Terms and Conditions

Welcome to our website. If you continue to browsd ase this website, you are agreeing to complly aiitd be bound by the
following terms and conditions of use, which togetivith our privacy policy govern our relationshvth you in relation to this
website. If you disagree with any part of thesengeand conditions, please do not use our website.

The term ‘us’ or ‘we’ refers to the owner of thehsie whose registered office is 2317 N.Street, Colorado Springs, CO 80907.
The term ‘you’ refers to the user or viewer of aabsite.

The use of this website is subject to the followiegns of use:

« The content of the pages of this website is forrygmneral information and use only. It is subjectihange without notice.

« Neither we nor any third parties provide any watlyar guarantee as to the accuracy, timelines$opeance, completeness
or suitability of the information and materials falior offered on this website for any particulargmse. You acknowledge
that such information and materials may contaicéngacies or errors and we expressly exclude tiglidr any such
inaccuracies or errors to the fullest extent peadiby law.

« Your use of any information or materials on thissiée is entirely at your own risk, for which weadimot be liable. It shall
be your own responsibility to ensure that any potsluservices or information available through thebsite meet your
specific requirements.

- This website contains material which is owned biiaansed to us. This material includes, but islimoited to, the design,
layout, look, appearance and graphics. Reproduiprohibited other than in accordance with theycight notice, which
forms part of these terms and conditions.

« All trademarks reproduced in this website, which aot the property of, or licensed to the operatmg,acknowledged on the
website.

« Unauthorised use of this website may give rise ¢aan for damages and/or be a criminal offence.

« From time to time, this website may also incluadksi to other websites. These links are providegdor convenience to
provide further information. They do not signifyathwe endorse the website(s). We have no resptitysibr the content of
the linked website(s).

« Your use of this website and any dispute arisingodsuch use of the website is subject to the laingSA



ATTENTION CALIFORNIA CONSUMERS

As is required by, and to comply with Californiaatet Law (Proposition 65), be advised of the follogyias it applies to some
products available for purchase through this web$itARNING: This product may contain a chemicasobstance known to the
State of California to cause Cancer. WARNING: Tnieduct may contain a chemical or substance knowhe State of California to
cause birth defects or other reproductive harm.

What is Proposition 65?

In 1986, California voters approved an initiatieeaiddress their growing concerns about exposurertain chemicals or naturally
occurring substances. That initiative became ttie Banking Water and Toxic Enforcement Act of 198étter known by its
original name of Proposition 65. Proposition 65uiegs the State to publish a list of substancesvkno the State of California to
cause cancer or birth defects or other reprodubigven. This list, which must be updated at leaseanyear, has grown to include
approximately 800 chemicals and naturally occurgnlgstances since it was first published in 1987.

Proposition 65 also requires businesses to notfif@@nians about any of these substances beirgepten the products they
purchase, in their homes or workplaces, or thateleased into the environment, even if these aterally occurring. By providing
this information, Proposition 65 enables Califons@ao make informed decisions about protecting Hetwes from exposure to these
chemicals or other substances.

What types of substances are on the Propositidiste5

The list contains a wide range of naturally ocawgrsubstances and synthetic chemicals that arerktmitie State of California to
cause cancer or birth defects or other reprodubi@e. This list includes naturally occurring salstes in addition to synthetically
produced substances or byproducts of same.

Naturally Occurring Substances may be exempt

Many of the substances on the list are naturalbpong in the environment, as they have been flenmia. As per the Proposition

65 guidelines, any substances that are naturatlyraag and or are below the “Safe Harbor” levdls not require warning or
reporting. Natural products that may contain thedestances include, but may not be limited to, $iaribamins, plant derived



minerals, organic plant and or animal derivativ¢éswever, the exact levels of these naturally ogogrsubstances vary, as well, it is
prohibitively difficult to prove their origin as haral, therefore, we included these warnings tomgmwith California Law.

Where can | get more information on Proposition 65?

For general information on the Proposition 65disthemicals, you may contact OEHHA'’s PropositiGnpogram at (916) 445-
6900, or visit http://www.oehha.ca.gov/prop65.html.

YOUNGEVITY, INC. POLICIES & PROCEDURES A. INTRODUTION The success of your independent networkketarg
business is directly related to relationships—refeghips with customers, other Distributors, arel@ompany.Tied closely to your
success is the method by which the Company willpmEmsate you for your participation in the Compamytsgram as you conduct
your business.Experience has shown that a cleaf peticies and procedures promotes harmony &l vitlationships. By
understanding well-defined compensation provisigos,can plan your efforts for maximum return affdaiveness. In addition,
establishing proper policies ensures that equafigpportunity and fairness are available to alitBibutor participants.As you
understand the Company’s Policies and Proceduoeswill want to follow “the spirit as well as thetter” of those policies. Your
success is directly related to the service providemthers. You will find that following these pcies will lead to greater success and
rewards.It is with great anticipation of your sugs¢hat we present to you these policies and wgeg/follow them closely and
completely. B. DISTRIBUTOR COMPENSATION AND DEFINIONS All Distributors will better understand tpelicies of the
Company by understanding the Distributor Compeasd®lan and Definitions of a number of basic terfiese terms are commonly
used to explain policies and programs in Compawydiure and in discussions between Distributots®mpany: The term
“Company” as it is used throughout these policied procedures, along with other literature, iséacbnsidered synonymous, and
can be used interchangeably with, Youngevity, gr@rits subordinate and or contemporaneous coregaori product lines; These
companies and product lines include, but are natéd to any and all product brands, divisions, anstrategic alliances affiliated
with or a part of Youngevity and or its parent camyp, AL International. This list is dynamic and Mdghange from time to time. The
current and complete list can be found by visitingw.youngevity.com.B 2 Product: Any commissionaibden, program, or service
that the Company makes available for Distributorsiirket.B 3 Distributor: A person or legal entityrrently authorized to purchase
products from the Company and to participate inDigtributor Compensation Plan. Distributor is agel term referring to all
authorized Distributors as individuals and as aigneegardless of the level or position attainetheaprogram, including, but not
limited to analogous terms such as associategseptatives, consultants, marketing directors estictpreneurs, among others.B 4
Enroller or Enrolling Distributor: A distributor whofficially enrolls another Distributor in the Cg@any’s income opportunity. The
Enrolling Distributor has the option to place tlewnDistributor into any position within his/her dolne organization, or to retain



