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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

Purpose

US Telephong

Y

Canadian

Hours of Operation

Number Telephone Number
Telephone Orders 1-800-Watkins1-800-Watkins Monday-Friday 7:00 a.m.-6:00 p.m., CT
(928-5467) (928-5467) 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 entgnding
system.
Customer Service 800-243-9423  800-267-1454 or Monday-Friday 7:00 a.m.-6:00 p.m., CT

204-477-0050

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) Moon#triday 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.100-¢.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.%:00 p.m., CT
(CA) Monday-Friday 7:30 a.m.-5:00 p.m., CT

Pour le service en
Francais

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 s®ctosed
from 8:00 p.m. to midnight, CT.)

Upline support system

Name

Sponsor

Upline Manager

Upline Executive

Business Phone

Business Fax

E-mail

Other Phone




Assistance Online

Watkins is proud to offer you support in a variefyways whether it comes from your upline sponsor,
Watkins corporate or someone in your upline’s orztion...we're always here to help. One of the best
support tools Watkins has to offer you is thew.WatkinsOnline.com website. With a variety of online
tools to support your business, you'll think ofsthivebsite as your ultimate reference guide.

With Watkins Online you have access to:

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

Recipesfor Watkins products to share with friends, fandlyanyone interested in Watkins
products.

Archived communicationsfrom Watkins.

Accesgo 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 bussieswever you wish.

Downloadable forms prospecting flyers and training pieces so youtduwave to re-create pieces
to promote your business. You can just use whakM&has already created!

Streaming audioon a variety of training topics.
So much more.

You'll find a wealth of training information oncey log ontovww.WatkinsOnline.com by visiting the
Business Bulletin section.

We’'re excited to have you on the Watkins Team amdtavait to help you achieve your dreams!
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Getting Started:

Watkinize Your Life

As a new Associate you can start your Watkins lassireven before your assortment arrives. Justtake
look at a Watkins catalog and start thinking altbatproducts you use everyday. Soon you'll be kbyyin
those everyday items from yourself and supportimgr yrowing business!

Review your Assortment

Take some time to review the contents of your assmt and get familiar with the products and
materials Watkins has to offer to help support yoyour business. Contact your sponsor upon reogivi
your assortment, and he or she will go over anytipres you may have.

Replace store brands with Watkins products

Start the process of identifying products you eseilarly in your home and replace them with Watkins
products. During this process you will not onlyriea great deal about the many great Watkins pteduc
you will be supporting your business by buying frgour own store!

Develop product stories

Develop your own stories to share about the iméatkins products have had on your life. Listeth®
stories of other Watkins Associates for more testirals. All of these stories can be very effecfive
describing and selling the products.

Place your first order for personal use products

This is an important step. Order the products yeedrto become a “product of the product.” Watkins
products are the foundation of your Watkins busin#g¢hen you use the products yourself, particularly
the daily consumables, you'll gain confidence iarth You'll have stories to share with others, aadry
enthusiasm will spill over into everyday conversatiYou'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 yowrdmmply and quickly



To help you decide what to order:

Check off the products you use from the ConsumBbdelucts Checklist below and replace store

brands with Watkins products. Commit to only puihg from yourself and your Watkins

business whenever possible.

Take the “Health and Lifestyle Analysis” locatedtbe next page and “Watkinize” your life.
You'll begin to experience the health benefits indiagely.
Make a list of your gift-giving needs. Select Watkproducts for the people on your gift list.
Your friends and family will love experiencing thbeoducts and will want to become customers.
Use Watkins products like lip balm and hand moigars as you go about your daily activities.
People will notice, and it's a natural way to starhversations about your Watkins business.
Your sponsor may also be able to give you suggesto products or business materials to

purchase in your first order.

Consumable products checklist

Below is a generic list of consumable product catieg most people use in their daily lives. Chdtk a
the product categories that you and your familyentty 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 pertaialkéhe above categories. This list gives youdsaiof
how simple it is for everyone to enjoy at least pohts of Watkins products each month.






10



How to Order

Once you have decided what you want to order, yame lthree convenient ways to place your order:

-
—
your password. If you provided your e-mail addr@ssgour International
Agreement or when you registered online we emaitad password to you.

You can also call Support Hotline to get your passhv aaraal ol

Online at www.WatkinsOnline.com. Login using your AssdeitD number and

Once you login, you can navigate through the ontatalog and select the items
you wish to purchase, or you can use the Quick IF¥dem if you already know
the product numbers of the items you wish to order.

By phonewith Watkins Order Entry Department. Call toll-érat 1-800-WATKINS
(928-5467). Make sure to give the order entry apengour Watkins Associate 1D
number. It is helpful to have an order form in frohyou when you call.

By mail.

In the US, mail to: In Canada, mail to: \
Watkins Incorporated Watkins Incorporated - =
150 Liberty Street, PO Box 5570 277 Hutchings Street

Winona MN 55987-0570 Winnipeg, MB R2X 2R4

Attn: Order Dept. Attn: Order Dept.

Payment may be made by credit card or Quick PayickPay allows you to transfer funds directly from

your bank account. Orders by mail can also pay eli#nck or money order.

Shipping and handling rates are printed on thepgage of the Monthly Order Form. Please note that
shipping and handling charges are slightly loweriaers placed on the Internet.
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Getting Organized

You will want to take some time in the beginningyi your business organized so you can spend most
of your time on networking activities. The follovgtist identifies some basic tasks for getting oiged.

- Establish an office or work space where you canenpdione calls, keep records, and organize yourpaldeep a
small calculator handy and purchase phone and sslthbels or a stamp. Make sure every piece oélitee has
your name, Associate ID number, phone number, ¢-address, and web site on it.

- Set up and use an appointment book to schedulinteeyou’ve committed to your Watkins business.

- Order business cards.

- Set up a system to keep track of income and expeKsep all receipts.

- Set up a system to keep track of prospects androess.

How to Choose Your Marketing Methods

The first step to developing your Watkins busirieds establish a customer base. Shortly you'll be
starting your “Who Do You Know?” list to determimdno you will talk to. Now you want to determine
what is the best marketing method in which to pne¥éatkins products to these prospective customers.
Your sponsor can play a big role in helping yoghtoose the type(s) of marketing methods that you'll
use. Although you may incorporate different methodsr 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 teidwhl prospects any time in any setting. Thia is
highly duplicable avenue for building your business

Personal Presentations and Opinion Appointments:

These methods almost always result in sales orsgpimg opportunities. People love to give their
opinion, and they appreciate personalized sernipproaching people this way takes a bit more time
since you are only talking to one or two peopla @ime.

Repeat business:

Once you have established a customer, you carduntsothem to other products. As they fall in loveéhw
the product, they may also be interested in expipitne business opportunity or will gladly refeuyto
others if you ask.

Out and about in daily activities:

It's simple to “make friends” wherever you go. Mp&ople are willing to share a smile or a comment
with you, and these are the people you want tottdlecide to “make new friends” each time you're
out. Your goal is just to get a name and phone rursb you can follow up.
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Marketing through Group Events, Presentations & Goo d
Tastings

Present the product and business opportunity togpgof people at the same time. These are velrtim
effective methods for building your business and regoresent significant “now money.” You will also
plant many seeds about the business opportunitgainehany referrals. These avenues are highly
duplicable.

Classes:

People enjoy attending classes and feel like thegive real benefit for the time they spend. Heatith
Wellness, Indulgence, Healthy Eating, and Easyraiténg are some topics around which to build a
class. Once people have learned how to incorptmatproducts into their lives, they are very likedy
purchase. Plus, people who enjoy teaching othdldevattracted to your business opportunity.

Good Tastings ©by Watkins Events:

This casual, fun way of getting together attractardety of people. A Good Tastings event providies

the enjoyment of home entertaining, where guestglre and sample simple delicious recipes. When
you involve people in learning about and trying Witag specialty foods and quality ingredients, tingly

want to purchase and may even consider doing whatg. Ifyou are interested in using this method, we
require that you purchase a Good Tasfirgs Watkins quarterly assortment. This assortmecitidesa
comprehensive guide for holding Good Tastings esvantl enough materials and samples to conduct four
events. For more information about this exciting growing marketing method visit Watkins website at
www.WatkinsOnline.com.

Home Meetings and Open Houses:

Inviting friends and family to your home to discotke product and business opportunity is a relaxed
time-effective method for building your businegdsalko provides a perfect atmosphere for Associaias
sponsor to bring guests to find out about the mssinYou 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 thaptheic comes to you. It works best for Associaté®w
are free to work their business on weekends andiilneg to invest in inventory.

Public displays:

An excellent way to introduce yourself and youribass to your community is by setting up a table at
events being hosted by churches, schools or orgiamis in your area. Free or very low cost tables a
often available. Your focus should be to talk togle and get the names and phone numbers of anyone
who may be interested in product, booking Goodimgstevents or the business opportunity. Immediate
follow-up is the key to success with this methodeld your display simple and professional, and don'’t
worry about a lot of inventory. Your goal shouldtbegenerate interest and to follow up with a one-o
one or group presentation.

Fairs and Trade Shows:

Thousands of people may pass your booth; howewearskould be prepared with a lot of product
inventory and business information packs. As whth public displays mentioned above, you must be
prepared to follow up with the customers and bussiospects you meet.
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Fundraisers:

This is an excellent way to introduce your produad business opportunity to a target community. The
drawbacks are that you will not generate much “maooney,” since most of the profit goes to the group.
It can also be very time consuming, but can geadoat of names for follow-up. These people wilbn
the Watkins products and may become regular custoarebe interested in the business opportunity. Fo
downloadable form about fundraising with WatkinstgdVatkins web site at www.WatkinsOnline.com.

Marketing Online

Online Marketing

A big advantage to online marketing is that theligputbmes right to your virtual home. You can work
from home (or anywhere) and at any time of dayightn Plus, Online Marketing can be very part time
(or even a small part of your overall business)t oan be a full-time method for building a powerf
Watkins business.

Watkins e-Associates have a personalized entrywaydtkinsOnline where all of the customers and
prospects entering through their e-Associate séegedited to their account. Associates withoug-an
Associate site can still market online; they caeditheir customers and prospects to the corpbiate
page and make sure their customers and prospemisthrfill in the proper Associate’s ID number.
(When directing people to the corporate home piagéruct them to type the address directly into the
address bar, adding “/home” to the emsivw.watkinsonline.com/home. This will ensure tHayt are on
the corporate site and will be prompted to enter yBD number when needed.)

Getting visitors:

Getting prospects and customers to your e-Assosigés similar to getting people to come to a
storefront: they won’t come unless they know houirid you. The site itself won't guarantee visitors
Successful online marketers use a wide range adrtiging techniques to get the right people torthige.
These methods include traditional advertising mgghdisplay and classified ads, business cardsensos
flyers, car signs, or any other traditional metfadadvertising a business. Online marketers csm t@p
into the unique power of the Internet to link cusers and prospects directly from an ad to thed: Sihis
can be achieved through paid advertising such asdraad placement or search engine placement It ca
also be accomplished with banner exchanges, conmatiom in web communities, and making your site
more attractive to viewers and search engines.

Prospecting:

Just like any other form of prospecting, resultsiedrom establishing relationships. Online marlgetin
can bring in leads; communication turns those l@atdsAssociates. This type of marketing takes a
commitment to follow up utilizing both phone andnail. Keeping good communications while nurturing
prospects and later coaching new Associates isedlyamportant since your prospects may come from
all over North America.
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When Will | Work My Business?

Learning what parts of your business are impot@fdcus on will help you be successful. Dividimg t
time you spend on your business ifdous time andbuffer time will help you grow a strong business.

Focus time and Buffer time
The time you invest in your Watkins business faite two categoriedocus timeandbuffer time.

Focus time “working in” your business...people work. Focus imctivities
are prospecting, selling, sponsoring, and peopleldpment. Invest most of
your time here since these activities grow your kivigt business and make yo
money. They are also the most fun and rewarding!

Buffer time: “working on” your business...planning and mainter&n
activities such as placing orders, looking at reqpatc. These activities are important to keegmgy
business on track but should be done during hobenwou can't be working with people.

Time blocking techniques

To make sure you stay on track, look at your calefar the upcoming week. Block the time you will
spend on your Watkins business. Make sure at 8Astof that time is focus time, time spent on “deop
work.” Decide on the number of contacts you willkmaach day to grow your business. Mark the selling
and sponsoring activities you have scheduled. Hdaivity you have scheduled postpones or cancels,
spend that time making contacts to grow your bissinalso 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 & Watkénactivities
- 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 Wabkisiness is to have more time to spend with your

family or on other commitments in your life. As yaudeciding when you will work make these items a
priority on your calendar and pencil the time nekttework your Watkins business around them.
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When will you work?

The time you spend on your business is flexibleu ¥ecide when and how much you will work. Fill in
the dates for the next six weeks on the calendanhéeginning with today’s date. This will helpwyo
plan your activities to earn new Associate rewards!

Sunday Monday| Tuesday Wednesdahursday | Friday Saturday

Week 1

Week 2

Week 3

Week 4

Week 5

Week 6

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 yanoot or will not change.

- Mark the dates and times your upline has meetindfatrainings available.

- Pick a date for your grand opening for your newifiess.

- Plan your “office hours,” schedule pockets of tifaebusiness-building activities like telephone ¢inentering
orders, calling your upline, etc.

- Mark one or two dates to observe successful Astxciaarketing the Watkins products.

Put your time in the bank

Obviously, if you desire a six-figure income, itlwiot happen overnight. Think of the time you ist/en
your Watkins business as putting time in a “timakjawith a great interest rate. The more you invest
now, the quicker you'll get to your goal.
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Who Do You Know?

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

Activity: The 5-Minute “Who Do You Know?” quiz

Pick a quiet spot, set a timer for five minuteg] &st everyone you can think of.
Do this as a brainstorming activity. Write names$aass as you can. Don’t worry
about addresses or telephone numbers. Write eaeng that comes to mind.
Some of them you may never approach about Watkios't decide that
now...just write! Include people from work, churclemmunity and other daily
activities. Add friends, neighbors, relatives, fids of friends, and people from
your past (even if you have no idea how to coritaern). List people with whom
you do business. You may not even know them by nawaitress at the diner”
is just fine for now. Remember, don’t stop to thimkether they may be interested in Watkins...justew
names!

