long ag it’s intimate, as long as it’s quiet, as long as you have control of the environment.
Now, remember this; you’re never ever going to lose a friendshlp or a relationship in the process
of having a home event, We’re going to share information with people in such a fashion that’s
comfortable, it’s relaxing, and it is totally driven by what people would like to achieve or what
they’d like to change in their life,

So, let’s get ready! Preparation is the key, What do you need to have in place for a successful
Hoine Event? First of all, you need to have product on hand — chilled product; Vemma, Verve,
and Body — for tasting at the event, You need to have tools on hand; your favorite company
overview video, your favorite company compensation video, your favorite product brochures,
business brochures, and, of course, extra copies of the Readmap to Success for those guests that
are ready to get started immediately. You need a TV and DVD player that works, You think,
“Well, of course mine works.” Well, I can’t tell you how many meetings I’ ve done where it
didn’t work — so make certain that that works. You need chairs, of course, pillows, maybe a
clean floot, obviously, to sit on in some cases, The attire should be business casual. You need a
PC or a laptop with internet access. The tone of the event should be relaxed, warm, and friendly.
Llght snacks, of course, no alcohol. Keep it simple and inexpensive because everything we're
doing — it’s all about duplication. And last, make certain that you schedule one of your Up-line
success coaches to join you for the event; either in person or via Skype or ooVoo, if this event is
being conducted from a distance.

Next, how to invite. Well, the first thing you have to do in thinking about your very first home
event is to pick a date and time for this small group presentation, We suggest Mondays,
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Tuesdays, and Thursdays at 7pm; it’s typically the most, if you will, convenient time for the
majority of people. Next, you have to set a goal. How many people do you want at your Home
Event? You can expect a 50% -- what we call—show ratio. So, therefore, if ideally you want
about 4 to 5 people there — you have to have about 9 to 10 people that have said and committed
that they’re going to be with you,

So, let’s get to the most important part of setting up the Hoime Event and that is, of course,
having guests there to be with you. Let me give you a sample invitation that we know works, 1f' I
called David up and said, “Hey, Dave, What’re you doing Tuesday at 7pm?” and, of course, [
pause and 1 listen. And then I'd say, “The reason I'm asking is recently Bethany and I have

discovered an idea that | believe could make us all a tremendous amount of money. We .| Formatted: Font color: Text 2

scheduled a p11vate business reception and we're inviting a few, key people that we like, we
trust, and we respect. Hey, do me a favor. I would welcome your feedback and your opinion —
can I count on you?” When he responds, hopefully positively, I'd say, “Hey, do me a favor, If
something comes up, please call me as soon as possible, so ! can fill your seat in the event that
you’re not able to be there.” Now, in that process he says, first of all, “Hey, Tom, I’'m busy on
Tuesday night at 7. T just would come back and say, “Hey, no problem, Dave. You know what
we’ll do is —again, like [ said, we’ve got an idea that Id love to share with you, I’1l follow up
with you and we’ll get.together on a one-to-one basis,” So, either way, if he’s set and he agrees —
we’re all set to go. If he’s not available, I talk to him about following up and getting with him on
a one-to-one basis.

Now, at that point Dave, perhaps, is going to ask one or two key questions, and again my
answers, as I’ll do here for you in a moment, are going to circle back to, again, that idea that we

have found that is going to make us a tremendous amount of money So he may say, “Hey, Tom, ...-| Formatteds Font color: Blug

is there any sel]mg or anything like that involved in what you're discussing?” “Well, hey, Dave,
you know, my answer to that is everything in our world is all about selling, but I’ve got to tell
you, when you discover what we’ve discovered ~ trust me — there’s an idea here that would
absolutely amaze you with its potential. We’ll go over that when we get together.” He may ask,
“Has this got anything to do with network marketing or any kind of those illegal schemes?” and
I"d say, “Hey, Dave, what do you know about network marketing?”” And he’s going to respond
and say whatever he says and my answer’s going to be, “Listen, I think you know me well
enough, [ would never be involved in anything illegal or anything improper, Trust me; when we
get together and you see the potential of what this idea can do, I think you’re going to get as
excited as we are.”

