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Help is Never Far Away! 
In the United States: 
Watkins Incorporated 
Attn: Person and/or Department 
150 Liberty Street, P.O. Box 5570 
Winona MN, 55987-0570 
Mail Orders – Attn: Order Dept.  
 

In Canada: 
Watkins Incorporated 
Attn: Person and/or Department 
277 Hutchings Street 
Winnipeg, MB R2X 2R4 
Mail Orders – Attn: Order Dept.

Watkins Incorporated Contact Numbers: US & Canada 
 

 
Upline support system 

Purpose US Telephone 
Number 

Canadian 
Telephone Number 

Hours of Operation 

Telephone Orders 1-800-Watkins 
(928-5467) 

1-800-Watkins 
(928-5467) 

Monday-Friday 7:00 a.m.-6:00 p.m., CT 
Last day of the month (Monday – Friday) 7:00 a.m.- 
8:00 p.m., CT 
Saturday 8:00 a.m.-4:00 p.m., CT 
After business hours, please use our order entry recording 
system. 

Customer Service 800-243-9423 800-267-1454 or 
204-477-0050 

Monday-Friday 7:00 a.m.-6:00 p.m., CT 
Last day of the month (Monday -Friday) 7:00 a.m. - 
8:00 p.m., CT 
Saturday 8:00 a.m. – 4:00 p.m., CT 

Support Hotline 507-457-3143 204-477-0022 (US) Monday-Friday 7:30 a.m.-4:30 p.m., CT 
(CA) Monday-Friday 8:00 a.m.-4:30 p.m., CT 
For product, policy, or procedure questions after 
hours, please leave a message on our recording 
system. 

New Membership 
Sign-up 

800-928-5467 800-928-5467 Monday-Friday 7:00 a.m.-6:00 p.m., CT 
Last day of the month (Monday-Friday) 7:00 a.m.-  
8:00 p.m., CT 
Saturdays 8:00 a.m.-4:00 p.m., CT 

24 Hour Fax 507-452-6723 204-477-0011 or  
800-265-8692 

 

Corporate Office 
 (General Inquiries) 

507-457-3300 204-477-0022 (US) Monday-Friday 7:30 a.m.-5:00 p.m., CT 
(CA) Monday-Friday 7:30 a.m.-5:00 p.m., CT 

Pour le service en 
Français 

 888-790-6222 Monday-Friday 8:00 a.m.-4:30 p.m., CT 

Web site Ordering www.WatkinsOnline.com Monday-Sunday 24 Hours a Day 
(Except the last day of each month when the store is closed 
from 8:00 p.m. to midnight, CT.) 

   Sponsor  Upline Manager  Upline Executive 

Name 
     

Business Phone 
     

Business Fax 
     

E-mail 
     

Other Phone 
     



 

Assistance Online 
Watkins is proud to offer you support in a variety of ways whether it comes from your upline sponsor, 
Watkins corporate or someone in your upline’s organization…we’re always here to help.  One of the best 
support tools Watkins has to offer you is the www.WatkinsOnline.com website.  With a variety of online 
tools to support your business, you’ll think of this website as your ultimate reference guide.  

With Watkins Online you have access to: 

·  Online Catalog, which you and your customer can order from using your Watkins Independent 
Associate ID number. Every time they order online you receive a commission! 

·  Recipes for Watkins products to share with friends, family or anyone interested in Watkins 
products. 

·  Archived communications from Watkins. 

·  Access to reports to check your progress. 

·  Information on programs offered by Watkins to help you grow your business. 

·  Training articles on a variety of topics to help market your business however you wish. 

·  Downloadable forms, prospecting flyers and training pieces so you don’t have to re-create pieces 
to promote your business.  You can just use what Watkins has already created! 

·  Streaming audio on a variety of training topics. 

·  So much more. 

You’ll find a wealth of training information once you log onto www.WatkinsOnline.com by visiting the 
Business Bulletin section.  
 
We’re excited to have you on the Watkins Team and can’t wait to help you achieve your dreams! 
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Getting Started: 
Watkinize Your Life 
As a new Associate you can start your Watkins business even before your assortment arrives. Just take a 
look at a Watkins catalog and start thinking about the products you use everyday. Soon you’ll be buying 
those everyday items from yourself and supporting your growing business!  

Review your Assortment 
Take some time to review the contents of your assortment and get familiar with the products and 
materials Watkins has to offer to help support you in your business. Contact your sponsor upon receiving 
your assortment, and he or she will go over any questions you may have.  

Replace store brands with Watkins products 
Start the process of identifying products you use regularly in your home and replace them with Watkins 
products. During this process you will not only learn a great deal about the many great Watkins products, 
you will be supporting your business by buying from your own store!  

Develop product stories 
Develop your own stories to share about the impact Watkins products have had on your life.  Listen to the 
stories of other Watkins Associates for more testimonials.  All of these stories can be very effective for 
describing and selling the products.  

Place your first order for personal use products 
This is an important step. Order the products you need to become a “product of the product.” Watkins 
products are the foundation of your Watkins business. When you use the products yourself, particularly 
the daily consumables, you’ll gain confidence in them. You’ll have stories to share with others, and your 
enthusiasm will spill over into everyday conversation. You’ll be building your business everywhere you 
go! 
 
When you order from Watkins, you are assured of 
·  Quality products that are unique 
·  The best source of ingredients in the world 
·  The highest quality manufacturing and packaging 
·  A delivery system that gets the products to your door simply and quickly 
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To help you decide what to order:  
�  Check off the products you use from the Consumable Products Checklist below and replace store 

brands with Watkins products. Commit to only purchasing from yourself and your Watkins 
business whenever possible. 

�  Take the “Health and Lifestyle Analysis” located on the next page and “Watkinize” your life. 
You’ll begin to experience the health benefits immediately.  

�  Make a list of your gift-giving needs. Select Watkins products for the people on your gift list. 
Your friends and family will love experiencing the products and will want to become customers.  

�  Use Watkins products like lip balm and hand moisturizers as you go about your daily activities. 
People will notice, and it’s a natural way to start conversations about your Watkins business.  

�  Your sponsor may also be able to give you suggestions on products or business materials to 
purchase in your first order. 

Consumable products checklist 
Below is a generic list of consumable product categories most people use in their daily lives. Check all 
the product categories that you and your family currently use, and then get ready to save money by 
replacing other brands with Watkins products. 
 
Food 

�  Flavorings/Extracts 
�  Spices/Seasoning Blends 
�  Salt/Flavored Salt 
�  Soup 
�  Hot Sauces 
�  Cooking Oil 
�  Desserts 
�  Cocoas 
�  Dip Mixes 

 
Personal Care 

�  Soap/Body Cleanser  
�  Body Oils 
�  Hair Care Products 
�  Toothpaste 
�  Hand & Body Lotions 
�  Lip Balm 
�  Burn Cream 
�  Foot Scrub/Cream 
�  Sun Block 
�  Moisturizers 
�  Insect Repellent 

Home Care 
�  Laundry Detergent 
�  Earth-Friendly All-

Purpose Cleaners 
�  Room Fresheners 
�  Furniture Polish 
�  All-Purpose Cleaning 

Wipes 
�  Tub and Tile Cleaner 
�  Hand Soap 
�  Candles 
�  Glass Cleaner 
�  Toilet Bowl Cleanser 
�  Degreaser 

 
Health Aids 

�  Liniments for Aches and 
Pains 

�  Cough Medicine 
�  Aloe Vera Juice 
�  Cooling & Warming 

Creams and Ointments  
�  Healing Salves for 

Minor Cuts and Scrapes 
�  Intense Moisturizing 

Salve 

Dietary Supplements for 
�  Optimal Nutrition 
�  Energy 
�  Heart Health 
�  Digestion 
�  Immune System 
�  Male Health 
�  Female Health 
�  Skin 
�  Hair  
�  Nails 
�  Vision 
�  Bone Health 
�  Joint Health 
�  Weight Management 

 
Watkins offers outstanding products that pertain to all the above categories. This list gives you an idea of 
how simple it is for everyone to enjoy at least 200 points of Watkins products each month. 
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How to Order 
Once you have decided what you want to order, you have three convenient ways to place your order: 
 
Online at www.WatkinsOnline.com. Login using your Associate ID number and 
your password. If you provided your e-mail address on your International 
Agreement or when you registered online we emailed your password to you.  
You can also call Support Hotline to get your password. 
 
Once you login, you can navigate through the online catalog and select the items 
you wish to purchase, or you can use the Quick Order Form if you already know 
the product numbers of the items you wish to order. 
 
By phone with Watkins Order Entry Department. Call toll-free at 1-800-WATKINS  
(928-5467). Make sure to give the order entry operator your Watkins Associate ID 
number. It is helpful to have an order form in front of you when you call.  
 
By mail.  
In the US, mail to:  
Watkins Incorporated  
150 Liberty Street, PO Box 5570 
Winona MN 55987-0570  
Attn: Order Dept. 
 

In Canada, mail to:  
Watkins Incorporated  
277 Hutchings Street 
Winnipeg, MB R2X 2R4 
Attn: Order Dept. 

Payment may be made by credit card or Quick Pay.  Quick Pay allows you to transfer funds directly from 
your bank account. Orders by mail can also pay with check or money order. 
 
Shipping and handling rates are printed on the last page of the Monthly Order Form. Please note that 
shipping and handling charges are slightly lower for orders placed on the Internet. 
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Getting Organized 
You will want to take some time in the beginning to get your business organized so you can spend most 
of your time on networking activities. The following list identifies some basic tasks for getting organized. 
 
·  Establish an office or work space where you can make phone calls, keep records, and organize your papers. Keep a 

small calculator handy and purchase phone and address labels or a stamp. Make sure every piece of literature has 
your name, Associate ID number, phone number, e-mail address, and web site on it. 

·  Set up and use an appointment book to schedule the time you’ve committed to your Watkins business.  
·  Order business cards. 
·  Set up a system to keep track of income and expenses. Keep all receipts. 
·  Set up a system to keep track of prospects and customers.  
 

How to Choose Your Marketing Methods  
The first step to developing your Watkins business is to establish a customer base. Shortly you’ll be 
starting your “Who Do You Know?” list to determine who you will talk to. Now you want to determine 
what is the best marketing method in which to present Watkins products to these prospective customers. 
Your sponsor can play a big role in helping you to choose the type(s) of marketing methods that you’ll 
use. Although you may incorporate different methods over time, focusing on one or two methods in the 
beginning will help you be more productive. 

Catalog Sharing (One-on-One Marketing) 
One-on-One:  
Present the product and business opportunity to individual prospects any time in any setting. This is a 
highly duplicable avenue for building your business. 

Personal Presentations and Opinion Appointments:  
These methods almost always result in sales or sponsoring opportunities. People love to give their 
opinion, and they appreciate personalized service. Approaching people this way takes a bit more time 
since you are only talking to one or two people at a time. 

Repeat business:  
Once you have established a customer, you can introduce them to other products. As they fall in love with 
the product, they may also be interested in exploring the business opportunity or will gladly refer you to 
others if you ask. 

Out and about in daily activities:  
It’s simple to “make friends” wherever you go. Most people are willing to share a smile or a comment 
with you, and these are the people you want to talk to! Decide to “make new friends” each time you’re 
out. Your goal is just to get a name and phone number so you can follow up. 
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Marketing through Group Events, Presentations & Goo d 
Tastings 
Present the product and business opportunity to a group of people at the same time. These are very time-
effective methods for building your business and can represent significant “now money.” You will also 
plant many seeds about the business opportunity and get many referrals. These avenues are highly 
duplicable. 

Classes:  
People enjoy attending classes and feel like they receive real benefit for the time they spend. Health and 
Wellness, Indulgence, Healthy Eating, and Easy Entertaining are some topics around which to build a 
class. Once people have learned how to incorporate the products into their lives, they are very likely to 
purchase. Plus, people who enjoy teaching others will be attracted to your business opportunity. 

Good Tastings ® by Watkins Events:  
This casual, fun way of getting together attracts a variety of people. A Good Tastings event provides all 
the enjoyment of home entertaining, where guests socialize and sample simple delicious recipes. When 
you involve people in learning about and trying Watkins specialty foods and quality ingredients, they will 
want to purchase and may even consider doing what you do. If you are interested in using this method, we 
require that you purchase a Good Tastings® by Watkins quarterly assortment. This assortment includes a 
comprehensive guide for holding Good Tastings events and enough materials and samples to conduct four 
events. For more information about this exciting and growing marketing method visit Watkins website at 
www.WatkinsOnline.com. 

Home Meetings and Open Houses:  
Inviting friends and family to your home to discover the product and business opportunity is a relaxed, 
time-effective method for building your business. It also provides a perfect atmosphere for Associates you 
sponsor to bring guests to find out about the business. You may want to seek upline help in presenting 
your first one or two home meetings or open houses.  

Marketing through Trade Shows and Public Events 
Trade Shows and Public Events:  
One advantage of this marketing method is that the public comes to you. It works best for Associates who 
are free to work their business on weekends and are willing to invest in inventory. 

Public displays:  
An excellent way to introduce yourself and your business to your community is by setting up a table at 
events being hosted by churches, schools or organizations in your area. Free or very low cost tables are 
often available. Your focus should be to talk to people and get the names and phone numbers of anyone 
who may be interested in product, booking Good Tastings events or the business opportunity. Immediate 
follow-up is the key to success with this method. Keep your display simple and professional, and don’t 
worry about a lot of inventory. Your goal should be to generate interest and to follow up with a one-on-
one or group presentation.  

Fairs and Trade Shows:  
Thousands of people may pass your booth; however, you should be prepared with a lot of product 
inventory and business information packs. As with the public displays mentioned above, you must be 
prepared to follow up with the customers and business prospects you meet. 
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Fundraisers:  
This is an excellent way to introduce your product and business opportunity to a target community. The 
drawbacks are that you will not generate much “now money,” since most of the profit goes to the group. 
It can also be very time consuming, but can generate lots of names for follow-up. These people will know 
the Watkins products and may become regular customers or be interested in the business opportunity. For 
downloadable form about fundraising with Watkins go to Watkins web site at www.WatkinsOnline.com. 

Marketing Online 
Online Marketing 
A big advantage to online marketing is that the public comes right to your virtual home. You can work 
from home (or anywhere) and at any time of day or night. Plus, Online Marketing can be very part time 
(or even a small part of your overall business), or it can be a full-time method for building a powerful 
Watkins business. 
 
Watkins e-Associates have a personalized entryway to WatkinsOnline where all of the customers and 
prospects entering through their e-Associate site are credited to their account. Associates without an e-
Associate site can still market online; they can direct their customers and prospects to the corporate home 
page and make sure their customers and prospects know to fill in the proper Associate’s ID number. 
(When directing people to the corporate home page, instruct them to type the address directly into the 
address bar, adding “/home” to the end: www.watkinsonline.com/home. This will ensure that they are on 
the corporate site and will be prompted to enter your ID number when needed.) 

Getting visitors: 
Getting prospects and customers to your e-Associate site is similar to getting people to come to a 
storefront: they won’t come unless they know how to find you. The site itself won’t guarantee visitors. 
Successful online marketers use a wide range of advertising techniques to get the right people to their site. 
These methods include traditional advertising methods: display and classified ads, business cards, posters, 
flyers, car signs, or any other traditional method for advertising a business. Online marketers can also tap 
into the unique power of the Internet to link customers and prospects directly from an ad to their site. This 
can be achieved through paid advertising such as banner ad placement or search engine placement. It can 
also be accomplished with banner exchanges, communication in web communities, and making your site 
more attractive to viewers and search engines. 

Prospecting:  
Just like any other form of prospecting, results come from establishing relationships. Online marketing 
can bring in leads; communication turns those leads into Associates. This type of marketing takes a 
commitment to follow up utilizing both phone and e-mail. Keeping good communications while nurturing 
prospects and later coaching new Associates is especially important since your prospects may come from 
all over North America.   
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When Will I Work My Business? 
Learning what parts of your business are important to focus on will help you be successful. Dividing the 
time you spend on your business into focus time and buffer time will help you grow a strong business.  

Focus time and Buffer time 
The time you invest in your Watkins business falls into two categories: focus time and buffer time. 
 
Focus time: “working in” your business…people work. Focus time activities 
are prospecting, selling, sponsoring, and people development. Invest most of 
your time here since these activities grow your Watkins business and make you 
money. They are also the most fun and rewarding! 
 
Buffer time: “working on” your business…planning and maintenance 
activities such as placing orders, looking at reports, etc. These activities are important to keeping your 
business on track but should be done during hours when you can’t be working with people. 

Time blocking techniques 
To make sure you stay on track, look at your calendar for the upcoming week. Block the time you will 
spend on your Watkins business. Make sure at least 80% of that time is focus time, time spent on “people 
work.” Decide on the number of contacts you will make each day to grow your business. Mark the selling 
and sponsoring activities you have scheduled. If an activity you have scheduled postpones or cancels, 
spend that time making contacts to grow your business. Also be sure to block time for your family. 

Filling your calendar 
Do these activities at the beginning of each month 
·  Continue to fill your calendar with family & Watkins activities 
·  Pencil in time to shadow a successful Associate 
·  Pencil in time to talk to customers 
·  Pencil in time for monthly calls with your sponsor 
·  Pencil in time to talk to business prospects 
 
One of the reasons you may have started your Watkins business is to have more time to spend with your 
family or on other commitments in your life. As you’re deciding when you will work make these items a 
priority on your calendar and pencil the time needed to work your Watkins business around them. 
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When will you work? 
The time you spend on your business is flexible. You decide when and how much you will work. Fill in 
the dates for the next six weeks on the calendar below, beginning with today’s date. This will help you 
plan your activities to earn new Associate rewards! 

 
Note: You will want to purchase a planner and fill in the next six weeks or further out with 
personal and Watkins activities that you have plann ed. 

 
·  Pencil in your current priorities…commitments you cannot or will not change. 
·  Mark the dates and times your upline has meetings and/or trainings available. 
·  Pick a date for your grand opening for your new business.  
·  Plan your “office hours,” schedule pockets of time for business-building activities like telephone time, entering 

orders, calling your upline, etc. 
·  Mark one or two dates to observe successful Associates marketing the Watkins products. 

Put your time in the bank 
Obviously, if you desire a six-figure income, it will not happen overnight. Think of the time you invest in 
your Watkins business as putting time in a “time bank” with a great interest rate. The more you invest 
now, the quicker you’ll get to your goal.  
 
