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I. DEFINITIONS 
 

The following definitions apply to this Savvi Rewards Plan.  Capitalized terms used but not defined in 
this Rewards Plan shall have the meanings set forth in the Savvi Customer Agreement Terms and 
Conditions. 

Member Types 
 
Customer – a person who has created a Savvi.com account and entered into a Savvi Customer Agreement 

and has a Savvi Customer Account. In the context of the Savvi Rewards Plan, the term “Customer” 
refers specifically to Customers who are not also Independent Brand Partners. 

 
Independent Brand Partner – a Customer who has also completed enrollment as an Independent Brand 

Partner, paid the annual fee (if applicable), and entered into a Savvi Independent Brand Partner 
agreement. An Independent Brand Partner can enroll Customers and other Independent Brand 
Partners. They can earn commissions from product sales to their Personal Customer Group and from 
the product sales within their downline network of Independent Brand Partners. Also referred to as 
an “IBP”. While Independent Brand Partners are also Customers, the term “Customer” as used in the 
Savvi Rewards Plan refers only to Customers who are not Independent Brand Partners. 

Price Levels 
 
Retail Price – the default price paid by a Customer or Independent Brand Partner if they do not meet 

the qualifications for another price level. Generally, the Retail Price is the highest price level. 
 
Member Price – the price paid by a Customer or Independent Brand Partner if they have had a $49 Style 

Club order successfully process in the past 30 days. Generally, the Member Price is approximately a 
15% discount from the Retail Price. 

 
VIP Price – the price paid by a Customer or Independent Brand Partner if they have had a $99 VIP Style 

Club order successfully process in the past 30 days. Generally, the VIP Price is approximately a 25%  
discount from the Retail Price. 

Style Club and Shopping Credits 

Style Club – Style Club is Savvi’s monthly subscription program whereby Customers and Independent 
Brand Partners sign up for a monthly subscription for which they receive Shopping Credits to 
purchase Savvi products. Style Club members also receive discounted pricing on Savvi products and 
other promotional benefits. 

 
Style Club Rewards Qualified – an Independent Brand Partner is considered Style Club Rewards 

Qualified when their Style Club subscription order successfully processes in the same month that they 
have three or more Direct Placement Customers successfully process their Style Club subscription 
order. 
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Shopping Credits – Shopping credits can be redeemed towards the purchase of most Savvi products, but 

they cannot be applied towards sales tax or shipping charges. Shopping credits are issued when an 
Independent Brand Partner’s Style Club order processes. The Shopping Credits issued to an account 
up to the amount paid for the Style Club order are considered “Purchased Credits”, and the extra 
amount of Shopping Credits the account receives is referred to as “Bonus Credits”. Shopping Credits 
received when purchasing a Shopping Spree or similar packs that include Shopping Credits are 
similarly divided between Purchased Credits and Bonus Credits. Bonus Credits can also be earned 
when an Independent Brand Partner is Style Club Rewards Qualified or through other promotional 
incentives through which an Independent Brand Partner can earn credits. When Shopping Credits are 
applied towards the purchase products, the QV and CV on the order is proportionally reduced based 
on the amount of Shopping Credits applied to the order. Shopping Credits can be redeemed on a 1 
Shopping Credit = $1 US Dollar basis. Shopping Credits have no cash redemption value and are non-
transferable. When used to pay for an order, Purchased Credits are always applied towards the order 
before any available Bonus Credits. 

Trees, Sponsors, Levels and Generations 
 

Tree – the term “Tree” generically refers to the linked structure or genealogy of Customers and 
Independent Brand Partners being connected to other Customers and Independent Brand Partners, 
similar to the concept of a family tree. 

 
Sponsor – the Sponsor is the Independent Brand Partner under whom a Customer or Independent Brand 

Partner elects to enroll when they create their account with Savvi. Generally, a Customer or 
Independent Brand Partner uses their Sponsor’s referral link or referral code when they enroll. If a 
Customer enrolls via another Customer’s referral link or referral code, the Sponsor of the enrolling 
Customer is the first Independent Brand Partner above them in the Sponsorship Tree. 

