Discover the
Herbalife Nutrition
Business Opportunity
Book One
This book has been
designed to guide you as
you start your journey as
an Independent Herbalife
Nutrition Associate;
providing the information,
training and support you
need to reach your goals.
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✓ Strong Product and Business 		
Opportunity Claim Guidelines
* It is important you integrate the Gold Standards into
your business and in your customer interactions every
day; to protect yourself and the Herbalife brand for the
years to come.
Read more about how the Gold Standard Guarantees
protect you and your customers at herbalife.co.in

Welcome
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Congratulations
Dear Herbalife Nutrition Associate,
We are excited you have decided to join our team and become part of a community of like-minded people who are
committed to our “mission for nutrition” and our shared purpose of making the world healthier and happier.
There has never been a better time to join Herbalife Nutrition, as the market opportunity and our ability
to help others is greater than ever before. We are on the right side of some of the biggest global
megatrends - battling obesity, promoting healthy aging, addressing the rising cost of healthcare and providing
opportunities to today’s entrepreneurs.
Your role in our purpose is important. We call you our “Distributor Difference.” Using the products and
experiencing your own personal results, being educated and trained about nutrition products and
programs, and developing a one-on-one personal relationship with your customers, is our most competitive
advantage. We believe that if you treat your customers the way you want to be treated, provide them with
education and support and, above all, help them achieve results, they can become your customers for life.
Whether your commitment is part- or full-time, you can learn valuable business and professional skills as part our
Herbalife Nutrition family. We encourage you to take full advantage of all of the education and
training we offer – in meetings, at events or online – to help you grow your business.
Please know that there is an amazing team of passionate employees at Herbalife Nutrition around the world
focused on creating a great Associate experience for you. Additionally, our seed-to-feed program, quality
products, team of doctors and scientists, and nutrition and fitness advisors are just a few examples of our
commitment to global leadership in the nutrition industry. And, should you have any questions along your journey,
there is always a dedicated business support team available to assist you at 080-40311444.
Again, we want to welcome you to Herbalife Nutrition! We look forward to celebrating your future success, and
wish you all the best as you embrace this amazing opportunity to help others live healthier and happier lives.

Best wishes for your success
Herbalife Nutrition Team

GI
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THE HERBALIFE YEARS
Since 1980, Herbalife Nutrition has been changing people's lives.
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YOUR OPPORTUNITY

The Opportunity as a
Herbalife Nutrition Associate
✓
✓
✓

You’ve used the products and fallen in love with them.
You’re enjoying great results* - you look and feel fantastic.
You have transformed your lifestyle with exercise and are
part of a great community of like-minded people.

After experiencing benefits of nutrition, knowing information regarding a Healthy Active Lifestyle its no wonder you can see the potential
of doing the same for others. How many have asked you about the business of Herbalife Nutrition? These people are your potential
customers and they are open and attracted to you and what you’ve got to say.
Stop for a minute and think about how you got to
where you are today:

✓ What were your lifestyle and habits like before
Herbalife Nutrition?

✓ Who introduced you to the products?
✓ What was your experience with the product?
✓ Who have you met along the way?
✓ What support has your Herbalife Nutrition Associate
provided you with so far?

Simply by answering these questions, sharing your
success story and Herbalife Nutrition experience with
others, will generate interest and it's so simple! There is
nothing more powerful than a personal testimony. And
this is one of the easiest ways to start your Herbalife
Nutrition business.

Success with the Herbalife Nutrition Business Opportunity is based
on facilitating customers achieve their results. The process begins
with you and your personal transformation. Your friends and family
will naturally be curious about the changes you have experienced and
want to learn more.
Herbalife Nutrition is a global company that’s committed to helping
people change their lives and live a healthy active lifestyle. We’re not a
fad diet. Herbalife Nutrition is a lifestyle choice.
By committing to Herbalife Nutrition, you are committing to make a
difference; both in your life and in the lives of others by promoting the
benefits of nutrition and information on Healthy Active Lifestyle.
You don’t need any previous sales experience. We will provide you
with training and tools, plus with the support of your Sponsor and
other Herbalife Nutrition Associates, you’ll be inspired by their stories
and learn how it’s done.

Reflecting on your Herbalife Nutrition journey so far will help you convince more
customers. It’s all about sharing your Herbalife Nutrition experience with others.
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*Disclaimer: Results are not typical. Individual results will vary.

YOUR OPPORTUNITY
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The key to your Herbalife Nutrition success is the
value that you, a Herbalife Nutrition Associate, will
bring.
As a Herbalife Nutrition Associate, you have the ability
to offer customers more than a way to just purchase
products – you can offer them the added value of a
relationship, education, personalised solutions and
support to facilitate them reach their goals.
Be in touch with every customer and get to know them:
what their goals are, what they enjoy, what they find
challenging, etc. People can’t get quality advice from
off-the-shelf nutrition products, so this is an opportunity
for you to step in and offer them personalised service
and support every day using Herbalife Nutrition published
materials. By maintaining regular contact with your
customers, you can track their progress and tailor their
programme, should they need it.
Another key to success, and one of the best parts of
being a Herbalife Nutrition customer and Associate, is
the social aspect. Herbalife Nutrition activities and events
not only create a required environment to socialise with
like-minded people, but they are a place to get together
and recognise your customers’ results. Research shows,
by working in groups, people are more likely to reach
towards their weight management goals.*

Remember: The more you put
in, the more you’ll get out.

People like personal support, and with Herbalife Nutrition,
you can facilitate them stick to a healthy active lifestyle
and reach their goals.
Your success will depend on your level of
commitment.
Decide where you want to take the Herbalife Nutrition
Business Opportunity and then tailor it to achieve your
goals and fit around your lifestyle.
Identify your level of commitment, and you’ll see your
progress. Ask yourself:
• Do you want to simply enjoy the products
and continue your journey living a healthy,
active life?
• Do you want to not only take care of yourself,
but also support friends and family towards
achieving a healthy, active life?
•D
 o you want to facilitate as many people as
possible with the Herbalife Nutrition Business
Opportunity on a part-time or even full-time
basis?
This book is your guide to maximising your
Herbalife Nutrition experience.
Over time your needs or goals may change. So don't
forget to regularly review how you're feeling and speak
with your Sponsor and other Associates - they have been
there before and are a great source of knowledge.

So let’s get started.
*Huff, C (2004). Teaming up to drop pounds. American Psychological Association, 35(1), 56.
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OUR NUTRITION PHILOSOPHY

Herbalife Nutrition Philosophy
The Herbalife Nutrition Philosophy is based on balanced
nutrition, leading a healthy, active life and following a personalised
programme with the help of your Independent Herbalife Nutrition
Associate. This philosophy is helping to change the nutrition
habits of the world, one person at a time.

BALANCED
NUTRITION
HEALTHY
ACTIVE
LIFESTYLE

Balanced nutrition is founded on consuming a healthy
mix of protein, carbohydrates, beneficial fats and other
nutrients, many of which can be found in sciencebased Herbalife Nutrition products. A healthy, active
life includes regular exercise, rest, hydration and
a personalised programme with one-on-one and
community support.
Herbalife Nutrition is not about removing a food group
or drastically altering your calorie intake from one day
to the next. Good nutrition is about getting the balance
right. Your Herbalife Nutrition Associate will help you to
understand the basics of what makes up a good diet
and how science-based Herbalife Nutrition products
can provide an easy and effective way to help you
reach your daily requirements.
We believe in supporting each other as we each
strive towards our personal goals. Herbalife Nutrition
Associates are on hand to guide and support their
customers at every step. A Herbalife Nutrition
Associate selects a Personalised Programme to
suit their customers’ goals; they monitor results and
celebrates the wins, whether they are big or small!

PERSONALISED
PROGRAMME

EXERCISE

OMEGA-3
up to

30%
FATS

from food and
supplements

LESS
SATURATED
FAT

HERBALIFE
BALANCED
NUTRITION

40%

CARBOHYDRATES
from food and
supplements

FIBRE
25g

REST

30%

HYDRATION

PROTEIN
from food and
supplements
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The contents of this book cannot be substituted for any medical advice from a qualified and registered health personnel. If you have any
health problem consult a qualified and registered doctor of your choice.

THE VALUE OF An Associate

1

The unique value of a Herbalife Nutrition Associate
One of the first ways to offer your customers added value is to make sure you are a product of the products and you've reached
your personal best, so take the products every day. When you get your own product results and people see your body transformation,
you will be able to talk to them from your personal experience – sharing with them the knowledge you've learnt along the way. When
you speak from your own genuine experience and your customer can see your results first-hand, you are in a strong position.
The personal relationship with your customer and selling directly to them is the added value you, as a Herbalife Nutrition Associate, can
provide and is an advantage over the alternatives. A customer going into a supermarket and simply selecting a product off the shelf will
not necessarily get the best results. Buying off the shelf can mean missing out on real insight or education on how the product works.
This method of purchase also does not include the ongoing support, encouragement and guidance that can take place in direct selling.
That’s why, as a Herbalife Nutrition Associate, by focusing on adding value, customer support and first – class service, you can help
your customers become happy, loyal and interested in Herbalife Nutrition.
There are some key ingredients that are involved to help your customers reach their personal best. Work with your customers to help
them live out a healthy active lifestyle with healthy diet, the right exercise programme and the right products for their needs.
Being a personal guide to your customer also means motivating them, making adjustments to their programme as needed and
keeping them on track to getting into the best shape of their lives. Don't forget that a key part is to make sure you help get them
involved in community activities. Of course your customer also needs to be committed to putting in effort and maintain the right
approach. With this formula, it's much more likely your customers will see the positive change they desire and achieve their goal.

ATTITUDE

ACHIEVE &
MAINTAIN
YOUR GOAL

Healthy Diet

Right
Exercise

Right
Products

Associate

Community

PERSONAL Associate SUPPORT

The contents of this book cannot be substituted for any medical advice from a qualified and registered health personnel. If you have any
health problem consult a qualified and registered doctor of your choice.
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THE VALUE OF AN Associate

The Advantages of the Direct Selling Model
Direct Selling is a well established,
personally rewarding and fulfilling
method of building your business.
Direct selling is a popular method of selling; there are
around 5.8 million people who are involved as distributors
or direct sellers in India. According to KPMG, this number
could grow to 18 million direct sellers by 2025*. The
industry is bound by the code of ethics of the Direct
Selling Association to ensure the highest level of business
ethics and service to customers. Herbalife Nutrition
is proud to be a key member of many Direct Selling
Associations around the world.
Instead of selling our products in shops, Herbalife
Nutrition products are sold to customers exclusively
and directly through Herbalife Nutrition Associates. This
means we cut out the middle man.

wholesaler

DEALER

TRADITIONAL DISTRIBUTION CHAIN
CONSUMERS

PRODUCER /marketer

DIRECT SELLING DISTRIBUTION CHAIN

direct seller

Herbalife Nutrition is Committed to Industry Leadership
Herbalife Nutrition is affiliated with and plays an active role in a large number of its industry trade organizations, including the
World Federation of Direct Selling Associations, the European Direct Selling Association, and more than 50 national Direct
Selling Associations. It is a founding member and provides consistent leadership to the International Alliance of Dietary/Food
Supplement Associations. It is also a member of national food/food supplement associations throughout Asia Pacific and
the world. Herbalife Nutrition participated in the creation of the ASEAN Alliance of Health Supplement Associations (AAHSA)
and remains a principal supporter. AAHSA holds a seat at the table with ASEAN Member States in its product sector and is
committed to supporting the creation of the ASEAN Economic Community (AEC) in 2015.

Herbalife India is a member of Indian direct selling association
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*Source: IDSA, PHD Chamber of commerce and industry, KPMG in India analysis
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How to Find and Help Others
Achieve Great Results*

In this section, you'll learn some
fundamental business concepts that
help you find and help others achieve
great results. This is an important
key to your success in building
and maintaining a flourishing and
sustainable customer base.
New
Customer

Loyal
Customer

Associate

*Disclaimer: Results are not typical. Individual results will vary.
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FIND AND HELP OTHERS REACH THEIR GOAL

The Customer Life Cycle
The Customer Life Cycle represents the typical journey of a person who engages with Herbalife Nutrition.
It is likely that you have experienced this yourself too. Take some time to think about how you were introduced to Herbalife Nutrition, and
how your journey naturally evolved; bringing you to where you are today.
Here is a typical journey:
A Potential Customer might typically get invited to a Herbalife Nutrition activity or Nutrition Club by an existing Herbalife Nutrition
Associate, where a person would likely get a Wellness Evaluation. They would then be introduced to the products and with the help of
their Herbalife Nutrition Associate, they learn about the Herbalife Nutrition Philosophy and embrace it.
Once a Customer, it doesn’t take long to start seeing results if they take their Herbalife Nutrition products, follow their programme,
have a rewarding personal relationship with their Herbalife Nutrition Associate (Personal Wellness Coach), education and are part of a
community.
A customer soon turns into a Loyal Customer following great results accompanied by lots of compliments from friends and family! At
this stage, the customer is keen to share their success with others and is likely to refer their friends and family to their Personal Wellness
Coach, or even look into becoming a Herbalife Nutrition Associate themselves.
Sharing the Herbalife Nutrition experience with others is the start of building a customer base. This is when Loyal Customers may decide
to sign up as a Herbalife Nutrition Associate and start earning a part-time income. It's when an Associate reaches Supervisor level in
the Herbalife Nutrition Sales & Marketing Plan that it's likely they have built a solid organisation of loyal customers and Associates.
Running your own Herbalife Nutrition business is about following this approach for your own customers; you will attract the customers,
and create loyalty by applying first class customer service. Building a flourishing customer base will result in better earning potential.

New
Customer
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Loyal
Customer

Associate

FIND AND HELP OTHERS REACH THEIR GOAL

USE, WEAR, TALK

2

		
FACT

Herbalife Nutrition Associates have been using this simple and proven
USE, WEAR, TALK concept for over years and it is still one of the
best ways to attract and engage a new customer.
The methods you'll use to retail Herbalife Nutrition products work
together and they begin with Use, Wear, Talk. It’s incredibly simple and
easy to get started:

Use the products every day as part of your healthy active lifestyle and
use them when you’re out engaging with your community. People will
notice when you use the products and live out the brand you represent.
When you engage with Herbalife Nutrition by using the products and
adopting a healthy active lifestyle, which includes being active and part
of a community, you get results.

Use, Wear, Talk is the legacy
business philosophy of Mark
Hughes, Herbalife Nutrition Founder
and First Distributor (1956 - 2000)
who began using this concept
in 1980 to promote Herbalife
Nutrition and the Business
Opportunity with great
success.

Wear the Herbalife Nutrition badges and branded clothing everywhere.
This helps to create awareness for the brand and your business,
and means people will begin to ask questions.

Talk to everyone you meet. Share your personal story and the results
you’ve achieved through your healthy active lifestyle. Social media can
be a great forum to start a conversation.

USE

Use the products each
day as part of your
healthy active lifestyle.

Wear the brand
wherever you go.

WEAR

TALK

Talk to everyone you
meet and share your
story.

13

2

FIND AND HELP OTHERS REACH THEIR GOAL

USE
When we talk about the ‘Use’ element of the Use, Wear, Talk concept, it’s about more
than just using the products. This part of the concept represents engaging in the entire
healthy active lifestyle philosophy.
By this, we mean using the products, exercising regularly and being part of a like-minded, supportive community. By adopting these
practices, you're bound to get results and reach your personal best; your fitness goal.
After using the products to get a great result, people notice and you will be more effective at helping others achieve their fitness goal.
• People will be amazed by your personal results* and be excited to hear how you achieved it.
• You’ll look and feel good, which will instill confidence in the products and your new lifestyle, and make it easier to recommend the
healthy active lifestyle philosophy.
• You’ll become a ‘product of the products’. People will notice the change in you and ask you how you did it.
• You’ll speak about the products and will be able to answer any questions or concerns.

10 Steps to reaching your personal best:

1
2
3
4
5

Know your
nutrition

6

Eat healthy

7

The power
of protein

Good fats

Hydrate
for health

8
9
10

Exercise

Rest
and
recover

Support
your
nutrition

Have the
right
attitude

Inspire
others

*Disclaimer: Results are not typical. Individual results will vary.
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The contents of this book cannot be substituted for any medical advice from a qualified and registered health personnel. If you have any health
problem consult a qualified and registered doctor of your choice.

FIND AND HELP OTHERS REACH THEIR GOAL

Creating a powerful product result* is key, and it will become
one of your most influential sales tools – so it's important to
get it right!

2

FACT
Results are not restricted
to just weight loss, you
can use photos to illustrate
changes in fitness, body
composition and overall
well-being.

Add punch to your story by taking photos. Not only will they help capture your product
result story and enable you to share how your healthy active lifestyle and Herbalife Nutrition
products have changed your life, but they make great adverts for your business.

Disclaimer: Results are not typical.
Individual results will vary.

How to create your product
success story:
1. Describe what you used to do. For example,
what were your eating and exercise habits
before you discovered Herbalife Nutrition?

"I've increased my lean muscle mass
and never felt better"

2. Talk about how you feel now and how your
life has improved.
3. A
 lways mention the improvements you’ve
made to your eating habits and physical
activity as well as what products you use.

Helpful pointers:
✓ Keep your story short and to the point.

I used to...

✓ Let the audience feel your emotion.

• Be hungry soon after meals and crave
sweet foods

• Have a bigger portion of protein at
every meal

• Go on holiday and have too many treats

• Dropped my body fat

• Have a weakness for sweets and
chocolate

• Increased my muscle mass

✓ Include changes to your body composition,
such as body fat percentage or lean
muscle mass. These are a great way to
show some positive results.

Now I...

Disclaimer: Results are not typical. Individual results will vary.

Here’s how I achieved my success:
• Weight trained 5 days a week

✓ Have a success story for each product
category. This will really help you sell a
wide range of products with confidence
and ease!

The contents of this book cannot be substituted for any
medical advice from a qualified and registered health
personnel. If you have any health problem consult a
qualified and registered doctor of your choice.

• Attended a Nutrition Club 3 times a week with a group
of people who inspire and motivate me to keep going

• Had quality fish or turkey in the evening and then
Formula 1 and Formula 3 PPP twice a day to increase
my protein intake

• Had Formula 1 Nutritional Shake Mix in the Nutrition
Club
• Swapped my chocolate and sweets for a Herbalife
Nutrition Nutritional Shake Mix

Profile

• Drank 2 litres or more of water each day along with
Afresh Energy Drink Mix

Country:

India

These results are not necessarily typical. Individual results will vary. The Herbalife Nutrition Weight Management
programme can help slimming or weight control only as part of a calorie-controlled diet.

Disclaimer: Results are not typical. Individual results will vary.
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FIND AND HELP OTHERS REACH THEIR GOAL

WEAR
Wear the brand and be the brand
wherever you go
By wearing Herbalife Nutrition clothing, a badge and
accessories you instantly embody the spirit of the brand.
Wearing the Herbalife Nutrition brand is the easiest way
to promote and advance your own business in your own
community.

FACT
Badges are a great
way to immediately engage
someone without doing much
at all. Wearing your badge will
get you noticed. Tapping your
badge and making eye
contact will provoke a
conversation.
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Action point: Order your badge and Herbalife
Nutrition branded clothing and accessories today
from in.myherblife.com, and start wearing the
brand.

FIND AND HELP OTHERS REACH THEIR GOAL

2

You will find that wearing the brand sparks interest.
Wearing the Herbalife Nutrition badges, branded clothing and accessories often attracts attention. This is an easy way to evoke
someone’s curiosity and naturally start a conversation.
If you catch someone looking at your badge, use this as your cue that they are curious or interested and to approach them.
Don’t wait for them to start a conversation or ask you a question.
Depending on the badge you are wearing and your audience, you should have three or four different responses ready.
Here are a few examples:

“What do you drink in that shaker?
I always see you with it.”
“I couldn’t live without this – it helped me
(give your personal result) and I have it everyday.
Come to my club and I’ll tell you more.”

