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CENTRAL DISTRICT OF CALIFORNIA

FEDERAL TRADE COMMISSION,
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COMPLAINT FOR
PERMANENT INJUNCTION
AND OTHER EQUITABLE
RELIEF

V.

HERBALIFE INTERNATIONAL OF
AMERICA, INC., a corporation,
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HERBALIFE INTERNATIONAL,
INC., a corporation, and

HERBALIFE LTD., a corporation,

Defendants.

Plaintiff, the Federal Trade Commission (“FTC” or “the Commission”), for
its Complaint alleges:

1. The FTC brings this action under Section 13(b) of the Federal Trade
Commission Act (“FTC Act”), 15 U.S.C. § 53(b), to obtain permanent injunctive
relief, rescission or reformation of contracts, restitution, the refund of monies paid,
disgorgement of ill-gotten monies, and other equitable relief for Defendants’ acts
or practices in violation of Section 5(a) of the FTC Act, 15 U.S.C. § 45(a), in
connection with the advertising, marketing, promotion, and sale of a multi-level
marketing business opportunity.

JURISDICTION AND VENUE

2. This Court has subject matter jurisdiction pursuant to 28 U.S.C.
§§ 1331, 1337(a), and 1345, and 15 U.S.C. §§ 45(a) and 53(b).

3. Venue is proper in this district under 28 U.S.C. §§ 1391(b)(2) and
(c)(2) and 15 U.S.C. § 53(b).

PLAINTIFF

4. The FTC is an independent agency of the United States Government
created by statute. 15 U.S.C. §§ 41-58.

5. The FTC enforces Section 5(a) of the FTC Act, 15 U.S.C. § 45(a),
which prohibits unfair or deceptive acts or practices in or affecting commerce.

6. The FTC is authorized to initiate federal district court proceedings, by
its own designated attorneys, to enjoin violations of the FTC Act and to secure

such equitable relief as may be appropriate in each case, including rescission or
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reformation of contracts, restitution, the refund of monies paid, and the
disgorgement of ill-gotten monies. 15 U.S.C. § 53(b).
DEFENDANTS

7. Defendant Herbalife International of America, Inc. is a Nevada
corporation with its principal place of business at 800 W. Olympic Boulevard, Los
Angeles, California. Defendant Herbalife International of America, Inc. is a
wholly-owned subsidiary of Herbalife International, Inc. and an indirectly wholly-
owned subsidiary of Herbalife Ltd., and is employed by those entities to conduct
their U.S. operations. Herbalife International of America, Inc. transacts or has
transacted business in this district and throughout the United States.

8. Defendant Herbalife International, Inc. is a Nevada corporation with
its principal place of business at 800 W. Olympic Boulevard, Los Angeles,
California. Herbalife International, Inc. is an indirect wholly-owned subsidiary of
Herbalife Ltd. Herbalife Ltd. employs Herbalife International, Inc. to manage its
global marketing company. Herbalife International, Inc. transacts or has transacted
business in this district and throughout the United States.

9. Defendant Herbalife Ltd. is a corporation organized under the laws of
the Cayman Islands with its principal place of business at P.O. Box 309GT,
Ugland House, South Church Street, Grand Cayman, Cayman Islands. Herbalife
Ltd. transacts or has transacted business in this district and throughout the United
States.

10.  This Complaint refers to Herbalife International of America, Inc.,
Herbalife International, Inc., and Herbalife Ltd. collectively as “Herbalife” or
“Defendants.”

11.  Atall times material to this Complaint, acting alone or in concert with
others, Defendants have advertised, marketed, distributed, or sold the business

opportunity at issue in this Complaint to consumers throughout the United States.
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COMMON ENTERPRISE

12. Defendants have operated as a common enterprise while engaging in
the deceptive and unlawful acts and practices alleged herein. Defendants have
conducted the business practices described below through interrelated companies
that have common ownership, officers, directors, and office locations. Because
Defendants have operated as a common enterprise, each entity is jointly and
severally liable for the acts and practices alleged below.

COMMERCE

13. At all times material to this Complaint, Defendants have maintained a
substantial course of trade in or affecting commerce, as “commerce” is defined in
Section 4 of the FTC Act, 15 U.S.C. § 44.

DEFENDANTS’ BUSINESS PRACTICES

14.  Defendants promote Herbalife as a multi-level marketing business
opportunity through which participants may earn compensation by selling weight
management, nutritional supplement, and personal care products and by recruiting
new participants into the organization.

15. Individuals who participate in Defendants’ business opportunity are
called “Distributors” (also referred to herein as “participants”). In 2013,
Defendants began calling participants “Members” rather than “Distributors.” The
change in terminology, however, was not accompanied by any substantive change
to the nature of the business opportunity available to Herbalife participants.

16. Defendants represent, expressly or by implication, that Herbalife
Distributors are likely to earn substantial income, including significant full-time or
part-time income, from pursuing a retail-based business opportunity.

17.  Inreality, however, Defendants’ program does not offer participants a
viable retail-based business opportunity. Defendants’ compensation program
incentivizes not retail sales, but the recruiting of additional participants who will

fuel the enterprise by making wholesale purchases of product.

4
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18.  The retail sale of Herbalife product is not profitable or is so
insufficiently profitable that any retail sales tend only to mitigate the costs to
participate in the Herbalife business opportunity.

19.  As a consequence, the small minority of Distributors who receive
substantial income through Herbalife are primarily compensated for successfully
recruiting large numbers of business opportunity participants who purchase
Herbalife product.

20. The overwhelming majority of Herbalife Distributors who pursue the
business opportunity make little or no money, and a substantial percentage lose
money.

Defendants’ Promotional and Marketing Activities Are Misleading

21.  Defendants promote their business opportunity in both English and
Spanish through a variety of channels, including videos, live presentations, and
print materials. Through each of these channels, Defendants represent, expressly
or by implication, that consumers who become Herbalife Distributors are likely to
earn substantial income, including significant full-time or part-time income by
purchasing and re-selling Herbalife products.

22.  In some but not all instances, Defendants accompany their misleading
income representations with purported “disclaimers.” These purported
disclaimers, which often appear in small print, do not alter the net impression
created by Defendants’ misleading representations, namely, that Distributors are
likely to earn substantial income. (See, for example, the graphic illustration at
Paragraph 37, which contains the following disclaimer: “Incomes applicable to the
individuals (or examples) depicted and not average. For average financial
performance data, see the Statement of Average Gross Compensation of U.S.
Supervisors at Herbalife.com and MyHerbalife.com.”)

23.  Asin the example at Paragraph 37, Defendants’ purported disclaimers

typically reference a separate document, the “Statement of Average Gross

5
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Compensation,” that supposedly presents “realistic expectations of the possible
income you can earn.” The Statement of Average Gross Compensation does not
provide clarity or realistic expectations, but instead obfuscates through a dense
maze of verbiage and numbers. Neither the reference to nor the Statement of
Average Gross Compensation itself alters the net impression created by
Defendants’ misleading representations.
Misleading Income Representations
24.  Defendants use videos to promote their business, making them
available to Distributors through Herbalife’s websites, including myherbalife.com
and video.herbalife.com. Defendants have at times also included videos in the
starter packs that all new Distributors must purchase. Many of the videos are
disseminated in both English and Spanish.
25. Defendants’ videos include representations that Distributors are likely
to earn substantial income through Defendants’ business opportunity; images of
expensive houses, luxury automobiles, and exotic vacations; and income
testimonials.
26. For example, a promotional video available through February 2016 on
myherbalife.com portrays a “Mini-HOM (Herbalife Opportunity Meeting)” at
which various Herbalife Distributors take turns giving income testimonials. The
video includes the following income representations:
a. I made $4,100 my second month. ... And I retired from
corporate America. . . . Last month it was $7,300.

b. I average an extra $1,500 a month part-time, around a 60-hour
workweek [working in corporate finance], so you can really
build this around whatever you’re doing.

c. I’ve been a coach on the team for a year and a half. . . . Fast

forward maybe a year and five months later, that’s when I hit

six figures in the company. . .. Couple of months later, I make

6
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over $13,000 a month now.

My income ended up getting to $4,000 a month, part time, at
Herbalife. . . . It’s been five years, my income got up to
$10,000 a month a couple years ago. It’s more than double that
now.

Another video, “Design Your Life,” was included in every new

video.herbalife.com until October 2014. Because Defendants intended the “Design|
Your Life” video to be given to potential recruits, ten copies of the DVD were
included in the starter pack. In addition to images of expensive cars and opulent

mansions the video includes the following testimonials:

About a year and a half into the business, still part-time, [ was
making $2,500 a month.

First month in the business, without having a clue . . . first
month it was unbelievable, actually, our income was $1,500.

A year exactly after I started the business, my checks that
month were $5,468.28. Two months later my check went up to
$7,080—and that was the month I went on vacation, and came
back, and got that $7,000 check! So, it’s been amazing.

You know, the royalties grew five times in five months, and last
month, we hit about $16,000.

When I got to ten thousand, I thought, well that wasn’t so hard
after all, maybe I can get to fifteen, and I went from fifteen, to
twenty, and then to thirty, and then even up to forty thousand
dollars a month.

The first nine months of really getting going, I had made a
quarter of a million dollars.

The “Design Your Life” video also includes the following:

7
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There are basically three types of people Herbalife is looking for.

What you need to do next is get back to the person who gave you this

video and let them know what you are. Just tell them A, B,or C. ..

Category A 1s someone who might be saying . . . [ don’t need any

extra income but the products sound great . . . [ want to get started on

the products right away.

Category B is someone who might be saying, you know, the products

sound great, and I’d like to start a small business to earn an extra $500

to $1,500 a month part-time . . . .

Category C, you might be saying, wow, everything sounds great. |

like the products and would like to start a big business that could

generate a career level income or more. $2,500 to $10,000 a

month. . . .

Y ou make the choice. Are you A, B or C?

29. In addition, from at least January 2009 through August 2013, a DVD
called “Getting Started” was included in the starter packs that all Distributors must
purchase. The most recent version of “Getting Started” included the testimonials
of Distributors “Glenn” and “Jennifer”:

a. Glenn explains that he was a bartender, “broke” and “struggling

to pay [his] bills,” before becoming an Herbalife Distributor.
Although he “didn’t have any formal education” or “any
business background,” he quickly succeeded with Herbalife and
was able to make enough money to quit his job and work full-
time as an Herbalife Distributor. Now “I’m able to live in a
beautiful home, drive whatever I want, and there’s nothing else
I’d rather do than work from home, be able to set my own
schedule, and be my own boss.”

b. Before Herbalife, Jennifer wanted to be a stay-at-home mom for

8
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her son. However, she had to put her son in daycare and work
long hours while her husband worked eighty-hour weeks. After
just four months as an Herbalife Distributor, she “went full-
time, took [her] son out of daycare, and [] became that stay-at-
home mom.” Today, she and her husband are both stay-at-
home parents, “we travel the world, we have a six-figure
income, and this company and the products have totally
changed my life.”

30. Defendants also sponsor numerous events for Distributors in both
English and Spanish. Many of these events include live presentations at which
speakers boast about the high incomes they earn as Herbalife Distributors. These
events have names such as “Extravaganzas,” “Leadership Development
Weekends,” and “Success Training Seminars.”

31. Defendants strongly encourage Distributors to attend these events,
which often require Distributors to pay an attendance fee and/or purchase a
minimum amount of product from Herbalife. Defendants craft the agendas and
select the speakers who present at these events. Speakers are usually chosen from
among the very small percentage of Herbalife participants who have reached the
highest status levels of the Herbalife organization. The presentations made by the
selected top Distributors repeatedly emphasize that Distributors are likely to earn
substantial income through Herbalife, and that Distributors’ income potential is
limited only by their own efforts.

32.  For example, speakers giving live presentations at Defendants’ events
have made the following statements:

a. [HJow many of you would like to make at least a million

dollars a year in income? I gotta tell ya, every extra million
dollars, I find, comes in handy. OK? You know? Then you

get 2 million, 5 million, you know, and with the increases of

9
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20%, 25%—

Even now, you can put into your mind—Iike, if you made a
hundred thousand dollars last year, and your income went up
proportionately, an extra twenty thousand dollars? That’s
pretty cool, huh? Couple thousand a month? You make five
hundred thousand dollars, would an extra hundred thousand
dollars come in handy? And we’re gonna go through how to
make it happen.

[Herbalife Chairman’s Club member John Tartol, 2012
President’s Summit, Los Angeles]

b. ... I can remember when I was new, and I didn’t know
anything, I didn’t know anybody, didn’t have any sales or
marketing experience, I didn’t know, how was I ever gonna get
successful? . . .

And make no mistake about it, ’cause it happened for me, I’'m
living proof that it can happen, and all the people down here in
this floor here, and the people behind you, all of us are, you
know—I’m a multi-millionaire, but, you know, all of us are
getting groomed to become multi-millionaires. That is an
awesome opportunity.

Now, you can take advantage of it, or you may only want to
make sixty thousand, a hundred thousand, a couple hundred
thousand.

[Herbalife Founder’s Circle member Geri Cvitanovich, 2010
Herbalife Extravaganza, Los Angeles]

C. [translated from Spanish] It has been 15 years since we arrived
here in the United States searching for the American

Dream . ... In 95, we came from Mexico to the United

10
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States . ... I lasted 7 years in a cleaning company, 7 years
earning $2,000 a month. We started the business doing it part
time, the income started coming, it was something incredible,
our lifestyle started to change spectacularly. . .. In the last
three months the company has paid us more than $45,000.
Welcome to Herbalife!

[Raul Sanchez, Herbalife President’s Team member, 2009
Herbalife Extravaganza Latina, Atlanta]

33. In addition to the spoken content, the live presentations at Defendants’
events often involve images of expensive houses, luxury automobiles, and exotic
vacations.

34.  Defendants have recorded many of the live presentations given at
Defendants’ sponsored events and have formally integrated the presentations into
their own resources, making the recordings available to Distributors through
Herbalife’s websites, including myherbalife.com and video.herbalife.com.

