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At Trilivy, our independent Trilivy coaches
are at the heart of everything we do.
Through our breakthrough metabolic
science, personalized coaching, and Habits
of Health Transiormational System®,
coaches help others achieve liielong
transiormation through metabolic science
and human connection™.

YOUR BEST LIFE IS WAITING.
ALL YOU HAVE TO DO IS
TAKE THE FIRST STEP.

The Trilivy Compensation Plan rewards
coaches for growing a business that makes
a meaningful impact. Outlined in this
document are the many ways coaches can
be compensated as they support others in
achieving optimal metabolic health while
building their business.
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The Trilivy Compensation Plan is designed to reward:
e CLIENT ACQUISITION AND SUPPORT
¢ COACH SPONSORSHIP AND MENTORSHIP

e TEAM BUILDING AND DUPLICATION

e ADVANCED TEAM BUILDING AND LEADERSHIP DEVELOPMENT

There are three primary earning opportunities with Trilivy which correlate to the three levels of
Competency in our business plan:

I. SHARE: Client Acquisition and Support

¢ Client Support Commissions
* Client Support Bonus
* CSB+ (Client Support Bonus +)

e Coach Accelerator Bonus

II. EXPAND: Coach Sponsoring and Team Building
® Accelerator Assist Bonus
e Team Building Bonus

¢ Executive Director Rank Advancement Bonus

I MULTIPLY: Leadership Development

® Rank Advancement Bonus (Regional Director through Presidential Director)

e Executive Director Generation Bonus
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Fundamentals — Understanding Volume Types

At Trilivy, we believe in protecting the value of a
coach’s business. Therefore, we have two types of
volume in the Trilivy Compensation Plan:

COMPENSATION VOLUME (CV) -

the value assigned to any product/item in the Trilivy
product portfolio for the purposes of compensation
calculation. All products have a Compensation
Volume, ranging from 0% to 100%, of the product
price. All commissions and bonuses are paid on
Compensation Volume.

QUALIFYING VOLUME (QV) -

the amount assigned to an item to determine rank
and bonus qualification. Qualifying Volume is used
to standardize the duplication model to ensure that
the level of effort for qualification remains the same
over time and across market.

Let’s look at these in greater detail:

Compensation Volume (CV) is on an item level. Since clients typically order
more than one item at a time, all of the CV for a client is summed to create
Personal Compensation Volume (PCV). Then, all of the PCV for a coach’s
personally sponsored (Frontline or Level 1) clients and coaches are summed
to create the coach’s Frontline Compensation Volume (FCV). A coach’s Group
Compensation Volume (GCV) is simply the sum of all PCV for all clients and
coaches in their organization.

Note: A coach’s own PCV is not included in either their FCV or GCV, since
coaches are not paid on their own personal orders.

Qualifying Volume (QV) works exactly the same way. All the QV for a client’s
order is summed to create Personal Qualifying Volume (PQV). Then, all of

the PQV for a coach’s personally sponsored (Frontline or Level 1) clients and
coaches are summed to create the coach’s Frontline Qualifying Volume (FQV).
A coach’s Group Qualifying Volume (GQV) is simply the PQV of all clients and
coaches in their organization.

Note: A coach’s own PQV is not included in either their FQV or GQV. since
coaches are not paid on their own personal orders.
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Client Acquisition and Support At Trilivy, we reward coaches for their personal efforts and experience;
therefore, our client Support Bonuses are tiered — allowing for greater earning

Welcoming clients and supporting them on their journey are the foundation of ~ opportunities as more orders are generated by your personal clients. While

a successful Trilivy business and, for many, are the starting point in our business  supporting a minimum of 5 clients, the greater a coach’s Frontline Qualifying

model. Trilivy coaches are compensated based on orders placed by their Volume (FQV), the greater percentage of Frontline Compensation Volume

personally sponsored and supported clients. A client can order online via a (FCV) they earn.

coach’s personalized Trilivy website (which is provided by the company).

Client Support Bonus Tiers (Minimum 5 ordering entities)

(lient Support Commissions & Bonuses

Conchos wil 10% o e P c ' Minimum Minimum Minimum Minimum
oaches will earn a 10% commission on the Personal Compensation

Volume (PCV) of orders placed by their Frontline (Level 1) clients. Personal L500FQV 3000FQV 4,500 FOV 6,000 FOV
Compensation Volume is the combined Compensation Volume (CV) of all 10% 15% 20% 25%
commissionable items on an order.