“What is Herbalife Nutrition all about?
I’ve seen it everywhere!”
“Herbalife Nutrition is about helping people get into the
best shape of their life! It’s fantastic!
Come along to my club – I’m running an introduction
session this week.”

If you see someone looking at your badge:

“We facilitate people make healthy changes to their lives and get in shape.
Would you like a free Wellness Evaluation?”

If you see someone looking at your badge:

Herbalife Nutrition has facilitated to achieve my nutritional goal.
Would you like to find out more?

How can you help me lose weight?"

“We sell the Nutritional food products that has helped
hundreds of people have nutrition and reach their goal shape.
Would you like to hear more about it?"

The contents of this book cannot be substituted for any medical advice from a qualified and registered health personnel. If you have any
health problem consult a qualified and registered doctor of your choice.
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FIND AND HELP OTHERS REACH THEIR GOAL

TALK
When you talk to people, you are talking to potential customers and your goal should be
to invite them to an activity.
The ultimate goal of talking to people is to get them interested so they're keen to know more and will accept your invitation to attend to an
activity you're running. At your activity you can explain more fully what you can offer.
As a general rule of thumb, you have 15 seconds to engage your potential customer. Whether you already know them or not, there are two
elements you should use as you engage with someone: assess them and invite them.
1. Assessing - this is reading your audience and determining what they are interested in and how you can help.
2. Inviting - this is inviting them to whatever you are doing, for example a Shake Party, Nutrition Club, Healthy Active Lifestyle Activity or
Wellness Evaluation.

Start with those you know - your Circle of
Influence.
Anyone and everyone you meet is a potential customer so it’s
important to talk to as many people as possible. However, when
just getting started, the easiest people to talk to are the people
you already know, like your friends, family and work colleagues.
This is called your Circle of Influence.
Why? Because they know you already have a relationship
developed and a level of trust and influence with them.
Approach these conversations as if you are inviting them to a
party or a gathering. Just be relaxed! After all, it’s easy to bring
a friend into a Nutrition Club, Healthy Active Lifestyle Activity or
Shake Party.
So where do you start? One of the easiest ways to start talking is
to reach out to contacts via phone, email or Facebook. Everyone
you know is contactable at the click of a button and it’s never
been easier to get in touch with each other.

Some people may say no
As you speak with people, you'll find some are simply not
interested. Don't spend longer than you need to with them,
instead spend more time with your target market - those that are
open and interested. You'll find the majority of people will fall into
this group.
When people do say no to you, remember they are not rejecting
you personally, they are simply not yet ready to take on a healthy
active lifestyle change.
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TIP
Take their
telephone
number so you
can send them a
quick text a day
before the event
to remind them.

TIP
“Check out my
Facebook page”
is a simple and
easy way to
invite people to
take a look at
your business
and what you get
up to.

FIND AND HELP OTHERS REACH THEIR GOAL
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Customer Questions
There are a few common questions or challenges you may need to help your customers through. Here are some to
watch out for:
1. Not eating a balanced, protein-rich meal after a workout
As people start working out, their appetite will naturally increase. If they are not careful or organised, they might increase their
intake of convenience foods which are often high in simple carbohydrates and calories. So encourage them to have a protein-rich
meal after their workout and have plenty of healthy snacks pre-prepared for times when they may get hungry. It's important that
when they do want to eat, they have healthy, calorie-controlled options readily available. Fruit, vegetable sticks or Herbalife Nutrition
products offering high protein are ideal for these times.

2. Skipping meals or not eating properly
Skipping meals starves the body of vital nutritents and can slow down metabolism. This can weaken the diet and may also lead to
not following the product programme as directed.
It's important your customers eat a healthy well-balanced diet that includes a colourful mix
of vegetables, complex carbohydrates and a lean protein option such as turkey, chicken,
fish or tofu.
Hunger pangs or cravings may arise from skipping meals, not making shakes as directed
on the label, eating inadequate amounts of protein or may be due to an insufficient fibre
intake. Fibre can be added by fruit snacks and/or Herbalife Nutrition fibre products.

3. Not eating enough protein regularly
Getting an adequate protein intake is a key part of the Herbalife Nutrition programme and
many people are surprised at just how much protein they need to eat! Help to educate
them on the benefit of protein, and advise them how much protein they need each day
(we recommend they have 0.8-1gm protein per kg body weight*. Protein needs to be
consumed at every meal time, not just once or twice a day. Following the five small meal
plan ensures they get protein at every meal.

4. Not eating enough carbohydrates
Customers may try to limit the amount of carbohydrates they consume in order to control
their weight. However, carbohydrates are the body's main source of energy for daily
physical and mental tasks, and if carbohydrates are removed from the diet, the body's
metabolism can slow down.

TIP
Reward your
customers with a
small gift when they
reach an important
nutrition or wellness
goal with the
products. It’s
a gesture they will
remember.
You’ll find plenty of
thoughtful, Herbalife
Nutrition branded
gifts for sale on
in.myherbalife.com

It's essential that your customers are consuming the right type of carbohydrate. "Good" carbs are those that are the least
processed – foods like whole fruits(opt for low GI fruits), vegetables, beans and whole grains.
Highly processed, refined "bad" carbs are foods like sugars, pastries, white pasta, and white flour breads, cereals and crackers
which have little to offer the body beyond just extra calories.

5. Not hydrating properly
Drinking enough water is vital for health. It keeps the body temperature regulated, allows us to breathe, is essential in digestion and
excretion and assists body movement, to name just a few. Drinking 8-10 glasses of water each day is recommended, but during
exercise or when in hot environments, we need to drink more because we sweat more.
Have your customer keep track of their fluid intake each day; not only the quantity they drink, but also the type of fluid is important
as it may be adding extra calories if they're not careful.

6. Not having a varied exercise programme
A poorly designed exercise programme doesn't encourage fat burning or lean muscle growth. For example, if your customer loves
running and does the same 5 km run, 3x a week but doesn't include any strength or resistance training, their muscles will get
accustomed to only being used for running and not grow in strength and lean muscle mass. The more lean muscle mass you have,
the more calories you burn, even at rest.

* Athletes or those who participate in regular intense exercise have a higher requirement of protein than those who do not.
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Adding Value and
Building Loyalty

Herbalife Nutrition has a range of
Business Methods which are fun and
effective; specifically designed to help
you find and keep customers. One
of the main goals of any Business
Method or activity is to add value and
facilitate customers achieve results*,
which in turn will generate loyalty.

New
Customer

Loyal
Customer

Associate

*Disclaimer: Results are not typical. Individual results will vary.

BUILDING A CUSTOMER FLOW
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Build your Customer Flow in four steps
We've looked at the Use, Wear, Talk concept and how it can help you find customers. Now, let's see how this leads to the Business
Methods and activities you will use to retail Herbalife Nutrition products to customers.
As you talk to people, the goal is to qualify them and invite them to find out more by attending your Business Method or activity.

1

Qualify,
Evaluate
& Talk

As you talk to your potential customer, evaluate and qualify them.

•R
 emember you have approximately 15 seconds to engage a potential
customer. Not everyone will be interested, so it's important you have
evaluated them so you can tailor your conversation accordingly.

•R
 ecognise how they look, and pay them a compliment as you engage
in conversation.

2

Invite

Healthy Active Lifestyle
Activities
Shake Party
Nutrition Club
Office

Invite them to come along to your Healthy Active Lifestyle Activities, a Shake
Party or the right activity for their needs.
When they attend your party or club:

• Be prepared. Be sure you know what you're inviting them to.
•B
 e professional. Have a business card, invitation card or flyer ready
to hand them with all the details.

For example:
If you run a run Healthy Active
Lifestyle activities in the Club,
a conversation starter could
be:
“You look like you enjoy working
out and are pretty active?”

Then make the
invitation to attend
your Healthy Active
Lifestyle Activities.
"Why don't you join us
on Tuesday night for a
fun workout?"

•B
 e confident and make a strong and convincing invitation.

3

Present
& Add
Value
Conduct a
Wellness
or Healthy
Breakfast
presentation.

Whatever activity you have invited your customer to, make sure
you add value.

•A
 fter the activity, take them through the Wellness presentation
or Healthy Breakfast presentation. These presentations contain
useful information that everyone needs to know, regardless of their
personal goals they are a great way to provide an added value
service.

Following your Healthy
Active Lifestyle
Activities, add value
by doing a Wellness
presentation or Healthy
Breakfast presentation,
Wellness Evaluation.

• Then, carry out a full Wellness Evaluation assessment. For each
measurement, explain why it's an important indicator for health and
how to use them to track their progress.

• Be sure to offer continued education sessions and guidance too.

After adding value with the presentations, Wellness Evaluation choose the right meal plan for your customer and their goal. This
may lead to a sale, but remember, it's not just about selling products. You need to add value and offer them a great service before
introducing the right products for them.

4

Customer
Support
& Loyalty

Focus on your customers, their goals and how you can support them.
You'll soon see how the time you invest in your customers pays off. When
customers are achieving results, they will naturally want to stay with you
and bring their friends and family; their Circle of Influence.

Follow up to find out
how they are getting on
and, if they purchased
products, how they are
finding them.

All the activities you run have a dual purpose; they should support and
help your customer reach their results and they should help to build a
community of like-minded people who support each other.

Always ask for Referrals too. Customers who are happy with the products and your service will naturally recommend the products
and the Herbalife Nutrition brand to others. This enables you to tap into their network of friends and family; talk with them and the cycle
starts again...
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Healthy Breakfast
What is it?

• Eating a good breakfast may help you to manage your weight.

Basic
Activity

• A healthy breakfast supplies vital nutrients.
•E
 ating breakfast may help you stop reaching for unhealthy
snacks mid-morning.

Healthy Breakfast is a great conversation starter, which
allows you to have a short discussion with your potential
customer by simply asking the question: What did you
have for breakfast?

"What did you have for breakfast?" is a simple
question which can help you quickly evaluate your
potential customer's habits.
Answer 1. "I didn’t have breakfast! I never have time."
Response: "Did you know that skipping breakfast can
lead to unhealthy snacking mid morning? It may also lead
to poor concentration and dips and spikes in your appetite
throughout the day."
Answer 2. "I grabbed a muffin and a coffee from my local
cafe on the way into work."
Response: "Did you know that a sugary, carb heavy
breakfast can lead to spikes in your blood sugar levels
throughout the day? A muffin and coffee also lacks the
nutrients and energy that you need in the morning to
properly fuel your body and mind."

So what should a healthy breakfast provide?
A healthy breakfast with the right nutritional mix releases energy
slowly and helps you control your weight by limiting your need for
snacks. It also provides your body with key nutrients and energy
without increasing blood sugar levels. Herbalife Nutrition offers a
delicious, well balanced Healthy Breakfast that could change your
eating habits and improve your nutrition.

How a balanced breakfast affects your feeling
of fullness and alertness
A sensation of feeling fuller and
alert for longer. Better balance of
carbohydrates, protein and fats
Feeling full and alert

Healthy Breakfast is a presentation that you can use
to educate potential customers on the importance of
balanced nutrition and why having a healthy breakfast is
so important for good health.

Fe e

ling fulle r a nd a

ler t

Late Morning

Early Morning

How it can help you find new
customers and add value:
Healthy Breakfast involves understanding the common
consumer pitfalls of breakfast choices. The presentation
highlights the importance of making the right choices, and
how bad choices can have an impact on every day and
long term nutrition.
Armed with this information, you can not only educate
your potential customer, but also pitch the benefits of a
Healthy Breakfast easily to your potential customers, with
the knowledge and confidence that it will make a positive
difference to their lives. Here are some key benefits that
are highlighted in the presentation:

Chart for illustration purposes only according to Luigi Gratton,
M.D. M.P.H VICE PRESIDENT Worldwide Nutrition Education and
Development Chairman Nutrition Advisory Board

The Herbalife Nutrition
Healthy Breakfast is made
up of:
Formula 1 nutritional shake mix,
Personalized Protein Powder and
Afresh Energy Drink Mix

• Breakfast accelerates the body’s metabolism.
• Breakfast sets the day’s mood and helps to
improve concentration.

➡ Start the conversation! “What did you have
for breakfast today?”
➡ Present the Healthy Breakfast concept,
which will educate and inspire your potential
customer. Use Healthy Breakfast materials
including presentation and invitation cards
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The contents of this book cannot be substituted for any medical advice from a qualified and registered health personnel. If you have any
health problem consult a qualified and registered doctor of your choice.
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Wellness* Evaluation
A Wellness Presentation is ideal to use with potential (and new) customers before doing a Wellness Evaluation with them. It helps you
further your relationship by presenting nutritional information that they may not have known before, and showing how you can help them
reach their goals by combining good nutrition with a healthy active lifestyle. You can download the Herbalife Nutrition Global Nutrition
Philosophy presentation from in.myherbalife.com, or speak with your Sponsor about the right presentation for your needs.

What is a Wellness Evaluation?
A Wellness Evaluation lets you fully assess your potential customer’s nutritional profile, whilst also giving you valuable insight into their
nutrition and lifestyle habits. From this information, you can identify areas of improvement; facilitate them to set their goals.
It's also a good idea to take potential and new customers through the Herbalife Nutrition Philosophy presentation.
Wellness Evaluations help you to:
• Generate customers by providing an engaging and interesting pitch – a ‘hook’.
• Have a progressive and detailed conversation that helps you understand the real needs of your potential customer. This will help
you develop a relationship and offer a programme that's tailored for them.
• Offer the potential customer useful wellness tips and present the Herbalife Nutrition product solution.
• Get referrals from your Wellness Evaluation customers.

➡ Presenting the Herbalife Nutrition Global
Nutrition Philosophy is ideal to educate
your potential customer and support
your Wellness Evaluation.

FACT
You do not need to be
a nutritionist or fitness
instructor to carry out
Wellness Evaluations. Anyone
who is familiar with the
tools can carry out
Evaluations!

➡ Hook your potential customers with, “Have
you ever wondered how you could improve
your nutrition, and the benefits that brings?”
➡ You can invite a potential customer to a
Wellness Evaluation at any time, particularly if
they are too busy to talk at your initial meeting
➡ Many of the Business Methods offer great
opportunities to invite potential customers
to a follow-up Wellness Presentation and
Evaluation, so remember, they don’t have to
be used in isolation!
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*The word wellness refers to both physical and mental health especially when actively maintained by appropriate diet and exercise such as
workout and meditation.
The contents of this book cannot be substituted for any medical advice from a qualified and registered health personnel. If you have any health
problem consult a qualified and registered doctor of your choice.
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Shake Party

Basic
Activity

What is a Shake Party?
A Shake Party provides a more ‘personal’ location (usually
at your new customer's home) to talk about good nutrition
and exercise habits, conduct a Healthy Breakfast or
Wellness Presentation along with free tastings of Formula
1 shakes. This is a great way to introduce and educate
potential customers on the benefits of Formula 1, from
how good it tastes to how quick and easy it is to make!
Due to the soft, non-sales setting, it becomes easier to
generate referrals through your new customer’s Circle
of Influence.

How it can help you find new
customers and add value:
• Help them understand the products in the comfort
of their own home.
• Conduct a Healthy Breakfast or Wellness
presentation, along with a short Wellness
Evaluation, and invite them to book another
appointment the following week to conduct a
full Wellness Evaluation.

TIP
Remember to
get referrals from
your attendees!

➡ Shake Parties are a great opportunity to
talk about good nutrition and exercise habits,
reinforcing the value and benefits of a healthy
active lifestyle.
➡ Ask your existing customers to get some
of their friends together at their home where
you can help them run a Shake Party with
free samples and a chance to talk about good
nutrition in a fun and relaxed atmosphere.
➡ Invite your potential customer to a followup Healthy Breakfast or Wellness Presentation
and Wellness Evaluation.
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The contents of this book cannot be substituted for any medical advice from a qualified and registered health personnel. If you have any
health problem consult a qualified and registered doctor of your choice.
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Healthy Active Lifestyle Activity
What is a Healthy Active
lifestyle activity ?

Intermediate
Activity

Healthy Active lifestyle activity are a concept which
combines\three components: nutrition, physical exercise
and socialisation.
They help retain customers for longer, as people enjoy doing
activities with others who are like-minded in
their community.
They are easy to integrate into your business or preferred
Daily Method of Operation:
1.

Choose an activity you enjoy and are passionate about.

2.

Create a social event around it to make it easier for you
to invite people.

3.

Choose a convenient location appropriate to the
activity and your group.

4.

Keep activities simple and fun. Try to tailor them to
people of varying fitness levels.

5.

Be consistent. Stick to the same time and day every
week,and don’t be late!

6.

Follow up with a recovery shake and short, informal
mini HOM.

7.

Share stories and testimonials, and hand out shake
samples to new participants.

8.

Keep on inviting new people every week and ask for
referrals.

How it can help you find new customers
and add value:
• After your activity, you can invite participants to find out
more about Herbalife Nutrition. It’s a great opportunity
to educate them on the importance of good nutrition
and being active. It’s also a great time for your current
customers and Associates to offer testimonials to new
participants. Hearing about others’ successful results
and passion for Herbalife Nutrition and the products will
inspire and encourage more of your potential customers
to become customers.

TIP
Remember to
get referrals from
your attendees!

• You can also conduct a Healthy Breakfast or Wellness
presentation and short Wellness Evaluation after the
activity which helps you to learn more about the habits
and lifestyle of the participant. Then invite them back
to a later appointment for a full Wellness Evaluation,
including body composition measurements.

➡ Healthy Active lifestyle activity provide a
great opportunity to convey the benefits of
good nutrition and exercise.
➡ Healthy Active lifestyle activity are an
extremely effective way to add value and build
a rewarding relationship with your customers.
They are instrumental in cultivating customer
loyalty as they provide an invaluable support
setting and a place to regularly meet, which
in turn ensures you can effectively track your
customers’ progress, recognise achievements
and ultimately build a rewarding community
with like-minded people.

• An important tip is to ensure you try and get new people
every week, whether it’s through referrals, asking people
in your Circle of Influence, or just getting out there and
handing out correctly branded invites and flyers. The
more new people you have, the more momentum you
can create.
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Intermediate
Activity

Nutrition Club
What is a Nutrition Club?

How it can help you find customers
and add value:

Nutrition Clubs are a place where attendees can meet
regularly with like-minded people and recognise one
another's progress and nutrition results. It is also
somewhere from which you can operate Business
Methods and activities.

Community Experience – Your potential attendees can
familiarise themselves with Herbalife Nutrition products in
a social atmosphere, allowing you to create and foster the
personal relationship that is the essence of direct selling.

A Nutrition Club (“Club”) provides an informal
setting for people to:

A Natural Setting – The clubs are an informal, low
pressure environment in which you can educate attendees
about nutrition, talk about the products and present the
business opportunity.

• Talk about good nutrition;
• Learn the value of regular exercise; and
• Plan strategies for achieving a healthy lifestyle

Retailing Opportunity – Many club attendees will buy
products for personal consumption.

Nutrition Clubs also allow you to introduce people to
Herbalife Nutrition products and build a customer base.
Please note that Potential Attendees and Attendees can
only attend a Nutrition Club by personal invitation.

TIP
➡ Nutrition Clubs are extremely effective way

to add value and build rewarding relationships
with your attendees. They are instrumental in
cultivating attendees loyalty as they provide
an invaluable support setting and a place to
regularly meet, which in turn ensures you can
effectively track your attendees’ progress,
recognise achievements and ultimately build a
rewarding community with like-minded people.
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Customer Loyalty Program
What is a Customer Loyalty Program?

Intermediate
Activity

Herbalife Nutrition has a range of Business Methods
which are fun and effective activities specifically designed
to help you get customers and keep customers. One of
the main goals of any Business Method or activity is to
add value and help customers achieve product results,
which in turn will cultivate loyalty.
• The program is open to participants/customers
who have not signed up as a Herbalife Nutrition
Associate regardless of the Business Methods
they participate in.
• Customers can accumulate points by visiting your
office, participating in activities, and by giving
testimonies, referrals.
• Points can be used to redeem gifts.

