TRIP DATES: June 10t — June 15t 2026

LEADERSHIP. SUMMIT

The TOP 25 qualifiers will experience

the ultimate luxury getaway — all expenses paid.

Plus, the TOP 5 earn exclusive VIP upgrades!

(5



COMPETITION STARTS:

I\/Ionday 290 December 2025 MINIMUM QUALIFICATION:

4:01pm AEDT g
« 10 qualifying enrolments

(100QV on Subscription)

S N . Develop 2 NEW Consultants
Monday 30 March 2026  Host 2 Opportunity Meetings

2:59pm AEDT



ENROLMENTS

Points Description Points Cap Per Month Minimum Requirement

10 Enrol 2 NEW Customers on 50 Points
10 Enrolments

Points 100QV and Subscription (10 Enrolments)

Note: Enrolments outside of the ANZ region will be counted towards your enrolment points.

JANUARY

2 qualifying enrolments.

10 POINTS



ENROLMENTS

Points Description Points Cap Per Month Minimum Requirement

10 Enrol 2 NEW Customers on 50 Points
10 Enrolments

Points 100QV and Subscription (10 Enrolments)

Note: Enrolments outside of the ANZ region will be counted towards your enrolment points.

JANUARY

7 qualifying enrolments.

30 POINTS

Points are not awarded in increments of 5.



ENROLMENTS

Points Description Points Cap Per Month Minimum Requirement

10 Enrol 2 NEW Customers on 50 Points
10 Enrolments

Points 100QV and Subscription (10 Enrolments)

Note: Enrolments outside of the ANZ region will be counted towards your enrolment points.

Enrolments are calculated per commission month.

JANUARY FEBRUARY MARCH

Does Not Carry Over

20 POINTS 20 POINTS 10 POINTS



Place a 100QV
Subscription order during
the commission month

10 Points
(Monthly Qualification)

JANUARY FEBRUARY MARCH
100QV 100QV 100QV

SUBSCRIPTION ORDER SUBSCRIPTION ORDER SUBSCRIPTION ORDER



10 Any NEW Customer places 50 Points
Points their second 100QV order (5 Retention Orders)

Any NEW Customer places 100 Points
their third 100QV order (5 Retention Orders)

Note: Customers who can contribute to your retention points must be enroled during the contest period. Customers enroled
prior to 29 December will not count towards Retention Order points.

JANUARY FEBRUARY MARCH

Enrolon 100QV Places second 100QV Places third 100QV
& Subscription Subscription order. Subscription order.

10 Points 20 Points



Any NEW Customer places 50 Points
Points their second 100QV order (5 Retention Orders)

Any NEW Customer places 100 Points
their third 100QV order (5 Retention Orders)

Note: Customers who can contribute to your retention points must be enroled during the contest period. Customers enroled
prior to 29 December will not count towards Retention Order points.

JANUARY FEBRUARY MARCH
O 1@’37 No Order O I@JT

£ Placed £a

Enrolon 100QV Places second 100QV
& Subscription Subscription order.

No Points Awarded. Subsequent orders
must be placed in consecutive months to
earn retention points.



Points

30
Points

 Only applicable
to members who
rank advance for
the FIRST time

PERSONALLY ENROLED RANK ADVANCEMENTS

Description Points Cap Per Month

Develop a NEW Personally 50 Points
Enroled Consultant (5 Consultants)

Develop a NEW Personally 150 Points
Enroled Manager (5 Managers)

Rank advancements
must be from your
Personally Enroled
Team

Minimum Requirement

2 Consultants

International Rank
Advancements will
count towards your
point total

&



TEAM BUILDERS BONUS

Points Description Points Cap Per Month Minimum Requirement

Qualify for the Team 50 Points
Builders Bonus promotion (Monthly Qualification)

Review Team Builders 10 Points
Bonus Individual Report (Monthly Qualification)

Qualify for Team Builders Bonus

 Enrol2 NEW Customers on 100QV & Review Team Builders Bonus
Subscription * Points will be automatically calculated
* Maintain a minimum of Paid As * The Associate Back Office system will
Consultant for the commission month detect when the Team Builders Bonus
* Must have at least $1 earned in Team report is downloaded.

