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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, 

 Plaintiff, 

v. 
Vemma Nutrition Company, et al., 

 Defendants. 

) 
) 
) 
) 
) 
) 
) 
) 
) 
) 

No. CV-15-01578-PHX-JJT 
 
DECLARATION OF TOM ALKAZIN 
IN SUPPORT OF RESPONSE TO 
FTC’S MOTION TO CLARIFY OR 
RECONSIDER PRELIMINARY 
INJUNCTION AS TO DEFENDANT 
TOM ALKAZIN 

 
I, Tom Alkazin, declare under penalty of perjury as follows: 

1. I am over 21 years of age and I am a resident of the State of California.  

2. I am a defendant in the above-captioned proceeding.  I make this 

declaration based on my personal knowledge of the facts or review of the pertinent 

records.  If I had been called to testify at the September 8, 2015 Preliminary Injunction 

Hearing, I would have testified under oath as set forth herein.   

3. I have spent over 40 years in the direct sales business, starting at Amway, 

then Matol Botanicals, then New Vision International, and, ultimately, Vemma, where I 

have been since 2004.  Over those four decades, I have never been accused of misconduct 

by any federal or a state regulator.  I have never received a cease and desist letter.  I have 

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

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



 

{00238633.2 } 3  

1 

2 

3 

4 

5 

6 

7 

8 

9 

10 

11 

12 

13 

14 

15 

16 

17 

18 

19 

20 

21 

22 

23 

24 

25 

26 

27 

28 

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, I have not focused on selling the business opportunity to affiliates at the 

expense of, or to the exclusion of, selling the product to customers.  I have focused on 

Vemma for 10 years because I believe in the products and want to get them into as many 

hands as possible.  I 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, I 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, I 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 I 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 I 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.” 

e. 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.” 
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12. In its Complaint and supporting Memorandum, the FTC falsely asserts that 

I hosted a “Super Saturday Business Opportunity” in Pleasanton, CA on February 7, 

2015. See App. 1030-1046; Thacker Decl. at ¶ 36.  While I did speak at the event, I did 

not host that event.   

13. I was not an employee, officer or owner of Vemma.  I had no role or input 

with respect to drafting Vemma’s corporate formation documents.  I was not included in 

Vemma’s privileged communications with its counsel.   

14. I did not have access to Vemma’s financial, sales and operational data.  I 

did not have access to management reports or other company wide sales and commission 

data. I was not involved in preparing the format of Vemma’s annual income disclosure 

statements.   

15. I did not initiate or author Vemma’s marketing plans.  I did not structure or 

have control over Vemma’s compensation model for affiliates.  I had no role in drafting 

Vemma’s affiliate agreements.  

16. I understand that the FTC asserted in its Memorandum in support of its 

motion for ex parte TRO (at 54) that I 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 I was “intimately involved in the 

creation of Two & Go.”  FTC Memorandum at 54, n. 27.    

17. That characterization is inaccurate.  I did not create the Two & Go 

Program.  I was not meaningfully involved in the development of the Two & Go 

Program.   

18. It is 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.  I 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.   
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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. I 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.  I 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 I was not certain at the time, because I was not a member of the 

Vemma management team, I 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 I 

presented in the Two & Go video the FTC cites in its materials. 

23. I 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 I 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, I do not believe 
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I provided any such information during the interview, and I dispute the accuracy of some 

of the statements.    

26. I did not draft any Vemma compensation plans.   

27. I never had any authority to demand or implement changes to compensation 

or marketing materials.   

28. I did not even have approval authority with respect to the Vemma 

promotional materials that mentioned me and my family.  For example, I 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. I was generally aware of news stories suggesting that Vemma was a 

pyramid.  I was also generally aware that some people believe all multi-level marketing is 

an illegal pyramid.  In the 2013 through 2015 time period, however, I 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, I (or my assistant) submitted the 

Roadmap to Success (both the website and the brochure) to Vemma for review by its 

Compliance Department.  I also submitted the scripts for the Roadmap videos I would 

then record, which videos would walk listeners through the Roadmap’s eight steps. 

32. I believed that Vemma carefully reviewed my submissions.  Vemma made 

changes to my materials, required that I 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. I always followed the direction given to me by the Compliance Department.  