the new Distributor on his/her front line and maintthe role of Placement Distributor. The Enr@liistributor retains a vested
interest in bonus commissions, as bonus commisgiomarily follow the lines of enrollment, irresgae of placement within a
given organization.B 5 Placement Distributor: A tdisutor under which a new Distributor is placeiher by him/herself or by
another Distributor in the Placement Distributatisect Upline organization. The Placement Distrdnus generally responsible for
supervision and training of the placed Distribufidnie Placement Distributor retains a vested intenesidual commissions, GBV,
and GQV, as these primarily follow the lines ofgament, irrespective of enrollment within a givegamization.B 6 Upline: All
Placement Distributor’s above a particular Disttdsun lines of placement up to the Company. Thiretpline consists of all
Placement Distributor’s and Enrolling Distributottsat link or are between any particular Distribndod the Company.B 7
Downline: All Distributors via lines of enroliment placement by any other Distributor below or eatanrg from a particular
Distributor.B 8 Suggested Retail Price (SRP): Tleenfany’s recommended price for selling a particptaduct to retail customers.
It is the intent that the Suggested Retail Pridaésprice that is charged for any and all prodydt{at are sold to anyone that is not
either an active Distributor or Preferred Custowfdhe Company. Prices are subject to change withotice. Please see current
Price List for details.B 9 Wholesale Price (W/SheTmaximum discounted price paid to the CompanBisyributors for product.
Also, the minimum price to be charged for sellimgdquct(s) to anyone that is not either an activ&ribiutor or Preferred Customer of
the Company. Prices are subject to change withatiten Please see current Price List for detaildBonus Volume (BV): A value
amount assigned to individual products. This isatmunt, singly and cumulatively, from which a dizitor's Bonus and Residual
Commissions are calculated. Please see the Yougd®&eiributor Training Manual and the Youngevitpi@pensation Plan Guide
for details on the Youngevity Compensation PlanlB’grsonal Bonus Volume (PBV): is the BV value @fistributor’s personal
purchases/retail sales (all sales running throbglDistributors personal 1.D. Number) during a ndber month. Please see the
Youngevity Distributor Training Manual and the Yaavity Compensation Plan Guide for details on tengevity Compensation
Plan.B 12 Group Bonus Volume (GBV): The Bonus Vodu{BV) purchased/sold by a Distributor’s downlirrganization. The
number of levels that are added cumulatively apeddent upon the specific parameters of the bangaestion. Please see the
Youngevity Distributor Training Manual and the Yaavity Compensation Plan Guide for details on thengevity Compensation
Plan.B 13 Qualifying Volume (QV): A value amounsigsed to individual products. This is the amosirigly and or cumulatively,
from which rank qualifications are calculated. Bkeaee the Youngevity Distributor Training Manuad éhe Youngevity
Compensation Plan Guide for details on the Yourtggvompensation Plan.B 14 Personal Qualifying Va@uiQV): The QV value
of a Distributor’s personal purchases/retail sédissales running through the Distributors persdia Number) during a calendar
month. Please see the Youngevity Distributor Tragrivlanual and the Youngevity Compensation Plan &tod details on the
Youngevity Compensation Plan.B 15 Group Qualifjif@dume (GQV): The total QV purchased/sold by a bisttor's downline
organization. Different qualifying criteria may mgmize different calculations — such as a certamlver of downline levels, or cut-
off’'s or percentages based upon downline rank cexnph. Please see the Youngevity Distributor TregfVlanual and the



Youngevity Compensation Plan Guide for detailstamnYoungevity Compensation Plan.B 16 Preferred@unest (PC): A product
purchaser that enrolls with the Company as a RegféCustomer through a Distributor and purchasedymt at the wholesale price
through their own I.D. Number.B 17 Retail Customfeproduct purchaser that is not enrolled as awvead®istributor or Preferred
Customer with the Company, and that purchases ptpelither directly from a Distributor, or througte Distributor’s online
shopping cart.B 18 Retail Sale: A retail sale sake to an ultimate consumer of Company productutted are:1. Sales to Retail
customers by the Distributor.2. Purchases by aibigbr who is purchasing for personal or familg uis reasonable quantities and is
not purchasing for the mere purpose of qualifyimglfonuses, overrides, or advancement in the magkptogram.B19 Retail Profit:
The amount a Distributor makes (gross) by purclgaamitem at wholesale price and selling it atirébaa customer, or the difference
between the wholesale price and retail price gang purchased directly through the Distributortaiteshopping cart. Retail sales for
items purchased directly through the Distributo€tail shopping cart are subject to a surchargg@ebf the retail profit amount,
which is automatically levied in the net retail ammsion. Please see the Youngevity Distributorirgj Manual for details on the
Youngevity Compensation Plan.B 20 Compensation: @i@arsation refers to commissions paid to Distrilsifor product sales to
consumers. See the Youngevity Distributor Traiffenual for details and definitions relating to Distitor Compensation System.B
21 Titles or Ranks: Represents certain milestohgsoavth and production for a Distributor and hex/ldlownline organization.
Details of ranks, titles, and qualifications aréadled in the Youngevity Distributor Training Mariund the Youngevity
Compensation Plan Guide. Ranks and the correspgtities are shown two ways: Lifetime Rank — whiglthe highest rank
achieved within the Compensation system, and PaRiaak — represents the current qualification withgiven calendar month.
Some aspects of the Compensation Plan pay in donitbreither a Representative’s Lifetime Rank aidPas Rank. See the
Youngevity Distributor Training Manual and the Ya@avity Compensation Plan Guide for details andnitedns relating to
Distributor Compensation System.B 22 Commissiornfissions are a percentage (%) of the Bonus Vohirtiee products
purchased/sold from the Company by Distributoran@ussions on downline activity are calculated aaidl pn both weekly and
monthly cycles. Please see the Youngevity Distabiitaining Manual and the Youngevity CompensaBtam Guide for details on
the Youngevity Compensation Plan.B 23 70% Ruleul& which provides that Distributors may only puase Company products for
resale to consumers, for personal consumptiorg prdavide prompt product delivery to downline Dilstitors in their own personal
group. Distributors may not stockpile or acquireessive inventories. Prior to reordering any prodbistributors must certify that
they have sold a minimum of 70% of all previousersdC. DISTRIBUTOR AUTHORIZATIONThe following areiles related to
initiating and maintaining Distributor authorizatiocn the Company’s program. In addition to the \karese policies, all aspects of
these Policies and Procedures apply to Youngeutghouses.C 1 New Distributors enroll in the progby purchasing the
Company’s current Business Kit and submitting aplAgation/Agreement Form to become a Distributdnjali, upon acceptance by
the Company, is part of the contract between ttstriDutor and the Company. This can be done usiagéaper application or
electronically on-line through a replicated Distrir website. The Distributor Agreement is to benpteted and endorsed by the



person or entity applying to become a Distribudris document contains important information whacprospective Distributor
should read and understand before endorsing orvagesapplying for a Distributor Position. The Coany reserves the right to
reject, at its sole discretion, any applicationnded unacceptable. Purchase of a Business Kit mapti@nal in some geographic
areas. No purchase of Company products is reqterbdcome a Distributor.C 2 When an applicationdstributor authorization is
other than an individual or a husband and wife ajyglication must be signed by one or more legalesentatives who have the
power to bind the applying entity. A list of allipcipals, directors, officers, shareholders, oeothwith any beneficial interest must
be submitted to the Company, complete with cumamtes, addresses, phone numbers, and a detaiteachéing of percentages and
conditions of interest. While partnerships, corpiorss, and trusts may be accepted as Company Ristrs, an individual may not
have a beneficial interest or be listed in morethiae Distributor Position without the prior writtauthorization of the Company.
Every Distributor must have a numerical identificatnumber (“ID number”). If the Distributor Pogiti includes more than one
person, the Social Security Number of the firstligppt on the Distributor Agreement becomes theciaff Federal Tax ID Number.
Any bonus check paid to a Distributor will be isdue the name of the first two applicants listedtlo@ Distributor Agreement, if
applicable.Applicants and Distributors shall ndbmit any inaccurate or false information on a Disttor Agreement. Furthermore,
a Distributor is responsible for informing the Camng of any changes affecting the accuracy of trstributor
Agreement/Application. The Company reserves thet tig immediately terminate a Distributor if ther@pany determines that false
or inaccurate information has been provided. Adigmsed changes to a Distributor Position must bengted to the Company in
writing, along with a new Distributor Applicationfgeement form with the word “Amendment” written @ss the top, or
electronically with proper login and password bitiad information through the Representative’s iegtled website and back office
system.C 3 Authorization as a Distributor inclutiesright to sell products of the Company and ttigpate in the Company’s
Distributor Compensation Plan. No geographic teryiin which the Company is operational shall bel@sive to any one or group of
Distributors.C 4 Distributor applicants must belod age of majority in the state or province inathihey reside.C 5 Upon the death
of the Distributor, his/her rights to bonuses arathating position, together with Distributor respinlities, shall pass to his/her
successors in interest upon written applicationapoval by the Company. Written application mhesteceived by the Company
within ninety (90) days of the date of death. B thompany does not receive appropriate instruetitimn ninety (90) days of the
death of a Distributor, the Distributor Positiorllveie terminated or reassigned. The successoriBistr must fulfill all
responsibilities of the Distributor.C 6 When a d&mn is made to terminate a Distributor, the Conypaifl inform the Distributor in
writing. The termination notice will be sent by tled mail, or other verifiable means requiringegipient signature, to the
Distributor’'s address on file with the Companyd#éemed necessary by the Company, Distributors raagrininated by the
Company for cause. The Company has the right ® dakck and decisive action in limiting or termingta Distributor who is found
in violation of these Policies and ProceduresQOrstributor Agreement, rules governing the Comp&asaPlan, or any state,
provincial, or federal laws, statutes, and/or ragahs deemed as pertinent by and at the soleetiserof the Company. Such



