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We sincerely welcome your desire to join our company Dr. Nona 

International Ltd. (The Company). 

Our aim is to assist you in your journey to a healthy and happy life. 

Constantly improving and expanding on the international level, we 

strive to create the best training opportunities and productive work 

environment for our thousands of Distributors around the world and 

enthusiasts of our unique products.

We are confident that with our company you will discover bright new 

horizons and fulfill your creative abilities.

We are looking forward to a long-term partnership and mutual suc-

cess. 

Good luck!

Doctor Nona                                     M. Shneerson
Founder of                                            President of

Dr. Nona ™ Brand                           Dr. Nona International Ltd.

Welcome to Dr. Nona International Ltd.
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The Fundamentals

The Marketing Plan of our Company provides four streams of income:

1. Discounts on the Company’s suggested retail price;

2. Commissions from orders placed by Consultants you have sponsored in our 

organization;

3. Directors’ Group Bonuses;

4. Additional rewards.

Our Marketing Plan helps you grow and increase 

your profits at your pace, at your convenience, ac-

cording to your personal abilities and methods, 

without pressure or restrictions.

The Company reserves the right to make revi-

sions to the Marketing Plan as necessary at any 

given time.

Marketing plan tells you - YES!

  Four levels of discounts!

  Profit from retail sales!

  Commissions for purchases made by distributors in your organization!

  Bonuses for your directors’ group work!

  Monthly financial report!

  Additional rewards!

Marketing Plan Tells You – NO!

  No need to open a saving program immedi-

ately!

  No limit for profit!

  No restrictions on the number of participants – 

invite as many as you want!

Registration

The Agreement is signed by consent of all parties 

of the legal age.

Network Marketing System of Dr. Nona International Ltd.
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A sample of the Agreement Dr. Nona International Ltd.
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How to register with Dr. Nona International Ltd.

1.  Registration is open on the official website of the 
Company www.drnona.com

Consumer is the first rank.

This rank is intended for logging on the official 

website of the Company with no payment or 

purchase of the Starter Kit.

2.  Registration in the offices of the 
Company.

To become a Distributor of the 
Company:

  Complete, sign, and submit to the office of the 

Company the first (signed) copy of Independ-

ent Distributor Application & Agreement with 

the Company.

  Purchase the Distributor Starter Kit containing 

all Company reference materials you may need. 

Price of the Starter Kit includes registration fee, 

which covers our annual computer service expenses.

Upon entering your personal information into the database, you become 

a Distributor and immediately receive the right to purchase the Company’s 

products at a discount and to attract new Distributors for whom you will 

become a Sponsor and who will form the first level of your group.

Attention!
You are strongly advised to carefully, without errors and corrections, transfer 
your personal information into the Sponsor Info section of the Agreement, 
when you fill out the Agreement for your new Distributors. Your future profits 
depend on it!

Terminology and Definitions

Active Director - Director whose personal vol-
ume is 100 VU and a group volume in the amount 
of 1500 VU without compression (including his/her 
personal volume) in a billing month.

Active Director Group - a Distributor Group, 
which has an Active Director as a participant.

Annual Fee - the amount that an independent 
Distributor of the Company is obliged to pay for 
the extension of his/her agreement for the follow-
ing year. Fee must be paid no later than the month 
and day of the Distributor’s original registration 
date with the company. If you do not update your 
relationship with the Company within thirty (30) 
days of the date of registration, you will be consid-

ered Inactive and will not be able to purchase products and receive compensa-
tion owed to you by the Company.

Billing Month - a period of time (usually a calendar month), for which the 
company sums up Distributors’ work.

Bonus – remuneration to the Distributor in accordance with the Marketing Plan 
of the Company and established qualification standards.
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Branch - part of Distributor’s group, starting from 
one of the first level Distributors. Quantity of 
Branches is not limited.

Check – an internal Company document, which 
specifies the amount of commissions and bonus-
es earned by the Distributor for the billing month.

Code of Ethics - ethical rules of conduct of the 
Company Distributors.

Commission - compensation issued to the Dis-
tributor by the Company in accordance with pur-
chase volume of his Development Group.

Compression - compression of inactive Distrib-
utors, who in the billing month did not fulfill the 
qualification standards. Distributors who fail to 
meet the qualification standards, lose bonuses 
(become «invisible»). Only for the calculation of 
the check, their entire network is pulled to the first 
supervising Sponsor, who qualified for this billing 
month. If the qualification standards are fulfilled in 
the following month, «compressed» Distributors 
become «visible» again, and have a right to ap-
propriate bonuses. Compression does not apply 
to the calculation of the qualification for Active 
Director.

Consultant - a person or legal entity, which 
fulfilled the conditions of registration and is 
maintaining the Agreement with the Com-
pany. Consultant is obliged to purchase a 

Starter Kit and receives a 20% discount on 
purchases from the Company.

Consumer - a temporary rank in the Marketing 
Plan. Consumer may purchase products at a 10% 
discount.

Depth Payments - maximum number of levels 
from which you can receive bonuses according to 
the Marketing Plan.

Development Group - your organization, ex-
cluding subsequent Directors and their organiza-
tions.

Director - Distributor who has completed quali-
fication requirements for the Director position. Di-
rector is entitled to a 40% discount on purchases of 
Company products.

Distributor – an individual of capable age who 
signed a distribution agreement with the Com-
pany that gives him/her the right to buy products 
with a percentage discount, sponsor other Distrib-
utors, and receive bonuses according to the Mar-
keting Plan.

Distributor Group - all Distributors, including 
those on the first, second, etc. levels, without any 
restrictions.

Fiscal Year – period of time consisting of twelve 
months and beginning with the month in which 
the Distributor completed his/her registration.
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Global Volume (GVR) - amount of purchases made by the Director’s group 
(GVU), excluding his/her personal purchases, and other Directors’ groups pur-
chases up to 10 levels.

Group Volume Units (GVU) - the total amount of purchases made by 
the Distributor personally and his organization up to the first Director in each 
branch during the billing month. Expressed in volume units.

Inactive Director - Director, whose personal volume was less than 100 VU 
in a billing month.

Independent Distributor Application & Agreement (the Agree-
ment) - an agreement, signed by the Distributor when joining the Company.

Inoperative Director - Director, who made a personal volume in the amount 
of 100 VU but had a group volume in the amount less than 1500 VU in a bill-
ing month.

Level – position of the Distributor in your organization. Distributors, recruited 
by you, make your first level. Distributors recruited by your first level Distribu-
tors, make your second (and their first) level, etc. Quantity of Distributors in each 
level is unlimited.

Manager – Distributor who has completed qualification requirements for the 
Manager position. Manager may purchase products at a 33% discount.