And Lastly, He might say, “Is there any kind of money or investment involved?” and I’d say,

“Well, Dave, you know what? The idea that we have found is an idea that, in essence, can turna_ [ Formatted: Font colar: Blue

small, monthly investment in your family’s health into a tremendous cash {low on a regular
basis. When we get together we’ll explain the details. Again I think you’re going to love what
you see. Can [ count on you being here?” Folks, the idea here is the process of practicing this
simple approach; using key phrases — “What’re you doing Tuesday evening at 77" Responding
like we did. Talking about a private business reception — that we like them, we trust them, we
respect them, we want their feedback, we want their opinion; can we count on them? And then
the simple process and confidence that you need to have in being able to answer one or two key
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questions, and always circling those questions back to the fact that this idea is worth us getting
together,

So, here’s what we know; we know that if you do the work in the invitation process — inviting
enough people and inviting enough people correctly —~ that the home event itself, as I’1l show you
in a moment, is going to take care of itself. So, practice, practice, practice the invitation. Do not
step into the invitation process without having role played and practiced the invitation with your
up-~line enroller, your up-line success coach, or whoever is coming to help you with that very
first Home Event.

So, let’s get the event started. Be prepared, set up early; this way you can focus on the people as
they arrive to your home or wherever the meeting’s going to be. Hey, relax! Smile and most
importantly, have fun. The home event process itself should starf promptly at a little bit after 7
o’clock — in my opinion — and it begins, first of all, with the host welcoming guests and
describing the evening, such as follows, “Well, hey, everybody, We want to welcome you. We’re
going to get started, You know, Bethany and I are really glad that you’re here tonight. You
know, anytime you discover something really good, you share it with the people that you care
about; that’s why we invited you. We’re going to get started with a short video on this company
called Yemma and this amazing line of wellness formulas, So, let’s turn it on; hope you enjoy
the film,”

At that point, you’re going to play, of course, your favorite video, You’re going to come back
from that and then after that video concludes, you’re going to introduce your Up-line success
coach who’s there to help you that evening, Here’s a sample introduction:

“Hey, wo hope you enjoyed that short film, You know, I think you can tell we’re really excited
about the potential of Vemma. And, you know, it’s my pleasure to introduce to you, tonight,
John and Mary” or whoever It might be, “they’ve committed to help us and coach us in the
process of building our business, He or she has agreed to come over tonight o so support of and
explain the possibilitles of what can happen for all of us with this Yemma opportunity.” Of
course, at that polnt your coach is going to share their personal experiences, their stories. You’re
going to have product testimonials and; of course, that’s golng to give you an opportunity, as
well, to share your personal feelings about, not only the product line, but about the potential of
the opportunity,

Next, comes compensation explanation and you can either play a short compensation plan video,
or you can use the petfect business brochure, which I review with people, and the idea is just to
explain the concept and the principle that this is not about any one person being a great marketer
or a great salesperson. The idea is a lot of people together, just doing a small for amount of
business.

Next, is the closing statement, when everything is done, from a compensation point of view. You
could say something like this, “In closing, you know, we’re really glad that you came tonight.
We suggest, at the very least, that you make a decision for great health and try out products as a
customer, For those that see an opportunity hete, we’d love to chat with you, as we adjourn
tonight, about our Affiliate Builder Pack and, really, what could happen financially in your life.”
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So, at that point, you’re going to adjourn into the kitchen, or wherever you might be, You’re
going to do some product tasting and, of course, you’re going to be ending the Home Event;
you’re going to ask questions, answer questions, and something like this, approaching whomever
you felt that was really in tune; was really following what was going on and go up to that person
and say, “Hey, what did you like about what you saw and heard tonight.” And of course, begin
that dialog, something on the order of, “do you see yourself having an interest in, not only in the
health benefits, but the carning potential of what we discussed?”And of course then, ultimately,
suggesting — once all the questions are answered, the best four words that you can use — those are
“the next step is —*. See, I’'m going to assume that he’s in the business with me, until he tells me
he’s not. So, I would say, “Hey, John, the next step is — let’s get you in the system, let’s get some
product on its way to you - number three — let’s turn on your free marketing website. Man, you
will not believe how cool this website is, And last, but not least, actually the most important
thing — let’s you and I go to work this week to help you make some money.”

