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— ETHIC CODE OF A PARTNER

As a partner of Art Life Company, I agree to conduct my business with the
Company in compliance with the following ethic principles:

To treat other Partners, Clients and employees of the Company in a way that
I would prefer to be treated.

To concern myself with the reputation of the Company, following high ethic
principles meeting the line of close cooperation.

To represent the possibilities of the Company, its mission, products and business
with Art Life to the Clients and potential Partners honestly and truthfully.

To be attentive towards and decide efficiently issues of Clients’ complaints,
following the procedures of return and exchange established by the Company.

Not to promote other methods of gaining income except those officially established
by the Marketing plan of the Company in partnership environment. Not to recruit for
other MLM companies.

To stave off unprofessional conduct to the extent of my abilities, in proper time
informing the Company about any illegal enterprise taken by other Partners.

To conduct business consistently to the law, not to aggrieve Partnership network of
Art Life and MLM in whole.

To injure honorary title of a sponsor and a leader of Art Life Company under no
circumstances. To be an example for other Partners.

To respect and follow present Ethic code and Rules of cooperation with the
Company.




RULES OF COOPERATION WITH THE COMPANY

Present Rules contain key conditions regulating cooperation procedure of a Partner and Art Life
Company. The rules are established to determine functions, obligations and rights of Partners
towards each other and Clients, and relations between Partners and the Company. The goal of the
present rules is to form a system of relationship respecting the rights of each Partner and at the same
time not setting limits to the freedom of actions of each Partner in organizing his/her own business.

my® MAIN REGULATIONS

1. To become a Partner of the Company one should
fill in the Form of the corporate card owner.

2. Partnership relations are put into effect from the
day of registration of the Form in the Service centre (SC)
of the Company and acquiring package of documents
“First step of success” necessary for conducting
business.

3. In case information given in the Form of the card
owner is incomplete and/or wrong , the card is
considered invalid.

4. To be identified in the common Database of the
Company the Partner gets a unique identification
number of the corporate card owner.

5. The Partner's activities and his/her information
support is given in the SC domiciliary. The
abovementioned support implies two operations: points
transfer and goods receipt in compliance with the
requirements of existing legislation of India concerning
bonuses assignment system.

6. Receiving products at bonuses assignment

system gives the possibility for corporate cards owners
to gets products in the SC he/she is assigned to.
Products are given in the amount of total bonuses sum
for the preceding month. The bonus sum is calculated
according to the Marketing plan of the Company and is
converted into corporate units.

7. The Partner of the Company of any rank and
status is not an employee of Art Life Company. He/she
organizes his/her activities himself/herself. All the
relations connected with buying and selling Art Life
Company goods the Partner builds himself. All the
relations connected with legally significant activities in
the result of which civil rights and obligations emerge,
change and terminate, are the relations between the
Partner and the Client (Customer) being formalized with
civil agreements when necessary.

8. Any transfer of the corporate card of Art Life
Company is forbidden except cases specified in
paragraph 2.8 of the present Rules. In that case the
Company considers applications individually.

my® RIGHTS AND OBLIGATIONS OF A PARTNER

A Partner of Art Life Company has the right:

1. To acquire products in compliance with the civil
law of India at a wholesale price after showing the
corporate card in the SC. The Partner can get the
information about the SC from his/her Sponsor, at the
site of the Company or in the Company's Central Office.

2. To distribute products in compliance with the civil
law of India at a retail price recommended by the
Company.

3. To work with the products of Art Life Company in
any cities, regions and countries where the products are
certified.

4. To be served in any convenient SC of the
Company.

5. To attract Partners interested in the products of
Art Life Company and in the cooperation with it.

6. To use advertising and information support of the

Company.



7. To organize mass events and promotions to
motivate one's own structure, following the “Advertising
and information support” without fail.

8. To transfer the corporate card of Art Life Company
to a relative when it is impossible to cooperate with the
Company because of the health level or other objective
reasons. In that case the Partner should submit an
application and copies of documents proving
consanguinity. The relative who gets the card should
also be a Partner of Art Life Company and be active
during 12 months before the transfer. Present right may
be realized only after a new owner's training according
to the status of the former owner. In that case former
corporate card and the Partner's number are abolished.

9. To terminate one's activities submitting an
application to the central office of the Company. After
personality check the corporate card is abolished.

A Partner of Art Life Company is obliged:

1. To follow Ethic code, Marketing plan and present
Rules.

2. To inform Partners of one's organization about all
new products, technologies, directions of activities of
the Company.