Marketing Plan - a reward (bonus accruals) system, regulating progression 
of Distributors in the Company hierarchy.

Motivational program – an additional form of promotion.

Partner - a person or legal entity operating with the consent of the Company, 
under the same Distribution Agreement. Partner can not: participate in moti-
vational activities of the Company, receive rewards from the Company without 
the Power of Attorney issued by the Distributor (the owner of the Agreement).
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Personal Volume Units (PVU) – amount of purchases acquired personally 

by Distributor during the billing month. Expressed in volume units.

Printout – computer printout indicating the work of the Distributor.

Rank – position of the Distributor in the marketing structure. It is determined by 

certain rights and privileges. In order to achieve a certain rank you must meet 

the requirements for it. Marketing plan includes four ranks: Consumer, Consult-

ant, Manager, and Director.

Sponsor - Distributor who recruits, trains, and helps new Distributors.

Starter Kit - a set of necessary reference materials and product samples. 
The Starter Kit must be purchased when joining the company in order to be 
registered as a Distributor.

Transfer – unit redistribution procedure between Distributors.

Volume Price - a common international conditional price of the product in VU 
that does not include the costs of storage in regional warehouses, discounts, 
bonuses, etc. Volume Price is not related to any of the world currencies.

Volume Unit (VU) - unified unit assigned to each product, the same for 
entire world.
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Consumer

Consumer is the first rank in the Marketing Plan. It 

is a temporary rank. 

As a Consumer you are entitled to purchase prod-

ucts at 10% discount.

This rank is used to log on to the official website of 

the company, without being charged and without 

purchasing the Starter Kit. However, this rank does 

not have a savings program and cannot help you 

build a distribution network.

Explanation: Your units are included in your 

Sponsor’s Group Volume.

Consultant

Consultant is the second rank in the Marketing Plan. 

Marketing Plan Includes Four Ranks:
Consumer, Consultant, Manager, Director.

Consultant can be a person or legal entity.

In order to receive a Consultant rank you must sign 

the Agreement with the Сompany and purchase a 

Starter Kit.

Consultant is entitled to purchase the Company 

products at a 20% discount.

In a calendar month, the Consultant must either 

make a one-time personal purchase of the Com-

pany products in the amount of 100 VU or several 

personal purchases in the amount of 150 VU. 

After that, the system of VU accumulation (savings 

program) activates, and he/she starts receiving 

Volume Units (VU) based on the purchases of the 

Distributors he/she has recruited.

 Explanation: until one of these conditions (either one-time purchase of 

100 VU or 150 VP in a calendar month) is fulfilled, you may still be a Distrib-

utor and purchase goods at a 20% discount but the units for them won’t be 

accumulated on your account and will be included in Group Volume Units of 

your Sponsor.
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Remark: Upon opening a saving program with the first one-time purchase 

of 250 VU (not a transfer), the Consultant receives a gift from the Company 

- Dynamic Cream. This gift will be also issued to Consultants in the future 

with a one-time purchase of 300 VU (not a transfer).

(In case the Company declares a discount on the product in the current 

month and the amount of volume units exceeds the price of the gift, the 

Consultant is offered a choice).

Your profits and privileges as a Consultant:

1. Purchase of the Company products at the Consultant price - 20% discount.

2. Profit from retail sales – in the amount of 25% of the buying price.

Explanation: How do you get a 25% profit from retail sales? For example: 

You buy $100 worth of products. As a Consultant, you receive a discount of 

20% and your purchase costs you $80. You sell your products for $100. Your 

profit is $20, which is 25% of the $80 spent when you purchased your prod-

ucts.

3. Moving up within the Distributor hierarchy is a result of your purchases and 

efforts to involve new Consultants and Consumers into your group. Units 

generated by your group’s activities at all levels of your organization end up 

as your units and bring you closer to the rank of Manager.

4. Receiving commissions from the purchases of Consultants and Consumers 

in your organization.

Commissions are calculated based on the volume of purchases (PVU) of all  

Consumers in your group and make up 10%. In order to receive Commis-

sions the amount of your personal purchases in each month must be at least 

100 VU.

5. All purchases of your Consumers, made at a 10% discount are included in 

your group volume. (They aren’t included in your personal volume).

Attention! In order to confirm the rank of the Consultant you are required 

to place an order for the required number of units (not a transfer) in at least 

one calendar month of the fiscal year. Otherwise the agreement with the 

company will be canceled.

The Fiscal Year consists of twelve months beginning with the month in which 

the rank was acquired.

The rank of Consultant needs to be confirmed each Fiscal Year.
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Group №1

Group №2

М
A N A G E R

Manager

Manager is the third rank in the Marketing Plan.

This rank can be achieved in two ways:

1. You become a Manager when the total amount of your purchases and per-

sonal purchases of Consultants and Consumers at all levels of your group 

reach 1000 VU (see Diagram №1). All your subsequent orders will be execut-

ed at the Manager discount of 33%.

2. Purchase the Starter Kit and make a one-time order for 700 VU. This order 

will be executed immediately at the Manager discount. The computer sys-

tem will credit you with 300 premium VU, giving you a total of 1000 VU.

(These 300 VU will not be added to your Sponsor’s group volume, and no 

bonuses and commissions will be accrued for them).

In addition, you will receive Solaris Cream as a gift from the Company.

This gift will be also issued to you in the future with a one-time purchase of 

300 units (not a transfer).

Remark: In case the Company declares a discount on the product in the 

current month and the amount of volume units exceeds the price of the gift, 

the Manager is offered a choice.

Your profits and privileges as a Manager: 

1. Purchase of the Company’s products at the Manager price - 33% discount.

2. Profit from retail sales - 50% of your buying price.

Example of Manager Units Accumulation

DIAGRAM №1

100 (Personal VU ) + 400 (VU purchased by the Group № 1)
+ 500 (VU purchased by the Group № 2) = 1000 Group VU. 

Explanation: How do you get a 50% profit from retail sales? For example: 
You buy $100 worth of products. As a Manager, you receive a discount of 
33% and your purchase costs you $67. You sell your products for $100. Your 
profit is $33, which is approxiamately 50% of the $67 spent when you pur-
chased your products.
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Manager А - 100 vu

Consultant А1 - 150 vu

Consumer А2 - 50 vu

Manager В - 100 vu

Consultant В1 - 120 vu

Consumer В2 - 80 vu

Manager А will receive 13% from 150 vu (А1) & 23% from 50 vu (А2).

Manager В will receive 13% from 120 vu (В1) & 23% from 80 vu (В2).

Manager А will receive units from Manager В, but won’t reseive Commissions, 

becauce there is no difference between discounts of A and В.