35. Like Defendants’ videos and sponsored-events, Defendants’ print
publications include representations that Distributors are likely to earn substantial
income through Defendants’ business opportunity.

36. Defendants’ print publications include, for example, “Your Business
Basics,” which is available in both English and Spanish and is provided to all new
Distributors. From 2014 through at least December 2015, “Your Business Basics”
included the following representations:

a. Earn extra money each month. \ Be your own boss. \ Have the

time and money to enjoy the finer things in life.

b. Regardless of your background and job experience, you can

succeed because we have people just like you who started
where you are and are now earning substantial incomes.

C. Your income and lifestyle potential with Herbalife are yours to

11
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determine. Thousands of others like you have achieved success
with Herbalife. You can do it!

d. From nutrition to the business opportunity, you’ll see there’s no
limit to your personal or financial potential, and others just like
you have tapped into this incredible opportunity.

37.  The “Presentation Book™ is another of Defendants’ publications that i
available in both English and Spanish and that is provided to all new Distributors.
It is designed to be shown to potential recruits. The English-language version of
the Presentation Book that was included in the starter pack from 2012 through
2014 stated that Herbalife offers “[t]he opportunity to earn more than you ever
thought possible and make your dreams come true!” That publication, a page of
which is shown below, included pictures of big houses, fancy cars, cash, and boats
alongside the text “Great Products Mean Great Business Opportunities! Dream it.

Do it.”

Great Products
Mean Great Business
Opportunities!

£

38.  Other versions of the Presentation Book have also included

Distributor income testimonials:

12




O© 0 N N W»n bk~ WD =

| NS T NG T NG T NG T NG T NG T NG T N5 T N N S e Gy S SN e
(oI e Y B NS N \S . e BN e T S e N, B SN VS . S =)

C.

English):

a.

39.

Presentation Book offered similar income testimonials (translated here into
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... I started my Herbalife business with the goal of quitting my
job as a collection specialist within a year. Just 13 months
later, I realized that dream! . . . And with my $6,500-a-month
income, we’ve been able to move into a new house and
renovate.

Now, while earning $25,000 a month with Herbalife, I get to do
all the things I love: play music and ride my motorcycle!

We went from bankruptcy to being set for life!

From 2012 through 2013, the Spanish-language version of

The days when I would earn a living cleaning houses are behind
me because now we are fully dedicated to our prosperous
Herbalife business.

When we worked in factories our earnings could only pay for
basic needs, but now we can take our 12 grandkids on
vacations. These are the best years of our lives.

Before Herbalife I worked on a ranch tending cattle, but when
my sister showed me her royalty check she convinced me then
and there. Today, at 22 years old, ’'m economically
independent.

We figured out that if we worked hard with our independent
Herbalife business, we could achieve anything: health, wealth,
and financial liberty. And that’s exactly what we’ve done!

Similar representations regularly appear in the Defendants’ magazine,

online to Distributors through myherbalife.com. The March 2013 issue of

“Herbalife Today,” for example, includes the following testimonials:

13
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a. Now I have the freedom to do what I like. I can travel the

world and help others change their lives wherever I go.

b. Today, as Independent Distributors, they’re able to work from

home, take vacations and have a flexible schedule.

C. Now, Dan and Orlyn feel they have found financial stability

and take pride in helping others find better nutrition and
financial success.

41.  To help Distributors recruit new participants, Defendants have
provided Distributors with several tools and training materials, including the
videos and print materials discussed above. Defendants encourage Distributors to
use these materials in attempting to recruit new participants.

Misleading Representations Regarding Income from Retail Sales

42.  Many of Defendants’ representations that Herbalife participants are
likely to earn substantial income expressly or impliedly represent that Herbalife
participants earn significant full-time or part-time income from selling Herbalife
products at retail.

43.  Defendants’ promotional materials often focus on the growth of the
weight-loss industry as a result of the worldwide “obesity epidemic,” and claim or
imply that this industry growth translates into the potential for making large
amounts of money from the retail sale of Herbalife weight management products.
For example, the “Ready To Go” video, available through February 2016 on

video.herbalife.com, begins by portraying a bleak picture of the current state of the

99 ¢¢ 99 ¢¢

economy (“rising unemployment,” “layoffs,” “salary reductions,” “reduced
benefits”) and urges the viewer to “take control of your . . . situation / financial
future / life” and “join the emerging megatrend of wellness.” The video cites
estimates that the global weight loss market will reach $672 billion by 2015 and
explains, “[t]hat spells growth / opportunity / the answer you’ve been looking for.”’

The video makes the following invitation: “Get in on the opportunity / the health

14
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and wellness megatrend / the premier nutrition and wellness company in the world.
Get in on Herbalife.”

44. In 2013, Defendants created and made available to Distributors a
PowerPoint presentation to show prospective and newly-recruited Distributors.
The presentation, which was still in use in 2015, claims that “total revenue in the
fitness industry reached $21.8 billion in 2012,” and that “statistics show a rise in
consumer spending for body image concerns.” The presentation goes on to portray
Herbalife as “the brand leader” in the meal replacement category, noting that in
2012 the company had “over $6.4 billion [in] suggested retail sales.” The
presentation claims that through offering “great products” and a “great business,”
Herbalife “allows you to earn Member discounts and profits instantly by retailing
products.”

45.  Similarly, the “Getting Started” video mentioned above at Paragraph
29, which was included in the starter pack for new Distributors from at least
January 2009 through August 2013, claims that the 3 trillion dollar weight-loss
industry “has surpassed the GNP of all major European countries.” The video goes
on to claim that Herbalife, “with more than 2.5 billion dollars in sales generated by
a team of over one million distributors throughout the world,” is a leader in this
industry, which “has become the newest financial powerhouse in the world.”
Herbalife is described as a “great business opportunity”: “You have the
opportunity for financial independence and freedom; you can do it with helping
people change their lives, by getting them in a better nutritional mode, by getting
them healthier.”

46. The “Mini-HOM (Herbalife Opportunity Meeting)” promotional
video available through February 2016 on myherbalife.com presents testimonials
that expressly or impliedly represent the full-time or part-time income that
participants earn from selling Herbalife products at retail, by emphasizing how

much money participants can make immediately (presumably before they have

15




O© 0 N N W»n bk~ WD =

| NS T NG T NG T NG T NG T NG T NG T N5 T N N S e Gy S SN e
(oI e Y B NS N \S . e BN e T S e N, B SN VS . S =)

"aqe@%Wi@zé@@QMMMummePﬂ%&é%%ﬁﬂ%d FHae/18 oPspe R #3#Rege

had a chance to build an organization that would generate recruiting-reward
payments):
a. In my first three weeks, [ made an extra $1,200 around my full-
time nursing schedule. So this is really part-time, doing this
super part-time, and I just saw the potential with this . . . .

b. I started as a client, I was actually the CFO of an entertainment
finance company . . .. So, you know, had the career down . . ..
Went to a volleyball tournament that [ was already gonna play
in. Everyone on the beach, you guys, was like, what are you
doing, you look better than you did when you were at UCLA,
like, hook me up, like, help me, basically!
... You know, my three days on the beach at a beach
volleyball tournament, I made $2,100. And I wasn’t actively
looking for extra money, but I wasn’t gonna give it back.

C. [[n my first month, I made an extra 500 bucks around.. .. a

crazy corporate job.

47.  Inthe “Design Your Life” video, available on video.herbalife.com
until October 2014, one of the speakers states that Herbalife’s “great consumable
products that people want and need [are] why we have an incredible financial
opportunity.” A speaker later states that as an “Herbalife Distributor you can
develop a successful retail base to help put money in your pocket every day and
every month.” A voiceover additionally states that “[w]ith just ten customers, each
spending a hundred dollars a month, you can take in a thousand dollars in retail
sales, and make up to $420 in profit.”

48. The “Design Your Life” video also presents numerous testimonials
that expressly or impliedly represent the full-time or part-time income that
participants earn from selling Herbalife products at retail:

a. My first week in the business, part-time, just learning what to
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do, I earned $1,000! ... [M]y first month, part-time, I earned
over $5,000!
b. I earned $420 in my first ten days. . . . working this business

part-time. I was able to fire my boss, and I’ve never had a real
boss since.

C. When I got started on these products, I got such great results

that [ made a thousand extra dollars my first month. ... And so
I kept working my business part-time . . . while I was still
[working as a nurse] full-time . . .

d. When I got started, my first day I actually earned $420 . . . .

e. [I]n the month of August I had retail sales of $3,700.

49.  Print materials included in the starter packs that all new Distributors
must purchase also portray an opportunity to earn significant income through retail
sales of Herbalife products. For example, from 2014 through at least December
2015, the “Sales & Marketing Plan and Business Rules” book, which is included in
the starter pack for new Distributors, discussed the opportunity for Distributors to
make “Immediate Retail Profit” from direct sales to customers and states that
retailing is an important “key to success” as an Herbalife Distributor.

50. From 2014 through at least December 20135, the book “Building Your
Business,” which is also included in the starter pack for new Distributors,
represented that “a satisfied customer base can provide you with regular, long-term
income.”

51.  Similarly, through at least December 2015, a pamphlet that is also
included in the starter pack for new Distributors, “Your First 72 Hours: Making
Your First Sale,” provides instruction on “making your first sale in 5 easy steps.”

Defendants Do Not Offer a Viable Retail-Based Business Opportunity

52.  Although Defendants represent, expressly or impliedly, that

Distributors will be able to sell Herbalife products at a profit, Defendants do not
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track either the existence or profitability of Distributor attempts to retail Herbalife
products.

53.  The overwhelming majority of Herbalife Distributors who pursue the
business opportunity do not make anything approaching full-time or even part-time
minimum wage because the promised retail sales to customers simply are not there,

54.  Even according to Defendants’ own survey, sales to customers outside
the Herbalife network account for only 39% of Herbalife’s product sales each year;
the remaining approximately 60% is simply Herbalife selling to its own
Distributors. [Herbalife Press Release, July 22, 2014]

55.  Analysis of Defendants’ own Distributor purchase data shows that,
even under favorable assumptions about Distributors’ market reach and sales price,
the overwhelming majority of Herbalife Distributors who pursue the business
opportunity make little or no money from retail sales. Under these assumptions,
and assuming no costs other than an individual’s total payments to Herbalife, half
of Distributors whom the Defendants designate as “Sales Leaders”' average less
than $§5 per month in net profit from retail alone, and half of these Distributors lose
money.”

56. Asadirect-selling company, Defendants encourage Distributors to
sell product face-to-face to family and friends, and to customers with whom they
are supposed to develop personal relationships. Distributors are taught to follow

three key steps in retailing the product: use the product themselves, wear a button

' “Sales Leaders” are defined by Defendants as Distributors who have reached
status levels of “Supervisor” and above. Approximately $3,000 in product
urchases are required to reach the lowest level of “Sales Leader.” “Sales
eaders” may purchase%)roducts from the Defendants at a 50% discount, which 1s
the largest discount available to Distributors. See 49 111-18.

2 This figure is based on analysis of Distributors who joined in 2009-11 and were
designated as “Sales Leaders.” It assumes that they sold 75% of the product they
purchased, at the full suggested retail price, and incurred no expenses other than
the monies they paid to Herbalife.
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advertising Herbalife, and talk to people (“use, wear, talk”).

57.  In order to restrict sales to the direct-selling channel, Defendants have
adopted rules that effectively prevent Distributors from being able to sell to a
larger customer base. Defendants’ rules prohibit the sale of product in retail stores
and impose many restrictions on online selling. Nonetheless, Defendants foster an
illusion that Distributors can make significant full-time or part-time income from
retail sales. One way in which Defendants accomplish this is by promoting the
concept of the “Nutrition Club.” The Nutrition Club model was developed from an|
idea that started in Mexico and, according to Defendants, has particular appeal for
members of the U.S. Latino community.

58.  According to Defendants, the Nutrition Club is supposed to be a
neighborhood gathering place to promote health and wellness, and to provide
income for the Nutrition Club owner. In practice, Nutrition Clubs operate
primarily as a tool for recruiting new members rather than as a method for
profitably retailing Herbalife products.

59. Defendants encourage Distributors to lease a commercial space (or
use space in their homes) to operate a business similar to a juice bar, in which the
Distributor will work on a daily basis as the owner and sole employee. [Herbalife
Rule of Conduct 8.1.3]

60. Customers who come to the club pay a daily “membership fee” of a
few dollars that entitles them to consume certain Herbalife products that are
prepared on the premises. Visitors typically receive one serving of soy protein
powder mixed with water and ice (referred to as a “shake”), herbal tea, and aloe.
This method of operating an Herbalife business is often referred to as “daily
consumption.”

61. To find customers, Nutrition Club operators are encouraged to pass
out flyers to potential customers on the street, at their children’s school, or other

locations, inviting them to visit the “club.”
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62.  While only a small percentage of the roughly half-million U.S.
Herbalife Distributors report operating Nutrition Clubs, Defendants claim that club
owners purchase a disproportionate amount of volume of Herbalife product. In
2012, Defendants estimated that there were 3,700 commercial Nutrition Clubs in
the North America region (consisting primarily of the United States); Defendants
also claimed that Nutrition Clubs were driving 30-35% of the overall volume of
product purchased in the United States. [Herbalife Second Quarter 2012 Earnings
Conference Call]

63.  Although Nutrition Clubs would appear to be retail establishments,
Defendants’ rules provide that Nutrition Clubs are not retail stores or outlets, nor
are they restaurants or carry-out establishments. Nutrition Clubs are not intended
to attract “walk-in” traffic; Defendants’ rules prohibit signs that state or suggest
that Herbalife products are available for retail purchase on the premises. Club
owners are not permitted to post signs indicating whether the club is open or
closed, and the interior of the club must not be visible to persons outside.
[Herbalife Rules of Conduct 8.3.3, 8.4.3, 8.4.4]

64.  Club operators may not post, list, or charge prices for servings of
prepared products such as shakes, teas, or aloe. The only permissible charge in
connection with the provision of these products is the “membership fee.”
[Herbalife Rules of Conduct 8.2.1, 8.2.8] Provision of the shake, tea, and aloe
generally costs a Distributor a few dollars, leaving little of the “membership fee” to
cover the various operational expenses associated with the club.