Trilivy Coach

355 PQV x 5 clients = 1,775 FQV = Senior Coach
1,775 FQV /1,950 FCV 390 PCV x 5 = 1,950 FCV x 20% (10% CSC and 10% CSB) = $390.00.

@ @ ® R @

355 PQV /390 PCV 355 PQV /390 PCV 355 PQV /390 PCV 355 PQV / 390 PCV 355 PQV /390 PCV

*Hypothetical example to illustrate the mechanics of the Compensation Plan only.
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Client Support Bonus + (CSB+) Coach Accelerator Bonus (CAB)

At Trilivy, welcoming new clients is important. Trilivy knows how important it is to get off to the
Client Support Bonus+ provides coaches the opportunity to earn an rlght start Wlth y0u1' Nnew bUSIHQSS.

additional 5% or 10% of their Frontline Compensation Volume (FCV) ]

in addition to monthly client support bonuses by welcoming new clients We offer a special bong§ to reward new coa.ches who get on the fast track
to the Trilivy community. to success. As a new Trilivy coach, for your first three months you have the

opportunity to earn $500 for the first 5 New Qualified Clients*, $1,000 for
the following 5 New Qualified Clients, and another $2,000 for the next 5
New Qualified Clients. New Trilivy coaches have the potential to earn up to
$3,500 in their first three months.

Coach Accelerator and Accelerator Assist Bonus Amounts

Number of Qualified
Clients” Acquired

Client Support Bonus+

Cumulative

New Clients” CAB AAB

5.9 Additional 5% payout on the coach’s
B FCV for that Monthly Bonus Period

5-9 clients S500 S500

1014 clients +S1,000 S1,000

10+ Additional 10% payout on the coach’s
FCV for that Monthly Bonus Period

15+ clients +$2,000 $2,000

* A “Qualified New Client” is a client who has never previously placed an order with the company and has 275+ Personal Qualifying Volume (PQV) during a Monthly Bonus Period. The PQV can be composed of multiple orders, so
long as these orders are all placed in the Monthly Bonus Period. Please note that clients originating from the leads pool that are company-acquired and converted do not count as Qualified New Clients. Please see Coach Support
HQ for additional details on the leads pool.



Trl I |Vy Compensation Plan

Coach Sponsoring and Team Building

In order to maximize the earning opportunity with Trilivy, a coach must build and mentor coach teams.

Accelerator Assist Bonus

As a Business Coach, when you help a personally sponsored new coach earn their first Coach Accelerator Bonus (CAB) within their first three (3) months, you
will earn a matching Accelerator Assist Bonus. Sponsoring coaches have the opportunity to earn matching bonuses of up to $3,500 in their new coaches'’ first
three months.

Team Building Bonus

The Team Building Bonus provides the opportunity for a Business coach to earn on orders of other coaches and their Teams. This bonus is only available to
Business Coaches qualifying at the Senior Coach level or higher and is earned only on non-Executive Director Teams in a coach’s Generation 0O, excluding FCV.

Team Building Bonus

Ranks Maximum Earnings
Apprentice Coach
Senior Coach 3%
Executive Director 4%
Regional Director 4%
Senior Regional Director 4%
National Director 4%
Global Director 4%
Senior Global Director 4%
Presidential Director 4%
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Advanced Team Building and Leadership Development ‘ ‘

Leaders drive all successiul organizations,

and within Trilivy, leaders play a vital role in
communicating, training, supporting, shaping,
building, defining, and living the mission

of Trilivy.

Rank Advancement Bonus

Trilivy coaches that advance to Executive Director or higher ranks and
maintain that rank or higher for three (3) consecutive months will earn the
Rank Advancement Bonus.

Rank Advancement Bonus

Ranks Bonus

Apprentice Coach —

Senior Coach —
Executive Director $2,000.00
Regional Director $3,000.00
Senior Regional Director $4.000.00
National Director $5,000.00
Global Director $7500.00
Senior Global Director $10,000.00
Presidential Director $15000.00

*Must maintain rank 3 consecutive months
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Advanced Team Building and Leadership Development

Executive Director Generation Bonus

The Executive Director Generation Bonuses are business development bonuses that reward Business Leaders qualifying as a Regional Director or higher for
developing Executive Directors within their organizations.