Commisions Scheme of the Manager 

DIAGRAM №2

B2-10%
80 vu

B1-20%
120 vu

A1-20%
150 vu

A2-10%
50 vu

A-33%
100 vu

B-33%
100 vu

3. Receiving commissions on the purchases of Consultants and Consumers in 

your group. Commissions are calculated based on the volume of purchases 

(PVU) of Consultants and Consumers in your group (see Diagram №1), and 

make up 13% of Consultants’ and 23% of Consumers’ (see Diagram №2) 

purchases. In order to receive Commissions, Manager’s PVU must be no 

less than 100 units.

4. Moving up within the Distributor hierarchy:

Purchases of Consultants and Consumers of your organization allow you to 

accumulate VU in order to raise your position to the next stage of the mar-

keting hierarchy and become a Director.

You are not eligible for Commissions on the volume of purchases made by 

your Managers, their Consultants and Consumers. However, their purchase 

volumes bring you closer to the rank of Director.

Attention! In order to maintain the rank of the Manager you are required 

to purchase no less than 100 PVU (not a transfer) in a calendar month, as part 

of the fiscal year.

Fiscal year consists of twelve months beginning with the month in which the 

rank was acquired.

The rank of Manager needs to be confirmed each fiscal year.

Failure to confirm the rank will result in the loss of the Distributor managerial 

discount (33%) and reduction of the rank back to a Consultant with a discount 

of 20% and a savings program of 100 units.

To restore your 33% discount, you must fulfill the qualification of Manager 

within 12 consecutive months. Otherwise you will remain on the level of Con-

sultant with 20% discount and savings program of 100 units.
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Director

The Director is the highest rank in the Company.

This rank can be achieved in two ways:

1. You become a Director when the total amount 

of your purchases and personal purchases of  

Managers, Consultants, and Consumers of your 

group (GVU) reaches 4500 units. All subsequent 

orders you will place as a Director will be exe-

cuted at a 40% discount.

2. Purchase the Starter Kit and place one-time or-

der for 3,000 units (PVU).

This order will be executed immediately at the 

Director price at a 40% discount. In addition, you 

will receive from the Company both Dynamic 

Cream and Solaris Cream as gifts. 40% dis-

count offer will remain effective for all subse-

quent orders regardless of the amount of their 

volume units. This order (3000 PVU) is added to 

the group volume of the superior Director only. 

The amount of your future orders along with the 

orders of your Managers, Consultants, and Consumers will make your group 

volume. The number of Managers, Consultants, and Consumers in each lev-

el is not limited, as well as the number of branches, extending from one 

Distributor.

Your Profits and Privileges as a Director:

1. Purchase of the Company products at Directors price - 40% discount

2. Profit from retail sales - 67% of the buying price.

Explanation: How do you get a 67% profit 

from retail sales? For example: You buy $100 

worth of products. As a Director, you receive a 

discount of 40% and your purchase costs you 

$60. You sell your products for $100. Your profit 

is $40, which is approximately 67% of the $60 

spent when you purchased your products.

3. Receiving COMMISSIONS on the purchases of 

your Development Group.

Commissions summarize from.

  7% of on the purchases made by the groups of 

your Managers,

  20% on the purchases made by your Consult-

ants,

  30% on the purchases made by our Consumers.

In order to receive commissions, Director is required to maintain his/her 100 

PVU or more. (See Diagram №3). This requirement applies only to commis-

sions. Failure to comply with it does not affect his/her rank or the discounts as 

the Director.
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4. Receiving monthly bonuses for the work of your Director’s Group. 

Premiums are calculated as a percentage of subordinate Directors’ groups 

(GVU) and make up to:

Level 1 - 8% 

Level 2 - 6%

Level 3 - 4%

Level 4 - 2%

In order to receive the Director bonus, you must have a monthly group pur-

chase volume of at least 1500VU (including 100 PVU). Monthly Director’s group 

purchases include: your personal volume, the volume of purchases at all levels 

of Managers, Consultants, and Consumers. Volume of your Directors and their 

Managers’, Consultants’ and Consumers’ purchases is not included into your 

group volume.

Attention! In order to confirm the rank of the Director, you are required to 

make 100 PVU in a calendar month, as part of the fiscal year, as well as the 

total GVU for the year should reach at least 300 VU (including 100 PVU).

The Director rank is confirmed each fiscal year.

Fiscal year is consisted of twelve months beginning with the month in which 

the rank was acquired.

If the Director does not satisfy one of these two conditions, he/she will lose 

the Director’s discount (40%) and his/her qualification will be reduced to 

Manager level with a 33% discount and 1000 group units. 

In order to restore your 40% discount, you will need to satisfy conditions 

of Director qualification within 12 months, otherwise it will be permanently 

downgraded to a 33% discount a savings program of 1000 units.

Director’s Commissions

DIAGRAM №3

Director

Manager

Consultant

Consumer
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Network Marketing Plan of Dr. Nona International Ltd.

DIAGRAM №4

Level 4 DIRECTOR E GVU 1500 vu
PVU 100 vu

Level 3 DIRECTOR D GVU 1500 vu
PVU 100 vu

Level 2 DIRECTOR C GVU 1500 vu
PVU 100 vu

Level 1 DIRECTOR B GVU 1500 vu
PVU 100 vu

Level 0 DIRECTOR A GVU 1500 vu
PVU 100 vu

6% 4%

6%

4%
2%
6%

8%

8%

8%

8%
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Commissions Distribution Table

Payments are made when your monthly personal volume (PVU) is 100 units. 

Rank
Commissions

from Consumer
Commissions

from Consultant
Commissions
from Manager

Consumer
10% Discount - - -

Consultant
20% Retail Price Discount 10% - -

Manager
33% Retail Price Discount 23% 13% -

Director
40% Retail Price Discount 30% 20% 7%
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Bonus Table

Payments are made when your monthly personal volume (PVU) is 100 units and group volume (GVU) is 1500 units.