 

 Sunday Monday Tuesday Wednesday Thursday Friday  Saturday 
Week 1 
 

       

Week 2 
 

       

Week 3 
 
 
 

       

Week 4 
 
 
 

       

Week 5 
 
 
 

       

Week 6 
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Who Do You Know?  
Making a list of all the people you want to talk to about Watkins products and business opportunity is 
another very important step in starting your business. Take the “Who Do You Know?” quiz below to help 
you get started thinking about who you will talk to first.  

Activity: The 5-Minute “Who Do You Know?” quiz 
Pick a quiet spot, set a timer for five minutes, and list everyone you can think of. 
Do this as a brainstorming activity. Write names as fast as you can. Don’t worry 
about addresses or telephone numbers. Write every name that comes to mind. 
Some of them you may never approach about Watkins. Don’t decide that 
now...just write! Include people from work, church, community and other daily 
activities. Add friends, neighbors, relatives, friends of friends, and people from 
your past (even if you have no idea how to contact them). List people with whom 
you do business. You may not even know them by name...“waitress at the diner” 
is just fine for now. Remember, don’t stop to think whether they may be interested in Watkins...just write 
names! 
 
Following the 5-minute quiz, carry your list around all day and add to it as you think of more people. By 
the time you go to bed, you’ll most likely have more than 100 names. Don’t worry about who you will 
talk to first! You’ll learn about prioritizing the list and how to approach people in just a little while. For 
right now, have fun and make a big list. Your list will keep growing as you meet new people and ask for 
referrals. 
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Who Do You Know? 
 

1. 
 

26. 
 

2. 27. 

3. 28. 

4. 29. 

5. 30. 

6. 31. 

7. 32. 

8. 33. 

9. 34. 

10. 35. 

11. 36. 

12. 37. 

13. 
 

38. 
 

14. 39. 

15. 40. 

16. 41. 

17. 42. 

18. 43. 

19. 44. 

20. 45. 

21. 
 

46. 
 

22. 47. 

23. 48. 

24. 49. 

 
People 

From church 
From school 
From the community 
From your past 
From whom you have 

purchased 
From sports teams 
From hobbies you enjoy 
Friends 
Neighbors 
Relatives 
Service Professionals 
 

Places 
Health club 
Library 
Doctor/Dentist office 
Health Food store 
Day Care Center 
Retirement Center 
Look for names in: 
Your address book 
Your Christmas card list 
Directory from any 

organization of which you 
are a member 

The Yellow Pages 
 

Think of people you know 
who: 

Are interested in health and 
wellness 

Are fun and energetic 
Love to cook 
Have natural charisma 
Have a wide variety of 

friends 

25. 50. 
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Continue adding to your “Who Do You Know?” list 
Your initial “Who Do You Know?” list is a start in your networking. Just think of all the people you can 
list in 5 minutes, and then imagine how many people those people know that could be added to your list! 
You will probably already have hundreds of people to network with.  

Are you wondering who to call first? It’s as easy a s A–B–C! 
·  On your “Who Do You Know?” list write an “A” next to everyone you are sure will be interested in either 

Watkins products or business opportunity, “B” next to those you aren’t sure will be interested and “C” next to 
those you believe will say “No.” 

·  Start with your “C” names! You’re going to practice on those you believe will say “No” anyway. (And, surprise! 
Some may say, “Yes!”) 

·  Continue on to your “B” names. Once you’ve gotten some practice and gained confidence, call your “A” list. 
Some people will already have said, “Yes” so you won’t be as disappointed when some of your “A” prospects say, 
“No.” 

·   
Note: When starting to call people on your “Who Do You Know?” list try some of the 
approaches below.  

Time to talk to people! 
Contact at least 20 people in the next 15 days (day 1 – 15) and sell at least 250 points. Watkins has 
something to meet everyone’s needs...product, the business opportunity, or both. You will learn how to 
identify your prospect’s wants and needs and make a Watkins connection. It’s really as simple as that.  
 
As you talk to people on your list, always ask for referrals—“who do you know that might be 
interested in Watkins products.” Your goal in this early stage of your network marketing 
business is to expand your network. It’s really quite easy to do once you get started. 
 

Try These Approaches 
There are several different ways to approach people. Your upline or sponsor will coach you, and you’ll 
hear suggestions on the Watkins System for Success: Getting Started audio which is downloadable at 
www.WatkinsOnline.com. 
 
Here are a few to try:  
 
Direct approach: “I just got started in a home-based business with Watkins. Why don’t you take a look? 
We have some fabulous products you might be interested in.”  
 
Third party approach : “I just got started in a home-based business with Watkins. Part of my business 
involves helping others make money. I was wondering, who do you know that would be interested in 
making some extra money?” 
 
Opinion approach: “I just got started in a home-based business with Watkins. If I gave you some 
information, would you look at it? I’d sure appreciate your opinion.” 
 
Practice approach: “I’ve just started a home-based business, and I need to practice my presentation. 
Would you take a few minutes and let me practice on you?” 
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Warmest “warm market” approach : Sometimes closest family and friends may seem critical of your 
decision to become involved with a home-based business. We suggest you have them try Watkins 
products. They will love what they try and may be interested in joining you in your Watkins business. At 
the very least, they will be a good source of referrals when you ask for them. 
 

Develop repeat business 
Good customer service means Watkins customers become customers for life...be sure to provide follow-
up service. 
 
Develop a system to track your customer orders. Whether on computer or index cards, you’ll want to 
have a record of what each customer ordered and when they ordered it. 
 
Ask each customer how they would like to be served. “Would you like to be notified about monthly 
specials? By phone, email, or by mail?” Note the customer’s choice on their file and be prompt with 
follow-up. 
 
Introduce current customers to new products. Once your customer is using products, they will 
appreciate the quality and value and be open to ordering products you suggest. 
 
Ask for referrals. Ask satisfied customers, “Who else do you know who would appreciate the quality 
and value of Watkins products?” If someone is not currently interested in purchasing from you, ask who 
they know that might be interested.  
 
Provide Service. To provide good service, you have to keep track. Develop a system on your computer or 
in a card file box. Make an entry for each customer noting what they purchased, when the purchase was 
made, and when they would like to be contacted again. 
 

Company Programs to Support Your Growth 

Continue learning about the products 
Consult the Product Profile Pages to answer any questions you have about individual products. Product 
Profile Pages can be found online at www.WatkinsOnline.com. Contact your sponsor or Watkins Support 
Hotline at 507-457-3143 US/1-204-477-0022 CA when you can’t find an answer in the Product Profile 
Pages.  

Enroll in the Catalog Subscription Program 
This important subscription will bring you a promotional catalog and order form from Watkins each 
month. For a very small annual subscription, you will always have the latest information on the products, 
monthly specials, and the latest recipes. Contact Watkins at 1-800 Watkins (928-5467) to enroll. 
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Place a Monthly Watkins Advantage order 
One good way to make sure you are getting the products to develop your stories is with the Watkins 
Advantage program. Place a monthly standing order on the Associate Watkins Advantage Program for the 
products you use or sell every month. You choose from a large number of highly consumable products. 
Watkins Advantage offers a great way to learn about Watkins products, while giving you a 30% discount 
on the listed products, free shipping and handling, the convenience of monthly essentials automatically 
shipped to you, enhanced family health, and the steady volume to support the health of your new Watkins 
business. Enroll online at www.WatkinsOnline.com, Business Bulletin, Programs, Watkins Advantage or 
send in a downloadable enrollment form.   
 

Join PEP 
A great way to learn more about your business and to help develop those business testimonials is to enroll 
in the PEP Program. If you haven’t already done so, enroll today! PEP stands for Promotional Earnings 
Pack, and the key word is “earnings.” PEP ships to subscribers monthly with the monthly catalog and 
order form, like the Catalog Subscription Program. But the “earnings” come in because it ships with 
additional promotional Catalogs, tip sheets, product samples, and select full-size products for you to 
sample and promote to your customers all at substantial savings. With PEP, you’ll always have the best 
tools each month for building your Watkins business. Enroll online at www.WatkinsOnline.com, 
Business Bulletin, Programs, PEP or send in a downloadable enrollment form.   
 

Take advantage of Performance Rewards 
Performance Rewards is a company funded incentive program that enhances earning avenues with 
Watkins. It recognizes consistent business building activities like sales and sponsoring with Reward 
Points. It also recognizes new Associate growth by rewarding Business Builder Points and Fast Start 
Points. Reward Points can be redeemed for a variety of prizes including Watkins logo clothing, valuable 
merchandise, travel, registration and lodging to Watkins Great Escape Conference and Watkins Grand 
Prize Getaway Vacation Destinations.  Learn more about this program at www.WatkinsOnline.com, 
Business Bulletin, Incentives & Contests. 
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Setting Goals 
Setting goals and getting into action takes belief and determination.  Writing and sharing our goals make 
us feel exposed—vulnerable to the possibility of failure.  But goal setting is an important part of your 
success strategy.  The better you get at goal setting and compensating when you go off track, the quicker 
you will realize the life of your dreams.  And there is a big added benefit:  You will be able to teach these 
skills to others who will duplicate your success. 

How much can I earn? 

Pick your profit! 
Total Weekly 
Retail Sales* 

Weekly Income Monthly Income Annual Income Approx. Hours Per 
Week 

$400 $100 $400 $4,800 3 - 4 
$800 $200 $800 $9,600 6 - 8 
$1200 $300 $1200 $14,400 9 - 12 
$1600 $400 $1600 $19,500 12 - 16 
 
*This chart represents gross earnings based on 25% profit.  The chart does not include additional bonuses based on monthly volume.  Earnings on 
personal sales range between 25 – 39% based on the bonus value of the products sold and your title.  

 

Give yourself a raise – build a team! 
When you invite someone to join your team you have the opportunity to earn extra income and bonuses. 
The amount of income you can earn is unlimited, it’s completely up to you.  The bigger the team, the 
more you can earn.  
Associates on your team Downline Monthly Volume 

based on $350 per month 
Your profit on downline sales 
monthly (5% - 10%) 

2 $700 $35 - $70 
4 $1,400 $70 - $140 
6 $2,100 $105 - 210 
12 $4,200 $210 - $420 
24 $8,400 $420 - $840 
48 $16,800 $840 - $1,680 
100 $35,000 $1,750 - $3,500 
200 $70,000 $3,500 - $7,000 
300 $105,000 $5,250 - $10,500 
 
 
The examples set forth in this document are hypothetical examples that are intended to explain the components of the Watkins International 
Compensation Plan.  These hypothetical examples are not representative of the income, if any, that an Independent Watkins Associate can or will 
earn through his or her participation in the Watkins International Compensation Plan. These figures should not be considered as guarantees or 
projections of your actually earnings or profits.  Any representation of guarantee of earnings, whether made by Watkins or an Independent 
Watkins Associate, would be misleading.  Success with Watkins results only from successful sales efforts, which requires hard work, diligence 
and leadership.  Your success will depend on how effectively you exercise these qualities. The typical participant is a consultant who earns less 
than $50 per month.  
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Finding Your Why 

Goals are like stepping-stones! 
Your Watkins business gives you the opportunity to be in control of the lifestyle you want. Achieving the 
goals you set personally and professionally will clearly show you the progress you are making toward that 
lifestyle. So, take a moment to write down some of your most important goals.  
 
My most important personal goals are:   
 
My most important family goals are:    
 
My most important financial goals are:   
 
You have skills and strengths that will help you be successful. Write them down:   
 
  
 
Your business is also a vehicle for personal growth. What habits would you like to form that will help 
you be successful?   
 
  
 

Why Watkins 
Here are some of the reasons why people choose Watkins as their business opportunity. Check the ones 
that interest you: 
I would like MORE : 

�  Flexibility to choose my hours and my income  
�  Financial security for my family 
�  Free time and the money to enjoy it 
�  Vacations with my family and friends 

I would like LESS: 
�  Of living paycheck to paycheck  
�  Time spent commuting to my job 
�  Workplace stress 
�  Pressure in my life 

I would really ENJOY: 
�  Receiving a significant discount on products I use every day 
�  Promoting high-quality products 
�  Working with people who have a similar work ethic 
�  Being my own boss and setting my own schedule 
�  Developing my talents and challenging my abilities  
�  Starting my own business without having to leave my current job 
�  Earning free travel 
�  Building a business at my own pace  
�  Sharing my success with others 
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Write down the three most important reasons “why” you chose to begin your Watkins business. 
 

1. 
 
2. 
 
3. 

 

What is your Action Motivator? 
Your Action Motivator is the single biggest reason you have for taking action in your business.  
Write it here: 
 
 
 
 
 
 
 
No amount of “how to”  makes a difference until you are clear on your “why to.”   
 

Get Good at Goals! 
Once you have determined your “why,” revisit it often. The key to realizing your “why” is breaking it 
down into small pieces—goals. Goals are the “markers” of where you want to be at a particular time. 
They are the “locators” to let you know if you are on track. View a goal not as “the end result,” but as a 
stop along the road to success! 
 
Everyone knows that successful people are goal setters. Yet, most people never write down their goals. 
Why not? Perhaps because they’re not clear how to do it. If you’re not sure about the goal setting process, 
now is the perfect time to learn! 

Goals should be S.M.A.R.T.E. 
Specific: detailed, particular and focused 
Measurable: provide a standard for comparison and progress measurement 
Action-oriented: involve an activity that produces results 
Reasonable: within the realm of what you believe is possible 
Time-framed: have a deadline that produces a sense of urgency 
Effective: the right thing to do at the right time 

Goals should be written and shared 
Committing your goal to paper strengthens your belief in it. The “place” you want to be can be extremely 
motivational when you keep it in front of you and recommit to it often. 
 
Your goal becomes more real to you every time you talk about it. Plus, each person who knows your goal 
becomes a part of your support system, cheering you on as you work toward that goal.  
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Decide on a strategy to achieve your goal 
The strategy is the method you choose to achieve your goal…your game plan. What is the most efficient 
way to achieve the goal? What process will you follow? Until you have a strategy, your goal is only a 
wish. 
 
Support your strategy with action steps. Write down the specific actions you will take to accomplish 
your strategy. Nothing happens without action. Your actions don’t have to be perfect, or perfectly 
consistent, to get to your goal. You’ll improve with practice. Commit to yourself to do a little bit better 
today than you did yesterday. The more you do, the better you’ll feel. Your self-esteem goes up a few 
notches every time you get into action. 
 
Identify the support you need. Your “full speed ahead” can be slowed or stopped if you don’t have the 
tools and support you need. Write down what you need, and seek it out to ensure that your strategy will 
work. 
 
Identify obstacles. “Forewarned is forearmed.” When you look ahead to possible obstacles, you can 
identify solutions before you begin. You may never encounter the obstacles, but you’ll have the security 
of feeling prepared.  
 
Reward yourself! The big rewards in your business are things like advancing through 
the compensation plan and earning a trip through the Performance Rewards program. 
But little rewards along the way will make it much more likely that you will continue to 
set and achieve your goals! Decide in advance how you will reward yourself and write 
it down. 
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Goal Planning Worksheet 
Today’s Date:  

My goal is:  

  
 

Make sure it’s a SMARTE goal: Specific, Measurable, Action-oriented, Reasonable, Time-framed, 
Effective 
 

Target date:  Progress check dates:  Date achieved:  

Benefits I expect from achieving this goal:  

  
 

Strategies to reach the goal: 

Strategy #1:  
Action steps to accomplish strategy: 

1.  

2.  

3.  
 

Strategy #2:  
Action steps to accomplish strategy: 

1.  

2.  

3.  
 

Affirmation (positive statement to raise my confidence):  

  
 

Who knows about my goal?  
 

What help/support/tools do I need to reach this goal?  

  
 

Obstacles between me and my goal:  

  
 

Solutions to overcome the obstacles:  

  
 

How will I reward myself when I achieve my goal?  

  



27 

Building a Team 
As your business develops and your why is fulfilled, you may find your why changing and have an 
increased desire to share the Watkins business opportunity with others. Take a few minutes to discover 
your why or action motivator for building a team. 

Discover your action motivator for building a team  
Check off the benefits that appeal to you: 

�  Develop security based on a residual income from team building. 
�  Grow your income to unlimited potential. 
�  Lead a team of successful Associates. 
�  Give yourself a raise. 
�  Receive satisfaction by helping others achieve their goals. 
�  Learn faster through teaching others. 
�  Experience personal growth – develop your talents and challenge your ability through developing 

a team. 
�  Share your success with others. 
�  Experience team spirit – do you like to grow as a team and have fun while you work with others? 

 
When you invite someone to join your team, you have the opportunity to experience all of these benefits. 
The amount of income you earn is unlimited; it’s completely up to you. The bigger the team, the more 
you can earn.  

Use a Watkins Business Information Pack  
If someone is unable to get together with you in the next few days or if they are long distance, offer to 
send a Watkins Business Information Pack. Your Watkins Business Information Pack should contain: 
 
·  Business Interview Guide 
·  Watkins “Simply the Best” Business Opportunity prospecting audio downloadable at www.WatkinsOnline.com 
·  Mainline catalog 
·  Product sample (you can tape a chicken soup, pepper or cinnamon sample right on the catalog page that shows the 

product)* 
 
When offering the Watkins Business Information Pack, include a personal note saying something like, “I 
don’t know if Watkins is for you, but I wanted to give you the opportunity to see for yourself if there is 
something that appeals to you. Besides, I would love to know what you think.” 
 
Set a specific time to follow up within 24-48 hours to get an initial reaction. Be punctual about your 
follow-up. Say something like, “I’m following up as I promised. I’m curious. What did you find most 
interesting in the information I gave you?” 
 

*Note: FDA has implemented registration regulations  for all food or food samples sent into 
the U.S. from an outside country. Canadians sending  business information to a U.S. 
prospect should utilize non-food samples. 
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Open the door to conversation  
When you approach someone on your list, you open the door to conversation. Your prospects will most 
likely have some questions about the products or the business opportunity. Get together to find out their 
needs and answer questions. You can do this on the phone, but it’s more effective in person. You don’t 
have to “convince” anyone of anything. Your goal is to “hear” each person’s needs and wants and make a 
Watkins connection that will fulfill them.  
 