disciplinary action may include oral and writtenmiags, suspension, forfeiture of bonus checkseinination. In extreme cases of
violations by a Distributor, the Company also regssrthe right to pursue reasonable legal recoasse/ell as reimbursement by a
Distributor for any expenses, including attorndgss and legal fees, generated from a violatioe. i$suance of bad checks, attempts
to persuade Distributors to change Placement Digtirs, cross recruiting, fraudulent misrepreséntatf the Company, and the
commission of illegal or deceptive acts all congéitreasonable cause for termination, together avisthother material breach or
violation as noted above.C 7 An individual may teraie their Distributor Position at any time by yicbng written notice to the
Company. Notice must be sent via certified mailptrer verifiable means, which may include FedERSJand or Electronic Mail
with return receipt and delivery verification.C &¥ther a Distributor is terminated through volupt@signation or through
termination by the Company, that Distributor islooger entitled to sell Company products or to 8rather Distributors. In addition,
said Distributor shall lose all rights to their &g downline and shall no longer be entitledetoeive sales commissions, overrides,
bonuses, awards, or any compensation whatsoevartfre Company, nor shall they be entitled to aglts to their former downline
genealogies or Distributor lists.C 9 Buy-back: Abigtributor who wishes to terminate through the Back policy must notify the
Company of their intention in writing to the Compaiihe termination letter must list all the iterode returned, the quantities of
each item, and the sales order number(s) undethvaaich of the items was most recently purchasesl léiiter must be signed by all
parties listed on the Distributor Agreement and nagknowledge the fact that the individual(s) lista the Agreement may never
again become a Distributor.If the Distributor hasghased products for inventory purposes or unapseakes aids while the
Distributor Agreement was in effect, all unopeneddoicts in a resalable condition then in possessidhne Distributor, which have
been purchased within one year of cancellation| beaepurchased by the Company at a price nipetgent (90%) of the original
net cost to the Distributor returning such goodkirtg into account any sales made by or througkribigor prior to notification to
the Company of the election to terminate. For MpatBistributors only: A Montana Distributor who cats within 15 days, is
entitled to a 100% refund of any consideration git@participate.The Company will not issue anyinels on products previously
certified as sold under the 70% rule.1. For purpddais policy, products shall not be considersesalable condition” if returned for
repurchase after the products’ commercially redsienaisable, or shelf-life period has passed; hall products be considered if the
Company clearly discloses to Distributors, prioptochase, that the products are seasonal, disceaki or special promotional
products.2. If bonuses were paid to a terminatirggributor’s Upline on volume represented by reaéarproducts, commissions
related to such volume will be debited from all ldpl Distributor accounts. A “clawback” transactiwill appear in the personal
purchases section of the Upline’s next “adjustnsemhmary” with the name of the terminated Distriloutothe description. Once the
Buy-Back letter has been received by the CompdyDistributor will be contacted and provided watReturn Authorization
Number, as well as the address to which the medibaishould be shipped. This Return Authorizatiomier must be clearly
marked on the outside of each and every box wisitieing returned. Distributors are encouraged ¢causaceable means of
transport as the Company is not responsible farstkst in transit. Merchandise that is returnetheut this Return Authorization



Number will be refused by the Company. Any merclsembeing returned to the Company must be sengjarePnce the shipment
has been verified, a credit will be issued andexklsent by the 15th of the following month, oredit will be issued on the credit
card originally used for the purchase. The Distobwill then be permanently terminated.D. DISTRIBOR PRACTICESD 1
Distributors are independent contractors and areframchisees, partners, joint venturers, emplsy@eagents of the Company or
their Placement Distributors or Enrollers. Disttitms must not imply or represent employment or agealationships in any manner,
including oral representations, printed materialkl@ceptive actions.D 2 Distributors are respoedibt all taxes on income received
from the Company on sales made by them, and fanallany other taxes, licenses, and fees, unlesSampany has established
specific written procedures which specify otherwiBee Company will collect and remit sales taxeemvhpplicable on products at
the federal, state, and provincial level. Distrdystare responsible for any other taxes at anyrgwisdictional levels. The Company
is not responsible for any expenses relating tas&ibutor’s business.D 3 Because Distributorsiadependent contractors, the
Company does not dictate selling methods, speifias, or effort levels, other than those requireDistributor/Company
interactions and except as stated herein. Distrisuhust at all times adhere to Youngevity comgkaguidelines and acceptable
marketing and business practices.D 4 Personal ptgaduchasers (retail or preferred customers) ateeguired to enroll as a
Distributor.D 5 No Distributor will be compensatsadlely for enrolling Distributors or Customers,utsmately all compensation is
based upon the selling of product to consumers;hwisi the core of the Company’s business. Thisrfactt be emphasized in all
recruiting presentations.D 6 Written sales receiptsch include information regarding the produstéd, price, and Distributor’s
name, address, and telephone number must be gty retail customer.D 7 Income paid to Distiilss on sales for which the
Company has given a refund, may, at the Comparmptismg be charged back to those Distributors.D ghénconduct of his/her
business, the Distributor shall safeguard and ptertie reputation of the Company and its produdts. Distributor shall hold
harmless, defend and indemnify the Company, itsettdders, officers, directors, employees, attosnagcountants, agents, assigns,
and successors in interest against any and aths|dawsuits (civil or otherwise), losses and exggsrof any kind, arising out of or
relating to any claims or alleged connections wht Distributor’s activities of any kind that vaie any local, state, provincial, or
federal laws or regulations.D 9 All Youngevity Dibutor Applications, AutoShip Order Forms, andaay other official forms
submitted to Youngevity must be endorsed by theypeamed on the respective form — Paper forms cws#hain an original
signature and be mailed directly to Youngevity, afettronic forms must be viewed by, agreed to,e&adtronically endorsed by the
appropriate party as stated within the particudamfon line. In the case of business entity, thdoeser must be that of the legal
registrant of the business name. At no time issrutor allowed to submit a Youngevity Distributspplication, AutoShip Order,
or any other documentation that does not contaretidorsement of the named party in the mannedsédiiove. At no time is a
Youngevity Distributor allowed to submit a YounggvDistributor Application, AutoShip Order Form, any other documentation
on which he/she has entered a signature of thedhpanty regardless of permissions implied or rem@j\as Youngevity does not and
will not accept a “Power of Attorney” signature any of its forms.D 10 From time to time, at Compangnts or other functions or