 
Sponsorship Tree – the Sponsorship Tree is the linked structure of Customers and Independent Brand 

Partners as defined by who is the Sponsor of each. All Customers and Independent Brand Partners 
have a Sponsor and are included in the Sponsorship Tree. 

 
Placement Tree – the Placement Tree is a linked structure of Customers and Independent Brand Partners 

separate and apart from the Sponsorship Tree. Generally, new Customers and new Independent Brand 
Partners are positioned in the Placement Tree under the Customer or Independent Brand Partner 
whose referral link or referral code they used to enroll. From time to time, Savvi may allow 
Independent Brand Partners to place new Customers and/or new Independent Brand Partners who 
enroll with their referral link or referral code into a different Placement Tree position within their 
Downline. 

 
Downline – used as a noun, Downline refers to all of the Customers and Independent Brand Partners 

below an IBP in the Tree. Used as an adjective, downline refers to a Customer or Independent Brand 
Partner’s relative position compared to a Customer or Independent Brand Partner that is above them 
in the Tree; for example, if IBP “Rachelle” is positioned in IBP “Misty’s” third Level, Rachelle would 
be “downline” from Misty. Likewise, the term “Upline” refers to those above someone in the Tree. 

 
Leg – Each Independent Brand Partner and their related Downline is considered a Leg of their Sponsor’s 

Downline.  
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Level – Independent Brand Partners and Customers each reside on a Level within a Tree relative to other 

Independent Brand Partners above them in a Tree. As an illustration, if IBP “Jane” enrolls IBP “Susan”, 
Susan would be on Jane’s first Level or “Level One”. If Susan enrolled IBP “Kayla”, Kayla would be on 
Susan’s Level One and Jane’s Level Two. 

 
Personal Customer Group – An Independent Brand Partner’s Personal Customer Group is comprised of 

all of the Customers to whom the Independent Brand Partner is the Sponsor. The Personal Customer 
Group is defined by the Sponsorship Tree and not by the Placement Tree. The Personal Customer 
Group can include Customers who are referred by other Customers. 

 
Direct Placement Customers – An Independent Brand Partner's Direct Placement Customers are the 

Customers who are on the Independent Brand Partner’s Level One in the Placement Tree. When an 
Independent Brand Partner enrolls a new Customer, the Customer will be a Direct Placement 
Customer to the Independent Brand Partner unless the Independent Brand Partner intentionally 
places the Customer on the Level One of another Independent Brand Partner or Customer in their 
Placement Tree. An Independent Brand Partner’s Direct Placement Customers do not include 
Customers who are referred by other Customers. 

 
Generation – a Generation is a section in a Tree that starts with a given Independent Brand Partner that 

has achieved a minimum designated Paid-as Brand Partner Rank, and includes all others downline 
from the given Independent Brand Partner up to and including the next Independent Brand Partner 
of the same minimum Paid-as Brand Partner Rank. At this point, a new Generation begins. Successive 
Generations in the Tree are referred to as “First Generation”, “Second Generation”, and so on.  

 
Team Generation – a Team Generation is a Generation in the Placement Tree based on the Paid-as Brand 

Partner Rank of Savvi 2 (S2) or above. Team Generations are based on the current commission period’s 
Paid-as Brand Partner Rank and are used in the calculation of the Team Generation Bonus. 

 
Leadership Generation – a Leadership Generation is a Generation in the Sponsorship Tree based on the 

Paid-as Rank of Savvi 6 (S6) or above. Leadership Generations are based on the current commission 
period’s Paid-as Rank and are used in the calculation of the Leadership Bonus.  

Sales Volume Types 
 

Sales Volume – Sales Volume is a generic term that refers to product sales dollar volume, Qualifying 
Volume, or Commissionable Volume. When commissions, bonuses, or Brand Partner Ranks are 
calculated based on Sales Volume, it will be based specifically on Commissionable Volume or 
Qualifying Volume as described in the Savvi Rewards Plan. 

