




 

HTE AMERICAS 

 

 

 

 

 

Welcome to HTE’s Family of Business Entrepreneurs! 

 

"Products and opportunity that bring Health and Wealth to your life" 

 

 

Congratulations – we are delighted that you have decided to become a member of the HTE family 

and we’re sending you this Entrepreneur Business Manual to help you get started.  HTE provides 

continuous and enthusiastic support to all our family members so they can benefit from our 

network marketing business. 

 

It’s really simple...all you have to do is share the wonderful health benefits you experience from 

our products and promote this business opportunity to build your own successful business 

enterprise.  Our family members not only enjoy personal health benefits from using our 

high-quality products; they also benefit from HTE’s generous Compensation Plan. We believe that 

reliable products, a terrific compensation plan and an individual with an entrepreneurial spirit are 

requisites for success. 

 

The first thing you need to do is to complete the New Distributor Application Form, located in 

Chapter 7 of this manual and return it to us.  As soon as we receive that form we can start 

processing your full commission checks!   

 

The next thing you need to do is read this Manual – from cover to cover.  It is critical that you 

understand your rights and responsibilities, as well as the products and services we provide. This 

Manual will explain everything you need to know and it will help you understand exactly how our 

program can work for you!   

 

We explain HTE’s positioning and the premise behind our total health management concept; we 

describe how you can promote our health and wellness products in a network marketing 

environment; we reveal present and future health trends and how our products address 

health-related issues; we describe our products’ features and benefits; and we give you all the 

tools you need to develop your own business strategy and create a successful business. 

 

HTE’s unwavering mission is to deliver improved health and increased wealth throughout the 

world and we’re delighted you have decided to join our family.   

 

Welcome to our family and I wish you a very healthy and successful future with HTE. 

 

Sincerely, 

      

Eric Pan 

CEO 

HTE Americas             01.01.2017 
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OVERVIEW 

  

1.  ABOUT THIS MANUAL 

HTE’s Entrepreneur Business Manual 

provides Entrepreneurs with a single 

reference source for HTE’s product 

information, administrative instructions, 

policies and procedures and business 

training. 

 

You are encouraged to read the 

Entrepreneur Business Manual from start to 

finish.  It’s easy to follow and easy to 

read...so take your time to study the wealth 

of information contained within. 

 

2.  MANUAL OBJECTIVES 

 To help you understand our market 

position 

 To educate you in network marketing 

skills 

 To help you understand how our 

Compensation Plan works and how you 

can maximize it to your benefit 

 To help you understand how to grow 

your downline and expand your business 

 To define roles and responsibilities 

 To provide you with the tools you need to 

effectively market your business 

 To provide you with tools to help you 

organize -your time and your business 

 

3.  HTE’S COPORATE MISSION STATEMENT 

HTE’s mission is to maintain and build upon 

our position as the leading network 

marketing organization in the United States 

by promoting health and wellness.  HTE is 

dedicated to helping our family of 

Entrepreneurs promote their businesses by 

providing them with the information, tools 

and support they need to promote a total 

health management solution.  Our products 

will not only help them improve their health 

and gain wealth; it will make a difference in 

their lives, along with the lives they touch!  

 

4.   THE ORIGINS OF HTE 

Hsin Ten Enterprise is an international 

direct selling organization with corporate 

offices located in twelve countries, as well 

as others scattered throughout Europe. Dr. 

Inoue was regarded as an authority on 

Oxygen and Health Medicine and was 

formerly the President of the Oxygen Health 

Association and the Director of the Japan 

Health Association.  He also was a 

researcher and visionary who studied ways 

to improve the quality of life.  Due to 38 

years of research and the     ingenuity of Dr. 

Inoue, HTE was able to build a successful 

global business. In 1990, The Chi 

Machine®‚ was introduced in Taiwan and 

now more than 2 million Chi Machines are 

in homes around the world.  Today, HTE 

offers a wide variety of technologically 

superior health management products 

besides The Chi Machine® , such as the 

HotHouse® , E-Power, Advanced Electro-

Reflex Energizer™ and nutritional 

supplements – all of which are supported 

by international patents and research!  

 

HTE introduced itself to the United States in 

1993, establishing corporate headquarters 

in New York.  In 2000, we opened our 

Canadian headquarters in Toronto.  In 2004 

we established the HTE Americas 

Headquarters and Sales Office in L.A to 

serve more distributors and customers. Our 

products not only improve health, they offer 

our family members an opportunity to earn 

a residual income on a full-time or part-time 

basis. Home-based entrepreneurs can 

schedule their own hours, be their own 

boss and actually see their family more 

often than working in a     typical 9 to 5 job! 

Based on the amount of hours devoted to 

the HTE independent business, the 

average earnings can exceed the minimum 

wage by investing less than minimum time 

or work!  

 

The Hsin Ten Group, based in Taiwan, is 

rapidly growing its international presence 

and has established offices in Taiwan, 

Malaysia, Hong Kong, USA, Thailand, 

China, Australia, Indonesia, Canada, 

Mexico, the Netherlands, Singapore and 

Vietnam. Future plans include spreading 

our health and wealth message throughout 

the rest of Europe and the Americas. Hsin 

Ten established its international 

headquarters in Taiwan to manage the 

global market and support local business 

partners and offices throughout the world.  
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5. HTE MILESTONE 

 

 

 

YEAR MILESTONE 

1980’S  Dr. Shizuo Inoue discovers the marvelous oxygenation effects of passive 

aerobic exercise after 38 years of research and invents the Sun Ancon 

Exerciser to duplicate the lateral “figure-8” motion of a goldfish 

1990  Medical patent granted to Skylite Industry Company Ltd. For the Sun Ancon 

Exerciser by Minister of Health & Welfare in Japan – The Original Chi 

Machine
®
 

 Gorden C. Pan acquires exclusive distribution rights through Skylite Industry 

 Hsin Ten (Health and Wealth) International is established in Taipei, Taiwan 

1992  Sun Ancon and Sun Harmony are patented and trademarked in the United 

States 

1993  The Chi Machine receives Best Product Award – Silver Eagle Winner by the 

2
nd 

Asia Pacific Direct Selling Congress 

 Underwriters Laboratories grants UL approval 

 Pancaran Masyhur Sdn., Bhd. Is founded in Kuala Lumpur, Malaysia 

 Hsin Ten Enterprise (Hong Kong) Ltd. is founded in Kowloon, Hong Kong 

 HTE becomes the leading direct marketing business in Hong Kong 

 Hsin Ten Enterprise USA is founded in New York 

1994  The Chi Machine receives Best Product Award again -  Silver Eagle Winner 
by the 3

rd 
Asia Pacific Direct Selling Congress 

 Taiwan Cosmetics and Skin care plant is established in Taiwan 

 HTE creates Bianca Life, a complex chain store, with locations throughout 

China 

 Hsin Ten Enterprise Co. Ltd., founded in Bangkok, Thailand 

 Hsin Ten Enterprise (China) Co. Ltd., is founded in Beijing and Tungoan, 

China 

 HTE opens production facility in Hefei, Anhui 

1995  Hsin Ten Enterprise (Australia) Pty. Ltd. Is founded in Sydney, Australia 

 HTE USA joins Direct Selling Association (DSA) 

1996  Hsin Ten invests in Skylite Corporation and becomes a major stockholder 

 HTE becomes the first direct-selling company in Taiwan to obtain an 

international authentication – ISO-9002 – and affirms high quality of service 

1997  Hsin Ten establishes International headquarters in Taipei, Taiwan to 

manage the global market 

1999  Hsin Ten establishes International headquarters in Taipei, Taiwan to 

manage the global market 

2000  Introduced Fir-To-Go
®
, a table-top FIR topical warming unit 

 Introduced Electro Reflex Energizer™ - an energizing foot massager with 

features and benefits based on Reflexology 

 Introduced nutritional supplements, such as Total Enzyme™, Chi Formula 

and BetaLoe
®
 

2002  HTE establishes corporate headquarters in the city of Monterrey, the 

industrial capital of Mexico 

 The Chi Machine is registered as an Oxygen Exerciser / Medical Apparatus 

Aerobic Exerciser in Spain, the UK, France, Italy and Germany 

 Hsin Ten Enterprise (Singapore) PTE. Ltd. is founded in Singapore. 