I do not recall resisting or arguing over any direction provided by the Compliance 
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CERTIFICATE OF SERVICE 

I hereby certify that on July 15, 2016, I 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  
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Message 

From: 
Sent: 
To: 

CC: 

Subject: 

Bl< Boreyko [bk@vemma.com] 

4/18/2015 12:06:22 AM 
'Ruth Elliott' (ruth4vemma@yahoo.com) [ruth4vemma@yahoo.com]; Brian McMullen (briantmcmullen@aol.com) 

[brlantmcmullen@aol.com]; JD & Ronni Phillips (jd@wallstreetcapltol.com) Lid@wallstreetcapitol.com]; Cathy & Dan 
Sarver (sarverwellness@gmall.com) [sarverwellness@gmail.com]; 'Tom Alkazln' [alkazln@aol.com]; 'Brad Alkazln' 

[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 

[cjmrblz@yahoo.com]; Anthony Powell [anthony@iofficeteam.com]; 'Matt Morrow' [mattmorrow@mac.com]; 
'peter@vemmaoz.com' [peter@vemmaoz.com] 

'Tomasz Stanislawski' [tomasz.stanislawski@vemmaeurope .. com]; Simon K. Grabowski [slmon@vemma.eu]; Kenneth 
Koh [kenneth@vemmaasla.com]; Brad Wayment [Brad.Wayment@vemma.com]; Scott Flatt 
[Scott.Flatt@vemma.com]; Peter Reilly [Peter.Rellly@vemma.com]; Bridget Bond [brldget.bond@vemma.com]; 
Sharon I<.Patton[Sharon.Patton@vemma.com]; Sandy Nerva [Sandy.Nerva@vemma.com]; 
'patrick@vemmanutritlon.com.au'·[patrick@vemmanutrition.corn.au]; Sol Cortes [Sol.Cortes@vemma.com]; 
'sandra.perez@vemma.com.mx' [sandra.perez@vemma.com.mx]; San Wu [San.Wu@vemma.com] 
TWO TO GO BROCHURE CONFIDENTIAL 

Attachments: TWO TO G0_041715.pdf 

Royals··· 

I'd like you to download this and print it out. This is the first draft of our new 12 to GO' incentive brochure. I'll be going 
public with this information on my May 5th call. Until then, please keep this confidential. I really want your feedback on 
the direction of th is piece. The video will have the same look and feel so it's very important to the team that this piece Is 
on target and easy to explain and easier to understand for the new affiliate. 

Please respond with your thoughts, Ideas and comments and hit reply to all so everyone Is on the same page. We want 

to make this very dear. Please hit l!S with your honest and C)p(~n feedback. 

Thanks, I appreciate you, 

BK 

BK Bor'5!yko · 
blog: .~;ll:;.1;?.9c~1.v.l~9 ... Y..~.t.nr.x.l.9.,r,~.9.tn. 

Confidential ALK0085117 
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1621 W. Rio Salado Parkway 

Tempe, AZ 85281 

confidential 

( 

ALK0085118 
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.. ' 

To: John DDd@wallstreetcapltol.com]; Tom Alkazln[alkazin@aol.com]; BK Boreyko[bk@vemma.com] 
. Cc: Simon K. Grabowskl[slmon@vemma.eu]; 'Ruth Elliott' (ruth4vemma@yahoo.com)[ruth4vemma@yahoo.com]; Brian 
" McMullen (briantmcmullen@aol.com)[briantmcmullen@aol.com]; Cathy & Dan Sarver 

(sarverwellness@gmail.com)[sarverwellness@gmall,com]; Brad Alkazin[balkazln@yahoo.com]; Alex Morton[alexsellsaz@hotmail.com]; 
Hannes@ POWERHOUSE (hannes@powerhouse.at)[hannes@powerhouse.at]; Harald Maler - Austria[maler-aktiv@aon.at]; Clay 

(
,· · ]kson[cjmrbiz@yahoo.com]; Anthony Powell[anthony@iofficeteam.com]; Matt Morrow[mattmorrow@mac.com]; Peter 

,ncls[peter@vem ma oz. com]; T omasz Stanlslawski[tom asz.stanlslawskl@vemmaeurope.com]; Kenneth 
Koh[kenneth@vemmaasia.com]; Brad Wayment[Brad.Wayment@vemma.com]; Peter Rellly[Peter.Reilly@vemma.com]; Bridget 
Bond[bridget.bond@vemma.com]; Sharon K. Patton[Sharon.Patton@vemma.com]; Sandy Nerva[Sandy.Nerva@vemma.com]; 
patrick@vemm.anutrition.com.au[patrlck@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] 
From: Scott Flatt 
Sent: Mon 4/20/2015 6:57:03 PM 
Importance: Normal 
Subject: Re: TWO TO GO BROCHURE CONFIDENTIAL 
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 
I write this. With Tom and JD1s suggestion to change the verbiage Inside to "Two and Go11

, it made me question if we 
should change the logo/brand to reflect that. 

Obviously being consistent with the verbiage on the inside is critical, but I think Two and Go Is just easier to say- It rolls off 
the tongue. For me1 Two 11and" Go sounds l!ke you1re moving, you1re In motion, you've started. Two 11to 11 Go gives me the 
feeling I've reached a plateau, a step or a stopping place. 