 
Qualifying Volume – Qualifying Volume (“QV”) is used in the determination of Rank, but is generally 

not used in the direct calculation of commission amounts. The QV generated on an order is equal to 
the actual cash paid at checkout for the commissionable items in an order. QV is not generated from 
sales tax, shipping, or the sale of non-commissionable items. 

 
Commissionable Volume – Commissionable Volume (“CV”) is generally used in the direct calculation of 

commission payments. Each order that generates QV will also generate CV. In most cases, but not 
always, the CV on an order will be half of the order’s QV. 
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Personal Qualifying Volume – Personal Qualifying Volume  (“PQV”) is the monthly sum of QV of an 

IBP’s personal orders and the orders within their Personal Customer Group. 
 
Personal Team Qualifying Volume Three – Personal Team Qualifying Volume Three (“PTQV3”) is the 

monthly sum of an Independent Brand Partner’s PQV (excluding the Independent Brand Partners 
own orders) and the PQV of all of the Independent Brand Partners in the first three levels of the 
Independent Brand Partner’s Sponsorship Tree.  

 
Rank Team Qualifying Volume – Rank Team Qualifying Volume (“RTQV”) is the monthly sum of QV 

from orders in all Levels in an Independent Brand Partner’s Sponsorship Tree, subject to the Leg 
Percentage Cap. It includes the QV from orders of an Independent Brand Partner’s personally enrolled 
Customers, but excludes the personal orders of the Independent Brand Partner themselves. 

 
Leg Percentage Cap – requirement when calculating an Independent Brand Partner’s RTQV, that the 

QV from each leg of the Independent Brand Partner’s Sponsorship Tree is only counted up to a 
specified percentage of the minimum RTQV required for a given Brand Partner Rank. Each Brand 
Partner Rank has its own Leg Percentage Cap. As an example, if the minimum RTQV requirement to 
reach S3 were 3,000 and the Leg Percentage Cap for S3 were 60%, only up to 1,800 QV would be 
counted from each of the Independent Brand Partner’s Sponsorship Tree Legs to determine the 
Independent Brand Partner’s RTQV for the S3 Rank. QV from an Independent Brand Partner’s 
Personal Customer Group is not subject to the Leg Percentage Cap when calculating their RTQV. 

 

Brand Partner Ranks 
 
Brand Partner Rank – an Independent Brand Partner can achieve different Brand Partner Ranks 

(“Ranks”) by meeting certain product sales requirements within their sales organization. Brand 
Partner Ranks are used in the calculation of the Rank Advancement Bonus, Team Generation Bonus, 
Leadership Generational Bonus, Country Leadership Bonus, and Pioneer Pool. See section entitled 
“Brand Partner Ranks” for additional information. 

 
Paid-as Rank –  Paid-as Rank is the Brand Partner Rank that an Independent Brand Partner achieves in 

a given commission period based on the amount of product sales that are achieved within that period. 
As such, an Independent Brand Partner’s Paid-as Rank may change month to month based on the 
Brand Partner Rank requirements they achieve each month. Applicable commission bonuses are 
calculated based on an Independent Brand Partner’s Paid-as Rank in a given commission period. 

 
Career Rank – the highest Paid-as Rank that an Independent Brand Partner has ever achieved since they 

joined Savvi is referred to as their Career Rank.  The Career Rank is not used in the calculation of 
commission bonuses except for the Rank Advancement Bonus. Outside of the context of a specific 
commission period, or for designated promotions, incentives or other rewards, an Independent Brand 
Partner is generally referred to by their Career Rank. 

 
Commission Active – To be considered Commission Active in a monthly commission period, an 

Independent Brand Partner must have 49 PQV in the month. 
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Go-Getter Qualified – One of the requirements to earn the Leadership Generation Bonus is to be Go-
Getter Qualified. To be Go-Getter Qualified during a given commission period, an Independent 
Brand Partner must meet one of the following requirements: 

 
a. Personally sponsor two or more new Independent Brand Partners or Customers who purchase 

an eligible product pack, experience pack or shopping spree during the commission period. 
b. Within the first 30 days of an Independent Brand Partners enrollment, an Independent Brand 

Partner will be Go-Getter Qualified in the commission period in which they personally 
sponsor their second Independent Brand Partner and/or Customer who purchases an eligible 
product pack or shopping spree. In this case, the sponsoring Independent Brand Partner will 
be Go-Getter qualified even if they sponsor two Independent Brand Partners and/or 
Customers in different commission periods who both purchase an eligible product pack or 
shopping spree. 