occurrences, solely for the purposes of promotiegRroducts, the Company, or combination therbefCQompany may take photos,
record audio and or video of events, testimonsdssions, or interviews and the like. Said phatioio, and or audio may include the
image, likeness, and or voice of any and or afiratees of the event, function, or occurrence. Ates may include, but are not
limited to Distributors, Customers, and or prospecDistributors or Customers and or Guests of sgtieeeinafter for the purposes
of this section, will be inclusively referred to ‘@ubject”). Distributor agrees and understands itha his/her responsibility to
disclose this policy to any guest that he/she @svib any Company event, function, or other ocogegeAny such photography,
videography, and or voice recording will be obvieusl or clearly disclosed to the Subject. Compaitiyuge its best and reasonable
efforts to ensure that no photos, videos, and dioaecordings will be gathered against the exgesgshes of the Subject.
However, continued attendance by Subject at angteftenction, or occurrence where photos, vided, @naudio is being captured
will, in all cases, be construed as agreement acepdance of the following: Subject grants perrois$o the rights of his/her image,
likeness and sound of his/her voice as recordezlidio or video without payment or any other consitien. Subject understands
that his/her image may be edited, copied, exhipgedlished or distributed and summarily waivesrtgkt to inspect or approve the
finished product wherein his/her likeness appeésdslitionally, Subject waives any right to royaltiesother compensation arising
from or related to the use of his/her image or réicg. Subject also understands that these imaggsrarecordings may be used in
diverse educational, commercial or promotionalisgstwithin an unrestricted geographic area. Ad,whetre is no time limit on the
validity of this understanding and subsequent ssenor is there any geographic limitation on whbese materials may be
distributed.E. PROHIBITED PRACTICESE 1 Distributafsall not produce, promote, or use any copyrigbteatherwise
proprietary materials containing the Company’s ngmeograms, products, or logos, except thosesatigapre-approved and obtained
directly from the Company. Any materials used tir&t not provided by Company, must be approvedvarmeck by submitting said
material in concert with the Youngevity AdvertisiAgproval Application. Details of who may submihdawhat can and cannot, and
what will and will not be approved is detailed lretapplication, which can be obtained by contaatiggomer service.E 2
Distributors shall not misrepresent product attiéisuand qualities to customers. Unauthorized, uranged, and unjustified product
claims shall not be made.E 3 Distributors shallneptickage or re-label any Company product. Ndt gfeproduct be removed
from its original packaging and resold in any wax.Bistributors shall not misrepresent the Compsu@ompensation Plan for
Distributors. No misleading or deceptive statemamisut the Plan shall be made. No opportunity conme exaggerations are to be
given. If actual income examples, extrapolatiomgyampmetric progressions are used, actual typicaimes of Company’s
Distributors at all levels must also be disclogedamples used to illustrate how the Plan worksalosved if they are specified as
“examples only” and any relevance to anticipateztsss is disclaimed.E 5 There are no franchisegausive territories as a part of
the Company'’s Distributor Compensation Plan. Ndrikigtor may represent that any such territoryran€hise exists or can be sold
as part of the Distributor program.E 6 All Distribts are Independent Contractors; the Company iggns restrictions on any
Distributor’s participation or sales activitiesather businesses or programs other than Youngexigpt as said activities or



programs would cause or create a violation of aoyipion of Distributor's agreement with the Compam any of these policies and
procedures.E 7 Distributor lists, including dowelisales organization information, is proprietargt aanfidential to the Company,
with the exception of first level, personally emedl Distributors. The Company may forward geneaalgnformation at a nominal
cost to Distributors, in strict and complete cogfide, to help them manage their downline salesag@on and for no other
purpose.Every Distributor who is provided with suicformation shall treat it as confidential anddalare to maintain its secrecy as
well as refrain from making any use thereof for aoypose other than the management of his/her diogvsles organization.
Without limiting the generality of the foregoingy such information may be used in cross-recruitingith the intent to entice
Company Distributors into other network marketimgamizations.Any violation of this policy by a Digwutor will result in the
immediate suspension and/or termination of thenofifeg Distributor. Furthermore, the offending Dilstitor could be subject to legal
action for injunctive relief and/or damages.E 8tBimitors shall not cause any Company product arentb be sold or displayed in
any retail establishment of any kind, includingt bat limited to, civilian, military, internet bagder otherwise, except those
establishments and or virtual locations specificallithorized and licensed in writing by the CompBr§ Distributors shall not
engage in any unlawful practices.E 10 All purchadegoungevity products, literature, and promotiomaterial must be purchased
from Youngevity in accordance with the stated Refi& Procedures. Youngevity Distributors and/cfBrred Customers are not
allowed to purchase Youngevity products, literatared promotional material from a Youngevity suppliAt the request of the
Youngevity suppliers, Youngevity Distributors aneferred Customers are not allowed to contact amyngevity suppliers for any
reason. Contact is described as, but not limitetetephone calls, recorded voice messages (voitefaasimile transmission (fax),
written communication, or electronic correspondefgcenail). Any violation of this policy can, depend on severity, result in the
termination of Distributors or Preferred Custontatss.E 11 Distributors, whether active or otheewshall not re-sell any product(s)
in any form or combination with any other produntass it is complete, factory sealed, and in iigimal packaging with all required
labels intact. Pricing for said product(s) is sglyrrecommended to be equal to the Suggested Retad, but under no
circumstances shall be less than the current whlelgsice for same item as published by the Comjah@ Distributors are strictly
forbidden from Cross-Recruiting, and shall not,geltruit, propose, or in any other way inducetterapt to induce any other
Distributor to purchase any product or servicgpgoarticipate in any other income opportunity,@siment, venture, or commit any
other activity deemed, at the full discretion o thompany, as cross-recruiting. This includes ach sictivities across any divisions
of the Company, should any separate divisions different compensation plans and or hierarchy stires exist, unless, and as
specifically stated otherwise. The integrity of therarchy and the relationships therein is of pamant importance to every
Distributor as well as to the Company. Any Disttifiwiolating this provision may be subject to indrege termination for cause,
forfeiting any and all commissions due him or heREACEMENTF 1 All Distributors in good standing gnanroll and place other
Distributors in their Downline organization withine Company’s Distributor program. Said placemeustbe finalized on or prior
to the 90th day of enrollment. Placement cannathasged after 90 days of enrollment.F 2 EnrollasRlacement Distributors must



offer general support, information, and assistaasce/ell as bona fide supervisory, marketing, sglland training support to
Distributors they Enroll and or override, or othesgbenefit from through the compensation systeérEarollers and Placement
Distributors shall exercise their best efforts hng@re that all Downline Distributors understand aachply with the most current
terms and conditions of the Distributor Agreeméme, Policies & Procedures and Compensation Plangliss all applicable
federal, state, provincial, and local laws, ordecesand regulations that pertain to the businedsed€ompany.F 4 Enrolling and
Placement Distributors should always use their bfstts to settle disputes between a Retail CustpmPreferred Customer, and or
any Downline Distributor in an attempt to resolwvets disputes promptly and amicably.G. TRANSFER QRAGEMENT
DISTRIBUTORSHIPG 1 A Distributor may change Placetistributors by resignation as a DistributorcBaction will result in
the loss of any downline Distributors. Six (6) mwbf inactivity in the Company’s program must skapefore submission of a new
Distributor Application.G 2 A Distributor may nog¢l§ assign or otherwise transfer his or her Disttor Position, marketing position,
or other Distributor rights without written appltean and approval by the Company which may not treasonably withheld. A
Distributor who sells his or her Distributor Pasitishall not be eligible to reenroll as a Distrdyuor a period of at least six (6)
months after the sale. The Company, after a rewvietve terms of the sale, reserves the right to@mpor disapprove, in its sole
discretion, of a proposed purchaser’s qualificatiand intention to manage and develop the DistiiRosition.G 3 No two adults in
the same household shall hold Distributorships amenthan one line of Enrolliment or Placement.H. GIRING AND SHIPPING
PROCEDURESH 1 Who May Order: The Company will atceders for products only after a valid DistribuAgreement certified
by their Placement Distributor is on file with tGempany. Distributors are then authorized to sulongers.H 2 All orders for
product and other items will be processed for skeipinupon clearance of payment. Shipment is madm®isynon carrier and delivery
should be expected within 7-14 days, unless spshipping arrangements are made at the time of .oifcen ordered item is on
backorder, consignee will be notified via telephonelectronic communication as to the status. Agadard, Youngevity does not
ship partial orders or hold backorders in the sydia extended periods of time. If backorder detaselatively short, entire order
will be held back and shipped in its entirety upmailability of backordered item. If backorder deila extended, then backordered
item will be cancelled from order, the price ofttiiam returned to Customer/Distributor, and thiabee of the order, if any, will be
processed and shipped. All ordered item(s) wilshi@ped as soon as items are available and usuidiyn fourteen (14) days of the
date the original order and payment was receiv&dbon receipt, Distributors should immediatelyp@st shipments to determine
whether orders are complete and in good condifdmy.damaged or missing contents should be notati@delivery receipt. If items
have been damaged in shipping, Distributor shcedghest, from the shipper, the process for filindgam for damaged or missing
materials. Items that are missing from shipmenukhbe brought to the attention of the Company withbusiness day of receipt to
ensure proper handling of refund and or produdtipesent.H 4 If a shipment does not arrive withia #xpected timeframe, before
assuming any shipment has been lost or stolenstilditor should wait at least fifteen (15) workidays from the placement of mail
orders, and ten (10) working days from the placdroételephone or internet orders. Lost shipmeahtater found and/or delivered,



