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Compensation Plan

1:  Direct Sales
“Preferred Customers” and you will receive the Personal Volume (PV) from their orders.

2:  Bulk Order Bonus (BOB) - If you have a PV of at least 200 (2 cases = 200 PV) you will receive $25 for 3 
cases, $50 for 6 cases, or $75 for 12 cases on every order of 3 cases or more by anyone you have  directly 
sponsored.

3:  First Order Bonus (FOB) - If you have a PV of at least 200 you will receive a 20% bonus (up to $40) on 

4:  Star Maker Bonus
distributor on both your Right and Left Side), then each time someone you personally sponsored reaches 
the rank of Star, you earn $40.  To be active a distributor must have a PV of at least 100 (1 case every four 
weeks).  This PV can also come from the orders of your Preferred Customers.

5:  Team Commissions - If you are active and have at least one personally sponsored and active distribu-
tor on both your left and right sides, you qualify for 10% in team commissions.  Team commissions are 
calculated on the lesser of the Group Volume (GV) of your left or right side.  The lesser GV must equal 500 
before commissions are paid; they are then paid in increments of 100 thereafter.  The sales of ALL people 
below you are used to calculate your GV.

 1 Case = 100 points 3 Cases = 250 points 6 Cases = 500 points 12 Cases = 700 points
 BOB = $0.00 BOB = $25.00 BOB = $50.00 BOB = $75.00

As you can see from this example, the left side (shaded area) has generated 2000 points of GV.  Bob, Sally, 
Joe, and Ken each had orders of 6 cases (500 points) and since all are below you, your GV for your left 
side is 2000 points.  Your right side (unshaded) had a GV of 1500 points.  Sue, John, and Joy each had 
orders of 6 cases (500 points).  Since you are paid 10% on your lesser side, you will be paid $150 in Team 
Commissions.

Since the GV was more on your left side than on your right, you have points on your right side that you 
were not paid on.  You were paid on the 1500 points on your right side but had 2000 on your left.  This 
means you had 500 points on your left that you were not paid on.  These points are NOT lost.  They are 
carried over and become part of your left side GV for as long as you are active or until they are paid on.  
In the future when your right side GV has enough points to equal or exceed your left side GV (including 
carry over) these points will be paid on.

Page 1

Me
Left Right

Bob
500 points

Sue
500 points

Joe
500 points

John
500 points

Joy
500 points

GV = 2000 GV = 1500

Sally
500 points

8 WAYS TO EARN INCOME
All commissions and bonuses paid weekly
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Ken
500 points
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6:  Executive Check Match
to earn an Executive Check Match on the Team Commissions from product sales that are paid to distribu-
tors you personally sponsor, the distributors they personally sponsor, and so on - up to seven genera-
tions of executives (dependent on your executive level).

7:  Leadership Pools - 1% of total company GV from product sales is reserved for the Elite Blue and 
Hawaiian Blue Diamond Executives with at least 200 PV and 1% is reserved for the Executive Premier 
Black Diamond Executives or above with at least 200 PV.

8:  Multiple Business Centers - As your business grows you can potentially have a total of four business 
centers (initial center plus three additional centers), with each potentially earning $10,000 per week.

Compensation Plan
8 WAYS TO EARN INCOME

All commissions and bonuses paid weekly

HYPOTHETICAL WEEKLY TEAM COMMISSIONS 

Week  Left GV   Right GV    10%  Commission  Carry Over 
Volume

1  500    500   $50.00    0
2  1,000    1,500   $100.00   500       Right
3  3,000    2,500   $300.00   0
4  5,000   6,000   $500.00   1,000   Right
5  6,500   5,000   $600.00   500   Left

Up to  100,000  100,000  $10,000   

over.  In the second week, the right side is 500 higher so you are paid on the lesser left side and the 500 
on the right side is carried over (not lost).  In week 3 the left side is 500 higher than the right, but you 
have 500 right side carry over from week 2 which you will now be paid on.  So you get paid on the full 
3,000 (2500 volume plus 500 carry over).  This uses up your right side carry over.  In week 4 your carry 
over is 1000 for your right side.  In week 5 this carry over amount is paid (you are paid on 6,000) leaving 
you with 500 carry over on your left.
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The Income Disclosure Statement is a re�ection of MonaVie’s rewarding opportunity. The following chart represents the average 
global earnings of the ranks of MonaVie Distributors worldwide and provides high, low and average weekly income information, 
as well as annualized averages.