Directors’
 Group Director

Group
Director

Leader
Director

Master
Director

Amber
Director

Silver
Director

Ruby
Director

Gold
Director

Sapphire
Director

Platinum
Director

Diamond
Director

President
Director

1 level 8% 8% 8% 8% 8% 8% 8% 8% 8% 8% 8% 8%

2 level 6% 6% 6% 6% 6% 6% 6% 6% 6% 6% 6% 6%

3 level 4% 4% 4% 4% 4% 4% 4% 4% 4% 4% 4% 4%

4 level 2% 2% 2% 2% 2% 2% 2% 2% 2% 2% 2% 2%

5 level 2% 2% 2% 2% 2% 2% 2% 2% 2% 2% 2%

6 level 0.5% 1% 1% 1% 1% 1% 1% 1% 1% 1%

7 level 0.5% 1% 1% 1% 1% 1% 1% 1%

8 level 0.5% 1% 1% 1% 1% 1%

9 level 0.5% 1% 1% 1%

10 level 0.5% 0.5%
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Rank
Number of 

Active Directors
Minimal

Global Units
Levels of Global
Units Calculation

Director - - 4

Group Director 2 5000 5

Leader Director 3 15.000 6

Master Director 4 25.000 6

Amber Director 5 35.000 7

Silver Director 6 50.000 7

 Ruby Director 7 75.000 8

Gold Director 8 100.000 8

Sapphire Director 8 250.000 9

Platinum Director 9 400.000 9

Diamond Director 10 750.000 10

President Director 12 1.000.000 0.5% of the yearly units volume of the Company

Definitions of Director Ranks and Bonus Accrual Table

 



23

1.  Group Director - Director, who has a minimum global volume of 5000 and 
two Active Director Branches in the first generation. Group Director addition-
ally receives 2% of the level 5.

2.  Leader Director - Director, who has 15,000 in global volume and 3 Active 
Director Branches in the first generation. He/she additionally receives 0.5% 
of the level 6.

3.  Master Director – Director, who has 25,000 in global volume and 4 Active 
Director Branches in the first generation. He/she additionally receives 1% of 
the level 6.

4.  Amber Director – Director, who has 35,000 in global volume and 5 Active 
Director Branches in first generation. He/she receives additional 0.5% of the 
level 7.

5.  Silver Director - Director, who has 50,000 in global volume and 6 Active 
Director Branches in the first generation. He/she additionally receives 1% of 
the level 7.

6.  Ruby Director - Director, who has 75,000 in global volume and 7 Active 

Director Branches in the first generation. He/she additionally receives 0.5% 

of the 8th level.

7.  Gold Director – Director, who has 100,000 in global volume and 8 Active 

Director Branches in the first generation. He/she additionally receives 1% of 

the level 8.

8.  Sapphire Director – Director, who has 250,000 in global volume and 8 

Active Director Branches in the first generation, of which one Director has 

either a Master Director Rank with additional 0.5% of the Level 9 or a Gold 

Director rank.

9.  Platinum Director – Director, who has 400,000 in global volume and 9 

Active Director Branches in the first generation, of which at least two Direc-

tors have the Master Director rank with additional 1% of the level 9. Also, one 

of the Master Directors may have the Gold Director rank in the first 8 levels.
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10. Diamond Director – Director, who has 10 Active Directors of the first gen-

eration in the current month, of which at least four have the rank of Master 

Director, and his/her entire Director Group of 8 levels would acquire in the 

same month at least 750,000 global volume units in this 8 level group. Also, 

there may be one Gold Director instead of one Master Director. Diamond 

Director receives 1% of Level 9 and 0.5% of Level 10 of the Company.

11. President Director – Director, who has 12 Active Directors of the first gen-

eration in the current, of which at least six have the Master Director rank and 

his entire 8 levels group would generate at least 1,000,000 in global volume 

units. Also, there may be one Gold Director instead of one Master Director. 

President Director is entitled to a presidential bonus, which consists of 0.5% 

of the total annual unit volume of the Company. Presidential Bonus is paid 

once a year.

Example:

1. Director A has been fulfilling the conditions for obtaining the Presidential 

Bonus for six months of the calendar year.

2. Director B has been fulfilling the conditions for obtaining the Presidential 

Bonus for three months of the calendar year.

3. Director C has been fulfilling the conditions for obtaining the Presidential 

Bonus for 9 months of the calendar year.

Total there are 3 candidates for the president’s bonus:

 3 + 6 + 9 = 18

Accordingly, the amount of 0.5% of the total annual unit volume of the Com-

pany will be divided into 18 parts, so that:

Director A will receive 6 parts.

Director B will receive 3 parts.

Director C will receive 9 parts.

Director receives a bonus for the first Director developed within his Group if he 

meets the standard of 1000 PVU instead of 1500 PVU.

This benefit is given for three months, starting from the next month after ap-

pearance of the first Director. The benefit does not depend on the number of 

newly emerged Directors in the group during this period.

Explanation! To receive these bonuses, Director must have at least 1500 

GVU (including 100 PVU) without transfer.
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Rules of Transferring Products and Units within the Network
(Transfer)

Consultant is entitled to purchase a product from the Sponsor.

Consultants and Sponsors must follow these rules:

1. Distributors of any level are allowed to transfer Volume Units (VU) down to 
any subgroup within their Development Group.

2. Only Personal Volume Units can be moved 
down the network. Group Volume Units which 
came from the bottom cannot be transferred 
back down.

3. Volume Units transferred by you remain your 
Group Volume Units and are deducted from 
your Personal Volume Units (PVU).

4. Distributor can only transfer the units of the cur-
rent month. The volume of the transfer is con-
trolled by the computer system, which would 
not process the transfer if, as a result of your 
transfer, the amount of your Personal Volume 
Units becomes less than 100.

5. Volume gained through the transfer is added to the Distributor Volume Units 
at the last day of the calendar month.

6. There are no Commissions for the transferred Volume Units.

7. Qualifying purchase for obtaining a Manager rank in the amount of 700 VU 
at a 33% discount can be processed only by official offices of the Compa-

ny or authorized warehouses. It is prohibited to purchase products in the 

amount of 700 VU from the Sponsor  in order to obtain a Manager rank.

8. Qualifying purchase for obtaining a Director rank in the amount of 3,000 VU 

a 40% discount can be processed only by offi-

cial offices of the Company or authorized ware-

houses. It is prohibited to purchase products 

in the amount of 3,000 VU from the Sponsor 

in order to obtain a Director rank.

9. Distributors receiving the ranks of Manager or 

Director by transfer may procure new discounts 

on the first day of the following month.

10. PVU transfer is permitted downwards to 

any of your Distributors as long as there 

aren’t any Active Directors between you and 

the Distributor you are attempting to trans-

fer units to. PVU transfer is allowable if the

Director between you and the Distributor is an Inactive Director (PVU < 

100VU in the billing month).

11. Order of transfer gets processed by the Company in the current month. The 

transfer itself happens in the central database of the Company at the month 

closing.
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The Network Compression Rules

1. If at the end of the month Manager with less than 100 Volume Units emerg-
es under Active Director, then Active Director receives 20% (instead of 7%) 
of the total purchases of Consultants and Consumers of this Manager.
(See Diagram №5)

The above rule applies only for the current fiscal month. In the following fiscal 
month, Manager will receive his/her 13% Commissions of the total purchases 
of Consultants and Consumers if he makes a personal purchase in the amount 
of 100 VU.