Only three things can happen, and all of them are good:  
·  Most will want products.  
·  Some will want to join you in your business.  
·  Everyone will know people who will want something Watkins has to offer and will give you referrals if you ask. 

With referrals, your “Who Do You Know?” list will grow endlessly.  

Get InFORMed 
When you follow up, build on the rapport you already established. The letters F-O-R-M will jog your 
memory to ask non-threatening questions about things that are important to everyone. You can preface 
any question with “Tell me...” or “May I ask...” soon your prospect will be telling you about his or her 
wants and needs.  
 
This is the beginning of the interview with your prospect. The interview can happen on the phone when 
you call to follow up or in person at an appointment you’ve scheduled. It may have actually begun when 
you first met your prospect and began asking discovery questions. He or she just didn’t know it was an 
interview! Record your prospect’s answers on the Getting InFORMed interview sheet on the next page. 



29 
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Ask Discovery Questions 
Family:  
“Does your family live around here?” 
“Are you married? Single?” 
“Do you have children? How many? Boys or girls?” 
“Where do they go to school? Are they in sports?” 
“Where do you live? Do you like it there?” 
 
Occupation: 
“What do you do?” 
“Is that a tough job?”  
“What do you enjoy most about your job?” 
“Have you ever considered a change? Why?” 
 
Recreation: 
“What do you like to do in your leisure time?” 
“Are you going on vacation this year? Do you like to travel?” 
“Do you have any hobbies?” 
“Do you do any volunteer work?” 
 
Motivation: 
“Is there anything you’re saving to buy?” 
“What would you love to do if time and money were no object?” 
“Are any big expenses looming?” 
“Does the security of residual income interest you?” 
 
You will usually get plenty of clues about motivation from the above questions. As you develop your 
listening skills, you’ll learn what questions to ask next to help your prospect visualize what he/she wants. 
 

Note: You will rarely need to go past questions abo ut family and occupation because your 
prospect will usually be telling you the rest in an swers to those questions.  
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Use the Business Interview Guide  
Structure your interview using the Business Interview Guide. Walk your prospect through page by page 
and listen actively. When you believe that your prospect “sees himself or herself in the picture,” ask a 
closing question. Try a question such as, “Why don’t we get your Agreement filled out so we can begin 
your training?” 

What’s next? 
Express your understanding. As you listen, let your prospect know that you understand what they are 
saying. Summarize what you just heard with, “What I hear you saying is...” Your prospect will either 
agree or say, “No, what I meant was...” You will begin to hear wants and needs that Watkins can fill. 
 
Ask for questions. Ask your prospects what questions they have. Answer the questions they ask as 
simply as you can. Don’t volunteer additional information and benefits that are important to you. It may 
not be important to them and will just cloud their decision. 
 
Ask “tie down” questions. Tie down questions help determine your prospect’s interest as you go along. 
Often, their decision will become apparent while answering these questions, and the close will be obvious 
to both of you.  
 
Examples of “tie down” questions: 
·  “What impresses you most so far?” 
·  “Will you be doing this business by yourself or with a spouse/partner?” 
·  “Is your primary interest to earn enough to pay for your products or to build a business?” 
·  “How do you see yourself doing this business?” 
·  “Are you looking at Watkins as a part-time or a full-time business?” 
·  “How are we doing so far?” 
·  “Doesn’t that make good sense?” 
·  “So far, what appeals to you most?” 
·  “From what you know so far, does Watkins sound like the kind of company you’d like to be associated with?” 

Overcoming Objections 
“No” is often just a need to “Know” 
Your prospect may express some concerns or objections. That’s actually a great sign! Concerns are often 
a request for more information. People don’t express concerns unless they are giving the idea some 
consideration. They are saying, “Tell me more about how this can fit in my life.” Don’t get nervous, and 
don’t take it personally. Just continue the conversation by asking questions. Here are a few ways to do 
that: 
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Your aim is to find out what question is at the root of the concern. After you ask your question to 
continue the conversation, stop and listen for the answer. 

Feel, Felt, Found 
This classic technique addresses your prospect’s concern with an example. First, listen carefully to 
identify the question hidden in the concern, then respond like this: 
 
Feel:  Acknowledge their concern. 
 
Felt:  Relate to their concern by sharing that you or someone you know felt something similar. 
 
Found: Share a story that illustrates what you or another Watkins Associate found. 

Concerns Continue the conversation with a question 
 

 “I could never sell anything.” “I’m so glad you told me that! Did you know that most 
successful Watkins Associates had never sold anything 
before?” 

“I don’t have the time.” “If you could find the time, is this something you might 
enjoy doing?” 

“I don’t have the money.” “If I could find a way to solve that problem, would you 
be interested in talking some more?” 

“My husband wouldn’t want me to 
do something like this.” 

“Would you enjoy doing this if he liked the idea? Could 
we sit down with him and explore the benefits? Maybe 
he wouldn’t be opposed if he knew what it could mean 
to your family.” 

“I could never speak in front of a 
group.” 

“There are so many ways to share the product that it 
isn’t necessary to speak in front of a group. Do you like 
the products enough to share the benefits one-on-one?”  
“Is speaking in front of a group anything you have a 
secret desire to do?” 

“I have to think about it.” “That’s great! What are some of the key areas you are 
considering?”  
“Could I help you with that? Let’s make a list of the pros 
and cons.” 

“I work full-time already.” “Do you have a few open hours in your week to do 
something totally different from your job?” 

“Is this one of those pyramids?” “No it’s not…it sounds like you may have had a bad 
experience.” 
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Here are a couple of examples. 
 

Concern:  Response: 

“I could never sell anything.” “I know how you feel. I felt the same way when I signed 
my agreement; then I found that it was easy just sharing 
stories about the product that I enjoy so much, and I 
didn’t have to ‘sell’ anything.” 

“I just don’t have the time.” “I know how you feel. I thought my life was packed 
when I joined Watkins, and I didn’t know when I would 
fit this in. I found that I had several unproductive hours a 
week that I spent watching television, and I turned those 
hours into the start of my own business.” 

“I don’t think I could do this kind 
of business.” 

“I know how you feel. Most of the new Associates I 
sponsor feel the same way when they sign their 
Agreement. Then they find that with my coaching and the 
training materials, it’s simple to start their own business.” 

 
Any time you use “Feel, Felt, Found,” make sure to follow up with a question to continue the 
conversation. “Is there anything else that’s concerning you?” or “Does that make sense to you?” will 
often uncover the underlying question. If you can identify the “concern within the concern,” you can 
address it.  

Decision time 
Anytime during the interview may be decision time. There are three possible outcomes from the 
interview: 
 

“I’m ready to join!”  
Be looking for signs that your prospect can see themselves “in the picture.” Body language, excitement in 
their eyes, comments like, “When I get started...” are all indicators that your prospect is ready to sign the 
agreement. They may even say, “I can do this.” Invite them to fill out the agreement! Don’t wait to give 
more information. Capitalize on the moment! 
 

“I need to think about it.”  
Try to identify what he or she needs to think about by asking, “I’m curious. What’s standing in your 
way?” and answer their concerns. Don’t try to convince. Sponsoring is a process, and you probably need 
more time to build the relationship with your prospect.  Let them know that that’s fine and agree on a time 
to talk again. 
 

“Not now, thank you.”  
“No” doesn’t mean “never.” Ask permission to keep in touch; then file the “Getting InFORMed” sheet in 
your follow-up folder. Situations do change, and the timing may be right later. Often, your prospect 
would like to purchase products even though he or she is not ready to join your business. Ask for the 
order! 
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Always ask for referrals 
“Who else do you know that may be interested in something Watkins has to offer?”  
 
If your prospect has just signed an agreement, this question will begin their “Who Do You Know?” list. 
 
If he or she isn’t signing now, this question will begin to open their circle of influence to you and expand 
your warm market for product sales and business opportunity. 

Work With The Associates You Sponsor 
The definition of “sponsor”:  
verb, to endorse a person or thing; noun, one who assumes responsibility for a person or thing. 
 
Your long-term business success will result from your ability to teach others to achieve their goals using 
the Watkins System for Success. Once the agreement is signed, being a sponsor really begins. Your help 
and encouragement often makes the difference between success and failure for your new Associate. 

To be a good sponsor: 
Set a good example. Your new Associate watches how you do the business, often even before he or she 
signs the Agreement. That’s the best reason to practice what you teach. 
 
Get your new Associate involved right away. Do a getting started training, in person, if possible, or on 
the phone. Go over the “Business Interview Guide” and the “Action Planner” as well as Watkins 90-day 
Fast Start* as soon as your new Associate signs the Agreement. Schedule follow-up training to go over 
the “First Things First” section of this guide. 
 
Know his or her goals. If you understand why the Associate has signed an Agreement, and when he or 
she is available to work the Watkins business, you can help make an action plan that will meet his or her 
goals. 
 
Set expectations. New Associates are more focused when they know what’s expected of them. Once a 
new Associate shares what level of commitment he or she wants, let him or her know what he or she will 
need to do to achieve the desired success. 
 
Stay in touch. Keeping in contact and offering help and encouragement often makes all the difference. 
 
Keep track. Use the “New Associate Information Record” to make sure your new Associate has 
completed the steps of the “Watkins System for Success Training & Reference” Guide. 
 
*For more information on Watkins Fast Start Program visit Watkins Online, Business Bulletin, Incentives 
& Contests, Performance Rewards.  
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New Associate Information Record 
 ID#  

Name   Phone (day)  

Address   Phone (evening)  

   Fax  

E-mail   Best time to call  

 

Occupation   Activities  

Choice of commitment level  

 

Getting Started Training: 

�  Received Membership Package on   

�  Understands how to use the 90-day Fast Start. 

�  Placed first product order on    for  product points. 

�  Ordered additional business tools on  

�  Listened to the Watkins System for Success: Getting Started audio downloadable at 
www.WatkinsOnline.com. 

�  Took “Who Do You Know?” Quiz 

�  Reviewed the “Watkins System for Success Training & Reference” Guide. 

�  Commits to  hours/week. Best times/days are  

�  Plans to concentrate on   Marketing Method(s) 

�  Date Agreement processed  
 
 

Associates sponsored:  

Name:   Date:  

Name:   Date:  

Name:   Date:  

Name:   Date:  

Name:   Date:  
 
Attach this record to the “Getting InFORMed” interview sheet. 
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Advancing on the 
Compensation Plan 
Benefits and Responsibilities of Management 

Take a look at the benefits and responsibilities of  management. 
Check off the “Ready Signs” below that appeal to you. 
Which benefits will you enjoy? 

�  Increased income on personal and group sales. 
�  Time freedom and flexibility. 
�  Recognition, awards, prizes and travel. 
�  Extra training. 
�  Personal growth and development. 
�  Satisfaction from helping others achieve their goals. 
�  A flexible career that you can control. 
�  The opportunity to join an income bracket enjoyed by only the top 5% of people in North America. 
�  The pride of being a leader in an important company. 
�  Freedom to control your own destiny. 

 
Are you ready to accept these responsibilities? 

�  Maintain a strong personal business. The majority of your time will still be spent on personal sponsoring 
and selling. 

�  Maintain and service a customer base. 
�  Introduce New Associates in your group to Watkins System for Success. 
�  Help New Associates introduce the business opportunity to prospects. 
�  Train and recognize Associates in your group. 
�  Encourage Consultant advancements to Manager. 
�  Be available to coach, answer questions, and encourage Associates in your group. 
�  Hold meetings for your group. 
�  Be a role model for your group. 

 
To help determine your readiness to advance, answer the following questions: 
 
What are some characteristics of Managers you admire? 
 
 
Why do you want to advance to Manager? 
 
 
In what areas do you need additional training? 
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Compensation Plan at a Glance   
Title Monthly Qualifications Monthly Compensation 
 Central 

Points 
Group 
Points 

Qualified 
Legs 

Total Downline 
Points 

Retail 
Income 

Central Bonus Group Bonus Manager Development Bonus Executive 
Leadership 
Bonus 

Executive Levels   
Gold 200 1,000 12 Legs 200,000 25% 40% Up to 40% 15% 1st Generation 

10% 2nd Generation 
10% 3rd Generation 
5% 4th Generation 

Up to 15% 

Silver 200 1,500 10 Legs 100,000 25% 40% Up to 40% 15% 1st Generation 
10% 2nd Generation 
10% 3rd Generation 
5% 4th Generation 

Up to 10% 

Bronze 200 2,000 8 Legs 50,000 25% 40% Up to 40% 15% 1st Generation 
10% 2nd Generation 
10% 3rd Generation 
5% 4th Generation 

Up to 5% 

Manager Levels   
Gold 200 2,000 6 Legs  25% 40% Up to 40% 15% 1st Generation 

10% 2nd Generation 
10% 3rd Generation 
5% 4th Generation 

 

Silver 200 2,000 4 Legs  25% 40% Up to 40% 15% 1st Generation 
10% 2nd Generation 
10% 3rd Generation 

 

 

Bronze 200 2,000 2 Legs  25% 40% Up to 40% 15% 1st Generation 
10% 2nd Generation 

 

 

Manager 200 2,000   25% 40% Up to 40% 15% 1st Generation 
 

 

Consultant Levels   
Gold 100 1,500   25% 30% Up to 30%   
Silver 100 1,000   25% 20% Up to 20%   
Bronze 100 500   25% 10% Up to 10%   
Consultant     25%     

   
Central  – Your Central consists of you and your customers. 
Group – Your Group consists of all Associates whom you have sponsored, the 
Associates whom your Associates have sponsored, etc. (It does not include the 
groups of downline Associates who have created their own groups by achieving 
Manager or higher title.) 
Points  – The qualifying value assigned to each product.* 
Central Points  – Total monthly Points from your Central. 
Group Points  – Total monthly Points from your Group (Includes your Central Points). 
Leg – A downline that starts with a personally sponsored Associate. 
Qualified Leg  – A leg that contains at least one titled Manager or Executive and 
generates 2000 points in that month. The Manager/Executive does not need to be 

paid as Manager/Executive that month, and the Manager/Executive can be at any 
level in the leg.  
Total Downline Points  – The collective total points of all downline.  
Downline  – The term used to describe the organization that a Watkins Associate 
builds.  It is made up of all the Associates sponsored into an Associate’s organization. 
Sponsor  – The person who brings a new Associate into the business. 
Retail Income  – Watkins Associates receive a 25% discount off the retail price of 
Watkins consumer products allowing Associates to earn 25% of their personal sales. 
Bonus  – Each product is assigned a bonus.  The bonus is the amount available to 
pay out in bonus income on each product after the Associate’s discount of 25% and 
Watkins costs.  All bonus income is based on the bonus of the produ cts sold. * 
* Points and bonus for each product can be found on the Monthly Order Form
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ASSOCIATE REFERENCE 
GUIDE 

 
This Associate Reference Guide provides the information you’ll want to know about Watkins policies and 
procedures for our Independent Associates.  It’s simply a reference manual and not something you need to 
memorize or understand all at once.  Sections are conveniently divided, so as you progress with your Watkins 
home-based business you will find the information you need. 
 
We are pleased that you have chosen to be part of Watkins growing number of Independent Watkins Associates 
and wish you every success with your Watkins home-based business! 
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CORPORATE POLICIES & 
PROCEDURES 
 

Watkins reserves the right to revise or update Corporate Policies at any time. 
 

 
Policies and Compensation Plan Incorporated into Associate 
Agreement: These Corporate Policies and Procedures, in their present 
form and as amended at the sole discretion of Watkins Incorporated 
(hereafter "Watkins" or the "Company"), are incorporated into, and form 
an integral part of, the Watkins International Associate Agreement.  
Throughout these Policies, when the term "Agreement" is used, it 
collectively refers to the Watkins International Associate Agreement, these 
Corporate Policies and Procedures, the Watkins International 
Compensation Plan, and the Watkins Business Entity Application (if 
applicable).  These documents are incorporated by reference into the 
Watkins International Associate Agreement (all in their current form and 
as amended by Watkins).  It is the responsibility of each Associate to read, 
understand, adhere to, and ensure that he or she is aware of and operating 
under the most current version of these Corporate Policies and Procedures.  

Changes to the Agreement 
Because federal, state, provincial, territorial and local laws, as well as the 
business environment periodically change, Watkins reserves the right to 
amend the Agreement and its prices in its sole and absolute discretion.  By 
signing the Watkins International Associate Agreement, an Associate 
agrees to abide by all amendments or modifications that Watkins elects to 
make.  Amendments shall be effective upon notice to all Associates that 
the Agreement has been modified.  Notification of amendments shall be 
published in official Watkins materials.  The Company shall provide or 
make available to all Associates a complete copy of the amended 
provisions by one or more of the following methods:  (1) posting on the 
Company's official web site; (2) electronic mail (e-mail); (3) voice mail 
system broadcast; (4) inclusion in Company periodicals; (5) inclusion in 
product orders or bonus checks; or (6) special mailings.  The continuation 
of an Associate's Watkins business or an Associate's acceptance of bonuses 
or commissions constitutes acceptance of any and all amendments. 

Independent Contractor Status  
As an Independent Watkins Associate, you are an independent business 
person (independent contractor). You may establish your own career goals, 
set your own hours and create your own career opportunities. You are free 
to conduct your business wherever you choose and you are not bound by 
any type of sales or sponsoring territories. 
 
However, it is important to understand that our mutual success is 
dependent upon the integrity of the men and women who market our 
company's products. In order to clearly define the relationship that exists 
between Independent Watkins Associates and Watkins Incorporated, and 
to explicitly set a standard for acceptable business conduct, we have 
established the following Code of Ethics, Mission Statement and Rules of 
Conduct. Failure to abide by the principles set forth could result in the 
cancellation of your Associate Agreement. 

Watkins Mission Statement 
Our mission is to gain the trust and loyalty of all those who do business 

with us. 
 
Code of Ethics 

Independent Watkins Associates conduct their businesses 
and treat their customers, as well as their fellow Associates, in the manner 

in which they would always wish to be treated. 

They hold themselves to the standard of conduct that they expect of others 
and understand that honesty and integrity are constants. 

 
They maintain the highest standards of professionalism, honesty, and 

integrity, and accept total responsibility for their businesses, realizing that 
their individual 

conduct will reflect on all Independent 
Watkins Associates and Watkins Incorporated. 