Objectives of the Program
• Strengthen customer participation and enhance their
experience.
• Increase referrals and overall satisfaction.
• Set up goals for your customers.
• Encourage and recognize your customers.
• Turn loyal customers to Herbalife Nutrition Associates
who will use the products consistently, and eventually
become business partners.

Goals of the Program
Participation of the customer in the Loyalty Program will
create that first impression of Herbalife Nutrition. At this
time, the customers need to be given enough care and
attention so they experience good results and understand
Herbalife Nutrition’s culture, philosophy, and its products
regardless of the business methods of the Associate
serving the customer.For you and your customer to see
lasting results, they should be inducted into the Customer
Loyalty Program for at least 6 months. In the first 6
months you will
• Ensure customers have product results.
• Build a close relationship with them.
• Help them develop a sense of belonging.

In return, benefits of the Customer Loyalty
Program include:
• Increase in customer activities
• Increase in the number of customers
• Boost in duplication
• Commitment from customers on their personal goals.
• Build long-term customers

Sign Up for Customer Loyalty Program
You can sign up for the Loyalty Program through NCAPAC.
in.MyHerbalife.com to help you get started!

• Nurture them as your loyal customers.
• Find a potential business partner who will duplicate
what you do.
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Road Shows
What is a Road Show?

Intermediate
Activity

A Road Show is when you set up a temporary stand at a community
event or on the street to promote your business to those that pass by.
Road shows are effective as they are interactive, enabling you to talk
about Herbalife Nutrition to a number of potential customers in a short
period of time. You are not only creating opportunities for sales, and
helping others live a healthy active lifestyle, you are creating brand
awareness and showcasing your business.

Mini Road shows

How it can help you find new
customers and add value:
Road shows are a great platform in which to offer free
Wellness Evaluations (see page 24) and a product
sample* for a free Formula 1 shake. You can then invite
them to your place of business e.g. Nutrition Club, or
Office, for a free shake tasting as part of the follow up
process after the Road Show. This could then be a great
opportunity to conduct a Healthy Breakfast or Wellness
presentation, followed by a Wellness Evaluation and body
composition assessment if they are interested.

Mini road shows are held by Nutrition Club operators, who set
up temporary kiosks* to hand out Cold Afresh samples and invite
passers-by back to their Club. Mini road shows should be set up near
to your place of business (e.g. your Nutrition Club) so it is convenient
for you to immediately invite interested leads for a follow-up free
wellness evaluation.

TIP
Mini road
shows should
be set-up close
to the place of
business. e.g.
you could do
a simple Road
Show at your
kid’s Saturday
football match!

➡ Use Road Shows to talk to as many people
as possible about Herbalife Nutrition in a
short space of time.
➡ Invite your potential customers to a followup presentation and Wellness Evaluation,
including body composition assessment.

*Offering samples must be in compliance with the Law and the Rules.
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Growing Your Business by Helping Others
Your customers' successes are the best way to grow your business. As you help more customers achieve results, you'll have more
people who naturally want to share their success with others. Always ask your potential customers and new customers to ‘bring a
friend’ or if you hand out invitation cards or feedback forms, leave a space for them to add the names of people they know who might be
interested to hear more.
We've just looked at Business Methods which are a great way to grow your business. Customer Recognition Days are another good way
to generate new business.

Customer Recognition Days
The idea is get all your customers together once a
month to celebrate goals achieved, give away small gifts
in recognition of your customers' progress and share
success stories.

➡ Customer Recognition Days are an extremely

effective way to add value and build a rewarding
relationship with your customers. They are
instrumental in cultivating customer loyalty as
they provide an invaluable support setting and
a place to regularly meet, which in turn ensures
you can effectively track your customers’
progress, recognise achievements and
ultimately build a rewarding community with
like-minded people.

You can easily ask your customers to bring along their friends/
family to share in their progress and successes. By doing this, you
are opening yourself up to a whole new set of potential customers.
Not only that, but these potential customers are much more likely
to engage with you and show a real interest in your business and
Herbalife Nutrition products as they have seen for themselves the
results that can be achieved, the support network on offer and the
rewards that can be earned.
This becomes the platform in which to conduct short Wellness
Evaluations on your new potential customers, conduct a sampling
activity so they can experience the delicious products for
themselves and invite them back later for a full Wellness Evaluation.
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Growing your loyal customer base
Loyal customers are one of your biggest assets. You should focus the substantial of your time on your existing customers to turn them
into loyal customers. Why? Because loyal customers:
• Provide you with regular customers.
• Help to generate referrals naturally.
• Become a walking ‘billboard’ to promote your business.
On the following pages, you will learn some great tips on how to turn customers into loyal customers. You will learn how to provide an
exceptional customer experience, which will help you work towards building a sustainable customer base.

Let’s take a closer look at how it works:
Your loyal customers are precious and you should spend more time on your current customer base than on trying to get new ones.
Customers may forget about you if you don’t stay top of mind and follow up with them.
It’s the first class service and overall experience you give your customers that will make them fall in love with the products and the
brand, and keep them coming back to you. Why? Because it’s when they are using the products, following their programme correctly
and living a healthy active lifestyle that they see results and move closer to their personal goal. When results show, you know something
is working well, and you don’t want to change what you’re doing - right?
So when your customers reach key milestones along their journey, make sure you celebrate with them and encourage them. Some
ways to do this include:
• Recognise them at the end of the group activity with a mini awards ceremony or ‘person of the day’. Give them VIP treatment /
entrance to events.
• Remember key personal events (e.g. send them a birthday card.)
• Make sure they’re part of a community of other like-minded people.
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Rewarding and
recognising your
customers is simple
and doesn’t have to
cost anything. A follow
up phone call to thank
them for a referral, or an
invitation to help you at
your next important event
can mean a lot. Or why not
send them a free Product
Brochure with their next
order for them
to give
away to a
potential new
customer of
their own?

Community
Support and
Education:

3

Creating a supportive
community for your
customers will not only help
them to have fun and meet
like-minded people, but also
to get results. Remember
to also help educate your
customers about living a
healthy active lifestyle and
tailor your message to their
goals and level.

Rewards &
Recognition:

Personal
follow up:
When
customers
start to see
results for
themselves,
they embrace the
products, begin
gaining trust and
develop a sense of
confidence. They naturally
share their Herbalife Nutrition
experience with others, which leads to
repeat orders, and loyalty. This is also
the time to ask them for referrals and
if they are interested in the Herbalife
Nutrition Business Opportunity.

Results*:

*Disclaimer: Results are not typical. Individual results will vary.

Following up
with your
customer
is key.
Take care of them by
delivering first-class
customer service.
Helping your customer
reach their goal and
taking care of them
is the basis of a
strong and rewarding
relationship.
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Customer Support Helps
Build Loyalty
It's important to have a structure in place to
support and follow up with your customers. This
not only helps them achieve their goals, but also
cultivates a loyal customer base which in turn,
helps you retain, customers and/or move to higher
levels of the Sales & Marketing Plan.
Whether your customer purchases one product every two months or a full
Herbalife Nutrition programme every two weeks, every customer deserves
great service. Treating them with respect and care is one of the best ways to:
• Help your customers achieve positive results.
• Continually strengthen your relationship.
• Encourage them to re-order products and become
loyal customers.
• Make them want to recommend products to others.
Be sure to cover the following points as part of your customer support and follow up:
1. Educate your customers about nutritional requirements.
2. Ensure they don't skip meals.
3. Help them to eat required protein for their body's needs and goals.
4. Talk to them about the benefits of healthy fats and ensure they are getting required quantity
amounts each day.
5. Check they maintain adequate hydration levels.

Remember: As a
Herbalife Nutrition
Associate you are in the
unique position to offer
added value to your
customers - something
they wouldn’t get with a
normal product purchase
in a shop.

6. Ensure they get regular physical activity that's right for them.
7. Make sure they rest and recover.
8. Inspire them to reach their goals.
The support and follow up you provide your customers should be tailored to them and their goals.
It's all about facilitating your customer to achieve their goals.

And always strive to:
Listen and get to know your customers and create a customer community.
1. Learn about your customers so you can personalise the experience
2. Use their name and make them feel important.
3. Recognise their loyalty. Perhaps you may like to give them a small gift for their achievements.
4. Create a community of customers - it might be face to face at a customer evening, or an online community.
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Signing Up
New Associates

Signing up a new Associate marks the
first step on your road to moving up
the Sales & Marketing Plan. By signing
up new Associates, you will build
your ‘downline’, which will help you
achieve greater success with Herbalife
Nutrition.
New
Customer

Loyal
Customer

Associate
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Why do I need to sign up new Associates?
Signing up a new Associate marks the first step on your road to moving up the Sales & Marketing
Plan. By signing up new Associates, you will build a team (sometimes referred to as a 'downline'),
which will help you achieve greater success with Herbalife Nutrition.
It’s through building your downline (that's an Associate sponsored by you, as an Associate yourself) you begin to see the full monetary
rewards of your Herbalife Nutrition Associateship as you earn additional profit, e.g. wholesale profits. Turn to page 47 to read about
more ways to earn.

Loyal Customers often become Herbalife Nutrition Associates
Your loyal customer base is the best place to begin building your downline. They have achieved results, love the products and the brand,
and are familiar with how you operate your business by attending your Business Method activities. So it's a natural and simple transition
to become an Associate.
Talk to them about the benefits of being a Herbalife Nutrition Associate, such as:
• Exclusive Associateship pricing.
• Can deal directly with Herbalife Nutrition when purchasing their products or for any questions they may have.
• 24/7 access to in.myherbalife.com where they can order products, access tools, training materials and manage their business.
• Access to Associate events* and are the first to hear about new product launches and updates.

When they're ready to sign up, it's also a good idea to assess their motivation and goals:
• Do they want to sign up as a Herbalife Nutrition Associate to take advantage of Associate pricing benefits?
• Do they want to earn just enough to offset the cost of their product programme by referring four or five regular customers?
• Do they want to have a part-time income?
• Do they want to embrace the business full-time, create a large customer base, take advantage of additional discounts and move
up the Sales & Marketing Plan with a view to earning a full-time income?
Once you have established your customer’s ‘Associate’ goals, you can then tailor your support accordingly. For example, if your
customer just wants to sign up to receive Associateship pricing benefits, you can help them through the sign-up process and simply
be on hand to advise as and when necessary. They may decide to actively develop their Herbalife Nutrition business in the future, so it’s
always important to stay in touch.
If your Herbalife Nutrition Associate wants to earn just enough to offset the cost of their
programme by helping four or five regular customers (generating sales equivalent to 500VP),
they will need training in order to achieve this. This is when you undertake the very important
role of Sponsor and will need to nurture and support your new Associate and give them all the
tools and training support they need to reach their goals. Incentives also help loyal customers
realise the benefits of becoming an Associate.

FACT
It’s not just loyal
customers that can join
as an Associate…
The Herbalife Nutrition
Opportunity is attractive to
anyone!

* Qualifications may apply.

34

FIND AND HELP
Signing
OTHERSup
REACH
new Associates
THEIR GOAL

How do I sign up new Associates?
There are two easy ways to sign up
a new Associate:
1. Offline - A
 pplication forms will be available at all walk-in locations for
free of cost.
Application form orders can be placed for a pick up or delivery. Once
completed, Application form can be submitted at all the walk-in locations
and also can be Mailed-in/Email/Fax-in along with the below mentioned
documents and complete Orientation program to complete the process.
•P
 roof of Identity

4
2

Herbalife Nutrition
provides the Gold Standard
in consumer protection.
Your customer will need
to acknowledge the Gold
Standards as they fill in their
Associate Application and
Agreement.

No Start-Up Cost
There are no minimum purchases required. There is
no requirement to purchase any sales and business
tools to start up or succeed in your Herbalife Nutrition
Associateship.

•P
 roof of Address
•G
 old Standard Guarantees

Refund guarantee

•D
 S Supplementary Agreement

There is a 100% refund guarantee on product, purchased
in the prior 12 months if Associate-ship is cancelled for any
reason.

•F
 SSAI Document

2. Online
Join as an Associate online by visiting in.myherbalife.com and update
the required information by clicking upon the ‘Apply Now’ option. A
sponsor ID along with the last name of the sponsor will be needed to
initiate the joining process. Post completion of required information,
a scanned copy of Proof of Identity (POI) & Proof of Address (POA)
are to be uploaded, Associate will be able to download a copy of the
Application, which needs to be signed and uploaded online along with
the supplementary agreement.
Once the above is complete, Associate will need to acknowledge
through email on the submission of documents and complete the
orientation training to complete the process.

35

2
4

FIND ANDup
Signing
HELP
new
OTHERS
Associates
REACH THEIR GOAL

Your role as a Sponsor
Your new Associate will follow the example
set by you and your upline leaders. Set the
best example you can and watch your hard
work and good efforts to be duplicated!
Just like your customers, it’s important to make yourself easily
accessible to your new Associates, especially in the first month. They
are likely to have a lot of questions as they begin doing the business
for themselves, so stay on hand to provide advice and assistance in
the coming months.
1. Help your new Associate reach their next goal
As your new Associate achieves their fitness goal, it's time to set the
next one with them. It might be entering a 5 km run event or improving
their BMI. Whatever it is, work with them to keep striving towards their
next goal.
2. Help your new Associates to set business goals
The first goal for an Associate is to find five new customers, who
would purchase Herbalife Nutrition products. When they have
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achieved this, they’ll feel encouraged and look to set a
slightly higher goal.
Help them to understand your local support
network
Whether your new Associate signed up to take advantage
of Associate pricing or to start their own business, be sure
to talk to them about the education, training and support
network that's available to them.
If they are keen to begin their business, talk to them about
attending a Herbalife Nutrition Business Opportunity
meetings in their area – these seminars are important
to learn, network and socialise with other Associates in
their home city and area. Having a sense of belonging
and being part of a community is intertwined with being
an Associate. Attending these monthly events will be
invaluable to your new (and current) Associates.

FIND ANDnuturing
HELP OTHERS
your
REACH
new Associates
THEIR GOAL

Nurturing your new Associates
It's a great feeling when you sign up your first Associate.
You are beginning to engage more in the part-time side
of the Herbalife Nutrition business opportunity. You are
building your downline and, as soon as you reach Senior
Consultant, you will start receiving not only discounts but
also commissions* from the orders they take. The time
that you spend nurturing each new Associate becomes
very important – as their success will become your
success.

Helping your new Associates
get started
The basics
• Help them complete the Associate Application and
Agreement and make sure they send it off, along
with the Gold Standard acknowledgement form.

4
2

Supervisors level of Associateship.
• Hold group meetings regularly. They'll pick up tips from other
Associates in your organisation and it's good for them to see
they are part of a wider team.
• Provide them with communication, training and motivation
along with help for their presentations.

A few rules to remember
30 Day Money Back Guarantee:
If for any reason, a retail customer is not completely satisfied with
any Herbalife Nutrition product purchased from a Herbalife Nutrition
Associate, the customer may request a refund from the Associate
within 30 days from the date the customer receives the product. The
Associate must offer the customer a full credit toward the purchase
of other Herbalife Nutrition products or a full refund of the purchase
price.
It’s also a good idea to remind new Associates that it's against the
rules to sell Herbalife Nutrition products via e-commerce websites.
It's the personal, face-to-face contact that gives Associates the
advantage.

• Show them how to fill in a Retail Order Form and
other forms they will regularly use in their business.
• Make sure that they read or download HEP Herbalife Nutrition Business Opportunity booklet,
Simplified Rule Book , Product Information Guide
are important for all new Associates to ensure they
operate their business ethically and within the rules
of the company.
• Make sure they are acquainted with the
wider range of Herbalife Nutrition products by taking
them through the Product Brochure.

First Order Limitation:
The First Order Programme permits an Associate to place their first
product order up to 1,100 Volume Points (VP), and then up to 3999.99
VP within the next 30 days.
The Rules is in place to help new Associates have product experience
and begin retailing the products and to help discourage financial
expenditures without the product experience.

• Help them demonstrate the products at their Home
Parties (e.g. Shake parties) to potential customers.
• Talk them through the first stages of the Sales
& Marketing Plan and explain the benefits of
reaching Senior Consultants, Success Builders,

*Certain documents (e.g. bank account details) need to be submitted in order to receive payment, and there is a threshold for earnings to be paid.
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Tell, Show, Try, Do
Similar to how a child learns from a parent, Tell, Show, Try, Do is a great principle to follow to help get your new Associates started and
train them for success.

Tell your new Associates about Use, Wear, Talk, the consumer flow and how to conduct a Wellness presentation. Explain the process to
them so they understand. Next...
Show them how to integrate these methods into their every day business activities, and invite them to your Business Method meetings
so they can see how it’s done. Then they...

Try it on their own. while you are still in the room. Facilitate them choose the Business Method and activities that they naturally connect
with and are interested in. Finally...
Do give them the confidence to do it by themselves. Use encouragement, support and your Herbalife Nutrition business knowledge to
help take this next step.
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Train your Associates for success
Taking your Associates through this principle, particularly in their first three months as an Associate, will help them avoid making
mistakes that you may have done, and will allow them to become familiar with retailing and taking care of their consumers more quickly.
Here’s an example of how you could apply Tell, Show, Try, Do:

Tell

Try

Tell your Associate how to make invitations for a Wellness
Evaluation and walk them through the process, from how to build
their 15-second pitch and how to use their badge, to how to do
a Wellness Evaluation and body composition analysis, and how
to suggest the best product programme that fits the customer’s
needs. Advise on how to close the sale with the customer and most
importantly, how to provide first-class customer service after the
sale – with weekly follow-ups and a re-ordering schedule. This is the
theory that they will soon put in practice.

Let your new Associate try it out on you first by doing
a role play and then let them practice with their friends
and family while you are on hand to see how they are
performing. Be ready to provide them with feedback; it is
normal for them to make mistakes during role plays.

Show
In the first month, your new Associate will need help understanding
how, in practice, the retailing cycle works. So, show your new
Associates how to do it – invite them to come along with you when
you do your retailing and follow up, and let them watch for a day.
They need to see you approaching someone you don't know and
inviting them for a Wellness Evaluation. Ask them to take notes and
make sure they are ready before they do it themselves. Do not rush
this step, as it is critical to make your Associate feel comfortable
and confident.

Do
When you feel comfortable, let them do it by themselves
without you by their side. Encourage them, rehearse with
them, and believe in them. Sometimes it takes a couple
of attempts for them to feel fully comfortable. Be readily
available in case they need to talk, and make sure you
listen and answer all their questions. If needed, practice
with them a few more times. After a few attempts, most
Associates will become fully independent after their first
customer order.

You will use the principle of Tell, Show, Try, Do more as you grow as a leader and mentor
your new Associates to master new skills such as their first Shake Party and their first
public speaking sharing their own success story. Along the way, stay close to your
downline Associates. Remember everything that they learn comes from you, so the way
they will work with their customers or Associates will be the same as how you have been
interacting with them.

Disclaimer : no exaggerations or over statements/ misleading statements shall be made.
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Grow Smart, Grow Deep
Building a successful organisation is not as complicated or difficult as it may seem. Ultimately, you are developing an TBD of customers
and Associates.
To help you do this, there are four key points that will help you build your organisation the right way:
1. Developing Circles of Influence
Once you have three or four first line (your own) customers who have decided to sign up as an Associate, you should focus on helping
them develop their own Circle of Influence. Teach them to duplicate what you have done. For instance, teach them to host regular home
parties (Shake Parties) at their customer's house with prior consent. Parties are one of the best ways to develop a Circle of Influence due
to the personal and informal setting.
When your new Associates do the same to their three or four first line customers, you will begin to develop a deep organisation based on
a strong and solid base of customers.

2. Nurturing your new Associates – This is vital to the success of your business. Follow the Tell, Show, Try, Do principle. It’s important
to hold their hand for the first few months, help them get four customers from their Circle of Influence, and reach Senior Consultant
level. By reaching Senior Consultant level with your help and support, they can offset the cost of their programme plus build trust and
confidence in you as their upline Sponsor.