Active Distributor Rank

Average Weekly 
Number of  

Distributors Paid 
at This Rank

% of 
Average 
Weekly 

Distributors

Weekly Income (US Dollars) Annualized 
Average 
Check

Weekly  
Average 

Hours 
Worked*High Low Average 

Check

Distributor 36,295   45% $375 $0   $30   $1,536 8

Star 30,239   37% $880 $0   $39   $2,032 10

Star 500 8,138   10% $1,000  $50   $79   $4,095 10

Star 1000 3,420   4% $1,000  $100    $176   $9,141 10

Bronze Executive 1,232   2% $1,000  $200    $362    $18,835 11

Silver Executive 666 1% $1,500  $300    $568    $29,526 12

Gold Executive 400 <1% $2,500  $500     $1,024    $53,239 14

Ruby Executive 146 <1% $5,000   $1,000     $2,000    $103,992 17

Emerald Executive 73 <1% $7,500   $1,541     $3,094    $160,883 24

Diamond Executive 36 <1% $10,000    $2,013     $3,992    $207,575 26
Blue Diamond Executive 84 <1% $20,000    $2,544     $7,464    $388,144 27

Hawaiian Blue Diamond 
Executive 26 <1% $25,000    $5,145      $12,389   $644,242 31

Black Diamond Executive 27 <1%  $121,298    $7,862      $29,814     $1,550,342 38

Royal Black Diamond 
Executive and Above 7 <1%  $169,548      $23,932     $67,335     $3,501,397 >40

The income statistics above are for all MonaVie Distributors who were paid commissions during the period from January 4, 2008 
to December 26, 2008, at the above ranks, excluding rank advancement bonuses. A “Distributor” is de�ned as any person who: 
(1) executed a MonaVie Distributor Application and Agreement; (2) has sponsored at least one person; (3) has received at least 
one non-retail commission check; and (4) has been active in any of the eight weeks preceding the commissions period (“active” is 
de�ned in the MonaVie Compensation Plan as having generated 100 PV (Personal Volume) in a four-week period). Note that this 
excludes retail customers, preferred customers, retailers (those who have received a retail bonus only), pre-enrollees, distributors who 
did not renew, and customers, retailers, or distributors whose relationships with MonaVie were revoked. An individual who has ex-
ecuted a MonaVie Independent Distributor Application and Agreement, but has not ful�lled the four criteria enumerated above is not 
a Distributor. That person is simply a wholesale customer. If, and only when, all four criteria are satis�ed does that person become a 
Distributor. Accordingly, the status of an individual can, and sometimes does, change throughout the course of a year. For example, 
Mary enrolls as a customer in February. In April, she quali�es to become a Distributor and maintains her quali�cation through May. 
In June, she is inactive, and therefore, her status is that of a customer. In July, she begins retailing products to a few customers, and 
thus, becomes a retailer (but not a Distributor). In August, she again quali�es as a Distributor but fails to remain quali�ed for the 
remainder of the year. For the purposes of this Income Disclosure Statement, Mary will only be considered a Distributor during the 
months of April, May, and August. The average annualized income for all Distributors during this period was $3,539.68. In 
2008, approximately 87% of individuals who executed a MonaVie Distributor Application and Agreement, and made at least 
one purchase in the last 12 months, are considered wholesale customers.

The earnings of the Distributors in this chart are not necessarily representative of the income, if any, that a MonaVie Distributor can or 
will earn through his or her participation in the MonaVie Compensation Plan. These �gures should not be considered as guarantees 
or projections of your actual earnings or pro�ts. Any representation or guarantee of earnings would be misleading. Success with 
MonaVie results only from successful sales e�orts, which require hard work, diligence, and leadership. Your success will depend 
upon how e�ectively you exercise these qualities.

* These �gures are derived from a survey of approximately 5,000 distributors performed by MonaVie through our online order system.

I O ME  DISCLO SURE S TATEMENT
GLO BAL 2008

© Black Diamond Makers | Licensed exclusively to Black Diamond University, January 2009 112 

INCOME DISCLOSURE STATEMENT
GLOBAL 2009 Initial Order

Distributor Kit  (This is the only purchase required to become a MonaVie Distributor)   .  .  .  .  .  .  .  . $39.00

12 Case Order   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . $995.00

6 Case Order   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . $615.00

3 Case Order   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . $343.00

2 Case Order   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . $232.00

1 Case Order   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . $131.00

Shipping   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .10% of Sales Price

NexGen Business Builder Pack  (A product of Black Diamond University)   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . $495.00

 NexGen Web Site:  1 year subscription

 Magazines:  Success From Home
  
 Brochures:   The Premier Acai Blend
  The Five Star Opportunity
  The Compensation Plan
  A World of Opportunity 
  Athlete

 Training Courses:  The Professional Inviter by Tim Sales
  NexGen Training Manual
 Coaching: 1 year coaching (requires GenieVOX voice mail system)

GenieVOX Voice Mail System*   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . $19.95

Business Cards  (1,000)   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . $79.00

Sales tax is not included in any of the above prices.
*The GenieVox voice mail system has a $4.95 monthly charge in addition to the $19.95 sign up fee.
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$395.00
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