3. To form conditions for professional development
for the Partners of one's organization in compliance with
the Marketing plan of the Company.

4. To guarantee products quality according to the
Company's guarantees.

5. To advertise products and business with Art Life
Company using any legal possibilities and carriers,
strictly following “Advertising and information support”.

6. To be polite and tactful in relations with Clients.

7. To inform the Company about any criticisms from
the Clients, to submit copies of written requests if there
areany.

8. When a Client discovers any inappropriate
product including package integrity, expiration date,

— RULES OF COOPERATION WITH THE COMPANY

etc., to give a choice to the Client immediately: full
compensation of all expenses, exchange of the product
for an identical one or purchasing other product with
regard for the sum paid. The return of inappropriate
products to the Company is carried out according to the

documented procedure “Inappropriate goods
management” of the Quality management functioning
in Art Life Company.

9. To build one's activities following the common
system of corporate actions accepted by the Company.
To comply with all procedures: performance schedule,
obligatory registration, norms concerning number of
participants.

10. To participate in all activities of the Company
according to one's rank and status.

11. To solve all the problems emerging I the process
of business conducting with the higher Sponsors.

12. To follow the policy of nondisclosure and
confidentiality of Partners' data.

13. To meet the image of the Company by one's
appearance and behavior.

14. To keep positive or neutral attitude towards
other MLM companies.

15. To inform the Company immediately about all
cases of Ethic code and present Rules violation.

A Partner of Art Life Company is prohibited:

1. To change a Sponsor during the whole period of
one's activities.

2. To make the following statements in the name of
the Company:

- to give guarantees, overstate properties and
characteristics of the products, perverting information
stated in official accompanying documents;

- to distort the idea of business with Art Life
Company, its system of business conducting,
Marketing plan; to guarantee job placement in the
name of the Company to potential Partners.
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3. To make statements about bonuses and
incentives volumes of the Company's Partners.

4. To deal with information about the volumes of
goods bought and sold by other Partners of the
Company.

5. To repack, change labels and marks of the
Company's products.

6. To republish official accompanying documents for
the products including catalogues and booklets, without
Company's permission.

7. To misappropriate the TM of Art Life Company,
brand names of products, other intellectual property
and patented information.

8. To distribute through the Partnership network any
information or learning aids of one's own making to gain

my® CONFIDENTIALITY

1. A Partner bears full responsibility for the
credibility of information and personal details submitted
to the Company.

2. Information related to the Company and its
Partners, notably, orders, correspondence, e-mails,
addresses of residence and work places, telephone
numbers, essential elements, passwords are
confidential information. The information cannot be
transferred to the third party directly or indirectly. This
rule violation is a reason for the Company to abolish the
corporate card unilaterally without any compensation
and with a loss of all rights and privileges.

profits without the permission of the Company.

9. To state that within the cooperation with the
Company one has exclusive right of activity at certain
territories.

10. To offer cooperation to Partners from other
Partnership networks.

11. To fill in the second copy of the Form having the
first valid, and moreover to sponsor other Partners with
it.

12. To use one's structure to promote products and
businesses of other companies.

13. To work in other MLM companies having the
status of Silver Director and higher.

14. To conceal Ethic code and present Rules
violation by other Partners.

3. Information concerning parts of the Partnership
Art Life organization, including all lists of the Partner's
structures; business information; sales volumes of the
Partner and other financial information are considered
confidential.

4. Information about all Partners and the
Partnership network as a whole is considered
confidential as well.

5. The Company is obligated not to disclose
information about Partners except cases specified by
the legislation.

my# ADVERTISING AND INFORMATION SUPPORT

1. A Partner should be able to position products and
business with Art Life correctly. For that purpose the
Company provides means of advertising and
information support of sales and building business:
corporate internet resource; printed materials including
catalogues, booklets, corporate magazine “Art Life

Planet”; carries out information mailing, manufactures
souvenir and video products; means of outdoor
advertising (banners, advertising structures), etc.

2. A Partner wishing to use Company's symbols is
obliged to submit it to the Company for approval, strictly
following general rules of the Company's stylistics.