2004  We established the HTE Americas Headquarters and Sales Office in L.A. 

2010  HTE establishes corporate headquarters in Ho Chi Minh City, Vietnam 
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6.  THE BUSINESS PHILOSOPHY 

HTE’s business opportunity combines the 

advantages of direct marketing with award-

winning products that are offered on a 14-

day risk-free trial basis.  HTE is committed 

to providing the best training and education 

possible.  Knowledge is power - the more 

you know, the more you’ll grow.  Besides 

this Entrepreneur Business Manual, HTE 

offers company-sponsored meetings 

nationwide, first-class distributor and 

customer support, abundant and readily 

available product information, a wide 

selection of professional marketing tools 

and a comprehensive Web site. 

 

7.  THE BUSINESS OPPORTUNITY  

Network marketing is a business where 

your personal net worth is not just based on 

your own sales efforts.  Your income also 

comes from helping other people in your 

business network succeed.  According to 

the Direct Selling Association, direct selling 

is a growing industry.  “Sales in the United 

States have doubled in the last decade to 

nearly $25 billion and are now more than 

$82 billion worldwide.”   

 

Through network marketing, also called 

Multi-Level Marketing (MLM), the direct-

selling process is duplicated by 

entrepreneurs who sponsor and train others.  

An ever increasing passive income stream 

can be generated through bonuses or sales 

made by several levels of downline 

distributors.  The commissions and 

bonuses are paid directly to the network 

marketing representatives, rewarding their 

efforts for selling products and sponsoring 

others who sell products and so on. 

 

While many distributors work part-time to 

build a second income, MLM entrepreneurs 

with hundreds or even thousands of part-

timers in their organization can truly earn 

incomes beyond anything seen in traditional 

business, direct sales or party-plan sales. 

 

If you’re thinking about joining the HTE 

USA family, the Entrepreneur Business 

Manual will help you make an informed 

business decision.  You will find our quality 

product line offers you: 

Personal Health Benefits – If you use it, 

you’ll love it!  Because you’ll be so excited 

about the health benefits you’re personally 

experiencing, your enthusiasm will be your 

best sales asset.  You can share that 

experience with everyone you meet.  HTE 

is one of the few companies who can say 

our members are totally in love with the 

product line and use it faithfully every day.   

 

High Quality – Your long-term residual 

income is based on our products ability to 

deliver on promises and maintain customer 

loyalty.   

 

Fairly-Priced – HTE’s products are 

scientifically proven, regulated by 

government agencies and cost much less 

than typical medical equipment found in 

hospitals. 

 

Lifecycle – HTE is positioned at the right 

time and is targeting entrepreneurs who 

would like to improve their health and 

increase their income. 

 

Uniqueness – Global patents, trademarks 

and precision manufacturing ensure that 

HTE’s products are unique and technically 

superior.   

 

Exclusivity – HTE products are not 

available through other channels of 

distribution, such as retail stores, catalogs 

or other network-marketing companies. 

 

Satisfaction Guarantee – HTE is proud to 

stand behind its products and offers a 14-

day, risk-free trial period to let customers 

experience the amazing benefits for 

themselves in the comfort of their own 

homes.  In fact, 99% of the people who try 

our products keep them after the 14-day 

trial period because of the wonderful results 

they experience. 

 

Sales Support Materials – HTE offers 

professionally designed promotional 

literature that educates the customer, 

supports product benefits and promotes 

sales.  HTE company literature is easy-to-

understand, readily available and provides 

a professional image to support your 

business activities.  

 

Communication – HTE provides 

professionally staffed and friendly customer 

support representatives.  Our powerful Web 

site can be utilized to retrieve the latest 

information, such as promotions and 

incentive plans, sign up new distributors, 

place and track orders and view 

compensation and genealogy reports. 
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Minimal Investment – The only investment 

required is the non-commissionable, non-

refundable New Distributor Registration 

Package.  HTE does not require inventory 

loading or offer to buy or sell positions.  

 

8.  PATENTS, CLASSIFICATIONS & TRADEMARKS 

 

Patents 

 Medical patent granted to Skylite 

Industry Company, Ltd. for the Sun 

Ancon Exerciser by Minister of Health 

& Welfare in Japan, a.k.a The Original 

Chi Machine‚ Certificate of Approval No. 

02B No. 1539 

 The Chi Machine received a patent on 

June 27, 1990, Application # 544650 

 The Chi Machine has four US patents:  

D329499, D340116, D340529, 

5107822  

 

Classifications 

 The Chi Machine regulated by FDA as 

a Class 1 Medical Device 

 The Chi Machine listed by Underwriters 

Laboratories:  UL listing:  E13334 

 The Chi Machine, HotHouse‚, FIR-TO-

GO‚ and Electrical Reflex Energizer™ 

products registered as Medical Devices 

with Health Canada 

 The Chi Machine listed as a Class 2 

medical device by Health Canada, 

#28813  

 The Chi Machine listed as a Medical 

Device by the Therapeutic Goods 

Association of Australia 

 The Chi Machine is registered as an 

Oxygen Exerciser / Medical Apparatus 

Aerobic Exerciser in Spain, the UK, 

France, Italy and Germany 

 

Trademark Registrations: 

 The Chi Machine, trademark registered, 

USA April 4, 2000, Registration 

#2338684 

 BetaLoe‚ trademark registered USA 

April 29, 2003, Registration #2712006 

 

 

 

 

 

 

 

 

 

 

9.   CONTACT INFORMATION 

 

HTE USA – Headquarters (LA Office) 

17578 Rowland St. City of Industry, CA 91748  

Tel: 1-800-291-6088   Fax: 1-626-575-3969 

Business Hours: Monday- Friday, 9am-5pmPST 

Website: http://www.hteamericas.com 

E-mail: csr@hteamericas.com 

 

HTE USA – New York Office 

Hsin Ten Enterprise USA, Inc. 

25 South Service Road, Suite#220  

Jericho, NY 11753  

Tel: 631-454-1600   Fax: 631-454-1601 

E-mail: csr@hteamericas.com 

Business Hours: Monday-Friday, 9am-

5:30pmEST Order: 1-800-547-1510 

Order FAX: 1-800-547-1508 

Customer Support: 1-631-454-1601 

Website: www.hteamericas.com 
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Compensation Plan and Benefits 

 
1.  UNIQUE OPPORTUNITY 

HTE’s plan supports a highly credible 

product line, which is in great demand in 

both retail and commercial markets. 