2. If at the end of the month an Inoperative Director of the first generation with 
less than 1,500 GVU emerges under Active Director, then:

А. If Inoperative Director (B) did fulfill his 100 PVU requirement, then his super-
vising Active Director (A) will receive 8% of Director(B) Group Volume Units, 
and then, as a result of compression respectively, 8% (D), 6% (E), etc. from 
his subordinate Active Directors in accordacne with the Marketing Plan. In-
operative Director (B) who made the qualified 100 PVU purchase will receive 
Commissions only from his own Development Group (A,B&C).
(See Diagram №6).

B. If Inoperative Director (B) has not fulfilled his 100 units personal purchase 
requirement, then for the current month he/she is considered an Inactive 
Director. His/her supervising Active Director (A) will receive a Commission 
from the abandoned Development Group (A, B&C). In addition, due to the 
network compression, a subordinate Active Director (D) will be considered 
not the second but the first generation and therefore his/her monthly 8 % go 
to the supervising Active Director (A) who is above the Inoperative Director 
and so on according to the Marketing Plan.
(See Diagram №7).

The described rule applies only for the current fiscal month. Inoperative Director 
may restore his/her qualification in the following month and become an Active 
Director again.
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Company Laws and Advertising Rules
Distributor Agreement with the company Dr. Nona International LTD.

Distributor Agreement with the Company is the 

main document that confirms your participation in 

the Network Marketing of the Company.

Official form, which is issued for a new consultant 

is called the Independent Distributor Applica-

tion & Agreement. It is an Agreement but not a 

Contract. There is a significant difference between 

these two words. The term «contract» implies mu-

tual legal obligations, the fulfillment of which is 

controlled by the laws of any country.

Independent Distributor has no legal 
obligationss!

The Company authorizes and establishes the rules 

of the relationship between the Distributor and the 

Company. If its rules are ignored, it does not entail 

legal liability, and can only lead to the cancellation 

of the Agreement. Such documents, in which the 

rights are transferrable, are a class of licenses is-

sued by the Company.

How to use the obtained rights and whether to 

use them at all, is a personal decision of the In-

dependent Distributor. Distributor is not entitled to 

object the rules established by the Company. The 

Agreement is freely available at your request, with 

the provision that you are considered an adult in 

your country of permanent residence and have not 

signed such an agreement in the last six months.

By signing the Agreement, you become a product 

Distributor for the Company and agree to:

  Comply with the laws, advertising rules of the 

Company and follow them everywhere and al-

ways, in word and deed;

  Comply with all laws and regulations of the 

country of your business conduct;

  Protect the Company from any and all claims, 

damages, or claims related to appearances in 

the media;

  Offer the Company products at a price not lower 

than recommended for each country.
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As a Distributor, You Have a Right to:

  Purchase the products at a discount;

  Receive from the Company all information and 
promotional materials;

  Create a consumer market for the Company 
by executing the same Agreements with other 
people;

  Receive revenue from your organization;

  Share with others your experience and 
usage of the Company products;

  Conduct business in any geographical location 
(city, region, country), without any exclusive ter-
ritorial rights;

  Include the name Dr. Nona, with the follow-
ing (must be added) phrase: Independent 
Distributor in your business card, phone 
book, writing paper, etc.;

  Create your own web site or open a personal 
page on the official website. At the top of the 
homepage of your website, you must include 
a statement that your website is the property 
of an independent distributor of Dr. Nona;

  Sell or bequeath your rank and your network 
(see the Right to Sell and Inherit);

  Unilaterally terminate the Agreement with 
the Company upon written request;

  Sign a new Agreement with the Company af-
ter six months from the date of cancellation of 
the old agreement. Upon the new agreement 
you get rank of Consultant.

Company Prohibits the Distributor from:

  Acting in the media on behalf of the Company and posing as an employee 

or agent of the Company;

  Giving false information, any guarantees, or 

promises regarding products which are not 

contained in the official reports of the Com-

pany;

  Copying and reproducing printed, audio, and 

video materials of the Company for commercial 

purposes;

  Using the name, symbols, and trademarks of 

the Company without prior written permission;

  Changing a Sponsor. 

In case of this violation, the Distributor, who 

changed his/her Sponsor, must return with the 

entire structure to the previous Sponsor. Be-

sides that, the Distributor and the Sponsor, who 

resubscribed him/her in the new structure (al-

lowed a violation), will receive a Warning from 

the Company. The second violation of this rule 

will result in the termination of the Distributor 

and Sponsor from the Company without the 

right of re-registration.
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For Its Part, the Company:

  States that all Distributors have equal rights regardless of rank;

  Reserves the right to modify the Marketing Plan, i.e. may adjust the terms 

of bonus accrual, reporting any changes at 

least 2 months prior to their effective date;

  Confirms the right of the Distributor for part-

nership. The Partner Agreement may be 

filed in the office upon submission of the 

relevant documents. In this case, all rights 

are reserved for the Partner who signed the 

Agreement with the Company first;

  Prohibits officials and employees of all of-

fices of the Company to sign an Agreement 

or distribute products and services of other 

network marketing companies;

  Reserves the right, in case of clear violation of 

the Company Laws and Advertisement Rules 

to unilaterally and irreversibly terminate the 

Agreement.

Terms of the Network Sale

1. The Company reserves the first right to purchase the Distributor’s network.

2. Buying and selling of the Distributor network must be processed in the main 

headquarters of the Company in Israel. 

3. In order to sell your network to another person you must:

  provide complete information about the buyer;

  get written permission from the top three Sponsors.

Act of sale must be certified by one of the Manag-

ers at the main headquarters in Israel.

The Company levies a tax on any act of Distributor 

network sale in 10% of the arithmetic average of 

the check he had received for any 6 months.

Network Inheritance Right

A Distributor’s rights to receive remuneration from 

the Company is a private right of the Distributor, 

and, after his death, it is inherited only by his/her 

family members.

In accordance with this paragraph, parents, 

spouse(s) and children (including adopted) are 

recognized as «family members» of the Distributor.

Inheritance can only be transmitted to one family 

member upon his/her agreement with the laws of 

the Company.

Such right shall be guaranteed on the basis of Marketing Plan approved by the 

Company. 
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Ethic Code
of Dr. Nona International LTD. Distributors

  I agree to follow the rules of network mar-

keting: to build the business for a profit, so 

that the people with whom I work would 

be also able to grow and make a profit.

  In my work I’ll use the techniques and 

strategies that will not be harmful to peo-

ple with whom I work: myself, my Devel-

opment Group, or business in general.

  I will study thoroughly all the laws of the 

network marketing industry, the rules of 

my company, and will follow them always 

and everywhere.