must be reported to the Company'’s Distributor Smwiwithin seven (7) days of delivery. Any extradarct received in any shipment
must also be reported. Duplicate orders or replabguments that do arrive can be either returnédgdCompany, or purchased by
Distributor, at the Distributors discretion.A Disttor who signs a delivery release with a commamier, authorizing the carrier to
leave an order at an unsecured location, withaigrature, releases the Company from responsifiditguch delivery. Distributors
who are absent at the time of delivery may be reguio retrieve their packages from the shippirfg@for have them delivered to a
more suitable alternate location.H 5 Sales AidéesSaids (Business Kits, Business Tools, Markehitagerials, etc.) are not items
that carry a discount or a bonus volume creditcéttgent Distributors developing their networks stdwdve a supply of these
materials on hand to serve their downline growtbdseH 6 Order Forms: When submitting written orderthe Company,
Distributors must use unaltered official Compangeasrforms, or have all orders placed through thE@miate online shopping cart /
back office interface.H 7 Submitting Orders: Pradware ordered at Wholesale prices. The overatlesscof the Company and its
Distributors depends upon retail sales of the petglto consumers. A “retail sale” is defined asghlke to an ultimate consumer who
is purchasing the product for his/her own use. $tribiutors may not themselves order, or ask theiwiline Distributors to order
inventory for the sole purpose of participatinghie Compensation Plan or “qualifying” themselvesthers to earn commissions or
bonuses (This practice is frequently referred tirasentory loading”).2. Distributors may only purase Company products for
resale to consumers, for personal consumptiorg prdvide prompt product delivery to downline Distritors in their own personal
group. Distributors may not stockpile or acquireessive inventories. Prior to reordering any prodDistributors must certify that
they have sold a minimum of 70% of all previousersd(The “70% Rule”).3. Distributors are requirectarefully document all retail
sales. The Company may, at any time, require aibugor to produce all completed retail sales netsefor the previous thirty (30)
days and a list of five (5) or more persons to whbenDistributor has made retail sales of the petglduring the previous thirty (30)
days.4. Distributors may not advertise or promatelpct for more than the current established retaike or for less than the current
established wholesale price as published by thepgaagn See current product price list for detail3/dmolesale and Retail prices.H 8
The Product Order Form is required for all mailendof products and must be fully completed andrsttéd to the Company. Two
or more Distributors may not combine orders onsdu@e order form.1. Incomplete orders will not becpssed by the Company.
Such orders will be returned to the Distributombgil and any consequences arising out of an incet@plrder shall be the
responsibility of the Distributor who attemptedaiace the order.2. In placing an order by mail,Dirstributor certifies,
acknowledges, and warrants that the order was imatiee Distributor and that a minimum of 70% of@ivious orders of Company
products have been sold.H 9 Qualifying Order Polidye Company may not accept any qualifying ordemfDistributor
Warehouses after the twenty-fifth (25th) of anyeaalar month for the current volume month.A quatifyorder is defined as an order
for the Company products in which the Distributaging the order is using the bonus volume front tinder to qualify for
commissions and/or rank advancement.All qualifyongers submitted by any warehouse must be cleahked “Qualifying Order”
with the volume month and year marked undernedtas& markings must be placed on the Product Oaten ia the box in the



upper right hand corner labeled “Do Not Ship.” Tate of the order must also be placed on the guradiforder and a copy of the
qualifying order given to the Distributor placifgetqualifying order.Any qualifying order submitteffer the twenty-fifth (25th) of
any calendar month for the current volume monthtrhasubmitted to the Company directly via teleghonfacsimile transmission.
To insure priority handling of a qualifying ordéinge Distributor should inform the Company’s Custor8ervice Distributor the order
being placed is a qualifying order. If the qualifgiorder is transmitted to the Company via facsrttien the order should be clearly
marked as a qualifying order and indicate the v@unmonth for which the order is to be applied.Angldying order received from a
warehouse after the twenty-fifth (25th) of the ocalar month for the current volume month will be lggghbtowards the following
volume month. In the event that an order is reakfvem a warehouse and also submitted to the Coyngiaectly via telephone or
facsimile transmission will be treated as two osd€ne qualifying order for the current volume ntoabhd one qualifying order for
the following volume month. If an order is cancetedefused, commissions for either of the volumanths may be affected.It is not
the responsibility of the Company to inform a Olstitor of an improper submission of a qualifyingler. The Distributor must place
qualifying orders properly in order to participateank advancement and/or the earning of commssfmy Distributor who, in
good faith, placed a qualifying order in accordawit@ these policies and is denied commissionsamdhk advancement because a
Warehouse is found to be in violation of theseqes will receive commissions in accordance with‘fRecalculation of
Commissions Policy.”A Warehouse may institute itsrandividual policy regarding the acceptance ddlgying orders from a
Distributor in order to ensure submission to thenpany on or before the twenty-fifth (25th) of tredemdar month. Any Warehouse
found to be in violation of these policies resudtin the Company being required to recalculate c@sions in accordance with the
“Recalculation of Commissions Policy” may, at then@pany’s sole discretion, be required to forfeinoaissions in the amount equal
to the commissions of the Distributor(s) who weegatively affected. Serious and/or repeated abafsbss policy will result in the
revocation of a Distributor’'s Warehouse statusimévent that a Distributor willfully disregardsstipolicy, neither the Company nor
the Warehouse will be held responsible.H 10 Pdieied Procedures for AutoShip:1. Youngevity wik its best efforts to ship all
AutoShip orders on the specific day of the montkcgped by the Customer or Distributor at the tithe AutoShip order was setup.
In cases where that day lands on a weekend, holdany other day that the Youngevity warehous#osed for shipping, said
AutoShip order will be fulfilled on a day chosen Ygungevity, as close as possible to the chosenStayuld there be a need to
permanently change an AutoShip date, Customer siriButor will be notified of same and provided lwrevised schedule and or
other Autoship day options.2. All new AutoShip regts must be received electronically or physidayiyhe Company by the last
business day on or before the 28th of the monbetprocessed for the following month.3. Youngeistgot responsible for delays in
the delivery of an AutoShip request caused by tl& Bostal Service, or any other courier serviablip or private.4. All AutoShip
requests must be received electronically or onfacial Company AutoShip Order form. The order fomust be filled out
completely. Any omissions of information will rende AutoShip request invalid and must be resulechib. Youngevity can
receive faxed, photocopied, internet, and orighatioShip forms. AutoShip requests will be acceptéth appropriate endorsement.



