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IMPaX Corporate Headquarters 

5070 Robert J Mathews Parkway, Suite 200 

El Dorado Hills, CA 95762 

Important Phone Numbers 

 

Order Entry: 

(916)-939-9830 

(888) 891-1212 

Associate Services (916) 939-9830 

Fax (916) 939-9842 

Corporate Website 

www.impaxworld.com 

Email Us 

info@impaxworld.com  

 

An Order Entry Representative will take your 

sales order on our 888 lines in a courteous and 

efficient manner.  Please direct all other 

questions to an Associate Services 

Representative who will assist you in any way 

possible 

© IMPaX World®, Inc. 

All Rights Reserved 2006 
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A. IMPaX and Independent   

    Members 

IMPaX WORLD®, Inc., hereinafter also 

referred to, as “IMPaX” or “Company,” is a 

direct selling company that markets 

nutritional products to the consumer 

through independent Members, 

hereinafter also referred to as “Members” 

or “Independent Members.”  IMPaX 

Members are independent marketing 

representatives of the Company and are 

not to be considered purchasers of a 

franchise or any portion of ownership of 

IMPaX WORLD.  The agreement between 

the Company and its Members does not 

create an employer/employee relationship, 

agency, partnership, or joint venture 

between the Company and the Members. 

The policies and procedures contained 

herein are applicable to all Independent 

Members of the Company. 

• A  Member completes a Member 

Application/ Agreement, which is 

accepted by IMPaX, pays the $399.00 

application fee and receives a 23-28% 

discount.   

• A Customer Auto-Ship (CAP) 

Customer:  completes a CAP Program 

Form to receive a discounted (10%) 

recurring (auto-ship) monthly order of 

products  

• A Retail Customer: purchases 

product at the suggested retail price. 

A Retail Customer does not generate 

or receive royalty commissions or 

bonuses. A Rebate will be given to 

enroller. 

B. The Benefits of 

Membership 

An IMPaX WORLD Member enjoys the 

privilege and right to: 

• Purchase directly from the Company. 

Product may be shipped to anywhere 

in the United States or its territories 

(Minimum purchase is 5 bottles of any 

IMPaX products or $120.00 volume). 

• Purchase at 23%-28% or 30% 

discounted prices, thus saving on 

products that they consume or earning 

a profit on retail sales. 

• Supply products to customers and 

profit on retail sales. 

• Supply products to personally 

enrolled Members. 

• Develop sources of bonus and 

residual income as outlined in the 

IMPaX Legacy Plan. Those meeting 

the qualifications to advance to the 

various positions of Associate and 

above also develop royalty income. 

C. The Responsibility of    

     Sponsorship 

Building a successful business involves 

effort both in sharing the products as well 

as supporting Downline Members. Those 

who only sponsor directly under 

themselves (wide) opposed to helping their 

new Members develop their business 

(sponsoring deep) meet with limited 

success. Therefore, one responsibility of 

sponsorship is to work with newly enrolled 

Members helping them to learn the 

business and encouraging them during 

their critical early months. 

Additional support may include, but not 

limited to: 

• personal meetings 

• training sessions 

• 3-way phone calls 

• written correspondence, voicemail 

• assisting with presentations. 

Members should be able to provide 

evidence to the Company on an ongoing 
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fulfillment of these sponsor / enroller 

responsibilities. Sponsors are not required 

to carry inventory of products or sales aids 

for new Members. However, sponsors who 

do so find building a large sales 

organization much easier because of the 

decreased response time in meeting new 

Member’s needs. 

D. Becoming a Member 
 

Any person, recorded partnership, church or 

corporation desiring to be accepted as an IMPaX 

Independent Member must register by completing 

a Member Application and Agreement Form and 

submitting it with the applicable registration fee.  

Phone/Fax Registrations are accepted with 

sales orders or Auto-ship Registration.  

However, an original signed document must 

follow within 30 days.  The registration fee is 

not a service or a franchise fee, but rather is 

strictly to offset costs incurred by IMPaX for 

educational and business materials required for a 

Member of IMPaX. No product purchase by the 

Member is required. Membership fees are non-

refundable and are charged on an annual basis.  

IMPaX reserves the right to accept or reject 

anyone as a Member. 

 An Enrollment Kit, including a Business Guide, 

will be sent to all new Members  

 

1.  Completing the  

     Application 

• The applicant completes the upper 

portion of the Member Application and 

Agreement in full, signs it, and dates 

it in the space provided.  

• The enroller then completes the 

enroller information or gives that 

information to the applicant for entry.   

Mail or fax the application to IMPaX 

immediately.  Incomplete or unpaid 

applications will not be processed.  

The sponsor / enrollee is responsible for 

providing completed application forms to 

the company.  IMPaX is not responsible 

for processing incomplete applications or 

those received without payment. 

2.  Age of Applicant 

All Members must be of majority age in 

the state company products are 

distributed.  A Social Security Number or 

your corporation’s Federal Identification 

Number is also required. 

3.  Married Couples 

The Company considers married 

couples as a single Member. Husbands 

and wives may not sponsor / enroll 

each other directly or indirectly, nor 

have different sponsors / enrollers. If 

one spouse is already a Member, the 

non-participating spouse may elect to 

become a Member as co-applicant of 

the existing member.  Therefore, a 

husband and wife may not be 

sponsored/enrolled in different lines, 

generations or organizations nor can 

they sponsor/enroll each other. The 

Company reserves the right to reject 

any applications for new Members or 

applications for renewal. 

If a married couple becomes divorced, 

the Membership may go to either 

party as agreed to by both parties. If 

the party not retaining rights to the 

existing Membership desires to 

continue in the IMPaX business, they 

must start a new Membership outside 

the line or organization of the ex-

spouse. 

4.  Change of Address 

It is the responsibility of the Member 

to notify IMPaX in writing when any 

change of address occurs via fax, email 

or mail. In the event mail is returned 

to IMPaX by the Post Office or UPS 

due to an incorrect address, all 

mailings will be discontinued until the 

Independent Member in question 

notifies IMPaX of the correct address 

in writing. 
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E. Sponsorship & Change of  

     Sponsorship 

 

All Members have the right to sponsor and/or 

enroll others. In addition, every person has 

the ultimate right to choose his/her enroller. If 

two Members should claim to be the sponsors 

or enrollers of the same new Member IMPaX 

shall regard the first application received by 

our office as controlling. 

As a general rule, it is good practice to regard 

the first Member to do meaningful work with 

a prospective Member as having first claim to 

sponsorship/enrollment.  Basic tenets of 

common sense and consideration should 

govern. 

 

Transfer of Sponsorship 

 

Transfer of sponsorship is rarely permitted 

and is actively discouraged. Transfer of 

enroller is never permitted.  Maintaining the 

integrity of sponsorship is absolutely 

mandatory for the success of the overall 

organization. 

IMPaX must approve all sponsor transfers.  

Upon approval, the individual will be 

transferred under the new sponsor.  All Down-

lines under the Member being transferred will 

transfer with the Member. IMPaX may, at its 

discretion, require notarized documents before 

implementing any changes to a Member’s 

organization. 

Transfers of sponsorship shall be approved in 

the following circumstances: 

• Unethical sponsoring.  In such 

cases, a letter must be submitted to 

IMPaX requesting a change of sponsor 

and the reason for the request. IMPaX 

will research the issue, and make the 

final decision. 

• Upline approval:  FORM 109, 

Request for Sponsor Transfer is 

required prior to processing a transfer 

request.  This includes written 

approval from the immediate six up 

line sponsoring Members from the line 

the Member is transferring from. 

• Resigning:  A six-month waiting 

period is required before reapplying 

under a new sponsor. 

• Failure to renew:  Memberships 

failing to renew annually with 

payment are considered inactive.  

Reapplication under the sponsor of 

their choice when renewing is then 

possible. 

 

F. Death and Inheritance 

 

Upon the death or incapacity of the 

Member, his or her rights to bonuses and 

marketing position, together with Member 

responsibilities, shall pass to his or her 

successors in interest upon written 

application and approval by IMPaX. The 

successor Member must fulfill all 

responsibilities of the Member.  Unless 

the company is notified in writing by the 

estate, of the intent to continue the 

business, the Membership will be made 

inactive. 
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A. Important Ordering Information 

          Order Entry: (888) 891-1212  

      or (800) 784-6729 

FAX: (916) 939-9842 or 939-1619 

Address: 5070 Robert J Mathews 

Pkwy, Suite 200 

El Dorado Hills, CA 95762 

Office Hours: 8:30 A.M. to 5:00 P.M. PST 

Will-Call Hours:  

10:A.M. to 4:30 P.M. PST 

B. Ordering From IMPaX 

1. Discounted Orders 

Discounted orders are accepted from 

registered IMPaX Members and 

Customers.  All   other orders will be 

retail. 