3. Recognising and promoting new Associates - A key part of getting the best out of your new Associates and keeping them
motivated is to recognise their achievements and reward them at every step. As soon as your new Associate has signed up their first
customer, make them feel like a star. Once your new Associate has reached Senior Consultant level, applaud them on stage at one of
your meetings or local events.

4. Focus most of your time on current Associates - To achieve success, you should focus most of your time on developing your
current Associates. Help them grow, help them duplicate and help them succeed. By doing this, you will also see the rewards.

Remember, your
Circle of Influence
is those people you
already know, like your
friends, family and work
colleagues.
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1. Your Circle of Influence will include some
consumers who are interested in becoming
Associates, and others who are happy to
remain customers.

4
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You
Consumer who
is interested
to become an
Associate

Consumers

2. Help consumers who are interested in
becoming an Associate to develop their own
Circle of Influence.

3. Your first line Associate could then help
their first line consumers to develop their
own Circle of Influence.

4. By following the principles above and on
the previous page, your organisation will
eventually be made up of a deep consumer
base with consumer from a variety of Business
Methods.

By running a variety of
activities, you broaden your
reach to different groups of
people and thus help to expand
your network of contacts and
growth to your business.

KEY

You

Consumer who has become
an Associate

Consumer who is interested to
become an Associate

Consumer who is not yet interested in
becoming an Associate
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Understanding the
Sales & Marketing Plan

The Herbalife Nutrition Sales &
Marketing Plan provides many
opportunities to earn income and
other incentives. Each Herbalife
Nutrition product has a Volume Point
value assigned to it. As you or your
downline order products, you will
accumulate Volume Points, which are
used for qualifications and benefits.
You achieve success by accumulating
Volume Points to move up to the next
level of the Sales & Marketing Plan
and develop more ways to earn.
New
Customer

Loyal
Customer

Associate
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You may be surprised to learn that retail sales are not the only way
to earn profit. There are other ways to increase your earnings, too...

WAYS OF
EARNING

01 PROFIT*
ON

02

PROFIT* ON
WHOLESALE
Up to 25%

RETAIL
25% to 50%

03

Volume
Rebates

04

Up to 5% on 3 levels
of your Organisation

BONUS
2% to 7% bonus on
the Organisational
production

1. Profit* on Retail explained:

Commissions when you achieve Senior Consultant.

As a Herbalife Nutrition Associate, you may purchase
at Wholesale discount of 25% to 50%. As your Volume
increases, this discount will increase up to a maximum
of 50% when you qualify as a Supervisor. You earn an
immediate Retail Profit of 25% to 50% when you sell
these products to customers. The difference between the
discounted product price paid by you and the retail price
is your
Retail Profit.

3. Volume Rebates explained:

2. Profit* on Wholesale explained:
(Commissions)

When you are a Supervisor and have Fully Qualified or Qualifying
Supervisors in your first three downline levels, you may then be able
to earn Royalty Overrides of 1% to 5% of your Organisation Volume.

4. Bonus explained:
Once you have qualified as TAB Team, you may be eligible to receive a
bonus of between 2% and 7% on your downline organisation Volume,
provided you meet certain requirements.

In addition to Retail Profit, as a Herbalife Nutrition
Associate, you can also earn Wholesale Profit on the
products purchased by your downline (Associates who
you have sponsored). Your Wholesale Profit, also called
Commissions, is the difference between the discounted
price you pay for products and the discounted price
paid by your downline. You can start to qualify to earn

*Profit margin
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Sales & Marketing Plan: Associate to Supervisor and beyond
As you start on your Herbalife Nutrition journey it's important to remember to take it step-by-step. Work with your Sponsor and set
achievable goals to help you progress to the next level, ensuring you always build your business in a sustainable way.
Pages 46 to 64 describe the different levels of the Herbalife Nutrition Sales & Marketing Plan. Each level has specific qualifications and
associated benefits to reward Associates for their time, efforts and enhance their success.

Active Supervisor
qualification

Active World Team
promotional level

Volume Rebates

Earn Volume Rebates this level
and up.

Wholesale Profit*
Earn Wholesale Profit this
level and up.

World
Team

Discount

Receive discount on all
product purchases this
level and up

Senior
Consultant
Associate
Complete the Associate
Application and Agreement form
by signing and submitting.
What you get
25% - 42% Discount (or
25% - 42% Potential
Retail Profit*).
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*Profit margin

How to qualify
500 Volume Points in single
order or in one to two months.
What you get
35% - 42% Potential Retail
Profit and 7% or 17%
Wholesale Profit.

Success
Builder
How to qualify
1,000 Personally Purchased
Volume Points in one order
and recieve 42% discount
on this order and additional
orders during the same
Volume Month.
What you get
42% Potential Retail
Profit and 7% - 17%
Wholesale Profit.

Qualified
Producer
How you qualify
2,500 accumulated Volume
Points (VP) in 1-6 months,
of which 1,000 is Personally
Purchased Volume (PPV).
What you get
42% Potential Retail
Profit and 7% - 17%
Wholesale Profit.

Supervisor
How you qualify
4,000 Volume Points (VP) in
1 month with at least 1,000
Unencumbered Volume, or
4,000 VP over 2 consecutive
months (with at least 1,000
Unencumbered Volume), or
4,000 VP in 3-12 months,
with at least 2,000 PPV.
What you get
50% Potential Retail
Profit, 8-25% Wholesale
Profit and up to 5%
Volume Rebates.

How you qualify
2,500 Volume Points (VP)
in each of 4 consecutive
months or 10,000 VP at 50%
in 1 month or 500 Volume
Rebates Points in 1 month.
What you get
50% Potential Retail
Profit, 8-25% Wholesale
Profit and up to 5%
Volume Rebates.

THE SALES & MARKETING PLAN
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Founder’s
Circle

Chairman’s
Club

TAB Team

Top Achievers Business
Team This level and up

Millionaire
Team
Global
Expansion
Team (GET)
How you qualify
1,000 Volume Rebates Points
in 3 consecutive months.
What you get
50% Potential Retail Profit,
8-25% Wholesale Profit, up
to 5% Volume Rebates, plus
2% Production Bonus, qualify
for special Vacation and
Training Events.

GET 2,500

How you qualify
4,000 Volume Rebates Points
in 3 consecutive months.

How you qualify
2,500 Volume Rebates Points
in 3 consecutive months.

What you get
50% Potential Retail Profit,
8-25% Wholesale Profit, up
to 5% Volume Rebates, plus
2% or 4% Production Bonus,
qualify for special Vacation
and Training Events.

What you get
50% Potential Retail Profit,
8-25% Wholesale Profit, up
to 5% Volume Rebates, plus
2% Production Bonus, qualify
for special Vacation and
Training Events.

Millionaire
Team 7,500
How you qualify
7,500 Volume Rebates Points
in 3 consecutive months.
What you get
50% Potential Retail Profit,
8-25% Wholesale Profit, up
to 5% Volume Rebates, plus
2% or 4% Production Bonus,
qualify for special Vacation
and Training Events.

President’s
Team
How you qualify
10,000 Volume Rebates Points
in 3 consecutive months.
What you get
50% Potential Retail Profit,
8-25% Wholesale Profit, up
to 5% Volume Rebates, plus
2% to 6% Production Bonus,
qualify for special Vacation
and Training Events.

For more details on Chairman's Club and Founder's Circle, please speak with your
Sponsor or visit in.MyHerbalife.com
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Doing business with honesty
and integrity
We know you're itching to get started and put everything you’ve learnt
into practice, but before you do, it’s important to familiarise yourself with
some of the Rules of Conduct. At Herbalife Nutrition, we are proud to do
business with honesty and integrity and it all starts with your commitment
to take the high road in your business dealings.
The Rules of Conduct have been established for YOUR protection.
They represent the code of ethics and standards by which all Herbalife
Nutrition Associates must operate.
Take some time to study the following rules and once finished,
complete our quiz to see just how much you’ve learnt!

When making product claims, representations,
and testimonials, you:

✓
✓

• Must be lawful, truthful and not misleading.

✓

• Must by law, always include appropriate disclaimers.

• Must be consistent with the claims and representations made in
current Herbalife Nutrition marketing publications, and on current
Herbalife Nutrition product labels.

When making weight management claims
The following claims shall not be used:

X

• Claims which suggest that health could be affected by not
consuming Herbalife Nutrition products.

X

• Claims which make reference to the rate or amount of
weight loss.

X

• Claims which make reference to recommendations of Doctors or
other health professionals.

When making references to weight
management, you must:

✓

• Relate to the Herbalife Nutrition weight management programme
as part of a healthy active lifestyle and not direct any results to
particular product.

All weight management representations, including testimonials, must be
accompanied by the following disclaimer:
"Results are not typical. Individual results will vary. "
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Every day that you
continue to build your
business in the right
way… every time you
deliver a great Herbalife
Nutrition experience…
and with each and every
long-term customer
and Herbalife Nutrition
Associate you develop,
you make Herbalife
Nutrition stronger.
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Good retailing practices
Herbalife Nutrition Associates are committed to treating their customers ethically and fairly. When presenting Herbalife
Nutrition products to your customers:
• Tell customers who you are, and what products you are selling.

Contract
Manufacturer

• Provide accurate and truthful information regarding the price,
quality, performance, quantity and availability of the products/
services you are offering.
• Provide a clear and descriptive written receipt.
• Ensure you identify yourself as a Independent
Herbalife Nutrition Associate.
• Provide guidance regarding product usage prior to them
purchasing Herbalife Nutrition products.

Herbalife
Nutrition

Herbalife’s
product
distribution
model

• Explain the Herbalife Nutrition Gold Standard Guarantees.
• E xplain the Herbalife Nutrition 30 day money-back guarantee,
and how to cancel an order,should they choose to add
procedures for returning the goods.
• Respect your customer’s privacy by calling at times that
suit their wishes.
• Respect your customer’s right to end a sales call.
• Ensure products are stored in a cool dry place.
• Ensure the products are stored as per the storage
instructions on the respective product labels.
• Always ensure the products are delivered to customers
in a timely manner and in good condition and also
explain on warranty of the goods and exchange /
replacement of goods in case of any defect.
Independent Associate

E-commerce Sites and other online auction sites:
Offering Herbalife Nutrition Products for Auction

Sale of Products

Refer and support

Customers

X

E-commerce Sites weaken the personal relationships which Associates must develop with their customers, as well as the Herbalife
Nutrition brand and the image which Herbalife Nutrition wants to establish for its products. Therefore, Associates may not (directly or
indirectly through any intermediary or instrumentality) offer or facilitate the offering of Herbalife Nutrition products for sale by soliciting
E-commerce Sites.

Retail Order Form:
Herbalife Nutrition Associates are required by law to provide a Retail Order Form to their customer following a sale.
Invoice - Issuance of invoice is imperative as a proof of sale of the product.
Money receipt - This document is essential as an evidence of the money received against the invoice.
Delivery Challan - This is essential for delivery of goods described in the invoice even from taxation perspective.
Good Acknowledgment receipt - This document ensures acknowledgement of goods by the buyer as per the invoice and money paid for the same.

You can view the latest Rules of Conduct in full at in.myherbalife.com
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Ready to test your study skills? Take
this quiz!
1. A Herbalife Nutrition Associate must provide an official completed Retail
Order Form to all customers.
True
False
2. A
 Herbalife Nutrition Associate must not make any verbal or written
medical, therapeutic or curative claims about Herbalife Nutrition products.
True
False
3. H
 erbalife Nutrition Associates have to ensure that the products are stored
as per the storage instructions furnished on the product labels.
True
False
4. Claims, representations and testimonials must be consistent with claims
and representations made in current Herbalife Nutrition marketing
publications, and on current Herbalife Nutrition product labels.
True
False
5. A
 Herbalife Nutrition Associate may have office signage on the exterior of
their location, subject to limitations as to content.
True
False
6. Herbalife Nutrition products have a 15-day money-back guarantee for the
customer.
True
False
7. E
 -commerce and other similar auction sites are an acceptable and
effective way of retailing Herbalife Nutrition products.
True
False
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How did you get on?
7 out of 7 	Excellent work! Pat yourself on the back. Now you can confidently
move to the next section of the book to learn more about each level
of the Sales & Marketing Plan, and some of the great tools and
resources available to help you build a successful and sustainable
business with honesty and integrity. Make sure you refer to the full
Rules of Conduct (found online in Book 2 - India Rules of Conduct
at in.myherbalife.com) or contact your local Associate Business
Practices & Compliance representative. Thank you for your support
to protect the Herbalife Nutrition brand.
3-6 out of 7 	Very good effort, however, you should probably make sure you’re
fully up to speed on the Rules of Conduct (found within the
Book 2 - India Rules of Conduct and online at in.myherbalife.com)
before you embark on your Herbalife Nutrition business activities.
Thank you for your support to protect the Herbalife Nutrition
brand.
1-3 out of 7	Oops! You may have a little more learning to do before you move
to the next section of the book. Make sure you’re fully up to speed
on the Rules of Conduct (found online in Book 2 - India Rules of
Conduct at in.myherbalife.com) before you embark on your Herbalife
Nutrition business activities. Thank you for your support to protect
the Herbalife Nutrition brand.

IMPORTANT! The rules shown in this section are merely excerpts, not a
substitution for the rules in their entirety, so please be sure to familiarise
yourself with all the important rules, guidelines and practices found in the Rules
of Conduct.
The business rules are based on the following principles and standards:

1. Protecting Customers, Associates and the Company
2. Business and Legal Requirements
3. Sound Business Practices
4. Advertising and Branding
5. Direct Selling and Protection of the Associate/Customer Relationship
6. Multilevel Marketing and Protection of the Sponsor
7. Independent Business Owner Protection

Should you have any questions on any of the above,
please don’t hesitate to contact your local Associate
Business Practices & Compliance representative.
Thank you for helping us protecting the Herbalife Nutrition
brand.

1. True, 2. True, 3. True, 4. True, 5. True, 6. False, 7. False.

ANSWERS:
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Moving up the Sales & Marketing Plan
Achieving your first goal
As a brand new Herbalife Nutrition Associate, although you may
aspire to reach the level of Supervisor, and beyond, your first goal
should be Senior Consultant. From day one, it's important you build
your business on solid principles like looking after your customers and
delivering first class service, retaining a strong customer base and
regular product orders, and training your Associates for success.
Take it step by step and set small but achievable goals. Your Sponsor
should be the first person to speak to you about creating a plan to
help you move to the next level.

A typical journey to Senior Consultant may involve:
• Attending your local support structure.
• Engaging in the social life at your Sponsor’s office.
• Attending national and international Herbalife Nutrition events
and taking your customers with you.
• Meeting regularly with your Sponsor or mentor to discuss your
business metrics and adjust your approach as needed.
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TIP
The people that you
socialise with and talk
to influence who you
are and what you do,
so it is a good idea to
surround yourself with
other positive, uplifting
Herbalife Nutrition
Associates that may help
you to grow and thrive.
By regularly attending
Herbalife Nutrition events
and pushing yourself
to talk to people you
don’t know, you will get
increased confidence,
which is really important
because your business
growth is very dependent
on talking to people and
making connections!
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The three 'Pre-Supervisor'
levels explained…
Senior Consultant
35 - 42% Product Discount
7% or 17% Profit on Wholesale
Who is a Senior Consultant?
A Senior Consultant is the first step up from joining as an Associate
and it's at this level that a Herbalife Nutrition Associate starts building
their own downlines and taking the first steps to developing their own
organisation!

How to qualify and product discount:
• Achieve 500 Volume Points in 1 to 2 Volume Months to qualify
for 35% discount.
or
• Achieve 2000 Volume Points in 1 to 2 Volume Months to qualify
for 42% discount.
• Once you have achieved 2,000 Volume Points, you are eligible
to place this order and all orders for the remainder of the
Volume Month at a 42% discount. Minimum discount will then
be 35% from the 1st of the next Volume month.

As a Senior Consultant, you are eligible to earn:
• 35% Profit on Retail when you sell to your customers
• Earn 7% or 17% Profit on Wholesale (Commissions).
You can earn Commissions on the products purchased by your
downline Associates. The amount you earn is the difference between
your discount on the products and your downline’s discount (e.g. a
Senior Consultant is on a 35% discount and if you have an Associate
in your downline on a 25% discount, you’ll earn 10% Wholesale Profit
(Commission) on their product purchases).

How many customers do you need to reach this
level?
As a guide, if you have five customers who each purchases x2
Formula 1, x1 Afresh Energy Drink Mix and x1 Formula 2 Multivitamin
Mineral & Herbal tablets and x 1 Personalized Protein Powder, along
with your own personal products, you could achieve 500 VP and
reach Senior Consultant in 1 to 2 Volume Months.

REMEMBER: Work with your Sponsor - Your sponsor
is an experienced person who can help you to define and
achieve your goals. The more often you are in touch with
him/her, the less mistakes you will be making along the
way and the faster you will be moving towards the goals
you’ve set.

Accumulating Volume Points can either come from orders that you place directly with
Herbalife Nutrition, which are referred to as your Personally Purchased Volume, or they
can come from orders placed by your downline Associates with Herbalife Nutrition; called
Downline Volume. Both types of volume may be used to achieve Senior Consultant at
35% or 42% discount.
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Success Builder
42% Product Discount
7% - 17% Profit on Wholesale
Who is a Success Builder?
A Success Builder is one step up from Senior Consultant. At this level,
an Associate is building upon the downlines they have created and
really beginning to develop their organisation. Not only do they have
their own direct downlines but their downlines may also be starting to
build their own teams.

How to qualify and product discount:
• Your own Personally Purchased Volume order of 1,000 Volume
Points or more entitles you to a 42% discount on this order
and all orders for the remainder of the month.
Associates (non-Supervisors) who do not achieve Success Builder
are able to order at a 42% once they have accumulated 2,000 Volume
Points in one month or have achieved the Qualified Producer level.
*The Success Builder level is a Personally Purchased Volume qualification;
Downline Volume may not be used towards this discount opportunity.

As a Success Builder, you are eligible to earn:
• Upto 42% Profit on Retail when you sell to your customers
• 7% - 17% Profit on Wholesale (Commissions).
You can earn Commissions on the products purchased by your
downline Associates. The amount you earn is the difference between
your discount on the products and your downline’s discount (e.g. a
Success Builder is on a 42% discount and if you have an Associate
in your downline on 25% discount, you’ll earn 17% Wholesale Profit
(Commission) on their product purchases).
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Qualified Producer
42% Product Discount
7% - 17% Profit on Wholesale
How to qualify and product discount:
• Accumulate 2,500 Volume Points in 1-6 months, of which 1,000
is Personally Purchased Volume and receive 42% discount on
orders placed in the month following qualification.
You will automatically be updated to Qualified Producer on the
1st of the month following the month your qualification volume
was achieved.
Qualified Producer is an annual status, which means you need to
requalify every year in order to retain your status.

As a Qualified Producer, you are eligible to earn:
• 42% Profit on Retail when you sell to your customers
• 7% - 17% Profit on Wholesale (Commissions).
You can earn Commissions on the products purchased by your
downline Associates. The amount you earn is the difference between
your discount on the products and your downline’s discount (e.g. a
Qualified Producer is on a 42% discount and if you have an Associate
in your downline on 35% discount, you’ll earn 7% Wholesale Profit
(Commission) on their product purchases).
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Supervisor
50% Product Discount
8–25% Wholesale Profit
Up to 5% Volume Rebates
Plus access to special trainings, bonuses
and the opportunity to qualify for promotions
including vacations.
How to qualify and product discount:
• 4,000 VP in 1 month with at least 1,000 Unencumbered
Volume,
Or
• 4,000 VP over 2 consecutive months with at least 1,000
Unencumbered Volume,
Or
• 4,000 VP in 3–12 months, with at least 2,000 PPV.
Once you have achieved the required Volume Points toward
Supervisor qualification, you will be considered a Qualifying
Supervisor until the 1st of the following month, when you will become
a Fully Qualified Supervisor. As a Qualifying Supervisor, you are
eligible for a temporary 50% discount for the remainder of the Volume
Month in which your qualifying Volume Points were achieved.