 
They conduct their business with all individuals in the same professional 
manner, without regard to race, creed, color, sex, age, national origin or 
any other classes protected by law. They understand, accept and abide by 
all Rules of Conduct and General Regulations of Watkins Incorporated, 
and always honor the Customer Satisfaction Guarantee. 

 
Rules of Conduct 
Although each Watkins Associate is an independent business person, the 
actions of every individual Associate have an impact on Watkins 
Incorporated, along with all other Watkins Associates. For this reason, we 
have set a standard of conduct that will benefit everyone in the Watkins 
family. 

1. Honor the Watkins Customer Satisfaction 
Guarantee at all times. 
If a customer ever expresses dissatisfaction with a Watkins product which 
you have sold to him/her, you are responsible to correct the situation as 
outlined in the following Customer Satisfaction Guarantee: If a Watkins 
product used in your home is, for any reason, considered not to be 
satisfactory, please return it to us or to your Watkins Associate for 
exchange or full refund of purchase price. 

2. Do not represent yourself as an employee of 
Watkins or imply that Watkins offers exclusive 
franchises or geographic areas. 
You are an independent contractor. You do not receive employee benefits 
such as unemployment compensation, workers compensation, or minimum 
wage. You must never represent yourself as a Watkins employee to 
anyone, including employers, lenders, etc. Do not refer to yourself as an 
"agent," or "company representative," and do not use such terminology on 
your stationery or other printed material. 
 
Sponsors are required to preserve the independent contractor relationship 
between themselves and their Associates. If they permit an employer-
employee relationship to develop, sponsors may find themselves liable for 
the acts of and injuries to their sponsored Associates. Watkins cannot 
permit any relationship between, or representations by, Associates, which 
may impose employee liability on the company. 
 
No Associate shall state, imply or represent to anyone in any way that 
there are exclusive territories or franchises, or that anyone has the 
authority to grant, sell, assign, designate or transfer such territories or 
franchises under the Watkins International Compensation Plan. 
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3. Never solicit other Watkins Associates to 
change their line of sponsorship or interfere with 
the business of another Watkins Associate. 
Extend your goodwill to everyone in Watkins. Do not interfere with or in 
any way disrupt the business of another Watkins Associate. Respect the 
sponsoring lines of all Watkins Associates. Encouraging others to change 
their line of sponsorship, or offering to sell or give non-Watkins-approved 
or non-Watkins-produced products, literature, and services is strictly 
forbidden.  
 
4. All Downline Activity Reports and the information contained 
therein are confidential and constitute proprietary information and 
business trade secrets belonging to Watkins.  Downline Activity 
Reports are provided to Associates in strictest confidence and are made 
available to Associates for the sole purpose of assisting Associates in 
working with their respective Downline Organizations in the development 
of their Watkins business.  Associates should use their Downline Activity 
Reports to assist, motivate, and train their downline Associates. The 
Associate and Watkins agree that, but for this agreement of confidentiality 
and nondisclosure, Watkins would not provide Downline Activity Reports 
to the Associate.  During any term of the Watkins International Associate 
Agreement and for a period of five (5) years after the termination or 
expiration of the Watkins International Associate Agreement between 
Associate and Watkins, for any reason whatsoever, Associate shall not, on 
his or her own behalf, or on behalf of any other person, partnership, 
association, corporation or other entity: 
a) Directly or indirectly disclose any information contained in any 
Downline Activity Report to any third party; 
b) Use the information to compete with Watkins or for any purpose other 
than promoting his or her Watkins business;  
c) Recruit or solicit any Associate or Customer of Watkins listed on any 
report, or in any manner attempt to influence or induce any Associate of 
Watkins to alter their business relationship with Watkins; or 
d) Use or disclose to any person, partnership, association, corporation, or 
other entity any information contained in any Downline Activity Report. 
 
Upon demand by the Company, any current or former Associate will 
return the original and all copies of Downline Activity Reports to the 
Company. 
 
5. You may not use your knowledge of, or association with other 
Watkins Associates to further any business undertaking other than 
Watkins.  Watkins Associates may engage in selling activities related to 
non-Watkins approved or non-Watkins produced products, literature, 
training aids, and services if they personally desire to do so, but they may 
not offer such products, literature, or services to any other Watkins 
Associates. 

6. Follow all advertising guidelines from Watkins 
Incorporated. 
The name "Watkins" and "Watkins Incorporated" are registered 
trademarks of Watkins Incorporated. During the time that a person is a 
registered Associate of Watkins, that person may only use the Watkins 
name and logo as outlined in the advertising policies.  

7. Honor all sales terms as presented in literature 
and products.   
Do not misrepresent Watkins Incorporated in terms of products or business 
opportunity. Do not offer "for sale" products beyond established expiration 
dates. 
 
No product claims (which include personal testimonials) as to therapeutic, 
curative or beneficial properties of any products offered by Watkins may 
be made except those contained in official Watkins literature.  In 
particular, no Associate may make any claim that Watkins products are 
useful in the cure, treatment, diagnosis, mitigation or prevention of any 
diseases.  Such statements can be perceived as medical or drug claims.  
Not only are such claims violative of Watkins policies, but they potentially 

violate federal, state and provincial laws and regulations, including the 
federal Food, Drug, and Cosmetic Act and Federal Trade Commission Act. 

8. Do not pool or combine orders with other 
Watkins Associates. 
Any pooling, or combining of orders by an Associate for the purpose of 
achieving a higher bonus, winning a contest, or recognition is expressly 
forbidden. 

9. Do not re-package, re-fill or alter labels on any 
Watkins Product. 
Watkins does not permit the re-packaging, or re-filling of products. 
Watkins products are to be sold in the original containers, with the original 
labeling, only. Violations may result in severe state, provincial and federal 
criminal penalties. You should also be aware that civil liability can result 
when, as a result of re-packaging or re-filling of products, or the alteration 
of product labeling, the persons using the products become injured or their 
property damaged. 

10. Temporary Location Marketing/Selling Policy 
for North America  
A. Temporary Locations                                                                 
The sale of Watkins products at temporary sales locations is subject to the 
following policies and procedures: 
 
1. A Watkins Associate may establish a temporary sales location (defined 
as any venue or event devoted to the sale of products and/or services 
accessible by the public) at a specific venue on no more than two 
occasions (per year) for no more than 30 days each occasion in a given 
year. However, in November and December, one of the above occasions 
may be extended to, but not exceed, six weeks.  
 
2.  Watkins Associates may not circumvent paragraph 1 of this policy by 
entering into an agreement with another Associate or other Associates to 
do collectively or on a group basis what an individual Associate cannot do 
on his/her own. This prohibition includes but is not limited to agreements 
between Watkins Associates to jointly share the effort to work such 
temporary selling locations and to share the sales revenue from such 
efforts. 
 
3.  Each year, a Temporary Location Marketing Compliance Form must be 
completed, signed and faxed to Watkins Incorporated in care of the 
Support Hotline Department. (It is only necessary to complete one 
compliance form per year, regardless of how many temporary locations 
you establish.) By signing the Location Marketing Compliance Form, you 
agree to uphold Watkins Temporary Location Marketing Policy. Upon 
receipt of a signed Location Marketing Compliance Form, Watkins will 
issue you a confirmation, which must be kept with you at each location. 
Your compliance form will be valid for one (1) calendar year and a copy 
can be found at the end of this document or you can obtain a Location 
Marketing Compliance Form from our Web site. 
 
4.  Temporary locations must clearly display the current Watkins logo. 
You may not use any form of the Watkins logo other than the current logo 
at your temporary location.  Although Associates have certain rights when 
marketing Watkins, please keep in mind that Watkins is a registered 
trademark owned by Watkins Incorporated. 
 
5.  Products that have been discontinued may not be displayed or sold at 
temporary locations more than 90 days after their last appearance in a 
Master or Monthly Highlights catalog. 
 
6.  Watkins Associates representing Watkins at a temporary location will 
identify themselves as an Independent Watkins Associate by wearing a 
name badge and agree to wear appropriate professional business attire. 
 
7.  Watkins highly recommends that each temporary sales location have on 
hand the following business support materials: 

a) Master Catalogs 
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b) Business Interview Guide  
c) International Associate Agreement Forms 

 
Watkins Associates who do not comply with Watkins' Temporary Location 
Marketing/Selling Policy will be notified of their non-compliance and risk 
losing their status as a Watkins Associate.   
 
B. Watkins Brand Awareness Initiatives                                       
1. Effective January 2004 Associates are eligible to market and sell a 
limited number of Watkins products to independent stores such as: 
drugstores and pharmacies, gift stores, hospital auxiliaries, specialty food 
stores, hardware stores, restaurants, co-ops, nursery and gardening stores, 
decorating and home furnishing stores, beauty supply stores, salons and 
spas, book stores, stationery stores. 
·  Only products with the most current labels and packaging may be 

sold through retail locations and no one store may carry more than 20 
different Watkins products at one time. 

·  Participating Associates must sign a Participation Agreement, which 
can be faxed or mailed to Watkins, and Associates must register all 
stores carrying Watkins products.  The retail form can be found at the 
end of this document or on our Web site. 

·  No exclusively Watkins retail stores or locations are permitted. 
·  Important note for Quebec Associates:  Associates residing in the 

province of Quebec must be properly registered with a government-
issued Pesticide certificate in order to conduct sales of Insect 
Repellent products to retail locations.  Associates must provide 
Watkins Incorporated with a copy of their Pesticide certificate prior 
to placement of Insect Repellent orders designated for retail stores.  

 
2. Watkins commission structure is uniquely designed to reward 
Associates for building a person-to-person direct selling business away 
from a fixed retail location.  Watkins Incorporated occasionally makes 
select portions of its product line available to specialty retailers in order to 
raise brand awareness and create consumer demand for our full line of 
products that can generate new sales for all Associates.  Watkins carefully 
selects alternate distribution channels that consistently convey the brand 
image that complements our direct selling channel. 

11. Do not co-mingle Watkins products with non-
Watkins products or services in any display or in 
any promotional or advertising materials. 
Watkins Associates may not display or co-mingle Watkins products or 
services with non-Watkins products or services in any display, in any 
online or printed promotional and advertising material, or in any fashion 
that might in any way confuse or mislead a prospective customer or 
Associate into believing that there is a relationship between the Watkins 
and non-Watkins products or services. 
 
Watkins Associates may promote and assemble baskets (or product 
assortments) that include Watkins Products and complimentary (non-
Watkins) products as long as they stay within the following guidelines: 
• Creating and assembling baskets or product assortments that display 
Watkins products with other products may occur as long as the sole intent 
of marketing these assortments is to promote only Watkins products. 
• A minimum 75% of the retail value of the basket or product assortment 
must be Watkins products. 

• The basket or assortment cannot contain a competitive or like product, 
to products currently part of Watkins product line or that are available 
through Watkins. 

Delays 
Watkins shall not be responsible for delays or failures in performance of 
its obligations when performance is made commercially impracticable due 
to circumstances beyond its reasonable control.  This includes, without 
limitation, strikes, labor difficulties, riot, war, fire, death, curtailment of a 
party's source of supply, or government decrees or orders. 
 
Requirements to Join Watkins 
To become a Watkins Associate, a person (or persons) must: 

1. Be of the age of majority in his/her state or province, and reside in the 
U.S., U.S. Territories or Canada. 
2. Have a valid Tax Identification Number. 
3. Purchase a Watkins Membership Package.  
4. Submit a properly completed International Associate Agreement Form 
to Watkins Incorporated. 

Important:  Associates joining Watkins after 
1/1/99 must conduct business directly with 
Watkins. 
 
After the Associate Agreement is accepted by Watkins Incorporated, the 
individual will be automatically registered with Watkins and receive: 
1. A one-year membership to market Watkins products. 
2. An Identification Card with a Watkins ID number (this number allows 
you to begin placing orders as a Watkins Associate). 
Upon Watkins assigning an I.D. number, you may anticipate receiving 
your identification card within 3 to 4 weeks. Sponsors are responsible for 
ensuring that Associates are registered with Watkins as soon as they are 
sponsored. Only properly registered Independent Watkins Associates may 
utilize Watkins compensation plan and service support programs, 
participate in company promotions, contests and recognition, or attend 
company conferences and/or events. 

Immediate New Associate Registration by 
Telephone  
A Sponsor may call Watkins home office during regular business hours to 
receive an ID number for a new Associate. The person calling must be able 
to provide all necessary Associate agreement information over the 
telephone. A Membership Package must be ordered at this time using a 
valid credit card. Watkins will ship the assortment to the new Associate. 
 
The new Associate's membership will be valid until the end of the 
following month and the Associate will be mailed an authorized ID 
number card, pending receipt of the signed original Associate Agreement 
or accepting the terms and conditions online at www.WatkinsOnline.com. 
Once the agreement is received at Watkins Incorporated or the new 
Associate accepts the terms online, the new Associate Membership will be 
extended to one full year. If the copy of the agreement is not received or 
the new Associate has not accepted the terms and conditions online by the 
end of the month following the Associate’s registration by phone, the 
assigned new Associate’s active ID number will be cancelled.   
 
Renewal to Maintain Your Watkins Associate Status  
Watkins requires an annual membership fee (which is non-refundable and 
may be tax deductible) of its Associates. Membership fees will be accepted 
ONLY under the current line of sponsorship. 
Your annual Watkins renewal fee will: 
1. Renew your registration and maintain your line of sponsorship. 
2. Extend your specific rights to use the Watkins trademark, logo, and 
authorized advertisements of the Watkins name, and to display Watkins 
products in public for the purposes of resale. 
3. Continue your entitlement to utilize Watkins compensation plan and 
service support programs, participate in company promotions, contests and 
recognition, or attend company conferences and/or events. 
4. Update your Watkins Identification Card. 

If an Associate Does Not Renew 
If an Associate does not renew by their anniversary date, a one-month 
grace period may be extended, which would allow the Watkins Associate 
to re-activate their Watkins membership by paying the renewal fee. The 
Associate would not regain their downline Associates until the beginning 
of the following month. 
If the one-month grace period elapses, the Associate will: 
1. Be removed from the active file register. 
2. Lose all privileges extended to Watkins Associates and will forfeit any 
downline. 
Associates may renew with the same sponsor within five (5) months after 
the grace period by submitting the annual membership fee. The Associate 
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would not regain their downline after the one-month grace period. 
Associates may renew their membership via telephone by charging the fee 
to a valid credit card or through an Electronic Fund Transfer (EFT). An 
Associate who is placing an order and needs to renew their membership 
may do both when they call the Order Department or place an order online.  
An Associate renewing within six (6) months of their membership 
expiration will not count as a new Associate for contests, recognition, etc. 
Should the Associate not renew within six (6) months they would be 
required to purchase a new Membership Package, and re-submit a new 
Associate Agreement to Watkins Incorporated and their sponsor. 

Roll-Up of Downline 
When a vacancy occurs in a Marketing Organization due to the termination 
of a Watkins business, each Associate in the first level immediately below 
the terminated Associate on the date of the cancellation will be moved to 
the first level ("front line") of the terminated Associate's sponsor.  For 
example, if A sponsors B, and B sponsors C1, C2, and C3, if B terminates 
his/her business, C1, C2, and C3 will "roll-up" to A and become part of A's 
first level. 
 
Watkins reserves the right to delay the roll-up until all potential issues, 
claims or disputes related to the terminated Associate are resolved. Until 
such resolution, the first level ("front line") Associates of the terminated 
Associate shall be maintained in their original positions relative to their 
upline Marketing Organization. Until a roll-up is activated or effectuated, 
the upline Marketing Organization of the terminated Associate shall have 
no right to the income, if any, associated with the former Associate's 
business.  
  
Changing Line of Sponsorship 
Watkins Incorporated recognizes established lines of sponsorship and/or 
direct company shipments as the only way Associates may receive 
Watkins products and services. Changes in established lines of sponsorship 
are not permitted outside the Associate's Group.  All parties whose income 
may be affected must mutually agree upon any changes in the line of 
sponsorship within a Group. Watkins Incorporated must be notified in 
writing by the Associate with a request to approve and process a change in 
the line of sponsorship. 
 
Should the Associate wish to join another line of sponsorship, that 
Associate must terminate their association with Watkins in writing; then be 
completely inactive for a minimum of six consecutive months (no 
purchases of Watkins products for resale, no sales of Watkins products, no 
sponsoring, no attendance at any Watkins functions or participation in any 
other form of Associate activity). After six consecutive months of 
inactivity, the individual may apply for a membership under a sponsor of 
their choice. Notification of termination must be in writing to their current 
sponsor, with a copy to Watkins Incorporated (Attn: Field Policy). The 
date Watkins receives the written termination notification will establish the 
start date for the six-month inactivity. A former Associate who reinstates 
under a new sponsor forfeits all rights to the Associates under their 
previous line of sponsorship. Those Associates will revert to the previous 
upline. Downline Associates of an inactive Associate will be required to 
remain inactive for two years before being allowed to change lines of 
sponsorship to their previous upline. 
 
Should violation of inactivity occur, the terminated Associate will not be 
allowed to rejoin Watkins for a period of three years. Associates who 
supply Watkins products or Watkins services to terminated Associates risk 
termination of their Associate Agreement. 
 
Partnerships/Corporations  
A corporation, partnership, trust or limited liability company (collectively 
referred to in this section as a "Business Entity") may apply to be a 
Watkins Associate by submitting its Certificate of Incorporation, 
Partnership Agreement, trust documents, or LLC Operating Agreement 
(these documents are collectively referred to as the "Entity Documents") to 
Watkins.  All individuals involved in such a business entity must complete 
a joint Associate Agreement.  A Watkins business may change its status 
under the same line of sponsorship from an individual to a partnership, 
corporation, trust or limited liability company, or from one type of entity 
to another by submitting a new joint Associate Agreement, which must be 

accompanied by a written request for change of status.  It will be the 
responsibility of those persons involved in these business entities to 
comply with all applicable state or provincial laws in the state/province in 
which their business entity is organized.  Members of the entity are jointly 
and severally liable for any indebtedness or other obligation to Watkins 
Incorporated.  Although the business entity may develop to Manager status 
when qualifications are met, entity principals, or associates may not 
individually become Managers from the primary (upline) Entity.  Business 
names are accepted on Associate Agreements if accompanied by a Federal 
ID number. Actual names of individuals should be printed on the line 
following the business name. 
 
Note:  To protect the independent contractor status of Associates and the 
integrity of Watkins' trademark name, "Watkins" may not be used in 
business names of Independent Watkins Associates. 