In order to maximize the benefit of the Executive Director Generation Bonus, it's important for a Business Leader to develop separate Executive Director Teams.
An Executive Director Team is defined as a Qualifying Executive Director (or higher) in a unique Line of Sponsorship (an Executive Director does not need to be
personally sponsored). The Executive Director Generation Bonuses are paid on an entire Executive Director’s organization, which is defined as all of the Trilivy
coaches and their clients within a Line of Sponsorship of a Qualified Executive Director (or higher), down to the next Qualified Executive Director (or higher) in
depth. The term for this is “Generation,” and the diagram on the next page demonstrates Executive Director Generations visually down through six Generations.
The diagram outlines the six Generations of depth by which a Presidential Director is eligible to receive generational earnings.

The table below displays the percentage earned on each Executive Director Generation. Bonuses are paid as a percentage of the Executive Director in depth’s
Group Compensation Volume (GCV), down to the next Executive Director in—depth (next Generation).

Executive Director Generation Bonus

Ranks Generation 1 Generation 2 Generation 3 Generation 4 Generation 5 Generation 6
Regional Director 49%
Senior 40¢ 40
Regional Director 0 0
National Director 49 49 3%
Global Director 49 49 3% 3%
Senior 0 0 0 0 0
Global Director 4% 4% 3% 3% 2%
Presidential 0 0 0 0 0 0
Director 4% 4% 3% 3% 2% 2%
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Advanced Team Building and Leadership Development

Teams in—depth — Generations of Executive Directors

LEVEL 1

BO
I

Executive Director Apprentice Coach Senior Coach

D

D

Senior Coach

Presidential Director

@

Regional Director

@

Executive Director

Ser.1ior Executive Director Senior Coach Ser.nor
Regional Regional
Director & Director
Executive Director Executive Director National Executive Director Regional Director
Director
. Generation O @
. Generation 1 Regional Director Executive Director Executive Director '-\I,Dei?eigtr;ar‘
. Generation 2
Generation 3
. . Executive Director
Generation 4 Senior
Regional
Director
. Generation 5
. Generation 6

Executive Director Executive Director

Executive Director
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Executive Director Executive Director

DAL D

Executive Director

D
D

Regional Director Regional Director

D
D

Senior
Regional
Director

Executive Director

Senior
Regional
Director

Executive Director

@

Executive Director

D

Regional Director

D

Regional Director

@

Executive Director

D

Executive Director
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Trilivy Career Path and Rank Qualifications

Rank

Qualifications

Apprentice Coach

Less than 1,500 FQV or less than 5 Ordering Entities

Senior Coach (SC)

1,500 FQV and 5 Ordering Entities

Executive Director (ED)

Qualified Senior Coach (SC) with 4,500 FQV and 6,000 GOV

Regional Director

Qualified Executive Director (ED) with 1 Executive Director (ED) Team

Senior Regional Director

Qualified Executive Director (ED) with 2 Executive Director (ED) Teams

National Director

Qualified Executive Director (ED) with 3 Executive Director (ED) Teams

Global Director

Qualified Executive Director (ED) with 5 Executive Director (ED) Teams

Senior Global Director

Qualified Executive Director (ED) with 7 Executive Director (ED) Teams

Presidential Director

Qualified Executive Director (ED) with 10 Executive Director (ED) Teams

11
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Special characteristics and criteria of the Trilivy Compensation Plan

To better understand the details of
the Trilivy Compensation Plan, a
coach should be familiar with the
following special characteristics
and criteria. A glossary is provided
at the end of this document for
your reference.

Crediting of products & orders for compensation

e Clients and coaches pay the same price
for products.

® Compensation, including commissions and
bonuses, is based on Compensation Volume (CV)
Compensation Volume is the value assigned to
eligible products in the Trilivy product
portfolio for compensation calculation purposes.
Compensation is paid on the Compensation
Volume of Commissionable Goods only.
Commissionable goods may include eligible
Trilivy products, such as Fuelings and snacks.
Fees, taxes, shipping, and other non-eligible
items are not included in Compensation Volume.

* Coaches and their co-applicants do not receive
compensation or credit for their personal orders.
This is because coaches and their co-applicants
(if applicable) are considered the personal clients
of their sponsor coach, and therefore their orders
are credited to their sponsor.