-
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3. Any distortion of the corporate identity of Art Life 5. A Partner can represent the products of Art Life at
is considered as a violation of legal rights of intellectual  regional fairs, if approved by the Company.
property, the amenability for which is fixed by the 6. A Partner should be aware of and follow the
operating criminal and civil legislation of India. advertising legislation operating in the country where

4. A Partner wishing to carry out an advertising he/she works.
action or campaign is obligated to submit one's
intentions and the form of the campaign to the Central
office of Art Life for approval.

m® SANCTIONS

In case of violation of present Rules by the Partner the Company has the right to take any of
the following measures unilaterally:
To demand an explanation from the Partner to discover the reason of the violation;
To terminate collaboration for a time;
To hold up awarding with the next rank or status;
To lower the Partner's rank/status;
To deprive the Partner of the next rank or status, demanding the return of differential signs;
To terminate cooperation unilaterally;
To resort to any other legal measures or actions.




MARKETING PLAN

m® BONUSES

1. Any bonuses are assigned on conditions that
Personal Volume (PV) is not less than 50 points.

2. Group bonuses.

Director
Manager 10%

Master 10% 20%
Consultant 15% 25%

2.1. Personal Sales Bonus (PSB)

Assigned to the Partner for PV fulfilled.

2.2. Group Development Bonus (GDB)

Assigned to the Partner for the work of Group Leader (GL).

2.3. Equal ranks bonus (ERB)

Assigned to the Partner under the rank of Director, if there is a Partner of equal rank in his/her first generation,
and makes 5% of PV of such Partner.

2.4. Group Volume Development Bonus (GVDB)
Assigned to the Partner for GV gained in the settlement month.

| Consultant | Master |  Manager | Director | GV % |
100 300 500 700 1
300 500 700 900 3
A Partner who fulfilled the conditions of qualification for the Bonus, gets the whole per cent from his/her GV
only in case no Partner of his/her Personal Group (PG) fulfilled the conditions of qualification for the Bonus.

If in PG there is other Partner fulfilling the conditions of qualification as well, the first Partner gets the
difference between his/her percent and the percent of that Partner of GV.

2.5. Sponsor's Bonus (SB)

Assigned to the Partner for sponsoring. First three months from filling out a Form of a Partner, immediate
Sponsor in the rank of Consultant, Master and Manager gets additional 5% for PV of his/her new Partner in the
rank of Consultant at the expense of Director.

; -~
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3. DIRECTOR'S BONUSES
All Director's bonuses are assigned when Director fulfills norms of Minimum Group Volume (MGV).

3.1. Organization Development Bonus (ODB)

Assigned to the Partner of the Company in the rank of Director. Calculated from GV of Directors being members of the
Partner's organization.

Number of

Generations [ 50 [ 300 | 400 |
President 6 e
Diamond Director 5 B

Ruby Director
Golden Director
Silver Director
Director

5%
- - 5%
- 5%

= N W &
1

3.2. Silver Bonus (SB)

Assigned to the Partner having the status of Silver Director and higher. The Partner gets plus 1% of SB for each active
Director in his/her first generation, from the third to the tenth generation (i.e. maximum +8%).

Numbers of Directors in the 1st generations
3 4 5 6 7 8 9 10
1% 2% 3% 4% 5% 6% 7% 8%

From GV of Directors of your first generation you get your SB in full.

SB percent that you get from each Director of your organization below the first generation is calculated by the
formula: (% of GV) = (Your SB %) (SMax % SB), where % of GV is a calculated SB percent of GV of Director below
the first generation.

Your SB% is SB calculated by the table, depending on the number of active Directors in your first generation in

the current settlement month, SMax % SB is a maximum SB % assigned to any Sponsor of a Director being the
member of your organization.

3.3. Golden Bonus or “Auto/House”
Assigned to the Partner having the status of Golden Director and higher on conditions that the bonus qualifications
are fulfilled. To get this bonus the Partner should have the sum of Main Bonuses not less than 700 corporate units
(c. u.) each of three previous months. The bonus makes 3% of TV but not more than 1000 c. u. a month.




MARKETING PLAN

PV Bonuses are assigned in the fourth month from the beginning of qualification. If the sum of the
above mentioned bonuses is less than 700 c. u. in any month or the Partner's status falls lower than Golden Director,
the “Auto/House” Bonus is not paid. To restore the bonus the Partner should fulfill the conditions of the qualification.