One Watkins Business Per Associate and Per 
Household 
In order to maintain the integrity of the Watkins compensation plan 
husbands and wives or common-law couples (collectively "spouses") who 
wish to become Watkins Associates must be jointly sponsored as one 
Watkins business.  Spouses, regardless of whether one or both are 
signatories to the Watkins International Associate Agreement, are deemed 
to operate their Watkins business as a single entity and each is accountable 
for the actions of the other in regards to Watkins policies and procedures. 
 
If two Watkins Associates marry, one Associate must terminate his/her 
Associate Agreement. A person who is recognized, as a minor in his/her 
state or province must have his/her Associate Agreement co-signed by a 
parent or a guardian. If a minor and his/her parents are selling Watkins 
products, they must all be associated with Watkins through one Associate 
Agreement.   

Actions of Household Members or Affiliated 
Individuals 
If any member of an Associate's immediate household engages in any 
activity which, if performed by the Associate, would violate any provision 
of the Agreement, such activity will be deemed a violation by the 
Associate and Watkins may take disciplinary action pursuant to the 
Corporate Policies and Procedures against the Associate.  Similarly, if any 
individual associated in any way with a corporation, partnership, trust, 
limited liability company, or other entity (collectively "affiliated 
individual") violates the Agreement, such action(s) will be deemed a 
violation by the entity, and Watkins may take disciplinary action against 
the entity. 

Separation of Associate's Business 
Watkins Associates frequently operate their Watkins businesses as 
husband-wife partnerships, regular partnerships, corporations, trusts, or 
limited liability companies.  At such time as a marriage may end in divorce 
or a corporation, partnership, trust or limited liability company (the latter 
four entities are collectively referred to herein as "entities") may dissolve, 
arrangements must be made to assure that any separation or division of the 
business is accomplished so as not to adversely affect the interest and/or 
income of other Associates up or down the line of sponsorship.  If the 
separating parties fail to provide for the best interests of other Associates 
in the line of sponsorship, then Watkins will have no choice but to step in, 
remove the separating parties as Watkins Associates, and move their entire 
organization up the line of sponsorship to the next qualified Associate. 
 
During the pendency of a divorce or entity dissolution, the parties must 
adopt one of the following methods of operation: 
1. One of the parties may, with consent of the other(s), operate the Watkins 
business pursuant to an assignment in writing whereby the relinquishing 
spouse, shareholders, partners, trustees, or LLC members authorize 
Watkins to deal directly and solely with the other spouse or non-
relinquishing shareholder, partner, trustee or LLC member. 
2. The parties may continue to operate the Watkins business jointly on a  
"business-as-usual" basis, whereupon all compensation paid by Watkins 
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will be paid in the joint names of the Associates or in the name of the 
entity to be divided as the parties may independently agree between 
themselves. 
3. The parties may designate a third party as a receiver or trustee to operate 
the Watkins business until the divorce or entity dissolution has been 
completed and the business has been awarded to one of the parties. The 
business of divorcing spouses will not be divided and the restriction 
against a husband or wife operating a Watkins business separately from his 
or her spouse will not be lifted until a final decree or judgment of divorce 
has been entered by a court of competent jurisdiction and a certified copy 
thereof has been filed with Watkins Incorporated. 
 
In the event that the divorcing parties or the dissolving shareholders, 
partners, trustees or LLC members elect to divide their Watkins business 
into two or more separate businesses, they may do so provided that each of 
the separate businesses is sponsored by the original sponsor of the original 
Watkins business.  In such event, the business must be divided in such way 
as not to adversely affect the income of their upline sponsor.   
 
If a former spouse or a former entity affiliate has completely relinquished 
all rights in their original Watkins business, they are thereafter free to sign 
under any sponsor of their choosing.  In such event, however, such former 
spouse or entity affiliate shall have no rights to any Associates in their 
former organization or to any former retail customer. They must develop 
the new business in the same manner, as would any other new Associate. 
 
In order to change its records to accommodate a division or separation of a 
Watkins business formerly operated by former spouses or by two or more 
affiliates as shareholders, partners, trustees, or LLC members, Watkins 
requires that the company be provided with either: 
1. A signed and notarized agreement whereby the parties have agreed to a 
complete withdrawal from the original partnership by one or more of the 
parties or  
2. A Properly executed "Articles of Dissolution," "Partnership Dissolution 
Agreement," or other document outlining the terms of the separation of the 
former business entity. 
 
Associate Retailing 
The Watkins opportunity is based upon the sale of Watkins products to end 
consumers.   
 
In order to be eligible to receive income and bonuses, an Associate will 
resell at least 70% of all products or services that they purchase from 
Watkins. All products purchased will be for sale to or use by an end 
consumer, and the Associate will not purchase any products or services 
solely for the purpose of qualifying for income, commissions or bonuses. 
Associates may not purchase additional products until at least seventy 
percent (70 %) of the previous order has been sold to end consumers. By 
reordering, an Associate certifies that he or she has complied with this 
policy. 
 
An Associate who fails or refuses in any month to produce evidence of 
such sales shall be denied the right to receive their monthly bonus, which 
may then be paid to the next upline sponsor who does comply with this 
rule. If an Associate persists in failing or refusing to make such sales and 
to submit proof of making same, they may lose the right to their downline 
Associates, in which case their sponsored Associates may be moved up the 
line of sponsorship to the next Associate who has complied with this rule. 
In extreme cases where the Associate refuses ever to comply, their 
Associate Agreement may be terminated. 

Sales Receipts 
All Associates must provide their retail customers with two copies of an 
official Watkins sales receipt at the time of the sale.  These receipts set 
forth the Customer Satisfaction Guarantee for Watkins products, as well as 
any consumer protection rights afforded by federal or state law.  
Associates must maintain all retail sales receipts for a period of two years 
and furnish them to Watkins at the company's request.   Canadian 
Associates are also obligated to provide a copy of the Buyers Cancellation 
Rights to all customers. 
 

For the purposes of these Policies and Procedures, a "door-to-door" sale 
means a sale or contract for sale of products with a purchase price of $25 
or more, in which the buyer's agreement or offer to purchase is made at a 
place other than the place of business of the seller (e.g., sales at the buyer's 
residence or at facilities rented on a temporary or short-term basis, such as 
hotel or motel rooms, convention centers, fairgrounds and restaurants, or 
sales at the buyer's workplace). "Door-to-door" sales do not include a 
transaction conducted and consummated entirely by mail or telephone, and 
without any other contact between the buyer and the seller or its 
representative prior to delivery of the products or performance of the 
services. 

Governmental Approval or Endorsement 
Neither federal nor state nor provincial regulatory agencies or officials 
approve or endorse any direct selling or network marketing companies or 
programs.  Therefore, Associates shall not represent or imply that Watkins 
or its International Compensation Plan have been "approved," "endorsed" 
or otherwise sanctioned by any government agency. 

Holding Applications or Orders 
Associates must not manipulate enrollments of new applicants and 
purchases of products.  All Associate Agreements and product orders must 
be sent to Watkins within 72 hours from the time they are signed by an 
Associate or placed by a customer, respectively. 

Associate Agreements may be used 
interchangeably between the United States and 
Canada.  
New Associates registering by phone must submit a signed copy of 
Watkins Associate Agreement to the country of his/her residence. 
 
Submit Agreements to: 

Watkins Incorporated, Attention: International Sponsoring,  
277 Hutchings Street 
Winnipeg, MB R2X 2R4 

OR 
Watkins Incorporated, Attention: International Sponsoring,  
P.O. Box 5570  
Winona, MN  55987-0570 

An Associate must place orders in his/her 
country of residence. 
An Associate maintaining a business in both countries will follow all rules 
and regulations for the country in which they are selling. The following 
guidelines will be adhered to if you are moving from one country to 
another. 
1. Watkins accounts must be paid in full. 
2. You must supply proper government identification for the country in 
which you are selling (i.e., social security number or green card number). 
3. Notify the proper Watkins office with address change (you may not 
change residency weekly, monthly, etc.). 
 
It is the responsibility of the Associate to understand all of the implications 
of selling in foreign countries, and to acquire the necessary documentation. 
Legal counsel in this regard should address any further legal questions. 
 
International Sponsoring and Selling  
Watkins Associates may only sponsor in the U.S., U.S. Territories, and 
Canada. The country in which the sponsored individual resides determines 
which office services that individual. Sponsoring or selling Watkins 
products outside of the United States, U.S. Territories or Canada is strictly 
prohibited.  The U.S. FDA has implemented registration regulation for all 
food or food samples sent from any other country into the United States.  
Canadians sending business information packs to a U.S. prospect may 
want to utilize non-food samples.  
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Foreign Sales 
Because of critical legal and tax considerations, including protection of the 
Watkins trade name and trademark; compliance with foreign laws 
requiring product registration and regulating the packaging, labeling, 
ingredient statements, weights and measures statements, product 
representations, caution and warning statements, and use of various 
languages in connection with marketing products; compliance with foreign 
immigration, customs, duty and tax regulations; compliance with 
regulations affecting network marketing programs, and limiting the kinds 
of representations which can be made about earnings potentials to be 
realized in network marketing plans; and literature content and language 
requirements, Watkins must limit the resale of Watkins products and the 
presentation of the business opportunity only to retail customers and 
prospective Associates located within the United States, U.S. Territories 
and Canada.  Moreover, allowing a few Associates to conduct business in 
markets not yet opened by Watkins would violate the concept of affording 
every Associate the equal opportunity to expand internationally.  
Accordingly, Associates are authorized to sell Watkins products, and 
sponsor Customers or Associates only in the United States, U.S. Territories 
and Canada.  Watkins products or sales aids cannot be shipped into or sold 
in any other countries.  Associates may sell, give, transfer, or distribute 
Watkins products or sales aids only in the U.S., U.S. Territories and 
Canada.  In addition, no Associate may, in any unauthorized country:  (a) 
conduct sales, enrollment or training meetings; (b) sponsor or attempt to 
sponsor potential customers or Associates; or (c) conduct any other 
activity for the purpose of selling Watkins products, establishing a Watkins 
business, or promoting the Watkins opportunity.   

Failure of a Watkins Associate to abide by this 
rule could subject the Associate to suspension or 
termination.  

Continuing Development & Sponsoring 
Obligations 
A.  Responsibilities for Sponsors 
An Associate who sponsors other Associates into Watkins must perform a 
bona fide assistance and training function to ensure that his or her 
downline Associates are properly operating their Watkins businesses and 
are trained on how to market the products and the business opportunity.  
Examples of such training and communication may include, but are not 
limited to:  newsletters, written correspondence, one on one meetings, 
telephone contact, voice mail, electronic mail, and the accompaniment of 
downline Associates to Watkins meetings, training sessions, and other 
functions.   
 
Sponsoring Associates' responsibilities include using company tools and 
incentives to motivate and train new Associates in Watkins product 
knowledge, effective sales and sponsoring techniques, the Watkins 
International Compensation Plan, and compliance with Company Policies 
and Procedures. 
All Sponsoring Associates must be in regular contact with the Associates 
in their Downline Organizations to assist in their skill development and to 
encourage sales and sponsoring growth as well as to ensure that downline 
Associates do not make improper product or business claims or engage in 
any illegal or inappropriate conduct.  
 
B. Leadership Responsibilities 
Associates receiving monthly leadership bonus income may be asked to 
document activities that fulfill leadership expectations in return for bonus 
income received.  Leadership expectations will focus on personal sales and 
sponsoring and activities that support, train and motivate his/her downline 
Associates in sales and sponsoring.   Leaders/Sponsors who do not fulfill 
their leadership obligations are subject to a reduction or loss of leadership 
bonus income and ultimately loss of downline. 
 
C.  Bronze Manager and above title Associates, upon achieving the 
advanced title, are expected to provide a quarterly/annual training function 
to develop sales and sponsoring growth for his/her entire downline 
organization to include but not limited to a business training meeting, 
online training or conference calls.   

 
D.  Associates, upon achieving an Executive leadership title, are expected 
to agree that Watkins is the only direct selling opportunity and products 
they promote for the benefit of income, and involvement with any other 
direct selling business is for the sole purpose of purchasing products only 
for their personal use.   
 
E.  Sponsoring Associates who fail or choose not to meet their 
responsibilities or obligations in support of their downline may be asked to 
transfer their personally sponsored Associates to a sponsor that can fulfill 
the sponsoring/leadership obligations. 
 
F.   Nondisparagement 
Watkins wants to provide its independent Associates with the best 
products, compensation plan, and service in the industry.  Accordingly, we 
value your constructive criticisms and comments.  All such comments 
should be submitted in writing to the Field Policies & Procedures 
Department.  Remember, to best serve you, we must hear from you!  
While Watkins welcomes constructive input, negative comments and 
remarks made in the field by Associates about the Company, its products, 
or compensation plan serve no purpose other than to sour the enthusiasm 
of other Watkins Associates.  For this reason, and to set the proper 
example for their downline, Associates must not disparage Watkins, other 
Watkins Associates, Watkins' products, the International Compensation 
Plan, or Watkins' directors, officers, or employees.  The disparagement of 
Watkins, other Watkins Associates, Watkins' products, the International 
Compensation Plan, or Watkins' directors, officers, or employees 
constitutes a material breach of these Policies and Procedures. 
 
G.  Reporting Policy Violations 
Associates observing a policy violation by another Associate should 
submit a written report of the violation directly to the attention of the 
Watkins Field Policies & Procedures Department.  Details of the incidents 
such as dates, number of occurrences, persons involved, and any 
supporting documentation should be included in the report. 

Dispute Resolution and Disciplinary Proceedings 
A. Disciplinary Sanctions 
Violation of the Agreement, these Policies and Procedures, or any illegal, 
fraudulent, deceptive or unethical business conduct by an Associate may 
result, at Watkins' discretion, in one or more of the following corrective 
measures: 
1. Issuance of a written warning or admonition; 
2. Requiring the Associate to take immediate corrective measures; 
3. Imposition of a fine, which may be withheld from bonus and 
commission checks; 
4. Loss of rights to one or more bonus and commission checks; 
5. Watkins may withhold from an Associate all or part of the Associate's 
bonuses and commissions during the period that Watkins is investigating 
any conduct allegedly violative of the Agreement.  If an Associate's 
business is canceled for disciplinary reasons, the Associate will not be 
entitled to recover any commissions withheld during the investigation 
period;  
6. Suspension of the individual's Associate Agreement for one or more pay 
periods;  
7. Involuntary termination of the offender's Associate Agreement; 
8. Any other measure expressly allowed within any provision of the 
Agreement or which Watkins deems practicable to implement and 
appropriate to equitably resolve injuries caused partially or exclusively by 
the Associate's policy violation or contractual breach; 
9. In situations deemed appropriate by Watkins, the Company may 
institute legal proceedings for monetary and/or equitable relief. 
 
B. Grievances and Complaints 
When an Associate has a grievance or complaint with another Associate 
regarding any practice or conduct in relationship to their respective 
Watkins businesses, the complaining Associate should first report the 
problem to his or her Sponsor who should review the matter and try to 
resolve it with the other party's upline sponsor.  If the matter cannot be 
resolved, it must be reported in writing to the Field Policies & Procedures 
Department at the Company.  The Field Policies & Procedures Department 
will review the facts and attempt to resolve it.   
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Transfer or Assignment of a Watkins Business 
As an independent contractor for Watkins, all Associates considering 
assigning or transferring a sales organization built under their independent 
sales agreement with Watkins must discuss intent, review preliminary 
proposal and receive written consent from Watkins before proceeding. 
Upon preliminary approval, Watkins will provide pertinent conditions to 
be considered.  Watkins reserves the right to approve based on individual 
circumstances and its effect on the future growth of the sales organization 
to be transferred.    
 
The following criteria must be met; however, additional criteria specific to 
the situation is always a consideration. 
1. Protection of the existing line of sponsorship requires that the business 
continue to be operated in that line of sponsorship.  No changes in line of 
sponsorship can result from the transfer or assignment of a Watkins 
Associate's business and Associates will not be eligible to obtain a higher 
title/paid as title in accordance with the International Compensation Plan 
as a result of a transfer/assignment of a Watkins business. 
2. The purchaser must be (or must become) a qualified Watkins Associate. 
The transferee or assignee must complete an Associate Agreement and 
possess reasonable ability to satisfactorily perform the obligations of a 
Watkins Associate who is of the same rank or status as the transferring 
Associate.   
3. Before the transfer can be finalized and approved by Watkins 
Incorporated, any debt obligations the Associate has with the company 
must be satisfied. 

Right of First Refusal guidelines and terms: 
A. If an Associate desires to transfer or assign his/her Watkins business, 
the Associate's sponsor (position) must be given the first right and option, 
in writing and sent via certified mail/return receipt requested, to purchase 
the Associate's business. The Associate will give the upline sponsor 10 
business days in which to respond to the terms of the transfer. 
B. If the sponsor (position) fails or elects not to notify the Associate of his 
or her intention to purchase the Watkins business within the 10 business 
days after his/her receipt of the Associate's notice of intent to transfer, the 
Associate must offer the Watkins business to the first three immediate 
upline Associates (in succession beginning with the Associate immediately 
upline above his/her sponsor).   
C. If each of the three upline Associates fails to notify the Associate 
transferring his/her business, of his or her intention to purchase the 
Watkins business within 10 business days after his/her receipt of the 
transferring Associates’ notice of intent to transfer, the transferring 
Associate may proceed with the transfer to a third party willing to 
purchase the existing Watkins business upon the same terms provided in 
the offer to the transferring Associate's sponsor.  Note: any Associate 
purchasing a Watkins business who is in a different line of 
sponsorship, must obtain written approval from all upline prior to 
submitting business transfer and agreement to Watkins. 
D. Upon complete execution of the transfer agreement, and the new 
Associate Agreement, the parties must submit copies of the same to 
Watkins Field Policies & Procedures Department for review and final 
approval.  Watkins reserves the right to request additional documentation 
that may be necessary to analyze the transaction between the Associate 
purchasing the business and the transferring Associate.  Watkins Field 
Policies & Procedures Department will approve or deny transfer or 
assignment within 30 days after its receipt of all necessary documents from 
the parties. 
E. If the Associate(s) transfers or assigns or attempts to transfer or assign 
his/her Watkins business upon terms different than those set forth in the 
offer to the Associate's Sponsor, such transfer shall be voidable at Watkins 
option.  Further, if the parties fail to obtain Watkins approval for the 
transaction, the transfer shall be voidable at Watkins option.  The 
Associate purchasing the existing Watkins business will assume the 
obligations and position of the transferring Associate.  An Associate who 
transfers/assigns his or her Watkins business shall not be eligible to re-
apply as a Watkins Associate with a different sponsor for a period of at 
least six full calendar months after the transfer. 
F. The parties to the transfer should not pay or receive any payment nor 
make any transfer of property and/or Associates until after Watkins has 
approved the transfer or assignment and has returned approved final copies 
of the agreement to the involved parties. 