* All ranks and bonus qualifications are based
on Qualifying Volume (QV). All Commissionable
Goods are assigned a Qualifying Volume.
Noncommissionable (goods events, fees,
taxes, and shipping) do not have any
Qualifying Volume.

* Personally acquired clients and personally
sponsored coaches (people on a coach’s
Frontline) are considered to be on their first level
(Level 1) for Compensation purposes.

* Coaches receive compensation based on clients’
or coaches’ actual orders of products. When
a product is returned for a refund, the Personal
Qualifying Volume (PQV) amount associated with
that return will be deducted from the Trilivy
coach’s Frontline Qualifying Volume (FQV) and
Frontline Compensation Volume (will appear as
a negative Personal Qualifying Volume [PQV] and
negative Personal Compensation Volume [PCV]
amount for that client). As returns are processed
as negative Personal Qualifying Volume (PQV)
and Personal Compensation Volume (PCV), they
can impact all bonus and rank qualifications and
commissions and bonus calculations. Returns
and refunds are not processed on the last day of
a month.

* A client must have positive Personal Qualifying
Volume (PQV) to count as an Ordering Entity in a
Monthly Bonus Period. Clients who have negative
or zero Personal Qualifying Volume (PQV) do
not count as an Ordering Entity for
rank qualifications.
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Payment schedules and methods

Weekly Client Support Commissions (paid
on Level 1) are paid the week following a
Weekly Commission Period.

— A commission week is Monday starting
at 12:00 a.m. PT through Sunday 11:59
p.m. PT, and any orders placed and paid
for during that week will be paid as Client
Support Commissions the following
week.

Weekly Client Support Commissions are
paid at the base rate of 10%. Any additional
percentages earned for Frontline Qualifying
Volume (FQV) performance are paid with
monthly bonuses, on or about the 15th

of the month following the closure of the
Monthly Bonus Period.

Bonuses are paid on or about the 15th
of the month following the closure of the
Monthly Bonus Period.

— The Monthly Bonus Period for the
Compensation Plan is based on orders
placed and payments received in a
calendar month. The monthly period
begins at 12:00 a.m. PST on the first day
of the month and concludes at 11:59
p.m. PST on the last day of the month.
Personal Compensation Volume (PCV) is
credited for orders that are paid in full.

Compensation is disbursed via Trilivy

Pay, a virtual pay portal. The schedule

for disbursements is once per week for
commission payments and once per month
for monthly bonuses (if applicable).
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Special characteristics and criteria of the Trilivy Compensation Plan

Rank Advancement and Recognition

This is a real-time plan. Although coaches are granted a recognition title
based on their highest achievement level, they are paid month to month
based on their current monthly rank performance.

For the rank of Executive Director and above, a coach must reach rank
qualifications and maintain those qualifications for three consecutive months
to be recognized and honored at that new recognition title rank/ highest
rank achieved.

A coach will be paid at their performing rank, regardless of recognition title
rank/highest rank achieved.

The company reserves the right to use recognition title rank or qualification
rank for committee participation and selection, communication schedules,
invitations for trainings and events, and/or special recognitions.

o The company reserves the right to make any event, incentive trip, or
training, by invitation-only, based on recognition title rank or
qualification rank.

A coach is responsible for reviewing their performance throughout the
month to ensure their personal business goals are met. If any questions or
disputes about qualification, ranking, or performance arise, a coach has two
(2) business days from the end of the Weekly Commission Period or Monthly
Bonus Period to notify Trilivy. Failure to do so will result in the acceptance of
that qualification/rank/performance by the coach.

Qualification Notes

The first coach to qualify at a required rank qualifies that Team for the
purposes of Compensation. For example, if Bill, a Senior coach, sponsors
Sharon, also a Senior coach, Bill qualifies that Team as a Senior coach
Team.

This plan uses Compression, which is defined in the Glossary.

Compensation Statements

All Compensation statements (weekly commissions and monthly bonuses)
are available online via the coach portal for download by the coach.

13
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Glossary

The following are some important terms to learn regarding the Trilivy Compensation Plan:

Accelerator Assist Bonus: A matching bonus paid
to the Sponsor of a new Trilivy coach who earns
the Coach Accelerator Bonus (CAB). Sponsoring
coaches have the opportunity to earn a matching
bonus of up to $3,500 in their new coach’s CAB
qualification period.