Following the 5-minute quiz, carry your list aroualdlday and add to it as you think of more peoBle.
the time you go to bed, you’ll most likely have mdhan 100 names. Don’t worry about who you will
talk to first! You'll learn about prioritizing thiist and how to approach people in just a littléleihor
right now, have fun and make a big list. Your Vigi keep growing as you meet new people and ask fo
referrals.
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Who Do You Know?

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

10.

11.

12.

15.

16.

17.

18.

19.

21.

22.

23.

24,

25.

26.

27.

28.

29.

30.

31.

32.

33.

34.

35.

36.

37.

38.

39.

40.

41.

42.

43.

44,

45,

46.

47.

48.

49,

50.

18



Continue adding to your “Who Do You Know?” list

Your initial “Who Do You Know?” list is a start ipour networking. Just think of all the people y@nc
listin 5 minutes, and then imagine how many pedtipbse people know that could be added to your list
You will probably already have hundreds of peopleétwork with.

Are you wondering who to call first? Itsas easya s A-B-C!

- On your “Who Do You Know?” list write an “A” nexbteveryone you are sure will be interested in eithe
Watkins products or business opportunity, “B” nexthose you aren’t sure will be interested and H€kt to
those you believe will say “No.”

- Start with your “C” names! You're going to practioa those you believe will say “No” anyway. (Andygrise!
Some may say, “Yes!”)

- Continue on to your “B” names. Once you've gotteme practice and gained confidence, call your ‘i8t. |
Some people will already have said, “Yes” so younivbe as disappointed when some of your “A” praipeay,
“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 {day5) and sell at least 250 points. Watkins has
something to meet everyone’s needs...product,ulméss opportunity, or both. You will learn how to
identify your prospect’s wants and needs and makitkins connection. It's really as simple as that.

As you talk to people on your list, always askreferrals—“who do you know that might be
interested in Watkins products.” Your goal in thaly stage of your network marketing
business is to expand your network. It's reallyteq@asy to do once you get started.

Try These Approaches

There are several different ways to approach pedfaer upline or sponsor will coach you, and you'll
hear suggestions on thi¢atkinsSystem for SuccesSetting Startecudio which is downloadable at
www.WatkinsOnline.com.

Here are a few to try:

Direct approach: “I just got started in a home-based business Wigtkins. Why don't you take a look?
We have some fabulous products you might be inexies.”

Third party approach: “l just got started in a home-based business Wittikins. Part of my business
involves helping others make money. | was wondemvigp do you know that would be interested in
making some extra money?”

Opinion approach: “| just got started in a home-based business Wi#tkins. If | gave you some
information, would you look at it? I'd sure apprate your opinion.”

Practice approach “I've just started a home-based business, arektrio practice my presentation.
Would you take a few minutes and let me practicgaur?”
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Warmest “warm market” approach : Sometimes closest family and friends may seeticakiof your
decision to become involved with a home-based legsinWe suggest you have them try Watkins
products. They will love what they try and may bteiested in joining you in your Watkins business.
the very least, they will be a good source of mralerwhen you ask for them.

Develop repeat business

Good customer service means Watkins customers keecostomers for life...be sure to provide follow-
up service.

Develop a system to track your customer orderdaVhether on computer or index cards, you'll want to
have a record of what each customer ordered and thieg ordered it.

Ask each customer how they would like to be servetiWould you like to be notified about monthly
specials? By phone, email, or by mail?” Note theta@omer’s choice on their file and be prompt with
follow-up.

Introduce current customers to new productsOnce your customer is using products, they will
appreciate the quality and value and be open terimgl products you suggest.

Ask for referrals. Ask satisfied customers, “Who else do you know wionild appreciate the quality
and value of Watkins products?” If someone is notently interested in purchasing from you, ask who
they know that might be interested.

Provide Service.To provide good service, you have to keep trackelg a system on your computer or

in a card file box. Make an entry for each custon@ing what they purchased, when the purchase was
made, and when they would like to be contactednagai

Company Programs to Support Your Growth

Continue learning about the products

Consult the Product Profile Pages to answer angtiuns you have about individual products. Product
Profile Pages can be found online at www.Watking@ntom. Contact your sponsor or Watkins Support
Hotline at 507-457-3143 US/1-204-477-0022 CA wheun gan't find an answer in the Product Profile
Pages.

Enroll in the Catalog Subscription Program

This important subscription will bring you a pronustal catalog and order form from Watkins each
month. For a very small annual subscription, yoll alivays have the latest information on the praduc
monthly specials, and the latest recipes. Contaatkivs 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 pteda develop your stories is with the Watkins
Advantage program. Place a monthly standing orde¢he Associate Watkins Advantage Program for the
products you use or sell every month. You choosm fa large number of highly consumable products.
Watkins Advantage offers a great way to learn abdatkins products, while giving you a 30% discount
on the listed products, free shipping and handling,convenience of monthly essentials automagicall
shipped to you, enhanced family health, and thedgteolume to support the health of your new Watkin
business. Enroll online atww.WatkinsOnline.comBusiness Bulletin, Programs, Watkins Advantage or
send in a downloadable enroliment form.

Join PEP

A great way to learn more about your business arlp develop those business testimonials isrtollen
in the PEP Program. If you haven’t already doneesoll today! PEP stands for Promotional Earnings
Pack, and the key word is “earnings.” PEP shipsutzscribers monthly with the monthly catalog and
order form, like the Catalog Subscription Progr&ut the “earnings” come in because it ships with
additional promotional Catalogs, tip sheets, prodamples, and select full-size products for you to
sample and promote to your customers all at sutistaavings. With PEP, you'll always have the best
tools each month for building your Watkins businé&gwroll online atwww.WatkinsOnline.com
Business Bulletin, Programs, PEP or send in a dmdable enrollment form.

Take advantage of Performance Rewards

Performance Rewards is a company funded incentogram that enhances earning avenues with
Watkins. It recognizes consistent business buildictgyities like sales and sponsoring with Reward
Points. It also recognizes new Associate growthelyarding Business Builder Points and Fast Start
Points. Reward Points can be redeemed for a vafaiyizes including Watkins logo clothing, valuabl
merchandise, travel, registration and lodging tdkivia Great Escape Conference and Watkins Grand
Prize Getaway Vacation Destinationsearn more about this programvatvw.WatkinsOnline.com
Business Bulletin, Incentives & Contests.
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Setting Goals

Setting goals and getting into action takes belief determination. Writing and sharing our goadden
us feel exposed—uvulnerable to the possibility dfifa. But goal setting is an important part ofiyo

success strategy. The better you get at goahgettid compensating when you go off track, thekguic
you will realize the life of your dreams. And thkas a big added benefit: You will be able to tetdese
skills to others who will duplicate your success.

How much can | earn?

Pick your profit!

Total Weekly Weekly Income Monthly Income Annual Income Apprédaurs Per
Retail Sales* 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 on26fit. The chart does not include additional beesibased on monthly volume. Earnings on
personal sales range between 25 — 39% based bortiis value of the products sold and your title.

Give yourself a raise — build a team!
When you invite someone to join your team you hévegeopportunity to earn extra income and bonuses.

The amount of income you can earn is unlimited, g@mpletely up to you. The bigger the team, the

maore 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 hypictleexamples that are intended to explain themmrents of the Watkins International
Compensation Plan. These hypothetical examplesanepresentative of the income, if any, thalralependent Watkins Associate can or will
earn through his or her participation in the WatKimternational Compensation Plan. These figuresldmot be considered as guarantees or
projections of your actually earnings or profisny representation of guarantee of earnings, whettagle by Watkins or an Independent
Watkins Associate, would be misleading. Succesis Wiatkins results only from successful sales &farhich requires hard work, diligence
and leadership. Your success will depend on héectdely you exercise these qualities. The typpzaticipant is a consultant who earns less

than $50 per month.

22




Finding Your Why

Goals are like stepping-stones!

Your Watkins business gives you the opportunitipedn control of the lifestyle you want. Achievittte
goals you set personally and professionally wilbely show you the progress you are making towasatl t
lifestyle. So, take a moment to write down somgafr most important goals.

My most importanpersonal goalsare:

My most importanfamily goals are:

My most importanfinancial goalsare:

You haveskills andstrengthsthat will help you be successful. Write them down:

Your business is also a vehicle fmrsonal growth What habits would you like to form that will help
you be successful?

Why Watkins

Here are some of the reasons why people chooseWwak their business opportunity. Check the ones
that interest you:
| 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 | egery 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 leaveamyent job
Earningfree travel
Building a business at my own pace
Sharing my success with others
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Write down the three most important reasons “whyll ghose to begin your Watkins business.
1.
2.

3.

What is your Action Motivator?

Your Action Motivator is the single biggest reagau have for taking action in your business.
Write it here:

No amount ofhow to” makes a difference until you are clear on yuouhy to.”

Get Good at Goals!

Once you have determined your “why,” revisit itesft The key to realizing your “why” is breaking it
down into small pieces—goals. Goals are the “maikeir where you want to be at a particular time.
They are the “locators” to let you know if you ane track. View a goal not as “the end result,” @sia
stop along the road to success!

Everyone knows that successful people are go@rsettet, most people never write down their goals.
Why not? Perhaps because they’re not clear how ib o you're not sure about the goal settingqass,
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 amgi@ss measurement
Action-oriented: involve an activity that producesults

Reasonable: within the realm of what you believpdssible

Time-framed: have a deadline that produces a sénsgency

Effective: the right thing to do at the right time

Goals should be written and shared

Committing your goal to paper strengthens yourdbéti it. The “place” you want to be can be extrgme
motivational when you keep it in front of you amgtommit to it often.

Your goal becomes more real to you every time wdudbout it. Plus, each person who knows your goal
becomes a part of your support system, cheeringoyicas 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 achiemegamal...your game plan. What is the most efficient
way to achieve the goal? What process will yowfe Until you have a strategy, your goal is only a
wish.

Support your strategy with action steps Write down the specific actions you will takeaccomplish
your strategy. Nothing happens without action. Yactions don’'t have to be perfect, or perfectly
consistent, to get to your goal. You'll improve lvjgractice. Commit to yourself to do a little bétter
today than you did yesterday. The more you dob#tter 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 stoppgdu don’t have the
tools and support you need. Write down what youdnand seek it out to ensure that your strategly wil
work.

Identify obstacles “Forewarned is forearmed.” When you look aheagdssible obstacles, you can
identify solutions before you begin. You may neeacounter the obstacles, but you'll have the sgcuri
of feeling prepared.

Reward yourselft The big rewards in your business are things diteancing through
the compensation plan and earning a trip througtPgrformance Rewards program.
But little rewards along the way will make it muetore likely that you will continue to
set and achieve your goals! Decide in advance rawwyill reward yourself and write
it down.

25



Goal Planning Worksheet
Today’s Date:
My goal is:

Make sure it's a SMARTE goal: Specific, MeasuraBletion-oriented, Reasonable, Time-framed,
Effective

Target date: Progress check dates: Date achieved:

Benefits | 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 confide):

Who knows about my goal?

What help/support/tools do | need to reach thidgoa

Obstacles between me and my goal:

Solutions to overcome the obstacles:

How will | reward myself when | achieve my goal?
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Building a Team

As your business develops and your why is fulfileolu may find your why changing and have an
increased desire to share the Watkins businesgtojojty 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 framtbuilding.
Grow your income to unlimited potential.
Lead a team of successful Associates.
Give yourself a raise.
Receive satisfaction by helping others achieve tedls.
Learn faster through teaching others.
Experience personal growth — develop your talemdschallenge your ability through developing
ateam.
Share your success with others.
Experience team spirit — do you like to grow asart and have fun while you work with others?

When you invite someone to join your team, you héreeopportunity to experience all of these besgfit
The amount of income you earn is unlimited; it'snbetely 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 enribxt few days or if they are long distance, afer
send a Watkins Business Information Pack. Your WatBusiness Information Pack should contain:

- Business Interview Guide
- Watkins“Simply the Best” Business Opportunipyospecting audio downloadable at www.WatkinsGntiom
- Mainline catalog

- Product sample (you can tape a chicken soup, pepménnamon sample right on the catalog pageshats the
product)*

When offering the Watkins Business Information Racklude a personal note saying something like, “I
don’t know if Watkins is for you, but | wanted tosg you the opportunity to see for yourself if thés
something that appeals to you. Besides, | would tovknow what you think.”

Set a specific time to follow up within 24-48 hotwsget an initial reaction. Be punctual about your
follow-up. Say something like, “I'm following up dgromised. I'm curious. What did you find most
interesting in the information | 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 opemwitior to conversation. Your prospects will most
likely have some questions about the productsebtisiness opportunity. Get together to find oairth
needs and answer questions. You can do this gohthree, but it's more effective in person. You don’t
have to “convince” anyone of anything. Your goaldshear” each person’s needs and wants and make a
Watkins connection that will fulfill them.

Only three things can happen, and all of them apzlg

- Most will want products.

- Some will want to join you in your business.

- Everyone will know people who will want somethingatkins has to offer and will give you referralydfu ask.
With referrals, your “Who Do You Know?” list willrgw endlessly.

Get INFORMed

When you follow up, build on the rapport you alrgadtablished. The letters F-O-R-M will jog your
memory to ask non-threatening questions about shiingt are important to everyone. You can preface
any question with “Tell me...” or “May | ask...” an your prospect will be telling you about his er h
wants and needs.

This is the beginning of the interview with youoppect. The interview can happen on the phone when
you call to follow up or in person at an appointimgou’ve scheduled. It may have actually begun when
you first met your prospect and began asking disgoguestions. He or she just didn’t know it was an
interview! Record your prospect’s answers on thai@eInFORMed interview sheet on the next page.
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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 likeitavel?”
“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 wereabject?”
“Are any big expenses looming?”

“Does the security of residual income interest you?

You will usually get plenty of clues about motivatifrom the above questions. As you develop your
listening skills, you'll learn what questions tdkasext to help your prospect visualize what heishats.

Note: You will rarely need to go past questions abo  ut family and occupation because your
prospect will usually be telling you the restin an swers to those questions.
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Use the Business Interview Guide

Structure your interview using tigusiness Interview Guid&alk your prospect through page by page
and listen actively. When you believe that yourgpexct “sees himself or herself in the picture,” ask
closing question. Try a question such as, “Why tda@ 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 enstind what they are
saying. Summarize what you just heard with, “Whia¢&r you saying is...” Your prospect will either
agree or say, “No, what | meant was...” You wilgbeto hear wants and needs that Watkins can fill.