 

II. BRAND PARTNER RANKS 
 
The requirements to meet the Brand Partner Ranks are set forth below. The requirements must be met within 
a monthly commission period.  

• Basic Partner 
o Commission Active 

• Savvi 1 (S1) 
o Commission Active 
o At least 300 Rank Team Qualifying Volume (RTQV) 
o 60% Leg Percentage Cap 

• Savvi 2 (S2) 
o Commission Active  
o At least 600 Personal Team Qualifying Volume Three (PTQV3)  
o At least 1,200 RTQV 
o 60% Leg Percentage Cap 

• Savvi 3 (S3) 
o Commission Active  
o At least 1,500 PTQV3  
o At least 3,000 RTQV 
o 60% Leg Percentage Cap 

• Savvi 4 (S4) 
o Commission Active  
o At least 3,000 PTQV3  
o At least 6,000 RTQV 
o 60% Leg Percentage Cap 

• Savvi 5 (S5) 
o Commission Active 
o At least 4,800 PTQV3  
o At least 12,000 RTQV 
o 60% Leg Percentage Cap 
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• Savvi 6 (S6) 
o Commission Active 
o At least 9,000 PTQV3  
o At least 30,000 RTQV 
o 60% Leg Percentage Cap 

• Savvi 7 (S7) 
o Commission Active 
o At least 12,000 PTQV3  
o At least 40,000 RTQV 
o 60% Leg Percentage Cap 

• Savvi 8 (S8) 
o Commission Active 
o At least 16,500 PTQV3  
o At least 55,000 RTQV 
o 60% Leg Percentage Cap 

• Savvi 9 (S9) 
o Commission Active 
o At least 18,000 PTQV3  
o At least 72,000 RTQV 
o 60% Leg Percentage Cap 

• Savvi 10 (S10) 
o Commission Active 
o At least 24,000 PTQV3  
o At least 96,000 RTQV 
o 60% Leg Percentage Cap 

• Savvi 11 (S11) 
o Commission Active 
o At least 30,000 PTQV3  
o At least 120,000 RTQV 
o 60% Leg Percentage Cap 

• Savvi 12 (S12) 
o Commission Active 
o At least 32,000 PTQV3  
o At least 160,000 RTQV 
o 60% Leg Percentage Cap 

• Savvi 13 (S13) 
o Commission Active 
o At least 40,000 PTQV3  
o At least 200,000 RTQV 
o 60% Leg Percentage Cap 

• Savvi 14 (S14) 
o Commission Active 
o At least 48,000 PTQV3  
o At least 240,000 RTQV 
o 60% Leg Percentage Cap 
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• Savvi 15 (S15) 
o Commission Active 
o At least 64,000 PTQV3  
o At least 320,000 RTQV 
o 60% Leg Percentage Cap 

• Savvi 16 (S16) 
o Commission Active 
o At least 88,000 PTQV3  
o At least 440,000 RTQV 
o 60% Leg Percentage Cap 

• Savvi 17 (S17) 
o Commission Active 
o At least 120,000 PTQV3  
o At least 600,000 RTQV 
o 60% Leg Percentage Cap 

• Savvi 18 (S18) 
o Commission Active 
o At least 160,000 PTQV3  
o At least 800,000 RTQV 
o 60% Leg Percentage Cap 

• Savvi 19 (S19) 
o Commission Active 
o At least 200,000 PTQV3  
o At least 1,000,000 RTQV 
o 60% Leg Percentage Cap 

• Savvi 20 (S20) 
o Commission Active 
o At least 250,000 PTQV3  
o At least 1,250,000 RTQV 
o 60% Leg Percentage Cap 