65.  Although Defendants create the impression that Nutrition Club
owners will make significant full-time or part-time income from retailing Herbalife
products to customers at their clubs, many Distributors find it all but impossible to
make enough money from retail sales of product to cover the overhead of the club
and also generate income for the owner.

66. Many club owners incur thousands of dollars in expenses—including
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but not limited to product purchases, rent, utilities, supplies, and licensing fees—
that they are unable to recover through the operation of their clubs, and end up
losing money.

67. In fact, Defendants’ own telephone survey of 433 current and 69
former Nutrition Club owners in February 2013 paints a discouraging picture of
the experience of many Nutrition Club owners. Fifty-seven percent of Nutrition
Club owners reported that their clubs made no profit or lost money. Club owners
reported spending an average of about $8,500 to open their club.

68. Some Nutrition Club owners continue to operate their clubs for little
or no profit—or at a loss—for years, in the hope that things will turn around and
their investment will eventually pay off. However, the promised retail-based
business opportunity is simply not there.

69. Because Nutrition Clubs are expressly not retail establishments and
are often unprofitable, they are principally of value to a small minority of
financially successful Herbalife Distributors as a location from which they can
recruit new participants.

70.  As one top Distributor explained in a PowerPoint presentation:

[Nutrition Club] Operators need to realize that the end goal is not how

many $4.00 services they sell each day as that is not the way for them

to achieve their financial goals. Rather, it’s upgrading a Consumer to

become a Customer and eventually a Distributor and ultimately

having Distributors become Operators who will duplicate the

Nutrition Club method.

[“Financial Success System” presentation dated March 24, 2010]

71.  “Successful” Nutrition Club owners make money not from retailing
product, but from recruiting other participants who are encouraged to open their
own clubs, buy more product, and recruit more participants. When recruited

participants purchase product to sell at their clubs, these purchases generate
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recruiting rewards for the sponsor, even if the clubs themselves lose money. These
recruiting rewards are the only pathway to achieve the high incomes touted in
Defendants’ promotional materials.

72.  Regardless of whether Distributors operate a Nutrition Club,
Distributors experience difficulty in selling product to customers outside the
network. Nevertheless, Defendants’ compensation structure puts pressure on
Distributors to purchase large quantities of product in order to qualify for greater
wholesale discounts and recruiting-based rewards (see discussion below at 9 135—
44).

73.  Asaresult, many Distributors buy product that they find difficult to
sell. Although Defendants have a buy-back policy, in order to take advantage of
the policy, a Distributor must resign his distributorship. Many Distributors have
been unaware of the policy or, for various reasons, have been reluctant to attempt
to use it.

74.  Distributors dispose of excess product purchases in numerous ways.
At the simplest level, when Distributors are left with product they are unable to sell
they may give it to friends, throw it away, or gradually consume it themselves.
Such self-consumption is not driven by genuine demand for the product, but is the
easiest and most convenient way for a Distributor to get some benefit from product
that the Distributor would not have bought absent his or her participation in the
business opportunity. In other instances Distributors attempt to sell their excess
inventory at a discount on auction websites or at flea markets, although such
efforts to mitigate their losses are prohibited by Defendants’ rules. [Herbalife
Rules of Conduct 4.1.1, 7.3]

75.  The overwhelming majority of Distributors who attempt to retail the
product make little or no net income, or even lose money, from retailing the

product.
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Distributors Abandon the Business Opportunity in Large Numbers

76.  In light of their poor financial results, many Distributors either stop
buying product or leave the organization altogether, resulting in a high turnover
rate.

77.  Despite Defendants’ efforts to promote retention of Distributors
whom it characterizes as “Sales Leaders,” in 2014 nearly 60% of first-time Sales
Leaders did not purchase sufficient product to requalify as Sales Leaders.
[Statement of Average Gross Compensation Paid by Herbalife to U.S. Members in
2014]

78.  Retention for non-Sales Leaders, many of whom are pursuing the
business opportunity, is even worse. An analysis of Defendants’ data shows that
the majority of Distributors stop ordering Herbalife products within their first year,
and nearly 50% of the entire Herbalife U.S. Distributor base quits in any given
year. Roughly half of all Herbalife Distributors at any given time are in their first
12 months of membership, and roughly 40% of the volume of Herbalife products
sold by Defendants each year is sold to participants in their first year.

79.  During 2009-13, an annual average of approximately 242,000 new
Distributors signed up in the United States. On average, 89% of those newly-
recruited Distributors, however, simply replaced U.S. Distributors who left that
same year, with an annual average of approximately 216,000 Distributors leaving
during this time period.

80.  For example, while approximately 277,000 new Distributors joined
Herbalife in the U.S. in 2013 (from a base of approximately 520,000 Distributors
at the end of 2012), approximately 256,000 existing Distributors left that year.

Defendants’ Business Opportunity is Based on Recruitment

81. Notwithstanding Defendants’ express and implied representations that

Herbalife offers a retail-based business opportunity, in truth the only way to

achieve wealth from the Herbalife business opportunity is to recruit other
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Distributors. Purchases by these recruited Distributors, referred to as a
“downline,” generate rewards for the sponsoring Distributor. (See 9§ 119.)
Through a variety of channels, Defendants admit, expressly or by implication, that
recruiting is the key to financial success.

82. Defendants’ print materials emphasize the importance of recruiting
new Herbalife participants. For example, through at least December 2015 the book
“Building Your Business,” which is included in the starter kit that every
Distributor must purchase, discussed “the power of duplication” and illustrated
“what you can achieve” if “you recruit and retain two active Supervisors.” In the
illustration, the Distributor purchases a certain quantity of product (costing over
$1,000) each month and recruits two new participants who also purchase that
quantity each month. Those two participants then recruit a total of twelve
additional participants in two additional levels below them. For each month that
the Distributor and the fourteen recruits purchase the specified quantity of product,

the Distributor will earn $1,750.

- YOU

At Least
2,500 VP

LEVEL 2

LEVEL3

Incomes applicable to the individuals (or examples) depicted and not average. For average financial performance data, see the Statement of
Awerage Gross Compensation paid by Herbalife at Herbalife.com and MyHerbalife.com.

83.  The English-language version of the 2012-2014 Presentation Book
also includes examples of how recruiting two or three new participants can
translate into $2,450 to $8,775 per month for the recruiter, assuming that the new

participants make substantial wholesale product purchases and themselves recruit
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new participants who also make substantial wholesale product purchases.

84.  The Spanish-language version of the 2012-2013 Presentation Book
similarly discusses “the power of duplication” that can result when “you bring in 3
people to the business, who each bring 3 people, who in turn bring 3 people . . ..”
(translated from Spanish).

85.  Speakers giving live presentations at Defendants’ events also make
representations concerning the importance of recruiting in Herbalife’s
compensation program:

a. It’s wonderful that we have everybody consuming and we have

everybody doing the different methods of retail . . . but you got
to think about it, guys, the name of the game here is royalty . . .
and you don’t get paid royalty off of customers. You get paid
royalties off of distributors that you help to become successful
to become supervisors. [Herbalife Founder’s Circle member
Susan Peterson, 2009 Herbalife Extravaganza, Atlanta]

b. [translated from Spanish] The only way to scale the ladder of
success 1s through sponsorship. [Herbalife President’s Team
member Dalia Gonzalez, 2009 Herbalife Extravaganza Latina,
Atlanta]

C. The key to royalty growth[:] New distributors qualifying as
Supervisor every month. [Herbalife Chairman’s Club member
Kurt O’Connell, “Building Your Royalties” Presentation, 2011
Herbalife Extravaganza, Las Vegas]

86.  Savvy Distributors have figured out ways to use the recruiting reward
structure to reap rewards, even without profitable retail sales. For example, during
the years 2009—14, one top Distributor paid over $8 million for product (with a
total Suggested Retail Price of over $16 million) which the Distributor purchased

in the names of various downline members, thereby generating additional rewards
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and qualifying for higher payments from Defendants. This Distributor then
donated all of this product to charity, rather than attempting to sell it. The
Distributor generated enough rewards through these purchases to make a net profit,
without even selling the products.

87.  Similarly, other Distributors have used unprofitable retail sales of
product to generate large reward payments. These Distributors have created
specialized websites offering products at discounts of up to 50% with no tax and
free shipping. Although the net profit earned from these online retail sales has
been de minimis, by manipulating Herbalife’s compensation system, these
Distributors have generated significant “recruiting” reward payments from the
large volume of product purchases made by their purported downlines.

Few Business Opportunity Participants Earn Recruiting Rewards

88.  Although recruiting is the only path to a high income, very few
Herbalife participants earn income from recruiting.

89.  Most Distributors (80%) do not successfully recruit any new
participants, and therefore receive no recruiting rewards.

90. Even among those who do recruit, a substantial percentage
receive no reward payments. For example, as of December 31, 2014, more
than 111,000 U.S. Distributors had recruited a downline, but approximately
43% of them (47,714) received no reward payments from Defendants.

[Statement of Average Gross Compensation Paid by Herbalife to U.S.
Members in 2014]

91. Income from recruiting is low even for many in the top 13% of all
Distributors—those who reached the status of “Sales Leaders with a downline.” In
2014, more than half (57.6%) of the Distributors in this elite group received
average gross reward payments from Defendants of under $300 for the year. [1d.]

92. Rewards are highly concentrated among a small number of

Distributors. In contrast to the experience of the vast majority of Distributors who
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make little or no money from recruitment-based rewards, the top 0.03% of U.S.
Distributors (205 individuals) received average gross reward payments of over
$600,000 per year. [Statement of Average Gross Compensation Paid by Herbalife
to U.S. Members in 2014]

93.  For the fewer than 1% of Distributors who receive substantial income
through Defendants’ business opportunity, their compensation for recruiting large
numbers of new business opportunity participants dwarfs whatever they might
make from retail sales of the product.

94. The overwhelming majority of Herbalife Distributors who pursue the
business opportunity earn little or lose money, while those few Distributors who do
make a living from their Herbalife business do so by recruiting other business
opportunity participants who purchase product, not by retailing the product.

To Confuse Participants and the Public About Distributors’ Poor Financial
Outcomes, Defendants Understate the Percentage of
Distributors Who Are Pursuing the Business Opportunity

95.  Although Defendants heavily promote their business opportunity, in
recent years Defendants have begun to claim that most consumers who sign up to
be Distributors are merely customers who purchase the product only for their own
consumption and are not interested in pursuing the Herbalife business opportunity.

96. Defendants do not offer a separate “customer” or “discount buyer”
status for consumers who are uninterested in pursuing a business opportunity and
thus do not systematically track or distinguish Distributors who might be “discount
buyers” from Distributors who are pursuing a business opportunity.

97. Defendants’ rules provide that all consumers who sign up with
Herbalife must enter into an agreement that includes the business opportunity. The
2015 version of that agreement consists of seven pages of small print and includes
a number of provisions that would be inapplicable to a “discount buyer,” such as a

requirement that the participant indemnify, defend, and hold harmless Herbalife
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from any cost or liability arising from the participant’s breach of the agreement or
the conduct of his or her Herbalife business.

98.  Since 2013 Defendants have publicly claimed or implied that a mere
27% of their Distributors are pursuing the business opportunity either full-time or
part-time, and that a “substantial majority” (73%) are simply interested in buying
Herbalife products for their own personal consumption.

99.  Defendants’ express or implied claim that a “substantial majority” of
their Distributors are not pursuing the business opportunity is based not on
Distributor behavior, but on surveys commissioned by Defendants beginning in
July 2012 that are flawed and unreliable. For example, many survey participants
who were included in the category of Distributors who purportedly “joined
Herbalife primarily as discount customers” themselves reported that they quit
Herbalife because “finding new customers was too difficult and/or time
consuming,” or the “business was harder than [they] originally believed.”

100. Based on such survey results, even some Distributors who reach
“President’s Team” (the highest status level in Herbalife) and earn over $100,000
in recruiting rewards annually from the business opportunity have been categorized
in Defendants’ representations as merely “discount buyers.”

101. When observable Distributor behavior from Defendants’ data is
analyzed, the percentage of Distributors who are attempting to earn income from
the Herbalife business opportunity readily exceeds the 27% in Defendants’ claims.
Such behaviors include, for example, purchasing promotional literature and sales
and recruiting aids from Defendants.

102. Furthermore, many Distributors interested in the business opportunity
may make some effort to earn income and fail, without engaging in the type of
measureable and overt behaviors that would make their pursuit of the business
opportunity readily apparent.

103. In short, many of the Distributors whom Defendants would expressly
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or impliedly characterize as solely “discount buyers” are, in fact, pursuing the
business opportunity.

104. Regardless of the number of so-called “discount buyers,” it is clear
that collectively they could account for only a small percentage of the volume of
Defendants’ products sold in the United States. Even using a grossly overstated
measure of “discount buyers”—that is, counting as “discount buyers” the roughly
80% of participants who are not “Sales Leaders”—such Distributors collectively
account for less than 25% of the volume of Defendants’ products sold in the
United States. The remainder, over 75%, is purchased by Distributors at the “Sales
Leader” level, who are clearly pursuing a business opportunity.

Overview of Defendants’ Compensation Plan

105. The amount of compensation a Distributor receives from Defendants
1s not based on retail sales of Herbalife products, but rather is based on the volume
of product purchased by the Distributor’s recruits, and by their recruits, and so on.

106. Thus, the compensation plan contains incentives for Distributors to
recruit participants and to persuade them to buy as much product as they can.