Ask for questions.Ask your prospects what questions they have. Anslneequestions they ask as
simply as you can. Don’t volunteer additional imf@tion and benefits that are important to you.dym
not be important to them and will just cloud thaécision.

Ask “tie down” questions. Tie down questions help determine your prospenterést as you go along.
Often, their decision will become apparent whilswaering these questions, and the close will beanlsvi
to both of you.

Examples of “tie down” questions:
- “What impresses you most so far?”
- “Will you be doing this business by yourself or v spouse/partner?”
- “Is your primary interest to earn enough to payyour products or to build a business?”
“How do you see yourself doing this business?”
- “Are you looking at Watkins as a part-time or d-tilhe 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 tlie kind of company you'd like to be associateth®i

Overcoming Objections

“No” is often just a need to “Know”

Your prospect may express some concerns or objectidhat's actually a great sign! Concerns arenofte
a request for more information. People don't expiencerns unless they are giving the idea some
consideration. They are saying, “Tell me more althawt this can fit in my life.” Don’t get nervousha@
don’t take it personally. Just continue the conaos by asking questions. Here are a few way®to d
that:
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Concerns

Continue the conversation with a question

“I could never sell anything.”

“I'm so glad youltbme that! Did you know that most
successful Watkins Associates had never sold argythi
before?”

“l don’t have the time.”

“If you could find the ti@) is this something you might
enjoy doing?”

“I don't have the money.”

“If I could find a way &plve 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@uld
we sit down with him and explore the benefits? Mayb
he wouldn’t be opposed if he knew what it could mea
to your family.”

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

“There are so many ways to share the productthat i
iIsn’t necessary to speak in front of a group. Do kke
the products enough to share the benefits one-efi*on
“Is speaking in front of a group anything you have
secret desire to do?”

“I have to think about it.”

“That's great! What aseme of the key areas you are
considering?”
“Could I help you with that? Let’'s make a list betpros
and cons.”

“I work full-time already.”

“Do you have a few opérours in your week to do
something totally different from your job?”

“Is this one of those pyramids?”

“No it's not...itisads like you may have had a bad
experience.”

Your aim is to find out what question is at thetrobthe concern. After you ask your question to
continue the conversation, stop and listen forat@ver.

Feel, Felt, Found

This classic technique addresses your prospeatiseco with an example. First, listen carefully to
identify the question hidden in the concern, trespond like this:

Feel:

Felt;

Acknowledge their concern.

Relate to their concern by sharing that you oresame you know felt something similar.

Found: Share a story that illustrates what you or anditlatkins Associate found.
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Here are a couple of examples.

Concern: Response:

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

“l just don’t have the time.” “I know how you fedlthought my life was packed
when | joined Watkins, and | didn’t know when | wdu
fit this in. | found that | had several unproduetivours a
week that | spent watching television, and | turtreake
hours into the start of my own business.”

“I don’t think | could do this kind  “I know how you feel. Most of the new Associates |

of business.” sponsor feel the same way when they sign their
Agreement. Then they find that with my coaching trel
training materials, it's simple to start their obusiness.”

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

Decision time

Anytime during the interview may be decision tiffibere are three possible outcomes from the
interview:

“I'm ready to join!”

Be looking for signs that your prospect can seetigdves “in the picture.” Body language, excitemant
their eyes, comments like, “When | get startecdure’ all indicators that your prospect is readyigo she
agreement. They may even say, “I can do this."ténthhem to fill out the agreement! Don't wait tov@i
more information. Capitalize on the moment!

“I need to think about it.”

Try to identify what he or she needs to think admuasking, “I'm curious. What's standing in your

way?” and answer their concerns. Don't try to canei Sponsoring is a process, and you probably need
more time to build the relationship with your presp Let them know that that’s fine and agree tima

to talk again.

“Not now, thank you.”

“No” doesn’t mean “never.” Ask permission to keegauch; then file the “Getting INFORMed” sheet in
your follow-up folder. Situations do change, and timing may be right later. Often, your prospect
would like to purchase products even though hdveris 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 inetbing Watkins has to offer?”

If your prospect has just signed an agreementgtnestion will begin their “Who Do You Know?” list.

If he or she isn't signing now, this question vaidgin to open their circle of influence to you axgand
your warm market for product sales and businessrypity.

Work With The Associates You Sponsor

The definition of “sponsor”:
verb, to endorse a person or thing; noun, one wdsumes responsibility for a person or thing.

Your long-term business success will result froraryability to teach others to achieve their goaisng
theWatkins System for Succe€sce the agreement is signed, being a spondbyr begins. Your help
and encouragement often makes the difference betaweess and failure for your new Associate.

To be a good sponsor:

Set a good example. Your new Associate watchesyloovdo the business, often even before he or she
signs the Agreement. That's the best reason tdipeawhat you teach.

Get your new Associate involved right awayDo a getting started training, in person, if pioigs or on
the phone. Go over the “Business Interview Guidef the “Action Planner” as well as Watkins 90-day
Fast Start* as soon as your new Associate signddgheement. 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 signefigaeement, and when he or
she is available to work the Watkins business,gauhelp make an action plan that will meet hisear
goals.

Set expectationsNew Associates are more focused when they knoat'svkxpected of them. Once a
new Associate shares what level of commitment teherwants, 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 encoemagnt often makes all the difference.

Keep track. Use the “New Associate Information Record” to emakire your new Associate has
completed the steps of thé/atkins System for Succdsaining & Reference” Guide.

*For more information on Watkins Fast Start Prograsit Watkins Online, Business Bulletin, Incentive
& 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 th&Vatkins System for Success: Getting Staatetio downloadable at
www.WatkinsOnline.com.

Took “Who Do You Know?” Quiz
Reviewed the Watkins System for Succdssaining & 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” intaxw 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 ta.yo
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 goal
A flexible career that you can control.
The opportunity to join an income bracket enjoygably 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 majofitgoar time will still be spent on personal sporisgr
and selling.
Maintain and service a customer base.
Introduce New Associates in your group/tatkins System for Success
Help New Associates introduce the business oppityttoprospects.
Train and recognize Associates in your group.
Encourage Consultant advancements to Manager.
Be available to coach, answer gquestions, and eageukssociates in your group.
Hold meetings for your group.
Be a role model for your group.

To help determine your readiness to advance, answéte following questions:

What are some characteristics of Managers you a@mir
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 Group Quialified Total Downline Retail Central Bonus Group Bonus Manager Development Bonus | Executive
Points Points Legs Points Income Leadership
Bonus
Executive Levels
Gold 200 1,000 12 Legs 200,000 25% 40% Up to 40% 15% 1% Generation Up to 15%
10% 2™ Generation
10% 3™ Generation
5% 4" Generation
Silver 200 1,500 10 Legs 100,000 25% 40% Up to 40% 15% 1% Generation Up to 10%
10% 2™ Generation
10% 3" Generation
5% 4" Generation
Bronze 200 2,000 8 Legs 50,000 25% 40% Up to 40% 15% 1% Generation Up to 5%
10% 2™ Generation
10% 3™ Generation
5% 4™ Generation
Manager Levels
Gold 200 2,000 6 Legs 25% 40% Up to 40% 15% 1% Generation
10% 2™ Generation
10% 3" Generation
5% 4™ Generation
Silver 200 2,000 4 Legs 25% 40% Up to 40% 15% 1% Generation
10% 2™ Generation
10% 3" Generation
Bronze 200 2,000 2 Legs 25% 40% Up to 40% 15% 1% Generation
10% 2™ Generation
Manager 200 2,000 25% 40% Up to 40% 15% 1% 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

37

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



ASSOCIATE REFERENCE
GUIDE

This Associate Reference Guigmvides the information you'll want to know abMtatkins policies and
procedures for our Independent Associates. It'gpbi a reference manual and not something you teed
memorize or understand all at once. Sections@meeniently divided, so as you progress with yowatkihs
home-based business you will find the information ypeed.

We are pleased that you have chosen to be paratiilg growing number of Independent Watkins Aasegi
and wish you every success with your Watkins hameebbusiness!
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CORPORATE POLICIES &

PROCEDURES

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

Policies and Compensation Plan Incorporated into Asociate
Agreement: These Corporate Policies and Procedures, in phegent
form and as amended at the sole discretion of \Watlkicorporated
(hereafter "Watkins" or the "Company"), are incogied into, and form
an integral part of, the Watkins International Adate Agreement.
Throughout these Policies, when the term "Agreelrientsed, it
collectively refers to the Watkins Internationals@siate Agreement, these
Corporate Policies and Procedures, the Watkinsnat®nal
Compensation Plan, and the Watkins Business EAfiplication (if
applicable). These documents are incorporate@feyance into the
Watkins International Associate Agreement (allhiait current form and
as amended by Watkins). It is the responsibilitgach Associate to read,
understand, adhere to, and ensure that he or sin&i® of and operating
under the most current version of these Corporaliei®s and Procedures.

Changes to the Agreement

Because federal, state, provincial, territorial @l laws, as well as the
business environment periodically change, Watlésgnves the right to
amend the Agreement and its prices in its soleadrstblute discretion. By
signing the Watkins International Associate Agreetnan Associate
agrees to abide by all amendments or modificatibas\Watkins elects to
make. Amendments shall be effective upon noticltAssociates that
the Agreement has been modified. Notificationrakadments shall be
published in official Watkins materials. The Compahall provide or
make available to all Associates a complete coph@Bmended
provisions by one or more of the following method$) posting on the
Company's official web site; (2) electronic mainfail); (3) voice mail
system broadcast; (4) inclusion in Company perildiq5) inclusion in
product orders or bonus checks; or (6) specialinggl The continuation
of an Associate's Watkins business or an Assosiatgeptance of bonuses
or commissions constitutes acceptance of any draredndments.

Independent Contractor Status

As an Independent Watkins Associate, you are agpieddent business
person (independent contractor). You may estalbsin own career goals,
set your own hours and create your own career dppities. You are free
to conduct your business wherever you choose an@s@®not bound by
any type of sales or sponsoring territories.

However, it is important to understand that ourumlisuccess is
dependent upon the integrity of the men and womnem mwarket our
company's products. In order to clearly definertiationship that exists
between Independent Watkins Associates and Waltkawsporated, and
to explicitly set a standard for acceptable busimesmduct, we have
established the following Code of Ethics, Missidat&ment and Rules of
Conduct. Failure to abide by the principles sethfaould result in the
cancellation of your Associate Agreement.

Watkins Mission Statement

Our mission is to gain the trust and loyalty ofthlbse who do business
with us.

Code of Ethics
Independent Watkins Associates conduct their basese
and treat their customers, as well as their fek@sociates, in the manner
in which they would always wish to be treated.
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They hold themselves to the standard of conduttiiey expect of others
and understand that honesty and integrity are aotsst

They maintain the highest standards of professismahonesty, and
integrity, and accept total responsibility for theusinesses, realizing that
their individual
conduct will reflect on all Independent
Watkins Associates and Watkins Incorporated.

They conduct their business with all individualghe same professional
manner, without regard to race, creed, color, ag&, national origin or
any other classes protected by law. They understaugpt and abide by
all Rules of Conduct and General Regulations ofkiatincorporated,
and always honor the Customer Satisfaction Guagante

Rules of Conduct

Although each Watkins Associate is an independesiniess person, the
actions of every individual Associate have an intpac\Watkins
Incorporated, along with all other Watkins AssoegatFor this reason, we
have set a standard of conduct that will benefirgane in the Watkins
family.

1. Honor the Watkins Customer Satisfaction
Guarantee at all times.

If a customer ever expresses dissatisfaction witfatkins product which
you have sold to him/her, you are responsible teecbthe situation as
outlined in the following Customer Satisfaction @Grgtee: If a Watkins
product used in your home is, for any reason, cemed not to be
satisfactory, please return it to us or to your kifest 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 vecemployee benefits
such as unemployment compensation, workers compemsar minimum
wage. You must never represent yourself as a Watkinployee to
anyone, including employers, lenders, etc. Do afairrto yourself as an
"agent," or "company representative," and do netsugh terminology on
your stationery or other printed material.

Sponsors are required to preserve the independatractor relationship
between themselves and their Associates. If thayipan employer-
employee relationship to develop, sponsors maytfiethselves liable for
the acts of and injuries to their sponsored AssesiaVatkins cannot
permit any relationship between, or representatigng\ssociates, which
may impose employee liability on the company.

No Associate shall state, imply or represent taaeyin any way that
there are exclusive territories or franchiseshat anyone has the
authority to grant, sell, assign, designate orsfiemsuch territories or
franchises under the Watkins International Comp@ms&lan.



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 iderfere with or in
any way disrupt the business of another Watkin®éisse. Respect the
sponsoring lines of all Watkins Associates. Encgung others to change
their line of sponsorship, or offering to sell aenon-Watkins-approved
or non-Watkins-produced products, literature, agmtises is strictly
forbidden.

4. All Downline Activity Reports and the information contained
therein are confidential and constitute proprietaryinformation and
business trade secrets belonging to WatkinsDownline Activity
Reports are provided to Associates in strictesfidence and are made
available to Associates for the sole purpose dftisg Associates in
working with their respective Downline Organizatson the development
of their Watkins business. Associates should s Downline Activity
Reports to assist, motivate, and train their dowenhssociates. The
Associate and Watkins agree that, but for thisergent of confidentiality
and nondisclosure, Watkins would not provide DonalActivity Reports
to the Associate. During any term of the Watkim®inational Associate
Agreement and for a period of five (5) years affter termination or
expiration of the Watkins International Associatgréement between
Associate and Watkins, for any reason whatsoev&opéiate shall not, on
his or her own behalf, or on behalf of any othespe, partnership,
association, corporation or other entity:

a) Directly or indirectly disclose any informatioontained in any
Downline Activity Report to any third party;

b) Use the information to compete with Watkinsardny purpose other
than promoting his or her Watkins business;

¢) Recruit or solicit any Associate or CustomeWaftkins listed on any
report, or in any manner attempt to influence duite any Associate of
Watkins to alter their business relationship witatihs; or

d) Use or disclose to any person, partnership céssmn, corporation, or
other entity any information contained in any DowalActivity Report.

Upon demand by the Company, any current or fornssogiate will
return the original and all copies of Downline Adtly Reports to the
Company.

5. You may not use your knowledge of, or associatiawith other
Watkins Associates to further any business undertakg other than
Watkins. Watkins Associates may engage in selling actisitelated to
non-Watkins approved or non-Watkins produced prtsjuiterature,
training aids, and services if they personally @eg do so, but they may
not offer such products, literature, or serviceartg other Watkins
Associates.