As a Supervisor, you are eligible to earn:
• 50% Profit on Retail when you sell to your customers
• 8-25% Wholesale Profit (Commission)
You can earn Commissions on the products purchased by your
downline Associates. The amount you earn is the difference between
your discount on the products and your downline’s discount (e.g.
you are on 50% discount and you have a Senior Consultant in
your downline on 35% discount, you’ll earn 15% Wholesale Profit
(Commission) on their product purchases).
• Up to 5% Volume Rebates
When you are a Supervisor and you have Fully Qualified or Qualifying
Supervisors in your first three downline levels, you may qualify to earn
Volume Rebates of 1-5% on your Organisational Volume.
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The benefits of Supervisor
Achieving Supervisor is a significant step
in the Sales & Marketing Plan as you get
maximum product discount, the opportunity
to earn Volume Rebates and attend special
events and trainings.
As you begin to have long-term loyal customers and build your
downline, you should set your sights on the Active Supervisor
Promotion.

Active Supervisor Promotion
The Active Supervisor Promotion is a perfect way to build
momentum in your organisation and help you achieve your
business goals. It is also a great way to get recognised for
your efforts, commitment and leadership skills.

How you qualify:
• Achieve 2,500 Total Volume Points (TVP) in
3 consecutive months.

What you receive:
Receive an exclusive Active Supervisor pin and certificate, plus you
will be on your way to building a strong and sustainable organisation.
As you develop Active Supervisors in your own organisation, you will
receive more recognition and promotional opportunities. Check out
in.myherbalife.com for more information.

Remember: All Supervisors must requalify their status annually between 1st February and
31st January to keep their 50% discount and eligibility for Volume Rebate earnings. Find
out more at in.myherbalife.com or speak with your Sponsor.
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Improve your profits with the discount scale
As you and your non-Supervisor Downline sell more Herbalife Nutrition products, your Total Volume increases and you may reach
the next level of Senior Consultant. As such, you become eligible to purchase products at a 35% or 42% discount off the Earn Base,
giving you a greater profit margin.

Discount Scale
As an Associate you may purchase at a 25% discount on all orders until you become eligible for a higher discount by achieving the
Senior Consultant level. Thereafter, your discount on purchases will be determined by the Discount Scale as indicated below at no
less than a 35% discount.
Volume Points accumulate either from orders placed by you directly with Herbalife Nutrition, which are referred to as Personally
Purchased Volume, or from orders your downline Associates place with Herbalife Nutrition, which are called Downline Volume. Both
types of volume may be used to achieve Senior Consultant Level at a 35% or 42% discount.
Level

Monthly Volume

Senior
Consultant

Achieve 500 Volume Points in 1 to 2
months

35%

All orders will be placed at 35% discount until
you become eligible for a higher discount.

Senior
Consultant

Achieve 2,000 Volume Points in 1 to 2
months

42%

Once you have achieved 2,000 Volume Points,
you are eligible to place this order and all orders
for the remainder of the Volume Month at a 42%
discount.

Success
Builder

Minimum 1,000 Volume Points
(One Order)

42%

Your own Personally Purchased Volume order
of 1,000 Volume Points or more entitles you to a
42% discount on this order and all orders for the
remainder of the month.

Qualified
Producer

Accumulate 2,500 Volume Points
within 1-6 months

42%

As a Qualified Producer you are entitled to a 42%
Discount on every order. (Must requalify annually).
Volume can be achieved with PPV or utilizing
up to 1,500 Downline Volume Points, with
the remaining 1,000 as Personally Purchased
Volume.

Qualifying
Supervisor

•

Temporary
50%

Once Qualifying Volume Points are achieved additional orders are purchased at a Temporary 50%
discount.

50%

As a Supervisor, you are entitled to a 50%
discount on every order. (Must requalify annually).

Achieve 4,000 Volume Points
in one volume month with a
minimum 1,000 Volume Points
Unencumbered

Discount

Eligibility

OR
•
Achieve 4,000 Volume Points over
two consecutive months, with a
minimum 1,000 Volume Points
Unencumbered
OR
•
Volume Points Unencumbered or
Accumulate 4,000 Volume Points
within 12 months with a minimum
of 3 months required
Supervisor
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World Team
The first step to a
leadership position…
Qualifying as World Team is an important step in your Herbalife
Nutrition business and is your launch pad to move on to qualifying for
the TAB Team.

How you qualify:
As a Fully Qualified or Qualifying Supervisor,
• Achieve 2,500 Total Volume Points, each Volume Month, for 4
consecutive months,
Or
• Achieve 10,000 Total Volume Points in one Volume Month
after becoming a Qualifying Supervisor or a Fully Qualified
Supervisor.
Or
• 500 Volume Rebate Points in 1 Volume Month.

What you receive:
• 50% Retail Profit
• 8-25% Wholesale Profit
• up to 5% Volume Rebate
• A World Team pack, containing a personalised World Team
Certificate, World Team Pin and Herbalife Nutrition daily journal.

Active World Team
Promotional level
How you qualify:
As a Fully Qualified or Qualifying Supervisor,
• Achieve 2,500 Total Volume Points, each Volume Month,
for 4 consecutive months,
and
• Achieve 10,000 Total Volume Points in one Volume Month
after becoming a Qualifying Supervisor or a Fully Qualified
Supervisor or 2 months of 5000 Volume points (The 2 months
of 5000 VP do not have to be in consecutive months) All in a
period of 6 months
and
• 500 Volume Rebate Points in 1 Volume Month.

What you receive:
Receive an exclusive Active World Team pin and certificate, and first
time non-TAB team qualifiers also receive a US$500 Special Bonus
(paid in local currency). Will also receive 12 months free Bizworks
subscription.
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TAB Team (Top Achievers
Business Team)
Supervisors have the opportunity to proceed to the higher scale of
the Sales & Marketing Plan, called the Top Achievers Business (TAB)
Team. TAB Team is made up of three levels:
• Global Expansion Team (G.E.T)
• Millionaire Team
• President’s Team

What you receive:
As TAB Team, you are eligible to receive a 2% to 7% Production
Bonus on your entire downline organisation’s volume.

G.E.T. Team (Global
Expansion Team)
How to qualify:
• Achieve 1,000 Volume Rebate
Points each month for 3 consecutive
months

What you receive:
• Eligible to earn a 2% Production
Bonus.
• A G.E.T. certificate and pin
• All the benefits of a Supervisor

Plus you become eligible to:
• Earn TAB Team Production Bonus on
your qualification level.
• Qualify for Vacation and training
events.
• Participate in special advanced
trainings.
• Participate in special conference
calls.
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Vacation and training events
Reward, recognition and training are all central at
Herbalife Nutrition. As TAB team, you can qualify to attend
special Vacation and training events (when offered) which
are both fun and informative and are held in beautiful
locations around the world.

Annual bonuses
A bonus payment representing a percentage of Herbalife
Nutrition’s worldwide sales is distributed annually among
Herbalife’s President’s Team members in recognition
of their outstanding performance in advancing sales of
Herbalife Nutrition products.

G.E.T. Team 2500
How to qualify:
• Achieve 2,500 Volume Rebate
Points in each of 3 consecutive
months.

What you receive:
• A G.E.T. 2500 certificate and pin
• All the benefits of Global Expansion Team.

THE SALES & MARKETING PLAN
Millionaire Team
How to qualify:
• Achieve 4,000 Volume Rebate
Points each month for
3 consecutive months.

What you receive:
• After a waiting period of two months, eligible to earn a
2% to 4% Production Bonus.
• A Millionaire Team certificate and pin.
• All the benefits of a Supervisor.

5

Millionaire
Team 7,500
How to qualify:
• Achieve 7,500 Volume Rebate
Points each month for 3 consecutive
months.

What you receive:
• A Millionaire Team 7,500 certificate and pin.
• All the benefits of a Millionaire Team.

Plus you become eligible to:
• Earn TAB Team Production Bonus based on your
qualification level.
• Qualify for Vacation and training events.
• Develop your teaching skills and assist with worldwide
training events.
• Participate in special conference calls.
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President’s Team

50K President Team:

How to qualify:

How to qualify:

• Achieve 10,000 Volume Rebate
Points in 3 consecutive months.

What you receive:
• After a waiting period of three months, Eligible to earn
a 2% to 6% Production Bonus.
• A prestigious President’s Team plaque and pin.
• All the benefits of a Supervisor.

20K President Team:
How to qualify:
• Achieve 20,000 Volume Rebates
Points in three consecutive months.

What you receive:
• After a waiting period of three months,
earn a 2% to 6.5% Production Bonus.

30K President Team:
How to qualify:
• Achieve 30,000 Volume Rebates
Points in three consecutive months.

What you receive:
• After a waiting period of three months,
earn a 2% to 6.75% Production Bonus.
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• Achieve 50,000 Volume Rebates Points in three
consecutive months.

What you receive:
• After a waiting period of three months, earn a 2% to
7% Production Bonus.

Plus you become eligible to:
• Earn TAB Team Production Bonus based on your
qualification level.
• Qualify for Vacation and training events.
• As a leader, assist with worldwide trainings.
• Participate in special conference calls.

Events and vacations

5

As a Herbalife Nutrition Associate, you have many opportunities to
attend hugely beneficial, inspiring meetings and events that offer
in-depth training as well as providing a valuable network support
system.
These meetings are a great way to expand your Herbalife Nutrition business knowledge and
learn from the success of other Herbalife Nutrition Associates.
Herbalife Extravaganza

Vacations

Every year, Associates from around India gather together for
a long weekend of inspiration, business and product training,
recognition and a whole lot of fun. If there's one event in the
year not to miss, this is it. Herbalife Nutrition Extravaganza is
an ideal event to bring your new Associates where we expect
they (and you) will leave with extra energy and new ideas to
take your business forward.

Every year, you have the opportunity to qualify for a fantastic
Herbalife Nutrition Vacation. You’ll join your fellow Associates from
around the region for an exclusive break in a beautiful location
where you can relax and have fun. Associates always say it’s their
best holiday of the year!
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TOOLS AND RESOURCES

Herbalife Nutrition is dedicated
to providing you, our valued
Associates, with a whole host of
tools and resources to help
with every aspect of your Herbalife
Nutrition business knowledge.
All the tools and resources can be found at
in.myherbalife.com and are accessible 24
hours a day, 365 days a year.
The place to go for resources and marketing materials to brand
and promote your business, as well as information to further
develop your Herbalife Nutrition knowledge and business skills.
You'll find:
• Everything you need to know about the products and how
they can help you and your customers.
• In-depth information on each of the Business Methods and
how they can help you grow your business.
• Browse and download FREE marketing materials, ranging
from flyers, posters and business cards to training
presentations, guidelines and logos. All designed to help
you advance your business and keep it up-to-date and on
brand.
• Business Essentials: Get the skills and knowledge to run
a successful business.

BizWorks
BizWorks is your one-stop shop for keeping tabs on your
business activity; see sales trends, track your downline
activity, manage your time and schedule, communicate
with your team and generate visual reports.
Plus BizWorks puts your business at your fingertips with
its mobile app. Learn more and subscribe at:
m.MyHerbalife.com/bzw/
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Social Media
Download a variety of social media marketing assets to
use on your own page. You'll also find guidelines for best
practices and helpful "Dos and Don'ts" so you can get the
most out of using social media for your Herbalife Nutrition
business.
Why not share posts, links and updates from the official
Herbalife Nutrition social media pages? It's easy and will
add value to your own site.
Follow us:
Facebook.com/HerbalifeIndiaOfficial
Instagram.com/HerbalifeIndiaOfficial

Video Library
The Herbalife Nutrition video library contains a large
range of videos spanning customer promotion product
training, Business Method, ‘how to’, sponsorship and
event videos plus much more! Browse all the channels at:
en.Video.Herbalife.co.in
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Product Brochure
Always make sure you have the latest copy of the Product
Brochure. It's ideal to give to new customers when they
place their first product order, so they can see the entire
product range.

Herbalife Hub
You can freely download the monthly Herbalife Hub from
in.myherbalife.com and get up-to-date monthly event,
promotion, nutrition, fitness and business information.

Keeping track of your customers
Ensure your customers get the full Herbalife Nutrition
customer experience by using this profile to keep track of
them. It's a simple form you can keep in a file or saved in a
folder on your computer.
To help you establish a strong relationship with them,
keep track of: details such as their occupation, Level 10
goal, lifestyle and diet habits, product needs, favourite
products, best time to call, order history, etc.
Buy Customer index card, which can help you get
started.

Remember: When you start your retail business
with good customer care and follow up, you begin
setting a foundation for long-term relationships with
your customers. We’ve already learned that customers
who are happy with their products and or/income
results will continue to order products, tell their friends
about the products and business opportunity, and
show interest in selling the products themselves!

TIP
When contacting a referral you should tell them who
has referred them and briefly
explain how Herbalife Nutrition has helped that
person. Or if the referral is from a Shake Party
attendee etc., explain how much they enjoyed the
activity. You can then offer the referred person the
opportunity to meet for a free Wellness Evaluation.
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Measure your success
Keeping a record of your key metrics is an important part of having
a healthy business. We have a selection of ready-made gauge
forms on in.myherbalife.com, which allow you to keep track of your
business performance and cash flow on a daily basis and make any
necessary changes to achieve your monthly goals.
By tracking your business and analysing what is, or isn’t working,
you can use this information to help you progress more quickly up
the Sales & Marketing plan. If you aren’t tracking your business it can
be more difficult to know where you could be making improvements.

Get your whole organisation tracking their
business, too.
Not only will it help them and their business performance, it
will give you an idea of how your downline is performing and
you can recognise their successes and make suggestions
for improvements.

How can you track?
You can track business metrics in various ways:
• On paper - Mark Hughes, Herbalife Nutrition Founder and
First Distributor (1956-2000) did this.
• You could use a chalkboard or a whiteboard
• On your mobile phone, computer, iPad/tablet
• Or try Google Docs. It doesn’t matter how you track; as
long as you do!

What should you track?
There are various measures you can track within your
business, but you can start with these:
• Your Personal Volume
• Sales Team Volume
• Number of people coming to events
• Daily Business Activities:
- How many people you invited
- How many attended
- How many turn into customers
Talk to your upline, your mentor, your Sponsor and track the same
things.

Time to Take Action!
• Attend as many of your Sponsor's Business Method
meetings as possible, to learn and gain the confidence to
run your own.
• Set your goals.
• Start organising a Grand Opening Party/Shake Party to let
friends and family know all about your new exciting
Herbalife Nutrition Business.

and form closer relationships with your existing customers;
eventually converting them to loyal customers and
Associates.
• Tracking your customers – put something in place now to
help you successfully track your customers. This will help
with the all important FOLLOW UP.
• Ask your customers for referrals.

• Use social media – Start building your online community.
This is a great way to attract potential customers, find new
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Sample Forms

The following pages contain samples of
forms which you may be required to use to
communicate with Herbalife Nutrition as you
conduct your business. They are included to
help you become familiar with them and to
assist you in completing them. Please review
them and become familiar with their use.

* Available for sale - contact your local Associate services department

66

Sample Forms

7

Gold Standard Guarantees  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 68-69

Herbalife Nutrition Associateship Application And Agreement Form  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 70 - 74

Product Order Form . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .  75

Art Of Promotion & Literature Order Form . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .  76

Retail Order Form . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .  77

Supervisor Application Form . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .  78

Change of Address Form . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .  79

Customer Request For Refund Form  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .  80

Earning Certificate Form . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .  81

Bank Information Form . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .  82

Tax Information Form  . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .  83

67

68

S

A
M
P
LE

GOLD STANDARD GUARANTEES

IDENTIFICATION NUMBER

Herbalife Nutrition takes pride in the policies we have in place to protect all of our Associates.
Please review the Gold Standard Guarantees and check each box to acknowledge that you have read and
understood each item.

1

The number above will be my
Herbalife Nutrition ID Number
once this Application is accepted

There are no minimum purchases required and no start-up costs.
No product purchases are required to become a Herbalife Nutrition Associate or engage in the Herbalife Nutrition business. If I choose to purchase products, I understand
my purchases should not exceed my own needs or amounts I am confident I can resell in a reasonable amount of time.
I have read and understood this message

There is a 100% refund guarantee on product plus shipping cost for the return of all products purchased in the prior 12 months if Associateship is cancelled
for any reason.
If my Associateship is cancelled for any reason, I may return to the company unused and resalable products or sales materials that I purchased within the last 12 months
for a full refund of the purchase price (including the cost of returning the products). Simply follow the directions in the “Sample Forms” section of Book 1 available online
at in.MyHerbalife.com.
I have read and understood this message

3

There is no requirement to purchase any sales and business tools to start up or succeed in your Herbalife Nutrition Associateship.
I am not required to purchase any business tools, and can use the promotional literature and sales tools that Herbalife Nutrition makes available for free or at minimal cost.
Prior to opening a Nutrition Club, including any Club with fitness activities; I must be an Associate for at least 90 days and complete the Company’s Mandatory Nutrition
Club Operator's Registration process and any training required at that time.

P

I have read and understood this message

We clearly define the benefit of each product and appropriate method of use directly on the product label - we want to make absolutely sure that the right
products are taken the right way to achieve realistic results. We provide realistic expectations of the business opportunity and the effort required to succeed
at all levels.
We clearly define the benefit of each product and appropriate method of use directly on the product label or in the Herbalife Nutrition Product Brochure - we want to make
absolutely sure that the right products are taken the right way and that Associates have the correct information to talk about the products to their customers. Similarly,
we provide accurate information about the financial results that Herbalife Nutrition Associates have achieved so that it may be shared with those being introduced to the
Herbalife Nutrition business opportunity. Any claims I make about Herbalife Nutrition’s products or about the Herbalife Nutrition business opportunity must be lawful, true,
not misleading, substantiated in writing in advance and consistent with claims made in the current materials published by Herbalife Nutrition. I may not make any written,
therapeutic or curative claims about Herbalife Nutrition products (whether or not they are about my own personal experience), except those stated in materials published
by Herbalife Nutrition, or use the name of the Food Safety and Security Authority of India (FSSAI) or any other regulatory agency when representing Herbalife Nutrition
products.

M

4

LE

2

I have read and understood this message

We provide clear, accurate, and timely disclosures to prospective Associates regarding potential income.
People join Herbalife Nutrition for many reasons. If my goal is to build an Herbalife Nutrition business, I understand that it takes hard work and dedication to make it
successful. I confirm I am not relying on any written or oral information or representations other than those published by the Herbalife Nutrition Company about the financial
results I might achieve.

A

5

To see all of your rights and obligations as an Herbalife Nutrition Associate, please review Herbalife Nutrition’s Rules of Conduct available online at in.MyHerbalife.com.

S

I have read and understood this message

I hereby acknowledge that I understand the Herbalife Nutrition Gold Standard Guarantees.

Applicant’s Signature: _______________________________________________________________________________

Distribution:
White- Herbalife Nutrition copy
Pink- Sponsor’s copy
Gold- Applicant’s copy
Reproduction of this page in whole or in part is prohibited. Copyright © Herbalife Nutrition. All rights reserved. Printed in India.

2

______ /______ /______
Month

Day

Year

N387IN Print-1 (Corp Ver 49) July/18
This application is available free of cost
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ADDITIONAL TERMS AND CONDITIONS OF DOING THE HERBALIFE NUTRITION BUSINESS
I agree that,

A. Independent Contractor
Self-employed: I will be a self-employed independent contractor, (determining my own schedule and objectives, responsible for my own expenses and any applicable taxes including self-employment taxes), not an employee, agent, franchisee, securities holder, joint venture, fiduciary or beneficiary of Herbalife Nutrition or any other Associate. I will not
be treated as an employee with respect to such services for any Central and/ or State tax purposes, nor will I be treated as an employee for any other purpose. As an independent
contractor, I agree that I shall have no rights or benefits that an employee of Herbalife Nutrition may have nor will I make any claim to the contrary.