HTE’s generous Compensation Plan and 

competitively priced products sets us 

apart from other Multi-Level Marketing 

(MLM) companies.  Our business 

opportunity attracts entrepreneurial 

business leaders, experienced MLM 

professionals, as well as individuals who 

are new to MLM. 

 
 
2.  SUCCESS TARGETING (INITIAL GOALS) 

HTE’s program is available to 

entrepreneurs interested in improving 

their health and increasing their wealth.  

All you need to become successful is a 

desire to promote and sponsor new 

Entrepreneurs.      

  

We provide our family members with an 

easy-to-follow road map to success.  

Multiple advancement levels provide 

different compensation        levels...you 

earn more as you grow your business!  

Please refer to Section 7 in this chapter 

for a complete description of the roles 

and responsibilities for each Distributor 

level. 

 
 
3.  COMPENSATION PLAN SUMMARY 

Our Compensation Plan is very easy to 

understand and is described in detail in 

Section 6 of this Chapter.  Your sponsor 

will be happy to answer any questions 

you may have. 

 
 
4.  FEATURES AND BENEFITS 

The Compensation Plan is designed to 

motivate you to promote our products 

and to create your own business 

organization (downline) that provides 

you with an ongoing income. The 

program provides several unique features 

and benefits for you and other 

entrepreneurs you sponsor. 
 

• No personal monthly volume required 

after initial  

  45 points are accumulated 

• Earn overrides on your organization 

• Earn commissions on your own 

sales/purchases 

• Qualify once and retain title for life 

• Limited qualifications based on level 

• President’s Growth Bonus   

• Supreme President’s Club 

• Business Fund for purchase or lease of a 

car or to be used to travel to company 

related meetings/trainings, for President 

Level and above. 

 
 
5.  TERMS AND DEFINITIONS 

 Let’s review a few key terms: 

 
 BUSINESS VOLUME POINTS (BVP) 

We assign each product a Business 

Volume Point  (BVP) value. By 

accumulating these points from your own 

personal sales and every level of your 

downline, you qualify for advancement to 

higher positions in the Compensation 

Plan. HTE is an international company 

and this point system coordinates 

advancement internationally. When 

computing a commission’s monetary 

value, we apply the commission rate to 

the CBV (Commission Basis Volume – 

explained below) for the products. All 

commissions use BVP for the 

computation. For purposes of this 

commission structure, one Total Health 

Spa sold equals 285 BVP. 

 
Commission Basis Volume (CBV) 

For commission purposes, one BVP 

equals $10.00. For example, if one Total 

Health Spa (1 Chi Machine + 3 

HotHouses) is sold without the sale of a 

membership, your Commission Basis 

Volume (CBV) will be 285 BVP x 
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$10.00 = $2,850.00. The Distributor’s 

commission rate is then applied to this 

CBV. 

 
Personal Business Value Points 

(PBVP) 

PBVP is a cumulative total of points 

based on your personal sales.  

 
Personal Group Business Value 

Points (PGBVP) 

PGBVP is a cumulative total of points 

based on your personal sales and those in 

your direct group (all Distributors lower 

than your own level. Example: Manager 

would not include other Managers BVPs 

in their group, only Distributors, and 

Supervisors in your personal group, since 

they are in a lower level. The other 

Managers would use their own group to 

calculate their own PGBVP). This is 

done so the SAME points are not 

calculated over and over again. 

Calculation is done on a calendar month 

basis. 

 

As your BVP accumulates, you qualify 

for advancement in the Compensation 

Plan and higher commission and bonus 

levels, while increasing your earning 

potential. HTE USA measures 

Distributors’ BVP. It includes all orders 

placed directly with HTE USA by the 

Distributor, and all orders placed directly 

with HTE USA by the above-mentioned 

downline Distributors in the main 

Distributor’s personal group.  BVP 

applies only to products, not sales aids 

(sales aids are not acknowledged as part 

of the payout of the Compensation Plan). 

 

 

6.  COMPENSATION PLAN EXPLANATION 

 

Important Notice 

All income examples and illustrations 

found in the HTE USA Sales Plan are 

included for illustration and explanatory 

purposes only. They are intended to show 

how the HTE USA program functions 

and how payments within the structure of 

the Sales Plan are calculated. In no way 

do these explanations and illustrations 

represent actual, historical examples of 

specific Distributors or Distributor 

groups. Nor are they intended to suggest 

that achievement of this type will be easy, 

or even   possible in all circumstances. 

No Distributor and/or individual group 

can be expected to follow precisely any 

of the diagrams or configurations. A 

Distributor’s group could be higher or 

lower than the hypothetical cases shown. 

Each individual’s success depends solely 

on his or her individual efforts. The right 

to amend the content of the Sales Plan is 

reserved by HTE USA and     

amendments may be published when 

deemed necessary. 

 
6.1 Initial Qualification 

A Distributor’s first 45 points earned, 

plus the   purchase of a membership, 

qualifies them      automatically to 

receive commissions based on 

performance (i.e. sales or purchase acts 

count as qualification). 

 

6.2 Sources of Income 

It is natural to recognize the exciting 

business opportunity that HTE USA 

offers once being   introduced to the 

products and the program. By sharing the 

HTE USA products with others and 

duplicating your efforts through 

sponsorship, you can generate additional 

income through five sources: 

 
ß   Commissions 

ß   Overrides 

ß   Growth Bonuses 

ß   Business Fund  

ß   President’s Growth Bonuses 

ß   Supreme President’s Club Bonuses 

 
6.3 Personal Commission 
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Distributors sell/purchase their HTE USA 

products and receive commissions of 

15% to 40% (see below). 

 
Commissions Level 

    15%  Distributor’s Club 

    24%  Supervisor’s Club 

    32%  Manager’s Club  

    40%  President’s Club 

    40%  Supreme 

President’s Club 

 

6.4 Override Profit 

Distributors can also earn from 8% to 

25% on the business volume of their 

personally sponsored Distributors and 

their groups. This will be discussed in 

detail later in the Compensation Plan. 

 

6.5 Leadership Benefits 

President’s Club Distributors and above 

may qualify for the Business Fund, and 

President’ Growth Bonuses every month. 

 
 
7.   ADVANCEMENT OPPORTUNITIES 

 

7.1 General Member 

 

Qualification: 

A General Member is an individual who 

registers as a Distributor, but does not 

purchase a product.   As a General 

Member, you will be able to sell HTE 

products but will not receive commission 

until you purchase 45 BVP worth of 

products.  

 

7.2 Distributor Club  

At the Distributor Club level, you will 

begin to master several skills: one-on-one 

promoting, product knowledge, basic 

compensation plan details and the 

principles of MLM and the duplication 

process. As a member of the Distributor 

Club level, you have the obligation to 

observe and apply techniques learned 

from your upline, attend as many 

meetings as possible. 

 

(both company sponsored and Distributor 

sponsored), and start promoting HTE 

products with the help of your upline 

organization. 

 
Qualification: 

In order to start receiving commissions, 

you must register as a Distributor and 

accumulate 45 BVP from personal 

purchases within the same calendar 

month. You will receive your Distributor 

ID# at the time you register to become a 

Distributor. Once you receive your 

Entrepreneur Business Manual, you’ll 

need to read the manual, complete the 

Distributor Application Form found 

inside and mail or FAX it back to HTE 

USA. If we do not receive your signed 

Distributor Application Form, we will not 

be able to release your commission check. 