 
Associates who own multiple entities will be required to meet the monthly 
central requirement on only one account; however, group requirements 
must be met on each account to earn monthly income.  

Succession 
Upon the death or incapacitation of an Associate, his or her business may 
be passed to his or her heirs.  Appropriate legal documentation must be 
submitted to the Company to ensure the transfer is proper.  Accordingly, 
an Associate should consult an attorney to assist him or her in the 
preparation of a will or other testamentary instrument.  Whenever a 
Watkins business is transferred by a will or other testamentary process, the 
beneficiary acquires the right to collect all bonuses and commissions of the 
deceased Associate's Watkins business provided the following 
qualifications are met.  The successor(s) must: 
1. Execute a Watkins International Associate Agreement; 
2. Comply with terms and provisions of the Agreement; and 
3. Meet all of the qualifications for the deceased Associate's status. 
4. Bonus and commission checks of a Watkins business transferred 
pursuant to this section will be paid in a single check jointly to the 
devisees.  The devisees must provide Watkins with an "address of record" 
to which all bonus and commission checks will be sent; 
5. If the business is bequeathed to joint devisees, they must form a 
business entity and acquire a federal taxpayer ID number.  Watkins will 
issue all bonus and commission checks and one IRS Form 1099 (US only) 
to the business entity. 
 
Associate Product Returns   
Watkins will not accept merchandise that is not suitable for resale due to 
improper storage or handling by the Associate, or which is otherwise not in 
resalable condition. Within 30 days after termination, an Associate may 
return (freight prepaid to a location designated by Watkins) to Watkins 
Incorporated, any resalable products for credit. Watkins will reimburse 
90% of the net cost of the merchandise to the direct purchaser of the 
inventory being returned. Products shall be deemed "resalable" if each of 
the following elements is satisfied:  (1) they are unopened and unused; (2) 
packaging and labeling has not been altered or damaged; (3) the product 
and packaging are in a condition such that it is a commercially reasonable 
practice within the trade to sell the merchandise at full price; (4) products 
are returned to Watkins within one year from the date of purchase; (5) the 
product expiration date has not elapsed; and (6) the product contains 
current Watkins labeling.  Any merchandise that is clearly identifiable at 
the time of sale as non-returnable discontinued, or as a seasonal item, shall 
not be returnable. 
 
All inventory returns require prior approval from the Field Policy & 
Procedure Department. Associates are subject to the 10% restocking 
charge and will be responsible for shipping charges incurred on inventory 
returned. Volume adjustments for inventory returns will be taken out of the 
month that the return to Watkins Incorporated is completed. Once an 
Associate has returned inventory to Watkins Incorporated, they are not 
permitted to rejoin Watkins for a period of one (1) year. Inventory 
purchased from an upline must be returned to the upline. This inventory 
may not be returned to Watkins unless the upline also resigns. 
 
Advertising & Advertising Compliance 
For all Independent Watkins Associates, advertising is defined as all 
traditional space advertising in magazines, newspapers, card decks, and 
business cards; it also includes radio and television spots, infomercials, 
web sites, answering machine messages, signs or in any other way the 
Watkins name/logo is used. 
 
The right to use advertising and business materials (stationery, business 
cards, etc.) to promote Watkins products and the Watkins business 
opportunity is extended only to registered Independent Watkins 
Associates. Any and all material which is intended to promote Watkins 
products or the Watkins Business Opportunity, even that which does not 
utilize the Watkins name, logo trademark, etc., is governed by this policy, 
and violators are subject to termination. 
 
Associates may not use the corporate name "Watkins Incorporated" and 
may not use the Watkins trademark and logo in any way that may cause 
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confusion with the promotion of Watkins products in conjunction with 
other brand products (no co-mingling of Watkins and other brand 
products). 
 
Phone answering machine messages must be clearly defined, press 1 for 
Watkins, and press 2 for other options. With the increasing number and 
complexity of laws and regulations governing business in general and 
network marketing in particular, and because of our international business 
environment, this policy is intended to maintain our high standards and to 
protect the Associate as well as Watkins Incorporated from any possible 
liability. 

Media and Media Inquiries 
Associates must not attempt to respond to media inquiries regarding 
Watkins, its products or services, or their independent Watkins business.  
All inquiries by any type of media must be immediately referred to 
Watkins' Communication Manager in the Field Training & Development 
Department.  This policy is designed to assure that accurate and consistent 
information is provided to the public as well as a proper public image.  

Advertising Compliance 
The authority to approve advertising, except for videos, is the 
responsibility of Independent Watkins Managers in compliance with 
policy.  All advertising that has not been pre-approved by Watkins 
Incorporated must be reviewed by your upline Manager. Videos, including 
scripts, must be submitted to Watkins Incorporated advertising department 
for approval before airing. 
 
The authority to approve advertising will afford Managers the opportunity 
to work even closer with their downline.  However, with this increased 
authority, Managers will also have the responsibility of ensuring that the 
integrity of the Watkins name is never compromised.  Managers will need 
to develop a system of written approval, as documentation may be 
necessary to clarify or settle an issue. However, if Managers are not sure 
about the wording of an ad, you can send/fax it to Watkins Incorporated 
for approval. Send advertising requests to: Advertising Approval, Watkins 
Incorporated, P.O. Box 5570, Winona, MN 55987-0570, FAX to: (507) 
452-6723. 
 
Associates are encouraged to use Watkins advertising and marketing tools 
made available through corporate supplies and business tools.  Associates 
must get approval before utilizing the logo or trademark to print individual 
literature. Violation of the advertising guidelines may result in the 
termination of your Associate Agreement. 
 
For rules and regulations governing the use of the Watkins trademark and 
logo, see this section.  To assist Independent Managers in reviewing 
compliance issues adequately, a checklist has been compiled of the most 
frequently encountered issues. 
 
�  All advertising, including business cards, must contain the word 

"Independent" along with the Associate's title if the Watkins name or 
logo appears or is implied. 

 
�  Avoid any kind of exaggerated claims; only use earnings claims that 

have already been published in Watkins-produced materials. 
�  Implying exclusive rights to a geographical area or territory (such as 

John Smith, New York Watkins Associate) is not allowed. 
 
�  Make no referral claims (paying a person money for recruiting 

names) e.g., "To help me expand, I will pay you $25 for each 
Associate you find."  

 
�  Telephone Directory listings must use the following terminology and 

can be in alphabetical sequence under Watkins: Independent Watkins 
(Title) followed by their name and phone number. 

 
�  Explain the Watkins business opportunity with Watkins information 

and training materials rather than with generic pieces from other 
network marketing companies. 

 

�  Do not convey that Watkins is exclusively a mail order catalog 
company. 

 
�  Any photographs of Watkins Incorporated staff or other Associates 

in advertising or promotional literature must be approved by Watkins 
Incorporated. 

 
�  All Associate testimonials used in promotional literature or ad copy 

must be approved by Watkins Incorporated before use. 
 
�  Keep it simple; avoid anything that might confuse the reader. 
 
�  Vocabulary choices: 
Use...                                                Instead of... 
Start-up fee                                       Investment 
Income or earnings                           Profit 
Recommendations                            Referrals 
Help you to succeed/advance           You will succeed/advance 
Both selling and sponsoring             There is no selling involved  
are vital to building a 
successful business  
Life-long/health and life                   Retirement 
plans for long-range benefits 
Outstanding/excellent/                      Unlimited  
income potential/ 
substantial income potential 
Minimal risk                                      No risk 
Use ad headings of Business             Help Wanted 
Opportunity/Sales 
Many, most                                        All 

Use Of The Watkins Logo 
In a network marketing company such as ours, maintaining a strong 
corporate identity and brand name helps to distinguish us from the 
competition and unify our product line.  Our philosophy is that the 
packaging reflects the finest in quality and product value to which we are 
proud to attach the Watkins name.  To keep our identity strong the 
Watkins logo must be used consistently and uniformly.  

Appropriate Use of Logo 
Because this logo is federally registered, it is important that this is the only 
logo used and that it is reproduced exactly. 
 
The legal protection of our name and logotype prevents others outside our 
company from using it. However, to preserve this right, the logo must be 
consistent in appearance and use. The logo is one of our most important 
assets and is relatively easy to protect and care for.  It is important that the 
logo be reproduced exactly as shown. 
 
Do not change the type style of the word Watkins in the logo. 
 
Logo Clear Zone   
A clear zone of open space must surround the Watkins logo.  This zone has 
been established to assure that the Watkins logo is presented with 
maximum clarity and visual impact. 
 
This clear zone is determined by a measure equal to 1/3 of the height of the 
Watkins logo. No graphic element should intrude into this field. 
 
 

 
 
Internet Policy (shaded areas indicate changes made in April, 2007) 
1. If an Independent Watkins Associate desires to utilize an Internet Web 
site to promote his/her business, he/she must enroll in the Watkins e-
Associate program, at which time the Associate will be able to customize a 
template within the Watkins Corporate domain  
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(www.WatkinsOnline.com).  Associates are prohibited from having their 
own transactional URL, other than their e-Associate site, to sell products. 
 
2. Upon completing the online Watkins e-Associate agreement: 
·  The e-Associate will be assigned a domain name that includes 

www.WatkinsOnline.com with a unique suffix identifier. 
·  E-Associate's will be given the following options for their unique 

identifier and email address: 
·  Associate Business name 
·  First name initial + last name 
·  First name initial + middle initial + last name 
·  First name + last name 
·  First name + middle initial + last name 
·  Last name 

·  There will be no spaces between names/initials and if any of these 
options are already in use, the system will add a number at the end to 
make them unique. 

·  Enrollment must be accompanied with a valid payment method of 
Visa, MasterCard, American Express, Discover (U.S. only) or Quick 
Pay. 

It is the e-Associate's responsibility to maintain a valid method of payment 
on file with Watkins.  Failure to do so will result in termination of their e-
Associate program. 
 
3. E-Associates may redirect or link to their WatkinsOnline Web site from 
an outside URL, however, they may NOT frame their Watkins site within 
another Web site, and the outside URL cannot contain “Watkins” in any 
form of the domain name. 
·  Associates are prohibited from using “Watkins” in any domain name.  

In addition, they are prohibited from using anything else in a domain 
name that could imply that it is an official Watkins corporate site.  
For this reason, it is best to have all domain names used in a Watkins 
business pre-approved in writing. Ultimately Watkins has the right to 
prohibit any ad or domain name used in conjunction with a Watkins 
business that it feels is misleading in any way and/or could be 
harmful to our company image and brand.  

·  If using an outside URL, Watkins Associates must follow the 
guidelines for Web site content as described above in “Content for e-
Associate Web site.” This includes having the words “Independent 
Watkins Associate” prominently displayed on each page of the site 
and the appropriate disclaimers as described below: 
General Disclaimer:  "The statements made and opinions expressed 
on this page are those of the Independent Watkins Associate who is 
the publisher of this document, and are not to be construed as the 
statements or opinions of Watkins Incorporated." 
Testimonial disclaimer:  "Testimonials are based on personal 
experiences, and we cannot guarantee these same results for 
everyone." 
Downline news disclaimer:  "The statements made and opinions 
expressed on this page are those of the Independent Watkins 
Associate who is the publisher of this document and are not the 
statement, opinion or view of Watkins Incorporated, and therefore 
are not to be construed as the statements, opinions, or views of 
Watkins Incorporated.  Such statements and opinions have not been 
reviewed or approved by Watkins Incorporated."  
 

4. The WatkinsOnline Web site may utilize cookies to accurately process 
information.  E-Associates may not implement programming code that will 
overwrite or modify these cookies or other functions. 
 
5. Content for e-Associate Web site: 
·  This site may be personalized within the provided template but must 

not be altered outside of the template in any way.  
·  Watkins has the right to add, and will maintain, as a permanent part 

of the e-Associate template the words “Independent Watkins 
Associate,” corporate branding, and appropriate disclaimers. 

·  All information on an e-Associate’s site must be consistent with its 
position as an “Independent Watkins Associate” site. No part of the 
e-Associate site can imply or suggest that it is the official Watkins 
site. This includes contact information, e-mail addresses, and postal 
mail addresses. To avoid confusion, list all contact information as 
“Independent Watkins Associate.” 

·  E-Associates must follow and abide by all Watkins Advertising 
Policies as outlined in the most recent Associate Reference Guide, 
and the use of copyrighted material without the written consent of the 
provider is prohibited. 

·  E-Associates cannot make earnings and income claims.  All 
Associates shall safeguard and promote the good reputation of 
Watkins and its products.  The marketing and promotion of Watkins, 
the Watkins opportunity, the International Compensation Plan, and 
Watkins products shall be consistent with the public interest, and 
must avoid all discourteous, deceptive, misleading, unethical or 
immoral conduct or practices. 

·  No product claims (including claims made in personal testimonials) 
as to therapeutic, curative or beneficial properties of any products 
offered by Watkins may be made except those contained in official 
Watkins literature.  In particular, no Associate may make any claim 
that Watkins products are useful in the cure, treatment, diagnosis, 
mitigation or prevention of any diseases.  Such statements can be 
perceived as medical or drug claims.  Not only are such claims in 
violation of Watkins policies, but they potentially violate federal and 
state/provincial laws and regulations, including the federal Food, 
Drug, and Cosmetic Act and Federal Trade Commission Act. 

·  Watkins Incorporated reserves the right to review and remove Web 
site data from e-Associate pages that is not within compliance of 
these policies and guidelines.  

6. If an Associate advertises online, their online advertising must make 
it very clear in the ad that they are an Independent Watkins 
Associate. 

·  Online display ads must state in legible print that the ad is placed by 
an Independent Watkins Associate, using one of following:  (1) 
“Independent Watkins Associate” (2) “Independent Associate” (3) 
“Indp Assoc” 

·  Sponsored listings and ads on search engines must include in the text 
one of the following: (1) “Independent Watkins Associate” (2) 
“Independent Associate” (3) “Indp Assoc” 

·  Watkins has the right to prohibit any ad used in conjunction with a 
Watkins business that it feels is misleading in any way and/or could 
be harmful to our company image and brand.  

 
7. Except as provided in this section, Associates may not use or transmit 
unsolicited faxes, mass e-mail distribution, unsolicited e-mail, or 
"spamming" relative to the operation of their Watkins businesses.  The 
terms "unsolicited faxes" and "unsolicited e-mail" mean the transmission 
via telephone facsimile or electronic mail, respectively, of any material or 
information advertising or promoting Watkins, its products, its 
compensation plan or any other aspect of the company which is 
transmitted to any person, except that these terms do not include a fax or e-
mail: (a) to any person with that person's prior express invitation or 
permission; or (b) to any person with whom the Associate has an 
established business or personal relationship.  The term "established 
business or personal relationship" means a prior or existing relationship 
formed by a voluntary two-way communication between an Associate and 
a person, on the basis of: (a) an inquiry, application, purchase or 
transaction by the person regarding products offered by such Associate; or 
(b) a personal or familial relationship, which relationship has not been 
previously terminated by either party. 
 
8. Use of chat groups and news groups is not prohibited for sharing and 
promoting your individual Watkins business. However, we strongly 
recommend that you not make product claims or recruit in these areas, as 
Watkins Incorporated may be held liable for your statements. 
 
9. Any exceptions to these policies must be approved in writing by 
Watkins Incorporated. 
 
10.  Failure to comply with this policy could result in the 
termination/cancellation of your Watkins Associate Agreement. 

Publications and Newsletters 
The actions and representations of Associates have occasionally been 
interpreted as those of the Company.  The following disclaimer shall be 
prominently displayed, in sufficiently bold and distinguishable type, on the 
cover or first page of the publication or newsletter: 
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"The statements made and opinions expressed in this newsletter are those 
of the Independent Watkins Associate who is the publisher of this 
document and are not the statement, opinion or view of Watkins 
Incorporated, and therefore are not to be construed as the statements, 
opinions, or views of Watkins Incorporated.  Such statements and opinions 
have not been reviewed or approved by Watkins Incorporated." 

Corporate Sponsored Events/Meetings 
All corporate sponsored meetings and events will be open to all 
Independent Watkins Associates, 16 years or older.  Watkins strongly 
requests that no children (under the age of 16 years) be in attendance at 
any type of Watkins business meeting or training that may interfere with 
the attendees' ability to focus on the training tools made available for all 
Associates in the development of their business.  Associates that want to 
video or audio record at Watkins corporate events must receive written 
approval prior to the start of the event or meeting. 

Guest Speakers 
Watkins Associates who are guest speakers at Watkins events may receive 
payment for their expenses.  However, they may not realize a profit from 
their participation.  

Insurance 
You may wish to arrange for adequate insurance coverage for your 
business. Your homeowner's insurance policy does not cover business-
related injuries, or the theft/damage to product inventory, or business 
equipment. Contact your insurance agent to make certain that your 
business investment is protected...this can usually be accomplished with a 
simple "Business Pursuit" endorsement attached to your present 
homeowner's policy. 

Local Ordinances 
States, provinces and municipalities have special laws regulating 
formulation, sale, and use of certain products.  Among those products are 
pesticides and detergents. If you have any questions about product 
compliance for the jurisdiction in which you are selling such Watkins 
products, contact the policy department at Watkins Incorporated. 
 
Many cities and counties have laws regulating direct sales. In most cases 
these ordinances are not applicable to you because of the nature of your 
business. However, you must obey those laws that do apply to you. If a 
city official tells you that an ordinance applies to you, be polite and 
cooperative, and immediately send a copy of the ordinance to the Field 
Policy department of Watkins Incorporated. In some cases there are 
exceptions to the ordinance that would apply to you. 
 
U.S. Associates should be aware that there are new federal and state 
regulations/laws regarding  “do not call” lists for consumers who have 
specifically requested no unsolicited phone contacts. 
 