Apprentice Coach: A Trilivy coach who has 500
FQV or 5 Ordering Entities.

Bonus Qualified: A Trilivy coach who has met the
requirements to earn specific bonuses within the
Trilivy Compensation Plan.

Business Coach: A coach who enrolls, trains,
and mentors Trilivy coaches. Synonymous with
"Sponsor.”

Business Leader: A Business coach who builds
Teams of Business coaches.

Career Path: Specific and measurable
accomplishments and benchmarks within the Trilivy
Compensation Plan that relate to set qualifications
of achievement or “ranks.”

Client: An individual who receives the support of
a Trilivy coach and orders Fuelings and other items
via a coach’s personalized website or by calling
Trilivy directly.

Client Support Bonus: Sliding scale bonus paid
to coaches who generate at least 1,500 Frontline
Qualifying Volume (FQV) in a Monthly Bonus
Period while supporting five (5) Ordering Entities.
Client Support Bonuses are paid as a percentage
of Frontline Compensation Volume (FCV)
generated in a Monthly Bonus Period from 10%
to 25%, depending on the Frontline Qualifying
Volume.

Client Support Bonus+ (CSB+): Tiered bonus paid
to coaches who welcome five (5) or more qualified
new clients in a given monthly bonus period.

Client Support Bonus+ is paid as a percentage of
Frontline Compensation Volume (FCV) generated
in a Monthly Bonus Period of 5% to 10%,
depending on the number of qualified frontline
clients.

Client Support Commission: Flat bonus of 10%
paid on Level 1 orders in a Weekly Commission
Period.

Coach: An individual or business entity who has
purchased a Trilivy Coach Kit and agreed to Trilivy's
terms and conditions, including, but not limited to,
the Independent Trilivy Coach Agreement. Also,
base rank in the Compensation Plan. Coaches are
ranked with tiers based on various qualifications,
which may include Ordering Entities, FQV, and
Executive Director Teams.

Coach Accelerator Bonus (CAB): New coaches
can earn when they develop at least five (5) New
Frontline Clients who each order at least 275
Personal Qualifying Volume (PQV) in a month. New
Trilivy coaches can earn CAB during their first three
(3) months as a coach.
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Commissionable Goods: Any products including
Trilivy Fuelings, Snacks, Trilivy Infusers, etc. that
can be consumed. Events, fees, taxes, business
renewal, admin fees, and shipping are not
Commissionable Goods, and thus not eligible for
compensation.

Compensation Volume (CV): The value assigned
to any product/item in the Trilivy product portfolio
for the purposes of compensation calculation. All
products/items have a Compensation Volume (CV)
amount which is an indexed amount, ranging from
0% to 100% of the retail price.

Compression: Any coach in the Line of
Sponsorship that fails to meet the qualification
requirements for rank or bonuses is ineligible
to receive certain bonuses, including Executive
Director Generation Bonuses.

Executive Director: A coach who qualifies as a
Senior Coach with 4,500 FQV and 6,000 GQV in a
Monthly Bonus Period.

Executive Director Generation Bonus: Bonus
paid to coaches who qualified as Regional Director
or higher in a Monthly Bonus Period. Paid as a
percentage of Compensation Volume (CV) on
generations of Executive Director Teams in depth.

Executive Director Team: A unique Line of
Business starting with the first qualified Executive
Director in depth. The first qualified Executive
Director in the Line of Business qualifies the Team
(Executive Director Teams DO NOT need to be
personally sponsored or on a coach’s Frontline/
Level 1).
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Glossary

Frontline: All clients and coaches in a coach’s
Level 1.

Frontline Qualifying Volume (FQV): The sum of
all Qualifying Volume (QV) on a coach’s Frontline
excluding a coach’s own Personal Qualifying
Volume (PQV). Frontline Qualifying Volume (FQV)
in a Monthly Bonus Period also determines the
percentage (if any) for various monthly bonuses,
including the Client Support Bonus (if applicable).

Frontline Compensation Volume (FCV): All of
the combined Personal Compensation Volume
(PCV) from orders of Commissionable Goods
placed by individuals in a coach’s Frontline (Level
1), excluding a coach’s own Personal Compensation
Volume (PCV). Commissions are paid weekly on
Frontline Compensation Volume (FCV).