(If you sponsor other members into your 

organization and you have   not qualified 

with the 45 BVP from personal purchases 

– you will accumulate points – but will 

not receive commissions.) 

 

If your 45 BVP were not attained in the 

same month that you registered as a 

Distributor, the 45 BVP does not count as 

your PBVP.  

 
ß   Distributor Registration   

ß   45 BVP 

ß   Sign and send in Distributor 

Application Form 

 
Sales Commission: 

Once qualified as a Distributor and you 

sell or purchase products, you will 

receive a commission of 15% of CBV. If 

you sponsor other Distributors, you will 

begin to accumulate PGBVP. 

 

ß    15% on all personal sales/purchases

  

  

 *Please note: A Distributor must 

submit their social security number 
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for HTE to release a full commission 

check. Without the social security 

number the company must withhold 

28% of the member’s holdings. 
Override Bonus: 

None 

 
Growth Bonus: 

None 

 

7.3 Supervisor’s Club  

As a Supervisor Club member, you will 

be required to mentor your downline 

members and share your knowledge with 

them.   You can begin to master your 

presentation and public speaking skills by 

hosting Home Parties. At this level you 

should continue brushing up on your 

product knowledge skills and master your 

knowledge of HTE’s Marketing Plan. 

 

As you begin to apply the skills you’ve 

learned from your upline, continue to 

attend meetings, and host Home Parties, 

you will advance quickly if   you apply 

the duplication methods of network 

marketing. 

 

Qualification: 

If your organization has accumulated 360 

BVP  after becoming a Distributor, you 

will immediately be promoted to 

Supervisor’s Club. You also     qualify 

for an Override bonus and Growth Bonus 

effective from 09/01/2007. 

 

ß   Accumulate 360 BVP   

 
Sales Commission: 

Once qualified as a Supervisor and you 

sell or purchase products, you will begin 

to receive a commission of 24% of CBV. 

Accumulate PGBVP on all lower level 

downline Distributor’s sales/purchases. 

 
ß   24% on all personal sales/purchases 

 
Override bonus: 

Once qualified as a Supervisor and you 

purchase products, you will earn 24% of 

personal sales CBV and 9% of personally 

sponsored Distributor’s club members. 

 

ß   -9% (24%-15%) Override Bonus 

from all   downline Distributor1 level 

Distributor’s sales/purchases 

 
Growth Bonus: 

In addition, if one or more of your 1st 

generation groups has achieved the 

Supervisor’s Club level, you will receive 

a Growth Bonus of 2%* on their CBV. 

 
ß   2% Growth Bonus from all 1st level 

downline     

    S sales/purchases within your group 

 
7.4  Manager’s Club  

At the Manager’s Club level there are 

several skills to master to succeed. You 

must continue to mentor and support your 

downline members and master effective 

presentation and public speaking skills. 

You should continue to increase your 

product knowledge skills and fully 

understand the Compensation Plan.  

 

At this level you will need to apply the 

skills taught to you by your upline, attend 

meetings and host Home Parties.  

 
Qualifications: 

If your organization has accumulated 

2475 BVP after becoming a Supervisor 

AND you possess two 1st generation 

Supervisors, you will be promoted to 

Manger’s Club on the 1st day of the 

following month. You will also qualify 

for an Override bonus and Growth Bonus 

effective from 09/01/2007.  

 

ß   Accumulate 2475 BVP   

ß   2 1st-level S level downline 

Distributors 

 

Sales Commission: 
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Once qualified as a Manager and you sell 

or purchase products, you will receive a 

commission of 32% of CBV. Accumulate 

PGBVP from members of your 

organization. 

 

ß   32% on all personal sales/purchases 

 

Override Bonus: 

Earn 17% on the CBV of personally 

sponsored Distributor’s Club members. 

Earn 8% on the CBV of personally 

sponsored Supervisor’s Club members. If 

one or more of your downline 

organization below the 1st level (i.e. 2nd, 

3rd, 4th, 5th, etc…) has achieved the 

Supervisor’s Club level, you will earn 

6% on their CBV. 
ß   -8% (32%-24%) Override Bonus 

from all   downline Supervisor1 level 

Distributor’s sales/purchases 

ß   -6% (32%-24%) Override Bonus 

from all   downline Supervisor2 level 

Distributor’s sales/purchases (the other 

2% will go to Supervisor1 Growth Bonus) 

ß   -17% (32%-15%) Override Bonus 

from all downline Distributor level 

Distributor’s sales/purchases 

 
Growth Bonus: 

If one or more of your 1st generation has 

achieved the Manager’s Club level, you 

will receive a Growth Bonus of 2%** on 

their CBV. If one or more of your 2nd 

generation has achieved the Manager’s 

Club level, you will receive a Growth 

Bonus of 1%** on their CBV. 

 

ß    2% Growth Bonus from Manager1 

level sales within your group 

ß   1% Growth Bonus from Manager2 

level sales within your group 

 

** No Growth Bonus from 3rd generation 

Manager’s groups and down. 

 

7.5  President’s Club 

As a President Club member you will be 

a mentor for both your downlines and 

their downlines      and continue to share 

your product knowledge.  You will 

master your knowledge of the marketing 

plan, host Distributor Training Meetings 

and Opportunity Presentations 

independently, and teach your downline 

Managers to host Opportunity 

Presentations and Distributor Training 

Meetings.   

 

At the President level you will perform 

product demonstrations, apply your 

privileges to assist downlines in their 

development and attend HTE’s Train the 

Trainer Camps. 

 

Qualification: 

If your organization has accumulated a 

total of 14,760 BVP after becoming a 

Manger AND you have four 1st 

generation Managers OR two 1st 

generation Managers and four 2nd 

generation Managers, you will be 

promoted to the President’s Club on the 

1st day of the following month. You will 

also qualify for an Override bonus and 

Growth Bonus as well as Leadership 

Benefits effective from 09/01/2007.  (as 

discussed herein). 

 

ß   Accumulate 14,760 BVP  

ß   4 Manager1 OR 2 Manager1 + 4 

Manager2 

 
Sales Commission: 

Once qualified as a President, 

sell/purchase  products and receive a 

commission of 40% of CBV. Accumulate 

PGBVP from members within your 

organization. 

 

ß   40% on all personal sales/purchases 

 

Override Bonus: 

Earn 25% on the CBV of personally 

sponsored Distributor’s Club members. 

Earn 16% on the CBV of personally 

sponsored Supervisor’s Club members. 
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Earn 8% on the CBV of personally 

sponsored Manager’s Club members. 

 

If one or more of your 2nd generation has 

achieved the manager’s Club level, you 

will earn 6% on their CBV. 

 

If one or more of your downline 

organization BELOW the 2nd level (i.e. 

3rd, 4th, 5th, etc…) has achieved the 

Manager’s Club level, you will earn 5% 

on their CBV. 

