In network marketing in general, and in the Conklin business in particular, 80% of the people
work with the products and earn 20% of the income. The other 20% make working with people
their focus and they earn 80% of the income in terms of commission dollar pay-outs. The details
of the management plan are not really that important, except as you build your business and
approach the point of being promoted to the next management level. Remember these numbers:
2, 3,50, 100 and 500. As a "rule of thumb" they represent the number of distributors that
you'll need in your organization to be promoted to Team Leader, Sales Manager, District Man-
ager, Sales Director, and Senior Sales Director.

"This is a simple business. When you have developed five business centers,
which in our business is represented by Sales Director spin-off organizations,
you cannot be earning less than $100,000 in residual, permanent, walk-away
income. In our business that means having a total organization of 500 to 600
distributors. That's thousands fewer than you'd need in most other network
marketing businesses to generate the same level of income. Why? Because
of our product line. We've got unique, high volume products that sell in
truck-load quantities. The largest roofing project to use our products was
Jjust sold. It was a 20 acre roof that will take over $500,000 in product to
complete. No other networking company has that kind of single-order volume
potential!”

Dennis L. Nun, Lincoln, NE
Executive Sales Director

SALES DIRECTOR'S
MANAGEMENT DEVELOPMENT PROGRAM

Sales Directors who train and "spin-off" new Sales Directors are rewarded with a residual income
on the volumes of those organizations at 1st, 2nd, & 3rd generations, based on the following
schedule. NOTE: Each of these commission rates increases by 1% for any cycle in which the
Director has a personal organization volume greater than $25,000.

3RD
GENERATION

PERSONAL 1ST
ORGANIZATION GENERATION

2ND
GENERATION

MANAGEMENT
POSITION

Regional Sales Director 9% 3% 1% 1/4%
(1 - 1st Generation SD Spin-off)
National Sales Director 10% 4% 2% 12%
(2-4 - 1st Generation SD Spin-offs)
Senior Sales Director 11% 5% 3% 1%
(5-9 - 1st Generation SD Spin-offs)
Executive Sales Director 11% 6% 4% 2%

(10+ - 1st Generation Spin-offs)

Note: As Senior and Executive Director, you earn a bonus based on the volume of your 4th, Sth, and 6th generation Sales Directors as well.
Conklin has Sales Directors who have worked with the company for over 25 years who earn commissions on every distributor
sponsored in their down-line organization to date.

Initial
Qualifications

Be an active Conklin
Independent Business

Maintain
Requirements

12-cycle organization total
of $3,000 in your groups,

1

Manager

Compensation

3% on monthly CV if
"commission active".

LEADER Commission Owner (IBO). ANDé 1 Additional recruiting
Level Persolnally recommend 1 $50 in personal purchases bonuses possible.
2 IBO's (any option). each cycle OR $3,000 in Refer to reference
39, Make application. last 12 cycles to be guides.
"commission active".
SALES Be an active IBO. 1 12-cycle organizational 1 5% onthe CV
Personally recommend total of $6,000. (Commission Value) of
MANAGER L 3 IBO's and have $4,500 in i Have persona| purchase your Organization's
Commission accumulated volume from volume of $50 per cycle OR business during any
Level start date, OR be a $799 $3,000 in last cycle.
Business Builder and 12 cycles to be f Additional bonuses
A Zponsor 2 Business Builders "commission active". possible. See reference
no volume needed. guide.
Make application.
DISTRICT Be a Business Builder. 1 12-cycle total of $72,000. | 6% on the CV
Be an active Sales Manager. | Have personal purchase (Commission Value) of
MANAGER Sponsor 6 IBO's. Develop 2 volume of $100 in last your organization's
&fSt generation Sales cycle OR $3,000 in last business during any
o anagers. o 12 cycles to be cycle.
Commission Be a member of Voice Link "commission active". f  Additional bonuses
Level or have a BWS (Business possible. See reference
Website). guide.
6% Develop 3 cycles of $6,000
organizational volume within
the most recent 6 cycles.
Attend Corporate Training
within 3 yrs of appt.
Make application prior to the
end of the 6th cycle.
Personally recommend 12 | 12-cycle total of $144,000. |1 8% on the CV
DIR OR IBO's. _ 1 Have personal purchase (Commission Value) of
o o M_eet_ all requirements of ) volume of $200 in last your organization's
ommission District Manager, P L US & cycle OR $3,000 in last business during any
Level Develop 2 first generation 12 cycles to be cycle.
District Managers, AN D & "commission active”. 1 Additional bonuses
8% Develop 3 cycles of $12,000 possible. See reference
organizational volume within guide.
the most recent 6 cycles.
Make application prior to the
end of the 6th cycle.
Reglona
Ationa There are four management levels § Regional Directors have one "spin-off" Director.
i above Director. Management § National Directors have "spun-off" 2-4 Directors.
. Commissions really begin to increase & Senior Directors have 5-9 Directors.
c c after the position of Director is § Executive Directors have 10 or more.
Directo

reached.




DIRECTOR MASTER PLAN

THE REQUIREMENTS FOR ACHIEVING QOENT THE REQUIREMENTS FOR
g ¢
DIRECTOR STATUS ARE: N ACHIEVING
e “ume”  PRESIDENT'S CLUB STATUS ARE:
8 Personally sponsor a minimum of twelve active IBOs.
8  Develop a minimum of two active  first generation District Managers. . X
8  Complete three cycles of $12,000 and maintain volume within the most current D | reCtor C hart 8 Pefsonally Sponsor 12 new or upgradeda flllly palda
six cycles. (If the first cycle of $12,000 is six cycles back, Director Appointment active BUSiIlCSS BllﬂdCI'S Withil’l a lz_month period.
must be made the Monday before the close of the most current cycle).
Be a $799 Business Builder Package or have upgraded to a Business Builder.
§ Must have attended Corporate Training. If itds been more tha Name § Six of those 12 Business Builders are required to attend
you last attended, you may either audit Corporate Training or have attended : . S
SSM or Back to Basics within a three year time period. Phone one.ofthe fOHOWl.Ilg programs. Cgrporate Tralnlng
§  Be an active VoiceLink member. National Convention or Leadership
8 Applicant s acnoanpaidbalnaesNSF, Net Due or Net 30 in arrears). Email Conference within the same 12-month
8  Submit a Director Application and Field Management Agreement by 4:00 p.m. on . d
Friday. perlo :
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o o - - - - o o -
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