6. Follow all advertising guidelines from Watkins
Incorporated.

The name "Watkins" and "Watkins Incorporated" agistered
trademarks of Watkins Incorporated. During the tthret a person is a
registered Associate of Watkins, that person may use the Watkins
name and logo as outlined in the advertising pedici

7. Honor all sales terms as presented in literature
and products.

Do not misrepresent Watkins Incorporated in terfrsroducts or business
opportunity. Do not offer "for sale" products begagstablished expiration
dates.

No product claims (which include personal testinats)ias to therapeutic,
curative or beneficial properties of any produdtered by Watkins may
be made except those contained in official Watkiesature. In
particular, no Associate may make any claim thatkikla products are
useful in the cure, treatment, diagnosis, mitigatio prevention of any
diseases. Such statements can be perceived asamadilrug claims.

Not only are such claims violative of Watkins pa, but they potentially
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violate federal, state and provincial laws and latipns, including the
federal Food, Drug, and Cosmetic Act and Federadl@ Commission Act.

8. Do not pool or combine orders with other
Watkins Associates.

Any pooling, or combining of orders by an Associfatethe purpose of
achieving a higher bonus, winning a contest, oogadion 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 fexjlof products.
Watkins products are to be sold in the originaltaorers, with the original
labeling, only. Violations may result in severetstgrovincial and federal
criminal penalties. You should also be aware that l@bility can result
when, as a result of re-packaging or re-fillingpoducts, or the alteration
of product labeling, the persons using the prodoet®me injured or their
property damaged.

10. Temporary Location Marketing/Selling Policy
for North America

A. Temporary Locations
The sale of Watkins products at temporary salegtiogs is subject to the
following policies and procedures:

1. A Watkins Associate may establish a temporalesdacation (defined
as any venue or event devoted to the sale of ptedund/or services
accessible by the public) at a specific venue omore than two
occasions (per year) for no more than 30 days eechsion in a given
year. However, in November and December, one oéllowe occasions
may be extended to, but not exceed, six weeks.

2. Watkins Associates may not circumvent paragfiaphthis policy by
entering into an agreement with another Associntgteer Associates to
do collectively or on a group basis what an indirilAssociate cannot do
on his/her own. This prohibition includes but i himited to agreements
between Watkins Associates to jointly share therefb work such
temporary selling locations and to share the salsnue from such
efforts.

3. Each year, a Temporary Location Marketing Céamgle Form must be
completed, signed and faxed to Watkins Incorporatezre of the
Support Hotline Department. (It is only necessargdmplete one
compliance form per year, regardless of how mampteary locations
you establish.) By signing the Location Marketingn@pliance Form, you
agree to uphold Watkins Temporary Location Marlgftolicy. Upon
receipt of a signed Location Marketing Compliancent, Watkins will
issue you a confirmation, which must be kept with @t each location.
Your compliance form will be valid for one (1) cattar year and a copy
can be found at the end of this document or youotdain a Location
Marketing Compliance Form from our Web site.

4. Temporary locations must clearly display theent Watkins logo.
You may not use any form of the Watkins logo otiran the current logo
at your temporary location. Although Associategeheertain rights when
marketing Watkins, please keep in mind that Watlsres registered
trademark owned by Watkins Incorporated.

5. Products that have been discontinued may ndidpéayed or sold at
temporary locations more than 90 days after tlsirappearance in a
Master or Monthly Highlights catalog.

6. Watkins Associates representing Watkins atrgpteary location will
identify themselves as an Independent Watkins Aasoby wearing a
name badge and agree to wear appropriate profes&iosiness attire.

7. Watkins highly recommends that each temporalgsdocation have on
hand the following business support materials:
a) Master Catalogs



b) Business Interview Guide
c) International Associate Agreement Forms

Watkins Associates who do not comply with Watkifesnporary Location
Marketing/Selling Policy will be notified of thefron-compliance and risk
losing their status as a Watkins Associate.

B. Watkins Brand Awareness Initiatives

1. Effective January 2004 Associates are eligiblmarket and sell a

limited number of Watkins products to independeotes such as:

drugstores and pharmacies, gift stores, hospitaliaties, specialty food
stores, hardware stores, restaurants, co-ops,rjnseé gardening stores,
decorating and home furnishing stores, beauty sugiptes, salons and
spas, book stores, stationery stores.

. Only products with the most current labels and pgaotg may be
sold through retail locations and no one store ozayy more than 20
different Watkins products at one time.

Participating Associates must sign a Participafigreement, which
can be faxed or mailed to Watkins, and Associatest megister all
stores carrying Watkins products. The retail faan be found at the
end of this document or on our Web site.

No exclusively Watkins retail stores or locations permitted.
Important note for Quebec Associates Associates residing in the
province of Quebec must be properly registered wigfovernment-
issued Pesticide certificate in order to condulessaf Insect
Repellent products to retail locations. Associatest provide
Watkins Incorporated with a copy of their Pesticigetificate prior
to placement of Insect Repellent orders desigrfatecttail stores.

2. Watkins commission structure is uniquely desibteereward
Associates for building a person-to-person direliirsy business away
from a fixed retail location. Watkins Incorporatectcasionally makes
select portions of its product line available tedplty retailers in order to
raise brand awareness and create consumer dentamg foll line of
products that can generate new sales for all Aagegei Watkins carefully
selects alternate distribution channels that ctersily 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 kvest products or
services with non-Watkins products or servicesniy @isplay, in any
online or printed promotional and advertising mialeor in any fashion
that might in any way confuse or mislead a prospeaiustomer or
Associate into believing that there is a relatigpdietween the Watkins
and non-Watkins products or services.

Watkins Associates may promote and assemble bagkeisoduct
assortments) that include Watkins Products and Goraptary (non-
Watkins) products as long as they stay within tileWing guidelines:

« Creating and assembling baskets or product asents that display
Watkins products with other products may occumag las the sole intent
of marketing these assortments is to promote ordgkifi's products.

* A minimum 75% of the retail value of the baskepmduct assortment
must be Watkins products.

® The basket or assortment cannot contain a competiti like product,
to products currently part of Watkins product lioethat are available
through Watkins.

Delays

Watkins shall not be responsible for delays oufas in performance of
its obligations when performance is made commeydiapracticable due
to circumstances beyond its reasonable controis ifbludes, without
limitation, strikes, labor difficulties, riot, wafire, death, curtailment of a
party's source of supply, or government decreesdsrs.

Requirements to Join Watkins
To become a Watkins Associate, a person (or personst:
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1. Be of the age of majority in his/her state avimce, 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 AsateciAgreement 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 Watkicorporated, the
individual will be automatically registered with ans and receive:

1. A one-year membership to market Watkins products

2. An Identification Card with a Watkins ID numb&nis number allows
you to begin placing orders as a Watkins Associate)

Upon Watkins assigning an I.D. number, you maycédie receiving
your identification card within 3 to 4 weeks. Sporssare responsible for
ensuring that Associates are registered with Watligsoon as they are
sponsored. Only properly registered Independenki&issociates may
utilize Watkins compensation plan and service sugpograms,
participate in company promotions, contests andgmition, or attend
company conferences and/or events.

Immediate New Associate Registration by
Telephone

A Sponsor may call Watkins home office during regudusiness hours to
receive an ID number for a new Associate. The pecsdling must be able
to provide all necessary Associate agreement irdton over the
telephone. A Membership Package must be ordertdsaime using a
valid credit card. Watkins will ship the assortmenmthe new Associate.

The new Associate's membership will be valid uht# end of the
following month and the Associate will be mailedarthorized ID
number card, pending receipt of the signed origitssiociate Agreement
or accepting the terms and conditions online at viyatkinsOnline.com.
Once the agreement is received at Watkins Incotpdrar the new
Associate accepts the terms online, the new Assoblambership will be
extended to one full year. If the copy of the agreet is not received or
the new Associate has not accepted the terms amditioms online by the
end of the month following the Associate’s registia by phone, the
assigned new Associate’s active ID number will Beoelled.

Renewal to Maintain Your Watkins Associate Status

Watkins requires an annual membership fee (whictoisrefundable and
may be tax deductible) of its Associates. Memberéés will be accepted
ONLY under the current line of sponsorship.

Your annual Watkins renewal fee will:

1. Renew your registration and maintain your lifegonsorship.

2. Extend your specific rights to use the Watkmasiémark, logo, and
authorized advertisements of the Watkins namef@ddsplay Watkins
products in public for the purposes of resale.

3. Continue your entitlement to utilize Watkins quensation plan and
service support programs, participate in compaoynptions, contests and
recognition, or attend company conferences andiemts.

4. Update your Watkins Identification Card.

If an Associate Does Not Renew

If an Associate does not renew by their anniverdgatg, a one-month
grace period may be extended, which would allowMiatkins Associate
to re-activate their Watkins membership by paymgrienewal fee. The
Associate would not regain their downline Assodatetil the beginning
of the following month.

If the one-month grace period elapses, the Assouidk

1. Be removed from the active file register.

2. Lose all privileges extended to Watkins Assasand will forfeit any
downline.

Associates may renew with the same sponsor withén(b) months after
the grace period by submitting the annual memberf&d@. The Associate



would not regain their downline after the one-mogthce period.
Associates may renew their membership via telepbgr@harging the fee
to a valid credit card or through an Electronic émansfer (EFT). An
Associate who is placing an order and needs towéheir membership
may do both when they call the Order Departmeipiare an order online.
An Associate renewing within six (6) months of ttreembership
expiration will not count as a new Associate fontests, recognition, etc.
Should the Associate not renew within six (6) merttrey would be
required to purchase a new Membership Packageeasubmit a new
Associate Agreement to Watkins Incorporated anit gponsor.

Roll-Up of Downline

When a vacancy occurs in a Marketing Organizatios to the termination
of a Watkins business, each Associate in theléx&l immediately below
the terminated Associate on the date of the caatasil will be moved to
the first level ("front line") of the terminated #aciate's sponsor. For
example, if A sponsors B, and B sponsors C1, C&G8 if B terminates
his/her business, C1, C2, and C3 will "roll-up’A@nd become part of A's
first level.

Watkins reserves the right to delay the roll-uplait potential issues,
claims or disputes related to the terminated Asgeare resolved. Until
such resolution, the first level (“front line") Assates of the terminated
Associate shall be maintained in their originalifjoss relative to their
upline Marketing Organization. Until a roll-up istavated or effectuated,
the upline Marketing Organization of the terminates$ociate shall have
no right to the income, if any, associated withfthvener Associate's
business.

Changing Line of Sponsorship

Watkins Incorporated recognizes established liiesponsorship and/or
direct company shipments as the only way Associagesreceive

Watkins products and services. Changes in estaolishes of sponsorship
are not permitted outside the Associate's Groulppaties whose income
may be affected must mutually agree upon any clsimge line of
sponsorship within a Group. Watkins Incorporatedsintie notified in
writing by the Associate with a request to appramd process a change in
the line of sponsorship.

Should the Associate wish to join another lineprssorship, that
Associate must terminate their association withRiviatin writing; then be
completely inactive for a minimum of six consecatimonths (no
purchases of Watkins products for resale, no sdlégatkins products, no
sponsoring, no attendance at any Watkins functomparticipation in any
other form of Associate activity). After six consgige months of
inactivity, the individual may apply for a membegshnder a sponsor of
their choice. Notification of termination must leviriting to their current
sponsor, with a copy to Watkins Incorporated (AHield Policy). The
date Watkins receives the written termination meaiion will establish the
start date for the six-month inactivity. A formesgociate who reinstates
under a new sponsor forfeits all rights to the Asstes under their
previous line of sponsorship. Those Associatesreilert to the previous
upline. Downline Associates of an inactive Assaeiatll be required to
remain inactive for two years before being allow@dhange lines of
sponsorship to their previous upline.

Should violation of inactivity occur, the termindtéssociate will not be
allowed to rejoin Watkins for a period of three gedssociates who
supply Watkins products or Watkins services to teated Associates risk
termination of their Associate Agreement.

Partnerships/Corporations

A corporation, partnership, trust or limited lialyilcompany (collectively
referred to in this section as a "Business Entity8y apply to be a
Watkins Associate by submitting its Certificatelméorporation,
Partnership Agreement, trust documents, or LLC @Yjreg Agreement
(these documents are collectively referred to asEmtity Documents") to
Watkins. All individuals involved in such a bussseentity must complete
a joint Associate Agreement. A Watkins businesy olenge its status
under the same line of sponsorship from an indafidoi a partnership,
corporation, trust or limited liability company, ftom one type of entity
to another by submitting a new joint Associate Agnent, which must be
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accompanied by a written request for change ofistalt will be the
responsibility of those persons involved in thessiess entities to
comply with all applicable state or provincial laimsthe state/province in
which their business entity is organized. Meminéithe entity are jointly
and severally liable for any indebtedness or otifdigation to Watkins
Incorporated. Although the business entity mayetigvto Manager status
when qualifications are met, entity principalsassociates may not
individually become Managers from the primary (op)i Entity. Business
names are accepted on Associate Agreements if gecoed by a Federal
ID number. Actual names of individuals should bated on the line
following the business name.

Note: To protect the independent contractor status obéiases and the
integrity of Watkins' trademark name, "Watkins" nret 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 Watkirengpensation plan
husbands and wives or common-law couples (collelstiispouses™) who
wish to become Watkins Associates must be jointhnsored as one
Watkins business. Spouses, regardless of whetteeoroboth are
signatories to the Watkins International Assockgeecement, are deemed
to operate their Watkins business as a singleyeatitl each is accountable
for the actions of the other in regards to Watkiokcies and procedures.

If two Watkins Associates marry, one Associate nbeishinate his/her
Associate Agreement. A person who is recognized, mmor in his/her
state or province must have his/her Associate Ageze co-signed by a
parent or a guardian. If a minor and his/her paran¢ selling Watkins
products, they must all be associated with Watitinsugh one Associate
Agreement.

Actions of Household Members or Affiliated
Individuals

If any member of an Associate's immediate housebioghges in any
activity which, if performed by the Associate, wowiolate any provision
of the Agreement, such activity will be deemedd@ation by the
Associate and Watkins may take disciplinary acparsuant to the
Corporate Policies and Procedures against the AgeocSimilarly, if any
individual associated in any way with a corporatipartnership, trust,
limited liability company, or other entity (colleeely "affiliated
individual") violates the Agreement, such actiord) be deemed a
violation by the entity, and Watkins may take diiciary action against
the entity.