• Savvi 21 (S21) 
o Commission Active 
o At least 320,000 PTQV3  
o At least 1,600,000 RTQV 
o 60% Leg Percentage Cap 

• Savvi 22 (S22) 
o Commission Active 
o At least 400,000 PTQV3  
o At least 2,000,000 RTQV 
o 60% Leg Percentage Cap 

• Savvi 23 (S23) 
o Commission Active 
o At least 500,000 PTQV3  
o At least 2,500,000 RTQV 
o 60% Leg Percentage Cap 

 
 



 9 

• Savvi 24 (S24) 
o Commission Active 
o At least 576,000 PTQV3  
o At least 3,200,000 RTQV 
o 60% Leg Percentage Cap 

• Savvi 25 (S25) 
o Commission Active 
o At least 720,000 PTQV3  
o At least 4,000,000 RTQV 
o 60% Leg Percentage Cap 

• Savvi 26 (S26) 
o Commission Active 
o At least 900,000 PTQV3  
o At least 5,000,000 RTQV 
o 60% Leg Percentage Cap 

• Savvi 27 (S27) 
o Commission Active 
o At least 960,000 PTQV3  
o At least 6,400,000 RTQV 
o 60% Leg Percentage Cap 

• Savvi 28 (S28) 
o Commission Active 
o At least 1,200,000 PTQV3  
o At least 8,000,000 RTQV 
o 60% Leg Percentage Cap 

• Savvi 29 (S29) 
o Commission Active 
o At least 1,400,000 PTQV3  
o At least 9,600,000 RTQV 
o 60% Leg Percentage Cap 

III. COMMISSION BONUSES AND REWARDS 
 
The Savvi Rewards Plan pays out several commission bonuses based on the sale of Savvi products. Because 
there are several strategies and tactics for making sales to Customers and building a sales team to attract and 
retain Customers, each commission bonus is designed to award a different sales behavior. 

Style Club Rewards 
 
IBPs can earn Style Club Rewards when their Direct Placement Customers maintain an active Style Club 
membership. To be eligible to earn Style Club Rewards, an IBP must successfully place a Style Club order in 
the same monthly commission period that they have three or more of their Direct Placement Customers 
successfully place their own monthly Style Club order. This makes them Style Club Rewards qualified. 
 
Style Club Rewards are given for every three successful Style Club orders that an IBP’s Direct Placement 
Customers place in a monthly commission period. Style Club orders are grouped into sets of three at the end 
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of each month in descending order based on dollar amount. Style Club Rewards are given as a Shopping 
Credits, equal to the average amount of the Style Club orders in each complete set of three.  
 

If an IBP is on a $49 Style Club membership, then the maximum they can earn for each complete set of three 
is a $49 Shopping Credit. Also, IBPs on a $49 Style Club membership can earn a maximum of $147 in Shopping 
Credits per month while IBPs on a $99 VIP Style Club membership can earn a maximum of $297 in Shopping 
Credits per month from Style Club Rewards. 

Wear and Share Bonus 
 
The Wear and Share Bonus is the primary bonus in the Savvi Rewards Plan that compensates IBPs for product 
purchases made by Customers in their Personal Customer Group. 

The Wear and Share Bonus is paid to a Customer’s Sponsor when the Customer places an order for 
commissionable product. The Wear and Share Bonus is paid as a percentage of the total order amount, net of 
credits, taxes, fees shipping and discounts. The percentage paid to the Sponsor is determined by the PQV the 
Sponsor generates during the commission period as well as the number of ordering Customers in the Sponsor’s 
Personal Customer Group during the commission period, as outlined below: 

 

Payout (Star Level) Criteria 
Wear and Share 

Bonus Percentage 
Less than 1,000 PQV and less than 8 Customers in 

the Personal Customer Group each with a purchase 
of 1 QV or more (1 Star Level or no Star Level) 

20% 

At least 1,000 PQV and at least 8 Customers in the 
Personal Customer Group each with a purchase of 1 

QV or more (2 Star Level) 
22% 

At least 1,800 PQV and at least 12 Customers in the 
Personal Customer Group each with a purchase of 1 