2. Payments 

Accepted method of payment is Visa, 

MasterCard, Discover, American 

Express or  Visa/MasterCard credit or 

debit cards. 

3. FAX Ordering 

Orders may be faxed to (916) 939-

9842, using a completed order form 

with credit card number, expiration 

date and signature of cardholder. To 

ensure the order was received IMPaX 

should be called the following day to 

confirm receipt of fax order. Email 

confirmations are sent upon request. 

4. Mail Orders 

If the order is placed by mail, the 

original application and registration 

should accompany the order. 

 

 

All mail orders should be sent to: 

IMPaX WORLD 

5151 Golden Foothill Pkwy. Suite 150 

El Dorado Hills, CA 95762  

Mail orders must include a completed 

order form and payment to be 

processed. 

5.  Internet Ordering 

Online orders may be placed on the 

IMPaX website www.impaxworld.com  

The following information is 

mandatory for online purchases: 

• Customer’s name 

• Referring Member’s name or  

• Referring Member’s ID# 

Requiring the above information 

ensures the referring IMPaX Member 

is credited with the online purchase.  

An active Member ID# is validated on 

all online sales orders prior to 

processing. 

6. Will-Call Orders 

Those desiring to get orders quickly or 

save 50% on shipping charges may pick 

products up directly from IMPaX. Will-call 

orders must be placed and payment 

received by 5PM the day prior to the date 

of pick-up. Orders are available for pick-

up at IMPaX between 10AM and 4:30 PM 

the following day. Will-call orders placed 

without payment will not be processed. 

This may affect group and personal 

volumes and commissions. 

Auto-ship orders may not be Will-Call 

orders due to the streamlined process of 

being shipped immediately after 

processing.  
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C. Auto-Ship 

IMPaX offers the tremendous benefits of 

Auto-ship to buy directly from IMPaX on a 

recurring monthly purchase for personal 

use. This convenient form of delivery each 

month allows a Members or Customer to 

benefit from the products at a special 

savings without interruption. 

Auto-ship also opens the door for 

Associates to earn additional income. 

Recurring monthly Auto-ships qualify 

Members to receive higher Enroller 

bonuses, as well as meeting the personal 

volume requirement for royalty income.  

Auto-Ship also allows Members to 

purchase additional product (above their 

Auto-ship) in any quantity.  

To begin monthly automatic delivery, 

complete the appropriate Auto-ship 

Program Agreement Form Customers 

must complete a Customer Auto Ship 

agreement form. 

Faxed or phone orders are accepted the 

first month, but the completed original 

form must be received by IMPaX prior to 

the next order to continue the program. 

Any changes to Auto-ship completed by 

telephone must be followed by a written 

request for the subsequent month’s 

activity to be completed. It is the 

responsibility of the Member or Customer 

to ensure that payment is made on the 

appropriate date. Non-payment (i.e. credit 

card or debit card declined or electronic 

funds transfer EFT refused) will result in 

Auto-ship being cancelled for that month. 

Auto-ships canceled three consecutive 

months due to non-payment will be 

terminated from the Auto-ship program. 

Customers or Members repeatedly 

“holding” or “canceling” their auto-ships 

on an every-other-month basis may be 

terminated from the auto-ship discount 

program. 

 

 

 

D. Deadlines & Tracing Orders 

IMPaX must receive orders before 

midnight of the last working day of each 

month to be included in that month’s 

volume.  Orders are processed in the same 

month that they are received by IMPaX 

(not the date on the order form.) 

Under no circumstances is IMPaX 

responsible for an order that was delayed 

in transit or for an order that did not 

arrive complete with a validated form of 

payment. 

IMPaX puts forth its best effort to process 

orders the same day they are received. 

Orders will be shipped within 24 hours of 

receipt and should arrive at your door 

within 7 to 10 working days.  

If orders are not received within 7-10 

working days from the date ordered, call 

our Customer service department @ 916-

939-2323. The Customer service 

department will assist in tracing the 

progress of your order with UPS or 

shipping company. 

E. Shipping and Handling 

A shipping and handling charge (S&H) is 

added to each order.  The majority of state 

tax laws require that the S&H charge is 

included as part of the total cost of the 

product and assessed sales tax. 

A discounted S&H charge (1/2 normal 

amount) is available if the order is picked 

up at IMPaX (Will-call). Discounted S&H 

charges are not available for Auto-ship 

orders. 

Charges assessed against the 

sales order retail price 

 
Purchase 

Shipping & 
Handling 

Minimum $7.50 
$0-$499 8.5% 
$500-999 5% 
$1000 & up FREE 

 

Express Shipping 

Overnight Two Day 

$30.00 $20.00 
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F. Sales Tax 

Applicable state sales tax is charged on 

the invoice total retail price.  Many states 

also require shipping and handling 

charges to be included and taxed as part of 

the total retail purchase.  Tax exemptions 

for food, dietary supplements and 

interstate freight charges are handled on 

a state by state basis.   

For products purchased through the Auto-

ship program, sales tax is charged on the 

base price and shipping and handling.  

Auto-ship orders are not intended for 

resale and the tax rate is based on the 

Sales Order shipping address. 

Orders that are taken at events, meetings 

and symposiums are taxed at the sales tax 

rate of the state, county and/or city in 

which the event takes place. 

G. Backorders 

In the unlikely event of a back order, 

partial shipments will be shipped.  

Backordered items will be indicated on the 

enclosed packing slip with the annotation 

“B/O”.  Members who do not want any 

back orders should advise the order entry 

operator at the time of placing their orders 

or write it on their product order forms. 

H. Product Loaning and  

     Replacing 

It is important for new Members to leave 

home meetings and presentations with 

product so that they may begin taking and 

sharing the products immediately. If a 

Member “loans” product from their 

inventory to new Member in this manner, 

the new Member may replace inventory 

and receive credit for a purchase from 

IMPaX. They simply submit a product 

order form and pay for the replacement 

products under their name and Member 

number, but ship it to the Member who 

“loaned” the product. Product will then be 

credited to the new Member and the other 

Member’s product inventory will be 

replaced.  

It is crucial that we all understand the 

importance of honoring the integrity of the 

Legacy compensation plan.  Like a healthy 

tree, it produces the fruit that we all share.  

To preserve this good health certain rules 

of good health must be followed. 

1.  Acceptable: 

• Bob has an excited new prospect 

that decides to become a 

Representative.  His prospect makes 

the necessary purchases and/or sales 

to help his new Representative  get a 

fast start and have some product on 

hand immediately, Bob advances 

him from his own inventory (e.g. a 4-

pack of EnerPrime).  When the new 

Representative places his order with 

IMPaX, he repays the 4-pack 

advanced to him by requesting that 

IMPaX ship his order to Bob’s 

address. (Partial shipments are not 

allowed) 

The result:  Bob’s new Representative is 

excited and proud of his new position. He 

can start taking and sharing the products 

immediately.  He looks forward to being 

recognized by IMPaX and is motivated to 

work toward promoting to the next level.  

He is a valuable addition to the team. 

2.  Not acceptable:  

Bob has a prospect that is indecisive or 

not interested in the IMPaX opportunity 

at this time.  Bob, however, needs 

additional PV to qualify for Royalties or 

Bonuses, or perhaps he needs a new 

Representative to promote himself to the 

next level.   Bob convinces his indifferent 

prospect to look the other way while he 

(Bob) enrolls the prospect.   Bob makes 

purchases in the prospect’s name and has 

the products shipped back to him.  Bob 

achieves his goal in this manner and is 

awarded the maximum bonuses. 

The result:  Bob has enrolled a “straw” 

Member who has no intention of building 

a business and who is ashamed (or 

surprised) to receive recognition that is 

undeserved.  Business builders in Bob’s 

organization begin duplicating this 

pattern. Soon Bob’s organization is 

populated with unmotivated people.  The 

genuine business builders who followed 
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Bob’s lead see their income plummet along 

with the quality of the people they are 

enrolling.  The number of “drop-outs” 

increases and morale disintegrates.  Bob’s 

organization loses both momentum and 

enthusiasm.  Once momentum and 

enthusiasm are lost, they are difficult to 

regain. 

3.  IMPaX Policy 

For the good of all concerned, we 

encourage you as our leaders to curb any 

inclination by a Member to pay for 

purchases made in someone else’s name, 

i.e., in the name of another Customer or 

Member.  Because we are committed to 

helping you maximize your momentum 

and to minimize any factor that might 

harm it, we will do our part to monitor 

this situation as well. 

Our policy on Product Loaning & 

Replacement requires that all orders 

submitted during any given month 

under a downline Associate for the 

purpose of product replacement of an 

upline loan cannot exceed the upline 

Associate’s personal volume for the 

previous 60 days. 