Youngevity cannot receive a request for AutoShetiie telephone.6. All AutoShip requests must e wah a credit card, ProPay
or credit on account, which will be billed montiyAll AutoShip requests must be sent to the lyliamdress of the credit card (this
information will be verified with the credit cardmpany).8. An AutoShip order may be of any sizealijying Volume for AutoShip
orders will be applied automatically, however, mgvan active AutoShip order on file, in itself, doet automatically constitute
Commissions or Rank Qualification for any Repreatwe. It is the responsibility of the individualdiributor to qualify for
commissions with the required Personal Qualifyind ar Group Qualifying Volume.9. Any and all chaage an existing AutoShip
are treated as a new AutoShip Request and arecstibjine same requirements. Any and all changas &xisting AutoShip must be
clearly identified as a change to avoid a duplidgat®Ship order being created.10. The Company igegponsible for any incorrect
information supplied by any financial institutiof.IThe Company is not responsible for credit camtsauthorized for payment of an
AutoShip order. Any order not authorized for payinga a credit card will be cancelled for that mmnmAny order not authorized for
payment via a credit card for two (2) months in amglve (12) month period will be rendered void avill be required to be
resubmitted with another credit card number as geynif the new credit card is not authorized fayment during the twelve (12)
month period, the Distributor will not be allowexgarticipate in the AutoShip program and will &ed need to place orders using
another payment method.12. The Company will caacglAutoShip that is subject to a consumer creait chargeback.13.
Unauthorized duplication of an AutoShip Order Fasrprohibited. Written permission from the Compasyequired before the
duplication of any form is permitted.14. Any Autoflthat is refused delivery will be immediately cated. Additional charges will
be levied if a second shipment is requested. Aro8lip canceled for refused delivery will not beyidie for renewal.15. The
Company processing fees will be deducted from gussued for AutoShip orders.16. As outlined ictisa D9, all Youngevity
Distributor Applications and AutoShip Order Formasnbe properly and legally endorsed. Violationhi$ policy is considered
fraud and is a violation of these Policies & Praged.H 11 Policies and Procedures for DuplicatioDistributor Application, Order
Form & AutoShip Form:1. The word “form” refers toet Youngevity Distributor Application, Product Ordérm, and AutoShip
Order Form, whether in print on paper or electramcany Youngevity website.2. The word “origina#fers to the source material
provided by the Company for reproduction.3. Thesenf must be “duplicated” from the original supglieom the Company and not
“recreated”, ie: all forms must be exact reprodutsi of the original without changes or deletionsy And all duplication of forms
must also adhere to all other applicable provistortbese Policies & Procedures.4. An original Campform will be made available
in the following formats for reproduction:a) A lag®intb) A computer image available in PDF forrba#ll paper forms must be
reproduced in the following Pantone colors:a) [hstior Application — PMS 527 (Purple)b) Order ForPMS 355 (Green)c)
AutoShip Order Form — PMS 485 (Red)6. Any papem®reproduced in other colors and submitted tcCimmpany for processing
will be returned for correction and resubmissio’lf forms reproducible will contain a box label&@resented By’ or “Presented by
the Company'’s following Distributor.” A Distributavishing to do so, may place his/her name, compamye, telephone number,
special offer, or advertisement within the bordgrthis box and not covering the above mentionéellaside the box. The nature of



the contents inside the box is governed by theckesli& Procedures and must be submitted to the @ognfor approval prior to
reproduction.8. Any and all forms reproduced withgior written consent from the Company may benfibto be in violation of the
Policies & Procedures and may not be acceptedrémegsing.9. These forms and policies are designgive the Company’s
Distributor the opportunity to personalize the seg\he/she offers their downline and to ensureuahdbrmity is maintained to aid
the speedy and accurate processing of all the Coynalers and applications.H 12 Drop Ship PolicyiRerpurposes of these
Policies & Procedures, a Drop Ship is defined asrder placed by a Distributor using their creditccand having that order
delivered to a place or party other than the Distor or Distributor's address.Youngevity will Dr&@hip your order so long as it is
paid for with your credit card. Youngevity will nBrop Ship any C.O.D. or payment due orders.1.rDistors placing a Drop Ship
order will assume all responsibility for packagest lor stolen after delivery to the address spegti#i. Distributors placing Drop Ship
orders must be named on the credit card used éaoridter.3. A Distributor may not pay for an ordsing another person’s credit
card, regardless of the delivery destination.4. Bilieng address of the credit card to be usedaf@rop Ship must be provided at the
time of the order. Youngevity will, without noticeerify the billing address, telephone number, aache or card holder. If this
information is found to be different than that sutb@d to Youngevity, further Drop Ships will not permitted.5. Any Drop Ship
refused delivery will not be eligible for a fullftend. Shipping and handling charges will be deddiftem any refund issued. These
charges may exceed seven (7%) percent of the mabes6. Youngevity may, at its sole option, suspany Distributor who
instigates a consumer chargeback related to a Bingppaid for via credit card. Payment plus addaicadministrative fees must be
made prior to the removal of a Distributor’'s suggehstatus.7. Failure to abide by the Drop ShijciPelill result in the termination
of the Drop Ship Agreement.l. ADVERTISING, USE OPMPANY NAMES, AND PROTECTED MATERIALSI 1 No Distrilstor
shall produce, promote, or use copyrighted, tradketa service marked, or proprietary materialsrof kind describing the
Company’s names, products, or logos, if said maltedare not obtained from, or approved by, the Gompn advance in writing,
prior to their production or use. Distributors dhmadt use or appear on television, radio, includimgrnet blogs, internet radio,
podcasts, or any other media to promote or disitiss€ompany or its programs without prior writtexrrpission from the Company.
All media inquiries shall be referred directly tetCompany. Distributors may use the Youngevity étiging Approval form to
submit for approval any such media promotions.lditaeh, Distributor shall not misuse or misrepreideim/herself or any of the
Company’s products through the use of any othesques name, company name, trademark, or any ot#rsppal or copyrighted
information, symbols, logos, or trade names withthatexpress written permission of both the otlaetypand the Company.|l 2
Distributors may place classified ads in newspapengy do not use Company names or trademarkis8ibutor’s use of the
Company is restricted as to protect the Companygpretary rights, ensuring that Company protectaches will not be lost or
compromised by unauthorized use.l 4 Other ruleding to the use of the Company name are as followdl| stationery (letterhead,
envelopes, and business cards) bearing the Conmzemg or logo must be printed using the correct ingres indicated by the
Company.b. All promotional items such as clothipgrsonal use items, and any items of any otheraathich bear the Company’s



name or logo must be purchased/sold only from thr@ny or its authorized Distributors. The onlyepttons are imprinted gift
items such as: pens, key chains, letter openett®ns) and calendars. These kinds of items mushohtde the Company’s logo, but
must be inscribed as follows:Compliments of “Yowigg€(Name)Independent Distributor(optional addressl phone number)c. All
Distributors may list themselves in the telephomeatiory under their own name, followed by the wotfthdependent Distributor of
Youngevity.”d. No Distributor is allowed to placégne directory display ads using the Company’s namego. No Distributor
shall list their business name, caller ID, or dioeg listing as Youngevity or any other Companyl&mark, salesmark, or product
name.e. Use of the Company’s name or logo on mggJivehicles, etc., must be approved in writingdaance by the Company.
Such usage must always carry the phrase “Youngeuigpendent Distributor” immediately following tBestributor's name. Such
usage must be according to Company instructionsiaimg) Company formats and/or materials. Itemsibgdahe Company name(s)
must be kept in visually attractive condition.fDAstributor may not refer to themselves as “Yountgwalone when answering the
telephone. The Distributor's name must be givenvadis refer to yourself or your business as an ‘fhetelent Youngevity
Distributor.”g. It is not permitted for anyone togsess a business name or bank account usingrtteeY@ungevity.l 5 Violators of
any of these Policies & Procedures relating to gthreg, Company name(s), and logo(s) may be reduay the Company, at the
Company’s option, to correct the violations in whadr manner the Company deems necessary. Correotiagures are not limited
to, but may include disconnecting phone numbersmit a referral, removing signs, canceling adviegisand destroying
noncompliant literature. Distributor authorizatioray also be terminated, and offending Distributeitsbe liable for any damages
sustained by the Company, as well as any otherfpEshenposed through legal action.J. JUDICIAL PREBLJRESJ 1 Most
violations of the Policies & Procedures occur tlgimlack of awareness or understanding on the paneoviolating Distributor.
Distributors observing a Policy violation shouldmadiately point out the violation directly to thimhating Distributor.J 2
Distributors who observe continued violations bgtaer Distributor following the personal contactlmed in J1, should report the
violation in writing to the Company. Details suchdates, number of occurrences, and evidence, alibh@ny supporting testimony,
should be included in the report.J 3 Any violatitamge or small, of the Advertising, Use of Comp&iame(s), and other Section |
Policies must be referred directly to the Compamryrésolution.J 4 The Company will address allatioins according to set
procedures including using Distributor network ihpad giving the accused Distributor adequate dppdy to respond to any
violation charged.J 5 It is the obligation of ev@ngtributor to maintain the integrity of the Paéis & Procedures to ensure fairness
and equal Compensation Plan opportunities to a&lrutors.J 6 Failure of the Company to enforcg@frthese Policies &
Procedures with one Distributor does not waiveritjat of the Company to enforce any such provispagainst that same
Distributor or any other Distributor.J 7 The origiof a document faxed to the Company must be veddyy the Company before the
document is considered “received” by the Compa8yL.d the fullest extent permitted by law, Younggwhall not be liable for, and
Distributor releases the Company from, and waiWledams for, any loss of profits, indirect, ditespecial, or consequential
damages or any other loss incurred or sufferedibiributor as a result of:a. the breach by theribistor of the Agreement and/or