Generation: All of the coaches and their clients
within a qualified Executive Director’s Line of
Business, down to the next qualified Executive
Director (or above) in depth.

Generation Compensation Volume (Gen CV):
All Compensation Volume (CV) from a qualified
Executive Director’s (or higher) Team, down to
the next qualified Executive Director (or higher)
in depth. Generation Volume is used for the
calculation of Executive Director Generation
Bonuses.

Global Director: A coach who qualifies as an
Executive Director and has five (5) or six (6)
qualified Executive Director Teams in a Monthly
Bonus Period.

Group Qualifying Volume (GQV): The sum of all
Qualifying Volume (QV) in a coach’s organization,
including their Frontline Qualifying Volume (FQV).
DOES NOT include a coach’s Personal Qualifying
Volume (PQV).

Group Compensation Volume (GCV): Total
volume from all of the orders on which a

coach receives compensation, including their
Frontline Compensation Volume (FCV). Group
Compensation Volume (GCV) does not include a
coach'’s Personal Compensation Volume (PCV).

Highest Rank Achieved: The highest rank ever
achieved by a coach in the Compensation Plan.
Highest Rank Achieved is used for recognition
purposes only and is subject to maintenance
requirements. Rank must be achieved for three
consecutive months. Also known as “Recognition
Title Rank” or "Title Rank.”

In-depth (or Depth): The clients and/or coaches
in a coach’s business below their Frontline (Level
1). Depth occurs as coaches sponsor other coaches
and begin building teams.

Line of Sponsorship (“Upline”): The lineage
of coaches from an individual to their coach
(Sponsor), connected to the next upline coach
and so forth until reaching Top of Tree. A Line
of Sponsorship looks upline, whereas a Line of
Business looks downline.

Monthly Bonus Period: Period for which rank
qualifications and monthly bonuses are calculated.
Begins at 12:00 a.m. PT on the first calendar day of
the month and ends at 11:59 p.m. PST on the last
calendar day of the month.
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National Director: A coach who qualifies as an
Executive Director and has three (3) to four (4)
qualified Executive Director Teams in a Monthly
Bonus Period.

New Client: Someone who has never placed an
order through or with company

New Coach: Someone who has never purchased
an company Coach Kit.

Ordering Entity: Any Frontline/Level 1 client or
coach with positive Personal Qualifying Volume
(PQV) in a Monthly Bonus Period or a coach Team
with positive Group Qualifying Volume (GQV) in a
Monthly Bonus Period.

Personal Compensation Volume (PCV): The
combined Compensation Volume (CV) for an
individual in the given period (weekly or monthly).
Personal Compensation Volume is NOT included
in a coach’s Frontline Compensation Volume (FCV)
or Group Compensation Volume (GCV) since a
coach is always considered to be a client of his/
her sponsor. Coaches (and any applicable Co-
Applicant) DO NOT receive compensation for their
personal orders or on their own PCV at all.

Personal Qualifying Volume (PQV): The sum

of the Qualifying Volume (QV) for an individual
account in the given period (weekly or monthly).
Personal Qualifying Volume (PQV) is not included
in a coach’s Frontline Qualifying Volume (FQV) or
Group Qualifying Volume (GQV), since a coach is
always considered to be a client of their Sponsor.
Coaches (and any applicable Co-Applicant) DO
NOT receive credit for their personal orders or on
their own PQV at all.
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Glossary

Presidential Director: A coach who qualifies as
an Executive Director and has ten (10) or more
qualified Executive Director Teams in a Monthly
Bonus Period.

Qualified: When a coach meets all criteria for a
specific rank or bonuses in the current Monthly
Bonus Period.

Qualified Client: a client who has never previously
placed an order with Trilivy and has 275+ Personal
Qualifying Volume (PQV) during a Monthly Bonus
Period. The PQV can be composed of multiple
orders, so long as these orders are all placed

in the Monthly Bonus Period. Please note that
clients originating from the leads pool that are
Company-acquired and converted do not count as
Qualified New Clients, please see Coach Support
Headquarters for additional details on the leads
pool.

Qualified Rank: A coach will be paid in any
Monthly Bonus Period based on the rank criteria
they have achieved in that Monthly Bonus

Period. Qualified rank is determined by actual
performance for the month closing. E.g. Title rank
in May = Global Director. Criteria met in May =
National Director. Qualified rank in May (paid 15th
June) = National Director.