 

 

 

An Associate receives a 23% discount on all purchases and earns Rebates on all retail ales.E.g        

-For illustration only: All prices are based on EnerPrime® powder- 

A Representative receives a 28% discount on all product purchases depending on their 
qualification levels and earns even greater retail Rebates on all sales. E.g. 

ENERPRIME® COST SUG. RETAIL DISCOUNT SAVINGS 

BOTTLE* $35.64 $49.50 $12.60 

4-PACK $142.56 $198.00 $55.44 

12-PACK $427.68 $594.00 $166.32 
 

A Team Leader or above receives a 30% discount on all product purchases depending on 
their qualification levels and earns even greater retail Rebates on all sales. E.g. 

ENERPRIME® COST SUG. RETAIL DISCOUNT SAVINGS 

BOTTLE* $34.65 $49.50 $14.85 

4-PACK $138.60 $198.00 $59.40 

12-PACK $415.80 $594.00 $178.20 

ENERPRIME® COST SUG. RETAIL DISOUNT SAVINGS 

1 BOTTLE*: $38.11 $49.50 $11.39 

4-PACK $152.44 $198.00 $41.40 

12-PACK $457.32 $594.00 $136.60 
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A.     The Legacy Plan  
 ASC REP 
Team 

CAP  ASC REP

Team                

Leader +

N/A 120 PQV* 120 ASPQV* 150 ASPQV*

N/A 15% 20% 20%

N/A 5% 5% 5%

5% 5%

10%

Royalty overrides: paid monthly during Royalty Period on all GQV within pay level.  Compression applied.

Title CAP Cust ASC REP Team Leader Envoy  Senior Envoy Ambassador

Presidential 

Ambassador

Royal 

Ambassador

Discount 23% 23% 28% 30% 30% 30% 30% 30% 30%
REQ PQV/MO. 120 PQV 120 ASPQV 150 ASPQV 150 ASPQV 200 ASPQV 240 ASPQV 240 ASPQV 240 ASPQV

Personally Enrolled (PE) N/A none none  3  PE qual. Reps 
3 PE qual. Team 
Leaders 3 PE qual. Envoys

3 PE qual.  
Sr.Envoys

3 PE qual. 
Ambassadors

12 PE qual. 
Presidential 
Ambassadors

Min. GQV within pay level N/A none none 1000 GQV /mo. 5k GQV/mo 15K GQV/mo 50K GQV/mo 100K GQV/mo

Royalty Payout %
level 1 N/A 3 3 3 3 3 3 3 3
level 2 5 5 5 5 5 5 5 5
level 3 8 8 8 8 8 8 8
level 4 8 8 8 8 8 8
level 5 5 5 5 5 5
level 6 5 5 5 5
level 7 4 4 5
level 8 3 5

Definitions:

4

Quick Start BonusEnroller Period

Qualified Title

REQ * /mo.

               QSB Enroller  level 1

3

Royalty Period   

2

 
 

B. Enroller Period 
 

1. Enroller Period:  The remainder of the calendar month in which a Customer, 
Associate or Representative makes their first purchase from IMPaX World, plus 

the entire calendar month that follows. 

 

2. The Quick Start Bonus – paid during the Enroller Period only. 
 

• Associate: Receives 15% Quick Start Bonus (see Legacy Plan Chart above) 

paid on the Personal Qualifying Volume (PQV) of personally enrolled 

Customers, Associates and above. 

 

5-10% Quick Start Bonuses are also paid on the Personal Qualifying 

Volume of down-line Customers, Associates and above, 2 Levels (see 

Legacy Plan chart) 
 

You are paid Quick Start Bonuses on your Customers, Associates, 

Representatives and above during their Enroller Period (See Legacy 
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Plan chart). This means you can never run out of Enroller Periods in 

which to earn Quick Start Bonuses.  

 

 

• Representative and above: Receives 20% Quick Start Bonus 
      

5-10% Quick Start Bonuses are also paid on the Personal 

Qualifying Volume of downline Customers, Associates and above, 2-4 

levels (see Legacy Plan chart)  
 

C. Royalty Period  
 

1. Royalty Income: Immediately following Enroller Period, Royalty 
Period begins. Unlimited in duration. 

 
• Associate: Receives 3-5% Royalty, paid 2 levels. Receives 23% 

discount on all purchases of consumable product.  

• Representative: Receives 3-8% Royalty, paid 3 levels. Receives 

30% discount on all purchases of consumable product. 

• Team Leader: Receives 3-8% Royalty, paid 4 levels. Receives 30% 

discount on all purchases of consumable product. 
 

 

2. Retail Rebate Profits: The establishment of a strong customer 
base is the foundation to a successful IMPaX business. Retail profits are 

defined as the income earned by purchasing product at wholesale and 

selling it at the suggested retail value (plus sales tax, shipping and 

handling). 

 

3. Wholesale Profits: A Representative or above earn wholesale 
profits when an enrolled Member or Customer purchases product. 

Wholesale profits are the difference between the Representative’s 

discount level and their enrollee’s discount level.   

 

 

For example, if Qualified Members were purchasing at the 28% discount price 

and their enrolled Member or Customer purchased at 23% discount, the 

difference of 5% would be considered wholesale profit. If a Qualified Team 

Leader (30%disc level) enrolls a new Member at a 28% discount level, the Team 

Leader receives a 2% wholesale profit. This profit continues until that Member 

or Customer becomes eligible to make purchases at the same discount level  

 

 

 

 

 

 

D.      Terminology:  (see Appendix A for further information) 
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Ambassador - $240 ASPQV (auto-ship personal qualifying volume). 3 qualified  

personally enrolled Sr. Envoys anywhere in downline. $50,000/mo GQV 

(Group Qualifying Volume). 

 

Associate - $120 PQV (single purchase in a calendar month). Not on Auto-ship  

               program. 23% discount. 

 

Auto-ship Personal Qualifying Volume – ASPQV – The commissionable value of  

the consumable products automatically shipped to a Customer, 

Representative or above on a prearranged date each month. Payment is made 

by pre-authorized check plan or credit card. Special discounts apply. 

 

C.A.P. Customer – Customer Auto-ship Program. 10% discount. Minimum of one  

bottle/box delivered each month on Auto-ship for personal use. Not eligible 

for bonuses or royalties. 

 

Compression – When an Associate or above fails to order at least $120 PQV in a  

calendar month, that Member does not qualify to receive royalty income for 

that month. Members who fail to qualify are not considered to represent a 

commissionable level during the month they did not qualify. Their Sponsor’s 

second Royalty level will now be considered the Sponsor’s first Royalty level, 

the third Royalty level will move up to the second Royalty level, etc.  This is 

called compression. 

 

Enrollee – A Customer, Associate or above who has been enrolled in IMPaX World. 

 

Enroller – The Associate or above who registers a new member in IMPaX World is  

their Enroller. Registration includes completion of the membership 

agreement, auto-ship form (if applicable) and payment of the registration fee 

(if applicable). 

 

Enroller Period – The remainder of the calendar month in which a Customer,  

Associate, or Representative makes their first purchase from IMPaX World, 

plus the entire calendar month that follows. 

 

Envoy - $150 ASPQV. 3 qualified personally enrolled Team Leaders anywhere in  

downline. $5000/mo. GQV. 

 

 

 

Group Qualifying Volume – GQV – The  commissionable value of consumable  

products purchased by you and all your downline Customers, Associates, 

Representatives and above, within your pay level. 
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Personally Enrolled (PE) – You are the Personal Enroller of each new Customer,  

Associate or Representative you register with IMPaX World.  You may enroll 

them anywhere in your organization to maximize the synergy of your 

organization and everyone’s income potential. The Associate or above under 

whom you enroll a new Customer, Associate or Representative is their 

Sponsor. 

 

Personal Qualifying Volume – PQV – The commissionable value of the  

consumable products you purchase personally. 

 

Presidential Ambassador - $240 ASPQV.  3 qualified personally enrolled  

Ambassadors anywhere in downline. $100,000/mo. GQV. 

 

Quick Start Bonus – (QSB) – A bonus of 15-20% paid on the personal qualifying  

volume  (PQV) of your personally enrolled Customers, Associates, 

Representatives and above. Quick Start Bonuses are also paid on the PQV of 

downline Customers, Associates, Representatives and above (5-10%, 2-4 

levels, see The Legacy Plan).  Quick Start Bonuses are paid during the 

Enroller Period only. Qualification is based on one’s title and on one’s  

previous month’s PQV. Each new Customer, Associate, Representative and 

above begins their own personal Enroller Period in the  month they make 

their first purchase. 

 

Representative - $120 ASPQV. 28% Discount. 

 

Retail Customer – Purchases at full retail price.  Not registered with IMPaX  

World. Does not qualify for bonuses or royalties. 