Builders Bonus to qualify for the points



Back Office Orders Resources Contests & Promotions Brand Partner

Action Recognition Business Leadership

L —

Promotions ¥

Team Builder Bonus Tracker - Individual

Team Builders

Team Builders Bonus - 4PET in Elgibility Period¥
Team Builders Club - 16PET

Customer Referral Program Qualifier Tracker™

Executive Achievement Bonus

Team Builders Bonus Tracker - Individual

Time Period File Type You must click on ‘View’ for
January 2026 Excel the system to detect you
have downloaded the report.




PAID AS RANK

Points Description Points Cap Per Month Minimum Requirement

Maintain Paid As Executive 50 Points
for the commission month (Monthly Qualification)

Maintain Paid As Director 30 Points
for the commission month (Monthly Qualification)

Maintain Paid As Manager 10 Points
for the commission month (Monthly Qualification)

* Your Paid As rank must be held for every single day of the commission month.

* Points applied will be based on the lowest commission rank you have held for
each month.

E.G. If you are an Executive and drop to Paid-As Director for one day during the
commission month, this will be considered your lowest paid rank. 30 points will be
applied for the month in this example.



Points

Host a registered
opportunity meeting based

OPPORTUNITY MEETINGS

Description Points Cap Per Month

100 Points
(2 Meetings)

on outlined criteria

Minimum Requirement

2 Opportunity Meetings

Hosts must register their event with the Field
Development Manager at a minimum of
2 weeks in advance of the event date.

This allows time to organise any flyers, product
support or general event support if requested.
The following details must be provided in the
notification:

 Date/Time of Event

* Location

 Type of Event (Face to Face/Virtual/Co-
Hosted with another Associate)

* Theme or Title of Event

* Focus of the Event

* Expected number of guests (To be provided
to the Field Development Manager 1 week
prior)

POST EVENT

A photo of the event must be
provided to the Field Development
Manager which shows the guests
who attended. This can be in the
form of a group shot, or a
screenshot of the attendees ifitis a
virtual event.

If the registered event achieves less
than 50% of the projected
attendance, this will also not be
considered as a qualified
opportunity meeting.

v/
v
v/
v/
v/
\

In-home events

Market stalls

Expos

Sports events (e.g. run groups, yoga session)
Activities (e.g. arts & crafts, cooking class)
Webinars

One-on-one meetings

Team calls with existing members

All the above steps for each meeting need to be completed by the LAST DAY of
each commission month for points to be uploaded.
Opportunity Meeting points will NOT be backdated and are NOT transferrable.



OPPORTUNITY MEETING TIMELINE EXAMPLE

Send a message to Thomasina to

register your event with the required Send your expected number of
details and any requests for event guests to Thomasina
support

Hi Thomasina, just wanted to let you
know | have 8 guests confirmed for
? my event on January 31st!

Hi Thomasina, I'd like to register my
next event with you, please find the
details below:

-Date/Time of Event: Saturday 31st
January 10am-12pm

-Location: Macquarie Park
Community Hall

-Type of Event: Face to Face

-Theme or Title of Event: Reset & : .
Recharge 2026 Hi Thomasina, we had a great day

\Foeiis of the Evert: 30 Day Reset s : o yesterday! | ended up having 6 Send a message to Thomasina to
and boosting energy , , » ) A7 £ guests come along and there was confirm your actual number of
; 1L 4 t in th . Here is th ;
great energy in the room. Here is the guests with a group photo or

I would also like to request product A\ 2 . ‘ 7 : >0 | photo of our group
samples to offer to my guests, could ' <! : ; : & screenshot

you kindly confirm what products is ) i = .
- %

available to be sent?