3.4. Holiday fund

Assigned to the Partner in the rank of Director. To get the Holiday fund the Partner should fulfill GV making it
possible to get maximum ODB volume. Holiday fund charges are assigned each month and make 6% of the sum of
Main bonuses. Holiday fund is paid after 11 months of its accumulation or previous payment. If the Partner does not
fulfill MGV in one of the 11 months, the accumulated fund is lost. Maximum sum of payment should not exceed 1000
C.u.
VT Holiday fund is paid if the Partner works only with Art Life Company!

4. President's Bonuses

4.1. President Bonus (PB)
Assigned to the Director having the status of President. Makes 1% of GV of Directors being lower than 6"
generation and endlessly.

4.2, President Productivity Bonus
Assigned to the Director having the status of President from GV of seventh generation of his/her Directors when
the following conditions are fulfilled.

Qualifying Volume % of 7th generation
50 000 1%
100 000 2%
150 000 3%

5. Main Bonuses Group

Main Bonuses Group includes:

Personal Sales Bonus (see 2.1),

Group Development Bonus (see 2.2),

Equal ranks bonus (see 2.3),

Group Volume Development Bonus (see 2.4),

Sponsor's Bonus (see 2.5),

Organization Development Bonus (see 3.1),

President Bonus (see 4.1).

Golden Bonus (“Auto/House™) and Holiday fund are calculated from the sum of Main Bonuses.
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my® RANKS AND STATUSES
DESCRIPTION

Rank “Consultant” is given to the Partner of the
Company fulfilling MPV.

Rank “Master” is given to the Partner of the Company
gaining AGV not less than 400 points in the settlement
month.

Rank “Manager” is given to the Partner of the
Company gaining AGV not less than 2000 points in the
settlement month.

Rank "“Director” is given to the Partner of the
Company gaining AGV not less than 4000 points during
all time of work or 2000 points in any three months in
succession with GV not less than 500 points in the
settlement month. From the rank of Director the Partner
of Art Life gets the right to use a virtual office at the site
of the Company a tool for business-planning and
analysis of structure work efficiency.

Status "Silver Director” is given to the Partner having
the rank of Director and not less than two Directors in
the first generation.

Status “Golden Director” is given to the Silver
Director having not less than six Directors within two
generations.

my# DIFFERENTIAL SIGNS

1. All Partners when joining the business are given
differential signs of Partners of Art Life Company which
are included in the folders with business materials “First
step”.

2. The Partner in the rank of Director gets a
Certificate of rank and a present from the Company at a
regional meeting. Only those Directors who go through
a course and get Certificates have the right to make
further career.

Status “Ruby Director” is given to the Golden
Director having not less than fourteen Directors within
three generations. To get the status of Ruby Director GV
sum of Directors within three generations should make
not less than 7000 points taking into account personal
GV of the Partner.

Status “"Diamond Director” is given to the Ruby
Director having not less than thirty Directors within four
generations. To get the status of Diamond Director GV
sum of Directors within four generations should make
not less than 15000 points taking into account personal
GV of the Partner.

Status “President” is given to the Diamond Director
having not less than sixty two Directors within five
generations and not less than two Ruby Directors in the
first generation. To get the status of President GV sum of
Directors within five generations should make not less
than 31000 points taking into account personal GV of
the Partner.

3. When achieving each status the Partner gets the
appropriate present from the Company that is given at a
proper event: Silver and Golden Directors get their
presents at Regional Business Forums; Ruby and
Diamond Directors and Presidents at the Festival of
Success.

10



MARKETING PLAN

my® CHANGING RANKS

The rules of compression

1. For all the Partners of the Company
If Sponsor does not fulfill MPV, his/her Partners of the
first generation whose PV is more than 0 in the
settlement month move under the higher Sponsor
(relatively, to calculate volumes, ranks and bonuses in
the settlement month), fulfilling MPV and having the
rank not lower than those of moved Partners.

2. For Partners of the Company in the rank of
Director

Director who does not fulfill MGV in the settlement
month does not get Director's Bonuses. Director from
his/her organization moves under the higher Director
fulfilling MGV (relatively, to calculate volumes, ranks and
bonuses in the settlement month).

Rank demotion

1. If the Partner below the rank of Director does not
fulfill MPV during three months including the settlement
month, his/her rank is lowered at one step from the
beginning of the following month.

2. If the Partner in the rank of Director and higher
does not fulfill MPV or MGV during three months
including the settlement month, his/her rank is lowered
to the Manager from the beginning of the following
month.