107. To become a Distributor, an individual must pay either $59.50 or
$92.25, plus tax and shipping, to purchase a starter pack called an “International
Business Pack,” the contents of which have varied over time but which have
included an Herbalife tote bag; samples of various Herbalife products; literature
about Herbalife’s products; sales aids (such as a “Presentation Book™ and buttons
the distributor is supposed to wear to advertise Herbalife); DVDs about the
business opportunity such as “Design Your Life”’; multiple publications concerning
the Herbalife business opportunity, including the pamphlet “Y our First 72 Hours:
Making Your First Sale” and the books “Your Business Basics,” “Using &

> In 2013, Defendants began calling the pack required for all new participants the
“Herbalife Member Pack™ rather than the “International Business Pack.’
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Retailing Your Products,” “Building Your Business,” and “Sales & Marketing Plan|
and Business Rules”; and a single receipt form that can be given to a customer in
the event of a single sale of product.

108. Defendants’ rules provide that participants must enter into an
“Agreement of Distributorship” either online or, if the pack is not purchased
online, in hardcopy form. (In 2013, Defendants began calling the agreement an
“Herbalife Membership Application and Agreement” rather than an “Agreement of]
Distributorship.” The change in terminology, however, was not accompanied by
any substantive change to the nature of the business opportunity available to
Herbalife participants.) Upon purchasing the International Business Pack and
submitting the Agreement to Defendants, a participant is assigned an Herbalife ID
number and becomes an official Distributor.

109. The details of Defendants’ compensation program are complex and
convoluted, and involve specialized terminology and concepts. These details,
terminology, and concepts are laid out in a book included in the International
Business Pack entitled “Sales & Marketing Plan and Business Rules.” The 2014
version of the “Sales & Marketing Plan and Business Rules” has 114 pages and
consists of more than 58,000 words. The book is difficult to read and understand
and many participants rely upon their sponsors to explain the program.

110. The core concepts of Defendants’ compensation program are as

follows:
a. Participants advance to higher status levels in the organization
and qualify for reward payments based on product purchases
(not product sales); and
b. The only way to reach the highest levels of compensation is to

recruit more participants.
A simplified version of the compensation plan is set forth below.

111. New recruits start at the lowest level, called “Distributor” (or, since

30




O© 0 N N W»n bk~ WD =

| NS T NG T NG T NG T NG T NG T NG T N5 T N N S e Gy S SN e
(oI e Y B NS N \S . e BN e T S e N, B SN VS . S =)

"aqe@%Wi@zé@@QMMMummePﬂ%&égglﬁﬂ%d FHae/39 oPape Ba #3#Bage

2013, “Member”). A Distributor can purchase product from Defendants at a
discount of 25% off the “earn base” (a dollar value that Defendants assign to each
product that is generally slightly less than the value that Defendants assign as the
Suggested Retail Price for that product). The only way a participant at this level
can make money is to buy product from Herbalife and sell it to a customer for
more than his total cost, with the difference representing the participant’s “Retail
Profit.” “Retail Profit” is also the only form of compensation available to those
Distributors who have not recruited other Distributors.

112. The vast majority of Herbalife participants never progress higher than
the Distributor level, and most stop purchasing product within a year and do not
renew their memberships.

113. Higher status levels are obtained by meeting threshold requirements
of “Volume Points,” which are accumulated by purchasing greater quantities of
products. (The “Volume Point” is a unit created by Defendants to measure the
value of product purchases across currencies. A product with a Suggested Retail
Price of $100 generates roughly 100 Volume Points.) The Sales and Marketing
Plan contains complicated rules regarding how much of the threshold Volume
Point requirement must be volume that is personally purchased by the Distributor,
and how much may be volume purchased by other Distributors whom he recruits.

114. A Distributor can advance to the status level of “Senior Consultant,”
which allows him to purchase product at a 35% discount, by accumulating at least
500 Volume Points in one month.

115. A Distributor who purchases 1,000 Volume Points in a single order
obtains the status of “Success Builder” and is entitled to a 42% discount for that
month.

116. A Distributor who accumulates a total of 2,500 Volume Points over
one to three months obtains the status of “Qualified Producer” and is entitled to a

42% discount through the following year.
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117. The maximum discount, for those at the “Supervisor” status level and
above, 1s 50% off the “earn base.” A Distributor who accumulates a total of 4,000
Volume Points obtains “Supervisor” status and is entitled to a 50% discount
through the following year.

118. If a Distributor makes it to the Supervisor level, there are numerous
higher levels that offer additional rewards that are based on recruiting. Herbalife
refers to Distributors who reach the Supervisor level or above as “Sales Leaders.”

119. The essential requirement for moving up to the highest status levels is
recruiting a large “downline.” A given participant’s “downline” is comprised of all|
those whom the participant has personally recruited (Level One), all those
recruited by his Level One participants (Level Two), and so forth, down to as
many levels as have been created by recruitment.

Defendants’ Compensation Plan Incentivizes Recruiting

120. Defendants’ compensation plan gives participants a powerful
incentive to recruit more participants, because recruiting a downline entitles a
participant to receive multiple different types of payments directly from
Defendants.

121. One such type of payment is called “Wholesale Profit” (or
“Commissions”). An Herbalife participant may receive “Wholesale Profit” based
on purchases made by participants he has recruited who are at a lower discount
rate. For example, if a participant at the “Supervisor” status level (50% discount
rate) recruited a participant at the “Senior Consultant” status level (35% discount
rate) who then ordered product with a Suggested Retail Price of $100, the
participant at the “Supervisor” level would receive a commission check from
Defendants of approximately $15, representing the 15 percentage point difference
between the two participants’ discount rates.

122. An additional type of payment based on downline purchases, availablg

to participants who are at or above the status level of “Supervisor” and who have
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recruited a downline, is called “Royalty Overrides.” To understand how Royalty
Overrides work, it is necessary to understand two “volume” concepts in
Defendants’ Sales & Marketing Plan: “Total Volume” and “Organizational
Volume.”

123. “Total Volume” is a total of the Volume Points associated with a
participant’s own product purchases, plus the Volume Points associated with the
product purchases made by certain members of the participant’s downline.
Specifically, the “Total Volume™ of Participant A would include the product
purchases of Participant A’s downline members who (i) have a status level lower
than “Supervisor,” and (ii) do not have any participants who have a status level of
“Supervisor” or higher in the chain of participants between them and Participant A.

124. In simplified form, “Organizational Volume” refers to the Total
Volume of a participant’s first three levels of “Supervisors” who are active in a
given month.

125. “Royalty Overrides” are payments ranging from 1% to 5% of a
participant’s “Organizational Volume.” The amount of the “Royalty Override”
percentage that a given participant earns each month depends on the participant’s
“Total Volume” for that month. Thus, 500 Total Volume points entitles the
participant to a 1% Royalty Override; 1,000 Total Volume points earns a 2%
Royalty Override; and so on, up to 2,500 Total Volume points which earns a
maximum 5% Royalty Override.

126. Participants are eligible to earn Royalty Overrides only if they have
(1) obtained a status level of “Supervisor” or above ( i.e., “Sales Leaders”) and
(11) recruited a downline.

127. As of December 31, 2014, only about 13% of all U.S. Distributors fell
into the category of “Sales Leaders” who had recruited a downline. Even among
this group, most receive little or nothing in compensation from Defendants. In

2014, approximately 57.6% of this group received an average gross annual
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payment from Herbalife of about $299, and approximately 14.3% received
nothing. [Statement of Average Gross Compensation Paid by Herbalife to U.S.
Members in 2014]

128. The participants who receive the highest gross compensation from
Defendants are at the top three status levels of the compensation system: “Global
Expansion Team,” “Millionaire Team,” and “President’s Team,” called
collectively “TAB Team” (“Top Achievers Business Team”).

129. Atthe “TAB Team” status levels, participants may be eligible to
receive three different types of income based on their downlines’ purchases:
Wholesale Profits, Royalty Overrides, and a third category of income called
“Production Bonuses.” A Production Bonus is a monthly payment of 2% to 7% of
the product purchases of the participant’s entire downline, on all levels infinitely
deep.

130. Participants at the “TAB Team” status levels may also qualify to
receive the “Mark Hughes Bonus Award,” which is a payment based on a
percentage of Herbalife’s worldwide sales.

131. TItis only at the “TAB Team” status levels that a small number of
participants begin to see the rewards promised by Defendants, although even at thig
level, the majority of participants are hardly receiving lavish income from
Defendants. For example, in 2011—the last year in which Defendants publicly
released income data by participant level—the median annual compensation that
participants at the “Global Expansion Team” status level received from Defendants
was $19,417. In comparison, the U.S. Census Bureau’s 2011 poverty threshold for
a family of two with no children was $14,657.

132. Rewards are concentrated at the very highest levels. Participants at
the top level, “President’s Team,” accounted for only about 0.05% of all
Distributors in 2011 but their median annual gross income from Defendants was

$336,901.
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133. In 2011, the top U.S. Distributor received over $7 million from

Defendants, broken down as follows:

Wholesale Profits $2,847
Royalty Overrides $944,058
Production Bonuses $4,256,817
Mark Hughes Bonus $2,000,000
Total $7,203,722

These reward payments were not based on retail sales to consumers, but on
wholesale purchases made by downline Distributors in his worldwide organization.
134. The only way to reach the “TAB Team” status levels is to recruit a
large organization of participants at the “Supervisor” status level who purchase
thousands of “Volume Points” worth of product. Thus, for example, to reach the
top level, “President’s Team,” a participant must recruit an organization of
Supervisors who generate at least 10,000 Royalty Override points each month for
three consecutive months. Because the maximum Royalty Override percentage is
5%, this means that the first three levels of Supervisors must collectively generate
a minimum total of 200,000 Volume Points of product purchases each month, for a
total of 600,000 Volume Points of product purchases over the three months.
Defendants’ Compensation Plan Incentivizes Wholesale Product Purchases
135. Defendants’ compensation plan requires large wholesale purchases of
products in order for a participant to advance to a higher status level and to make
money from rewards. As explained below, participants must purchase product
from Defendants, or convince others to join and purchase product from
Defendants, in order to (i) qualify to move up to a higher status level; (i1) requalify
for those status levels and prevent being demoted; and (ii1) qualify to receive
“Royalty Override” and “Production Bonus” payments from Defendants. These

product purchases are made as payments to participate in the Herbalife operation
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rather than in response to actual retail demand for Herbalife products.
Product Purchases Are Required to Advance to Higher Levels

136. To advance from the lowest status level, “Distributor,” to any of the
status levels providing a higher discount, an Herbalife participant must make
substantial wholesale product purchases from Defendants and/or recruit downline
participants who will make substantial wholesale product purchases from
Defendants.

137. For example, reaching the status of “Supervisor” requires wholesale
product purchases totaling a minimum of 4,000 Volume Points. An order totaling
4,000 Volume Points costs roughly $3,000 and would entail a large amount of
Herbalife product. As an example, the following would represent a 4,000 Volume

Point order sufficient to qualify a participant as a “Supervisor”:

SKU Description Qty Volume Volume
Points Each Point
Total
3106 Formula. 1 shake mix canister 16 3275 524,00
(30 servings)
0365 | Protein bar deluxe (14 bars) 32 13.22 423.04
boxes
1188 | Herbal aloe concentrate (half gallon) 8 92.55 740.40
0106 | Herbal tea concentrate (3.5 0z.) 16 34.95 559.20
3115 | Formula 2 multivitamin (90 tablets) 16 19.95 319.20
3123 | Formula 3 Cell Activator (60 tablets) 16 21.95 351.20
3277 | Lift-Off (30 tablets) 16 47.70 763.20
1415 Herbalife 24 — Prolong canister 2 41.60 332.80
(37 0z.)
TOTAL 4,013.04
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138. It is impossible to reach the highest status levels of Defendants’
compensation program—“Global Expansion Team,” “Millionaire Team,” and
“President’s Team”—without recruiting new participants who collectively
purchase large quantities of product. Under Defendants’ compensation plan,
recruitment is required to reach these status levels.

Product Purchases Are Required to Requalify for Status Levels

139. Participants who obtain a particular status level must annually
“requalify” to retain that level or be demoted. Requalification is based on the
volume of wholesale product purchases by the participant and/or his organization.
To requalify as a Supervisor and retain his or her downline, for example, a
participant must accumulate another 4,000 or 10,000 Volume Points, depending on
the method of requalification.

Monthly Product Purchases Are Required to Qualify for Reward Checks
140. Participants who are eligible to receive “Royalty Overrides” or
“Production Bonuses” must also accumulate, on a monthly basis, specific volumes
of product purchases to “qualify” to receive those reward payments. An eligible

participant “qualifies” to receive “Royalty Override” and “Production Bonus”
reward payments for a given month by accumulating in that month a threshold
amount of “Total Volume” ranging from 2,500 Volume Points to 5,000 Volume
Points.

141. All of these volume requirements are based on wholesale purchases of|
product from Defendants. Defendants do not track what happens to the product
after a participant purchases it.

142. Higher-level Distributors who are eligible to receive reward payments
frequently buy Herbalife products in order to meet the thresholds for obtaining
these rewards, rather than to satisfy consumer demand. For example, analysis of
Defendants’ purchasing data reflects that, in the months in which participants at the

“TAB Team” levels—the highest levels in the Herbalife marketing plan—received
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“Royalty Override” payments, they frequently purchased almost precisely the
amount of product necessary to qualify for the payment.

143. These participants at the highest status levels who must make monthly
product purchases in order to earn recruiting rewards are the most robust wholesale
purchasers of Herbalife products. In the time period from January 2009 through
March 2014, such high-level participants purchased on average almost eight times
as much product per person as participants at the lowest level of “Sales Leaders”
(Supervisors), who by and large were ineligible for such recruiting rewards.

144. This purchasing behavior reflects an excessive emphasis on
purchasing product for the purpose of qualifying for recruitment rewards.

CONCLUSION

145. In sum, Defendants’ compensation structure incentivizes Distributors
to purchase thousands of dollars of product to receive recruiting-based rewards and
to recruit new participants who will do the same.

146. This results in the over-recruitment of participants and the over-
supply of Defendants’ products and exacerbates participants’ difficulty in selling
Herbalife products for a profit.

147. Participants in a business opportunity should have some reasonable
prospect of earning profits from reselling products to customers. However, most
Herbalife participants earn little or no profit, or even lose money, from retailing
Herbalife products.