Agree - Disagree? 

Scott Flatt 
Creative Director 

( ·@MM/\" 

1621 W. Rio Salado Parkway 
Tempe, AZ 85281 

v. 480.927.8685 
scott@vemmg.com 

vemma.com 
rac..§.QQok.comLvemma 
twjtter.com/vemma 

From: JD 
Reply-To: JD Phillips <ld@wallstreetcapitol.com> 
Date: Monday, April 201 2015 at 8:43 AM 
To: Tom Alkazin <Alkazin@aol.com>, Bl< Boreyko <bk@vemma.com> 
Cc: "Simon I<.Grabowski"<slmon@vemma.eu>, "'Ruth Elliott' (ruth4vemma@yahoo.com)" <ruth4vemma@yahoo.com>, ''Brian 

McMullen (brlantmcmullen@aol.com)" <briantmcmullen@aol.com>, "Cathy & Dan Sarver (sarverwellness@gmall.com)" 
<sarverwellness@gmall.com>, Brad Alkazin <balkazln@yahoo.com>, Alex Morton <alexsellsaz@hotmall.com>, "Hannes@ 
POWERHOUSE (hannes@powerhouse.aW <hannes@powerhouse.at>, Harald Maler-Austria <maler-aktiv@aon.at>, Clay Jackson 
<clmrbiz@vahoo.com>, Anthony Powell <anthony@lofficeteam.com>, Matt Morrow <mattmorrow@mac.com>, Peter Francis 
<peter@vemmaoz.com>, Tomasz Stanislawski <tomasz.stanlslawski@vemmaeurope.com>, Kenneth Koh 
<kenneth@vemmaasia.com>, Brad Wayment <Brad.Wa'(ment@vemma.com>, Scott Flatt <scott.flatt@vemma.com>, Peter Rellly 
<Peter.Reilly@vemma.com>, Bridget Bond <bridget.bond@vemma.com>, 11Sharon I<.Patton 11 <Sharon.Patton@vemma.com>, 
Sandy Nerva <Sandy.Nerva@vemma.c~m>, 11.ruitrlck@vemmanutrltion.com.au11 <patrick@vemmanutrltion.com.au>, Sol Cortes 

( Sol.Cortes@vemma.com>, "sandra.gerez@vemma.com.mx" <sandra.perez@vemma.com.mx>, San Wu <San.Wu@vemma.com> 
~A>ject: Re: TWO TO GO BROCHURE 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 & Simple! 

From; Tom Alkazin <alkazln@aol.com> 
To: BK Boreyko <bk@vemma.com> 

( 
\ 

Cc: Simon K. Grabowski <simon@vemma.eu>; John Phillips <id@wallstreetcagjtol.com>; '"Ruth Elliott' (ruth4vemma@yahoo.com)" 
<ruth4vemma@yc=Jboo,com>; "Brian McMullen (briantmcmullen@aol.com)" <brlantmcmullen@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 Maier· Austria 
<m§ier-aktjv@aon.at>; Clay Jackson <clmrbiz@yahoo.com>; Anthony Powell <anthony@iofficeteam.com>; Matt Morrow 
<mattmorrow@mac.com>; Peter Francis <geter@vemmaoz.com>; Tomasz Stanislawski <tomasz.stanlslawskl@vemmaeuroge.com>; 
Kenneth Koh <kenneth@vemmaasla.com>; Brad Wayment <Brad.Wayment@vemma.oom>; Scott Flatt <Scott.Flatt@vemma.com>; Peter 
Reilly <Peter.Rellly@yemma.com>; Bridget Bond <brldget.bond@vemma.com>; Sharon K. Patton <Sharon.Patton@vemma.com>; Sandy 
Nerva <Sandy.Nerva@yemma.com>; "gatrick@vemmanutrltlon.com.au" <patrlck@vemmanutrltlon.com.au>; Sol Cortes 
<Sol.Cortes@vemma.com>; "sandra.perez@vemma.com.mx" <saodra.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. 
I 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, I suggest we eliminate the names "New Customer 
Bonus" and 11Fast 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 looks great! Great job by Scott Flatt and his team! 

Tom 

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

We'll get that adjusted. 

Was there anything else you'd like us to change or Improve? 

<imageOO 1. gif> 

BK Boreyko 
blog: bkboreyko.vemma.com 
facebook.com/bkboreyko 
twitter.com/bkboreyko 

( 

( ) 
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( 

youtube.com/bkbqreyko 

1621 W. Rio Salado Parkway 
Tempe, AZ 85281 
vemn1g.com 

·From: s1m'O-r1K." Grab'owsl<!frriailtO:STmon©.vem-ma:euJ···-----............. ~ .. -·--· .. -·"·----·-~· .. ·--·--·---·--·-·-·-··-... - .... ·--.. 