the terms and conditions of the Policies & Proced\lr. the operation of Distributor’s business,.iacorrect or wrong data or
information provided by the Distributor, ord. treléire to provide any information or data neces$arghe Company to operate its
business, including without limitation, the enroiint and acceptance of a Distributor into the Coregon Plan or the payment of
commissions and bonuses.J 9 In the event of atdisgth the Company, Distributor and the Compamgagdo participate in
mediation in an earnest attempt to resolve theutisprior to submitting it to binding arbitratiomguant to the Commercial
Arbitration Rules then in effect of the Americanbftration Association, provided, however, that ngtive relief sought by the
Company against any party shall be excluded framdlause. Such Arbitration shall occur in San DigQalifornia. Louisiana
Distributors, however, may arbitrate in New Orledrsuisiana.J 10 DISTRIBUTOR WEBSITE POLICYThis amdenent to the
Youngevity Policy & Procedures refers to the crmatnd use of Internet websites created by Young®istributors for the purpose
of promoting themselves as a Youngevity Distribw@od the Youngevity products or Dr. Joel Wallachwébsite is defined as any
use of a computer, the Internet, and the World Wit to display, comment on, or otherwise trangmhitrmation in graphic, text,
or audio form. As with any advertisement or promotithe Policies & Procedures of Youngevity preaaidl should be followed in
addition to the following amendment.a) The name nfyayity is a registered trademark, as are the @benpany and Product names
owned by the Company. The name Youngevity or axjaimark or salesmark of the Company, in its egtiretpart, or hyphenated
may not be used in any domain name, URL, or endaitess.*b) The name Dr. Joel Wallach is part ofitiellectual property of Dr.
Joel Wallach and may not be used in its entiretyart or hyphenated, in any domain name, URLpmaikaddress.*c) All logos,
slogans, and trademarks of the Company are thepsgperty of Youngevity and may be used with wntpermission only.
Permission to use Youngevity logos, slogans, aaetnarks may be revoked without notice or reasdrsalely at the discretion of
Youngevity.d) All use of Youngevity logos, slogaasd trademarks must state permissions given ofidhg index, home, or main
page of any website.e) All Youngevity logos, slagjaand trademarks must be used in their respestitieety. All colors in any
Youngevity logo or trademark must be reproducediaately. No partial logos or “artistic license” mag used.f) Youngevity logos,
slogans, and trademarks in graphic form may natdbe or traded by anyone.g) The name and Distrilddentification Number of
any and all Youngevity Distributors responsible dontent of a website must be displayed on the findex, home, or main page of
the website.h) No Distributor of Youngevity maytstar imply that their website is official, sanctexl, authorized, or licensed by
Youngevity, Dr. Joel Wallach, or any board memlewisor, consultant, or affiliate of same. Any atidRepresentative owned
websites must be identified as owned and contrdiiethe individual entity or person to whom theedielongs, followed by
“independent distributor for Youngevity.” Only wetes owned, controlled, and designated by the Caypa such can be
considered as an “official website” or any iteratibereof. These websites include, but are notdignio www.youngevity.com,
www.90forlife.com, and many other micro sites, anthordinate sites. Only representatives in goaugtg may have access to the
Company replicated sites, including, but not liite www.my90forlife.com, www.youngevityonline.cows well as access to the
tools, programs, back office access, and othesar@atained therein.i) Any and all sources of conémd permissions for use of a



Youngevity Distributor’'s website must be documerded stated on the website. This includes buttdimaed to the use of
graphics, quotes, and excerpts.j) Written apprévadll quotes or excerpts from Dr. Wallach’s lees; books, radio shows, audio, or
visual productions must be stated and documentetk: KLopyrights from various radio shows, audia gisual productions may be
held by persons or entities other than YoungeWgople or entities holding copyrights of this tyse not obligated to grant
permission for use of these materials.k) The sigeatf, or likeness of Dr. Joel Wallach, board memhbdvisor, or any current
employee or affiliate of the Company is not allowedbe used on any website.l) No Distributor of Wgavity may make any claims
of income or income potential by becoming a YourityeDistributor.m) No Distributor of Youngevity mayake any claims of
health benefits or betterment by consuming or apglyoungevity products.n) Only the Distributor’srgonal testimonial about the
benefits or results stemming from the use of Youwitgeroducts may be used on a Distributor’s wehsht Distributor’'s website
must not contain the testimonials of others indbetent of their website.0) No banners or othethwds of advertisement may be
used or included in the content of any Youngevitstiibutor’'s website.p) No hyperlinks to other wigdes promoting competing
products may be used on any Youngevity Distribsterebsite.q) No products other than Youngevity potsl may be mentioned or
sold on any Youngevity Distributor's website. Tinsludes but is not limited to product comparison&ny use of the internet to
promote the Youngevity Compensation Plan intermatiily is prohibited until such time as Youngevitytlaorizes promotion of the
Compensation Plan, after being designed and apgrfove particular country.s) Distributors usingi@bsite for order fulfillment
must transact business using a secure server tiecptbe personal information of the customer. Ewraiers are not to be encouraged
or accepted for transacting Youngevity busine§sath individual Youngevity Distributor is responisilior abiding by all local, state,
and federal laws concerning all aspects of usiegrternet to promote or sell Youngevity produatd Ausiness opportunities.u)
Youngevity reserves the right to edit content af eeguire immediate modifications to any Distribigavebsite at the sole discretion
of Youngevity.v) Electronic mail (email) advertigiiis subject to Youngevity Policies & Procedured as such must be submitted
and approved prior to transmission. All email atigerg is subject to editing by Youngevity priordapproval to transmit.w) All email
advertising must be in compliance with all prevajliocal, state, and federal laws concerning unagninsolicited email also known
as spam. Spamming is illegal and will not be takmtdy Youngevity.x) It is strictly forbidden fong Distributor to represent
him/herself or any products, product packagesffidiations through direct or indirect inferencerdlugh any website, advertisement,
email, or any other means as other than is acttrakkyand as outlined herein. Any representedatfbh with any person, persons,
groups, or organization(s) that is against the agsbf, or unknown to said affiliate, will be viewagdon as fraudulent and in violation
of Distributor’'s agreement.*Existing websites (sithat were constructed prior to, and that have lreeontinuous operation since
October of 2002) using a form of Youngevity or Doel Wallach in their URL or domain name only (REovisions a and b of this
section) are granted permission to continue toaipeas long as all other policies are followedt(eas c through x inclusively). The
email addresses are still subject to the policybSites granted these permissions must contain erlipto the
www.Youngevity.com corporate website on the fromtiex, or main “page” and should be labeled as “Ybengevity Corporate



Website may be found here.” The Company’s netwbikaependent Distributors can therefore protechdaistributor’s individual
business image, as well as the Company’s overalj&K.