CO-HOSTED EVENTS

Multiple co-hosts may be eligible
to earn trip points for the same
event

Each co-host must:

Contribute equally to the planning
and execution of the event

Invite their own guests and register
this list directly with the Field
Development Manager in advance
of the event

Be physically present (or live
virtually) at the event

Booked the venue
Registered event
directly with
Thomasina

Had 4 personal guests
attend

Wasn’t physically
present

DOES NOT
QUALIFY

Example

Organised the activity
Had 3 personal guests
attend

Registered their guest
list directly with
Thomasina

Present at the event

50 POINTS

Ordered the food
Didn’t register their
guest list

No personal guests
attended

Present at the
event

DOES NOT
QUALIFY



REPORT PREVIEW

A B C D

Leadership Summit Thailand - Individual Scoreboard

Member Name: Jane Doe

Memberld: 11111111

Recognilion Rank: 1-Star Golden Circle, 1-Star Executive

Member CDUI"ItWI Al

Total Capped Contest Points: 1640

Confidential: The information provided in this document is strictly private, confidential and personal to its recipients and should not be copied, disclosed, distributed or
reproduced in whole or in part, nor passed to any third party.
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Activity Total Capped Points
Qualify for Team Builders Bonus 150
W January 50
25/01/2026 11111111 Jane Doe 50
February 50
22/02/2026 11111111 Jane Doe 50
March
15 20/03/2026 11111111 Jane Doe
yIs3 Maintain Paid As Manager

L
ol
»

prY Maintain Paid As Director
30\ aintain Paid As Executive f
Review 'Team Builders Bonus Tracker - Individual' Report

. Updated Monthly
Enroll 2 New Customers >= 100QV|
5§ Subscription Order >= 100QV | Updated Weekly

Fp il Attend-Adl-ksseciatesGall-

Fitj | Host an Opportunity Meetirlﬂ o

5§ Develop a New Consultant U pdated Da I ly

)l Develop a New Manager

k] New PE Month 2 Subscription Order >= 100QV \ N/A TO ANZ Market)
)E¥] New PE Month 3 Subscription Order >= 100QV
146

147 Total Capped Contest Points

~N




COMPLIANCE BASICS

Customers are not permitted to Customers who are either Isagenix accounts must have
have more than one Isagenix married or de-facto MUST be their own personal information
account. enroled by one another. on file.

If you are re-enroling a customer, If you enrol a new customer and Credit cards used to pay for
ensure they do not have an their husband/wife is also initial and subsequent orders
existing account that is active. enroling, you cannot be the must belong to the account

sponsor for both. holder.

Enroling sponsors can NOT pay
for their customers orders.

Customers are subject to a
minimum wait out period of 6

months. Ask the FD Team if you
are unsure. Orders must be sent to the

account holder.

Bank details for commission
payouts must belong to the
account holder.

Customers must be 18+ to hold
an Isagenix Account.




Isagenix accounts must have
their own personal information
on file.

Credit cards used to pay for
initial and subsequent orders
must belong to the account
holder.

Enroling sponsors can NOT pay
for their customers orders.

Orders must be sent to the
account holder.

Bank details for commission
payouts must belong to the
account holder.

Customers must be 18+ to hold
an Isagenix Account.

COMPLIANCE BASICS

Card Used |Ca2ruHolder Name
Consultantl:

JohnSmith #11111111 ' Jane Doe (Enroling Sponsor}
Personally Enrolled:

Sally Harris #22222222 ' Jane Doe (Two Upline)

Mark Green #33333333 ' Jane Doe (Two Upline)

TN

Trip Contestant: Jane Doe

e  Enroled John Smith + a second new customer
*  John Smith enroled 2 Customers and Rank Advanced to Consultant.

Points

2 x Enrolments = 10 Points

1 x NEW Consultant = 10 Points
TOTAL = 20 Points

Points Deducted
NEW Consultant =
Enrolments =




PLAN AHEAD &
SET YOURSELF UP FOR SUCCESS

Make sure you’re
checklng Back Office
reporting EVERY DAY
and tracking your
progress
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