Returned Checks 
All checks returned by an Associate's bank for insufficient funds will be 
re-submitted for payment.  A $25.00 returned check fee will be charged to 
the account of the Associate.  After receiving a returned check from a 
customer or an Associate, all future orders must be paid by Credit Card, 
money order or cashier's check.  Any outstanding balance owed to Watkins 
by an Associate for NSF checks and returned check fees will be withheld 
from subsequent bonus and commission checks. 

 

 

 

Restrictions on Third Party Use of Credit Cards 
and Checking Account Access 
Associates shall not permit other Associates or Customers to use his or her 
credit card, or permit debits to their checking accounts, to enroll or to 
make purchases from the company. 
 
Income Tax Benefits For Associates  
As a Watkins Associate you will be faced with the annual task of pre-
paring an income tax return. With proper planning and knowledge of your 
country's tax laws, the problems sometimes associated with tax return 
preparation can be minimized; in fact, you may be pleasantly surprised to 
discover that as an independent business person managing a Watkins bus-
iness in your home, there are many expenses which become tax deductible 
when incurred on behalf of your Watkins business.  To determine which of 
these expenses are tax deductible, you may wish to contact a tax adviser or 
accountant who is familiar with the direct selling industry. 
 
You are required to maintain adequate records to substantiate any business 
expenses that you deduct. It is most important that you establish an 
organized, well-planned bookkeeping system for your business. Genuine 
tax savings result from adequate tax planning and accurate record keeping. 
The tax savings you gain are worth the work that goes into itemizing your 
deductions.  
 
It is the responsibility of the Independent Watkins Associate to know and 
abide by all tax laws that are relevant to the conduct of his/her business. 
Keep in mind that tax laws continuously change; therefore, what was legal 
last year might not be this year or in the future. You are responsible for 
paying income taxes and social security taxes for the self-employed. You 
may want to consult with an accountant familiar with the direct selling 
industry to insure that you receive all of the tax benefits to which you are 
entitled. 
 
Withholding exemption notice...IRS regulations require that we notify you 
that under the written contract you have with Watkins, and because you are 
an independent contractor, you will not be treated as an employee of 
Watkins Incorporated for federal tax purposes and that you are responsible 
for paying your estimated income and self employment tax. 
 
In the United States 
There are two helpful aids to tax preparation available from the IRS: "The 
Tax Guide for Small Business" and "Tax Information for Direct Sellers" 
(publication 911). To obtain these publications, contact the IRS district 
office nearest you, write to the IRS Regional Forms Distribution Center, 
which serves your state, or go to www.irs.gov.  

Sales Tax In the United States: 
Watkins Incorporated is required to charge sales taxes on all purchases 
made by Louisiana Associates, and remit the tax charged to the state. 
Watkins Incorporated has received authority to charge and collect sales tax 
in the District of Columbia and all other states with a sales tax. Associates 
in states other than Louisiana who prefer to remit the sales tax themselves 
must provide Watkins Incorporated with a copy of their Sales Tax Permit 
and Resale Certificate. Without a copy of the Permit and Certificate, 
Watkins Incorporated is obligated to charge and collect sales tax. 
 
Taxability of products and sales tax rates differ by state. Additionally, an 
increasing number of local taxes (county and city) are being initiated. This 
could result in a disparity in what Watkins Incorporated charges the 
Associate and what they in turn can charge the customer depending upon 
where the sale occurs. The difference should be brought to the attention of 
Watkins Customer Service Department for adjustment. Associates must 
provide date of sale, state, county, city and rate of tax where sold, total 
retail sales and the amount of the additional tax due, or credit due. 
 
It is the responsibility of the Independent Watkins Associate to know what 
products are tax-able and at what rate. If you have questions regarding 
taxability and rates, contact your state or local department of revenue for 
assistance.
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State Sales Tax 
Information Office 
For information about state sales 
taxes, write or call the following 
state offices: 
 
Alabama                                         
Dept. of Revenue                           
PO Box 327710                              
Montgomery, AL  36130              
(205) 242-1490                               
                                                        
Alaska                                             
Dept. of Revenue 
PO Box SA                                      
Juneau, AK  99811-0400                
(907) 465-2320                           
                                                
Arizona                                       
Dept. of Revenue                        
Information and                             
Legislative Services                      
PO Box 29086                              
Phoenix, AZ  85038                    
(602) 255-2060                                                                        
 
Arkansas                                        
Sales and Use Tax Section  
Room 205                                      
PO Box 1272                                 
Little Rock, AR  72203                 
(501) 682-7104                               
                                                        
California                                        
State Board of Equalization 
ATTN:  Tax Information Office      
PO Box 942879                               
Sacramento, CA  94279-0001        
(916) 445-6464                                                                                
 
Colorado                
Dept. of Revenue                          
1375 Sherman Street                       
Denver, CO  80261                      
(303) 534-1208                              
 
 
Connecticut                                    
Dept. of Revenue Services             
92 Farmington Avenue                   
Hartford, CT  06105 
(203) 566-8520                               
 
Delaware                                         
Division of Revenue       
State Office Building                      
820 North French Street                  
Wilmington, DE  19801 
(302) 577-3300 
 
Florida 
Dept. of Revenue 
Taxpayer Assistance 
Fletcher Bldg., Room 448 
PO Box 7443 
Tallahassee, FL  32314-7443 
(904) 488-6800 
 
 
 
 

 
 
Georgia 
Dept. of Revenue 
Sales and Use Tax Division 
PO Box 38040 
Atlanta, GA  30334 
(404) 656-4015 
 
Hawaii 
Dept. of Taxation 
Taxpayer Services Branch 
PO Box 259 
Honolulu, HI  96809 
(808) 548-4242 
 
Idaho 
State Tax Commission 
Taxpayer Assistance 
PO Box 36 
Boise, ID  83722 
(208) 334-3660 
 
Illinois 
Dept. of Revenue 
Taxpayer Information Division 
PO Box 19001 
101 West Jefferson 
Springfield, IL  62894 
(217) 782-3344 
Indiana 
Dept. of Revenue 
Taxpayer Services Division 
100 N. Senate Ave. Room 208 
Indianapolis, IN  43204 
(317) 232-2240 
 
Iowa 
Dept. of Revenue  
Taxpayer Services 
Hoover State Office Bldg. 
Des Moines, IA  50319 
(515) 281-3114 
 
Kansas  
Dept. of Revenue 
Tax Assistance 
Docking State Office Bldg.  
Room 150 
915 SW Harrison St 
Topeka, KS  66612 
(877) 526-7738 
(785) 368-8222 
 
Kentucky 
Revenue Cabinet 
Division of Taxpayer Assistance   
Frankfort, KY  40602 
(502) 564-4580 
 
Louisiana  
Sales Taxpayer Assistance 
Dept. of Revenue & Taxation 
PO Box 201 
Baton Rouge, LA  70821 
(225) 219-7356 
 
Maine 
Bureau of Taxation 
Sales Tax Section 
PO Box 1065 
Augusta, ME  04332-1065 
(207) 289-2336 

 
 
Maryland 
Taxpayer Service Section 
Sales & Use Tax Division 
301 West Preston Street 
Baltimore, MD  21201-2383 
(301) 225-1300 
 
Massachusetts 
Dept. of Revenue 
ATTN:  Sales Tax Dept. 
100 Cambridge Street 
Boston, MA  02204 
(617) 727-4490 
 
Michigan 
Dept. of Treasury 
Sales, Use & Withholding 
Tax Division 
Treasury Building 
Lansing, MI  48922 
(517) 373-3200 
 
Minnesota 
Dept. of Revenue 
Taxpayer Information Division 
Mail Station 3320 
St. Paul, MN  55146-3320 
(651) 296-6181 
 
Mississippi 
General Tax Information 
State Tax Commission 
PO Box 1033, Room 500 
Jackson, MS  39215 
(601) 359-1105 
 
Missouri 
Sales/Use Division 
PO Box 840 
Jefferson City, MO  65105-0840 
(573) 751-2836 
salesuse@mail.dor.state.mo.us 
 
Montana 
Dept. of Revenue 
Mitchell Building, Room 455 
Helena, MT  59620 
(406) 444-2981 
 
Nebraska 
Dept. of Revenue 
Taxpayer Assistance Office 
PO Box 94818 
Lincoln, NE  68509-4818 
(402) 471-5729 
 
Nevada 
Dept. of Taxation 
Revenue Division 
Capitol Complex 
1340 South Curry St. 
Carson City, NV  89710-0003 
(702) 687-4820 
 
New Hampshire 
Dept. of Revenue Admin. 
61 S. Spring St. 
PO Box 457 
Concord, NH  03302-0457 
(603) 271-3400 
 

 
 
New Jersey 
Dept. of Treasury 
CN-269 Taxpayer Information 
Services 
50 Barrack Street 
Trenton, NJ  08646-0269 
(609) 588-2200 
 
New Mexico 
Taxation and Revenue Dept. 
PO Box 5374 
Santa Fe, NM  87502-5374 
(505) 827-0700 
 
New York 
Dept. of Taxation and Finance 
W. A Harriman Campus 
Albany, NY  12227 
(518) 438-8581 
 
North Carolina 
Dept. Revenue 
Sales Tax Division 
PO Box 25000 
Raleigh, NC  27640 
(919) 733-4548 
 
North Dakota 
Tax Dept. 
Sales Tax Section 
State Capitol Building 
Bismarck, ND  58505 
(701) 224-3011 
 
Ohio 
Dept. of Taxation 
Sales and Use Tax Division 
PO Box 530 
Columbus, OH  43266-0030 
(614) 466-7350 
 
Oklahoma 
Tax Commission 
Sales and Use Tax Division 
2501 Lincoln Boulevard 
Oklahoma City, OK  73194-0015 
(405) 521-3279 
 
Oregon 
Legislative Council 
S. 101 State Capitol 
Salem, OR  97310 
(503) 378-8148 
 
Pennsylvania 
Dept. of Revenue 
Sales and Use Tax Division 
Strawberry Square 
Harrisburg, PA  17128-0905 
(717) 783-9360 
 
Rhode Island 
Division of Taxation 
One Capitol Hill 
Providence, RI  02908-5800 
(401) 277-2950 
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South Carolina 
Tax Commission 
Sales and Use Tax Division 
PO Box 125 
Columbia, SC  29214 
(803) 737-4788 
 
South Dakota 
Dept. of Revenue 
Sales Tax Division 
700 Governors Drive 
Pierre, SD  57501-2276 
(605) 773-5141 
 
Tennessee 
Dept. of Revenue 
Taxpayer Services Division 
Andrew Jackson Off Bldg, 5th Fl  
500 Deadrick Street 
Nashville, TN  37242 
(615) 741-2481 
 
 
 

Texas 
Comptroller of Public Accounts 
LBJ State Office Bldg 
111 E. 17th Street 
Austin, TX  78774 
(512) 463-4600 
 
Utah 
State Tax Commission 
Central Services 
PO Box 4000 
Salt Lake City, UT  84134 
(801) 530-6473 
 
Vermont 
Dept. of Taxes 
Business Tax Division 
PO Box 547 
Montpelier, VT  05602 
(802) 828-2501 
 
 
 
 

Virginia 
Dept. of Taxation 
Taxpayer Assistance Section 
PO Box 6-L 
Richmond, VA  23282 
(804) 367-8037 
 
Washington 
Dept. of Revenue 
Taxpayer Services 
PO Box 47478 
Olympia, WA  98504-7478 
(800) 647-7706 
 
Washington, D.C. 
Audit Compliance and 
Investigation 
300 Indiana Avenue N.W. 
Washington, DC  20001 
(202) 727-6104 
 
 
 
 

West Virginia Tax Dept. 
Taxpayer Services Division 
PO Drawer 2389 
Charleston, WV  25328 
(304) 348-3333 
 
Wisconsin 
Dept. of Revenue 
Sales and Use Tax Division 
4638 University Avenue 
PO Box 8902 
Madison, WI  53708 
(608) 266-2776 
 
Wyoming 
Dept. of Revenue & Taxation 
Sales and Use Tax Division 
c/o Hershler Building 
122 West 25th Street 
Cheyenne, WY  82002-0110 
(307) 777-5200

In Canada: 
Watkins Incorporated will collect the Provincial Sales Tax (PST) and remit to the Provincial Government on behalf of all Associates. Should you prefer to 
collect the PST on your own, please send a copy of your Provincial Sales Tax License or Certificate to the Watkins office. Watkins will indicate the 
amount of sales tax and tax rate for each line item on the invoice. Tax charged is calculated on the suggested retail price. 
 

Provincial Sales Tax Information: 
PEI                    (902) 368-4171 
PQ                     (418) 659-4692/ (800)-567-4692 Business 
 (800) 267-6299 / 418-659-6299 Individuals 
ON                    (800) 263-7965 English / (800)-668-5821French 
MB                    (204) 945-5603/ (800) 564-9789 
SK                     (800) 667-6102 
BC                     (877) 388-4440 
AB/NT/NU/YT            None 
 

Harmonized Sales Tax Information: 
NB, NS, NF 
English (800) 959-5525 
French (800) 959-7775 
 
 
Canadian Goods and Services Tax (GST) 
When placing an order with Watkins, the GST will be charged on the retail price, and the full amount of the GST will be remitted to the government 
through Watkins Incorporated GST number R105594493. 
 
There will be no quarterly remittance necessary for any Watkins products that are purchased from the Winnipeg office.  Quarterly filings need only be 
done by those who are registered and have expenses, outside of their product purchases, to claim. 
 
Be sure to keep all invoices. They will be necessary should the need arise for you to reconstruct your GST transactions for the government. All registered 
collectors should save receipts for items used in conjunction with your business (such as supplies, stationery, etc.) on which you have paid GST. You will 
need them for your quarterly filing to obtain a business expense deduction. 

For information about GST, call (800) 959-5525. 

Harmonized Sales Tax (HST) 
HST is the harmonization of GST and PST. HST is charged at a 14% rate and replaces GST and PST in the provinces of New Brunswick, Newfoundland 
and Nova Scotia. For more information on HST, contact Revenue Canada. 
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Temporary Location Marketing Compliance 
Form 

For North America 
 

 
Applicable to Associates conducting business in a temporary sales location.  Each year, this Compliance Form must 
be signed and returned to Watkins Incorporated Support Hotline.  New Associates who intend to have a temporary 
sales location must complete and return the Compliance Form to Watkins within 45 days after receiving his/her 
Watkins ID number.  You will receive a letter confirming that Watkins Incorporated has received your Compliance 
Form. 
 
 
Name: ______________________________________ 
 
ID number: ___________________ 
 
 
By sending in the signed Compliance Form you agree that you will comply with the Temporary Location 
Marketing/Selling Policy as it is detailed in the Associate Reference Guide. 
 
 
Signature: __________________________________ 
 
Date: ________________________ 
 
In U.S., please FAX this complete form to 507-457-5958, Attention:  Support Hotline, or mail to Watkins 
Incorporated, Attention:  Support Hotline, 150 Liberty St., PO Box 5570, Winona, MN 55987-0570.  In Canada, 
please FAX this completed form to 204-477-0011, Attention:  Support Hotline, or mail to Watkins Incorporated, 
Attention:  Support Hotline, 277 Hutchings St., Winnipeg, MB R2X 2R4. 
 
 
 
 
 
For Watkins home office use only 
 
Date received by Watkins Incorporated: ___________________ 
 
Received by: ________________________________________ 
 
Date: _________________________ 
 
Date confirmation mailed or faxed: _______________________ 
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Brand Awareness Retail Store Registration 
Form & Associate Participation Agreement 
When an Associate has reached an agreement with a store to sell Watkins products, the Associate is required  
to complete both sections of this form, the Retail Store Registration and the Associate Participation 
Agreement, in order to participate in this program. The Associate may sign up the store as a customer or an 
Associate, if desired. If signed up as a new Associate, the store will go through the same sign-up process as a new 
Associate and is required to purchase a kit and complete an International Agreement Form.   
 
Retail Store Registration  
 
Store name:    
 
Owner/Manager name:   
 
Store address:   
 
City:  State/Province:  
 
Zip code/Postal code:  Phone No.    
 
Type of store:   
 
Date of first order:    Store ID number if applicable:  
 
*************************************************** ************************************* 
Associate Participation Agreement 
I agree to market and sell Watkins products only to independently owned and operated stores such as: 
drugstores and pharmacies, gift stores, hospital auxiliaries, specialty food stores, hardware stores, restaurants, co-
ops, nursery and gardening stores, decorating and home furnishing stores, beauty supply stores, salons and spas, 
book stores, stationery stores.  
 
Associate Name:   Associate ID No:  

  
Signature:    Date:   
 
 
Note that the Watkins Associate Reference Guide contains additional policies important in conducting a Watkins business. 
Three such policies are particularly pertinent:  

·  Never solicit other Watkins Associates to change their line of sponsorship or interfere with the business of another 
Watkins Associate. 

·  No exclusively Watkins retail stores or locations are permitted. Review the Associate Reference Guide for the 
Temporary Location Selling Policy, which is still in effect. 

·  Do not represent yourself as an employee of Watkins, or imply that Watkins offers exclusive franchises or 
geographic areas. 

 
Please mail or fax this signed Agreement to Watkins, Attention Support Hotline. 

Watkins Incorporated 
P.O. Box 5570 
Winona, MN 55987-0570 
US Fax (507) 457-5958 

Watkins Incorporated  
277 Hutchings Street 
Winnipeg, MB R2X 2R4  
Canada Fax (204) 477-0011  

 
For any questions regarding the retail initiative, please contact your sponsor or Watkins Support Hotline.  
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APPENDIX A (Points) 
Points 
Watkins assigns a point value to each product, which is used to measure sales volume in all countries and 
territories that Watkins operates in. The point value is related to the price of a product, but is independent 
from any particular currency and therefore offers a measuring standard that can be used for all Associates. 
Points for each product are listed on the Monthly Order Forms. 
 
Point totals are used for Associate title qualifications within Watkins Compensation Plan, for achievement 
rankings for recognition, and for qualification in special promotional and incentive programs. 
 