 
ß   -5% (40%-32%-2%GB-1%GB) 

Override Bonus from all downline 

Manager3 level Distributor’s 

sales/purchases 

ß   -6% (40%-32%-2%GB) Override 

Bonus from all downline Manager2 level 

Distributor’s sales/purchases 

ß   -8% (40%-32%) Override Bonus 

from all downline Manager1 level 

Distributor’s sales/purchases 

ß   -16% (40%-24%) Override Bonus 

from all downline Supervisor1 level 

Distributor’s sales/purchases 

ß   -25% (40%-15%) Override Bonus 

from all downline Distributor1 level 

Distributor’s sales/purchases 

 

Leadership Benefits: 

Leadership benefits are awarded to the 

President Club level and above when 

they qualify with 500 PGBVP in a month 

and can total up to 14% of PGBVP. (Note: 

PGBVP are calculated from        different 

level downline groups.) These benefits 

include: 

 

ß   -President’s/Supreme President’s 

Bonus from PGBVP (1%) 

ß   -Business Fund (1.5%) 

ß   -President’s Growth Bonus (8%) 

ß   Supreme President’s Bonus (3.5%) 

 

President’s/Supreme President’s 

Bonus from PGBVP: 

All Presidents/Supreme Presidents 

(qualification of 500 PGBVP not 

required) will receive a 1% bonus on the 

PGBVP of their group.  

 

ß   1% bonus from PGBVP 

 

7.5.1  Business Fund 

For members of the President’s/Supreme 

President’s Club, HTE USA also 

provides a bonus calculated monthly on 

1.5% of PGBVP. This bonus is NOT paid 

directly to the President’s Club level 

member, but is kept in a separate account 

and accumulates until the $2,000 level is 

reached. At this time, the 

President/Supreme President may either 

purchase or lease a vehicle (based on a  

fair market value of at least $20,000) 

with the appropriate contracts approved 

and submitted to the Customer Service 

Department, or also to  fund travel to 

company sponsored events and  

personally sponsored trainings and 

meetings that meet HTE USA 

requirements for qualifying      

individuals. Please contact a Customer 

Service Representative and request an 

Automobile Approval Form if you wish 

to apply the Business Fund towards a car, 

or request a Travel Form that has 

appropriate guidelines and approval for   

reimbursement from the fund. 

 

After approval of the car application, a 

check will be mailed for the applied fund 

directly to the    qualifying President or 

Supreme President. Payment of balances 

in an account can be made in a single (1 

month), 2 or 3-month payout. The  

following is the breakdown that 

determines the number of payout 

requirements: 

 

$2,000 to 4,999 account balance requires 

a         1-month payout 

$5,000 to 9,999 account balance requires 

a         2-month payout 

 

$10,000 and over requires a 3-month 

payout 
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Unless appropriate paperwork is 

submitted, funds will remain in the 

account. A Distributor can only apply for 

the fund if the account is over the $2,000 

benchmark, and the amount withdrawn 

will leave the account still above the 

$2,000 benchmark. The 2nd payout can 

be used for a motor home, boat and/or 

vehicle with proper contract approval (a 

company tag/logo will be made available 

for Presidents/Supreme Presidents).  

Cash cannot be drawn out of this account. 

The Business Fund Bonus is the property 

of HTE USA and is not granted to a 

Distributor until the $2,000 benchmark is 

achieved and the proper paperwork is 

approved by HTE USA. 

 

ß Accumulated 1.5% monthly from 

PGBVP 

ß Accumulates in a separate account 

until a  minimum of $2,000 is reached 

ß Used for down payment and/or 

monthly         payments towards a 

vehicle of your choice or any travel 

expenses that are business related 

ß Every time the fund is applied for, the 

Distributor must have a minimum 

benchmark of $2,000. The applicant 

must also only apply for such an 

amount that the remaining fund will 

still be above the $2,000 benchmark, 

unless in the circumstance of 

applying for travel to a       company 

sponsored event or purchase/lease of 

a car. 

ß $50,000 maximum accumulation per 

vehicle 

ß Cash cannot be withdrawn from this 

account 

 

For members of the Presidents/Supreme 

Presidents Club, wishing to apply the 

Business fund for travel to company 

sponsored events and personally 

sponsored trainings and meetings that 

meet HTE USA requirements for 

qualifying individuals, a Travel Form has 

been created that will be submitted (with 

guidelines) and approved for 

reimbursement from the fund. For 

example, when the Company holds an 

annual convention for the Independent 

Distributors, as a President/Supreme 

President – you can use your fund for 

travel expenses. 

ß    Payouts will only occur as money is 

accumulated above the $2,000 

benchmark. Distributors can not 

apply if the account is under $2,000 

or if the amount you apply for will 

bring the balance of the account 

below the $2,000 benchmark, unless 

applying for travel to a company 

sponsored event, however, cash 

cannot be drawn out of this account. 

The Business Fund Bonus is the 

property of HTE USA and 

Distributors will receive earned funds 

after a Travel Reimbur-sement Form 

is submitted, along with a copy of the 

meeting agenda, travel receipts and a 

photo of the event.   

 

  Please contact a Customer Service 

Representative to obtain a copy of 

this form. 

 

  If a Distributor is terminated, all 

rights and benefits are forfeited. If a 

suspension occurs, all monies 

accumulated to that point will be paid 

on schedule, but at that point, 

monthly accumulation will cease until 

the suspension is removed. Any 

monies accrued during the suspension 

period will be forfeited and will not 

be issued. 

 

ß   Accumulated 1.5% monthly from 

PGBVP 

ß   Accumulates in a separate 

account  

ß   Used for business expenses 

ß   Cash cannot be withdrawn from 

this account 
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7.5.3  President Growth* Bonus: 

As a special reward for Presidents who 

qualify with 500 PGBVP that have 

Presidents that breakaway, HTE USA has 

created a President Growth Bonus 

Program. In the program, you receive a 

bonus from your 1st to 4th generation 

downline Presidents who have “broken 

away” from your organization. 

 

This program rewards you for building 

other leaders in your organization. 

 

The percentage is paid on President’s 

Club level PGBVP. There will be a 30-

day grace period on monthly 

requirements (500 PGBVP) for each 

President Breakaway on the 1st 

generation in the same month. (Example: 

2 President Breakaways on the 1st 

generation in the same month = 60-day 

grace period from monthly requirements 

of 500 PGBVP.) Each bonus below is 

measured PER LEG. (Example: Sally has 

5 generations of Presidents in one of her 

legs, and in her other legs, she has no 

President’s Club level Distributors. The 

leg with Presidents would pay out the 

percentage bonus on that particular leg.) 

 

ß 4%  1st generation President and 

their group 

ß 2.5%  2nd generation President and 

their group 

ß 1%  3rd generation President and 

their group 

ß 0.5% 4th generation President and 

their group 

 

The President’s Growth Bonus is 

distributed through means of the Roll-up 

Program.  (Refer to Section 8.1 for more 

details on the Roll-up Program) 

*A President’s Growth bonus is awarded 

when someone in your organization 

(direct downline) who has been promoted 

and qualified as a President, and has 

become equal to you. Supreme 

President’s Club level receives the same 

bonus structure on their Presidents. 

 

7.5.4  Roll-Up Program 

Breakaway Bonuses are paid to 

Presidents and Supreme Presidents on 

their first four (4) generations of 

QUALIFED upline Presidents in their 

organization.  If the President and/or 

Supreme President does not meet the 

monthly qualification of 500 PGBVP, the 

Breakaway Bonus will then Roll-up to 

the next qualified President or above in 

their upline for that particular month.  