This comfortable process of hosting a Home Event and sharing with people what the needs and
desires that they have — how they could be fulfilled with this oppottunity. This Home Event
process is the most successful mechanism in all of Vemma to create massive duplication in your
business, So, remember this, you’re in a business of your own, but you’re not in business alone,
You have an amazing support team above you that is going to help you in this process of] not
only hosting Home Events, but growing your business to whatever level you should desire.
Remember this; it’s simple, it’s a lot of fun, and absolutely it is something that you can do.
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Exhibit H

Exhibit H
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Confidential

Message

From; - Michelle Lottner [Michelle.Lottner@vemma.com]

Sent: 7/1/2014 6:44:57 PM

To: "Tom Alkazin' [alkazin@aol.com]; 'Im.schuster@yahoo.com’' [Im,schuster@yahoo.com]
cc: Compliance Email Group [ComplianceEmallGroup@vemma.com]

Subject: FW: Ambassador stories

Attachments: 1240_001.pdf

Torn and Lisa,

Attached are the additional Ambassador reviews you asked for. There are guite a few changes that need to be made as
almast all contain some Income claims. Also, the 2013 Income disclosura statement needs to be included as part of the
hooklet you are putting together for your event, It can be included at the beginning or end of the hooklet,

The income disclalimer that needs to be Included on gach individual story is as follows:

LUSA income Discloimer:

*Your success Is dependent on your efforts and leadership abilities. The Company has generally expected results which
can be ohteined by vistiing hitps.//www.vemma.com/backoffice/pdf/Income-disclosure.pdf.”

arm Including the disclaimer below as | am not sure if you are using this outslde the US

if morketing plece will be viewed worldwide:

Your success Is dependent on your gfforts and Jeadership abilities. The Company has generally expected results which can
be obtained by visiting the Opportunity section of www.vemma.com.

Please let me know if yvou have any questions.

Thank you,

ivE MY

ALK0210407
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Michells Lottaer, Compllance Manager

michelle@vemma.com

1621 W Rio Salado Parkway
Tempe, AZ 85281
BEREEARAG
foicabmok e/ vamms
wittarcom/yamme

Confidential ALK0210408
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—-Message— - - S e

From: Bridget Bond [bridget.bond@vemma.com)

Sent: 5/13/2015 11:13:02 PM

To: ‘Tom Alkazin' [Alkazin@aol.com]

cc: 'Lisa Schuster {Im.schuster@yahoo.com)' [Im.schuster@yahoo.com]; Chris Reid [Chris.Reld @vemma.com]
Subsject: Finalized version: 2&G0 material

Attachments: TWO & GO_D50815-1.pdf
Tom,

Chris mentioned that you need the most current 2&GO material, which is attached. Please use this version which
contains the necessary legal disclosures as part of the last page/summary plan sheet.

Thanks,

B MM A

Bridget Bond

Director of Marketing

FECARM R AR R RS SER A SRR Lot R AN SULSURA AT S

W 480.927.8672 | F 480.927.8489

1621 W, Rio Salado Parkway
Termpe, AZ 85231

YRR G
fanebook.com/vemiag
twittersombvamma

Confidential ALK0079362



Case 2:15-cv-01578-JJT Document 248-1 Filed 07/15/16 Page 101 of 103



Case 2:15-cv-01578-JJT Document 248-1 Filed 07/15/16 Page 102 of 103

V&ssage

From;: Michelle Lottner [Michelie.Lottner@vemma,.com]

‘Sent: £/23/2015 4:14:19 PM

To: 'Lisa Schuster' [Im.schuster@yahoo.com]

cc: Tom Alkazin' (alkazin@aol.com) [alkazin@aol.com]; Compilance Email Group
[ComplianceEmallGroup@vemma.com)

Sublect: RE: 9 minute recording

Attachments; Toms 9-min transcript_update June 2015.docex

HiLisa,

The seript is attached with a few minor edits.

Thanks}

Michele Lotiner, Compliance Manager
michelle@vemma.com

1621 W Rio Salado Parkway
Tempe, AZ 85281
faceabook eom/yamma
iwitlencon/vamme

From: Lisa Schuster [mailto:im.schuster@yahoo.com]
Sent: Monday, June 22, 2015 6:25 PM

To: Michelle Lottner '

Ce: Tom Alkazin

Subject: 9 minute recording

Hi Michelle,

Tom is going to redo his 8 minute Business Overview recording on the 480 line. | was instructed to send his

seript aver to you for approval before he re-records. Please let us know if this script is approved.

Confidential
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Thank youl

Lisa

Confidential ALKO076685