 

Royal Ambassador - $240 ASPQV. Has 12 qualified personally enrolled  

Presidential Ambassadors anywhere in downline.  

 

Royalty Income – Paid during the Royalty Period. Royalty income is an override of  

3-8% (see The Legacy Plan) paid monthly on the GQV of all Customers, 

Associates, Representatives and above within one’s pay level. Qualification 

for royalty income in any month is based on having 3 qualifying 

Representatives or above, on one’s GQV and on one’s current month’s PQV. 

Paid with compression.  

 

 

Royalty Period – The period immediately following the Enroller Period. Royalty  

income begins during this period. There is no time limitation for the Royalty 

Period. 
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Sponsor – The Associate or above who is your immediate upline.  

 

Sr. Envoy - $200 ASPQV. 3 qualified personally enrolled Envoys. $15,000/mo.  

GQV. 

 

Team Leader - $150 ASPQV. 3 qualified personally enrolled Representatives  

anywhere in downline. $1000/mo. GQV. 

 

Wholesale Profit - The difference between the product discount received by the  

Enroller and the product discount received by their Enrollee.  
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A. Qualifications – Monthly Title and Qualification Requirements. (See 
The Legacy Plan chart) 

 

 

• Associates – Must have $120 PQV to qualify in any calendar month for  
royalties and QSB. 

 

• Representatives – Must have $120 Auto-ship Personal Qualifying Volume 
(ASPQV) in the prior month to qualify for royalties and QSB. 

 

• Team Leaders – Must have $120 ASPQV; 3 qualifying Representatives; 
and $5000 GQV in their pay level in any calendar month to qualify 

for royalties and QSB. 

 

• Envoys – Must have $150 ASPQV; 3 qualifying Team Leaders; and $5000 
GQV in their pay level in any calendar month to qualify for 

royalties and QSB. 
 

• Sr. Envoys - Must have $200 ASPQV; 3 qualifying Envoys; and $15000 
GQV in their pay level in any calendar month to qualify for 

royalties and QSB. 
 

• Ambassador - Must have $240 ASPQV; 3 qualifying Sr. Envoys; and 
$50000 GQV in their pay level in any calendar month to qualify for 

royalties and QSB. 

 

• Presidential Ambassador - Must have $240 ASPQV; 3 qualifying 
Ambassadors; and $100,000 GQV in their pay level in any calendar 

month to qualify for royalties and QSB. 
 

• Royal Ambassador - Must have $240 ASPQV; 3 qualifying Presidential 
Ambassadors; the GQV is waived at this level; in any calendar 

month to qualify for royalties and QSB. 

 

 

 

 

 

B. Promotions -  How to promote within The Legacy Plan: (see form #5) 

PPAARRTT  44  

MMEEMMBBEERR  QQUUAALLIIFFIICCAATTIIOONNSS  

AANNDD  PPRROOMMOOTTIIOONNSS  



wwwwwwwww...iiimmmpppaaaxxxwwwooorrrlllddd...cccooommm   

 

 
1. Promoting from Representative to Team Leader  

 

•    Have 3 qualified personally enrolled Representatives. 
• Have $1000 in GQV/mo. within your pay level. 

•     Have $150 Auto-ship Personal Qualifying Volume (ASPQV). 
 

2. Promoting from Team Leader to Envoy 
 

•    Have 3 qualified personally enrolled Team Leaders. 
•    Have $ 5,000 GQV/mo. within your pay level. 
•    Have $150 Auto-ship Personal Qualifying Volume (ASPQV). 

 

3. Promoting from Envoy to Sr. Envoy 
 

•    Have 3 qualified personally enrolled Envoys. 
•    Have $15,000 GQV/mo. within your pay level. 
•    Have $200 Auto-ship Personal Qualifying Volume (ASPQV). 

 

4. Promoting to Sr. Envoy to Ambassador 
 

•   Have 3 Qualified personally enrolled Sr. Envoys 
•   Have $50,000 GQV/mo. within your pay level. 
•   Have $ 240 ASPQV. 

 

5. Promoting to Ambassador to Presidential Ambassador 
 

•   Have 3 qualified personally enrolled Ambassadors. 
•   Have $100,000 GQV/mo. within your pay level. 
•   Have $240 ASPQV. 
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A.  Member Responsibilities 
 

This statement of Rules and Regulations is 

incorporated into the Member Application 

Agreement and constitutes the entire 

agreement of the parties regarding their 

business relationship. 

It is understood that by applying for the 

privilege of becoming a Member, that 

Members have no authority to bind IMPaX to 

any obligation. Each Independent Member 

shall hold harmless IMPaX from any claim, 

damages, or liability arising out of an 

Independent Member’s business practices. 

Each Member is encouraged to set up his/her 

own hours and promote the reputation of the 

products of IMPaX and shall refrain from all 

conduct which might be harmful to such 

reputations of IMPaX or to the marketing of 

such products or inconsistent with the public 

interest, and shall avoid all discourteous, 

deceptive, misleading, unethical or immoral 

conduct or practices. Failure to comply with 

IMPaX Policies, Procedures, Rules and 

Regulations may result in a Membership 

being suspended and/or terminated. 

B. Stockpiling or Pyramiding 
 

The IMPaX program is built upon retail sales 

to the ultimate consumer. IMPaX also 

recognizes that a Member may wish to 

purchase product in reasonable amounts for 

their own personal or family use. 

For this reason, a retail sale for commission 

purposes shall include sales to non-

participants as well as sales to Associates for 

personal or family use, which are not made for 

purposes of qualification or advancement.  

 

It is IMPaX policy, however, to strictly 

prohibit the purchase of product in large 

quantities of inventory in unreasonable 

amounts solely for the purpose of qualifying 

for bonuses or advancement in the marketing 

program. 

Members may not “inventory load” nor 

encourage others in the program to load up on 

inventory. The 70% Rule applies, which states 

that a Member needs to sell 70% of their 

inventory before they purchase additional 

product.  Members must fulfill published 

personal and downline retail sales 

requirements, as well as supervisory 

responsibilities, to qualify for bonuses, 

overrides or advancements.  

C.  Taxes 
 

All Members are responsible for paying local, 

state and federal taxes due on earnings from 

commissions or any other earnings generated 

as a seller of IMPaX products.  

D.  Advertising 
 

An IMPaX Member agrees not to advertise 

IMPaX products and/or marketing plans 

except as specifically approved, in writing, by 

IMPaX. The Member agrees not to use any 

written, printed, recorded or any other 

material in advertising, promoting, or 

describing the products or the IMPaX 

marketing program, or in any other manner, 

any material which has not been copyrighted 

and supplied by IMPaX unless such material 

has been submitted to the Company and 

approved in writing by the Company before 

being disseminated, published or displayed.  

Member agrees to make no false or fraudulent 

representations about the Company, the 

products, the Company compensation plan, or 

income potentials. 
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Failure to comply with the IMPaX advertising 

policy will result in suspension and/or 

termination. 

The Member, as an independent contractor, is 

fully responsible for all of his/her verbal and 

written statements made regarding the 

products and marketing program which are 

not expressly contained in writing in the 

current Associate agreement and advertising 

or promotional materials supplied directly by 

the Company. The Associate agrees to 

indemnify IMPaX and hold it harmless from 

any and all liability including judgments, civil 

penalties, refunds, attorney fees, court costs or 

lost business incurred by IMPaX as a result of 

a Member’s unauthorized representations. 

E.  Use of IMPaX Copyright  

Materials, Trade Names and/or 

Trademarks 
 

The name IMPaX WORLD®, Inc., IMPaX, 

delta-E®, EnerPrime®, EnerEFA®, 

EnerEssence I®, EnerEssence II®,  

ProstElan®, BodyPrime® as well as other 

names as may be adopted by the Company, 

are proprietary trade names and trademarks 

of the company.  As such, these marks are of 

great value to the Company and are supplied 

to Members for Members’ use only in 

expressly authorized manner. Members agree 

not to advertise IMPaX products in any way 

other than the advertising or promotional 

materials made available to Members by 

IMPaX. Members agree not to use any 

written, printed, recorded or any other 

material in advertising, promoting or 

describing the product or the Company 

marketing program, or in any other manner, 

any material which has not been copyrighted 

and supplied to IMPaX and approved in 

writing by the Company before being 

disseminated, published or displayed. 

 

IMPaX also copyrights all of its printed 

materials, sales aids, tapes, etc., in order to 

prevent others, particularly competitors, from 

copying, altering or duplicating such printed 

materials or sales aids. By originating and 

copyrighting its literature, sales aids and 

other promotional materials, IMPaX assures 

its Members that the materials provided for 

this use are original, of acceptable quality, 

Company-authorized, and contain pertinent 

information IMPaX knows Members need to 

be successful in operating their Memberships.  