148. In the absence of a viable retail-based business opportunity,
recruiting, rather than retail sales, is the natural focus of successful participants in
Defendants’ business opportunity.

149. Thus, participants’ wholesale purchases from Herbalife are primarily
a payment to participate in a business opportunity that rewards recruiting at the

expense of retail sales.
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VIOLATIONS OF THE FTC ACT

150. Section 5(a) of the FTC Act, 15 U.S.C. § 45(a), prohibits “unfair or
deceptive acts or practices in or affecting commerce.”

151. Misrepresentations or deceptive omissions of material fact constitute
deceptive acts or practices prohibited by Section 5(a) of the FTC Act.

152. Acts or practices are unfair under Section 5 of the FTC Act if they
cause or are likely to cause substantial injury to consumers that consumers cannot
reasonably avoid themselves and that is not outweighed by countervailing benefits
to consumers or competition. 15 U.S.C. § 45(n).

COUNT 1
Unfair Practices

153. Asalleged above, Defendants promote participation in Herbalife, a
multi-level marketing program, which has a compensation structure that
incentivizes business opportunity participants to purchase product, and to recruit
new business opportunity participants to purchase product, in order to advance in
the marketing program rather than in response to actual retail demand.

154. Defendants’ actions cause or are likely to cause substantial injury to
consumers that consumers cannot reasonably avoid themselves and that is not
outweighed by countervailing benefits to consumers or competition.

155. Therefore, Defendants’ practices as described in Paragraph 153 above
constitute unfair acts or practices in violation of Section 5 of the FTC Act, 15
U.S.C. §§ 45(a) and 45(n).

COUNT 11
Income Misrepresentations

156. In numerous instances in connection with the advertising, marketing,
promotion, offering for sale, or sale of the right to participate in the Herbalife
program, Defendants have represented, directly or indirectly, expressly or by

implication, that consumers who become Herbalife Distributors are likely to earn
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substantial income.

157. In truth and in fact, in numerous instances in which Defendants have
made the representations set forth in Paragraph 156 of this Complaint, consumers
who become Herbalife Distributors are not likely to earn substantial income.

158. Therefore, Defendants’ representations are false or misleading and
constitute deceptive acts or practices in violation of Section 5(a) of the FTC Act,
15 U.S.C. § 45(a).

COUNT 111
False or Unsubstantiated Claims of Income from Retail Sales

159. In numerous instances, in connection with the advertising, marketing,
promotion, or offering for sale of the Herbalife business opportunity, Defendants
have represented, expressly or by implication, that consumers who become
Herbalife Distributors are likely to earn significant full-time or part-time income
from selling Herbalife products at retail.

160. In numerous of these instances, the representations set forth in
Paragraph 159 are false or were not substantiated at the time the representations
were made. Therefore, the making of the representations set forth in Paragraph
159, above, constitutes a deceptive act or practice, in or affecting commerce, in
violation of Section 5(a) of the FTC Act, 15 U.S.C. § 45(a).

COUNT IV
Means and Instrumentalities

161. By furnishing Herbalife Distributors with promotional materials to be
used in recruiting new participants that contain false and misleading
representations, Defendants have provided the means and instrumentalities for the
commission of deceptive acts and practices.

162. Therefore, Defendants’ practices, as described in Paragraph 161 of
this Complaint, constitute a deceptive act and practice in violation of Section 5(a)

of the FTC Act, 15 U.S.C. § 45(a).
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CONSUMER INJURY
163. Consumers have suffered and will continue to suffer substantial
monetary loss as a result of Defendants’ violations of Section 5(a) of the FTC Act.
In addition, Defendants have been unjustly enriched as a result of their unlawful
acts and practices. Absent injunctive relief by this Court, Defendants are likely to
continue to injure consumers, reap unjust enrichment, and harm the public interest.
THIS COURT’S POWER TO GRANT RELIEF
164. Section 13(b) of the FTC Act, 15 U.S.C. § 53(b), empowers this Court|
to grant injunctive and such other relief as the Court may deem appropriate to halt
and redress violations of any provision of law enforced by the FTC. The Court, in
the exercise of its equitable jurisdiction, may award ancillary relief, including
rescission or reformation of contracts, restitution, the refund of monies paid, and
the disgorgement of ill-gotten monies, to prevent and remedy any violation of any
provision of law enforced by the FTC.
PRAYER FOR RELIEF
Wherefore, Plaintiff FTC, pursuant to Section 13(b) of the FTC Act,
15 U.S.C. § 53(b), and the Court’s own equitable powers, requests that the Court:
A.  Enter a permanent injunction to prevent future violations of the
FTC Act by Defendants;
B.  Award such relief as the Court finds necessary to redress injury
to consumers resulting from Defendants’ violations of the FTC
Act, including but not limited to, rescission or reformation of
contracts, restitution, the refund of monies paid, and the
disgorgement of ill-gotten monies; and
C.  Award Plaintiff the costs of bringing this action, as well as such
other and additional relief as the Court may determine to be just

and proper.
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Respectfully submitted,

DAVID C. SHONKA
Acting General Counsel

Dated: July 15,2016 /s/
JANET AMMERMAN
CHRISTINE M. TODARO
DANIEL O. HANKS
LAURA SOLIS

Attorneys for Plaintiff
FEDERAL TRADE COMMISSION
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8 HERBALIFE

Success Training Seminar
Miami, Florida

June 22, 2013

-

President's Team Member 2 diamonds 15k

For aimast esght yearns, Michael Burton and his wile, Michelle, owned a smoll chan of wsed-car lols. twas a
tough business, and 70 10 80 hours O week was typical for Michoel. “ Tell Tke | was mamed 10 the cor 101" he
remembers, "Deaing with employees and salesmen fell like running on adul! day.care center, We ended up
going bankrupt, but that turned cul 1o be he Dest thing Mat could have happened o us.”

“We ware making aoout $7,000 a manth at the cor lofs ™

“My wife's parents, James and Cargle Wood, nroguced us 10 Harballe, ond James enc owraged me 1o sign
v with him, | was totally against the Idea and didn'! wan! 1o have anything 1o da with it." Michael admits, “but
he ana Carole invifed me 1o a Success Traning Seminar arnyway, Alter | got back home, | 1oid Michese that I'd
just found what we weare going 1o be daing tor the rast of our livesl’

The next day they became Detributons and the day alter, Supervaors

“The anly way 10 be succeassiul & Dy having a speciic goal” reminds Michael, “and by veng the products, | loar
44 pounds in the tist two months and wen! Yom a s2o 40 walst back 10 a 32, Can you beleve | thought! | wos
ondy 15 pounds ovarnweigh!? Now tha ifestyle & truly iIncradible, anjoying linancial freedom travaling the world

HOTEL MARRIOTT AIRPORT Miami
1201 NW LEJEUNE ROAD, MIAMI, FL 33126
Saturday 23 : 7:30am - Production Team & Pre-meeting
9:00am - HOM [Herbalife Opportunity Meeting) FREE
11:00am - Lunch
12:00-3:00pm - Seminar (Distributors with ticket only)

STS TICKETS ONLY VIA PAYPAL ACCOUNT: animejia3@gmail.com DEPOSIT AND SEND TEXT ONLY TO
CONFIRM NAME + # NUMBER OF TICKETS TO: Adriana Mejic & Rod Disanto (784)218-284
For oll vpdates and Information about STS Facebook Group: STS English South Florida

Pre-sale until Wednesday June 19 1XS30 or 4XS100 US, Ticket at door 540 CASH ONLY
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A |
EVENTS (RETAINING) =

+ Our ultimate goal with everything we do in our precess is getting people
plugged into the Herbalife Event Calendar (LDW, FSL,
EXTRAVAGANZA, etc.)

- Emphasize the importance of events since day one.

+ Create individual goals as well as Team goals about how many people
we will have at the next big event. (Last year we had over 400 at our
EXTRAVAGANZA)

- Demonstrate the benefits of qualifying for everything and encourage
your team to do the same. (VIP, HERBALIFE PROMOTIONS)

Work you Busmes e

Comnré
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e of PLUGGING IN

MOST IMPORTANT: If YOU do not plug
- There is a DIRECT CORRELATION between the amount of peaple 1, Your Eeogle will not plug in!

ou bring to an event and your position in the Herbalife Marketing " :

lan! Invest time, money, and energybin to learning Youe products  (You will learn how important attendance at events are as soon as
?lf]d yollljr}busmess and it will pay yod back a thousand times over ~ You start growing an organization!)

iterally).

= Your people (downline) need the training and information that you
cannot give them. Itis lmgossmle to explain (or re-create) the
excitement and impact of 300, 400, 500+ people in a room, all
excited and talking about their results and how Herbalife has
changed their lives.

+ Credibility. Exposure to others (other than their inner circle) in
the business, expecially the $$ earners makes more of an impact
on a new person. It broadens the vision and allows people to see
the ‘big picture.’

* Belief. Seeing people and attendin%tr_aininﬁs monthly, qualifying
for promotions and events cements belief. Not just in the
comﬁany or the business, but in ourselves and our own abilities to
do the business.

* The “AHA MOMENT.” When i)eople attend big events, esEecially
corporate events, this is usually where the “AHA” momen
happens. Someone says just the right thing, in %ust the right way
and it clicks.....and changes everything for a distributor. Part

timers turn in to full timers, dreams are validated and cemented,

understanding is deepened, and commitments are made. Talk to
any successful Herpalifer and they will all tell you this. Don’t
reinvent the wheel...get the training!!!

= Surround yourself with Positive people on the same path as you- it
DOES make a difference
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SPEAKER GUIDELINES
For use at all Herbalife® Events

Deadline for Speaker Selection of Topics: 6 weeks prior to scheduled event

Deadline for Submission of Speaker PowerPoint Presentations (PPT): 3 weeks prior to event

* This allows time for sales representatives, branding specialists and legal to review
and provide comments and feedback

* Please note that speakers who do not meet the deadline risk not being permitted to
use their Presentation at the event

Deadline for Submission of Talking Points (Presentations that take place without the use of
PPTs): 3 weeks prior to the event

* Please note that Speakers who do not meet the deadline risk not being permitted to
present

Guidelines for Submission of PPTs

* Presentations must be built using approved template(s), current logos and
trademarks, and approved nomenclature, such as those words used to discuss
Herbalife Independent Distributors and income opportunity®

* Presentations must include income and weight loss disclaimers as required2

* Please note that use of the images, quotes and video clips of others typically
requires the permission of the owner of those items based on their copyright
ownership. When in doubt, use images and video clips you have created.

* When using screenshots of social media pages that are either not your own and/or
feature the name, likeness or post of someone else, you must provide permission to
use and share their name, likeness and/or their post

il you do not have access to current or approved templates, logos and trademarks, or have questions concerning
nomenclature, please contact your regional sales team. They will be happy to send you these items.
i you need assistance to determine proper usage of disclaimers, please contact your regional sales team.
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* Please note that when including Mark Hughes or Jim Rohn quotes and images in
your presentation, they must be properly attributed. For Mark Hughes, always
include the following: Mark Hughes, Herbalife Founder and First Distributor (1956—
2000). For Jim Rohn, always include the following: Jim Rohn, Business Philosopher
and Motivational Speaker (1930-2009).

* Please note that any presentation of Herbalife® products should be based on the
current STS presentation in your region/territory3

* Please note you must submit substantiation for any earnings claims that cannot
easily be obtained from BizWorks. For example, this would include substantiation for
the following types of claims:

o Aclaim about your earnings, such as “I make more money now than | did as a
mechanic” or “I make enough money now to pay my rent”

o A claim about how a certain DMO has grown your business — for example, if
you want to talk about your earnings from your Nutrition Club, you must
provide written proof of your earnings, such as receipts for Attendee Fees

* Please remember to keep PPTs short; this will help you maintain an engaged
audience. A good number of slides to shoot for would be 10-20.

* Please keep lifestyle photos to a minimum. Instead, focus on the healthy and active
life you lead by providing images of you, your family and your friends. If you do
include a lifestyle image, such as a luxury car, your home, or a vacation, you must
include the income disclaimer.

* Please note your presentation must be complete when submitted. Please include all
video clips, quotes, and images you intend to use. Unfortunately, presentations that
are not complete will be returned to the Speaker and will not be approved until it is
reviewed as a whole, complete presentation.

Questions?

* Should you have any questions regarding these guidelines, presenting at the event,
or timing for review, please contact your regional sales team

*Obtain a copy of the current STS Presentation on MyHerbalife.com.
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Building Your
Business

STS Resource Center

Teach Members all they need to know
about the business opportunity with the
mother of all group meetings. The
Success Training Seminar (STS) is
designed to teach expert techniques for
achieving business success.

Target Audience: All Members
Estimated Length of Meeting: 1 Day
WHAT IS IT?

The Success Training Seminar (STS)
covers key components of the Supervisor
Workshop, HOM, QuickStart, and
Organizational Meetings, all during a one-
day training seminar.

GETTING STARTED

Priming Members for success will help
their business, and your downline, thrive.
Go the extra mile in preparing potential
Members by following the Success
Training Seminar Agenda.

Bring your Herbalife Career Books to help
with training and to use as reference. The
books offer an easy-to-follow blueprint for
success as an independent Herbalife
Associate.

* Herbalife Career Books
RESOURCES

Use the following resources as support
materials when conducting the seminar.