QV or more (3 Star Level) 
24% 

At least 3,000 PQV and at least 20 Customers in the 
Personal Customer Group each with a purchase of 1 

QV or more (4 Star Level) 
26% 

At least 4,500 PQV and at least 30 Customers in the 
Personal Customer Group each with a purchase of 1 

QV or more (5 Star Level) 
28% 
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Payout (Star Level) Criteria 
Wear and Share 

Bonus Percentage 
At least 6,000 PQV and at least 40 Customers in 

the Personal Customer Group each with a purchase 
of 1 QV or more (6 Star Level) 

30% 

At least 8,000 PQV and at least 50 Customers in 
the Personal Customer Group each with a purchase 

of 1 QV or more (7 Star Level) 
32% 

 

The Wear and Share Bonus is not paid on Shopping Sprees or promotionally priced items. 

Team Generation Bonus 

IBPs are eligible to earn the Team Generation Bonus in any month where they maintain a Brand Partner Rank 
of Savvi 2 (S2) or above and have CV in one or more Team Generations in their Placement Tree. The 
requirements and payout for the Team Generation Bonus are as follows: 

 

Team Generation 
Paid-as Rank 
Requirements Payout Criteria 

1st Team Generation 
Paid Brand Partner Rank 

of S2 or above 
7% of monthly CV in 

the generation 

2nd Team Generation 
Paid Brand Partner Rank 

of S3 or above 
6% of monthly CV in 

the generation 

3th Team Generation 
Paid Brand Partner Rank 

of S4 or above 
6% of monthly CV in 

the generation 

4th Team Generation 
Paid Brand Partner Rank 

of S5 or above 
5% of monthly CV in the 

generation 

5th Team Generation 
Paid Brand Partner Rank 

of S6 or above 
5% of monthly CV in the 

generation 

6th Team Generation 
Paid Brand Partner Rank 

of S9 or above 
5% of monthly CV in the 

generation 

7th Team Generation 
Paid Brand Partner Rank 

of S12 
4% of monthly CV in 

the generation 
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Team Generation 
Paid-as Rank 
Requirements Payout Criteria 

8th Team Generation 
Paid Brand Partner Rank 

of S15 
3% of monthly CV in the 

generation 

 

Leadership Generation Bonus 

IBPs are eligible to earn the Leadership Generation Bonus in any month where they maintain a Brand Partner 
Rank of Savvi 6 (S6) or above, are Go-Getter Qualified and have CV in one or more Leadership Generations 
in their Sponsorship Tree. The requirements and payout for the Leadership Generation Bonus are as follows: 

 

 

Leadership 
Generation 

Paid-as Rank 
Requirements 

Go-Getter 
Qualification 

Required? Payout Criteria 

1st Leadership Generation 
Paid Brand Partner Rank 

of S6 or above 
Yes 

3% of monthly CV in the 
generation 

2nd Leadership 
Generation 

Paid Brand Partner Rank 
of S9 or above 

Yes 
3% of monthly CV in the 

generation 

3rd Leadership 
Generation 

Paid Brand Partner Rank 
of S12 or above 

Yes 
3% of monthly CV in the 

generation 

4th Leadership 
Generation 

Paid Brand Partner Rank 
of S15 or above  

Yes 
3% of monthly CV in the 

generation 

IBPs may have the Go-Getter Qualified requirement for the Leadership Generation Bonus waived for two 
commission periods in a calendar year as long as they were Go-Getter Qualified in the prior commission 
period. This means that the Go-Getter qualification may be waived twice per a calendar year, but not in 
consecutive months. 
 