B. Important Corporate Statements
The Corporate Statements referenced below, and other important policies are contained in the Materials available online at in.MyHerbalife.com or from Herbalife Nutrition
Associate Services and are hereby incorporated by this reference. I agree to carefully review those Statements prior to any decision or action to engage in the Herbalife Nutrition
business, including but not limited to reselling Herbalife Nutrition products, sponsoring other Associates or both.

LE

Expenditures and Business Methods: The Business Tools and Other Optional Expenses set forth Herbalife Nutrition’s positions and recommendations with respect to the
matters they cover.

C. Purchases

1. No required purchase: There is no required purchase to become, succeed, or advance as an Herbalife Nutrition Associate.

2. Product Purchases: All product purchases are optional, as are the purchase of any sales aids. I may not purchase product primarily to qualify to earn compensation, as
opposed to purchases for my own consumption and amounts I consider reasonable to service my customers.
3. Sales Aids: Herbalife Nutrition does not endorse or recommend sales aids produced or sold by others and shall have no responsibility if I decide to purchase them. I may
not buy, nor may I, directly or indirectly, sell, promote, recommend, refer, facilitate or take any action which Herbalife Nutrition might deem to encourage or promote the
purchase, use or sale by another Associate of leads, leads-related advertising, advertising slots or decision packs.

P

D. Further Agreements

1. Sales of Herbalife Nutrition Products: I will promote the sale of Herbalife Nutrition products as detailed in product information guide in a manner that enhances
the reputation of Herbalife Nutrition. My success will only come from sales of Herbalife Nutrition products by me and those I have sponsored, directly or indirectly, for
consumption and resale.
2. Illegal Practices: I will not engage in any deceptive, unfair or illegal practices, and I will comply with applicable law. I will comply with Herbalife Nutrition’s Rules of Conduct
published in the countries in which I conduct any aspect of the Herbalife Nutrition business.

M

3. Obligations of Sponsorship: If I sponsor others to become Associates, I will do so in an ethical and lawful manner, and in compliance with this Agreement and applicable
law. Thereafter, I will use best efforts to train, assist and support those I sponsor to do the same, and I will communicate and lead by example.
4. Representations: I will make no representations about Herbalife Nutrition’s products or business opportunity except in compliance with Herbalife Nutrition’s Rules and
applicable law.
5. Conduct: Herbalife Nutrition is a family-oriented business that expects its Associates to conduct themselves with the highest ethics and integrity. I agree to do so. I represent
and warrant that I have not been convicted of a crime involving dishonesty, moral turpitude, or violence to others.

A

6. Non-Solicitation of Other Associates While I am an Herbalife Nutrition Associate: During the term of my Associateship, neither I nor my spouse will, directly or
indirectly (through or by means of any person, entity or artifice), solicit, promote, sponsor or recruit any Herbalife Nutrition Associate or any customer of Herbalife Nutrition
of whom my spouse or I became aware in the course of the Herbalife Nutrition Associateship, to join, promote, sell or purchase products of, or participate (as a salesperson
or otherwise) in any multilevel marketing or direct sales company and neither of us will encourage anyone to do what I have agreed we will not do.
7. Intellectual Property and Confidential Information:

S

a. From time to time, I may receive personally identifiable information (“PII”), from Herbalife Nutrition relating to my downline. I may not use this PII for any other purpose
than to develop my Herbalife Nutrition business relationship with my downline, unless I have received consent from the downline Associate to use the PII for other
purposes. I will abide by applicable data protection laws at all times, including international data transfer restrictions. I shall be responsible for the use that I make
of the PII of my downline once Herbalife Nutrition has transmitted it to me. I shall also hold the PII I receive from Herbalife Nutrition on my downline Associates at all
times in strict confidence.
b. I am hereby granted during the term of my Associateship, a limited, revocable right to use Herbalife Nutrition’s trade name, logo, trademarks and certain intellectual
property only if and to the extent expressly permitted under the terms of the Agreement or by Herbalife Nutrition in writing.
c. During the term of an Associateship and thereafter for so long as they have economic value, my spouse and I will hold in confidence and trust for the exclusive benefit
of Herbalife Nutrition any trade secrets, formulas, business plans, or confidential or proprietary business information (including, without limitation, genealogies and
other compilations of identifying and other data relating to other Associates or customers), and any other information of commercial value relating to other Associates
or customers, provided by Herbalife Nutrition or that I or we developed or obtained while an Associate, and neither I nor my spouse will use them, directly or indirectly,
for any purpose other than the conduct of the Herbalife Nutrition Associateship.
d. I authorize Herbalife Nutrition to videotape and photograph me and I grant Herbalife Nutrition my consent to use my name, photograph, video images, personal story
and information I provide to Herbalife Nutrition, and likeness in Herbalife Nutrition related promotional materials. I hereby waive all claims for payment for such use.
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IDENTIFICATION NUMBER

SUPPLEMENTARY ASSOCIATESHIP AGREEMENT
The number above will be my Herbalife
Nutrition ID Number once this Application
is accepted

This supplementary agreement to the Agreement of Associateship dated ______ day of _________ 20___ is entered into on this_____ day of_______ 20___
Between
Herbalife International India Private Limited, a company incorporated and registered under the Companies Act, 1956, having its Registered Office at No.
14, Commissariat Road, Bangalore 560 025 (hereinafter referred to as “Herbalife Nutrition” which expression unless repugnant to the context shall mean and
include its successors-in-interest/business) represented by its Authorized Signatory.
AND

LE

Mr/Ms/Mrs____________________________________________ aged about ______ years S/O / D/o____________________________, residing at
________________________________________________________________________________________________________________________
________________________________________________________________________________________________________________________
(hereinafter referred to as “Associate/Direct Seller”) which expression Unless repugnant to the context shall mean and include his/her legal heirs.
[Each party to this agreement are hereinafter individually referred to as a “Party” and collectively as “Parties”]

Whereas,

The Ministry of Consumer affairs, Food & Public Distribution, Department of Consumer affairs, Krishi Bhawan, New Delhi has issued Direct Selling Guidelines
2016 gazetted vide G.S.R. 1013(E) dated 26th October 2016. According to which Guidelines, (sub clause 3 of clause 6) Direct Selling Entities have been made
responsible, inter alia, for monitoring and controlling the practices/methods adopted by the Direct Sellers.

B.

The aforesaid Guidelines also require that the Direct Selling Entities shall be responsible for compliance of these Guidelines by any member of its network of
direct selling (sub clause 8 of clause 3).

C.

The aforesaid Guidelines further require the Direct Selling Entities to enter into an agreement with Direct Sellers prior to enrolment as Direct Sellers/Associates
of Herbalife Nutrition specifying the terms and conditions of the business transactions in line with these Guidelines.

D.

Pursuant to the issuance of the said Guidelines on Direct Selling as aforesaid, parties hereto have discussed in detail and Associates/Direct Sellers have
specifically acknowledged that they have understood the need for entering into this supplementary agreement and accordingly agreed to execute this
supplementary agreement, under the terms and conditions hereinafter appearing in this agreement.

M

P

A.

NOW THIS AGREEMENT WITNESSETH AS FOLLOWS:

The Associate/Direct Seller acknowledges and confirms that he/she has completely studied in detail the aforesaid Direct Selling Guidelines 2016
gazetted vide G.S.R. 1013(E) dated 26th October 2016 (“Guidelines”) by the Department of Consumer Affairs, Ministry of Consumer Affairs, Food
and Public Distribution, Government of India and available on in.MyHerbalife.com and undertakes to adhere to all the relevant clauses of the said
Guidelines, including but not limited to the obligations mentioned in clause 5 of the aforesaid Guidelines on direct selling, as amended from time
to time, at all times. For the sake of brevity, and ready reference for adherence, the contents of clause 5 have been reproduced hereinafter below:-

A

1.

Clause 5: Certain Obligations of a Direct Seller (Extracted from Direct Selling Guidelines 2016)
Direct Seller engaged in direct selling should carry their identity card and not visit the customer’s premises without prior appointment/approval;

2.

At the initiation of a sales representation, without request, truthfully and clearly identify themselves, the identity of the direct selling entity, the nature of the goods or services
sold and the purpose of the solicitation to the prospective consumer;

3.

Offer a prospective consumer accurate and complete explanations and demonstrations of goods and services, prices, credit terms, terms of payment, return policies, terms
of guarantee, after-sales service;

S

1.

4.

Provide the following information to the prospect / consumers at the time of sale, namely:
a.
Name, address, registration number or enrolment number, identity proof and telephone number of the direct seller and details of direct selling entity;
b.
A description of the goods or services to be supplied;
c.
Explain to the consumer about the goods return policy of the company in the details before the transaction;
d.
The Order date, the total amount to be paid by the consumer along with the bill and receipt;
e.
Time and place for inspection of the sample and delivery of good;
f.
Information of his/her rights to cancel the order and / or to return the product in saleable condition and avail full refund on sums paid;
g.
Details regarding the complaint redressal mechanism;

5.

A direct seller shall keep proper book of accounts stating the details of the products, price, tax and the quantity and such other details in respect of the goods sold by him/
her, in such form as per applicable law.

Distribution:
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6.

A direct seller shall not:
a.
Use misleading, deceptive and / or unfair trade practices;
b.
Use misleading, false, deceptive, and / or unfair recruiting practices, including misrepresentation of actual or potential sales or earnings and advantages of Direct
Selling to any prospective direct seller, in their interaction with prospective direct sellers;
c.
Make any factual representation to a prospective direct seller that cannot be verified or make any promise that cannot be fulfilled;
d.
Present any advantages of Direct Selling to any prospective direct seller in a false and / or a deceptive manner;
e.
Knowingly make, omit, engage, or cause, or permit to be made, any representation relating to the Direct Selling operation, including remuneration system and
agreement between the Direct Selling entity and the direct seller, or the goods and / or services being sold by such direct seller which is false and / or misleading;
f.
Require or encourage direct sellers recruited by the first mentioned direct seller to purchase goods and / or services in unreasonably large amounts;
g.
Provide any literature and / or training material not restricted to collateral issued by the Direct Selling entity, to a prospective and / or existing direct sellers both
within and outside the parent Direct Selling entity, which has not been approved by the parent Direct Selling entity;
h.
Require prospective or existing direct sellers to purchase any literature or training materials or sales demonstration equipment.

The Associate/Direct Seller declares that he/she is not entitled to receive any remuneration(s) or incentive(s) from the sponsorship of new direct
sellers into Herbalife Nutrition’s Direct Selling Business, as per business terms and conditions of Herbalife Nutrition.

3.

The Associate/Direct Seller undertakes that he/she shall not impose a requirement on a prospective and/ or any existing direct seller at any time:
1.
2.

LE

2.

To pay any registration,entry, renewal fees or any such other consideration in whatsoever name it is called in order to participate in Herbalife Nutrition’s Direct Selling
Business, except for purchase of goods, availing any services.
To purchase any sales demonstration equipment(s) /material(s) in order to participate in Herbalife Nutrition’s Direct Selling Business.

4.

The Associate/Direct Seller acknowledges and agrees that the Herbalife Nutrition Associateship Agreement [Section B.4 of the Associateship
Agreement] does not require the Herbalife Nutrition Associate/Direct Seller to purchase goods or services (i) for an amount that exceeds an amount
for which such goods or services can be expected to be sold or resold to consumers; (ii) for a quantity of goods or services that exceeds an amount
that can be expected to be consumed by, or sold or resold to consumers.

5.

The Associate/Direct Seller acknowledges and agrees that the Herbalife Nutrition Associateship Agreement that has been signed with Herbalife
Nutrition contains all the material terms of participation as outlined in the aforesaid Guidelines, such as:
Buy-back or Repurchase Policy [Section A.5(b) of the Associateship Agreement]
Cooling off Period [Section A.5(a) of the Associateship Agreement]
Warranty [Section A.5(b) of the Associateship Agreement]
Refund for unsold inventory [Section A.5(c) and(d) and of the Associateship Agreement]

P

1)
2)
3)
4)

The Associate/Direct Seller acknowledges and agrees that Herbalife Nutrition’s remuneration system as sales incentives under various terms/
nomenclature, outlined in Book 1, clearly discloses the method of incentivising for all its direct sellers/ Associates and that all direct sellers receive
remunerations only from the sale of Herbalife Nutrition products [Section B.5 of the Associateship Agreement].

7.

The Associate/Direct Seller hereby undertakes to provide a mandatory orientation session to all prospective direct sellers providing fair and
accurate information on all aspects of the direct selling operation, including but not limited to the sales incentive methods/ system and expected
sales incentives for newly recruited direct sellers

8.

The Associate/Direct Seller further undertakes that all necessary and appropriate steps shall be taken to ensure the protection of all private
information provided by a consumer as confidential at all time.

9.

The Associate/ Direct Seller shall ensure to respect all applicable statutes with respect to Direct Selling business, including all relevant provisions
of the Consumer Protection Act 1986

M

6.

A

10. The Associate/Direct Seller hereby attaches his/her proof of Identity and proof of address as specified in Clause 3.3 of the aforementioned
Guidelines.

Signature:
Name:

S

Age:

Address:
Place:
Date:

Herbalife Nutrition is a proud Member of the Indian Direct Selling Association and a Signatory to the IDSA Code of Ethics.
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Herbalife International India Pvt. Ltd.
“Condor Mirage” 101/1, Richmond Road,
Richmond Town, Bengaluru 560 025
Phone: +91 80 40311444
Fax: +91 80 40311445/46

INDIA ASSOCIATE
Order Date : ____________________________________

Tel.: +91 80 40311444 (Query)
Toll Free No.: 1800-102-2444 (Orders)
Fax: +91 80 40311445/46

Purchased by

1

Order Month : _________________________________
Order Number : _________________________________

Ship To

4

Name __________________________________________________________

Name ____________________________________________

Address _________________________________________________________

Herbalife ID No.

_________________________________________________________________

2

_________________________________________________________________

LE

Fully Qualified Supervisor

Telephone _________________________Fax__________________________

Name ____________________________________________

Payment Method

Herbalife ID No.

Cash

Month and Year of Qualification _________ /_________
Month

Year

Qualifying Supervisor - Temporary 50%

Credit Card

Debit Card

Electronic Funds Transfer

3

5

Personal Cheque*

Demand Draft

Local Pay Order

Credit Card Type _______________________ Exp. Date (Mo/Yr)
Credit Card No.

Name ____________________________________________

Authorised Signature ___________________________________________________

Herbalife ID No.

P

*Cheques accepted ONLY from TAB TEAM

Discount %
Product Name

Qty

A

B

C

Total Volume Points

Total Full Retail

Total Wholesale Price

A

M

SKU No.

PRODUCT ORDER FORM

Associate Services
Monday to Friday : 10am to 6pm
Saturday : 10am to 2pm

*Wholesale Price = Full Retail Price - (Earn Bse X Discount %)

Total

Please complete for this order

A

S

Volume points for previous orders ____________
Volume points for this month ________________

Pick-up

D

Shipping & Handling charges for Inner and Outer
Nutrition products :
For PU Orders (2% x B)

E

+

For Shipment Orders (3 % of B) or min Rs. 200/- whichever is higher

7

Delivery

Terms and Conditions
1. Price of the Nutrition products are exclusive of Shipping & Handling Charges and Taxes which shall be charged as applicable
at the time of purchase. Terms and conditions of Purchase of products, provided in Book 1 & 2 shall apply. All prices are in Indian Rupees.*
2. Shipping & Handling charges for Nutrition products will be charged @ 2% of the Retail Price for all Pick Up orders from Sales
center, Quick Response Centers & all Pick up points.

Subtotal (D + E)

F

=

VAT or Sales Tax ( __________% X F)

G

+

Total Amount Due

H

=

Add ( F+G)

3. Shipping & Handling charges for Nutrition products will be charged @ 3% of the Retail Price or a minimum of 200/-**
(whichever is higher) for all shipment orders.
4. Shipment Orders with Retail Price Value exceeding 18,000/- in a Single Order/Invoice for Nutrition Products, where the
Shipping Destination is within the territories of Herbalife Local Warehouse Locations shall be charged at 200/- as Shipping & Handling charges.
5. Shipping & Handling charges are currently not applicable for AOP/Literature.
6. The transfer of Property in Goods takes place upon the delivery of goods to the Purchaser subject to realization of payment.
7. All relevant provisions of all applicable statutes would be adhered to by the parties concerned.
8. Disputes if any, shall needs to be brought to the notice of Herbalife within 15 days from the date of Payment by the Buyer. Otherwise, it shall
be construed that there are no disputes of what so ever nature at any time in future.

**Price of Herbalife products are subjected to revision by Herbalife at it’s sole discretion without any such prior notice

C
Total (C)

6

Volume points for this order _________________

Shipping Instructions

B

Declaration & Undertaking

I have read, understood the terms and conditions of Herbalife International India Private Ltd., with respect
to the purchase of its products provided to me/displayed in India rules of conduct (Book 2 ) and hereby agree
to abide by said terms and conditions including as may be amended from time to time, irrevocably.

Associate Signature

75

Associate Services

Monday to Friday: 10am to 6pm
Saturday: 10am to 2pm
Herbalife International India Pvt. Ltd.
“Condor Mirage” 101/1, Richmond Road,
Richmond Town, Bangalore 560 025

Tel.:
Toll Free No:
Fax:

+91 80 40311444 (Query)
1800-102-2444 (Orders)
+91 80 40311445/46

1

4

2

LE

5

3

*Terms & Conditions apply

Total AOP Volume
Points

A

M

P

SKU

Shipping Instructions

D

VAT or Sales Tax ( ________ % X D)

E

+

Total Amount Due

F

=

Terms and Conditions

S

1. Shipping & Handling charges are currently not applicable for AOP/Literature.
2.The transfer of Property in Goods takes place upon the delivery of goods to the Purchaser subject to realization of
payment.
3. All relevant provisions of all applicable statutes would be adhered to by the parties concerned.
4.Disputes if any, shall needs to be brought to the notice of Herbalife within 15 days from the date of Payment by the
Buyer. Otherwise, it shall be construed that there are no disputes of what so ever nature at any time in future.

Add (D+E)

*Price of Herbalife products are subjected to revision by Herbalife at it’s sole discretion without any such prior notice

DECLARATION & UNDERTAKING
I have read, understood the terms and conditions of Herbalife International India Private Ltd., with respect to the purchase of its products provided to me/displayed in
Book 2 (India rules of conduct) and hereby agree to abide by said terms and conditions including as may be amended from time to time, irrevocably.

Associate Signature ______________________________________
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Associate

S

A

Herbalife International India Pvt. Ltd.
“Condor Mirage” 101/1, Richmond Road, Richmond Town, Bengaluru 560 025
Phone : +91 80 40311444; Fax: +91 80 40311445/46

M
P
LE

Associate
Associate

5001-IN-04

Please e-mail this completed form to
inorderline@herbalife.com
Or you may mail/fax this completed form
using the information below:
Herbalife International India Pvt. Ltd.
Condor Mirage
101/1, Richmond Road, Richmond Town,
Bangalore, Karnataka, India - 560 025
Associate Services Phone : +91 80 40311444
Fax: +91 80 40311445/46

Associate

Associate

Orders purchased directly from the Fully Qualified Supervisor cannot be used
towards Supervisor Qualification.
(*Mandatory Field)

Associates

LE

TWO-MONTH QUALIFICATION:
Achieve a minimum of 4,000 Volume Points over two months
of which at least 1,000 Volume Points are unencumbered
(not used by another Associate to qualify).

Associate

Fully Qualified
Supervisor
1st Level

Please
check one
box for each
qualifying
Associate

M

1 - Month

P

This form must be completed and returned following completion
of the second month of the two-month Supervisor qualification.