AMENDMENTS

K 1 The Company shall have the right to amend rulesPolicies & Procedures, and the Compensatam &hd bonus structure
under the following conditions:1. Changes in theibess environment: Changes which are detrimemtalet Company’s or
Distributor’s financial health or changes whichuigq new policies due to new markets or stratedies example, the evolution and
popularity of eBay as an online storefront usedistributors may require new policies and proceduoe this new marketing
strategy. In the absence of specific languageCtrapany will use its sole discretion to determirtesther or not any “new” or
“unique” marketing method is in violation of theirgpof these Policies and Procedures. Should asyributor be seen as violating
the spirit of these Policies and Procedures, sattibutor will be deemed as in violation of samdether or not specific language
yet exists to address the circumstances. If dearaedssary to amend these Policies and ProcedueeSpmpany will do so in a
timely basis once the need is recognized, howglrerack of such language will not preclude the @any from acting upon
violation of same.2. Operational: Unanticipatedragienal expenses or to streamline procedureseattiuest of Distributors.3.
Unsustainable Compensation Plan.a) May be altangdiiomanagement discovers that the percentagagdut is detrimental to the
long-term sustainability, profitability, or longeyiof the Company than initially anticipated.b}Yte Company transitions to
direct/retail sales, the Company will continue &y istributors on their current group volume ughat point under the same
guidelines and terms of compensation.c) To enht#reeompensation payout to the benefit of the nitgjof Distributors.4. Legal
Reasons: The Policies & Procedures may be modifiedto new or modified federal, state, or localdaw legal action. All such
modifications need to be commensurate with theipeeed that has arisen, and no disguised, estnas alterations may be inserted
at this time to the determent of the Distributargating additional breakage for the Company. bhsnstances, the Company is
obligated to give notice and state such modificettito the Policies & Procedures in a companywideroanication. When essential
modifications are made, there will be no retroacgifect of said changes.K 2 Changes and amendnaeetitese rules will go into
effect immediately upon publication in an offic@bmpany bulletin, newsletter, magazine, or Compaelysite. Amendments so
announced will be binding on all Distributors.K BefCompany shall have the right to change pricimgpfoducts and sales materials
at any time without consultation and for any reagt@nCompany deems necessary.L.

GENERAL BUSINESS ETHICS



By application to the Company, each Distributoreggrto conduct his/her business according to tlewing General Business
Ethics. This code ensures high standards of infegnd professionalism throughout the Company’svast of independent
Distributors and protects each Distributor’s indival business image, as well as the Company’s bbuaage. | promise and agree to
conduct my business according to the following gptes: L1 | will use the Golden Rule “treating eth as | wish to be treated...” as
the primary measuring stick in conducting all bess\L 2 | will be honest in all business dealingsIlwill give the highest quality

of service by treating customers fairly and showsongrtesy and helpfulness in explaining the Companyucts.L 4 | will represent
the Company’s Compensation Plan completely andowttbxaggeration to all potential Distributors.Lgill fulfill all obligations
stated herein with regards to Enrollment and Plargrof other Distributors including training, maihion, and support.L 6 | will
work in harmony with all of the Company’s Distrilous to help further the success of the overall Camyprograms and the success
of all Distributors recognizing that this suppartg own business.L 7 | will conduct my business pssfonally, keeping
commitments | have made to others and portrayipgsétive image to all contacts.L 8 | will alwaysmember that success is the
result of honest effort. | will work for personalceess as well as encourage others to reap thedewkdiligent effort.L 9 | will
endeavor to observe the spirit as well as therlgttall of the Company’s rules and policies, knogithey are for my benefit and the
benefit of all Distributors.L 10 I will make no @ for any Company product that is not containedfficial Company literature, nor
will I misrepresent the income potential of the Gemsation Plan.M.

PRODUCT RETURN POLICY

Distributors, Preferred, and Retail Customers ofifvgevity that need to return product for any reasok be required to follow the
procedures as outlined in this policy. Anyone fejlio follow the procedures as described will roebtitled to a refund from
Youngevity. Please read the following policy cahgfiv 1 In accordance with previously stated poliap refunds are given or
offered after thirty (30) days from the date pradsaeceived by the customer.M 2 All requestsdioiRMA (Returned Merchandise
Authorization) must be received by telephone to nfeyity. Request for an RMA via facsimile or lettél not receive a response
from Youngevity.M 3 Food is not returnable. Allrte returned for credit or refund must be disclcesteithe time an RMA is issued.
Any items returned to Youngevity that were not tlised at the time the RMA was issued are not dédilr a credit or refund.M 4
Only one RMA will be issued per invoice.M 5 At ttime a RMA is requested, a RMA number will be isuEhe customer will be
required to write the RMA number in black on theside of the packaging material used to return peadt is advised that the
customer retain the RMA number issued for theiords.M 6 At the time a RMA is requested a “Prodbige Date” will be issued.
The Product Due Date will be approximately ten bess days from the date an RMA is initiated. Youwitgenust receive the
product on or before the issued Product Due Dabeteligible for any credit or refund issued. Ithe responsibility of the customer
to ensure that products are returned on or befi@@toduct Due Date. Youngevity is not respondini@elays in the delivery of



product returned caused by the United States P8stalce, or any other courier service, public wvaie. If after receipt of an RMA
it is determined that product was received afterRoduct Due Date, a credit will not be issued.Mig advised that when product is
returned to Youngevity, the customer use a catinigtr will provide proof of delivery to the custom#&ioungevity is not liable for
packages lost in transit or not received.M 8 Pab#h (chocolate) shipments must abide by the fofigwequirements in addition to
all other policies as stated in Section M.a) Mwestdturned in original packagingb) Must be shippeernight by UPS or Fed Exc)
Return must be accompanied with RMA (Returned Mandise Authorization.)M 9 Packages sent to Yourtgevithout an RMA
clearly visible on the outside of the package dlrefused by Youngevity. It is advised that thetemer use a thick black marker
when writing the RMA number on the outside of tlaelage. Ball point pen can be removed during tipgsig process. Youngevity
is not responsible for any RMA numbers removedrduthe delivery of product caused by the UnitedeSt®ostal Service, or any
other courier service public or private. Any packagfused by Youngevity will not be eligible fotwen or refund.M 10 Instances of
packages received without an RMA number that haenlveceived by Youngevity from the United Statest& Service without a
return receipt required will be held by Youngeuityopened for ten days after which they will be agstd and disposed of. Any
customer wanting their merchandise back must agrémpave said merchandise picked up by the cafitreir choice. Youngevity
is not responsible for incorrect pickups in thewstances.M 11 All returned merchandise is subgeant8% restocking fee.M 12
Youngevity will not accept packages sent to YoutiyeWostage Due” or “Freight Collect.”"M 13 Afterongevity receives returned
merchandise, a credit will be issued within 7-14ibass days.M 14 Credits will be issued for produnsbunt only (minus 8%
restocking fee). Credits will not be issued forpgiing and handling.HOW TO REACH USFOR ORDERS & SH3R: (800) 982-
3197 toll freeCUSTOMER SERVICE: (800) 982-3189 fafle24-HOUR FAX LINE FOR ORDERS & SIGN-UP: (61938
32050UTSIDE USA: (619) 934-3980WEBSITES: www.Youwigye com or www.90forLIFE.comEMAIL:
support@youngevity.comADDRESS: 2400 Boswell Road&Mista, CA 91914

YoungeviShop.com wholesale buyers — Wholesale Isuagrree to provide/update their social securitylmemmside their back office
or by calling Youngevity customer service within G&ys.