¢ HOM (PDF)

* HOM (PowerPoint)

e STS Product Training (PDF)

e STS Product Training (PowerPoint)
e Suggested STS Agenda

e Sales and Marketing Plan (PDF)

* Sales and Marketing Plan (PPT)

¢ Gold Standard

https://www.myherbalife.com/ed/en-US/pages/BusinessEssentials/BuildingYourBusiness/ApprovedTrainingsForMeetings/sts.html

172
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¢ Statement of Average Gross
Compensation
¢ Distributor Action Plan (PDF)

Video: MOJ Welcome Message
Video: Herbalife's Gold Standard

Centers for Disease Control Posters and
Assets

¢ Benefits of Weight Loss Poster
CDC/NIH v

* Benefits of Weight Loss Poster
CDC/NIH v.2

¢ Benefits of Weight Loss Poster
CDC/NIH v.3

» Final Guidelines for Using Weight Loss
Posters CDC/NIH

January Kickoff 2017 Presentations

» Jillian Addy "Testimonial Lead-Ins for
Live Meetings" (PDF)

e Amber Wick "Who's Who In Your
Business" (PDF)

* Mary Holloway "Qualify To Earn" (PDF)

¢ Part1-- Get And Keep (PDF)

e Part 2 -- POS and Documented
Volume (PDF)

¢ Part 3 -- New Programs And Tools
(PDF)

* Flow (PDF)

Herbalife Opportunity Meeting

D Approved Trainings for Meetings
D Global Nutrition Philosophy

D Herbalife Opportunity Meeting

en-US | 2/3/2017 9:17:26 AM | USSLCPRODWEB1S | MyHL | 2/3/2017 9:17:26 AM | 11.0.85

https://www.myherbalife.com/ed/en-US/pages/BusinessEssentials/BuildingYourBusiness/ApprovedTrainingsForMeetings/sts.html 22
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STS 100K in 2411

If you’re wondering how to boost your Herbalife business,

but you've yet to attend a Success Training Seminar (STS),
now’s the time! These crucial events provide you with the
skills you need to take it to the next level. After all, with the
right training, anything is possible, especially when it comes to
setting new records, like being the first region ever to reach a
billion dollars in sales!

That’s why the STS’s are the key to help make your business
grow, and to helping others achieve success. “STS’s are
enough to make a new person say, ‘| want to be part of this.
| can do this!’” says Mark Matika, Executive President’s
Team 15K member, who has been an Herbalife Independent
Distributor for more than 29 years.

“In 1982 we had the Supervisor’s Schools; they were monthly
trainings like the STS’s,” he says. “That’s when the first wave
[of growth] happened. Then the second wave came in the
’90s, and my income almost tripled. It was phenomenal. And
now, we are in the beginning of the third wave of Herbalife, so
all of you out there: You are in the right place at the right time!”

According to Mark, timing is everything. “This third wave has
started in 2010, and | want to give you some statistics just
to validate what’s happening in North America right now,”
says Mark. “In 2009, we only had 15 STS’s and about 7,500
attendees. And what we did, we built up to about 45 STS’s,
and had 28,588 people in attendance.”

“The new goal for this year is 100,000 people attending the
STS’s, and we’re going to pull that off!” affirms Mark. This is
an exponential growth that will make North America the first
region to achieve its goal and establish a new world record!

Why do the STS’s work so well?

“In an STS, people can feel the soul of Herbalife,” says Sergio
de la Cruz, Millionaire Team member, and one of Tampa’s STS
coordinators. “In these events, Distributors and prospects alike
learn and reinforce the basic concepts to grow their business.”

Since its first collective STS, in which local leaders joined
forces to create one big event, Tampa’s Volume has grown
54 percent. “Keep in mind that an STS is a team effort, so get

18 myherbalife.com TODAY
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involved with your local support system. If you work to make
your support system grow, your support system will work to
make you grow,” Sergio adds.

But what if there’s no STS in your city?

Then you have a tremendous opportunity. “The way this
works is you’ve got to start somewhere,” says Mark. “A lot
of people start in their home, they get a little group together,
and before you know it, they have an Herbalife Opportunity
Meeting, which works up to a QuickStart, until they finally
get an STS.”

If you don’t have an STS locally, Mark recommends going to
the one nearest you and learning from it, so you can start your
own. “Don’t panic and worry that ‘there’s not enough people
in my town; | want to be in a big city’. You can be in a town of
10,000 people and get a few President’s Team members right
in that town, so you are perfect, exactly where you are, as
long as you work with integrity.”

For more helpful resources, visit MyHerbalife.com.

How can
you build
an STS?

* Get connected to your
local Herbalife support
system by asking your upline
or reviewing the monthly training
schedule at MyHerbalife.com. You will find all

the information you need to contact other Distributors and
attend to their meetings.

* If you don’t have an STS locally, go to the one nearest you.
Visit the Herbalife Event Calendar at HerbalifeEvents.com
to find the most convenient dates and locations for you.

* Talk to the STS’s coordinators and get involved with the
event organization. Take some ownership and learn the
logistics until you can bring the knowledge back to your
area to start your own.

* Once you've coordinated and set up the next STS in your
city, establish a goal of attendance, and split the tasks
among your team.

* Finally, promote your event and invite as many people as
you can!

Also listen to these informative calls:

STS Catch the Wave Dates:
Momentum Calls 05/09/2011
(6:30 p.m. PST) 06/06/2011
Participants: 866-903-5314 07/11/2011
International: 706-634-5671 08/08/2011
09/06/2011
11/07/2011
12/12/2011

myherbalife.com TODAY

19
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ﬁ Facebook

Heather Gregg added a photo in Herbalife 2-4-1.

Heather Gregg
May 29 at 9:16am

This was posted by new presidents team member, Bill Garvey & reposted by Pres Team Lori
Baker.

THE pathway to advancing in the business can ONLY be done by attending the events and
bringing people with you.

Be SURE you have your calendar filled with the dates of all events first... then plan in everything
else around those dates.

Extravaganza is the BIGGEST and MOST IMPORTANT event to attend. Be sure you've made
your arrangements and have your ticket!!

This was posted by new presidents team member, Bill Garvey & reposted by Pres Team Lori
Baker.

THE EVENTS
FASTEST WAY TO GROW

dTe vople __ N

THE .

s Like  Comment
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From: "Herbalife Supplement" <usa@herbalifemail.com>

Sent:  Wed, 7 Oct 2015 22:03:44 -0400 (EDT)

To: <izaarvaldez(@yahoo.com>

Subject: We’re kicking oft October with two great announcements!

VIEW EMAIL ONLINE |[EN ESPANOL

New promotion. New qualifications. New rewards! Qualify now to earn up to $300 plus VIP Seating or
Preferred Seating at the January Kick-Off Events! Details

m
Bk ot

Tropical views and white sand beach await you! Qualify and indulge your senses at the stunning Hard
Rock Rivera Maya. Take advantage of October Double Volume to earn up to 5,000 Volume Points
toward this all-inclusive 2016 NAM Vacation of a lifetime. Continue qualifying now!

Level 1 now offers you even more rewards!
Meet qualifications for another three consecutive months to earn an additional gift!

Access the tracker to see how close you are to qualifying for October. Make a plan and achieve even more
success.

Track vour progress

Details

IV_00153
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Join us in Los Angeles and advance your success in 2016!

You have just a few more months left to qualify for this exclusive Future President’s Team Retreat
experience, so hurry! For $100, you’ll attend interactive training sessions, mix and mingle, and learn
stratcgics to take your Herbalifc business to the next Ievel. Sccure your spot today!

Purchase tickets

Details

=

October is the month to enhance your business!

Sharpen your skills and take your team to the next level. There is still time to purchase your tickets online for
select cities. Go to Herbalife Events.com for additional details and to see which incredible leaders will be
speaking at a city near you and other details.

Buy tickets

=

Make Cancun an event to remember!

The Early Bird tickets are now available for the 2016 Herbalife Honors. Plan now for March 16—-19 to learn
from the world’s top leaders, Herbalife executives and more. This will be an inspiring experience you won’t
want to miss!

Ticket details

Visit HerbalifeHonors.com for event details.

= 4

Share the inspiration and order CR7 Drive today!

Cristiano Ronaldo is driven to perfection. He provides his personal product testimony and attests to the
benefits of using Herbalife24® CR7 Drive! Watch clip

IV_00154
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Share the Drive Your Destiny video with your clients and order today! Order CR7 Drive

= o

Get instant access to your earnings

Now you can have your Herbalife earnings instantly deposited into your account with EFT Direct Deposit.
It’s easy and convenient. Go green and sign up on MyHerbalife.com.

ok

Business Tool of the Month!
The updated Success Training Seminar (STS) Product Presentation helps guide you through the
presentation of all Herbalife® products, including CR7 Drive, as well as their features and benefits. Use it at

your next organizational meeting to help new Members achieve greater success.

Download now

B

Be a brand ambassador and protect your business

Grow your business with CR7 Drive! Download all the approved assets today and read the CR7 Drive
advisory. It provides important guidelines regarding our relationship with Cristiano Ronaldo and how to
promote this great new product.

Read advisory
MyHerbalife
Volume

Order
Subscriptions

IV_00155
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From: Unspecified Sender

Sent:
To:
Subject:

-------- Original message --------

From: Herbalife United States <usa@herbalifemail.com>
Date: 04/08/2014 11:01 AM (GMT-05:00)

To: prodgersfl@yahoo.com

Subject: HerbalifeExtravaganza.com a€“ All things Herbalife Extravaganza just a few clicks away!
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April 10, 2014

Say Happy Mother's Day with Herbalife
SKIN Products

Give every mom on your list the gift of beautiful,
healthier, younger-looking skin with this special
promotion. Purchase three Herbalife SKIN 7 Day
Results Kits and receive a FREE silver Herbalife
SKIN branded cosmetic bag.

Learn more »

~ Order today »

The recent 8.2
earthquake in Chile
displaced thousands of
people, many without
basic necessities. The

Herbalife Family

Foundation is

responding and we

need your help.

Chicago in July... Early Bird Tickets now!

Learn more »
announceda

Countdown to 2014 Herbalife Extravaganza is on! Get your Early
Bird tickets now for just $90, and take to Chicago July 18-20 for
the biggest Herbalife event of the year.

Herbalife Summit
will take place
March 4-7, 2015
in Los Angeles, CA!

Qualifications »

Purchase tickets »
Visit HerbalifeEvents.com or call 866-866-4744 for event details.

Join the call to Build It Better

Join the call on Wednesday, April 16 at 6:00 p.m.
PDT to hear Brook Kirwin, Executive President's Team
20K, speak on Packaging Your Story: Part 2.

Important System
Downtime Notice

Herbalife systems will
be down for
maintenance and
upgrades from
Saturday, April 12 at
4:00 p.m. PDT to
Sunday, April 13
until 2:00 p.m. PDT

DiaI—in numbers »

Need a protein boost? Just add water

Herbalife Creamy Chicken Soup Mix gives you 16 g.
of satisfying protein with just 80 calories. Add hot water
and stir for the perfect anytime snack. Or, add less
water and make a delicious gravy.

wwwww

~ Order today »

RDG_04287
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Formulated to help hydrate and gently condition your
skin without the feel of dryness or stinging, Herbalife
SKIN Energizing Herbal Toner is paraben-free,
sulfate-free and dermatologist tested.

Founder's Circle and
Chairman's Club
Tours
| 90 Day Plan |
Various Cities
View schedule »

The stage is set for an inspiring April Leadership

Development Weekend near you, and the VIP qualifiers APRIL 2014
have been announced.
) Leadership
View VIP qualifiers » Development
=
& | Purchase tickets » Weekend
Visit HerbalifeEvents.com or call 866-866-4744 for Various Cities/Dates
event details. Purchase Tickets »
B s, R L R et JULY 2014
The DistributorNotification@Herbalife.com mailbox, Herbalife
referenced in Telemarketing Rule 28-F, was not Extravaganza
working properly. The problem has now been fixed. If Chicago, Tllinois
you had any issues sending an email to that address, S th’ it
please resend. S Bl Kl
July 18 - 20
Learn more »
Get Connected!
Follow What's

Happening at the
Herbalife Corporate
Offices. Check out the
latest announcements
and videos from
Herbalife!

ERERIERIER
in in fink in

This email was sent by: Herbalife International of America, Inc.
800 West Olympic Blvd., Suite 406, Los Angeles, CA, 90015, USA

Unsubscribe | Update Profile | Manage Subscriptions

RDG_04288
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Message

From: Kristin Fauth [Kristin Fauth]
Sent: 8/16/2013 5:13:21 PM
CcC: Bob Bogard; Saul Hernandez; Alex Topete; Cesar Rodarte

BCC:
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Subject: Extravaganza Early Bird Ticket Deadline is Monday!
Attachments: 2013 Extravaganza_Qual_usen.pdf

Importance: High

Hello Team Herbalife,

Extravaganza is less than two months away! Get the best price and purchase your $75 Early Bird tickets by
Monday, August 19thi

Ticket prices will increase starting Tuesday, August 20" - be sure to promote the $75 Early Bird tickets to your
entire team so they can save some $5$ when they secure their seats at the most incredible event of the year
taking place in none other than Las Vegas!

Visit the Extravaganza website now for all of your ticketing and hotel booking needs:
http://www.herbalifeextravaganza.com/northamerica/2013/las-vegas/

We can’t wait to see you and your entire organization in fabulous Las Vegas!
Thank you so much!

~Hugs from your North America Sales & Strategy Team™

Kristin Fauth | Sales & Strategy Associate Manager | North American Sales & Strategy Support

= | 950 W 180th Streel, Torrance, CA 20502
310 410 9600 x 22029| Direct 310 258 7109
Fax 310 258 7144 | kristinf@herbalife.com

www.herbalifeevents.com

Confidential HLF_031504
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*
LAS VEGAS
#

Herbalife Extravaganzo, the one weekend odventure that wortt stay in Vegos.
Celebrate, network and learn to build o more successhl business - and o heclihier
you - from top Herbalife Distributors.

2017 10 Aug

d from Oclober 2012 1o Sept

Qualification Perlod: July to September 2013

Open to ol Disiributors who purchase o ticket,

E’Em&éia %?a{sm@ %5;3 io 7,500 Eﬁmsﬁ Points

unin 7,500 Bors

$250 Cash, VIP Senting und Exclusive
iﬁ&fﬁgm du Solell T&am Dinner mizé Dance

The avend will be transiated indo Spanish, French, Busst sean and American Sign Language (ASLL
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Message

From: Kristin Fauth [Kristin Fauth]
Sent: 8/16/2013 5:13:21 PM
CcC: Bob Bogard; Saul Hernandez; Alex Topete; Cesar Rodarte

BCC:
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Subject: Extravaganza Early Bird Ticket Deadline is Monday!
Attachments: 2013 Extravaganza_Qual_usen.pdf

Importance: High

Hello Team Herbalife,

Extravaganza is less than two months away! Get the best price and purchase your $75 Early Bird tickets by
Monday, August 19thi

Ticket prices will increase starting Tuesday, August 20" - be sure to promote the $75 Early Bird tickets to your
entire team so they can save some $5$ when they secure their seats at the most incredible event of the year
taking place in none other than Las Vegas!