Separation of Associate's Business

Watkins Associates frequently operate their Watkinsinesses as
husband-wife partnerships, regular partnershipgarations, trusts, or
limited liability companies. At such time as a mege may end in divorce
or a corporation, partnership, trust or limitediidy company (the latter
four entities are collectively referred to hereg"antities") may dissolve,
arrangements must be made to assure that any Sepamadivision of the
business is accomplished so as not to adversalgtaffe interest and/or
income of other Associates up or down the linepafhsorship. If the
separating parties fail to provide for the bestriests of other Associates
in the line of sponsorship, then Watkins will haagechoice but to step in,
remove the separating parties as Watkins Associatesmove their entire
organization up the line of sponsorship to the metlified Associate.

During the pendency of a divorce or entity dissolutthe parties must
adopt one of the following methods of operation:

1. One of the parties may, with consent of therg#)eoperate the Watkins
business pursuant to an assignment in writing vidyetiee relinquishing
spouse, shareholders, partners, trustees, or LuGhaes authorize
Watkins to deal directly and solely with the otkpouse or non-
relinquishing shareholder, partner, trustee or lch€mber.

2. The parties may continue to operate the Wathirsiness jointly on a
"business-as-usual" basis, whereupon all compemspsid by Watkins



will be paid in the joint names of the Associateindhe name of the
entity to be divided as the parties may indeperdeagtree between
themselves.

3. The parties may designate a third party aseivercor trustee to operate
the Watkins business until the divorce or entitgsdiution has been
completed and the business has been awarded tf tmeparties. The
business of divorcing spouses will not be divided the restriction
against a husband or wife operating a Watkins lessiseparately from his
or her spouse will not be lifted until a final deeror judgment of divorce
has been entered by a court of competent jurisdicnd a certified copy
thereof has been filed with Watkins Incorporated.

In the event that the divorcing parties or thealisag shareholders,
partners, trustees or LLC members elect to diviad Watkins business
into two or more separate businesses, they magp goovided that each of
the separate businesses is sponsored by the dsgioresor of the original
Watkins business. In such event, the business Ipeudivided in such way
as not to adversely affect the income of theirngpBponsor.

If a former spouse or a former entity affiliate lvasnpletely relinquished
all rights in their original Watkins business, thag thereafter free to sign
under any sponsor of their choosing. In such eVvewever, such former
spouse or entity affiliate shall have no rightauhy Associates in their
former organization or to any former retail custoniey must develop
the new business in the same manner, as wouldthey mew Associate.

In order to change its records to accommodateigidivor separation of a
Watkins business formerly operated by former spposdy two or more
affiliates as shareholders, partners, trusteels,. 6Grmembers, Watkins
requires that the company be provided with either:

1. A signed and notarized agreement whereby thepdrave agreed to a
complete withdrawal from the original partnershijpdme or more of the
parties or

2. A Properly executed "Articles of DissolutionPdrtnership Dissolution
Agreement,” or other document outlining the terthe separation of the
former business entity.

Associate Retailing
The Watkins opportunity is based upon the sale afkiis products to end
consumers.

In order to be eligible to receive income and besyusn Associate will
resell at least 70% of all products or services tiiey purchase from
Watkins. All products purchased will be for saleotause by an end
consumer, and the Associate will not purchase aogyzts or services
solely for the purpose of qualifying for incomepumissions or bonuses.
Associates may not purchase additional producitatrieast seventy
percent (70 %) of the previous order has beentsadthd consumers. By
reordering, an Associate certifies that he or si'edomplied with this

policy.

An Associate who fails or refuses in any monthrmdpce evidence of
such sales shall be denied the right to receivie thenthly bonus, which
may then be paid to the next upline sponsor wha doenply with this
rule. If an Associate persists in failing or refusito make such sales and
to submit proof of making same, they may lose ttlettto their downline
Associates, in which case their sponsored Assaciaty be moved up the
line of sponsorship to the next Associate who teasptied with this rule.

In extreme cases where the Associate refuses @eentply, their
Associate Agreement may be terminated.

Sales Receipts

All Associates must provide their retail customeith two copies of an
official Watkins sales receipt at the time of tiages These receipts set
forth the Customer Satisfaction Guarantee for Westiroducts, as well as
any consumer protection rights afforded by federaitate law.
Associates must maintain all retail sales recdipta period of two years
and furnish them to Watkins at the company's requ&anadian
Associates are also obligated to provide a cogh®Buyers Cancellation
Rights to all customers.
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For the purposes of these Policies and Procedaitemor-to-door" sale
means a sale or contract for sale of products avjiirchase price of $25
or more, in which the buyer's agreement or offggurchase is made at a
place other than the place of business of thergellg., sales at the buyer's
residence or at facilities rented on a temporarghart-term basis, such as
hotel or motel rooms, convention centers, fairgasuand restaurants, or
sales at the buyer's workplace). "Door-to-doorésalo not include a
transaction conducted and consummated entirelydyontelephone, and
without any other contact between the buyer anddfier or its
representative prior to delivery of the productperformance of the
services.

Governmental Approval or Endorsement

Neither federal nor state nor provincial regulatagencies or officials
approve or endorse any direct selling or networkketing companies or
programs. Therefore, Associates shall not reptesemply that Watkins
or its International Compensation Plan have beppraved," "endorsed"
or otherwise sanctioned by any government agency.

Holding Applications or Orders

Associates must not manipulate enroliments of neplieants and
purchases of products. All Associate Agreementispoduct orders must
be sent to Watkins within 72 hours from the timeytlare 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 subnigreed copy of
Watkins Associate Agreement to the country of t@sflesidence.

Submit Agreements to:
Watkins Incorporated, Attention: International Sporing,
277 Hutchings Street
Winnipeg, MB R2X 2R4

OR
Watkins Incorporated, Attention: International Sporing,
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 coastwill follow all rules
and regulations for the country in which they agtiirsy. The following
guidelines will be adhered to if you are movingnfrone country to
another.

1. Watkins accounts must be paid in full.

2. You must supply proper government identificationthe country in
which you are selling (i.e., social security numbegreen card number).
3. Notify the proper Watkins office with addressnge (you may not
change residency weekly, monthly, etc.).

It is the responsibility of the Associate to undansl all of the implications
of selling in foreign countries, and to acquire tieeessary documentation.
Legal counsel in this regard should address arigdutegal questions.

International Sponsoring and Selling

Watkins Associates may only sponsor in the U.SS, Uerritories, and
Canada. The country in which the sponsored indalidesides determines
which office services that individual. Sponsoringselling Watkins
products outside of the United States, U.S. Teresoor Canada is strictly
prohibited. The U.S. FDA has implemented regigirategulation for all
food or food samples sent from any other countiy the United States.
Canadians sending business information packs t&agdospect may
want to utilize non-food samples.



Foreign Sales

Because of critical legal and tax considerationaluiding protection of the
Watkins trade name and trademark; compliance witbidgn laws
requiring product registration and regulating taekaging, labeling,
ingredient statements, weights and measures statenpeoduct
representations, caution and warning statementsyis@ of various
languages in connection with marketing productsymi@ance with foreign
immigration, customs, duty and tax regulations; ptiamce with
regulations affecting network marketing progranms Bmiting the kinds
of representations which can be made about earpioigsitials to be
realized in network marketing plans; and literattwatent and language
requirements, Watkins must limit the resale of Walproducts and the
presentation of the business opportunity only taireustomers and
prospective Associates located within the Uniteatest, U.S. Territories
and Canada. Moreover, allowing a few Associateotaluct business in
markets not yet opened by Watkins would violateatwecept of affording
every Associate the equal opportunity to expanerirationally.
Accordingly, Associates are authorized to sell Wetlproducts, and
sponsor Customers or Associates only in the UrStages, U.S. Territories
and Canada. Watkins products or sales aids céxenshipped into or sold
in any other countries. Associates may sell, giamsfer, or distribute
Watkins products or sales aids only in the U.SS.Jerritories and
Canada. In addition, no Associate may, in any thra@ized country: (a)
conduct sales, enrollment or training meetingssfimnsor or attempt to
sponsor potential customers or Associates; ordiajlact any other
activity for the purpose of selling Watkins prodsjatstablishing 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 intdkiamust perform a
bona fide assistance and training function to enthat his or her
downline Associates are properly operating theitlivia businesses and
are trained on how to market the products and tisenkess opportunity.
Examples of such training and communication majuthe but are not
limited to: newsletters, written correspondences on one meetings,
telephone contact, voice mail, electronic mail, Hrelaccompaniment of
downline Associates to Watkins meetings, trainiegsfons, and other
functions.

Sponsoring Associates' responsibilities includegisompany tools and
incentives to motivate and train new Associated/atkins product
knowledge, effective sales and sponsoring techsighe Watkins
International Compensation Plan, and complianch ®ampany Policies
and Procedures.

All Sponsoring Associates must be in regular cantath the Associates
in their Downline Organizations to assist in thekill development and to
encourage sales and sponsoring growth as well @sstare that downline
Associates do not make improper product or busicledésis or engage in
any illegal or inappropriate conduct.

B. Leadership Responsibilities

Associates receiving monthly leadership bonus ireamy be asked to
document activities that fulfill leadership expeitias in return for bonus
income received. Leadership expectations will foon personal sales and
sponsoring and activities that support, train andivate his/her downline
Associates in sales and sponsoring. Leaders/Spon$io do not fulfill
their leadership obligations are subject to a rédnor loss of leadership
bonus income and ultimately loss of downline.

C. Bronze Manager and above title Associates, @gbieving the
advanced title, are expected to provide a quafgerhual training function
to develop sales and sponsoring growth for hisghére downline
organization to include but not limited to a busiméraining meeting,
online training or conference calls.
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D. Associates, upon achieving an Executive ledjetitle, are expected
to agree that Watkins is the only direct sellingapunity and products
they promote for the benefit of income, and invaheat with any other
direct selling business is for the sole purposeus€hasing products only
for their personal use.

E. Sponsoring Associates who fail or choose notéet their
responsibilities or obligations in support of theé@wnline may be asked to
transfer their personally sponsored Associatessipoasor that can fulfill
the sponsoring/leadership obligations.

F. Nondisparagement

Watkins wants to provide its independent Associefiéis the best
products, compensation plan, and service in thesimg. Accordingly, we
value your constructive criticisms and commentd.sdch comments
should be submitted in writing to the Field Pol&c#& Procedures
Department. Remember, to best serve you, we naastfrom you!

While Watkins welcomes constructive input, negatisenments and
remarks made in the field by Associates about th@ny, its products,
or compensation plan serve no purpose other thaauothe enthusiasm
of other Watkins Associates. For this reason,targgt the proper
example for their downline, Associates must nopaiage Watkins, other
Watkins Associates, Watkins' products, the Intéonal Compensation
Plan, or Watkins' directors, officers, or employe@&he disparagement of
Watkins, other Watkins Associates, Watkins' prosluttte International
Compensation Plan, or Watkins' directors, officersgmployees
constitutes a material breach of these PoliciesRandedures.

G. Reporting Policy Violations

Associates observing a policy violation by anothssociate should
submit a written report of the violation directtythe attention of the
Watkins Field Policies & Procedures Departmenttaileof the incidents
such as dates, number of occurrences, personvé@yand any
supporting documentation should be included irrépert.

Dispute Resolution and Disciplinary Proceedings

A. Disciplinary Sanctions

Violation of the Agreement, these Policies and Bdoces, or any illegal,
fraudulent, deceptive or unethical business conbyen Associate may
result, at Watkins' discretion, in one or moreh# following corrective
measures:

1. Issuance of a written warning or admonition;

2. Requiring the Associate to take immediate coireeneasures;

3. Imposition of a fine, which may be withheld frdranus and
commission checks;

4. Loss of rights to one or more bonus and compmisshecks;

5. Watkins may withhold from an Associate all ortpa the Associate's
bonuses and commissions during the period that M&ik investigating
any conduct allegedly violative of the Agreemeliitan Associate's
business is canceled for disciplinary reasonsAtsaciate will not be
entitled to recover any commissions withheld dutimginvestigation
period,;

6. Suspension of the individual's Associate Agregrfa one or more pay
periods;

7. Involuntary termination of the offender's Assdei Agreement;

8. Any other measure expressly allowed within aroyision of the
Agreement or which Watkins deems practicable tdément and
appropriate to equitably resolve injuries causetiglly or exclusively by
the Associate's policy violation or contractualdute;

9. In situations deemed appropriate by WatkinsQbmpany may
institute legal proceedings for monetary and/oritagle relief.

B. Grievances and Complaints

When an Associate has a grievance or complaintavitther Associate
regarding any practice or conduct in relationshitheir respective
Watkins businesses, the complaining Associate sHinst report the
problem to his or her Sponsor who should reviewntla¢ter and try to
resolve it with the other party's upline spondéthe matter cannot be
resolved, it must be reported in writing to theldri@olicies & Procedures
Department at the Company. The Field Policies &cBdures Department
will review the facts and attempt to resolve it.



Transfer or Assignment of a Watkins Business

As an independent contractor for Watkins, all Ass@s considering
assigning or transferring a sales organizatiort buidler their independent
sales agreement with Watkins must discuss intentgw preliminary
proposal and receive written consent from Watkiefole proceeding.
Upon preliminary approval, Watkins will provide gieent conditions to
be considered. Watkins reserves the right to agpbased on individual
circumstances and its effect on the future grovitthe sales organization
to be transferred.

The following criteria must be met; however, adwi@l criteria specific to
the situation is always a consideration.

1. Protection of the existing line of sponsorstaguires that the business
continue to be operated in that line of sponsorshp changes in line of
sponsorship can result from the transfer or assegnrof a Watkins
Associate's business and Associates will not lgibédi to obtain a higher
title/paid as title in accordance with the Interoafl Compensation Plan
as a result of a transfer/assignment of a Watkirsiness.

2. The purchaser must be (or must become) a qualiflatkins Associate.
The transferee or assignee must complete an Assdeigeement and
possess reasonable ability to satisfactorily perftire obligations of a
Watkins Associate who is of the same rank or stasuthe transferring
Associate.

3. Before the transfer can be finalized and apptdeWatkins
Incorporated, any debt obligations the Associatewigh the company
must be satisfied.