Sent: Saturday, April 18, 2015 1:24 PM 
To: BK Boreyko 
Cc: John Phillips; 'Ruth Elliott' (ruth4vemma@yahoo.com); Brian McMullen {brlantmcmullen@aol.com); cathy & Dan Satver 

{sarverwellness@gmall.com); Tom Alkazln; Brad Alkazln; Alex Morton; Hannes@ POWERHOUSE 
{hannes@powerhouse.at); Harald Maler - Austria; Clay Jackson; Anthony Powell; Matt Morrow; geter@vernmaoz.com; 
Tomasz Stanislawski; Kenneth Koh; Brad Wayment; Scott Flatt; Peter Reilly; Bridget Bond; Sharon K. Patton; Sandy 
Nerva; oatrlck@vemmanutritlon.com.au; Sol Cortes; sangra.perez@vemma.corn.mx; San Wu 

Subject: Re: TWO TO GO BROCHURE CONFIDENTIAL 

There1s nothing wrong witl1 pyramid structure. lt1s the illegal pyramid scheme that is the problem. Let1s stick 
to what wot·ks in our industry. I think >o< graph is confusing. 

http;//www.allbusiness.com/pyranud-structure-versus-pyramid-sche:me-2~ 5 848424-1,ht:ml 

s 

Sent from my iPad 

Simon Grabowski 
CEO 
GetResponse 

( +48 604556000 

On 18 kwi 2015, at 18:21, BK Boreyko <bk@vetmi1a.001n> wrote: 

Believe BIG! 

JD, 

As far as the graphs go, we were maldng an attempt to look more like playoff brackets v. a 
pyramid structure. If you all like the old way, that1s an easy fix. The rest of the world is pretty 
used to seeing a bracket chart. Team, give us your thoughts on this. 

BK 

On Apr 17, 201 S, at 8:00 PM, John Phillips <jdlovesronni@yahoo.com> wrote: 

BREAUTIFUL COLORS AND THEME. Getting the entfre world ofVenuna 011 

the same page is going to ignite growth and duplication! I 

Couple of thoughts: 
The concept 011 the brochure is great, the diagram and wording is confusing. Why 
not use the diagram that we worked with dru'ing our development conversations and 
beta tests? (see attached) 

The wording is cleaner regarding each Rank Advancement on that document and the 
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. 

Let1s make this LOOK EASY to do. If people think they can, the chance of them 
engaging increases big time! 
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Love the di1'ection and focus! 
JD &Romli 

<Venuna Comp Model- Get TWO.pug> 

\ 
j 
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Exhibit C 
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Exhibit D 
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Exhibit E 
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Exhibit F 

Case 2:15-cv-01578-JJT   Document 248-1   Filed 07/15/16   Page 61 of 103



Case 2:15-cv-01578-JJT   Document 248-1   Filed 07/15/16   Page 62 of 103



Case 2:15-cv-01578-JJT   Document 248-1   Filed 07/15/16   Page 63 of 103



Case 2:15-cv-01578-JJT   Document 248-1   Filed 07/15/16   Page 64 of 103



Case 2:15-cv-01578-JJT   Document 248-1   Filed 07/15/16   Page 65 of 103



Case 2:15-cv-01578-JJT   Document 248-1   Filed 07/15/16   Page 66 of 103



Case 2:15-cv-01578-JJT   Document 248-1   Filed 07/15/16   Page 67 of 103



Case 2:15-cv-01578-JJT   Document 248-1   Filed 07/15/16   Page 68 of 103



Case 2:15-cv-01578-JJT   Document 248-1   Filed 07/15/16   Page 69 of 103



Case 2:15-cv-01578-JJT   Document 248-1   Filed 07/15/16   Page 70 of 103



Case 2:15-cv-01578-JJT   Document 248-1   Filed 07/15/16   Page 71 of 103



Case 2:15-cv-01578-JJT   Document 248-1   Filed 07/15/16   Page 72 of 103



Case 2:15-cv-01578-JJT   Document 248-1   Filed 07/15/16   Page 73 of 103



Case 2:15-cv-01578-JJT   Document 248-1   Filed 07/15/16   Page 74 of 103



Case 2:15-cv-01578-JJT   Document 248-1   Filed 07/15/16   Page 75 of 103



Case 2:15-cv-01578-JJT   Document 248-1   Filed 07/15/16   Page 76 of 103



Case 2:15-cv-01578-JJT   Document 248-1   Filed 07/15/16   Page 77 of 103



Case 2:15-cv-01578-JJT   Document 248-1   Filed 07/15/16   Page 78 of 103



Case 2:15-cv-01578-JJT   Document 248-1   Filed 07/15/16   Page 79 of 103



Exhibit G 
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Exhibit H 
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