Rank Advancement Bonus 
 

IBPs are eligible to earn a Rank Advancement Bonus when they achieve certain Paid-as Ranks for the first 
time. Rank Advancement Bonuses for the Rank of Savvi 6 (S6) and above are earned in monthly installments. 
The first installment is earned for the month that the Rank is achieved for the first time, and the subsequent 
installments are earned in the following months each time the IBP achieves that Paid-as Rank again. If an IBP 



 13 

does not achieve the Paid-as Rank in a subsequent month, they can still earn any unpaid installments in future 
months when they achieve the required Paid-as Rank. IBPs can earn multiple Rank Advancement Bonuses at 
the same time. The following schedule outlines the required Paid-as Ranks, total amounts paid and monthly 
installments: 

 

Paid-as Rank to Achieve 
for the First Time 

Rank Advancement 
Bonus Amount 

Savvi 4 (S4) $250 (paid in single installment) 

Savvi 5 (S5) $500 (paid in single installment) 

Savvi 6 (S6) $2,000 (paid in 4 installments of $500) 

Savvi 9 (S9) $5,000 (paid in 8 installments of $625) 

Savvi 12 (S12) $10,000 (paid in 12 installments of $834) 

Savvi 15 (S15) $25,000 (paid in 18 installments of $1,389) 

Savvi 18 (S18) $50,000 (paid in 24 installments of $2,084) 

Savvi 21 (S21) $100,000 (paid in 28 installments of $3,572) 

Savvi 24 (S24) $200,000 (paid in 32 installments of $6,250) 

Savvi 27 (S27) $500,000 (paid in 36 installments of $13,889) 

  

United States Leadership Pool Bonus 

IBPs who maintain a Paid-as Rank of Savvi 9 (s9) or above qualify to participate in the United States 
Leadership Pool. Depending on their Paid-as Rank, IBPs earn a specific number of shares in the pool each 
month. Two percent of the total monthly CV generated from all product purchases within the United States 
is divided by the total monthly number of pool shares earned by IBPs in the United States, and the resulting 
quotient is then paid to the qualifying IBPs for each share they earn in the pool for the month.  
 
IBPs earn shares in the pool each month according to the following schedule: 
 

Paid-as Rank 
Monthly Pool 

Shares Earned*: 
Savvi 9 (S9) 1 Share 

Savvi 10 (S10) 2 Shares 
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Paid-as Rank 
Monthly Pool 

Shares Earned*: 
Savvi 11 (S11) 3 Shares 

Savvi 12 (S12) 4 Shares 

Savvi 13 (S13) 5 Shares 

Savvi 14 (S14) 6 Shares 

Savvi 15 (S15) 7 Shares 

Savvi 16 (S16) 8 Shares 

Savvi 17 (S17) 9 Shares 

Savvi 18 (S18) 10 Shares 

Savvi 19 (S19) 11 Shares 

Savvi 20 (S20) 12 Shares 

Savvi 21 (S21) 13 Shares 

Savvi 22 (S22) 14 Shares 

Savvi 23 (S23) 15 Shares 

Savvi 24 (S24) 16 Shares 

Savvi 25 (S25) 17 Shares 

Savvi 26 (S26) 18 Shares 

Savvi 27 (S27) 19 Shares 

Savvi 28 (S28) 20 Shares 

Savvi 29 (S29) 21 Shares 
 

*IBPs only earn the designated shares associated with their final Paid-as Rank 
per the above schedule. They do not earn any shares from ranks below their Paid-
as Rank. 

 

United States Pioneer Pool Bonus 
 
The first twenty IBPs in the United States who achieve and maintain a Paid-as  Rank of Savvi 12 (S12) or above 
qualify to participate in the Pioneer Bonus Pool. One percent of the total quarterly CV generated from all 
product purchases is divided by twenty and the resulting quotient is then paid to each qualifying IBP on a 
calendar quarterly basis. To participate in the pool, an IBP must be one of the first twenty IBPs to achieve the 
Rank of S12 or above in the United States and must maintain a Paid-as Rank of S12 or above for all three 
months in the calendar quarter. If an IBP was one of the first twenty IBPs to achieve a Rank of s12 or above 
but subsequently only achieves a Paid-as Rank lower than S12, the next IBP that has achieved and maintained 
a rank of S12 or above will take their position in the pool of twenty participants. An IBP cannot participate in 
the Pioneer Pool of other countries if they participate in the United States Pioneer Pool. 
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Top Ten New Sales Volume Bonuses 
 
IBPs have the opportunity to earn two different Top Ten New Sales Volume bonuses each month. The first is 
the Top Ten New Customer Sales Volume Bonus and the second is the Top Ten New Brand Partner Sales 
Volume Bonus. 
 