Therefore, in order to protect its proprietary 

rights, the Company insists that its Members 

comply with the following rules and 

regulations: 

IMPaX will not permit the use of its 

copyrights, designs, logos, trade names, 

trademarks, etc. without its prior written 

permission. 

All IMPaX materials, whether printed, on 

film, or produced by sound recording, 

are copyrighted and may NOT be 

reproduced in whole or in part by 

Members of any other person except as 

authorized by the Company. Permission to 

reproduce any materials will be considered 

only in extreme circumstances. Therefore, a 

Member should not anticipate that approval 

will be granted. 

An IMPaX Member may not produce, use or 

distribute any information relative to the 

contents, characteristics or properties of 

Company products, which has not been 

provided directly by the Company. This 

prohibition includes but is not limited to print, 

Internet, audio or video media. 

An IMPaX Members may not produce, sell or 

distribute any materials relative to the Legacy 

Plan nor project any earnings based on said 

Marketing Program, nor use any hypothetical 

examples relative to earnings potential which 

cannot be documented as realistic and 

accurate. A statement shall also accompany 

any realistic and accurate examples that 

typical or individual earnings of Associates 

are contingent upon effort and/or geographical 

location. 

An IMPaX Member may not produce, sell or 

distribute literature, films or sound 

recordings, which are deceptively similar in 

nature to those produced, published and 

provided by the Company for its Members. 

Nor may a Member purchase, sell or 

distribute non-Company materials which 

imply or suggest that said materials originate 

from the Company. 
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An IMPaX Member or Membership, unless 

specifically authorized in writing in advance 

by a Company officer or its authorized agent, 

representative or employee, MAY NOT MAKE 

ANY AUDIO RECORD AND/OR VIDEO 

CASSETTE of any talk or presentation made 

by any Company agent, representative or 

employee at any meeting, whether sponsored 

by IMPaX or anyone else. 

An IMPaX Member may not make, have 

made, reproduce or obtain from any other 

source other than the Company, promotional 

items or literature of any kind upon which the 

name, logo, trade name or trademark is 

imprinted. This restriction includes all 

promotional gift items of any kind, printed 

materials, or other items IMPaX Members 

may want to give to their customers or 

prospective Associates. 

An IMPaX Membership shall not at any time 

use the IMPaX name or any of its trademarks 

as part of its own corporate, proprietorship, 

partnership or Membership name, or imply in 

any other way that he/she is an agent, 

representative, or employee of the Company. 

The ONLY authorized use of the IMPaX name 

by a Member is in identifying himself/herself 

as an Independent Member  

All cards, letterheads, signs and advertising 

materials, etc., utilized by the Member must 

identify the Member clearly as an 

“Independent” Member of IMPaX. IMPaX 

must approve any cards, letterheads, signs or 

advertising materials not provided by IMPaX 

prior to use or dissemination. 

Any display ads, website or internet 

advertising, or institutional or trademark 

advertising copy, other than covered in the 

foregoing rules, must be submitted to the 

Company and approved in writing by IMPaX 

prior to publication. 

All advertising copy, website or internet 

displays, direct mailing, radio, TV, newspaper 

and display copy must be approved in writing 

before being disseminated, published or 

displayed, with the exception of blind ads 

where no reference is made to the Company 

name or product name. 

Any media (radio, television, etc.) appearance, 

which purports to discuss any IMPaX product 

or its marketing plan, is expressly prohibited 

unless approved in writing prior to the event. 

F.  Testimonials, Product Claims    

and the Law 
 

No claims as to therapeutic or curative 

properties about the product may be made 

except those officially approved in writing by 

the Company or as contained in the official 

Company literature.  In particular, no 

Member may make any claim that the 

Company product is useful in the treatment or 

cure of any disease. Such statements may be 

perceived as medical claims. Not only is this 

totally against Company policy, but it is also 

against the laws enforced by the United 

States Food and Drug Administration. 

G.  Over the Counter Retail Sales 
 

IMPaX products may  displayed for sale on 

product shelves of retail establishments such 

as health food stores, health clubs, etc. and 

not displayed with other products offered for 

sale by professionals such as doctors, dentists, 

chiropractors, veterinarians, beauticians, 

massage therapists, etc.  

H.  Fairs, Trade Shows, Exhibits 
 

In order to participate as an exhibitor at an 

event, Members must receive written 

permission from IMPaX. The request must be 

sent in writing to IMPaX and must be 

received at least 2 weeks in advance of the 

event. Official approval will not be granted if a 

flyer does not accompany the request (See 

FORM #103 in the forms section). 

Each time a Member wishes to participate in 

an event, he or she must get prior approval. 

When permission is granted, it is granted for 

ONE event only and does not carry over to the 

same event at another date. 

IMPaX does not give permission for more than 

one Member to enter the same event, and 

IMPaX will never give permission for a 

Member to enter a garage sale, flea market or 

any other event of that type. 
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Members are encouraged to cooperate with 

each other for such events, but IMPaX 

remains the final authority on approval of 

participation in events where its products are 

represented. 

I.  Cancellation and Buy-Back   
 

Every IMPaX Member has the right to cancel 

his or her contract of participation for any 

reason at any time. The Member should notify 

the Company of his or her intention to cancel 

by sending IMPaX a notarized, registered 

letter to that effect. An IMPaX Member 

Services representative will contact the 

Member and provide all necessary information 

with respect to cancellation and buy-back and 

will furnish the Member with an 

authorization number. 

If the Member has purchased consumable 

products for inventory purposes or sales aids 

while the Member agreement was in effect, all 

unencumbered consumable products in salable 

condition then in possession of the Member, 

which have been purchased within 365 days of 

cancellation, shall be repurchased.  

The repurchase shall be at a price of not less 

than ninety percent (90%) of the original net 

cost to the participant returning such goods, 

taking into account any sales made by or 

through such participant prior to notification 

to the Company of the election to cancel. 

Those Members utilizing this buy-back option 

agree to resign their Membership. All rights to 

bonuses, marketing position and wholesale 

purchases cease. The Member’s sales 

organization shall be transferred to his or her 

sponsor. In addition, Members utilizing this 

buy-back option cannot become a Member 

again for one year from the time of buy-back. 

J.  Sales Records 
 

The Company encourages each Independent 

Member to keep accurate sales records. The 

program is based upon retail sales to the 

ultimate consumers; therefore, all forms of 

stockpiling or pyramiding are actively 

discouraged. Products are offered to Members 

only for personal consumption and for resale 

to consumers. 

K.  Income Claims 
 

No false or misleading income projections may 

be made to prospective Members. In their 

enthusiasm, Members are occasionally 

tempted to represent hypothetical income 

figures based upon the inherent power of 

network marketing as actual income 

projections. This is counterproductive, since 

new Members may be quickly disappointed if 

their results are not as extensive or as rapid 

as a hypothetical model would suggest. IMPaX 

believes firmly that the income potential is 

great enough to be highly attractive in reality 

without resorting to artificial, unrealistic 

projections. 

L.  Representation of Status 
 

In all cases, any reference the Member makes 

to himself or herself must clearly set forth the 

Member’s independent status. 

M.  Business Cards and Stationery 
 

Personalized business cards and stationery 

are available from IMPaX (see FORM #102 in 

the forms section).  IMPaX must approve any 

other printed materials in advance. Criteria 

for approving these materials will include a 

judgment regarding the quality of the 

materials, and properly setting forth the 

independent status of the Members. 

N.  Telephone Listings 
 

IMPaX Members are not permitted to 

advertise or list their Memberships in 

telephone directories in the white or yellow 

pages. 

O.  Telephone Solicitation 
 

The use of the name IMPaX or copy righted 

materials may not be made with automatic 

calling devices or “boiler room” operations 

either to solicit Members or retail customers.  
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P.  Press Inquiries 
 

Any inquiries by the media are to be referred 

immediately to IMPaX. This policy is to 

ensure accuracy and consistent public image. 

Q.  IMPaX Print & Internet 

Website Policy 
 

The use of IMPaX WORLD®, Inc. or any 

IMPaX trademarks 

• on the Internet 

• within a website URL Address 

• or registered with an Internet search 

engine 

without expressed written permission is 

strictly prohibited. 

 

IMPaX is developing Brand Identity 

Guidelines that outline specific standards for 

print materials and websites used to promote 

the Company and company products. Legal 

considerations make it necessary to use only 

IMPaX-approved statements when advertising 

or promoting IMPaX products or opportunity.  

The guidelines protect the Company’s brand 

identity, and present a consistent and 

recognizable presence through all 

communications and marketing materials.  A 

common visual, verbal and written vocabulary 

helps us communicate with a consistent voice 

and portray positive messages about the 

quality and reliability of IMPaX products, 

services and opportunity. ‘ 

R.  Presentation of Governmental     

Endorsement 
 

Federal and State regulatory agencies rarely 

approve or endorse direct selling programs. 