  I will faithfully perform all the obligations 

that I have in relation to my clients, my fel-

low distributors, and my present and fu-

ture partners.

  I will teach and encourage Distributors to 

whom I act as a Sponsor to the best of my 

ability.

  I will advise my prospective Distributors 

about the possible profits; I’ll do it con-

vincingly and without exaggeration of 

actual earnings.

  I will not advise my Distributors to 

make unreasonable large purchases 

when recommending them to main-

tain a stock of products for their per-

sonal business needs.

  I agree to settle any disagreements in a 

spirit of understanding and justice for all.

  I agree to maintain loyalty to my business 

system in general. Recognizing other 

companies as competitors, I will not criti-

cize their business system and their prod-

ucts.

  I agree to maintain good relations with 

all Distributors of the Company.
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The Network Marketing Phenomenon
There Are Three Ways to Make Money and Succeed:

1.  EMPLOYMENT
Large amount of time in Exchange for little money.

2.  TRADITIONAL BUSINESS
Large initial capital investment and the risk of losing it.

3.  NETWORK MARKETING
  Minimal initial investment;

  No risk;

  No limit on earnings, which consist not only of your own efforts 

but also of the efforts of other people involved in your business.

The Basic Idea of the Network Marketing

Those who are uneducated in the network marketing business system think 

that they must be high level salespeople in order to achieve success.

Under the term sale, we usually imagine talking to strangers in attempt to sell 

them something they may not need or desire. In the network marketing busi-

ness system, there is no sale in the traditional sense, although it is necessary 

that there is a commodity circulation. If there is no commodity circulation, 

there is no business. Circulation in network marketing occurs and is maintained 

by the fact that people inform their friends and acquaintances about the Com-

pany and products and identify among them those who would be interested. 

The main difference is that the companies which distribute products through 

network marketing, do not advertise their products nor sell them to the public 

through retail outlets. Advertising occurs in communication between consum-

ers of the products and registered Distributors of the company who receive 
income from the trade!

Any company engaged in business wants to:
  produce commodities of desirable quality;

  distribute these products, covering the entire country population in order 

to make everybody aware of it and, as a result, engage the majority of the 

population in the buying process.
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This is of course extremely difficult. The Company 

wants to eliminate all intermediaries and deliver 

products directly to the person who wants to buy 

it. This is where the differences between tradition-

al retailers and direct promotions begin.

Product distribution and the sale of products is not 

the same thing.

First of all, the company operating by the rules of 

the Network Marketing wants to convey infor-

mation to the consumer. An educated consumer 

will buy the product, if he/she receives detailed 

information about it. Thus, the essence of network 

marketing is maximum informational outreach.

A sale will be the organic result of this outreach.

Network Marketing is a fundamentally new ap-

proach to two classic concepts of the economy: 

sale and distribution of goods. Combining these 

two concepts, based on the idea of building 

business networks in order to increase the ef-

fectiveness of sales, led to the creation of a new 

economic concept - Network Marketing.

Network Marketing is the promotion of prod-

ucts and services through distribution channels 

from the manufacturer to customers. It includes a 

permanent satisfaction of customers’ demands at 

all levels of the network, due to the high quality of 

products and services.

Building a business network is done by an asso-

ciation of people who share information with each 

other, support each other in working together 

to achieve common goals, and receive different 

types of incentives and rewards for their work.

In network marketing you have your own group 

of Distributors, whose purpose is to deliver the 

goods directly to the consumer.

You receive income in the form of commissions on 

group sales that are made by all members of your 

organization.

There is a fundamental difference between a per-

son involved in network marketing and an employ-

ee of a traditional company. It is based on the fact 

that in traditional companies you are just a hired 

worker or employee, while in network marketing 

companies you are a full partner. You are an in-

dependent contractor, voluntarily working in your 

own business; and you are your own boss. This, of 

course, extends your rights, but at the same time 

imposes additional responsibilities on you. You 

find yourself in the situation when you are person-
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ally responsible for your success. It is hard work, 

but the rewards are limitless! 

In a network marketing company, an independent 

distributor is responsible for the results of his/her 

work: he/she creates his/her own self-managed 

organization and constantly is involved in training 

Distributors in order to improve their performance.

Network Marketing of Dr.Nona International 

Ltd. is not associated with any particular territory. 

Many Network Marketing Distributors build re-

gional, national and even international property 

organization. Traditional companies are spending 

a lot of money on advertising and other activities 

that can increase sales (participation in trade fairs, 

providing various kinds of discounts, financing var-

ious shows, organization of various demonstrations and much more) in hope 

that when people see their products in action, they may want to buy these 

products and will buy them in the future. Naturally, this investment of money 

in the long run increases the value of the goods offered by the company and, 

therefore, to be paid out of the buyer’s pocket.

The style and the basic ideas of Network Marketing are very different from 

companies which use traditional methods. Research of professionals and our 

experience show that a person will have enthusiasm and admiration for a good 

product or service. If you visited a restaurant with excellent service and food 

or read an interesting book, if you got a nice haircut or an interesting guided 

tour, if something has made a strong impression 

on you and caused a change in attitudes, tastes or 

looks, what do you do?

Most likely, you will share your emotions and en-

thusiasm for the new product with your family and 

friends and will recommend them to try the prod-

ucts you like.

Most people in the world are 
engaged in network market-
ing all their lives, but do not 
receive any rewards.

The extraordinary beauty and strength of network 

marketing is that network marketing companies 

are directly and constantly rewarding you for your recommendations to con-

sume their product or service. And the more successfully you do it, the better 

your reward.

In network marketing, Distributors are not involved in retail trade, but share their 

experiences and offer advice. A Distributor who loves the Company’s products 

and uses them regularly will be very successful.

Would your life change, if you received $1 each time one of your friends bought 

a product or service at your recommendation?

Probably, yes!
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This is Network Marketing!

Instead of paying money for a large advertising campaign, forming a budget 

for marketing, and bearing the costs of sales, network marketing companies 

transfer all this money to their distributors as a reward for their efforts. Distrib-

utors get compensated for convincing people to try a new product for them-

selves and remaining loyal to that product, and for the recommendations (i.e. 

essentially advertising) that they give to other people about this product and its 

consumption.

The Company has the responsibility to produce first-class products and contin-

ually improve them, according to new scientific developments and demands of 

the customer, to control the quality of each incoming product batch, to study the 

world market of health products in order to keep abreast of the latest trends, 

to provide new goods in accordance with the needs of your market, and invest 

money and effort in training and financial incentives to provide maximum op-

portunities for professional and career development of the company’s Distrib-

utors.

This very serious support provides an opportunity to develop your own action 

plan on how to build your own business best, in the optimum time to achieve 

the greatest success, and become financially independent.