3. If the Partner in the rank of Consultant does not
fulfill MPV during three months including the settlement
month, his/her rank is lowered to the Privileged Client.

my# PRIVILEGE PROGRAMMES

1.Programme

“Missing rank”

If the Partner having the rank of Consultant or
Master in the settlement month fulfills the qualification
for the rank missing one or more next higher ranks,
he/she gets the bonus of the rank preceding the one
he/she was qualified at.

Rank restoration

1. Rank restoration takes place in compliance with
the conditions of qualification.

2. To restore the rank of Consultant, the Partner
should gain monthly MPV during three months or 150
points during a month or two in succession.

Losing and restoration of an organization

1. In case a Partner of your organization gets a rank
higher than yours (and your rank is lower than Director),
the Partner and his/her organization moves under your
Sponsor.

LSRN The restoration of the lost Partner and
his/her organization is possible in the only case. You
should achieve the rank not lower than the Rank of the
lost Partner at the moment of restoration in 3 months. In
case of non-compliance with this requirement the lost
Partner and the organization are not restored.

2. Privilege month

for Directors

In the month following the qualifying month of
Director in the first generation, the Partner in the rank of
Director and having the status not higher than Golden
director has MGV twice reduced when calculating ODB
(see2.2.1.).

-

11



— MARKETING PLAN

3. Lowering of the GV requirements
For Directors having the statuses of Ruby Director,
Diamond Director and President MGV is 400 points, 300

points and 50 points respectively, into
consideration PV.
4. Programme “Leadership start”

4.1. A Partner gaining not less than 400 points of PV
in the month of registration or the following settlement
month, has the right to get bonuses from the Company

my® LOWERING ODB

The rule of proportion

taking

without fulfilling MPV till he/she achieves the Director
rank.

4.2. A Partner gaining not less than 400 points of PV
in the month of registration or the following settlement
month, partner, gets the Manager rank.

4.3. An immediate Sponsor of the Partner gaining
not less than 500 points in this settlement month gets
the Manager rank as well.

If the Partner has the status of Ruby Director or higher, and the organization volume of his/her first generation
Director in the limit of his/her qualification levels makes 75% and more of the qualification volume, he/she gets 5%

ODB from that organization.

12
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Agreement Form For A Distributor - A
document, which gives the possibilities of buying and
reselling the products of Art Life in the wholesale rate,
to create won distributors structure, to receive gifts and
premiums as per the marketing plan of Art Life.

Agreement Form For A Privileged Client - A
document, which gives to possibility of buying the
products of Art Life in the wholesale rate, to invite other
clients and to get bonuses as per the marketing plan of
Art Life.

Point Value (P.V.) - A unit to measure the volume
of distribution of products. Each product of the company
has a PV, which in mentioned in the price list. When in
mentioned in the price list. When a distributor buys
products from the company on his computerized
number, he/she gets respective corporate units
(cheques) from the company as per the PVs bought by
him/her.

REWARDS - Extra non-monetary form of
promotion of the distributors, along with gifts, symbols
etc.

Internal Rate Of The Company - Rate, as per
which the corporate units are calculated by the company
for a month and are converted into monetary units to
get the products as per the system of premium payout.

Group Volume (g.v.) - It is the sum of Personal
Volume (P.V.s) of all the distributors below the holders of
corporate card for the particular month, including
his/her own personal volume.

Golden Corporate Card - A plastic card with a
electronic identification number, which gives the
possibility to its owner to cooperate with the company
Art Life as a Partner / Distributor of the company.

Electronic Identification Number - This is the
unique individual number, written on the plastic

corporate card, given to the owner as soon as he/she is
registered in the database of the company. There are
the following types of plastic cards Golden And Silver.

Informative Service Centre (ISC) - Service
centre in which the company offers informative service
to the distributors. After signing the agreement form,
the owner of the corporate card willing to cooperate
with the company automatically gets attached to the
ISC, to which his/her sponsor is attached.

Qualificational Quantity Of The Directors
(KQD) - Quantity of Directors in the structure of a
distributor, which in necessary for him to get the status
of a Silver Director or above.

Qualifying Volume (QV) - The minimum volume
necessary for a distributor to get the station of a Ruby
Director and above. Qualifying Volume is calculated
according to the rule of compression.

Client - The tail-end (retail) user of the products of
the company Art Life.

Corporate Unit (C.U.) - A conditional unit, as per
which the premium for a particular month is paid to the
holders of the corporate card.

Personal Group (P.G.) - Part of your organization,
except the distributors, who have already achieved the
rank of Directors and above.