Right of First Refusal guidelines and terms:

A. If an Associate desires to transfer or assigfhler Watkins business,
the Associate's sponsor (position) must be giverfitht right and option,
in writing and sent via certified mail/return regefequested, to purchase
the Associate's business. The Associate will digeupline sponsor 10
business days in which to respond to the termBeofransfer.

B. If the sponsor (position) fails or elects nohtatify the Associate of his
or her intention to purchase the Watkins businasmthe 10 business
days after his/her receipt of the Associate's ratfcintent to transfer, the
Associate must offer the Watkins business to tist fiiree immediate
upline Associates (in succession beginning withAksociate immediately
upline above his/her sponsor).

C. If each of the three upline Associates failaatfy the Associate
transferring his/her business, of his or her intento purchase the
Watkins business within 10 business days afteh&igkceipt of the
transferring Associates’ notice of intent to tramsthe transferring
Associate may proceed with the transfer to a thady willing to
purchase the existing Watkins business upon the samms provided in
the offer to the transferring Associate's spondtote: any Associate
purchasing a Watkins business who is in a differentne of
sponsorship, must obtain written approval from allupline prior to
submitting business transfer and agreement to Watkis.

D. Upon complete execution of the transfer agre¢nzerd the new
Associate Agreement, the parties must submit cayfidse same to
Watkins Field Policies & Procedures Departmentésiew and final
approval. Watkins reserves the right to requesitatial documentation
that may be necessary to analyze the transactiorebe the Associate
purchasing the business and the transferring AataciWatkins Field
Policies & Procedures Department will approve anydeansfer or
assignment within 30 days after its receipt oheltessary documents from
the parties.

E. If the Associate(s) transfers or assigns ongite to transfer or assign
his/her Watkins business upon terms different thase set forth in the
offer to the Associate's Sponsor, such transfdt Baavoidable at Watkins
option. Further, if the parties fail to obtain \Mat approval for the
transaction, the transfer shall be voidable at \Matkption. The
Associate purchasing the existing Watkins busimésssume the
obligations and position of the transferring Asatei An Associate who
transfers/assigns his or her Watkins business shalbbe eligible to re-
apply as a Watkins Associate with a different sporfier a period of at
least six full calendar months after the transfer.

F. The parties to the transfer should not pay ceix@ any payment nor
make any transfer of property and/or Associates after Watkins has
approved the transfer or assignment and has retajpgroved final copies
of the agreement to the involved parties.
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Associates who own multiple entities will be regdito meet the monthly
central requirement on only one account; howeveg requirements
must be met on each account to earn monthly income.

Succession

Upon the death or incapacitation of an Associdatephher business may
be passed to his or her heirs. Appropriate legalichentation must be
submitted to the Company to ensure the transfamoiger. Accordingly,

an Associate should consult an attorney to assisbhher in the
preparation of a will or other testamentary instemtn Whenever a
Watkins business is transferred by a will or otiestamentary process, the
beneficiary acquires the right to collect all boesisand commissions of the
deceased Associate's Watkins business providddltbeing

qualifications are met. The successor(s) must:

1. Execute a Watkins International Associate Agremm

2. Comply with terms and provisions of the Agreetmand

3. Meet all of the qualifications for the deceasadociate's status.

4. Bonus and commission checks of a Watkins busitraasferred
pursuant to this section will be paid in a sindieck jointly to the
devisees. The devisees must provide Watkins wittaddress of record”
to which all bonus and commission checks will betse

5. If the business is bequeathed to joint devigbey, must form a
business entity and acquire a federal taxpayenilver. Watkins will
issue all bonus and commission checks and one ¢R8& E099 (US only)
to the business entity.

Associate Product Returns

Watkins will not accept merchandise that is notatle for resale due to
improper storage or handling by the Associate, lictvis otherwise not in
resalable condition. Within 30 days after termioatian Associate may
return (freight prepaid to a location designated\atkins) to Watkins
Incorporated, any resalable products for credittkida will reimburse
90% of the net cost of the merchandise to the tjmerchaser of the
inventory being returned. Products shall be deetresihlable" if each of
the following elements is satisfied: (1) they amdpened and unused; (2)
packaging and labeling has not been altered or dath43) the product
and packaging are in a condition such that itdsramercially reasonable
practice within the trade to sell the merchandidelbprice; (4) products
are returned to Watkins within one year from theedd purchase; (5) the
product expiration date has not elapsed; and €pthduct contains
current Watkins labeling. Any merchandise thatiésrly identifiable at
the time of sale as non-returnable discontinuedsa seasonal item, shall
not be returnable.

All inventory returns require prior approval frolmetField Policy &
Procedure Department. Associates are subject tbQ¥erestocking
charge and will be responsible for shipping chafgesrred on inventory
returned. Volume adjustments for inventory retusilsbe taken out of the
month that the return to Watkins Incorporated imipteted. Once an
Associate has returned inventory to Watkins Incoates, they are not
permitted to rejoin Watkins for a period of one y&gr. Inventory
purchased from an upline must be returned to thiraiprhis inventory
may not be returned to Watkins unless the uplise edsigns.

Advertising & Advertising Compliance

For all Independent Watkins Associates, advertigrdgefined as all
traditional space advertising in magazines, newssagard decks, and
business cards; it also includes radio and telawvispots, infomercials,
web sites, answering machine messages, signsaoyiother way the
Watkins name/logo is used.

The right to use advertising and business mateisédsionery, business
cards, etc.) to promote Watkins products and thé&kWabusiness
opportunity is extended only to registered IndegendVatkins
Associates. Any and all material which is intentiegromote Watkins
products or the Watkins Business Opportunity, etab which does not
utilize the Watkins name, logo trademark, etcgaserned by this policy,
and violators are subject to termination.

Associates may not use the corporate name "Waltkgugporated" and
may not use the Watkins trademark and logo in aay tvat may cause



confusion with the promotion of Watkins productconjunction with
other brand products (no co-mingling of Watkins atiter brand
products).

Phone answering machine messages must be clefifgdiepress 1 for
Watkins, and press 2 for other options. With ttezéasing number and
complexity of laws and regulations governing busiie general and
network marketing in particular, and because ofiotarnational business
environment, this policy is intended to maintaim bigh standards and to
protect the Associate as well as Watkins Incorgardtom any possible
liability.

Media and Media Inquiries

Associates must not attempt to respond to medigirieg regarding
Watkins, its products or services, or their indefgemt Watkins business.
All inquiries by any type of media must be immedintreferred to
Watkins' Communication Manager in the Field Tragné Development
Department. This policy is designed to assureabatirate and consistent
information is provided to the public as well agraper public image.

Advertising Compliance

The authority to approve advertising, except faleds, is the
responsibility of Independent Watkins Managersampliance with

policy. All advertising that has not been pre-awed by Watkins
Incorporated must be reviewed by your upline Managleos, including
scripts, must be submitted to Watkins Incorporaigeertising department
for approval before airing.

The authority to approve advertising will afford iegers the opportunity
to work even closer with their downline. Howewsith this increased
authority, Managers will also have the responsibdf ensuring that the
integrity of the Watkins name is never compromisktanagers will need
to develop a system of written approval, as docuatiam may be
necessary to clarify or settle an issue. Howe¥éfanagers are not sure
about the wording of an ad, you can send/fax Watkins Incorporated
for approval. Send advertising requests to: Adsertj Approval, Watkins
Incorporated, P.O. Box 5570, Winona, MN 55987-037&X to: (507)
452-6723.

Associates are encouraged to use Watkins advertisid marketing tools
made available through corporate supplies and bssitools. Associates
must get approval before utilizing the logo or axrk to print individual
literature. Violation of the advertising guidelinesy result in the
termination of your Associate Agreement.

For rules and regulations governing the use oifagkins trademark and
logo, see this section. To assist Independent lytrsan reviewing
compliance issues adequately, a checklist hasdapiled of the most
frequently encountered issues.

All advertising, including business cards, musttaomthe word
"Independent" along with the Associate's titlehi Watkins name or
logo appears or is implied.

Avoid any kind of exaggerated claims; only use gys claims that
have already been published in Watkins-produceemiads.
Implying exclusive rights to a geographical aredeoritory (such as
John Smith, New York Watkins Associate) is not\atal.

Make no referral claims (paying a person moneyéoruiting
names) e.g., "To help me expand, | will pay you f&#%ach
Associate you find."

Telephone Directory listings must use the followtegminology and
can be in alphabetical sequence under Watkinspkrdent Watkins
(Title) followed by their name and phone number.

Explain the Watkins business opportunity with Waskinformation

and training materials rather than with genericesefrom other
network marketing companies.
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Do not convey that Watkins is exclusively a madearcatalog
company.

Any photographs of Watkins Incorporated staff drestAssociates
in advertising or promotional literature must bemved by Watkins
Incorporated.

All Associate testimonials used in promotionalrkiteire or ad copy
must be approved by Watkins Incorporated before use

Keep it simple; avoid anything that might confuise teader.

Vocabulary choices:

Use... Instead of...
Start-up fee Investment
Income or earnings Profit

Recommendations Referral

You will secttadvance
There iselting involved

Help you to succeed/advance
Both selling and sponsoring
are vital to building a
successful business

Life-long/health and life Retiremnt

plans for long-range benefits
Outstanding/excellent/ Unlieait
income potential/

substantial income potential

Minimal risk oNtisk

Use ad headings of Business Help Wanted
Opportunity/Sales

Many, most A

Use Of The Watkins Logo

In a network marketing company such as ours, maintaa strong
corporate identity and brand name helps to distsigus from the
competition and unify our product line. Our phdpsy is that the
packaging reflects the finest in quality and prddadue to which we are
proud to attach the Watkins name. To keep outtigestrong the
Watkins logo must be used consistently and unifgrmi

Appropriate Use of Logo

Because this logo is federally registered, it ipamant that this is the only
logo used and that it is reproduced exactly.

The legal protection of our name and logotype pneyvethers outside our
company from using it. However, to preserve thgst,i the logo must be
consistent in appearance and use. The logo isfom& onost important
assets and is relatively easy to protect and carelf is important that the
logo be reproduced exactly as shown.

Do not change the type style of the word Watkinth@logo.

Logo Clear Zone

A clear zone of open space must surround the Watkgio. This zone has
been established to assure that the Watkins logeiented with
maximum clarity and visual impact.

This clear zone is determined by a measure equaBtof the height of the
Watkins logo. No graphic element should intrude ithis field.

Internet Policy (shaded areas indicate changes made April, 2007)

1. If an Independent Watkins Associate desiregiti@aeian Internet Web
site to promote his/her business, he/she mustlenible Watkins e-
Associate program, at which time the Associate méllable to customize a
template within the Watkins Corporate domain



(www.WatkinsOnline.comn Associates are prohibited from having their
own transactional URL, other than their e-Assocstie, to sell products.

2. Upon completing the online Watkins e-Associafeament:
The e-Associate will be assigned a domain namerbhtdes
www. WatkinsOnline.com with a unique suffix idengifi
E-Associate's will be given the following optiores their unique
identifier and email address:
Associate Business hame
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 namesl/initialsifeenty of these
options are already in use, the system will addrabrer at the end to
make them unique.
Enrolliment must be accompanied with a valid paynnesthod of
Visa, MasterCard, American Express, Discover (Qrly) or Quick
Pay.
It is the e-Associate's responsibility to maintainalid method of payment
on file with Watkins. Failure to do so will residt termination of their e-
Associate program.

3. E-Associates may redirect or link to their Waskdnline Web site from
an outside URL, however, they may NOT frame thatkiAs site within
another Web site, and the outside URL cannot corft&fatkins” in any
form of the domain name.
Associates are prohibited from using “Watkins” ityalomain name.
In addition, they are prohibited from using anyth&lse in a domain
name that could imply that it is an official Watkinorporate site.
For this reason, it is best to have all domain reaosed in a Watkins
business pre-approved in writing. Ultimately Watkimas the right to
prohibit any ad or domain name used in conjuncivith a Watkins
business that it feels is misleading in any way/ancould be
harmful to our company image and brand.
If using an outside URL, Watkins Associates mulb¥othe
guidelines for Web site content as described abbot€ontent for e-
Associate Web site.” This includes having the wdiddependent
Watkins Associate” prominently displayed on eachepaf the site
and the appropriate disclaimers as described below:

E-Associates must follow and abide by all Watkir/értising
Policies as outlined in the most recent AssociafeRnce Guide,
and the use of copyrighted material without thetemi consent of the
provider is prohibited.

E-Associates cannot make earnings and income clakihs
Associates shall safeguard and promote the goadatpn of
Watkins and its products. The marketing and pramnatf Watkins,
the Watkins opportunity, the International CompeiesaPlan, and
Watkins products shall be consistent with the puinlierest, and
must avoid all discourteous, deceptive, misleadimgthical or
immoral conduct or practices.

No product claims (including claims made in perddeatimonials)
as to therapeutic, curative or beneficial propestia any products
offered by Watkins may be made except those ceuwtairofficial
Watkins literature. In particular, no Associate ymaake any claim
that Watkins products are useful in the cure, mezut, diagnosis,
mitigation or prevention of any diseases. Suctestants can be
perceived as medical or drug claims. Not only sweh claims in
violation of Watkins policies, but they potentialiglate federal and
state/provincial laws and regulations, includingtfederal Food,
Drug, and Cosmetic Act and Federal Trade Commis8icin
Watkins Incorporated reserves the right to revied emove Web
site data from e-Associate pages that is not withimpliance of
these policies and guidelines.

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

Online display ads must state in legible print thatad is placed by
an Independent Watkins Associate, using one aiviotig: (1)
“Independent Watkins Associate” (2) “Independens@sate” (3)
“Indp Assoc”

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

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

7. Except as provided in this section, Associatag not use or transmit
unsolicited faxes, mass e-mail distribution, urstdd e-mail, or
"spamming" relative to the operation of their Watkbusinesses. The

General Disclaimer: "The statements made and opinions expressed€ms "unsolicited faxes” and "unsolicited e-maikan the transmission

on this page are those of the Independent Watkssediate who is
the publisher of this document, and are not todresttued as the
statements or opinions of Watkins Incorporated.”

Testimonial disclaimer: "Testimonials are based on personal
experiences, and we cannot guarantee these sauits fes
everyone."

Downline news disclaimer: "The statements made and opinions
expressed on this page are those of the Indepe¥ditiins
Associate who is the publisher of this documentanednot the
statement, opinion or view of Watkins Incorporataad therefore
are not to be construed as the statements, opjraongews of
Watkins Incorporated. Such statements and opirtiame not been
reviewed or approved by Watkins Incorporated."