Visit the Extravaganza website now for all of your ticketing and hotel booking needs:
http://www.herbalifeextravaganza.com/northamerica/2013/las-vegas/

We can’t wait to see you and your entire organization in fabulous Las Vegas!
Thank you so much!

~Hugs from your North America Sales & Strategy Team™

Kristin Fauth | Sales & Strategy Associate Manager | North American Sales & Strategy Support

= | 950 W 180th Streel, Torrance, CA 20502
310 410 9600 x 22029| Direct 310 258 7109
Fax 310 258 7144 | kristinf@herbalife.com

www.herbalifeevents.com
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LAS VEGAS
#

Herbalife Extravaganzo, the one weekend odventure that wortt stay in Vegos.
Celebrate, network and learn to build o more successhl business - and o heclihier
you - from top Herbalife Distributors.

2017 10 Aug

d from Oclober 2012 1o Sept

Qualification Perlod: July to September 2013

Open to ol Disiributors who purchase o ticket,

E’Em&éia %?a{sm@ %5;3 io 7,500 Eﬁmsﬁ Points

unin 7,500 Bors

$250 Cash, VIP Senting und Exclusive
iﬁ&fﬁgm du Solell T&am Dinner mizé Dance

The avend will be transiated indo Spanish, French, Busst sean and American Sign Language (ASLL
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Message

From: Kristin Fauth [Kristin Fauth]
Sent: 8/27/2012 12:07:19 PM
CC: Michael McKee; Bob Bogard; Saul Hernandez; Alex Topete; Cesar Rodarte

BCC:
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Subject: RIDE THE WAVE CALL TONIGHT: Monday, August 27th at 6:30pm PST

Importance: High
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Hello Team Herbalifell

Reminder: RIDE THE WAVE CALL

Toll-Free: 866-394.0693
International 706-634-5571

Ride the wove to Extravogonin 20121
Level Ten Herbalife Leaders sharing 575 sugcess
secrets to take your business to Level Tend

Ride the momentum of the Herbalife 578 Wave!

Confidential HLF_050720
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sacrm m m!m y@m mzm es s m.m e T& i
R:cie the mam&nwm of the Hﬁf‘bak e &?‘S Wave!
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Thank you!! We look forward to having YOU and your Team on the call!

Please forward this message to ensure your Team dials iniil
{This message has been emailed to World Team and abovel}

Kristin Fauth | Sales & Strategy Associate Manager | North American Sales & Strategy Support

= | 850 W 190th Street, Torrance, CA 90502
310 410 9600 x 22029| Direct 310 258 7109
Fax 310 258 7144 | kristinf@herbalife.com

www.herbalifeevents.com

PR wou wish to opt out of receiving further emuolls, please respond with "Do Not Send” in the subject line. Thank you™?

Confidential HLF_050722
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COMPOSITE
EXHIBIT 1



™
{ it )
% .-:.-HLH'I- 4

% r

™

AGENDA

G:00am Production Team & Fra-
meating

7:30am Speakers Meeting
8:30.9:45am Leadership Section
[Supardsor and up)

Doors Close at 8:45am

10:00am HOM Free For Guest Only
12:00pm Lunch

12:15-3:00pm Seminar (members
with entry fea only)

Special VIP Seating and

Treatment

«To gualify for VIP for this STS s
10,000 Personal Volume Points in
the manth of July 2016

« To SEAT VIP:

MUST EMAIL PROOF (take a
picture of your name and July's TVP)
to miammpsts@gmail com

0 LATER THAM August 3=

Like us o

facebook. miam sTs

=@

NEXTEVENTS
5TS Septird

Case 2:18-cv-07480-JAK-MRW Document 202-16 Filed 11/12/19 Page 2 of 11 Page ID

#:5076

MIAMI, FL
Success Training Seminar

August 6™ 2016

Karim Ali

Millianaire Team Membar

Defore Herbalife | was an over worked Sports Director with very poor eating

“habits. | was a personal trainer by day and a struggling Hip Hop Artrst by

night. Working cons:stenthy thieen to fifieen hours per days, it was stil
difficult io meat all axpanses: In Oclober 2012 | decided Lo sian taking
Herbalfe Mutntion. The tea gave me an amagzing burst of energy and the

soookies and cream shake was so delicious. After attending Extravaganza, |

jumped on the Herbalife 24 hne. and started seeing drastic changes in my

" body-almost instantly. Along with my amazing transformation. managing to

drop my bedy fad by 10% and a total gain of 39(bs of lean muscle mass, my

.:famwy started getting outstanding resulis as well  All of it led to match my

income in onaly two months without really understanding the business fully
Just by recommending the nutntion to my circle of influence and my local

| community, | was generating over S4000 extra. In January 2013, after another
| amazing evenl, | was so blown away by the testimonies that | decided ta quit

my job and take this business to the next level

Venue:
Double Tree by Hilton Hotel Miami

Airport & Convention Center
Room: MAAC
711 N.W. 727 Avenue, Miami, Florida, 33126

®

DOUBLETRE

STS Entry Fee:
Pre Sale: 4X5100 or 1x830 or 540 at the door {cash only)

Bl Ilambhass Axsslbidas sokidkass ke scsnlelisisd ol scacib = ikls ool
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Phoenix, AZ STS

Global Expansion Team
Fisture Prosidemt’s Toam Cuealifisr

Maigan Graham

Biefore Herbalife | was on the collepe éaxlingf drinking plan
with no enerey & dally migranes, In 6 weeks | kost 211bs
with MO exercise! apmred by my resuhs, my fnends &
Fuirtily began ihe produces too, Once We reslioed how [He
champng these prodiscts and buasiness OppEtunity were I gqun
my anternship (0 the stafes attomeys office and decided dich
low schosd 1o pursue 1he Ferbadil basmess apportunely full
time! My first check was 561 and two YVEATE kater | carn o%er
ST + every single month! 1"ve treveelad with the company
andd traimed ol over ihe LFS and m Poero Rico—— | love the
Herbalile healihy- Active FEEEDOM hifestyle. 1 work hasder
on piyself nnd care more abowt othess resulis thon money. |
pause b pratiiede and pinch mysell everyday.. | can hardly
e lseve what can be created with the simaplicity of Herbalife
in two short vears! | am becomang o belter verston of oyseli
& enjoying every step of the joumey 1o Fomela®s Circle? ['m
in fisr life!

W/ HERBALIFE

February 22", 2014

Location
LOCATION CHAMNGE

oubleTree by Hilton Phicais-Temps
2100 5 Pricsi Dnive, Temmpe AF 85252

Agenda

B:t5am = 8:15 am TAB &WT Masling

To0darm — 11:508m  HOM & Product Traimng"

"FREE 1z youir Gossy
12000 — 4 00pum Sutoess Traimirg
Price

$30.00 - Onkina Advence Tickets
(weaewy ThePhooninS TS oom)

40,00 = & Doar

Vil ThaPhoenaSTS com o pre-nsgatar

www. ThePhoenixSTS.com

bfahimyg e warhl Bealipis
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- R ERBALIFE
Success Training Seminar
Miami, Florida

June 22, 2013

President's e ember_2 Iumbncls 15k

Far alrmaost esgh! yean, Michoe Burfon and kil adle, Michello, ownod o smoll civor of vtéd-coar ol B wod o
|C'u..'g]"| Dimess, and 70 o BD haury @ wsak wil |'y|:-iﬂ1’,!| T NGRSl Y1 Tall Gleg 1 wos e [ Fhao Sar bs1,” e
FErmg i, "Dﬁ-ﬂ%ﬂg wilh 2ol Dy EE aivd fosaanen 181 ke rurming an aaul day-Cara canles, We anded ug
asing bankre, bul ihal furned oul 16 be e Dest hing Mial eould hove happened fo v

“Who werd mMakdng aoaur 37 000 o month al the car ol ™

"My wile'§ porandd, Jamot ond Cangla Wood, niroducad vl 1o Berbiale, ond Jamees ancooiagad i Lo tign
g wilh Hirmy, | was fekally agoindd (he Ided and diddn’ ! wand be b oripthing 1o o eattil " Mic hasl adedity, "Bt
e ard Coaroie nvibed mae te o Sueceis Traming Semuinar orneway, Alter | ool back homa. | 16id secheda that I'a
just taund winal wo wds gairg 1o Be dalng lor 1ha rast & gar lvasl’

Tha next choy ey Becoend Detibutons ond e dery alier, Jupervson

“Thaa anly wiry 10 ba suceniiul By hoving A ipeciic ool reminds MIChasl, “and By veng the producis, 1o
44 pomatycls i ths ) Beig men bl and want om a win 40 wall! Dack e a 33, Can yoaw belgve | Ihdoghl | wpd
oy 15 pounds ovamsalighl 2 kicve T ITashyln o Bruly I ri ik, fargoying linonciol ireedom fkovaling 1B world

HOTEL MARRIOTT AIRPORT Miami
1201 NW LEJEUNE ROAD, MIAMI, FL 33126
Saturday 23 : 7:30am - Froduction Team & Pre-mieeating
7:00am - HOM [Herbolfe Dpporiunity Meefing) FREE
| 1:00am - Lunch
12:00-3:00pm - Seminar |Distibutors with ticket only)

575 TICKETS ONLY ViA PAYFAL ACCOUNT: anime l.com DEPOSIT AND SEND TEXT ONLY TO
CONFIRM NAME + # NUMBER OF TICKETS T0: Adricna Mejia & Rod Disanto (784)218-284

Fnt oll vpdates and Inlormation aboul 573 Facebook Group: 5T5 English South Florida

Pre-sale until Wednesday June 17 1X530 or 4X5100 US. Ticket at door 540 CASH ONLY
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| December

Success Training Seminar

- —

HERBN'“:E g

Special Guest Speaker

December 12th 2015

Tickets are $30

Price valid thru December 10th 11:59 P.M.
Boston Marriott, Burlington Mass

BostonS1TS.com

D poian wplaratie 30 i w0k [or exemples) degrcoed e net svemuie For sveuagr St periseanee dara oee e Siaiemiens of Aveage Gross Congenston prnd Ter Elebabde o0 bnpClerbsisle con ead MyHntabie oo
Designed By Jasoen M, Brown of JMEB Media Group
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W "lllﬁhllllli I|||_

Ad'rmed’ fméa‘ 350 or 840 af the door

AY 18™ 201

-

By t efime t ey were out of college and working in the real world, 7:15 to 8:30am: Production setup
Mike and Laura Curtis had about $40,000 in credit-card and -
student-loan debt. Every month, they made the minimum payments. 8:30 - 9am: Leadership/Speaker
Mike remembers, "We had decent paying jobs, but we were living meeting
paycheck-to-paycheck.”

After Mike's brother told him about Herbalife's tantastic products 9am to S:45am: World/TAB Team
and business opportunity, Mike decided to see what the Herbalife leadership meeting
Business Opportunity had to offer. "l was very negative and

skeptical about it," Laura admits. "Thank goodness Mike didn't listen 10am to 12pm: HOM-Herbalife
to me." Opportunity Meeting and Product

They both had great results using the products and when their
parttime Herbalife income reached $5,000 a manth, Laura guit her job
as a banker and Mike left his job in non-profit fundraising.

They work consistently to recruit new customers and Distributors,
lead focus groups, attend Success Training Seminars and work with
Distributors to make sure they're plugged into the Herbalife Training Seminar
system. Following their plan, the couple have made it all the way to
the President's Team. Laura exclaims, "We're are truly living our
dreams!”

training
*FREE to all invited!!

12pm to 4:30pm: STS= Success

* r Qualifications:
i {in March)
10345 Park Meadows Dr. Denver, CO 80124 A VIP Seating= 7,500VP
(303) 925-0004 Top Achiever's Dinner=10,000VP

Denver IMiarriott Selith @
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Tampa Bay STS |,

Both Markets = One Mega Event HERBALIFE

December 19, 2015

7am - Production Team Mtg
8am - World Team Workshop
Sam - Supervisor School
10am - HOM (free for guests)
12pm - Lunch Break

1pm - General Session

***NEW VENUE***

Hilton Tampa Westshore
2225 N. Lois Ave
Tampa FL 33607

Purchase Tickets
mpabay, O
Single Online Ticket: 525
Ticket at the Door: 530
Last Day Online Dec 17

VIP Experience
*New Supervisors that
qualiﬁad% MNovember

*Fully Qualified 5 5005
I:h;t had over 7,500 VP
In November

VIP QUALIFIERS BY DEC 17
——SUBMIT ONLINE——
www.sistampabay. waebly, com

Disney & Jorge de la Conception, Jr

20K Executive President’s Team

_fitcouple. Before Herbalife they wene working as Bartenders and models. Although
they weren't doing bad, they always dreamed of a better fubure and financial
fraadom, They found Herbalife through Jorge” parents and because of their resuits
started to take the products, They alwanys worked out and had an active [ifestybe and
even though they had potential to do the business but that never intesested them.
lorge especially didn't belleve in Herbalife as 3 business and thought it wias a scam,
Thery kept taking the products and became members with the purpose of geiting a
discount and wanted to some how help Jorge's parents wha had a very bad economic
situation. Littke by little, people were getting interested in the products without them
even promoting it and that's what opened their eyes to the business. Since the
mcment thisy decided towork the business they went full force and gave 100%. As a
result, in 6 months made their first cut to GET team and in just 9 months Bst cut to
Millionaire team, After dolng Herbalife for just 21 months they were able to reach
Presidents Team. along with forge’s parents|ii| The most important part ks that they
are able to stay at home with their kids and spend svery moment with them becaise
of the lifestyle they have eamed|  For us Herbalife has been the best thing that
coukd have happenad and we will be forever grateful for this compariy|™

www.ststampabay.weebly.com

January Kick Off

Th Wheston Lake Mary
2974 international Ploay
Lake blany, FL

January 16th
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i TN

158 Executive President Team Membar

Before Herbalife | was an slaciroencephalogram tech. | worked long hours and my
scheduls was unpredictablis dus to being on call 24/7. At age 26, | found myself 30
pouwnds ovenwsighi, fatigued, and lacked passion in the area of profession. Luckily
Herbalife was introduced fo me on Dec 2011, Allhough extremsly skeplical |
decided 1o give it a tny. | began taking the products and felt an increass in enargy
and lost 38 pounds i 2 142 months. My cowoskare, friends and family ware a8
floored by my resulis and they decided to jomp on board. Four months after | sagnad
wp | decided fo take & leep of faith, so | fired my boszes and put Nursing school on
hofd for life and it's been the bast decision I've evar made, Thanks to Herbalife my
fhwsband and | Bve a life of purpose. We are axiramety grateful to be pan of
something that creates joy and impacts the lives of 5o many.