This rule is easily understood if you look 

from the top downwards. 

 

Example: (See Chart Below*) 

Amy is a President level member 

qualified to receive a Breakaway Bonus 

(she has 625 PGBVP). She will receive 

4.0% from each downline President level 

member until she reaches a downline 

President that is qualified with 500 

PGBVP. This will be the last President 

member that she will receive 4.0% from. 

She will then earn 2.5% from each 

downline President level member until a 

second is qualified with 500 PGBVP. She 

will then receive 1.0% and then 0.5%.  

 

In the example above, Amy will receive 

4.0% of Jack’s PGBVP but because he 

does not qualify, she will also receive 

4.0% from Ben. Since Ben is qualified 

with 582 PGBVP, he will be the last 

President member that Amy will receive 

4.0% from. She will then collect 2.5% 

from Audrey, who is qualified. She will 

receive 1.0% from Jason, Lu and 

Stephanie. Since Stephanie is qualified, 

she will be the last President member that 

Amy will receive 1.0% from.  Jack will 

not receive any Breakaway Bonuses 

because he only has 400 PGBVP and 

therefore does not qualify for the bonus. 
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7.6 Supreme President’s Club 

The Supreme President’s club level has 

four levels to be complete, they are as 

follows: Pearl President, Jade President, 

Diamond President, and Crown President.  

An explanation of each level follows. 

 

7.61 Pearl President’s Club 

 

Qualification: 

If the PRC has 500 PGBVPs and has 3 

direct downline PRCs who qualify with 

500 PGBVP for the month, the PRC will 

promote to Pearl PRC. Pearl PRC can 

receive 1.5% of his/her own PGBVP and 

the % difference between downline 

PRC’s Supreme Bonus %. The Supreme 

President must also apply through 

Headquarters, sign and return the 

agreement form. The agreement form 

will aid for you to disclose any current 

MLM company you may be working for 

at the present time. You will be allowed 

to continue your business, but HTE will 

not allow you to join any new MLM 

companies after the agreement is received. 

Revelation of such will result in a forfeit 

of any related bonuses associated with 

the Supreme President’s Club. 

 

7.62 Jade President’s Club 

 

Qualification: 

If the PRC has 500 PGBVPs and has 6 

direct downline PRCs who qualify 500 

PGBVP for the month, the PRC will 

promote to Jade PRC. Jade PRC can 

receive 2.0% of his/her own PGBVP and 

the % difference between downline 

PRC’s Supreme Bonus %. The Supreme 

President must also apply through 

Headquarters, sign and return the 

agreement form. The agreement form 

will aid for you to disclose any current 

MLM company you may be working for 

at the present time. You will be allowed 

to continue your   business, but HTE will 

not allow you to join any new MLM 

companies after the agreement is received. 

Revelation of such will result in a forfeit 

of any related bonuses associated with 

the Supreme President’s Club. 

 

7.63 Diamond President’s Club 

 

Qualification: 

If the PRC has 500 PGBVPs and has 9 

direct downline PRCs who qualify 500 

PGBVP for the month, the PRC will 

promote to Diamond PRC. Diamond 

PRC can receive 2.5% of his/her own 

PGBVP and the % difference between 

downline PRC’s Supreme Bonus %. The 

Supreme President must also apply 

through Headquarters, sign and return the 

agreement form. The agreement form 

will aid for you to disclose any current 

MLM company you may be working for 

at the present time. You will be allowed 

to continue your business, but HTE will 

not allow you to join any new MLM 

companies after the agreement is received. 

Revelation of such will result in a forfeit 

of any related bonuses associated with 

the Supreme President’s Club. 

 

7.64 Crown President’s Club 

 

Qualification:  

If the PRC has 500 PGBVPs and has 12 

direct downline PRCs who qualify 

500PGBVP for the month, the PRC will 

promote to Crown PRC. Crown PRC can 

receive 3.5% of his/her own PGBVP and 

the % difference between downline 

PRC’s Supreme Bonus %. The Supreme 

President must also apply through 

Headquarters, sign and return the 

agreement form. The agreement form 

will aid for you to disclose any current 

MLM company you may be working for 

at the present time. You will be allowed 

to continue your business, but HTE will 

not allow you to join any new MLM 

companies after the agreement is received. 

Revelation of such will result in a forfeit 

of any related bonuses associated with 

the Supreme President’s Club. 
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7.7 President’s/Supreme President’s 

Club 

 

Requirements for Success: 

Each President’s Club/Supreme 

President’s Club member must be 

prepared to assume additional 

responsibilities. As a source of leadership, 

training and motivation for their personal 

group, the President’s Club / Supreme 

President’s Club  member should follow 

the following important requirements for 

success: 

 

ß   Become an HTE USA expert.  

Master HTE’s Compensation Plan 

and Policies and Procedures and 

become a source of information for 

your personal group. 

ß   Lead by example. If you sell our 

products, your Distributors will do 

likewise. Of those Distributors you 

sponsor, they will sponsor and build a 

solid foundation for their own 

businesses, built up through retailing 

and sponsoring.  

ß   Provide training for your group. If 

you sponsor members long-distance, 

you need to explain all of the 

resources available to your 

Distributors and help them complete 

their training. Local meetings, 

conference calls and opportunity 

meetings, as well as brochures, tapes 

and the Entrepreneur Business 

Manual are excellent sources for 

training. 

ß   Communicate and follow-up with 

your personal group. Keep your 

group informed of any change of 

address, e-mail address and phone 

numbers so they can stay in contact 

with you without difficulty or 

interruption. 

ß   Remain available to your personal 

group for consultation and support. 

ß   Use your Genealogy Report to 

closely monitor the progress of your 

personal group. 

ß   Be prepared to enforce and report 

violations of the Policies and 

Procedures. Always attempt to settle 

basic policy disputes in the field. If 

you require assistance, report the 

situation immediately to HTE USA. 

 

 

8. PROGRAMS FOR MAXIMIZING YOUR 

COMPANSTION 

 

8.1  Optional Placement Program 

The Optional Placement Program allows 

you to have some flexibility in building 

your business. When a member recruits a 

new Distributor, they can place the new 

Distributor under one of their  

downline members (Placement Sponsor 

can only be one of the original 

sponsor’s downline) to help that 

individual grow their business and help 

them qualify for promotion. This 

program allows you and the members of 

your organization to build and advance 

your HTE business faster!  

 

If you are interested in the Optional 

Placement Program, you need to specify 

your interest by selecting it when you 

place your order and complete the HTE 

Order Form. (This sponsor can not be 

changed later on.) Under the Optional 

Placement Program, the commission 

from the new member’s initial sale will 

go to the Original Sponsor. All 

commissions from the new member after 

this point will go to the Placement 

Sponsor (as if the Placement Sponsor was 

the new recruit’s Original Sponsor). On 

both the initial transaction and all 

transactions thereafter, both the Original 

and Placement Sponsors will receive 

BVP from all sales made by the new 

member. Using the Optional Placement 

Sponsor Program provides the Placement 

Sponsor with CBV they wouldn’t have 
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had otherwise and it provides the 

Original Sponsor with points as well, 

thereby reducing the time for the 

Distributor to be promoted. 