Qualifying Volume (QV): The volume amount
assigned to an item to determine rank and bonus
qualification. Qualifying Volume (QV) is used to
standardize the duplication model across market
variations while ensuring that the level of effort for
qualification remains the same across markets.

Recognition Title Rank: The highest rank a coach
has achieved in the Compensation Plan. Title rank
is used for recognition purposes only. Recognition
Title Rank is subject to maintenance requirements.
Synonymous with Highest Rank Achieved or Title
Rank.

Regional Director: A coach who qualifies as
an Executive Director and has one (1) qualified
Executive Director Team in a Monthly Bonus
Period.

Senior Coach: A coach who has at least 1,500
Frontline Qualifying Volume (FQV) in a Monthly
Bonus Period from five (5) ordering entities.

Senior Coach Team: A unique Line of Business
starting with the first qualified Senior Coach in
depth. The first qualified Senior Coach in the
Line of Business qualifies the team. (Senior Coach
Teams DO NOT need to be personally sponsored
or on a coach’s Frontline/Level 1).
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Senior Global Director: Qualified Executive
Director (ED) with 7-9 Executive Director (ED)
Teams.

Senior Regional Director: Qualified Executive
Director (ED) with two Executive Director (ED)
Teams.

Team Building Bonus: Additional incremental
bonuses available to those who qualify as Senior
Coach or higher in a Monthly Bonus Period. Paid
on non-ED Teams, or a coach’s Generation O
volume. Team Building Bonuses are not paid on
Frontline Compensation Volume (FCV) (covered
in Client Support Bonuses) or Executive Director
Teams (covered in Generation Bonuses).

Weekly Commission Period: Period for which
Client Support Commissions are calculated. Begins
at 12:00 a.m. PST on Monday and ends at 11:59
p.m. PST on Sunday.
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Volume Types

Commissions and Bonuses are calculated on Compensation Volume (CV) Rank and Bonus qualifications are determined by Qualifying Volume (QV)

At-A-Glance

Trilivy Rank Requirements

Apprenctice Coach Senior Coach Executive Director Regional Director Senior Regional Director National Director Global Director Senior Global Director | Presidential Director
Ordering Entities <5 5 5 5 5 5 5 5 5
Minimum Frontline _ -
Qualif)g:'crgv\)/olume 1,500 4,500 4,500 4,500 4,500 4,500 4,500 4,500
Minimum Group
oualif;(/iGrg \Xolume 6,000 6,000 6,000 6,000 6,000 6,000 6,000
Qualified ED Teams 1 2 3 5 7 10
Trilivy Coach Compensation (Client Support)
lessien 158 F"’(’l‘:t(':i'\‘; Qg Yellmie Minimum 1,500 FQV Minimum 3,000 FQV Minimum 4,500 FQV Minimum 6,000 FQV
Client Si rt / / /
c'j,',‘,mi‘s‘ggﬁs 10% 10% 10% 10% 10%
Client Support Bonuses y 0/ o/ 0, Ry
(Min. 5 Ordering Entities) NA 10% 15% 20% 25%
Total Client Support y - / /
° éom'pe:nsa:mo 10% 20% 25% 30% 35%
Coach Accelerator B: “y sy < - . .. - e 1 . .
e Cc(?::; or monte Farn up $3,500 within a Coachs first three (3) commission periods for acquiring at least 5 new qualified Clients during eligibility period.
Client Support Bonus + Earn an additional 5% of FCV for acquiring a minimum of 5 new qualified clients or 10% of FCV for a minimum of 10 new qualified Clients within a month.

Trilivy Coach Compensation (Coach Support and Leadership Development)

Apprenctice Coach Senior Coach Executive Director Regional Director Senior Regional Director National Director Global Director Senior Global Director Presidential Director
Acce'erat‘(’;AABs)s ist Bonus Matching bonus in the amount your frontline coach earns via Coach Accelerator Bonus within the first three (3) months.
Team Building Bonus 3% 49% 49% 49% 49% 4% 4% 49%
Rank Advancement $2000 $3000 $4000 $5000 $7500 $10000 $15000
" Padon ot ! 2 3 4 5 6

*Must maintain rank for 3 consecutive Months. Bonus can only be earned once per coach account
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