1st Month

2 Month
nd

If there are more Associates qualifying in this organization,
please add to the chart as appropriate, and attach additional
Associate information (i.e. Name, ID# and Volume Points) or
complete a new form. Please complete a separate form for
each new leg qualifying.

Associate

Associate

2nd Level

1 - Month

Associate

1 Month

A

st

2nd Month

3rd Level

1 - Month

Associate

1 Month

S

st

2nd Month

4th Level

1 - Month

Associate

1st Month

2nd Month

*Don’t forget to call Associate Services (080) 403-11444 to place these qualifying Associates at Temporary 50% status.

78

Associate Services
Herbalife International India Pvt. Ltd.
“Condor Mirage” 101/1, Richmond Road,
Richmond Town, Bangalore 560 025

Phone: (+91) 80 40311444
Fax:
(+91) 80 40311445/446

Do you wish to change your (please check) :

Mail/Fax this form using the information above to the attention
of Associate Services
You may also submit your change of address information
directly to Herbalife online at in.myHerbalife.com (if change is within same country)

Email Address
Residential Address
*If this is a change to your country of address, please
contact Associate Services, as you will need to supply
additional documentation for this change to be processed.

LE

All changes will be effective immediately upon completion of the processing of this form by Herbalife.

Last Name

P

Previous Email Address
New Email Address

City

M

PREVIOUS ADDRESS

State

Area Code

Day Phone

A

Country Code

Area Code

Country Code

Mobile Phone

Evening Phone

S

Country Code

Zip Code

City

NEW ADDRESS

State

Country Code

Area Code

Day Phone

Country Code

Area Code

Evening Phone

Zip Code

Country Code

Mobile Phone

Associates
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Associate Services

Tel.:
Toll Free No:
Fax:

+91 80 40311444 (Query)
1800-102-2444 (Orders)
+91 80 40311445/46

LE

Herbalife International India Pvt. Ltd.
“Condor Mirage” 101/1, Richmond Road,
Richmond Town, Bangalore 560 025

Monday to Friday: 10am to 6pm
Saturday: 10am to 2pm

P

Associate

Associate

M

trying

A

Associate

S

Associate

Associates

80

most

Associate

HERBALIFE INTERNATIONAL INDIA PVT. LTD
Condor Mirage”
#101/1 Richmond Road, Richmond Town,
Bengaluru, Karnataka, India 560025
Tel: (+91 80 4031 1444)
Fax: +91 80 4031 1445/1446

EARNINGS CERTIFICATE FORM
VOLUME REBATE OVERRIDE/PRODUCTION BONUS
and 10 RETAIL CUSTOMERS/70% RULE DOCUMENTATION

LE

This form must be completed and submitted to Herbalife monthly to comply with the 10 Retail Customers and 70% Rules. Listed below are several methods the Form can be submitted to Herbalife. No matter which method is chosen, the form must be received by Herbalife no later than the fifth of each
month for the prior month’s activity. ( Note: Mail must be postmarked no later than the last day of the month.)

METHODS TO SUBMIT THE FORM:

[Log on to] MyHerbalife.com [Click on] My Office [Click on] Associate Documents

2. Submit the form electronically:

[Log on to] MyHerbalife.com [Click on] My Accounts & Reports [Click on] Submit 10 Customers Form

3. By Mail:

HERBALIFE INTERNATIONAL INDIA PVT. LTD
#14, Pardhanani Wilshire, Commissariat Road,
Bengaluru - 560025, Karnataka, India
Tel: +91-80-40311444

4. By Fax:

+91-80-40311445/46

P

1. Download the form:

In addition to all the existing Volume Rebate Override requirements, you must also comply in a timely manner with the 10 RETAIL CUSTOMERS
and 70% RULES in order to receive your Volume Rebate Override/Production Bonus payments.

M

The 10 RETAIL CUSTOMERS RULE means that you must make not less than one sale at retail to each of 10 customers during a given month.
Other activities that can count towards this requirement are:

A sale to a first line Associate with up to 200 personally purchased Volume Points (and no downline Associates) which may be counted as a sale to
one (1) retail customer, and
* A Nutrition Club member who consumed products during ten (10) visits to a Nutrition Club within one Volume month, which may be counted by the
Nutrition Club operator as a sale to one (1) retail customer.

A

The 70% RULE means that at least 70% of the total value of products you purchase each month must be sold or consumed, each month. Sales
may be to retail customers, or wholesale to downline Associates, consumption may include Nutrition Club activities.
EACH OF THESE REQUIREMENTS MUST BE MET OR VOLUME REBATE OVERRIDE/PRODUCTION BONUS EARNINGS WILL NOT BE PAID

I Certify that during the month of ________________________, in the year of __________________ I have fulfilled the requirements outlined in the box above.

S

And will, upon request (for verification purposes) furnish to Herbalife the following information concerning such customers: names, addresses, phone
numbers, email addresses and copies of retail receipts ( and/or in the case of Nutrition Club activities, a log of member visits inclusive of member names,
date of visits, contact information). I agree to maintain all such records for a period of two (2) years.
My total personal retail sales for the month total: INR _________________________________________________________________________________________
Please Print Name: _______________________________________________________________ Herbalife ID Number: ____________________________________
Signed: _________________________________________________________________________ Date : __________________________________________________
Keep one copy of this form for your personal files.
©2011 Herbalife International of India, Inc. All rights resrved.
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Associate Services
Bangalore Tel.:
Fax:

+91 80 40311445/46

S

A

M

P

“Condor Mirage” 101/1, Richmond Road,
Richmond Town, Bangalore 560 025

+91 80 40311444

LE

Herbalife International India Pvt. Ltd.
“Condor Mirage” 101/1, Richmond Road,
Richmond Town, Bangalore 560 025
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Associate

Associate Services
Monday to Friday: 10am to 6pm
Saturday: 10am to 2pm
Tel.:
Toll Free No:
Fax:

+91 80 40311444 (Query)
1800-102-2444 (Orders)
+91 80 40311445/46

Mobile

S

A

M

P

“Condor Mirage” 101/1, Richmond Road,
Richmond Town, Bangalore 560 025

LE

Herbalife International India Pvt. Ltd.
“Condor Mirage” 101/1, Richmond Road,
Richmond Town, Bangalore 560 025
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Product Guarantee, Suggestions, Sales Aid
and Business Tools, ordering procedure,
Month-End Ordering guidelines.
This section is designed to acquaint you with Herbalife
Nutrition’s ordering process which ensure the smooth
flow of business activity.

(if applicable).
• Provide the appropriate discount percentage.

Generally every business enterprise establishes clear
guidelines for the conduct of its own business. The
rules provide the parameters within which the business
operates. Many of the rules relating to the conduct of
business are in compliance with applicable statutes.
In addition to the rules governing companies in India,
Herbalife Nutrition has developed a set of rules for the
conduct of a Herbalife Nutrition Associate-ship, to ensure
the fairness and protection for all Associates.

• Provide method of payment and appropriate details

These rules provide consistency, security, integrity and
honesty, enabling the Herbalife Nutrition Associates
to enjoy confidence in such system and respect for
this industry.

• Complete all calculations and totals.

Please read and become familiar with these policies and
procedures as available on in.myherbalife.com.

Important Ordering Tips
As soon as you have become an Associate, you may
purchase Herbalife Nutrition products from your Sponsor,
your first upline Supervisor, or directly from Herbalife
Nutrition.
Once you qualify as a Herbalife Nutrition Supervisory level
of Associate-ship you must always purchase Herbalife
products directly from Herbalife Nutrition. There are
several convenient methods you may use to place an
order directly with Herbalife Nutrition: telephone, online
or directly at an Herbalife Nutrition designated business
locations. All orders will be shipped on the earliest
business day, whenever possible, if all moneys have been
received. Please remember that our ordering process
is computerized, so once you complete your order it
cannot be adjusted or altered in any way. Therefore, no
matter what method you choose to place your order, it
is important that you prepare your order in advance to
ensure accurate and speedy processing.
All orders must be paid in full, confirmed and processed
for Herbalife Nutrition to release the order for further
processing. Please always have the following information
readily available.
•	Prepare your order in advance to ensure accurate and
And speedy processing.
• Clearly indicate order month.
• Have your Herbalife Nutrition Identification number
ready.
•	H ave the name and Identification Number of your
Sponsor, and upline Fully Qualified Supervisor (FQS).
•	Have shipping method and shipping address, authorized
recipient’s name and corresponding telephone number

8

•	All calculations (prices, discounts, Volume Points, and
taxes of the city/state to which you are shipping–please
have the correct pin code available). Please refer to the
latest price list on in.myherbalife.com
•	P rovide the product name/SKU number description
and quantity of the item(s) you are ordering.

To assure and prompt processing of your orders, make
sure they are correctly and completely filled with an
acceptable form of payment attached. These forms of
payment are:
• Demand Drafts/Local Pay Orders
• Electronic Funds Transfers (EFT)
• Visa and Master Card Credit Cards *
• Personal Cheque*
*Terms & conditions apply

Ordering Procedures
To place your orders via online, phone, or mail, or to
place and pick up your orders in person, please walk in
to Herbalife Nutrition Walk in centres or contact Herbalife
Nutrition at toll free number 18001022444

Mode of Payment
Demand Draft/Local Pay Orders, , electronics funds
transfers (EFT), selected credit/debit cards, and/or cash
are the acceptable terms for purchasing products and
other materials through the Herbalife Nutrition Sales
Centres.

Payment by Cheque*
For Top Achievers Business (TAB) Team
• Cheque writing limit Rs. 130,000/•	C heque clearance is required at Rs. 80,000/- before
another order can be paid by cheque.
*Terms & conditions apply

Electronics Funds Transfers :
Any Associates may purchase products from Herbalife
by Electronics Funds Transfer (EFT). If you want to use

87
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Product Guarantee, Suggestions, Sales Aid
and Business Tools, ordering procedure,
Month-End Ordering guidelines.

this method, for more information contact Herbalife’s
Associate Services Department. Electronic Funds Transfer
(EFT) orders will be shipped or allowed to pickup after the
correct payment is received in Herbalife Nutrition’s bank
account.

Damaged Product :
You must check all shipments at the time of delivery/
receipt for any damage and report the same within 48
hours on receipt of the products.

Phone Orders :
To place telephone order, please call the Assoicate
Services Department at Herbalife Toll Free Number :
1800 102 2444

Acceptable Methods of Payment (in India)
A Telephone order
1 Credit Cards under Purchaser’s name. We accept
masterCard and VISA*.

Telephone Orders
To place you telephone orders, please call the Associate
Services Department at Toll Free Number : 1800 102 2444
Between the hours of:

* Forms are also available in the sample form section
of this book.
* American Express Card are accepted only for walk-in
orders.

10:00 am to 6:00 pm

(IST)

(Monday - Friday)

2 Electronic Funds Transfer (EFT)

10:00 am to 2:00 pm

(IST)

(Saturday)

a) EFT must be initiated by the designated “End of the
month” (EOM) day and must be received and verified
in Herbalife Nutrition’s bank account report by the 5th
of the following month (regardless of what day of the
actual “EOM” falls on)

Acceptable methods of telephone payment are:
• Credit cards (VISA and Master Card)*
•	E lectronics Funds Transfer (EFT) Upon payment
clearance, your order will be transmitted to the Sales
Centre for shipment.

b) The following information must be clearly indicated on
all EFTs:

• WIRE Payment

Banks can request the company’s PAN number during
the deposit. Please provide the below details on request.

• Direct Deposit

Herbalife International India Pvt. Ltd

• Isure Payment

Permanent Account Number : AAACH8025R
Account details for EFTs:

Walk-in orders
To place and pick up your order in person, please see
the last page for the address of the various Herbalife
Nutrition Sales Centres and Quick response centers.
Acceptable of payment are:
• Demand Drafts/Local Pay Orders

Company Name :	Herbalife International India
Pvt. Ltd.
Bank Name

:

ICICI

Branch		

:

Koramangala, Bangalore

Account No.

:

004705003435

IFSC Code

:

ICIC0000047

•	Credit Cards (VISA, Master and American Express Card)*
• Cash-Indian Rupees only.
• Debit Cards.
For faster service, please have your order form
completely prepared.

Company Name :	Herbalife International India
Pvt. Ltd.
Bank Name

:

Branch		

:	Mission Road, Bangalore

IDBI

Account No.

:

008-102-0000-27502

IFSC Code

:

IBKL0000008

Shipping Procedures :
All orders will be shipped on the next business day.
Whenever possible, if all payments are cleared. You
should indicate the method of shipment as applicable.
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Account No.

:

00090330000697

IFSC Code

:

HDFC0000009

Company Name :	Herbalife International India
Pvt. Ltd.
Bank Name

:

SBI

Branch		

:

St. Marks Road, Bangalore

Account No.

:

00000030612414175

IFSC Code

:

SBIN0000813

B Mailed Orders
1. Registered Credit Cards
2. Electronic Funds Transfer
3. Demand Drafts/Local Pay Orders made out to
Herbalife International India Pvt. Ltd. and in Indian
Rupees only
4. Personal Cheques (TAB team only) made out to
Herbalife International India Pvt. Ltd.
For Top Achievers Business (TAB) Team
• Cheque writing limit Rs. 130,000/• 	C heque clearance is required at Rs. 80,000/- before
another order can be paid by cheque
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Please be sure to include the shipping & handling costs
in your payment to avoid any delay in processing and
shipping your orders.

When Receiving your Shipment
All Herbalife Nutrition products are in generally in
deliverable condition when the carrier takes possession
of the shipments at our Warehouse loading docks.
Before signing “Received” for any shipment here are
some things to remember.
• Your signature means that you have received your
shipment in order (unless otherwise specified)
• Ensure that the products received by you are in
conformity with the packing slip/delivery challan/invoice.
• Acknowledge the receipt of goods only in respect of the
goods physically received and confirm the same affixing
your signature on the Goods consignment Note.

Shipping Inquiries
For any specific inquiry or problem associated with a
Herbalife Nutrition shipment, please call the Sales Centre
from where your order was shipped. (See the listings for
shipping information telephone numbers.)

C Walk In Orders
1. Cash- Indian Rupees only

Month End Ordering Guidelines

2. Credit and Debit Cards

I General-International

3. Demand Drafts / Local Pay Orders
4. Personal Cheques
5. Must have Associate ID# and Order# with you when
you pick up your order

A		 All Hebalife Nutrition Order Receiving Departments
will be open during regular business hours on the
designated (usually the last day) “End of the Month”
(EOM)
B

All orders taken on the “EOM” day must be fully
paid by the end of the same day to count for that
month’s volume

1.

Electronic Funds Transfers (EFT) must be initiated
by the designated “EOM” day and must be received
by Herbalife Nutrition NOT LATER that the 5th of the
following month

2.

Electronic Fund Transfers (EFT) can take a minimum
of 24-48 hours before we receive bank confirmation

3.

Herbalife Nutrition shall not be held responsible
for monetary transfers that are not deposited to
Herbalife Nutrition account within the time stipulated

4.

Wire payments must be bank-to-bank transaction

Shipping & Handling charges for orders:
1. Shipping & Handling charges for Nutrition Products
will be charged at 2% of the Retail Price for all
Pick Up orders from Sales center, Quick Response
Centers & all pick up points. (Minimum charge of
100 is removed)
2. Shipping & Handling charges for Nutrition Products
will be charged at 3% of the Retail Price or a
minimum of 200/- (whichever is higher) for all
Shipment Orders.
3. Shipping & Handling charges for Nutrition Products will
be charged at 1.75% of the Retail Price or a minimum
of 100/- (whichever is higher) for all Shipment orders
within territories of all warehouse.
4. Shipping & Handling charges are currently not
applicable for AOP/Literature.

C	Associates are responsible for making whatever
arrangements are necessary to assure that payment
is received on time. If payment is not received within
the stipulated time, the order will count in the following
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month’s volume.
D

If the “EOM” falls into the beginning of the next
month, causing a dual volume month, Associates
are responsible of specifying the order month they
wish the volume of the order to count.

II General India
A		 Business Hours/Associate Services Department
Bengaluru, Mumbai, Delhi, Kolkata and Chennai
		 Sales Centre:

a Address: Herbalife International India Pvt. Ltd.
			
Associate Services Department
			
Ground Floor, “Prestige Palladium Bayan”,
Old No 12, New No 129-140,
Greams Road, Chennai - 600 006
6. For additional information on products, qualifications,
Sales Centre or contact the Associate Services
Department At Bengaluru Direct line :91-80- 40311444

III

B

Business Numbers/Address

A		 All Telephone Orders must be placed and fully paid
by 6:00 pm (Indian Standard Time) on the designated
“EOM” day. Please have your order ready before
calling the Associate Services Department.

1.

India-Bengaluru Sales Centre

B

All mail Orders must be postmarked not later than 12
midnight (Indian Standard Time) on the designated
“EOM” day and received at Herbalife NOT LATER
that the fifth (5th) of the following month (regardless
of the day the actual “EOM” falls ). Appropriate
payment must be included with the order.

C

Walk in orders are accepted at the Sales Centres
ONLY. ALL Walk-In Orders must be placed and
fully paid by 6 pm (Sales Centre Local Time) on the
designated “EOM” day. Please have your order ready
before handing it to an Associate Services Officer.

		Monday-Friday, 10:00 am 6: 00 pm
		 Saturday 10:00 am 2: 00 pm

		 (Walk-in/Mail-in/Phone-in & Fax-in)
a) Associate Services :
91 80 40311444(Query)
b)	Orders Phone(Toll Free): 1800 102 2444(Orders
only)
c) Associate Services Fax : 91 80 40311445/446
d) Address: Herbalife International India Pvt. Ltd.
Herbalife International India Private Limited
			
			
“Condor Mirage”, 101/1, Richmond Road
			
Richmond Town, Bengaluru 560 025
IV
2.

India-Mumbai Sales Centre

		 (Walk-in & Mail-in)
a Address : Herbalife International India Pvt. Ltd.
			
Associate Services Department
			
Narain Chambers, Junction of M.G. Road
& Subhash Road, Vile Parle East,
Mumbai - 400 057
3. India-New Delhi Sales Centre
		 (Walk-in & Mail-in)
a Address: Herbalife International India Pvt. Ltd.
			
Associate Services Department
			
Nulon House, Tribuvan Complex,
			
I shwar Nagar, 10 th Mile Stone, DelhiMathura Road, New Delhi - 110065
4.

End of Month closing

A		 The time schedule set forth by Herbalife Nutrition
will ensure accurate payment of Volume Rebates to
each and every Associate.
B

The order must be received on or before the “EOM”
day on order to count for that month’s volume

C

The “EOM” day is absolutely the last day for Herbalife
to process your order in the current month.

D

All payments must be paid by the “EOM” day for a
particular month’s volume, no matter what day the
“EOM” actually falls.

E		 Order(s) will be shipped once full payment is received
F		Once an order is released for shipping, no changes
can be made to that order.

India-Kolkata Sales Centre
(Walk-in Only)

a Address: Herbalife International India Pvt. Ltd.
			
Associate Services Department
Bharatiya Bhasha Parishad
Ground Floor 36A, Shakespeare Sarani,
Kolkata - 700017, West Bengal
5. India-Chennai Sales Centre
(Walk-in Only)
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Associate Business Operations
We are pleased to highlight some key points of some
interest For Herbalife Nutrition Associate. The points
addressed are not intended to cover all aspects.
All Associates shall ensure compliance with all the laws
applicable to their business as may be amended from
time to time of business and tax that may affect your
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Associate-ship. We strongly recommend that you contact
local tax or financial advisor of your choice for specific
advise on rules, requirements and information regarding
the tax consequences of your business activity in your
area and within India.
It is important to establish and maintain a proper set of
accounting books and records for your business.
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Nutrition. How do I place an order?
It’s easy! You may purchase products from your Sponsor,
upline Supervisor or directly from Herbalife Nutrition.
When you become a Supervisor you must purchase
directly from Herbalife Nutrition. It’s important for you
to have certain information prepared prior to placing an
order directly with Herbalife Nutrition. You may place
orders with Herbalife Nutrition over Online, telephone,
mail, by going to one of our Distribution Centers.