Therefore, Members may not represent that 

the IMPaX program has been approved or 

endorsed by any governmental agency. 

S.  Changes in Price or Policy 
 

IMPaX reserves the right to alter or amend 

prices; Policies, Procedures, Regulations and 

Rules; product availability, and compensation 

plans at any time and without notice. Upon 

notification via email or by mailing to the 

most recent address listed by the Member in 

the records of the Company, such 

amendments are automatically incorporated 

as part of the agreement between the 

Company and the Member.   

Members will be given as much notice as 

possible of any amendments. 

 

T.  Non-Competition and 

Confidentiality 
 

Members shall not sell or solicit to other 

IMPaX Members, other than personally 

enrolled Members, any non-Company products 

or in any way promote to such IMPaX 

Members opportunities in marketing 

programs of other companies. Such admissible 

promotion to designate personally enrolled 

Members may not take place on the occasion 

or at the place designated for or associated 

with an IMPaX business opportunity meeting 

or IMPaX-related activity. 

On a periodic basis, IMPaX will supply data 

processing information and reports to the 

Members, which will provide information to 

the Members concerning the Members down-

line sales organization, product purchases and 

product mix.  

The Member agrees that such information is 

proprietary and confidential to the Company 

and is provided for the Member in confidence. 

The Member agrees that he or she will not 

disclose such information to any third party 

directly or indirectly, nor use the information 

to compete with the Company directly or 

indirectly.  

The Member further agrees not to solicit to 

their downline for the purposes of selling any 

other products nor donations to or associations 

with any other organization with the 

exception of their personally enrolled 

Customers and Members.  
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The Member and the Company agree that, but 

for this agreement of confidentiality and 

nondisclosure, the Company would not 

provide the above confidential information to 

the Member. 

U.  Waiver 
 

IMPaX never gives up its right to insist on 

compliance with these rules or with the 

applicable laws governing the conduct of a 

business. This is true in all cases both 

specifically expressed and implied, unless an 

officer of the Company who is authorized to 

bind the Company in contracts or agreements 

specifies in writing that the Company waive 

any of these provisions.  

In addition, any time IMPaX gives permission 

for a breach of the rules, that permission does 

not extend to future breaches. This provision 

deals with the concept of “waiver,” and the 

parties agree that IMPaX does not waive any 

of its rights under any circumstances short of 

the written confirmation alluded to above. 

V.  Governing Law 
 

These rules are reasonably related to the laws 

of the State of California and shall be 

governed in all respects thereby. The parties 

agree that jurisdiction and venue shall lie 

with the place of acceptance of the Member 

application, the State of California. 

W.  Partial Validity 
 

Should any portion of these Policies, 

Procedures, Rules and Regulations, or the 

Member Application and Agreement; or any 

other instruments referred to herein or issued 

by IMPaX be declared invalid by a court of 

competent jurisdiction, the balance of such 

rules, applications, or instruments shall 

remain in full force and effect. 

 

 

 

X.  Suspension and Termination 

Procedures 
 

IMPaX reserves the right to suspend or 

terminate any Membership at any time for 

cause when it is determined that the Member 

has violated the provisions of the Member 

agreement, including the provisions of these 

Policies, Procedures, Rules and Regulations as 

they may be amended or the provisions of 

applicable laws and standards of fair dealing. 

The Company at its discretion shall make 

such involuntary termination. Upon an 

involuntary termination, the Company shall 

notify the Member by mail at the latest 

address listed with the Company for the 

Member.  

In the event of a termination, the terminated 

Member agrees to immediately cease 

representing himself or herself as a Member. 

When a decision is made to terminate a 

Membership, IMPaX will inform the Member 

in writing that the Membership is terminated 

immediately, effective as of the date of the 

written notification. The termination notice 

will be sent by certified mail to the Member’s 

address on file with IMPaX. 

The Member will have 15 days from the date 

of mailing of the certified letter in which to 

appeal the termination in writing. IMPaX 

must receive the Member’s appeal 

correspondence within 20 days of the 

Company’s termination letter. If the appeal is 

not received within the 20-day period, the 

termination will be automatically deemed 

final. 

If a Member files a timely appeal of 

termination, the Company will review and 

reconsider the termination, consider any other 

appropriate action, and notify the Member of 

its decision. The decision of the Company will 

be final and subject to no further review. In 

the event the termination is not rescinded, the 

termination will be effective as of the date of 

the Company’s original termination notice.  
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A.  Product Liability Insurance 
 

IMPaX carries product liability insurance on its products, and the manufacturing companies 

who do the compounding and bottling for IMPaX also carry their own product liability 

insurance. In addition, the manufacturing companies are regularly inspected by government 

agencies. 

 

B.  Product Warranty 
 

IMPaX guarantees its product as to the quality of manufacture.  In addition, the Company 

offers the Customer a full money-back warranty through IMPaX Members. 

Each Member is expected to honor the Product Warranty in a prompt and courteous manner. 

Within 90 days of your first order of any IMPaX Dietary Supplements and or 15 days for 

IMPaX Food Products, the customer may return the product for any reason to the Member 

from whom the product was purchased. The Member should immediately refund the full 

purchase price. 

Within 30 days of reimbursement to the Customer (15 days for food products), the Member 

may receive replacement product by completing a Consumer Refund Warranty Form (See 

FORM #108 in the forms section) and submitting it to the Company along with the *empty 

bottle(s). Forms that are not completely filled out will not be honored. 

* Members and customers may cut an identifiable piece of the bottle and place it in an 

envelope in lieu of returning an empty bottle. 
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Each commission check that a Member may obtain a summary check statement detailing how the 

final check amount was calculated by logging onto their Extranet Business Center through the 

www.impaxworld.com website, or their own replicated site.  IMPaX will also furnish a statement 

upon request if internet access is unavailable to any member. 

Below are the explanations of the codes as they appear on the check statement (See Section 1 on the 

sample check statement on a subsequent page): 

CODE EXPLANATION 

AR Accounts Receivable - monies owed to IMPaX (i.e., from purchases, adjustments, 

etc.) 

WPB Wholesale profit bonus on enrolled downline Associates’ commissionable 

purchases from IMPaX. 

BAL Balance monies carried forward from previous commission months. 

CUST Wholesale profit bonus on enrolled downline Customers’ commissionable 

purchases from IMPaX.(up to 5% to enrolling Representatives’ and 7% to 

enrolling Team Leaders or above) 

ASC Wholesale profit bonus on enrolled downline Associates’ commissionable 

purchases from IMPaX (up to 5% to enrolling Representatives’ and 7% to 

enrolling Team Leaders or above.) 

REP Wholesale profit bonus on enrolled downline Representatives’ commissionable 

purchases from IMPaX (2% to Team Leader and above who enroll a 

Representative) 

  

DP Data processing fee, based on amount of commission check (see Part 2, paragraph 

R1 for fees). 

DP-RPT Data report processing fee, for reports generated (i.e., genealogy - see Part 2, 

paragraph R2 for fees). 

QSB 
(1-4) 

Quick Start Bonus on enrolled downline Customers’, Associates’, and 

Representatives commissionable purchases during their E/R period. 

L1 Level One Royalty Income sponsored  and/or enrolled on 1st level of payee 

L2 Level Two Royalty Income sponsored and/or enrolled on 2nd level down from 

payee. Compression applies. 

L3 Level Three Royalty Income sponsored and/or enrolled on 3rd level down from 

payee.Compression applies. 

L4 Level Four Royalty Income sponsored and/or enrolled on 4th level down from 

payee.Compression applies. 

L5 Level Five Royalty Income sponsored and/or enrolled on 5th leveldown from payee. 

Compression applies. 
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L6 Level Six Royalty Income sponsored and/or enrolled on 6th level down from 

payee. Compression applies. 

 

L7 Level Seven Royalty Income sponsored and /or enrolled on 7th level down from 

payee. Compression applies. 

 

L8 Level Eight Royalty Income sponsored and/or enrolled on 8th level down from 

payee. Compression applies. 

PS Point of Sale Transaction (Personal Purchases) 

 

 
In addition, information about volumes, genealogy, and activity is shown on the check 

statement. The current month as well as the previous five months’ activity levels is shown in 

the statement. (See Section 2 on the sample check statement on a subsequent page). Other 

terms that appear on the check statement are explained below: 
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Appendix A – Enroller Period 
 

Your Personal Enroller Period is the remainder of the calendar month in which you 
make your first purchase from IMPaX WORLD plus the entire calendar month that follows. 

If you first purchase occurs on June 20th, the duration of your Enroller Period is June 20th – 

July 31st. If you enroll with IMPaX WORLD on June 20th, but make your first purchase on 

July 1st, the duration of your Enroller Period is July 1st – August 31st. This definition 

applies to all Customers, Associates, Representatives and above.  