 

8.2  Catch-Up Program   

When a member achieves a higher level 

than their upline, the member will 

surpass their original upline and be 

placed under the next upline of the same 

or higher level along the same leg. The 

surpassed Distributor has six months to 

use that Distributor who surpassed them 

as a qualifying leg in order to be 

promoted to the next level. After six 

months, if the surpassed Distributor does 

not catch up, they must then use another 

distributor as a qualifying leg for 

promotion. 
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MARKETING AND PROMOTING 

 

1.   TARGET MARKETS 

Although the more than 1,000,000 Chi 

Machines sold worldwide is an 

impressive number, it really represents 

the tip of the iceberg.  If you consider the 

world as your business playground, this 

is a virtually untapped market!  Hsin Ten 

Enterprise International expansion into 

the United States and Canada puts us in a 

position to sell millions more.  The health 

and wellness trend is here to stay and you 

can see the signs everywhere!  Pick up a 

newspaper or magazine and you’ll notice 

the healthcare industry is the largest 

growing market in the world today. 

 

Millions of people are looking for 

alternative methods to stay healthy and 

increase their income.  Did you know that 

people born in the year 2020 will have an 

average life expectancy of 115-120 years?  

This means they need to find other ways 

to supplement their incomes to 

accommodate a longer life expectancy.  

And, since they’re going to live longer, 

they’ll want to remain as physically fit 

and healthy for as long possible. 

 

Statistics indicate that 80% of the Baby 

Boomer generation will have to continue 

working after the expected age of 

retirement.  The majority of these people 

simply won’t have the financial support 

they need after retirement.  In addition, 

many Boomers lost retirement funds as a 

result of the stock market downturn and 

they need to find a way to replace this 

loss.  

 

Total Health Management is the new 

trend for the  

21st Century and we are positioned to 

take advantage of a great business 

opportunity.  We are in the beginning 

stages of a large lifecycle boom.  Clearly, 

Health is a growing market trend and it is 

important that we take advantage of this 

opportunity NOW!  Purchase 2 sets of 

HTE’s health equipment – one for you to 

use at home and one to give to your 

prospect for a risk-free trial demo. 

 

Over 100 Million People are looking for 

natural solutions to everyday health 

problems. 

 

These are the people who need HTE’s 

total health management solution: 

   Pain sufferers 

   Knee Pain Problems 

   Exercise minded people 

   Weight loss problems 

   Alternative medicine seekers 

   Reflexology seekers 

   Arthritis sufferers 

   Mental health problems 

   Digestive System Problems 

   Back Pain Problems 

   Pain management seekers 

   Exercise equipment buyers 

   Women’s health problems 

   Massage seekers 

  Physical therapy seekers 

   Rheumatoid arthritis problems 

   Cardiovascular problems 

   Sleep Disorder sufferers 

   Neck pain problems 

   General health problems 

   Stress problems 

   Men’s health problems 

   Massage therapy seekers 

   Spine problems 

   Immune System problems 

   Respiratory system problems 

   And dozens more... 

 

2.   GETTING ORGANIZED 

Since organization is a key to your 

success, we are providing you with some 

tools designed to help you manage your 

time and keep tract of your prospects.  

Please make extra copies and use these 

forms found at the end of this Chapter.  

 

   6-Year Calendar 

   Entrepreneur Daily Planner 
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   Entrepreneur Contact Summary 

 

Here are some tips on how you can 

promote the HTE message of health and 

wealth to retail and business-oriented 

prospects: 

 

Retail-Oriented Prospects: 

   -Put machines on a risk-free trial 

demo each Monday and Tuesday.   Make 

follow-up calls one day later and each 3 

days thereafter. 

   -Take advantage of HTE’s Free Chi 

Machine® Loaner Program. 

   -List 100 customer prospects from the 

yellow pages, referrals, ads, etc. 

   -Contact 3 retail prospects per day 

(never less) until your free trial goal for 

the week is reached. 

   -Add at least 3 new retail prospects to 

your list per day so that your reservoir of 

prospective customers (pipeline) is never 

empty.  Referrals from satisfied 

customers are the BEST prospects. 

  -Build a list of 20 retail business 

prospects; people with sales skills who 

can follow the same plan you are using.  

Meet with other network-marketing 

professionals. 

   -Contact at least 3 retail business 

prospects per week. 

   -Add at least 3 new retail business 

prospects to your list per week to grow 

your pipeline and make sure it’s never 

empty. 

 

Business-Oriented Prospects: 

   -Build a list of 200 network-oriented 

business prospects; people with sales and 

network marketing skills, and raw 

entrepreneurial spirit.  Use the Contact 

Summary sheet included at the end of 

this Chapter to records their personal 

information. 

   -Contact at least 3 new business-

oriented prospects per day until you reach 

your business organization goal. 

   -Add at least 3 new business-oriented 

prospects to your list per day, so that 

your prospective business owner 

reservoir (pipeline) is never empty. 

   -Put 2 machines on Risk-Free Trial 

demo each Monday and Tuesday.  Make 

follow-up calls one day later and each 3 

days thereafter. 

   -Build a list of 20 customer prospects 

from the yellow pages, referrals, 

advertising, etc. 

   -Contact at least one business-oriented 

prospect every day until your Free Trial 

goals for the week are reached. 

   -Add at least one new customer 

prospect to your list every day. 

 

3.  HOW TO PROMOTE HTE PRODUCTS 

Did you know that 76% of all purchases 

made today (online and offline) can be 

directly attributed to the creditability of 

the Business owner?  Credibility is 

achieved by providing valuable 

information about your products that the 

reader, viewer, or listener can put to 

immediate use to improve their lives in 

some way. 

 

Educate your customers with valuable  

information they can use immediately. 

 

HTE offers a complete line of 

professionally produced marketing 

materials for just this purpose.  An 

expanded quarterly newsletter, 

testimonial letters, product brochures, 

flyers, audio CDs, and, of course, this 

Manual!  You simply put these materials 

(or a combination thereof) into the hands 

of those people who are the most likely to 

purchase the products (who are also your 

best Distributor prospects) – and watch 

what happens. 

 

It’s as simple as educating your 

prospective customers using information 

and data readily available from HTE – 

take advantage of it.  

 

4.  PROVEN MARKETING TECHNIQUES 
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Once you have targeted your market(s) 

by identifying their problems and chosen 

a method to education them, it’s time to 

deliver the message.  Fortunately, there 

are many different places you can find 

prospective customers for our products. 

 

“FREE! Take One!” Boxes 

We’re all familiar with “FREE Take 

One!” marketing.  We see these things 

around travel/tourist areas – apparently 

they work. 

 

HTE has designed full color brochures 

for each product and this material can 

take a passerby from curious to candidate 

in just a few seconds.  The look, feel, size, 

and message invite the prospect to save it 

for future consideration. 

 

Distributors can use our templates to 

create their own flyers and then add their 

name, phone number, and/or website 

address with a rubber stamp, or you can 

use any computer printer to give a more 

professional appearance.  These flyers 

could lead to a sale or Distributorship. 