Top Ten New Customer Sales Volume Bonus 
 
The Top Ten New Customer Sales Volume Bonus is paid to the top ten IBPs each month who have the most 
QV from new Customers in the month, subject to the Top Ten Qualifications & Conditions (see below). The 
ten IBPs who have the highest QV from new Customers are paid a fixed amount based on their position, from 
greatest to least, in the top ten list as follows: 
 

Top Ten New Customer  
Sales Volume Position 

Bonus Earned 

1st Position $2,000 

2nd Position 

 

$1,900 

3rd Position 

 

$1,800 

4th Position 

 

$1,700 

5th Position 

 

$1,600 

6th Position 

 

$1,500 

7th Position 

 

$1,400 

8th Position 

 

$1,300 

9th Position 

 

$1,200 

10th Position 

 

$1,100 

 

Top Ten New Independent Brand Partner Sales Volume Bonus 
 
The Top Ten New Independent Brand Partner Sales Volume Bonus is paid to the top ten IBPs each month 
who have the most QV from new Independent Brand Partners in the month, subject to the Top Ten 
Qualifications & Conditions (see below). The ten IBPs who have the highest QV from new Independent Brand 
Partners are paid a fixed amount based on their position, from greatest to least, in the top ten list as follows: 
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Top Ten New 
Independent Brand 

Partner Sales Volume 
Position 

Bonus Earned 

1st Position $2,000 

2nd Position 

 

$1,900 

3rd Position 

 

$1,800 

4th Position 

 

$1,700 

5th Position 

 

$1,600 

6th Position 

 

$1,500 

7th Position 

 

$1,400 

8th Position 

 

$1,300 

9th Position 

 

$1,200 

10th Position 

 

$1,100 

 

 
Top Ten Qualifications & Conditions 
 
QV from new Customers and from new IBPs is counted in the month that they first place an order with QV. 
To be counted in the calculation of one of the Top Ten bonuses, an order may not be placed using a credit 
card or other payment method that belongs to an IBP or Customer who is not the owner of the ordering 
account. When an IBP upgrades their account from a Customer account to an IBP account, the orders in their 
first month as an IBP and after their upgrade date count towards the Top Ten New Independent Brand Partner 
Sales Volume Bonus calculation. When orders are partially or completely refunded, any corresponding QV 
that is removed with the refund is factored into the calculation. 

IV. ADJUSTMENTS AND CORRECTIONS 
 

Compensation from product sales will be fully available to IBPs when a product's applicable return, repurchase, 
and chargeback periods have all expired. If a product is returned to Savvi for a refund, is repurchased by Savvi, 
or if a chargeback occurs, the compensation that would have gone to an IBP for that sale of the returned or 
repurchased product(s) will be recovered by Savvi.  Any compensation that has already been paid to an IBP on 
products that undergo chargeback, refund, or repurchase is considered unearned compensation. Unearned 
compensation will be deducted from any earnings to be paid during the month in which the refund is issued 
or in which the chargeback occurs. If there are not enough funds to cover the full refund, deductions will 
continue every pay period until the compensation is recovered. These deductions will be taken from the IBP 
and from any Upline IBPs who also received compensation for the sales of the refunded products. 
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If an IBP believes that Savvi has made an error in their compensation, the structure or organization of their 
Downline Tree, or any other error that impacts the IBP’s compensation, they must report it to Savvi in writing 
within 60 days from the date on which the mistake occurred. While Savvi shall use its best efforts to correct 
errors reported more than 60 days after the date of the error, Savvi shall not be responsible to make changes 
or remunerate IBPs for losses for errors that are reported more than 60 days after the error occurs. 

Savvi may display projected earnings, QV and CV information, and other information to IBPs in their Savvi 
Office throughout the month and after the end of the month as a courtesy to help IBPs in building and 
maintaining their business. However, such information is preliminary and subject to change and correction up 
until Savvi finalizes the commission calculations of the 15th day after the close of the month. 
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