 

When you Enroll Another: You enroll your friend Jill and she makes her first 
purchase on June 15th . Jill’s Enroller Period runs from June 15th to July 31st. (Most often 

the first purchase occurs on the same date as on is enrolled.) Jill enrolls Bob on July 5th, the 

date on which he makes his first purchase. Bob’s Enroller Period is July 5th to August 31st. 

What this means is that no matter how many Customers, Associates or Representatives 

you enroll, each has their own Enroller Period during which you receive Quick Start 

Bonuses on all their purchases. 

 

The Enrollee as well as the Enroller derives great benefits from the 

Enroller Period.  The following example shows how: 
 

 Dave, a Team Leader, enrolls Jill as a new Representative. 

 Jill sets up her Auto-ship in the amount of $250. 

 Dave receives a $50 Quick Start Bonus (20%) 

 

 Dave sets the “IMPaX 3-30-3 Plan”** in motion with Jill 

 Jill enrolls two Representatives with Auto-ships totaling $400 ASPQV. 

 Jill receives a Quick Start Bonus of $80 (20%) 

Dave receives a Seond Level Quick Start Bonus of $20 (5%) as a Team Leader, Dave 

is entitled to QSB’s up to four levels. 

  

 The Enroller Period benefits Enrollers by providing them with quick up-front 

compensation for the time they invest in teaching Enrollees their skills. 

 

Enrollees benefit from the personal attention given to them by those who can demonstrate 

and transmit the skills necessary to succeed with IMPaX World. The Enrollee soon learns 

how to become and effective Enroller and “passes the torch” by teaching others to do the 

same. 

 

It is during the Enroller Period that active Representatives and Team Leaders catch fire. 

Consistent effort will transform them into an organization that grows exponentially! 

 

 

**To learn more about the IMPaX WORLD 3-30-3 Plan, review Appendix B 
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Appendix B – The IMPaX WORLD “3-30-3 Plan” 

 

 

3 Key Steps to Creating Momentum 
 

 

1. Become a Representative.  Register with IMPaX WORLD and begin $120 

ASPQV Auto-ship for personal use. For the fastest start, begin with one or 

more Leader Packages to have product and literature on hand to share. Just 

one Leader Package satisfies the Group Qualifying Volume (GQV) 

requirement for Team Leader (FREE shipping for each Leader Package)! 

 

Benefits: 
 

� 28% discount on all consumable products plus additional savings for 
being on Auto-ship.  Retail and Wholesale profit. 

 

� Quick Start Bonuses and Royalty Income paid 3 levels deep on all 
Customers, Associates and Representatives you enroll. 

 

Personal testimony and pattern of duplication.  Taking the IMPaX 

WORLD nutritional products consistently gives you a personal testimony you 

can share enthusiastically. Your example of commitment and excitement will 

be reproduced throughout your organization. 
 
2. Become a Team Leader.  Enroll 3 Representatives and have a GQV of 

$1000 in your organization.  Adjust your Auto-ship to $150 ASPQV. 

 

Benefits 

 

� 30% discount on all consumable products plus additional savings for 
being on Auto-ship.  Retail and Wholesale profit 

 

� Quick Start Bonuses and Royalty Income paid 4 levels deep on all 
Customers, Associates and Representatives you enroll. Your income 

potential increases dramatically. 

 

� Reproduce leaders. You are taking leadership in your organization by 
enrolling and mentoring at least 3 Representatives.  Your example will 

raise up new Team Leaders, who in turn will reproduce other Team 

Leaders the same way. 

 

 

 

3. Set your goals high.  Aim for Royal Ambassador.  
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 Example 
 

� Become a Presidential Ambassador.  Help one other individual 
become a Presidential Ambassador and receive royalty income of 

$5,000/month or more on  

� that person’s organization alone*.  A Presidential Ambassador has a 
minimum GQV of $100,000/mo.  In this illustration, royalties are 

calculated assuming an average of 5%, paid 8 levels deep. 

 

� Help two individuals become Presidential Ambassadors and receive 
royalty income of  

$10, 000/ mo. or more*.  Royalties calculated same as above. 

 

� Help twelve individuals become Presidential Ambassadors and you are now 
a Royal Ambassador!  Your royalty income may now exceed 

$60,000/month*.  In this illustration, royalties are calculated assuming an 

average of 5.5%, paid 8 levels deep. 
 

*Income may vary upward or downward depending on size and structure of organization.   
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Appendix C – How to Host a Successful Home Get-together 

1. Prepare in advance: Make the room friendly and distraction-free. 

•••• Have upbeat inspirational music playing as people enter.  

•••• Set up an attractive product display.   

•••• Have a literature packet available for each guest: Packet should 

contain IMPaX WORLD brochure, IMPaX WORLD Product flier, 

Legacy Plan flier, product order forms, Customer Auto-ship form, 

School of Life Auto-ship forms, Distributor Application and Agreement, 

Business Building Options form. (available pre-made from IMPaX 

WORLD) 

•••• Put a registration table near the door, with a sign- in list: Be 

sure to include a column for email addresses. The registration table 

can also serve as the sales table after the meeting where people can 

complete applications and purchase product. 

•••• Involve other Representatives in the get-together (e.g. as 

greeters, serving delta-E and EnerPrime, giving their testimonies, 

etc.)   

2. Begin the meeting by welcoming everyone: Thank guests for coming.   

Share the vision of IMPaX WORLD, using the IMPaX WORLD brochure.   

Give your personal testimony and how the products have benefited you. 

 

3. Serve delta-E: Give everyone a cup of cold water and packet of delta-E. 

Direct everyone’s attention to the delta-E flier and review the benefits of delta-

E. Have guests empty packet into water. Toast to their health and drink. 

 

4. Show “Now That’s Exciting!” DVD: and let it do the product presentation! 



wwwwwwwww...iiimmmpppaaaxxxwwwooorrrlllddd...cccooommm   

 

Your guests will enjoy a highly motivating DVD learning about all the other 

IMPaX WORLD products.  

5. Invite others to share their testimonies.  

6.  Review the starting options:  

Customer Auto-ship Program (CAP): For those who want the products 

but do not want a business. Auto-ship (min. 1 bottle); 23% discount.  

Representative ($120 ASPQV) 5 bottle/box Auto-ship for personal use (28% 

discount.) Earn 20% Quick Start Bonuses and Royalty Income.  

 

Action Packages include enough products, presentation packages, DVDs 

and vision CDs to allow new Representatives to have product on hand to start 

their new Customers and Representatives immediately (when they are most 

excited!). 

7. Conclude the meeting by inviting everyone to the sales table to register 

as Representatives or Customers. As they are completing the forms serve 

them an EnerPrime smoothie*.  

 

* EnerPrime Smoothie: 4 Cups Juice (Dole 100% juices tastes great, e.g. Pine-

orange-guava), 1 banana, 1 cup of ice, 2 Tablespoons of EnerPrime. Blend right 

before serving for a delicious smoothie. Note: You can add yogurt or soymilk if 

desired for extra creamy smoothie. 
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Appendix D – The Art of Enrolling 

The Legacy Plan allows the Enroller much flexibility and personal judgment in 

regards to enrolling new Customers, Associates and Representatives. In IMPaX 

World, enrolling is not just an action- it’s an art. Master this art and you will 

greatly accelerate the growth of your business.  

In our email dated August 8th we related how Dave (Team Leader) worked with Jill 

(Representative) to help her promote to Team Leader, which in turn promoted Dave 

to Envoy. One way Dave assisted Jill was to actively invite his own guests to her 

home get-togethers and enroll select individuals under her. The Legacy Plan allows 

us to enroll new Customers, Associates and Representatives under any business 

builder in our organization no matter how many levels deep. But where do we enroll 

someone, and why? That’s where good judgment comes in.  

For example, at the home get-together in which Jill qualified for Team Leader, Dave 

enrolled one of his personally invited guests (let’s call her Mary, a new 

Representative) under Jill. He enrolled Mary on Jill’s first level (Dave’s second 

level). Let’s analyze who is benefiting, and how:  

Dave (Enroller) 

 

a) Receives 20% Quick Start Bonus on all Mary’s PQV (Personal Qualifying Volume) 

until the end of her Enroller Period.  

b) Strengthens and deepens Jill’s line by placing a quality, motivated 

Representative under her. Mary is a successful executive who wants to leave the 

“rat race” and be home with her children, just like Jill does (see August 8).  

c) With Dave, Jill and Mary performing, Jill’s line will soon be many levels deep. As 

Jill, Mary and the other Representatives under them complete their Enroller 

Periods Dave will begin receiving Royalty Income on their Personal Volume. As an 

Envoy Dave will receive up to 8% Royalty Income every month paid up to 5 levels 

deep! The Royalty Period is unlimited in duration.  