Points are commonly used to determine central, group, and total downline sales volume: 

Central Points (CP)—The total points of your personal sales and purchases. 
Group Points (GP)—The total points of your Central and all of your downline Associates excluding 
downline Associates who have created their own Groups by achieving a Manager or higher title. 
Total Downline Points (TDP)—The total points generated by your entire downline. 
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APPENDIX B (Bonus) 
How To Calculate Bonus 
Watkins assigns a bonus to each product based on the retail price, the Associate’s retail income, and the 
cost of production.  
 
For example, a product with a suggested retail of $13.99* might have a bonus of $4.90.** 

 
retail price - costs - retail income  = Bonus 
$13.99 - $5.60 - $3.49 = $4.90 
 

Associates begin to earn bonus income on their personal sales and the sales of their downline Associates 
once they achieve the Bronze Consultant level. Monthly bonus is calculated for central sales and group 
sales for Consultants. Associates at the leadership levels of Manager and Executive can earn additional 
bonuses on the groups of Managers within their downline (who are no longer in their group). 
 
Central Sales 
As an example, consider a Bronze Consultant who takes the following order: 

Product Name  Article No. Sugg. Retail* Bonus**  
Vanilla D.S. 6oz  01196 $10.49  $4.20 
Pepper 12 oz 01141 $15.49  $5.42 
Cinnamon 6oz 01115 $6.99  $2.45 
Allspice  01920 $4.99  $1.00  
 
Total for one order $37.96  $13.07 
 

If our Bronze Consultant generates four identical customer sales orders in one month, his or her total 
Central Bonus Volume would be $52.28 and his or her commission statement would look like this: 
 
Code Name Bonus Volume  Percent Earnings 
Personal Sales Bronze Consultant A 52.28   10.001  5.23 
 
1As a Bronze Consultant, our Associate earns 10% of the available bonus, or in this example, $5.23 on his 
or her Central sales. 
 
Group Sales 
Consider this same Bronze Consultant who not only has Central sales, but also has 2 downline Consultants 
who have sales in a given month. His or her commission statement would look like this:  
 
Code Name Bonus Volume  Percent Earnings 
Personal Sales Bronze Consultant A  52.28   10.001  5.23 
Consultant  Consultant 1  77.84   10.002  7.78 
Consultant Consultant 2  30.30   10.002  3.03 
 16.04 
  
1As a Bronze Consultant, our Associate earns up to 10% of the available bonus on his or her Central Sales. 
2As a Bronze Consultant, our Associate earns up to 10% of the available Bonus Volume from the sales in 
his or her Group. 
 
*Prices used as an example and are subject to change. 
**The actual bonus for each product is printed on the Monthly Order Forms. 

�
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APPENDIX C (Programs) 
Incentives 
 
Consultant Titles  Award  
Bronze Consultant  Bronze Pin   
Silver Consultant  Silver Pin 
Gold Consultant  Gold Pin 
 
Manager Titles   Award 
Manager   Manager Award Disc  
Bronze Manager  Bronze Award Disc  
Silver Manager   Silver Award Disc 
Gold Manger   Gold Award Disc 
 
Executive Title   Award 
Bronze Executive  Bronze Executive Award Disc 
    Eligible to participate in Executive Incentive Trip 
Silver Executive  Silver Executive Award Disc 
    Eligible to participate in Executive Incentive Trip 
Gold Executive   Gold Executive Award Disc 
    Eligible to participate in Executive Incentive Trip 
 
�

Pin Program 
·  As Consultants and Managers promote to higher title achievements, they are awarded recognition  
·   pins and discs. 
·  The upline Manager/Executive is responsible for the cost of the Consultant award pins for their 
·   downline. 
·  As Consultants achieve the Manager and Executive levels, award discs are provided by Watkins. 
 
Performance Rewards  
·  All Consultants and Managers are eligible to earn Performance Rewards Points based on total downline point 

monthly increases. 
·  Points can be accumulated and redeemed for valuable merchandise: based on title and other qualifications as 

outlined in the complete rules.  
·  Program runs January 1, 2008 – December 31, 2008. 
 
90-day Fast Start 
·  Fast Start rewards brand new Associates for getting their businesses off to a fast start. 
·  During the first full three months with Watkins, Associates earn extra Reward Points in Performance Rewards for 

business activity: sales and sponsoring. 
·  Reward Points can be redeemed for valuable rewards in Performance Rewards. 
·  Fast Start achievers are well on their way to earning significant income under Watkins compensation plan! 
 
Free Membership Renewal Program 
·  Rewards Associates committed to consistently leading by example by waiving the annual membership fee. 
·  Associates who achieve 500 Central Points in sales volume for 12 consecutive months and who, during those 12 

months, personally sponsor at least 5 Associates who each accumulate a minimum of 500 Central Points, will earn 
free renewal for one year. 

·  No sign up—Watkins Incorporated tracks it automatically for you.  
 

 Example: 
Award Pin 

  Example: 
Disc 
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Support Programs 
Promotion Catalog Subscription Program 
·  For an annual subscription fee, you’ll receive a monthly Highlights Catalog and a Monthly Order Form for 12 

consecutive months to keep you informed of new Watkins products and promotions. $12.00 USD/$16.00 CAD 
 
Promotional Earnings Pack (PEP) 
·  Automatically ships a monthly package of business-building tools designed to support daily business 
·   activities and maximize personal income potential. 
·  PEP members receive select products, product samples, training, sales tips, Highlights Catalogs, business materials 

and more—every month. 
·  Total Retail Value over $600.00 USD/$845.00 CAD. 
·  Two payment options: Annually $349.00 USD/$416.93 CAD or Monthly $33.00 USD/$40.40 CAD. 
·  PEP enrollment forms can be downloaded from www.WatkinsOnline.com, Business Bulletin, Business Training, 

Downloadable Support Materials or sign up online.  
 
Watkins Advantage Program 
·  Associate Auto Ship Program helps establish a healthy routine through the use of dietary supplements and other 

superior-quality Watkins products while saving money and building monthly volume. 
·  Watkins Advantage orders carry a 30% discount, free shipping, plus a free dietary supplement handbook upon 

enrollment. 
·  Watkins Advantage offers the convenience of a monthly auto ship with the flexibility to modify or cancel your order 

on a monthly basis.  
·  Orders can be modified up to the 20th day of the month by phone, fax or online.  
·  Orders must be between 100 and 300 points and must be selected from the products listed on the Watkins Advantage 

form. 
·  Watkins Advantage forms can be downloaded from www.WatkinsOnline.com, Business Bulletin, Business Training, 

Downloadable Support Materials or sign up online. 
 
e-Associate Program 
·  A customizable, personal web page stands as the entry point for your customers, prospects and downline to 

WatkinsOnline.com. 
·  Place public stories for your customers and prospects, plus private stories for your downline team. 
·  Best of all, customers and prospects coming through your site have your Associate information pre-filled in all 

shopping and sign-up screens. 
·  With the site you get a fully-functional e-mail with a WatkinsOnline.com address and access to reports and account 

information including real-time volume queries. 
·  Program Price: $64.95 USD/$64.95 CAD  — plus — Monthly Maintenance Fee: $19.95 USD/$19.95 CAD 
 
WatkinsOnline 
·  All new Associates enrolling will have access to WatkinsOnline.com, which provides online ordering for you and 

your customers and online access to account information, reports, and real-time volume queries. 
 
Watkins Nonprofit Fundraising Program 
·  Watkins Associates can sign up a nonprofit organization to receive a free Web site where supporters can read about 

the organizational goals and support those goals by placing an order for Watkins quality products. 
·  Because all set-up and start-up fees are waived for the organization, there is absolutely no risk—only benefits—as 

the nonprofit organization can earn 17.5% - 31.5% off all resulting sales. (There is a nominal renewal fee to maintain 
the Watkins membership after the first year.) 

 
Payment and Shipping Programs 
Quick Pay Program 
·  Quick Pay works like a debit card; it directly withdraws the amount of your order from your bank account and 

allows you to order by phone or online without a credit card. 
·  Forms for enrollment are located online at WatkinsOnline.com, or can be obtained by calling Support Hotline. 
 

 

To obtain more information regarding these excellent programs offered by Watkins, contact Support 
Hotline at: 507-457-3143 USD/204-477-0022 CAD.  
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APPENDIX D (Shipping & Handling) 
U.S. SHIPPING & HANDLING RATES - ASSOCIATES 
 
For orders provided via            Phone, Fax, or Mail  Internet   
For orders up to   $  49.99   $  49.99 
    The rate is            $    9.95   $    8.95  
For orders between            $  50.00 - $131.05  $  50.00 - $145.99 
    The rate is     $  12.45   $  10.95 
On orders greater than $ 131.06    $146.00 
 The rate is        9.5%         7.5% 
Not to exceed     $240.00   $240.00 
Customer Orders         $0.00 to $29.99        Customer pays  $6.95 
Customer Orders         $30.00 to $98.99        Customer pays   $9.95 
Customer Orders         $99.00 and up  Customer FREE 
Associate's cost share on ALL Customer Orders         7.5%  
 
Through Order Entry, Watkins will, upon request, expedite U.S. Associate's orders for shipping by next day, two day 
or three day delivery service if the order is received at Watkins by 1:00 p.m. Central Time.  Orders for special delivery 
service received after 1:00 p.m. Central Time will be shipped the following day.  Special Delivery orders placed on 
Saturday will be shipped the next business day.  Special delivery charges will be charged at the time the order is 
placed. 
 
CANADA SHIPPING & HANDLING RATES - ASSOCIATES 
 
For orders provided via      Phone, Fax, or Mail  Internet  
For orders up to      $  59.99   $ 59.99  
    The rate is      $  10.95   $   9.45   
For orders between      $  60.00 - $136.32   $  60.00 - $152.67 
   The rate is      $  12.95   $  11.45   
On orders greater than      $136.33   $152.68 
   The rate is             9.5%         7.5%  
Not to exceed                                          $250.00   $250.00  
Customer Orders  $0 to $39.99   Customer pays  $6.95 
Customer Orders                                    $40.00 to $124.99   Customer pays $9.95 
Customer Orders                                     $125.00 and up    Customer FREE 
Associate's cost share on ALL Customer Orders      7.5%  
 
Through Order Entry, Watkins will, upon request, expedite Canadian Associate's orders for shipping by one-day 
delivery service if the order is received at Watkins by 1:00 p.m. Central Time.  Orders for special delivery service 
received after 1:00 p.m. Central Time will be shipped the following day.  Special Delivery orders placed on Saturday 
will be shipped the next business day.  Special delivery charges will be charged at the time the order is placed. 
 
Alaska, Hawaii, Guam, Virgin Islands, Puerto Rico, U.S. Territories 
·  In addition to the shipping/handling rates established above, a $1 surcharge on products in the catalogs that display 

the following icon will be calculated on each order.  
·  This $1 surcharge will be added for EACH UNIT ordered of the defined products.   
·  Associate orders are also subject to the U.S. minimum & maximum shipping/handling charges. 
·  Customer orders shipping to Alaska, Hawaii, Guam, Virgin Islands, Puerto Rico and other U.S. Territories will be 

shipped by priority mail unless the customer requests an alternate shipping method. 
·  Customers receive FREE shipping on orders $99 USD/$125 CAD or more. 
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Glossary of Terms 
Associate - An individual whose application has been accepted and is participating in the business.  The term 
Associate is used where some companies may use the generic term "distributor." 
 
Bonus - Each product is assigned a specific dollar value called a bonus.  The bonus is the amount available to pay out 
in bonus income on each product after the Associate’s discount of 25% on the retail price and after Watkins’ costs.   
 
Bonus Income - Income you receive from Watkins in addition to your retail profit.  The percentage of the bonus 
volume that you receive increases as you attain higher titles.  All bonus income is based on the bonus of the products 
sold.  
 
Bonus Volume - The total of the bonus of all products sold in a month by a given organization level.  For example, the 
bonus volume for a Central would be the total bonus of all products purchased by an Associate and his or her 
customers.  
 
Calendar Month - All qualifications for the Watkins International Compensation Plan are based on calendar month  
qualifications. 
 
Central - Your Central consists of you and your customers. 
 
Central Bonus - Bonus generated from your personal orders and your customer orders. 
 
Central Points (CP) - Every month the Points from your personal purchases and the purchases of your customers who 
order directly from Watkins are added together to calculate your Central Points for the month.   
 
Compression - Manager bonuses are paid on qualified generations.  In the event that a Manager in the downline fails 
to qualify in a given month, the plan compresses to a lower level “qualified manager” to fill the commitment.  
Example: Associate A, a Gold Manager, is qualified to receive Manager Development bonuses on 4th generation 
Managers.  She/he has a 4th generation Manager, Associate B, who does not qualify in a certain month.  There is a 
qualified 5th generation Manager below Associate B, Associate C.  The compression process reaches down and pulls 
Associate C from the normal 5th generation position to Associate A and “compresses” the Group up to fill that 
“qualified” 4th level position to Associate A that month.  Compression is a month-to-month process for earnings 
purposes. Non-qualified Manager’s Group volume does not roll-up (combine with the next Manager’s Group volume).  
Qualified upline Managers and Executives receive the same Manager Development Bonus percentage (15%, 10%, 
10%, or 5%) on unqualified group volume, as they would have if the group were qualified.  If a Manager fails to 
qualify for six out of every 12 consecutive months, the compression process becomes permanent.  In that case the line 
of sponsorship is changed and the unqualified Manager, in our example Associate B, then loses Associate C and all the 
other downline Managers permanently. 
 
Consultant - The first category of participation in the Watkins Compensation Plan.  All Associates begin as 
Consultants.  There are four Consultant title positions including:  Consultant, Bronze, Silver and Gold Consultants.  
The term Consultant best defines the role Associates have with customers and Associates.  It is a consulting 
"relationship" rather than simply a  
salesperson role. 
 
Downline - The term refers to Associates you sponsor into the business including everyone your Associates sponsor.   
 
e-Associate - A Watkins Associate that has enrolled in the e-Associate program and has a linked Website to Watkins 
Corporate site and pays the monthly support fee. 
 
Executive - The third level of Associate status within the plan is called an Executive.  Associates who achieve the 
Bronze Executive, Silver Executive and ultimately Gold Executive titles are the top leaders of the business and are 
eligible for bonus income on their Total Downline. 
 
Executive Leadership Bonus (ELB) - Compensation bonus available to Associates that achieve an Executive title.  
 
Generation - The term generation refers to the level a Manager or Executive holds relative to another Manager or 
Executive in the same downline. 
 
Group - Your Group consists of all Associates whom you have sponsored, the Associates whom your Associates have 
sponsored, etc.  (Your Group does not include Associates who have created their own Groups by achieving Manager 
or higher title.) 
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Group Bonus Volume - Your Group Bonus Volume consists of the collective Bonus Volume of your Group, which 
includes your Central. (Your Group Bonus Volume does not include the Bonus Volume of your downline Associates 
who have created their own Group by achieving Manager title.) A total of 40% of the Bonus Volume is paid.  
 
Group Points (GP) - Group Points are the collective Central Points (CP) of your Group. (This does not include your 
downline Associates who have created their own Group by achieving Manager or higher title.)  Your Central Points 
are always included in your Group Points. 
 
Leg - A "leg" is a downline that starts with a personally sponsored Associate.   
 
Level - The relative position of one Associate to other Associates based on the order of sponsoring.  Thus, someone 
you sponsor is first level to you.  Someone she/he sponsors is first level to him/her, and second level to you, and so on. 
 
Manager - The second level in the plan is called Manager.  You progress from Consultant to Manager when you have 
at least 200 in Central Points (CP) and 2,000 in Group Points (GP) for two consecutive calendar months.  This is the 
"promote" position of the plan.  There are four Manager title positions including:  Manager, Bronze, Silver and Gold 
Manager. 
 
Manager Development Bonus (MDB) - Managers and Executives can qualify to receive bonuses on one, two, three 
or four generations in the Managers’ and Executives’ downline based on qualification each month.  The plan pays 15% 
BV on first generation, 10% on second, 10% on third and 5% on the fourth generation.  MDB compensates leaders for 
their influence in the ongoing development of their Consultants and Managers. 
 
Paid-as Title - Monthly Central Points (CP), Group Points (GP), Qualified Leg Count (QL) and Total Downline 
Points (TDP) will determine the Associate’s “Paid-as” title each commission period. 
 
Points - Points are used in calculating your qualification levels.  There are Central Points, Group Points, and Total 
Downline Points. Because Watkins allows you to build your business internationally (currently in the U.S. and 
Canada), the company assigns all products a Point value.  This allows you to earn the same qualification volume for 
the sale of a product, regardless of where it is sold.   
 
Qualified Leg - A leg that contains at least one titled Manager or Executive and generates 2000 points in that month.  
The Manager/Executive does not need to be paid a Manager/Executive that month, and the Manager/Executive can be 
at any level in the leg.  
 
Retail Income - Associates earn 25% of the retail price on their personal sales.  This 25% is reflected in the Associate 
pricing when an Associate purchases from Watkins. When an Associate’s customer orders direct with Watkins, the 
25% will be included in the Associate’s commission check. 
 
Sponsor - The person who sponsors or brings a new Associate into the business is called the "sponsor."  The sponsor 
is responsible to see that the new Associate receives the start-up training and on-going support needed to understand 
how the business functions. 
 
Sponsorship Bonus - In those cases where Associate (A) has a downline Associate (B) in his or her Group who is 
growing faster than "A", thereby making "B" the same title as "A", Watkins pays a Sponsorship Bonus.  "A" is eligible 
for a 5% Sponsorship Bonus on "Bs" Group Bonus Value.  This Sponsorship Bonus is limited to three months on any 
one Associate.  In other words, "A" must increase her/his Group Points to move ahead to a higher title than "B" to 
continue receiving a Group Bonus. 
 
Title  - An Associate’s title is based on achieving monthly qualifications.  The Associate will retain the title as long as 
she/he maintains the qualifications for six out of every 12 consecutive months.  Title qualifications are listed in the 
Watkins International Compensation Plan. 
                           
Total Downline - Total Downline consists of you and every Associate in your entire downline organization, including 
Associates who have created their own Groups by achieving Manager or higher title. 
 
Total Downline Points (TDP) - The collective total Points of all your Total Downline.  
 
Unencumbered volume - Volume in your group not generated by the Associate in your group who has qualified for 
the Manager title. 
 
Upline - The genealogy or line of sponsorship above you in the business organization.  It starts with your sponsor and 
then goes to the sponsor's sponsor and so on. 
 