With continued support of the Company and the ability to use an extraordinary 

power network, you will never be alone in a network marketing business.

For people who want to actively participate in this business, Network Marketing 

offers exceptional opportunities.

  Working for yourself in the network marketing you can start a business with 

little initial cost and investment.
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  Network marketing offers you an opportunity to be engaged in full-time 

or part-time business, as you wish. Any person may, without stopping his/

her previous activity, create a business in network marketing. This is a rare 

opportunity to make money and at the same time learn how to do it most 

successfully.

  Network marketing allows you to earn a few hundred dollars per month or 

several thousand dollars per month depending on your effort. In this case, 

you do not need a special education or previous work experience.

  In a world that is becoming more and more TV-radio-computerized, aliena-

tion of people from each other is growing. Network marketing offers you a 

rare opportunity to expand social networks, the ability to meet and work with 

new friends who are willing to share the same values and ideals. In network 

marketing, you will all work together - it is a group effort.

  As a rule, the goods and services that are marketed through network mar-

keting are products of very high quality. These unique products are not sold 

in retail stores, are not offered in catalogs or promoted by traditional meth-

ods of advertising.    

  Finally, and perhaps most important, people in network marketing take re-

sponsibility for their own destiny. They are rewarded for their efforts, energy, 

talent and ability. Network marketing gives everyone the opportunity for per-

sonal and professional growth and freedom, can improve self-esteem, and 

change radically people’s lives.

Remember: this is your business, and you can do what you like and enjoy it!
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President’s Motivational Programs
Dr. Nona International LTD.

HOUSING Bonus Program

One of the goals of Dr. Nona International Ltd. is to continuously increase the 

prosperity of its Distributors. 

For diligent and successful work you become eligible for a variety of gifts, from 

a jar of Dynamic cream to a new car.

In addition, the Company offers a long-term program called the HOUSING BO-

NUS PROGRAM!

The program is designed in such a way that any Distributor, even a beginner, 

can participate. It isn’t necessary to be a top leader to get a HOUSING BONUS; 

it’s enough to be diligent and consistent in your work with the Company. Some-

one will earn the right to a HOUSING BONUS in 2 years, some in 3, and some 

in 5. Everything depends on the intensity of your work.

For each requirement of the Program that you satisfy, you get bonus points 

accumulated on your Distributorship. Points are awarded each month (100 PVU 

is mandatory).
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Bonus points If there are personal purchases 

(PVU) - 100 volume units:

1.  For every 3000 GVU (without compression) - 1.0

 4500 - 2.0

 6000 - 3.0

 8000 - 4.0

 10000 and above - 5.0

2.  For every 1000 PVU  - 1.0

 1500 - 2.0 

 2500 and above - 3.0

3.  For the rank of Master Director - 1.0

 Amber Director - 1.0

 Silver Director - 2.0

 Ruby Director - 2.0

 Golden Director - 3.0

 Sapphire Director - 3.0

 Platinum Director - 4.0

 Diamond Director - 5.0

 President Director - 6.0

Note: If a Housing Bonus Program participant fails to earn any bonus 

points in a given month, he/she will automatically lose all of his/her ac-

cumulated points in this Program.

Points obtained in different sections of the Housing Bonus Program can be 

combined, but the amount cannot exceed 6 points in one calendar month.

  500 bonus points - $100,000  150 bonus points - $18,7500

  650 bonus points - $146,250  250 bonus points - $37,500

  800 bonus points  - $200,000  350 bonus points - $61,250

Payments can be made at the request of the distributor with the accumulation of:

All those who have already received a Housing Bonus may not 
re-enter the program.
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CAR Bonus Program

Each Distributor of the Company may participate in the CAR Bonus program. 

Terms of accumulating points in the CAR Bonus program are similar to the 

Housing Program. 

For each requirement of the Program that you satisfy, you get bonus points that 

accumulated on your distributorship. Points are awarded each month.

Bonus points If there are personal purchases (PVU) - 100 volume units:

1.  For every 3000 GVU (without compression) - 1.0

 4500 - 2.0

 6000 - 3.0

 8000 - 4.0

 10000 and above - 5.0

2.  For every 1000 PVU  - 1.0

 1500 - 2.0 

 2500 and above - 3.0

3.  For the rank of Master Director - 1.0

 Amber Director - 1.0

 Silver Director - 2.0

 Ruby Director - 2.0

 Golden Director - 3.0

 Sapphire Director - 3.0

 Platinum Director - 4.0

 Diamond Director - 5.0

 President Director - 6.0

Points obtained in different sections of the CAR Bonus program can be com-

bined, but the amount cannot exceed 6 points in one calendar month.

Note: If a Car Bonus Program participant fails to earn any bonus points 

in a given month, he/she will automatically lose all of accumulated 

points in this Program.

Everyone who scores 100 points for 3 years or 125 points with no time limit will 

get a Car Bonus of $10,000.
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Remark: Those who have received or will receive a Housing Bonus 
can participate in the Car Bonus Program; but those who have re-
ceived a Car Bonus, can no longer participate in the Housing Bonus 
Program.

Three Weeks and PLATINUM Bonus Program

These Programs are open to all Directors.
100 PVU are mandatory.

Three Weeks Bonus Program.

For a Three Weeks bonus it is necessary to do the following:

1.  For those Directors who receive a bonus from Directors in their Network, 
it is necessary to fulfill the Director requirement of 1500 PVU or more 

before the 20th of the current month (inclusive), as well as gain another 
500 PVU or more, starting from the 21st to the end of the month (all units  
will be calculated without compression).

Upon satisfying these requirements, they will receive an additional 7% of 
their check, for the units they received before the 20th of the month (inclu-
sive).

2.  For those Directors who do not receive a bonus from Directors in their 
Network, it is necessary to fulfill the Director requirement of 1500 PVU 
or more before the 20th of the current month (inclusive), as well as 
gain another 500 PVU or more, starting from the 21st to the end of the 
month (all units will be calculated without compression).

Upon satisfying these requirements, they will receive an additional 10% of 
their check, for the units they received before the 20th of the month.
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Platinum Bonus Program.

This Program is an addition to Three Weeks Bonus Program for those Directors 
who make purchases of 1500 PVU or more (without compression), starting from 
the 21st of each month.

Those Directors will receive $200 a month in addition to their Commissions!

Of which.

1.    Half, which is $100, is paid monthly.

2.  Another half goes towards the saving account and will be issued at the 
end of the promotion under condition that within six months (from April to 
September or from October to March) all the requirements of the Platinum 
Program were met.

If you are not meeting the conditions of the Platinum Program in at least one 
month, you will lose the second half of the Platinum bonus in your September 
or March check accordingly.