Jill (Sponsor) 

 

a) Mary’s PQV is credited to Jill’s total GQV (Group Qualifying Volume) which gives 

her a boost toward satisfying the $1000 GQV requirement for becoming a Team 

Leader.  

b) Mary’s PQV helped Jill qualify for Team Leader at that same home get-together. 

Jill’s discount for product purchased from IMPaX World is upgraded to 30%, the 

maximum allowed, on the first day of the following month. This increases her profit 

on all retail sales, and increases the wholesale profit she will receive on all repeat 

purchases by her personally enrolled Customers, Associates and Representatives 
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during the Royalty Period (unlimited in duration).  

c) Jill now has a promising Representative on her first level who could become one 

of her key leaders and benefit her business for a lifetime.  

d) After the Enroller Period ends, Jill will receive Royalty Income every month on 

Mary’s PQV. As a Team Leader she is also entitled to receive Royalty Income on 

everyone under Mary down to the 4th level (1st level: 3%, 2nd level: 5%, 3rd level: 

8%, 4th level: 8%)!  

Mary (Enrollee) 

 

a) She is enrolled under a highly motivated businessbuilder (Jill), who is enrolled 

under another highly motivated businessbuilder (Dave). With an upline like that 

assisting her, Mary has a very promising future!  

b) As Mary demonstrates her enthusiasm and willingness to do what it takes to 

build her business, Jill will surely duplicate what Dave did for her: she will enroll 

quality Representatives under Mary to speed her progress and strengthen her 

organization. Mary, in turn, will do the same for the performing members in her 

downline.  

There are several important points to consider in the art of enrolling:  

1. Be sure to enroll only under those who, at the very least, have demonstrated 
their willingness to follow the IMPaX 3-30-3 Plan. Have they completed a 

Planning Session with you? Did they fulfill their commitment to review their 

written goals and list of names with you? Have they set the date to host their 

first home meeting?  

2. An even better indication that you are enrolling under the right person is if 
they themselves have already enrolled a Representative. This demonstrates 

willingness and commitment on their part.  

3. Essential to the art of the enrolling is to be sure your chosen sponsor 
understands that once you’ve enrolled someone under them, you expect them 

to make the next move. They must enroll someone before you will enroll 

under them again. “It’s like a game of tennis: I hit the ball to you and now 

must wait for you to hit it back. The next move is yours.” Let them know your 

expectations or the sponsor may become dependent on you, expecting you to 

enroll under them unconditionally and build their business for them. This 

unhealthy attitude need not occur if you communicate the right message.  

4. If you feel you have a new Representative worth enrolling under, be sure to 
enroll a quality individual. Nothing will excite your new Representative more 

than having an energetic, committed Representative under them. If you just 

“throw” the occasional unmotivated individual under them hoping they will 

be grateful, it won’t work. Give careful thought to where you place your new 

Enrollees.  

5. Once you’ve enrolled a new Representative under a Sponsor, don’t forget 
about them. Work closely with both the Sponsor and new Representative 
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until you are confident they are ready to assume a leadership role. Be sure to 

communicate to all potential leaders the scope of the IMPaX World vision, as 

presented in our brochure.  

Mastering the art of enrolling is essential to building a successful IMPaX World 

business. This skill can be taught. By doing so you will raise leaders on every level. 

Together with them you will build a dynamic, ever-expanding business, and realize 

the IMPaX World motto of being “mighty in spirit, excellent in the marketplace”!  
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Appendix E – Definition Chart 
 

The Legacy Plan Definition Chart defines terms, abbreviations and codes 

you may find in the IMPaX WORLD documentation, commission checks, 

commission statements and reports. 

 

 
NAME DEFINITION 

% ACTIVE  The percent of Associates who are active for the month. 

% GROWTH  The percent of growth over the last period’s downline count. 

% SPONSORING  The percent of Associates who sponsored new Associates in the 

month. 

ACTIVE Associates are considered active for purposes of commissions if they 

have a PQV of $120 or more in a given month. 

ACTIVE 1ST LEVEL  The number of first level Associates who are active for the month. 

ASSOCIATE (ASC) One who has completed an IMPaX Member Application and 

Agreement and that has been accepted by IMPaX. 

ASSOCIATE 2 (ASC2) One who has completed an IMPaX Member Application and 

Agreement that has been accepted by IMPaX and has purchased at 

least $120 personal volume of product from IMPaX. 

AUTO-SHIP 

PERSONAL 

QUALIFYING 

VOLUME (ASPQV) 

The value dollar amount of product purchased from IMPaX by a 

Member on Auto-Ship. (Minimum of $120.00 PQV Required) 

COMMISSIONS A percentage payout to a Member on his or her direct and downline 

commissionable volume. 

COMPRESSION If a commission payment cannot be paid to a Director, due to that 

member’s being inactive or unqualified in a given period, the 

payment will “roll up” to the next qualified and active Director 

upline. 

CUSTOMER One who has completed a Customer Advantage Program form and 

has signed up for monthly auto-ship of one or more bottles of product. 

  

DOWNLINE All Associates sponsored by an individual and all the Associates that 

they sponsor. 

DOWNLINE COUNT  The number of members in the downline of the Member. 

E/R PERIOD The remainder of the calendar month following a Customer’s,  

Associate’s or Representative’s initial purchase of commissionable 

product from IMPaX, plus the next calendar month in its entirety. 

NAME DEFINITION 
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ENROLLEE A member or customer who has been enrolled in the IMPAX  

opportunity or customer advantage program by an IMPAX associate 

ENROLLER The Associate who introduces the IMPaX opportunity to an Associate 

and has enrolled them by completion and submittal of a Member 

Application and Agreement or who introduces the IMPaX products to 

a Customer and has enrolled them by completion and submittal of a 

Customer Advantage Program form. 

ENROLLER GROUP 

VOLUME (EGV) 

The total of an Associate’s enroller volume (EV) and group volume 

(GV), which includes the Associate’s personal volume (PV). 

ENROLLER 

VOLUME (EV) 

The base price dollar amount of product purchased by an Associate’s 

enrolled Associates and Customers during their E/R period. Does not 

include the Associate’s personal volume (PV). 

GROUP 

QUALIFYING 

VOLUME (GQV) 

The base price dollar amount of product purchased from IMPaX by 

an Associate and his or her Associates and their downline that have 

not achieved Certified Director status. Does not include any enroller 

volume (EV). Includes the Associate’s personal volume (PV). 

INACTIVITY Associates are considered inactive for purposes of commissions if they 

have a PV of less than $120 in a given month. 

LEVEL The position an Associate has in a downline relative to an upline 

Associate. Associates personally sponsored are Level One. Those 

Associates sponsored by Level One members are Level Two, relative 

to the original Associate. 

NEW RECRUITS  The number of new Associates in an Associate’s downline for the 

month. 

NUMBER 

SPONSORING  

The number of Members that have a downline. 

PAID TITLE  The title the Member was “paid as” or qualified for in the month. 

PAID-AS TITLE The title a Member is qualified for, in order to be paid commissions 

that month. This title may be at a lower level than the Associate’s 

permanent title. 

PERSONAL 

QUALIFYING 

VOLUME (PQV)  

The amount of personal purchases in the month not purchased 

through an auto-ship program.  

  

QUALIFIED Members are considered qualified for various Member titles based on 

number of enrollees (Members) and volume requirements.  

ROYALTY INCOME The commissions paid to qualified Members based on their group 

Qualifying volume (GQV). 

SPONSOR The upline Member of a Member or Customer directly enrolled or 

enrolled by another Member on the upline Member’s first level. 

 



wwwwwwwww...iiimmmpppaaaxxxwwwooorrrlllddd...cccooommm   

 

 
NAME DEFINITION 

TITLE  The current title the Member has or had in the month. 

TOTAL ACTIVE  The number of Associates who are active for the month. 

  

UNQUALIFIED Member are considered unqualified for various levels in their downline 

when monthly qualification requirements are not met for their current 

title. 

UPLINE An Associate’s sponsor, and his or her sponsor, and his or her sponsor, 

and so forth, up to the Company itself. 
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Appendix F - *FORMS  
 

FORM# FORM NAME 

100 Product Order  

100CAP Product Order for Customer Advantage Program Auto-ship 

100REP Product Order for Auto-ship for Representatives and above 

100BUILD Building Options Product Order  

APP Member Application and Agreement Form 

101 Supply Order 

102 Business Card  

103 Exhibit Request/Banner Rental 

104 School of Life Auto-Ship Form 

106 Multiple Applicant, Partnership or Corporation Registration  

108 Product Refund/Warranty  

109 Request for Sponsor Transfer 

110 Request for Change of Information 

 

*IMPaX Forms may be ordered from the Company or 

downloaded for printing from our web site. 
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