Permanent Account Number (PAN) and Income Tax
Registration, reporting and tax return filing in India for
Income Tax purposes is the responsibility of the individual
Associate. All Associates are required to provide their
PAN details. Payments to Associate shall be subject to
Tax Deduction at Source (TDS) as per the provisions of
Income-tax Act, 1961. TDS rate is 5%*, however, where
PAN details have not been provided by the Associates
the applicable TDS rate shall be 20%*
Herbalife Nutrition is not responsible for Associate
personal taxes and compliances. We recommend you
consult with a tax advisor regarding the rules and details
to income tax reporting as the tax law changes from time
to time.
*Please note that the TDS rates mentioned are as per
Finance Act 2016 and may undergo revision based on
any amendment to the Income-tax Act, 1961 and the
Rules therein.
Consult with your local tax officer or business advisor.
Please Note:
Please keep records of Earning Statements, sent by
Herbalife Nutrition every month and also the Invoice
copies which are required for maintaining your books
of accounts like income & Expenses accounts. These
records will help to file your tax returns

REGISTRATION/LICENSE UNDER FOOD SAFETY LAWS
It is imperative for all Associates of Herbalife Nutrition
to possess and provide prior to commencement of their
food business a certified copy of the Registration/License
obtained from their Respective jurisdictional registration/
licensing Authorities as required under the Food Safety
and Standards Act, its Rules and regulations thereon.

Frequently Asked Questions
Do I have to wait for my Associate Application &
Agreement to be processed before placing an order?
You will be able to place orders after the associate
application and agreement is accepted by Herbalife

May I go to the Distribution Center (Sales center,
Quick response center, Pick up / Access points) and
pick up the products myself?
You may either place your order with our Associate
Services Department and specify that you will pick
it up in person, or you can simply go to our Walk-InCentres, place and pay for your order there, and pick
up the products at the same time as per the terms and
conditions of sale in this regard.
May I call Herbalife Nutrition directly with questions?
We’re here to assist you. We always encourage you to first
read your Discover Herbalife Nutrition Business Opportunity
Book (Book 1) & India rules of conduct (Book 2) and to work
closely with your Sponsor and upline Supervisor, since they
have the required\experience in Herbalife Nutrition Business.
However, if required we may assist you, please call Herbalife
Nutrition’s Associate Services Department on +91 80
40311444.
How quickly will my order be processed and how
long will it take to reach me?
All orders will be shipped at the earliest business day,
if payment is received and processed. Shipping times
vary, of course, depending on the shipping method you
choose. All orders shipped from our Distribution Centers
home delivery service are shipped freight prepaid, and
will generally arrive within three to five working days
subject to force major conditions.
How do I retail the products?
Retailing the Herbalife Nutrition products will be one of
the most important keys to your success! As Herbalife
Nutrition’s Founder and First Distributor Mark Hughes
always recommended, use the products, wear the
button and talk to people. You will develop your own
selling style, which might include talking to your circle
of influence, distributing flyers, conducting surveys and/
or participating in seasonal promotions. Your Sponsor
has the field experience to provide you with the proper
training.
Wear the Button
• This will be an implicit advertising
•	W ear or use or any Herbalife Nutrition item that will
convince people to talk to you–this makes conversation
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easy
Talk to People
•	W hen they ask, tell your nutrition experience and
income from business based on actual receipts.
• Explain the products and business opportunity
• Explain how nutrition can improve towards health
• Talk to everyone
Where can I get more training on the Herbalife
Nutrition products and selling methods?
You have a multitude of fantastic choices! Your Sponsor
and/or upline Supervisor should be able to assist you,
and we always suggest you contact them first. There are
many training sessions held throughout the world every
year and by clicking on in.myHerbalife.com, you can
access training and business-building tools 24/7. Some
of our websites include:

Rules of Conduct and Associate Policies IMPORTANT
NOTICE!
Following are the answers to some of the most
commonly asked questions by new Associates regarding
Herbalife Nutrition’s “India rules of conduct." Please
carefully read the “India rules of conduct (book 2)”,
which will provide you with the details of such rules.
These India rules of conduct have been established for
your protection. They represent the code of ethics by
which all Herbalife Nutrition Associates must operate.
We encourage you to read and understand them, so
you are fully aware not only of your own obligations, but
also of your rights as a Herbalife Nutrition Associate.
We believe Herbalife Nutrition’s products, Sales and
marketing Plan are the best in the industry. We also
believe in our Associates, and in supporting them by
working together to uphold the highest possible ethical
standards. We are committed to maintaining the integrity
of Herbalife Nutrition and its Sales and marketing Plan.

Herbalife.com
Herbalife Nutrition’s official website establishes Herbalife
Nutrition as the leading weight management, targeted
nutrition products for information, education and business
opportunity.
in.MyHerbalife.com
The primary business management and success resource
website for Herbalife Nutrition Associates-optimizing
recruitment, retention, retail and community. Login
requires Associate ID and PIN Code.
Herbalife Nutrition Broadband Network HBN offers:
• Exciting product launches
• Unbeatable video training from Herbalife ’s founder
•	Live question-and-answer sessions with top Associates
and Herbalife Nutrition’s Doctors
•	M otivation by Jim Rohn, world-renowned business
speaker
• House-Party training
Once I qualify for earnings, are there any special
procedures to follow?
Yes, and they are quite simple. In order to receive your
earnings, you must strictly adhere to Herbalife’s 10 Retail
Customers (4.2.2)&70% Rule(4.2.3). Please refer to Rule
No. 20 in the India rules of conduct (Book 2)”
Are there any tax matter I should be aware of?
Yes, and they are similar to any business you would
independently operate. Associates are solely responsible
for the proper reporting of their income and payment
of their taxes. Any questions should be referred to
the individual Associate’s own tax advisor. For more
information, please refer to the Tax Information section
after the Ordering Procedures section in this book.
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What are the age requirements for becoming an
Associate?
An applicant must be at least 18 years of age to become
a Herbalife Nutrition Associate and conduct business in
India.
May my spouse and I have separate Associate-ships?
Married couple may have only one Associate-ship.
Married couple wishing to become Associates together,
must complete and sign a single Associate Application,
thereby having only one Sponsor. It is very important for
new Associates to note that an individual may have only
one Herbalife Nutrition Associate-ship and should never
sign more than one Associate Application. Please see
“India rules of conduct (book 2) “for full details.
May I submit my Associate Application & Agreement
in the name of a Corporation or Partnership?
The long-term success of Herbalife Nutrition’s Sales and
marketing Plan has been based on the entrepreneurial
spirit of individuals. In order to help protect the integrity
of the Sales and marketing Plan, Herbalife Nutrition only
accepts Associate Application & Agreement in the name
of individuals. Please refer to Rule No.2.1.1 “India rules
of conduct (book 2)” for full details.
What is the relationship with my Sponsor?
The business relationship between an Associate and their
Sponsor is the foundation of Herbalife Nutrition’s Sales
and marketing Plan. Many Sponsors spend a significant
amount of time locating new Associates, training and
working with them over a period of time. Please refer
the “India rules of conduct (book 2) for details regarding
responsibilities of a Sponsor.
May I sell Herbalife Nutrition products anywhere in
the world?
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No, since the regulations of various countries vary from
one country to another country.
What is Herbalife Nutrition’s Customer Refund
Policy?
Herbalife Nutrition products have a 30-day money back
guarantee for the consumers, from the time the product
is received. Associates must respond quickly and
courteously when the consumer requests this guarantee
be honored. The Associate may offer the retail customer
a choice of a full refund of the purchase price or full credit
for exchange of other Herbalife Nutrition products, and the
Associate must honor the retail customer’s choice. Please
refer Sales and marketing Plan section in the “India rules
of conduct (book 2)for full details on these procedures,
policies and rules.
Does Herbalife Nutrition have specific policies and
rules regarding advertising and promotion?
The integrity of Herbalife Nutrition’s Sales and marketing
Plan, and legalities make it necessary for us to enforce
important rules and policies regarding advertising and
promotion. We are confident that you will find these rules
and policies protect you and your business as much as they
protect Herbalife Nutrition.
Associates may produce their own ads or flyers, provided
they follow all of Herbalife Nutrition’s rules for advertising.
It is the Associate’s responsibility to ensure they are
complying with these rules. If you have any questions
regarding our advertising guidelines, please contact
Herbalife Nutrition’s Associate Services Department.
Additionally, please refer to India rules of conduct (book
2)or refer to in.myherbalife.com for full details.

Herbalife Nutrition Offices
Listed below are addresses, phone numbers and hours
of operation for Herbalife Nutrition’s Offices. Herbalife
Nutrition Associates may order products or literature to
be shipped from any of the following Associate centre.
However, no material can be shipped across international
boundaries. Please contact your local Associate Services
Department to place an order.
For information regarding Herbalife Nutrition’s Distribution
Centers throughout the world, please refer to the listing
on in.myHerbalife.com or contact the Associate Services
department at +91 80 40311444.
If you have any questions or require assistance placing
an order, please call Herbalife Nutrition’s Associate
Services Department or the Nearest Distribution Center.
INDIA Corporate Office
India Head Office (Bengaluru)
Herbalife International India Private Limited
No:14, Pardhanani Wilshire
Commissariat Road, Bengaluru 560 025
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Board Ph: 91 80 4341 1222
Sales Centre
India Bengaluru Sales Center
Herbalife International India Private Limited
“Condor Mirage”
101/1, Richmond Road
Richmond Town, Bengaluru 560 025
Associate Services Ph: 91 80 403 11444 (Query)
Orders Phone (Toll Free) 1800 102 2444 (Orders only)
Associate Services Fax: 91 80 40311445 & 40311446
Walk-in/mail-in/Phone-in/Fax-in
Business Hours:
Monday - Friday 10:00 am - 6:00 pm
Saturday 10:00 am - 2:00 pm
India-New Delhi Sales Centre
Walk-in/Mail-in
Nulon House, Tribuvan Complex,
Ishwar Nagar, 10 th Mile Stone, Delhi-Mathura Road
New Delhi - 110065
Business Hours:
Monday - Friday 10:00 am - 6:00 pm
Saturday 10:00 am - 2:00 pm
FAX:- 91 11 4000 5655,
India-Mumbai Sales Centre
Walk-in/Mail-in
Herbalife International India Pvt. Ltd.
Narain Chambers, Junction of M.G. Road & Subhash
Road, Vile Parle East, Mumbai - 400 057
Business Hours:
Monday - Friday 10:00 am - 6:00 pm
Saturday 10:00 am - 2:00 pm
India-Kolkata Sales Centre
Walk-In Center Only
Herbalife International India Pvt. Ltd.
Bharatiya Bhasha Parishad
Ground Floor 36A, Shakespeare Sarani,
Kolkata - 700017, West Bengal
Business Hours:
Monday - Friday 10:00 am - 6:00 pm
Saturday 10:00 am - 2:00 pm

India-Chennai Sales Centre
WI Centre Only
Ground Floor, “Prestige Palladium Bayan”, Old No 12,
New No 129-140, Greams Road, Chennai - 600 006
Business Hours:
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Walk-in
Monday - Friday 10:00 am – 6:00 pm (WI only)
Saturday 10:00 am – 2:00 pm (WI only)

Business Hours:
Walk-in
Monday - Friday 10:00 am – 6:00 pm (WI only)
Saturday 10:00 am – 2:00 pm (WI only)

Quick Response Centre

India-Bhubaneswar Quick Response Centre

Pick up Centre
Ground FI, Mayur Gardens, G.S. Rd, OPP
HDFC Bank, Guwahati – 781005, Assam

Pick up centre
Bhubaneswar QRC
c/o AFL Pvt. Ltd Logistics Division,
Shop No 29 & 35, Bharati Towers
Forest Park, Bhubaneshwar – 751009, Orissa

Business Hours:
Walk-in
Monday - Friday 10:00 am – 6:00 pm (WI only)
Saturday 10:00 am – 2:00 pm (WI only)

Business Hours:
Walk-in
Monday - Friday 10:00 am – 6:00 pm (WI only)
Saturday 10:00 am – 2:00 pm (WI only)

India-Hyderabad Quick Response Centre

India-Imphal Quick Response Centre

PG1A & G1B, Ground Floor,
Prajay Corporate House, Chikoti Gardens, Begumpet,
Hyderabad -500016, Telangana

Pick up centre
Imphal QRC
Kangjabi Leirak Machin,
Nagamapal, Imphal – 795004, Manipur

India-Guwahati Quick Response Centre

Business Hours:
Walk-in
Monday -Friday 10:00 am – 6:00 pm (WI only)
Saturday 10:00 am – 2:00 pm (WI only)

Business Hours:
Walk-in
Monday - Friday 10:00 am – 5:00 pm (WI only)
Saturday 10:00 am – 2:00 pm (WI only)

India-Pune Quick Response Centre
Pune QRC
City mall, Shop.No.111, 112, 113, Plot #1,
Survey#132-B, University Road,
Ganesh Khind, Pune – 411007, Maharashtra
Business Hours:
Monday - Friday 10:00 am – 6:00 pm (WI only)
Saturday 10:00 am – 2:00 pm (WI only)
India - Vijaywada Quick Response Centre
Pick up centre
Vijaywada QRC
Herbalife International India Pvt. Ltd.
“Vaishnavi Elite” Ground Floor (Shop No.1, 2, 3),
Sunnapubattila Center, Near Amma Kalyana Mandapam,
Mogalarajapuram, Vijayawada - 520008
Business Hours:
Monday - Friday 10:00 am – 6:00 pm (WI only)
Saturday 10:00 am – 2:00 pm (WI only)
India-Lucknow Quick Response Centre
Herbalife International India Pvt. Ltd.
Tej Kumar Plaza, Ground Floor, Lucknow
Uttar Pradesh
IN - India 226001
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India- Ahmedabad Quick Response Centre
Pick up centre
Ahmedabad QRC
Herbalife International India Pvt Ltd
Ground Floor & First Floor, Anmol Business Centre, Opp
Neel Deep Tower, Navrangpura, Ahmedabad – 380009
Gujarat
Business Hours:
Walk-in
Monday - Friday 10:00 am – 5:00 pm (WI only)
Saturday 10:00 am – 2:00 pm (WI only)

Glossary
FREQUENTLY ASKED QUESTIONS

BizWorks: A powerful online business tool designed by
Associates for Associates to help them grow and organise
their business online, so they can make the most of their
time offline. BizWorks is powered by in.myherbalife.com, and
accessible through in.myherbalife.com 24 hours a day, seven
days a week and is available on mobile.
Business Methods: Daily Associate activities that drive their
business in retailing, recruiting and retention.
Casa Herbalife Programme: HFF’s lagship Casa Herbalife
program was introduced in 2005 to support existing
charitable organisations that are changing children’s lives.
The programme, named after the Brazilian orphanage Mark
Hughes, Herbalife Nutrition Founder and First Distributor,
(1956 - 2000) and HFF built in 1998, has spread across
the globe, helping to provide proper nutrition to children
in more than 90 locations on six continents. For the latest
information, check the Press Room on Herbalife.com or visit
HerbalifeFamilyFoundation.org.
Circle of Influence: People you already know such as family
members, friends and work colleagues who you could contact
as prospective customers.

Nutrition Associates who exemplify the Foundation’s mission
and, through their outstanding involvement and dedication,
have made a significant contribution to changing lives through
community service. The honouree is announced at the
Herbalife Nutrition Honours event.
Independent Herbalife Nutrition Associate: Anyone who
submits Herbalife Nutrition a valid and complete Associateship
Application which has been accepted by Herbalife Nutrition.
L.A. Live: The location of the Herbalife Nutrition principal
executive offices in downtown Los Angeles.
Level 10: Reaching your personal best - whatever that is for you.
Lineage: All Associates who are part of one organisation as a
result of sponsoring or being sponsored.
Nutrition Club: Nutrition Clubs are a place where attendees
can meet regularly with like-minded people and recognize one
another's progress and nutrition results. It is also somewhere
from which you can operate Business Methods and activities
Production Bonus: A bonus of 2% to 7% earned on your entire
downline organisation's activity paid to eligible TAB Team.

Commission: The difference between the discounted price
paid by the Sponsor and the price paid by the downline
Associates. It is also known as Wholesale Profit.

Profit, Retail: The difference between the discounted
product price paid by an Associate and the retail price paid
by a customer.

Customer: Anyone who is not an Independent Herbalife
Nutrition Associate and purchases Herbalife Nutrition products
at retail price.

Profit, Wholesale: The difference between the discounted
price paid by the Sponsor and the price paid by the downline
Associate. Also known as Commission.

Downline: All Associates personally sponsored by you as well
as all other persons sponsored by them.

Qualifying Month: The month in which an Associate meets
the requirements for a specific qualification.

Earn Base Value: The value assigned to a product, in local
currency, on which discounts and earnings are calculated.

Volume Rebate: A monthly payment ranging from 1% to 5%
made to Fully Qualified Supervisors on the sales activity of
their three levels of active downline Supervisors.

First-Level Associate: All Associates you personally sponsor
are considered your First Level.
Fully Qualified Supervisor: An Associate who has met
all the requirements for Supervisor qualification and is now
entitled to all Supervisor privileges.
Gold Standard Guarantees: Herbalife Nutrition guarantees
which go above and beyond industry standard consumer
protections. Read them in full at Herbalife.com or on the
Associate Application and Agreement form.
HBN - Herbalife Broadband Network (also known as
the Video Library): The in-house Herbalife Nutrition video
production and online distribution unit.
Herbalife Family Foundation (HFF): Established in 1994 by
mark Hughes, Herbalife Nutrition Founder and First Associate
(1956- 2000), HFF is a nonprofit organisation dedicated
to improving the lives of children by helping charitable
organisations provide healthy nutrition to children in need.
Additionally, HFF often supports relief efforts in response to
catastrophic natural disasters around the world. In 2005, HFF
was proud to introduce the Casa Herbalife Programme. Today,
HFF supports over 120 Casa Herbalife programmes in more
than 50 countries and serves over 100,000 children daily. HFF
is supported by Independent Herbalife Nutrition Associates,
their friends and families and Herbalife Nutrition employees.
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Royalty Points: Used for qualification purposes, this is the
sum of a Supervisor’s Organisational Volume times their
royalty earnings percentage.
Sales & Marketing Plan (also known as the Marketing
Plan): The compensation and advancement structure for
Herbalife Nutrition Associates.
Sponsor: An Associate who brings another individual into
Herbalife Nutrition.
Upline Organisation: Your Sponsor and their Sponsor and
their Sponsor’s Sponsor, and so on.
Volume, Encumbered: Volume being used by your downline
for Supervisor qualification purposes.
Volume, Personally Purchased: The volume from orders
purchased directly from Herbalife Nutrition using your Herbalife
Nutrition Identification Number.
Volume, Unencumbered: Volume not being used by your
downline for Supervisor qualification purposes.
Volume Point: A point value assigned to each Herbalife
Nutrition product that is equal in all countries.

HFF Humanitarian Award: Established in 2007, the HFF
Humanitarian Award recognises Independent Herbalife
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Check out our social media presence for ideas, advice and the latest
news on all things Herbalife Nutrition. What’s more, these cool and
engaging posts are perfect to share to your own page as a valuable
and credible resource.

Facebook.com/Herbalife

Order the way you want, when you want!

Top time saving tips for placing your order:

The easiest way to order is online at in.MyHerbalife.com

•H
 ave your Herbalife Nutrition ID number ready when you place
your order.

If you'd like to talk to someone, speak with one of our friendly
Associate Services team, who are on hand to answer any
questions you may have!

• Provide the delivery method and the delivery address (including
the postcode).
• Have your credit card details ready (if you are paying this way).
• Have a pen and paper to jot down the order number and other
relevant details.

Online & Mobile

Telephone

in.myhebalife.com
m.myherbalife.com

+91-80-40311444