Personal Volume (P.V.) - Quantity of point value
(PVs), counted for particular month on the computer
number of a corporate card holder in compliance with
procedure of translation of Pvs.

Marketing Plan Of The Company

Plan for calculating premium amounts - is the
basic document, which shows the exact levels of
rewards and premiums to be achieved by a distributor.

-



——— DICTIONARY OF TERMINOLOGIES

To receive products as per the system of payout of
the premiums - this possibility is given receive products
by a corporate card holder from the service centre, to
which he/she is attached with. Products are given with
respect to the total sum of premium for the earlier
month. The amount of the premium is calculated as per
the marketing plan of the company and is converted into
corporate units.

Qualifying Month - Estimated month in which
distributors fulfill the conditions to qualify for a definite
rank. A new rank in given to a distributor on the 1st date
of the month next to the month of qualification

Minimal Group Volume (MGV) - The minimum
volume necessary for a distributor in the rank of a
Director in order to get the Director’s Premium.

Minimal Personal Volume (MPV) - The
minimum personal volume required is 50 PV (in a
estimated calender month). This minimal volume is
necessary in order to receive the premiums and to grow
up in the career ladder. If these minimal volumes are not
done (MGV and MPV), then only Personal Volume (PV) is
counted.

Accumulated Group Volume (AGV) - This is the
sum of group volume (GV) of the distributor from the
moment of signing the agreement form of a corporate
card holder till the estimated month inclusive.

Wholesale Rate - The Price, in which the holder of
a corporate card buys the products of Art Life. It has no
relation with the rank or status of the distributor.

Organization - Distributors of all the
generations/levels of which you are a direct or indirect
Sponsor.

Organization Volume (OV) - This is the sum of
the Personal Volume (PVs) of all the distributors of a

corporate card holder, of the organization for the
estimated month

Distributor’s Structure - A group of distributors
having a common sponsor.

Transfer of Point Values (PVs) - A procedure
which allows the holder of a corporative card to transfer
PVs against products, which are purchased from him by
other distributors on their respective computer number.

Confirmation of Status - Conservation of
activeness execution of minimal Personal Volume (PV)
and Group Volume (GV) and estimated rank, not pass
than achieved, for 3 months continuously, including the
qualifying month.

Generation (Level) - All the partners / distributors
sponsored directly by you will be counted as distributors
of your 1st generation/level. Accordingly, your 2nd
generation will be formed by the distributors, whose
sponsor will be any one form your 1st generation and so
on.

Rule of Compression - The rule of conditional
rebuilding of the distributor’s structure by the company
for calculating premiums and ranks in the current
estimating month.

Privileged Client - Owner of the Silver corporate
card of Art Life.

Premium - Individual discount from the actual
price of the products in accordance to the marketing
plan.

Promotion - Motivational action, announced by a
leader of the distributors network or by the company in
order to attract the interest of the distributors to
increase the volume of selling and also for the growth of
the network.

14
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Rank - Index, showing the career growth of a
distributor. In the company Art Life there are 4 ranks :
Consultant, Master, Manager and Director.

Current (Estimating) Month - Period (calender
month), for which the company summarizes the
activities of the distributors.

Retail Price - Maximum price of the products fixed
by the company for retail selling to the clients.
Difference between the wholesale price and the retail
price may go upto 30%.

Service Center - A place where a corporate card
holder of Art Life can resale the products of the company
after purchasing them from the company. In the case,
the purchase and selling should follow all the rules, laws
and taxation applicable for the particular city, state or
country.

Silver Corporate Card of Art Life - A plastic card
with identificational electronic number, which confirms
the possibility of its owner to cooperate with the
company Art Life as a privileged client.

Sponsor (Informative Sponsor) - A Distributor
of the company, who provides to his new partners the
rights to exercise their capabilities to organize business
with Art Life. He oversees the work, informs them about
the products of the company, organizes interactions of a
potential partner with the company regarding all his
questions of business development with Art Life.

Status - Index, showing the career growth of a
distributor. In the company Art Life, there are 5
Statuses : Silver Director, Golden Director, Ruby Director,
Diamond Director and President.

Transfer - Process in which a owner of the
corporate card of Art Life states a definite quantity of
PVs in his own personal Volume (PV) for granting his
premium for the work done by him during the last
calender month. Information of the transfer must be
given to the Service Center in order to count the PVs in
his/her Personal Volume not later than the dates fixed in
each Informative Service Center individually.
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