4. The WatkinsOnline Web site may utilize cookiesitcurately process
information. E-Associates may not implement pragrang code that will
overwrite or modify these cookies or other funcéion

5. Content for e-Associate Web site:
This site may be personalized within the providadjilate but must
not be altered outside of the template in any way.
Watkins has the right to add, and will maintainagsermanent part
of the e-Associate template the words “Indepentiésikins
Associate,” corporate branding, and appropriatel@isers.
All information on an e-Associate’s site must bagietent with its
position as an “Independent Watkins Associate” §ite part of the
e-Associate site can imply or suggest that itésdfficial Watkins
site. This includes contact information, e-mail sddes, and postal
mail addresses. To avoid confusion, list all coni@ormation as
“Independent Watkins Associate.”
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via telephone facsimile or electronic mail, respety, of any material or
information advertising or promoting Watkins, it®gucts, its
compensation plan or any other aspect of the coynpérch is
transmitted to any person, except that these tdowt include a fax or e-
mail: (a) to any person with that person's priguress invitation or
permission; or (b) to any person with whom the Asse has an
established business or personal relationship. téiine "established
business or personal relationship" means a priexisting relationship
formed by a voluntary two-way communication betwaarAssociate and
a person, on the basis of: (a) an inquiry, appboaipurchase or
transaction by the person regarding products affesesuch Associate; or
(b) a personal or familial relationship, which te&aship has not been
previously terminated by either party.

8. Use of chat groups and news groups is not piteliior sharing and
promoting your individual Watkins business. Howewee strongly
recommend that you not make product claims or ieerthese areas, as
Watkins Incorporated may be held liable for yoatements.

9. Any exceptions to these policies must be apgravevriting by
Watkins Incorporated.

10. Failure to comply with this policy could resin the
termination/cancellation of your Watkins AssociAgreement.

Publications and Newsletters

The actions and representations of Associates tzsasionally been
interpreted as those of the Company. The follovdisglaimer shall be
prominently displayed, in sufficiently bold and tifiguishable type, on the
cover or first page of the publication or newslette



"The statements made and opinions expressed inéhisletter are those
of the Independent Watkins Associate who is thdiglér of this
document and are not the statement, opinion or efewatkins
Incorporated, and therefore are not to be constagdtie statements,
opinions, or views of Watkins Incorporated. Sutiesments and opinions
have not been reviewed or approved by Watkins paaited."

Corporate Sponsored Events/Meetings

All corporate sponsored meetings and events wiben to all
Independent Watkins Associates, 16 years or oldéatkins strongly
requests that no children (under the age of 16sydmrin attendance at
any type of Watkins business meeting or trainirag thay interfere with
the attendees' ability to focus on the trainindsooade available for all
Associates in the development of their businesssogiates that want to
video or audio record at Watkins corporate evenistireceive written
approval prior to the start of the event or meeting

Guest Speakers

Watkins Associates who are guest speakers at \datiients may receive
payment for their expenses. However, they mayesiize a profit from
their participation.

Insurance

You may wish to arrange for adequate insurancerageefor your
business. Your homeowner's insurance policy doesawer business-
related injuries, or the theft/damage to produeeiriory, or business
equipment. Contact your insurance agent to makeinghat your
business investment is protected...this can usballgccomplished with a
simple "Business Pursuit" endorsement attacheduo gresent
homeowner's policy.

Local Ordinances

States, provinces and municipalities have speaves regulating
formulation, sale, and use of certain products.oAgthose products are
pesticides and detergents. If you have any questbout product
compliance for the jurisdiction in which you ardlisg such Watkins
products, contact the policy department at Watkinsrporated.

Many cities and counties have laws regulating disates. In most cases
these ordinances are not applicable to you beazithe nature of your
business. However, you must obey those laws thapgty to you. If a
city official tells you that an ordinance appliesybu, be polite and
cooperative, and immediately send a copy of thenartte to the Field
Policy department of Watkins Incorporated. In sarases there are
exceptions to the ordinance that would apply to.you

U.S. Associates should be aware that there are néederal and state
regulations/laws regarding “do not call” lists for consumers who have
specifically requested no unsolicited phone contast

Returned Checks

All checks returned by an Associate's bank forfiigent funds will be
re-submitted for payment. A $25.00 returned cHeekwill be charged to
the account of the Associate. After receivingtameed check from a
customer or an Associate, all future orders mugtdie by Credit Card,
money order or cashier's check. Any outstandirignce owed to Watkins
by an Associate for NSF checks and returned cheskWill be withheld
from subsequent bonus and commission checks.
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Restrictions on Third Party Use of Credit Cards
and Checking Account Access

Associates shall not permit other Associates ot@uoers to use his or her
credit card, or permit debits to their checkingauots, to enroll or to
make purchases from the company.

Income Tax Benefits For Associates

As a Watkins Associate you will be faced with timmaal task of pre-
paring an income tax return. With proper plannind knowledge of your
country's tax laws, the problems sometimes assatigith tax return
preparation can be minimized; in fact, you may leagantly surprised to
discover that as an independent business persoagingra Watkins bus-
iness in your home, there are many expenses wieichnie tax deductible
when incurred on behalf of your Watkins businebs.determine which of
these expenses are tax deductible, you may wisbrttact a tax adviser or
accountant who is familiar with the direct sellimglustry.

You are required to maintain adequate recordshstantiate any business
expenses that you deduct. It is most importantytbatestablish an
organized, well-planned bookkeeping system for ymusiness. Genuine
tax savings result from adequate tax planning aedrate record keeping.
The tax savings you gain are worth the work thasgato itemizing your
deductions.

It is the responsibility of the Independent Watkissociate to know and
abide by all tax laws that are relevant to the cahof his/her business.
Keep in mind that tax laws continuously changerdfeee, what was legal
last year might not be this year or in the futdfeu are responsible for
paying income taxes and social security taxesiferself-employed. You
may want to consult with an accountant familiarhwhe direct selling
industry to insure that you receive all of the inefits to which you are
entitled.

Withholding exemption notice...IRS regulations riegthat we notify you
that under the written contract you have with Wagkiand because you are
an independent contractor, you will not be treagén employee of
Watkins Incorporated for federal tax purposes &ad you are responsible
for paying your estimated income and self employttax

In the United States

There are two helpful aids to tax preparation add from the IRS: "The
Tax Guide for Small Business" and "Tax InformatfonDirect Sellers"
(publication 911). To obtain these publicationsitact the IRS district
office nearest you, write to the IRS Regional Fobistribution Center,
which serves your state, or govt@w.irs.gov

Sales Tax In the United States:

Watkins Incorporated is required to charge sabesstan all purchases
made by Louisiana Associates, and remit the taxgeltbto the state.
Watkins Incorporated has received authority to gband collect sales tax
in the District of Columbia and all other stateshwa sales tax. Associates
in states other than Louisiana who prefer to re¢h@tsales tax themselves
must provide Watkins Incorporated with a copy d@itlSales Tax Permit
and Resale Certificate. Without a copy of the Peamd Certificate,
Watkins Incorporated is obligated to charge antecbkales tax.

Taxability of products and sales tax rates diffestate. Additionally, an
increasing number of local taxes (county and @itg) being initiated. This
could result in a disparity in what Watkins Incorpied charges the
Associate and what they in turn can charge theoost depending upon
where the sale occurs. The difference should bedhtao the attention of
Watkins Customer Service Department for adjustmisgociates must
provide date of sale, state, county, city and o&tax where sold, total
retail sales and the amount of the additional ta @r credit due.

It is the responsibility of the Independent Watkissociate to know what
products are tax-able and at what rate. If you lypestions regarding
taxability and rates, contact your state or loegdattment of revenue for
assistance.



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

lllinois

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

lowa

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, Ml 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, Rl 02908-5800
(401) 277-2950



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,"5F
500 Deadrick Street
Nashville, TN 37242

(615) 741-2481

In Canada:

Watkins Incorporated will collect the Provinciall@aTax (PST) and remit to the Provincial Governneenbehalf of all Associates. Should you prefer to

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

collect the PST on your own, please send a coggwf Provincial Sales Tax License or Certificatéte Watkins office. Watkins will indicate the
amount of sales tax and tax rate for each line @arthe invoice. Tax charged is calculated on thygssted retail price.

Provincial Sales Tax Information:

PEI (902) 368-4171

PQ (418) 659-4692/ (800)-56 B2BUsiness
(800) 267-6299 / 418-659-6299 Individuals

ON (800) 263-7965 English / (3668-5821French

MB (204) 945-5603/ (800) 564-978

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 willdierged on the retail price, and the full amourthe GST will be remitted to the government
through Watkins Incorporated GST number R105594493.

There will be no quarterly remittance necessanafor Watkins products that are purchased from tiniveg office. Quarterly filings need only be
done by those who are registered and have expemgsgle of their product purchases, to claim.

Be sure to keep all invoices. They will be necgsshould the need arise for you to reconstruct Y&8T transactions for the government. All regisiere

collectors should save receipts for items use@munction with your business (such as suppliegicstery, etc.) on which you have paid GST. Yod wil
need them for your quarterly filing to obtain a iness expense deduction.

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

Harmonized Sales Tax (HST)

HST is the harmonization of GST and PST. HST iggbdi at a 14% rate and replaces GST and PST prdvénces of New Brunswick, Newfoundland
and Nova Scotia. For more information on HST, canRevenue Canada.
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Temporary Location Marketing Compliance
Form
For North America

Applicable to Associates conducting business enapbrary sales location. Each year, this Compddrarm must
be signed and returned to Watkins Incorporated &upotline. New Associates who intend to haveragorary
sales location must complete and return the Comgdidorm to Watkins within 45 days after receivig/her
Watkins ID number. You will receive a letter caniing that Watkins Incorporated has received yommg@liance
Form.

Name:

ID number:

By sending in the signed Compliance Form you ativaeyou will comply with the Temporary Location
Marketing/Selling Policy as it is detailed in thesbciate Reference Guide.

Signature:

Date:

In U.S., please FAX this complete form to 507-49B8, Attention: Support Hotline, or mail to Wat&in
Incorporated, Attention: Support Hotline, 150 LityeSt., PO Box 5570, Winona, MN 55987-0570. Im&eaa,
please FAX this completed form to 204-477-0011eAtibn: Support Hotline, or mail to Watkins Incorated,
Attention: Support Hotline, 277 Hutchings St., Wipeg, 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 Retall Store Registration
Form & Associate Participation Agreement

When an Associate has reached an agreement wiibheats sell Watkins productt)e Associate is required

to complete both sections of this form, the Retabtore Registration and the Associate Participation
Agreement in order to participate in this program. The Agate may sign up the store as a customer or an
Associate, if desired. If signed up as a new Asgecihe store will go through the same sign-ugess as a hew
Associate and is required to purchase a kit andotetman 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:

kkkkkkkkkkkkkhkkkkkhkhkkkkkkkhkhkkkkkkkhkkhkkkkkkkkkkkkkx kkkkkkkkkkkkkkkhkkkkkkkhkhkkkkkkkkhkkkkkkx

Associate Participation Agreement

| agree to market and sell Watkins products only tandependently owned and operated stores such as:
drugstores and pharmacies, gift stores, hospitdliaties, specialty food stores, hardware storestaurants, co-
ops, nursery and gardening stores, decorating ame iurnishing stores, beauty supply stores, saladsspas,
book stores, stationery stores.

Associate Name: Associate ID No:

Signature: Date:

Note that the Watkins Associate Reference Guidaicsnadditional policies important in conducting/Matkins business.
Three such policies are particularly pertinent:

Never solicit other Watkins Associates to changgrtiine of sponsorship or interfere with the besis of another
Watkins Associate.

No exclusively Watkins retail stores or locations permitted. Review the Associate Reference Giaidthe
Temporary Location Selling Policy, which is stifl €ffect.

Do not represent yourself as an employee of Watkinisnply that Watkins offers exclusive franchises
geographic areas.

Please mail or fax this signed Agreement to Watkétention Support Hotline.

Watkins Incorporated Watkins Incorporated

P.0O. Box 5570 277 Hutchings Street
Winona, MN 55987-0570 Winnipeg, MB R2X 2R4

US Fax (507) 457-5958 Canada Fax (204) 477-0011

For any questions regarding the retail initiatiplsase contact your sponsor or Watkins Supportitotl
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APPENDIX A (Points)

Points

Watkins assigns a point value to each product, visizised to measure sales volume in all couraries
territories that Watkins operates in. The poinueak related to the price of a product, but igpehdent
from any particular currency and therefore offersemsuring standard that can be used for all Agsaxi
Points for each product are listed on the Monthigi€d Forms.

Point totals are used for Associate title qualifmas within Watkins Compensation Plan, for achiaeat
rankings for recognition, and for qualificationspecial promotional and incentive programs.

Points are commonly used to determine central,mrand total downline sales volume:
Central Points (CP)}—The total points of your personal sales and pseha
Group Points (GP)—The total points of your Central and all of yowwhline Associates excluding
downline Associates who have created their own @diy 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 baseceaetdl price, the Associate’s retail income, &l
cost of production.

For example, a product with a suggested retaill3$0* 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 theiopatsales and the sales of their downline Assegiat
once they achieve the Bronze Consultant level. klgrdonus is calculated for central sales and group
sales for Consultants. Associates at the leadelsbhils of Manager and Executive can earn additiona
bonuses on the groups of Managers within their dio@rfwho are no longer in their group).

Central Sales
As an example, consider a Bronze Consultant whestéke following order:

Product Name Article No. Sugg. Retail* Bonus**
Vanilla D.S. 60z 01196 $10.49 $4.20
Pepper 12 oz 01141 $15.49 $5.42
Cinnamon 60z 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 identicestomer sales orders in one month, his or her total
Central Bonus Volume would be $52.28 and his orceenmission statement would look like this:

Code Name Bonus Volume Percent Earnings
Personal Sales Bronze Consultant A 52.28 10.00 5.23

!As a Bronze Consultant, our Associate earns 108eofvailable bonus, or in this example, $5.23ien h
or her Central sales

Group Sales
Consider this same Bronze Consultant who not oag/®entral sales, but also has 2 downline Congsltan
who have sales in a given month. His or her comomsstatement would look like this:

Code Name Bonus Volume Percent Earnings
Personal Sales Bronze Consultant A 52.28 10.00 5.23
Consultant Consultant 1 77.84 16.00 7.78
Consultant Consultant 2 30.30 1G.00 3.03

16.04

!As a Bronze Consultant, our Associate earns uf% df the available bonus on his or her CentraéSal
2As a Bronze Consultant, our Associate earns u%6 af the available Bonus Volume from the sales in
his or her Group.