Note: In regards to the signing a new Director with one-time purchase 3,000 
VU. These 3,000 VU are included into the volume of the above standing 
Director, but they cannot be accepted for calculation of Three Weeks or 
Three Weeks Platinum programs for this Director.

CONSULTANT Bonus Program

A Distributor, who signed a contract with the Company since July 1, 2010 and 
opened a savings program, is entitled to a Consultant Bonus.

Consultant Bonus is 15% for the Consultant and 10% for the Manager per month 
from all orders of his/her first generation, with mandatory requirement of 100 
PVU a month.

The condition of the bonus accrual.

1.  You need to sign-in a new Distributor with at least 100 PVU (one-time) pur-
chase in the first generation (not a transfer).

2.  The bonus is not accrued for the points made up before the saving program.

3.  The bonus is accrued from the Distributor’s orders (in the following months) 
with the amount not less than 100 points in the current month (not a transfer).

4.  The first month of getting this Bonus is the month of opening by a saving 
program (a system of VU accumulating) by the applicant for the Consultant 
Bonus.

5.  For a new Distributor, who started a savings program with the transfer from 
his/her Sponsor, the first month of receiving Consultant Bonus will be the 
next month.

Notes:
1.  Consultant Bonus Program is designed for Consultants and Managers 

(until they obtain the rank of Director).
2.  This Bonus is not accrued from the VU obtained as transfer.
3.  The Company reserves the right to adjust the program.
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Recognition of Distributors’ Merits 
by Dr. Nona International LTD.

Recognition of Distributors’ Merits Program is designed to reward distributors 
on the stage during the motivational events. 

I.  Stable Working Director

Any Distributor in the rank of Active Director receives the Stable-Working Direc-

tor title and is awarded the Company Diploma and a gift from the Sponsor of 

approximate value of $225 if he/she keeps the rank for 12 consecutive months 

(This is a recommended form of promotion).

II.  Group Director

Any distributor in the rank of Group Director 

is awarded the Company Distinction Mark 

and a gift of approximate value of $500 upon 

holding that rank for three consecutive 
months at any tme. (Gift example: Notebook 
with the Director’s name and the Company 
logo on it).

III.  Leading Director

Any distributor in the rank of Leading Director is awarded the Company Distinc-

tion Mark and a gift of approximate value of $750, upon holding that rank for 

three consecutive months at any time. (Gift exam-

ple: Multimedia projector with screen or iPad with 

the Company logo).

IV.  Master Director

Any distributor in the rank of Mas-

ter Director is awarded the Com-

pany Distinction Mark and a gift of 

approximate value of $1,000 upon 

holding that rank for three consecutive months at any time. 

(Gift Example: Smartphone with the Company logo).

V.  Amber Director 

Any distributor in the rank of Amber Director 

is awarded the Company Distinction Mark 

and a gif of approximate value of $1,500 

upon holding that rank for three consec-

utive months at any time. (Gift example: A 

gold watch with the Company logo in-

scribed).
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VI.  Silver Director

Any distributor in the rank of Silver Director is awarded the Company Distinc-

tion Mark and a gift 

of approximate value 

of $2,000 upon hold-

ing that rank for three 

consecutive months 

at any time. (Gift exam-

ple: A gold watch with 

the Company logo in-

scribed).

VII.  Ruby Director

Any distributor in the rank of Rubi Director is awarded the Company Distinction 

Mark and a gift of approximate value of $3,000 upon holding that rank for 

three consecutive months at any time. (Gift example: A gold watch with the 

Company logo inscribed).

Note to paragraphs II – VII
  The Recognition of Distributors’ 

Merits Program starts on 01.01.2012.

  All Distributors of the Company, 
who have lost their ranks of Group, 
Master, Silver, and Ruby Directors be-
fore, can take part in this program at 
a higher level only.

  Dr. Nona International Ltd. and working Sponsors (those who get 8% 

bonus from the awarded distributors’ GVU) pay jointly for all above 

mentioned gifts. The Company pays 70% of cost. The Sponsors of the 

awarded distributors cover 30% of the gift. These payments are de-

ducted from the Distributors’ checks automatically.

VIII.  Gold Director

Any distributor in the rank of Gold Director is awarded the Company Distinction 

Mark and (with a relevant application) a vehicle Toyota Camry or a similar 

business class car with the Company logo on it upon holding that rank for 

three consecutive months at any time.

Conditions:

  1/10 of the vehicle cost is written off initially;

  A basic version of the car model is awarded;

  Registration and insurance is a responsibility of the Distributor.

If you keep holding the Gold Director rank, each month another 1/10 of the val-

ue of the car will be deducted.

Thus, keeping the Gold Director rank for 12 consecutive months, the Distributor 

gets the car for free.

If during any month the Distributor reduces his/her rank, then 1/10 of the ve-

hicle cost is deducted from his/her check automatically. In any case, Vehicle 

Program shall be closed within 12 months by writing off ten equal installments.
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Remark to item VIII

Gold Director can apply for a Vehicle Program at any time if he/she holds 

the Gold Director rank for 3 consecutive months.

For example: 

If he/she wrote an application after 4 months of holding the rank, then 2/10 

of the car value will be written off immediately. If after 6 months – then 4/10;

  One can even apply after holding the rank for 12 consecutive months. 

Then he/she will get a car without any encumbrances. But if the Gold 

Director has not applyed for the car and, for example, in the fifth 

month he/she lowers the rank - the right to receive the car is lost 

FOREVER.

  A distributor who received a car from the Company has no right to sell 

it or remove the Company logo for three years.

More Benefits for Directors, with the rank of 
Master Director and above.

1.  If Distributors at the rank of Master Director and above have children at the 

age of 18 and above who wish to work in the Company business, these 

children, immediately are assigned the status of the Director at the signing 

of the Agreement.

2.  Distributors, who have the rank of Master Director and above, in case of se-

rious illness, injury, surgery, etc., which led to the inability of active work, are 

entitled to receiving one month bonuses from the work of their organizations 

without having  1500 GVU. Personal volume (PVU) of these Directors should 

be 100 VU this month. To receive this benefit each Director must submit an 

application to the Company head office and provide a doctor’s note.

The Company reserves the right to adjust or cancel any 
motivational program.
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Conclusion

You are holding the third (revised) edition of the 
book. All changes in it were brought by life. 

It has been 18 years since our Company was 
founded. I am sure while this book is still in the 
publishing house, the new issues will emerge. 
And that will require new answers.

New answers will need a new book. But even 
today, if each one of you, with the help of this book, 
brings at least one distributor to the Company, our 
numbers will double.

It means that we have achieved our goal together.

And let it always be!

President of
Dr. Nona International Ltd.

М. Shneerson





www.drnona.com