Antas de Herbalife yo efa t&cnico en  electroencefalograma. Trabajaba lamgas horas
y &l horana era impredecible, siemgre estaba “on call 247, A la eded de 26, me
encontraka con 30 lbs de més. cansada y cere apasionada en mi area profesional.
Con swarte me presentzron Herbalife en Dic 2011, Con mucho escaplicssma dscidi
infentars, empeceé com los productos. senti mas energia y perdi 36 Ibs &n 2 meses
y madia. Mis compaheros, amigos y famiEeres estsban impresionados con mis
rasultades v decidisran unirse. 4 meses despuds de registrarme, dacidi dar un paso
de fe. Bl despsdir & mi jofe y parar mis estudios, y ha sido la mejor decisidn de mi
vida. Gracizs a HarbaBfe, junto con mi espaso wivimos ung wids con proposdo.
Estamos muy agradecidos de serparte de algo gue da febeidad & impacta s vidas
de tania genia

FIN DE SEMANA DE
LIDERAZGO
| Seimmis

PALM BEACH,

FIN DE SEMANA DE LIDERAZED |
LEADERSHIP DEVELOPMENT WEEKEND |

TAKE THE LEAD

LIDERA EL CAMBIO

Page ID

FL.

Success Training School
March 26, 2016.

AGENDA

Saturday MARCH 26™
T:00&am Producton Team
T:45 — B:30 Tab Team & &WT

B:00am — 3:00PM Harbalife
Cpportunity
Mesting & Training {Guests Frae)

2:00-4: 00pm Supsrvizar School
{Supervisar level and up)

HERBALIFE
NUTRITION
Independent Aembar Evant @@

Thig is 8 business svent, pdease dress
accordingly. Mo kids aSowed
Like ws on

PALM BEACH 575 n

Website: www. palmbeachsts.com
¢ HERBALIFEEVENTS

P‘Zg] Beach County
ConventionCenter

650 Okeechobee Blvd,
West Falm Beach, FL 33407

PARKING §5.00

Ny
2

LEADERSHIP

DEVELOFMENT WEEKERT




Case 2:18-cv-07480-JAK-MRW Document 202-16 Filed 11/12/19 Page 9 of 11 Page ID
#:5083

Fit Hour Training with Launa Rasch

D e n Ve r S TS 6pm— Tir::i'r-l{;:?t:?orkout

Tpm—8:30pm Fit Hour Training

N OV 1 0 2 0 1 2 Located at Health @
y 7901 E. Belleview, Suite 105

Englewood, Co, 80111

... o Featuring Launa Rasch

7:15 10 8:30 am fore* a0 N
Frouction set Up ik h"‘

Fat 45.1%

Launa remembers starting her first diet at age 10 and dieting her way up
to 245 |bs after college. After attending a local opportunity meeting, she
decided to give the products a try.  She immediately fell in love with the
products and got incredible health results.

Wiithin 3 weeks she attended her first STS and that help launch her
business to making over $8,000 a month within 90 days. Launa says,
“We keep things FUMN, SIMPLE & MAGICALl and are proud to VWEAR
THE BUTTOMI Ve tied in our passion for fitness and our current DM O's
includes E‘-{-}FIT Bootcamp Challenges, Warrior Camp, shake parties and
social media, Herbalife has been ourvehicle of hope and we are so
grateful everyday for this incredible oppaortunity!”

STS Location oin denversts or
Denver Marriott South ugin senverses o0

O pemen coge
‘Denver, CO B0124. 14 Facebook

(303) 926-0004 ~ www.denversts.com Scan here =>
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EXECUTIVE PRESIDENTS TEAM MEMBER
Tim Hendricks

SATURDAY NOVEMBER 21, 2015
MIDWEST CONFERENCE CENTER
401 West Lake Street, Northlake, IL 60164

e his own

years and |

Send WP Proof 1o
3 Ways to Qualify:

1120 Web &+ 2500 VP

Tickets: $25 until Nov 17th - $30 at the door - Buy tickets at - www.ChicagoSTS.net
All members must purchase a ticket to attend. Guests are free until HOM is over.
No children under the age of 14, Thank you for your understanding.

O 2008, Chbcage ST5 LLC, All mudemsrks sad regntored melemaria appranag oo b e e the properry of thasr
Ty v T
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PALM BEACH,
December 20, 2014.

Success Training School

FL.

Karen
Feiger-Kolehmainen

AGENDA
Saturday DECEMBER 20TH

T:00am Production Team
B:00am Fre-Meeting (Sup. & up)
§9:00am — 2:30PM Herbalife
Oppartunity
Meeting & Training (Guests Free)

2:30-3:30pm Supervisor Schoal
{Supervisor leval and up)

Comgensation Paid by Herbalife ot

| was A lalenisd bul broke ariist whsn
| found Herbalfe It was @ recesssn
and everyans owed me money, | was
lnaking for a change, and wanbsd (o slay my own Doss

| ahways wanied o help people bul never knew how &0 when Horbalile came my way and
said they would irain me (o e succeasiul if | was willing o 9o just & few simple hangs, | ook
& very seriously! | mmediaiedy stared laking e products and got an incredible resull, which

YEMNUE:

PZE] Beach County
ConventionCenter

650 Okeechobae Bivd,
Wes! Palm Beach, FL 33401
PARKING 55.00

| 'warted to share with tho workd, | allanded a raming past lioe the success franing serminar |

will b al with a8 of you, and loved the posilive enésgy Thal day was lile changing | copeed
whal thay Eught me and pul it into action right away, and within a few months was abée to go
full ime widh Harbalife, My husband and | bve an Amazing life, with hard work, commitrment
and dedication o hefping ofhers, we have boen abde to design our lile, el the word, have

Like us on
PALM BEACH 3TS
Weobsite: www.palmbeachsts.com

carset lovel mcomo, create gur dream of living on the beach, and have he Ireedom o move

from Beautiful Los Angeles in Beawtiful Miami Basch st becauss we choss o

| Feel so grateful everyday for fhe priviege of bang a part of ths wonderful company, and
s mission 1o change the nuinBonal habds of the world

Yo era una ariisia laleniosa pers quebrada cuando enconké Herbalfe Eran bempos de
recesion y odo ef mundo me debia dinefo, Yo eslabd Duscando un CaMmbed y quUOna saguir
sisndo me proplo ede. Yo alempre guss syudir 8 s gents paro no sabla como . Cuando

Upcoming Eventﬁ;

January L=

24-25 ot
Daytona Beach Spectaculars

Bago la aportunidad de Herbalife y me dijeron que me capacitanan para s exitosa y a

cambio, yo 5ok lenia que ser enacfiable. Yo me lo tomeé muy on sero. Empers a flomar los
producios y tuve un resultado especiacular, &l cual guena compartic con lodo & mundo
Asisth a un seminano como &n o que comparire con usledes, ¥ me encanio la energia
pos#ive Ese da cambio mi wida, Cople o gue me ensefiaron v o puse en practica
nmadisiamanis. En l@an solo unos meses ya me dedicaba bempo compleio o Herbalkfae

Junty eon mi espos0 vivimod una vida espectaculer gue con babajo. compromise
dadicacion de ayudar & obros, hemos podido dsefiar nuesira wida, viajar por &l mundo, lener

R TABLET PROMOTION

AT P e — i iy
g it e il
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Amber & Jason Wick

Walking out of their favorite Vietnamese
restaurant, Amber and Jason Wick
ran into Craig, an acquaintance from
their old job, whom they hadn’t seenin
years. They greeted one another, happy
to meet again. Jason asked, “How are
things at work?” Craig looked down at
the ground, as his smile faded. Quietly
he told them about the last round of
layoffs. Then his face brightened as
he noticed something different about
them. “You guys look great, he said.
“What are you doing now?” “Herbalife!”
the couple answered.

The look on Craig’s face said
everything, but he wanted to know
more: “| thought you two just went to
another company. You’re no longer
engineers?” “Nope,” said Jason.
Amber made it clear: “Exhausting work
weeks; we had no time to be with each
other.” “We were tired, stressed out
and overworked,” explained Jason.

“So, how did you get into it?” Craig
asked. Amber told him, “A friend
introduced us to Herbalife and we fell in
love with the products.” Craig nodded,
and Jason continued, “But we couldn’t
help notice the opportunity in front of

us. We quit our old jobs, and it was
the best decision we ever made.” Craig
waved through the glass at his family
sitting inside the restaurant and said,
“Well, my wife and kids are waiting.”
“Well, good seeing you, Craig,” they
replied. Craig said goodbye and walked
into the restaurant. A warm wind blew
as Amber smiled up at Jason. He put
his arm around her and they went for
a short walk before getting back in
their car to drive home.

Today, Amber and Jason Wick run
an extremely successful business full
time. They replaced their high-paying
engineering incomes with something
even better, and enjoy the time they
now share.

When asked what the couple would
like other Distributors to know about
how they achieved their success, they
responded with: “Our team’s spirit is
very important. We do things like rent
buses to bring them to events. We
also make t-shirts and hats for our
team. But beyond that, we help them
with their own business whenever we
can. They know we’re looking out
for them.”*

*Incomes applicable to the individuals (or examples) depicted and not average. For average financial performance data, see the
Statement of Average Gross Compensation for U.S. Supervisors at www.herbalife.com and www.myherbalife.com.

QUALIFIED SEPTEMBER 2009

e Attend every event
possible.

¢ Bring as many people
as you can.

¢ Qualify for everything
you can at events.

“Our thriving Herbalife
business replaced our
two corporate America
incomes.”

myherbalife.com TODAY 23
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'@ fitcouple Following

3,009 likes

fitcouple A friend recently told us that a
warrior always keeps his sword sharp!
That means no matter the level or the
success we must continue to learn in
order to grow as a person and in
business.

Super excited for this Saturday's event!
For those of you serious Herbalife
Distributors in Miami, I'll tell you like we
tell our team; Events/Trainings are non
negotiable! We hope to see you there!
To buy tickets (link)
Www.StSmiami.com

mynewgreenlifestyle Muy cierto (-

mimialvarado1 So one has to pay to go
the events? @fitcouple

fnky_highenergy %
a_n_a_2_3 @W.,
suarezgisselle [0 0 i

calkkacaca Mual oc la direrrinn?
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Speaker/MC Meeting, Set-up

* Engage all production team members
* Re-iterate key points from set-up calls
e Set intentions for the day; philosophy
* Any additional set-up thoughts

7:30am - 8:30am

9:00am - 9:45am

9:45am - 10:00am

10:00am - 10:05am

10:05am - 11:05am

11:05am - 12:05pm

12:05pm - 12:20pm

12:20pm - 12:50pm

12:50pm - 1:50pm

W) HERBALIFE.

0:60

0:45

0:15

0:05

0:60

0:60

0:15

0:30

0:60

TAB/World Team Meeting

* Focus on leaders to engage in the event, to be present, help
with leadership skills, to understand the “Cycle of Success”

e Connect with leaders from the region to determine which topics
to cover throughout the day

Open Doors, Welcome
* Open day, engage the room, welcome
*  What to expect from today

MOJ Welcome Video

HOM

* Confidence in the Company

* Share success stories

*  Use most-updated HOM slide deck and videos from
www.myherbalife.com

* Product and Income stories are a key piece- ensure we are
teaching story guidelines for compliant and appropriate shares

End with Guest Speaker Story (10 minutes)

Product Training

*  Cellular Nutrition, Weight Management Programs,
Herbalife24™ Herbalife SKIN®, Targeted Nutrition

*  Use most-updated Product slide deck from
www.myherbalife.com

Next Event Ticket Sales & Promotion

* Promote the 90 day plan, next event

*  Who do you know? Who will you bring?

e Teaching everyone to think about new clients and new team
members over next 30 days and who they will invite and bring to
the next event

Shake Break

Marketing Plan & Recognition
*  Marketing Plan levels
* Recognition and Marketing plan advancement since last event



Retail, Recruiting, Follow-up, Retention

* Show different ways of retailing, recruiting and retaining

* Potential use of panel to demonstrate invitation —presentation —
decision; show different DMO’s

* Keep messages broad so everyone can relate, understand and
duplicate

1:50pm - 2:35pm 0:45

Leadership, Team Building, Ethics, Personal Development

* Demonstrate how Leaders mentor, build their business, use
personal development

* How to create leaders in your organization

2:35pm - 3:35pm 0:60 *  Why Herbalife! Why NOW!

*  Why itis important to do it ethically

» Leaders in each region can decide whether to focus on personal
development and/or any topics that featured speaker(s) wants
to focus on

Events/Promotions, Action Steps, Close the Day
* Key piece: next steps, next meeting (STS, LDW)
3:35pm - 3:50pm 0:15 » Strive to qualify for everything, consistency, plugging into the
Cycle of Success and bringing people with you to the next
events!

Recognition of Speakers & Production Team

3:50pm - 4:00pm 0:10 . It takes a team!

&) HERBALIFE.
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