*Prices used as an example and are subject to ehang
**The actual bonus for each product is printed loe Monthly Order Forms.
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APPENDIX C (Programs)

Incentives

Consultant Titles
Bronze Consultant
Silver Consultant
Gold Consultant

Manager Titles
Manager

Bronze Manager
Silver Manager
Gold Manger

Executive Title
Bronze Executive

Silver Executive

Gold Executive

Pin Program

Award Example:
Bronze Pin Award Pin
Silver Pin
Gold Pin

Award _ Example:
Manager Award Disc Disc

Bronze Award Disc
Silver Award Disc
Gold Award Disc

Award
Bronze Executive Award Disc
Eligible to participate in Executive IncentiVep
Silver Executive Award Disc
Eligible to participate in Executive IncentiVep
Gold Executive Award Disc
Eligible to participate in Executive IncentiVep

- As Consultants and Managers promote to higherditléevements, they are awarded recognition

pins and discs.

- The upline Manager/Executive is responsible forabst of the Consultant award pins for their

downline.

- As Consultants achieve the Manager and Executixedeaward discs are provided by Watkins.

Performance Rewards

- All Consultants and Managers are eligible to earfd?mance Rewards Points based on total downlii p

monthly increases.

- Points can be accumulated and redeemed for valoadriehandise: based on title and other qualificatias

outlined in the complete rules.

- Program runs January 1, 2008 — December 31, 2008.

90-day Fast Start

Fast Start rewards brand new Associates for getiieig businesses off to a fast start.

- During the first full three months with Watkins, #iates earn extra Reward Points in PerformaneaRis for
business activity: sales and sponsoring.

- Reward Points can be redeemed for valuable reviarf@srformance Rewards.

- Fast Start achievers are well on their way to egrsignificant income under Watkins compensati@npl

Free Membership Renewal Program
- Rewards Associates committed to consistently leptdinexample by waiving the annual membership fee.

- Associates who achieve 500 Central Points in salksne for 12 consecutive months and who, durirgé¢hl2
months, personally sponsor at least 5 Associateseslch accumulate a minimum of 500 Central Poimitsearn
free renewal for one year.

- No sign up—Watkins Incorporated tracks it autonalycfor you.
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Support Programs
Promotion Catalog Subscription Program

- For an annual subscription fee, you'll receive anthty Highlights Catalog and a Monthly Order Foron 1.2
consecutive months to keep you informed of new \iatkroducts and promotions. $12.00 USD/$16.00 CAD

Promotional Earnings Pack (PEP)

- Automatically ships a monthly package of businesi#ding tools designed to support daily business
activities and maximize personal income potential.

- PEP members receive select products, product sampéing, sales tips, Highlights Catalogs, besgnmaterials
and more—every month.

- Total Retail Value over $600.00 USD/$845.00 CAD.

- Two payment options: Annually $349.00 USD/$416.98DCor Monthly $33.00 USD/$40.40 CAD.

- PEP enrollment forms can be downloaded fraww.WatkinsOnline.comBusiness Bulletin, Business Training,
Downloadable Support Materials or sign up online.

Watkins Advantage Program
- Associate Auto Ship Program helps establish a lmgatiutine through the use of dietary supplementsather
superior-quality Watkins products while saving mpaad building monthly volume.

- Watkins Advantage orders carry a 30% discount, $répping, plus a free dietary supplement handhgudn
enroliment.

- Watkins Advantage offers the convenience of a mgrahto ship with the flexibility to modify or caatyour order
on a monthly basis.

- Orders can be modified up to the 20th day of thetimby phone, fax or online.

- Orders must be between 100 and 300 points andlmeustlected from the products listed on the Watkithgantage
form.

- Watkins Advantage forms can be downloaded from wiatkinsOnline.com, Business Bulletin, Business firag,
Downloadable Support Materials or sign up online.

e-Associate Program

- A customizable, personal web page stands as the goiht for your customers, prospects and downiine
WatkinsOnline.com.

- Place public stories for your customers and praspetus private stories for your downline team.

- Best of all, customers and prospects coming througi site have your Associate information preefillin all
shopping and sign-up screens.

- With the site you get a fully-functional e-mail Wwia WatkinsOnline.com address and access to repadtsccount
information including real-time volume queries.

- Program Price: $64.95 USD/$64.95 CAD — plus — MiiywMaintenance Fee: $19.95 USD/$19.95 CAD

WatkinsOnline

- All new Associates enrolling will have access totkitassOnline.com, which provides online ordering you and
your customers and online access to account infiwmaeports, and real-time volume queries.

Watkins Nonprofit Fundraising Program

- Watkins Associates can sign up a nonprofit orgditurgo receive a free Web site where supportensread about
the organizational goals and support those goafddning an order for Watkins quality products.

- Because all set-up and start-up fees are waivetthéoorganization, there is absolutely no risk—dvypefits—as
the nonprofit organization can earn 17.5% - 31.3f&lbresulting sales. (There is a nominal renefeal 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 wdtlaws the amount of your order from your bank aoteund
allows you to order by phone or online without adit card.

- Forms for enroliment are located online at Watkinka.com, or can be obtained by calling SupportiiHe.

To obtain more information regarding these excelfmograms 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, ailM Internet
For orders up to $ 49.99 $ 49.99

The rate is $ 9.95 $ 895
For orders between $ 50.00 - $131.05 50900 - $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 @ust pays $6.95
Customer Orders $30.00 to $98.99 t@oer pays  $9.95
Customer Orders $99.00 and up CustomeE-RE
Associate's cost share on ALL Customer Orders 7.5%

Through Order Entry, Watkins will, upon requestpedite U.S. Associate's orders for shipping by mkext, two day
or three day delivery service if the order is reediat Watkins by 1:00 p.m. Central Time. Ordersspecial delivery
service received after 1:00 p.m. Central Time bdlshipped the following day. Special Deliveryemiplaced on
Saturday will be shipped the next business dayectapdelivery charges will be charged at the tthreeorder is
placed.

CANADA SHIPPING & HANDLING RATES - ASSOCIATES

For orders provided via Phone, Fax, or Mail ntetnet
For orders up to $ 59.99 $59.99

The rate is $ 10.95 $ 945
For orders between $ 60.00 - $136.32 P®OS$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 5%$6.9
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 requestpedite Canadian Associate's orders for shippingr®rday
delivery service if the order is received at Waskizy 1:00 p.m. Central Time. Orders for specidivdey service
received after 1:00 p.m. Central Time will be skigghe following day. Special Delivery orders gldon Saturday
will be shipped the next business day. Specialeegl charges will be charged at the time the oisi@laced.

Alaska, Hawaii, Guam, Virgin Islands, Puerto Rico,U.S. Territories
- In addition to the shipping/handling rates estddglsabove, a $1 surcharge on products in the ¢atdhat display

the following icon will be calculated on each order

- This $1 surcharge will be added for EACH UNIT omrltiof the defined products.

- Associate orders are also subject to the U.S. minir& maximum shipping/handling charges.

- Customer orders shipping to Alaska, Hawaii, Guaingi¥ Islands, Puerto Rico and other U.S. Terragsnwill be
shipped by priority mail unless the customer retpian alternate shipping method.

- Customers receive FREE shipping on orders $99 UBIZE£AD or more.
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Glossary of Terms

Associate- An individual whose application has been accepigdlis participating in the business. The term
Associate is used where some companies may uggettegic term "distributor."”

Bonus- Each product is assigned a specific dollar vakieed a bonus. The bonus is the amount avaitabbay out
in bonus income on each product after the Assdsidiscount of 25% on the retail price and aftertkifes’ costs.

Bonus Income- Income you receive from Watkins in addition twuy retail profit. The percentage of the bonus
volume that you receive increases as you attainehnigtles. All bonus income is based on the barfube products
sold.

Bonus Volume- The total of the bonus of all products sold imanth by a given organization level. For examtiie,
bonus volume for a Central would be the total basfuell products purchased by an Associate anahiger
customers.

Calendar Month - All qualifications for the Watkins Internation@ompensation 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 gastomer orders.

Central Points (CP)- Every month the Points from your personal puselsaand the purchases of your customers who
order directly from Watkins are added togetheralzalate your Central Points for the month.

Compression- Manager bonuses are paid on qualified genemtitmthe event that a Manager in the downlinks fai
to qualify in a given month, the plan compresses mwer level “qualified manager” to fill the conitment.

Example: Associate A, a Gold Manager, is qualifiedeceive Manager Development bonuses'bgeheration
Managers. She/he has%generation Manager, Associate B, who does noffguala certain month. There is a
qualified 8" generation Manager below Associate B, Associatd e compression process reaches down and pulls
Associate C from the normal'§eneration position to Associate A and “comprestes Group up to fill that
“qualified” 4™ level position to Associate A that month. Comptes is a month-to-month process for earnings
purposes. Non-qualified Manager’'s Group volume da®goll-up (combine with the next Manager’s Graugiume).
Qualified upline Managers and Executives receieesdime Manager Development Bonus percentage (18%, 1
10%, or 5%) on unqualified group volume, as theylddave if the group were qualified. If a Managgls to
qualify for six out of every 12 consecutive montthege compression process becomes permanent. tloabathe line
of sponsorship is changed and the unqualified Manag our example Associate B, then loses Assedlaand all the
other downline Managers permanently.

Consultant - The first category of participation in the Watki@ompensation Plan. All Associates begin as
Consultants. There are four Consultant title pmsét including: Consultant, Bronze, Silver and @sGlonsultants.
The term Consultant best defines the role Assoxiagéee with customers and Associates. It is auttng
"relationship"” rather than simply a

salesperson role.

Downline - The term refers to Associates you sponsor imddusiness including everyone your Associatessggon

e-Associate- A Watkins Associate that has enrolled in thessdciate program and has a linked Website to Watkin
Corporate site and pays the monthly support fee.

Executive- The third level of Associate status within thampis called an Executive. Associates who achieee
Bronze Executive, Silver Executive and ultimatelgl@GExecutive titles are the top leaders of thdrmss and are
eligible for bonus income on their Total Downline.

Executive Leadership Bonus (ELB) Compensation bonus available to Associates tt@eae an Executive title.

Generation - The term generation refers to the level a Manag&xecutive holds relative to another Manager or
Executive in the same downline.

Group - Your Group consists of all Associates whom yauésponsored, the Associates whom your Assodiates
sponsored, etc. (Your Group does not include Aasex who have created their own Groups by achiegManager
or higher title.)
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Group Bonus Volume- Your Group Bonus Volume consists of the colleetBonus Volume of your Group, which
includes your Central. (Your Group Bonus Volumegloet include the Bonus Volume of your downline ddates
who have created their own Group by achieving Mangige.) A total of 40% of the Bonus Volume isigha

Group Points (GP)- Group Points are the collective Central PoitB) of your Group. (This does not include your
downline Associates who have created their own @imuachieving Manager or higher title.) Your GahPoints
are always included in your Group Points.

Leg - A"leg" is a downline that starts with a persibnaponsored Associate.

Level - The relative position of one Associate to otAssociates based on the order of sponsoring. Hwmseone
you sponsor is first level to you. Someone sheffensors is first level to him/her, and secondllevgou, and so on.

Manager - The second level in the plan is called Managéou progress from Consultant to Manager when yaeh
at least 200 in Central Points (CP) and 2,000 iou@rPoints (GP) for two consecutive calendar monfiss is the
"promote" position of the plan. There are four Mger title positions including: Manager, Bronziéye&S and Gold
Manager.

Manager Development Bonus (MDB)} Managers and Executives can qualify to recetmauses on one, two, three
or four generations in the Managers’ and Executidesnline based on qualification each month. Pplen pays 15%
BV on first generation, 10% on second, 10% on thind 5% on the fourth generation. MDB compensatsders for

their influence in the ongoing development of tH@imsultants and Managers.

Paid-as Title - Monthly Central Points (CP), Group Points (GR)alified Leg Count (QL) and Total Downline
Points (TDP) will determine the Associate’s “Pagf-title each commission period.

Points - Points are used in calculating your qualificatievels. There are Central Points, Group Poartd, Total
Downline Points. Because Watkins allows you todyibur business internationally (currently in th&SUand
Canada), the company assigns all products a Palaev This allows you to earn the same qualifaratiolume for
the sale of a product, regardless of where itlid.so

Qualified Leg - A leg that contains at least one titled ManageExecutive and generates 2000 points in that mont
The Manager/Executive does not need to be paidraalyjix/Executive that month, and the Manager/Exeewain be
at any level in the leg.

Retail Income - Associates earn 25% of the retail price on thensonal sales. This 25% is reflected in the Aissec
pricing when an Associate purchases from WatkinseklVan Associate’s customer orders direct with \Watkhe
25% will be included in the Associate’s commissatreck.

Sponsor- The person who sponsors or brings a new Assotitdghe business is called the "sponsor." Thnspr
is responsible to see that the new Associate reséhe start-up training and on-going support né¢denderstand
how the business functions.

Sponsorship Bonus In those cases where Associate (A) has a dowrssociate (B) in his or her Group who is
growing faster than "A", thereby making "B" the satiile as "A", Watkins pays a Sponsorship BonUs: is eligible
for a 5% Sponsorship Bonus on "Bs" Group Bonus ¥allihis Sponsorship Bonus is limited to three rhsmin any
one Associate. In other words, "A" must increasehis Group Points to move ahead to a higherttite "B" to
continue receiving a Group Bonus.

Title - An Associate’s title is based on achieving mbntiualifications. The Associate will retain thtet as long as
she/he maintains the qualifications for six ouewéry 12 consecutive months. Title qualificatians listed in the
Watkins International Compensation Plan.

Total Downline - Total Downline consists of you and every Assticia your entire downline organization, including
Associates who have created their own Groups bigeicly Manager or higher title.

Total Downline Points (TDP)- The collective total Points of all your Total ®oline.

Unencumbered volume- Volume in your group not generated by the Assiecin your group who has qualified for
the Manager title.

Upline - The genealogy or line of sponsorship above yahénbusiness organization. It starts with yowrswor and
then goes to the sponsor's sponsor and so on.
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