 

Where to place marketing packages, 

flyers, and brochures: 

 

   Airport Lobbies 

   Beauty Salons 

   Chambers of Commerce 

   Chiropractor’s Offices 

   Coffee Shops 

   Deli’s 

   Dentist’s Offices 

   Doctor’s Offices 

   Gas Stations 

   Government Buildings 

   Gyms 

   Health Clinics 

   Health Fairs 

   Health Food Stores 

   HMOs 

   Home Shows 

   Hospital Waiting Rooms 

   Hotel Lobbies 

   Juice Shops 

   Naturopathic Offices 

   Optometrist’s Offices 

   Paper Racks 

   Pediatrician’s Offices 

   Pharmacies 

   Restaurants 

   Retirement Villas 

   Senior Citizen Centers 

   Spas 

   Tanning Salons 

   Truck Stops 

   VA Hospitals 

   YMCAs 

 

Classified Advertising 

Classified Advertising is short, simple, 

to-the-point, and cost-effective.  You can 

run generic (blind) classified ads in 

newspapers, magazines, “freebie” ad 

publications and tabloids, and then send 

an information packet to everyone who 

responds. 

 

HTE Policies and Procedures strictly 

govern ads that mention the company or 

any trademarked product names.  Blind 

means that company names and 

trademarks are NOT mentioned. 

 

Here’s an example: 

 

 

 

 

 

Do you....lack energy, have sore muscles or 

joints,  

have trouble sleeping, generally worry about our 

health  

or anyone close to you? If you can answer yes to 

any 

of these questions, then do we have a solution 

for you!! 

 

Call John or Jane Doe @ (555) 555-5555 for an  

explanation on how Oxygen Therapy can 

improve the  
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quality of your life.  Also, learn how you can 

take  

advantage of the Biggest Marketing Trend taking 

place 

right now!! 

 

Direct Mail 

When people think of network marketing, 

many of them think of selling and 

recruiting through the mail.  Direct 

mailings help you expand your market 

area, and target a specific audience.  

Another exciting aspect of direct mail is 

that it’s duplicatible.  Anyone can follow 

your lead to find new retail customer 

prospects and business associates. 

 

Professional advertisers run generic ads 

and then sell the leads. List companies 

generate lists from voter and auto 

registrations, mortgage information, 

credit card usage, and many other sources.  

Prices can range from $0.03 to $2.00 per 

name, depending on the type of list and 

its parameters. 

 

Professionals, such as physicians, dentists, 

and chiropractors, have directory books.  

The associations who service these 

professionals rent their lists on gummed 

or Cheshire labels, or even on a floppy 

disk.  You might be able to borrow the 

directory for free. 

 

Free Publicity 

You can get free publicity for your 

business – a lot of it!  You could find a 

flood of people rushing to you when an 

informative article (also known as a press 

release) of yours appears in a magazine 

with 300,000 readers (or more). 

 

There are thousands of editors out there 

just looking for a good news story.  

Approach editors directly, and send them 

your press release yourself.  You will 

find many of these editor’s are willing to 

work with you.  You can make their job 

easier by going directly to them.  Give it 

a try and you may find yourself getting 

responses like: 

 

Hi John, 

 

Thank you for the information.  Your 

article has been accepted and will be 

included in September’s editions of 

Healthy Living Today. 

 

Sincerely, 

David Smith 

Editor in Chief – Healthy Living Today 

 

An article placed in a magazine with 

300,000 or more subscribers means you 

are going to get a quick flood of inquires 

- and that means money. 

A good article is equivalent to a public 

relations expert out promoting you 24 

hours a day.  Only 4 or 5 positive 

contacts can make you and your business 

organization a lot of extra money this 

year.  It’s happening all the time. 

 

5.  HOME PARTY TIPS & TECHNIQUES 

The Home Party (HP) is an invaluable 

tool to help you expand your downline in 

Multi-Level Marketing.  It is one of the 

most powerful ways to become 

successful! 

 

A.  Reasons to host a Home Party (HP): 

1.   -To encourage others to spread the 

word.  The main component of HP is 

people.  If people leave an HP with a 

feeling of satisfaction and 

achievement, they will be more likely 

to invite more people to the next HP.  

2.   -To provide the opportunity to 

answer any questions or concerns.  A 

clear understanding of the products 

and how they operate is a sure way to 

increase sales and income. 

3.   -To present the products is a way 

that can be easily duplicated.  Once 

people see how easy it is to host an 

HP, they will have the confidence and 

knowledge to do it themselves.   
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B.  The effectiveness of an HP: 

1.   -It builds relationships through a 

warm and friendly atmosphere. 

2.   -It establishes a sense of 

camaraderie.  Everyone that attends 

the HP is there for a common purpose 

– to improve their health and increase 

their wealth.  

3.   -It provides confidence in 

products through your own 

knowledge and experience.  This will 

encourage future leaders! 

 

C.  Types of HP’s: 

1.   Product sharing and 

recommending type.  

2.   -Tea party type for motivation and 

recognition.  This relaxed and 

friendly environment to builds up 

relations. 

3.   --The Group meeting type.  You 

can explore different topics for your 

HP, such as exchanging sponsoring 

experiences, and sharing what you 

have learned in different areas of the 

business.  Other topics could be 

testimonials, self-motivation, goal 

setting, and handling objections.  This 

is a group learning experience and it’s 

also the best way to foster leaders. 

 

D.  Things you need to know: 

1.   Before an HP: 

a. -Make a list of participants 

(host, speaker, downlines, 

prospects). 

b. -Send out an invitation (verbal 

or written). 

c. -At least one week prior to the 

HP, give attendees the time 

and location. 

d. Decorate the HP place. 

e. -Prepare demonstration 

machines and sales tools. 

f. - Confirm with everyone a day 

before the HP. 

g. -Arrange for family members 

and children to be out or 

occupied so they do not 

interrupt the HP.  

 

2.   During a HP: 

a. -Ensure that the host wears 

appropriate clothing. 

b.- Do not offer food or desserts 

during the  session. Offer 

refreshments during a break. 

c. -Cheerfully welcome everyone. 

d. Introduce yourself and/or your 

host. 

e. -Introduce existing down-lines, 

then guests. 

f. - Boast about your up-line and 

explain         

    why working with them is 

important. 

g. -Exchange ideas, such as 

health, wealth, and MLM. 

h. -Allow time for product and 

business testimonials. Focus 

on the Total Health Spa 

Concept. 

 i. -Demonstrate how to use the 

products and let them try the 

machines.  

 j. -Avoid interruptions from the 

telephone, kids or pets. 

k. -Do not talk about friends who 

are not in attendance. Show 

your guests that they are 

important. 

 l. -Take notes and record the HP. 

m. Tell the truth. 

n. -Place the products in an 

obvious and convenient 

location. 

o. -Make arrangements ahead of 

time with friends who want to 

buy products at the HP.  This 

will help you to create a 

“buying” atmosphere. 

p. -Limit the duration of the HP 

to about 1.5 hours.   

 

3.   After an HP: 

a. Give attendees the S.U.P (sign-

up package) to give you an 
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opening to set up a second 

meeting. 

b. Close sales and make an 

appointment for the next 

meeting. 

c. Thank the host of the HP.  

d. Walk guests to the door.  

e. Make follow-up calls to guests 

within 24 hours. Ask them if 

they have any questions about 

the products. 

f.  Invite them to another HP or a 

Business Opportunity meeting 

if available. 

 

4.   The discussion after HP: 

a. Talk to your upline or people 

who supported you and ask for 

suggestions to improve them 

for the next meeting. 

b. If sales are made – follow-up 

with a call the following night. 

c. If there are no sales – ask why?  

 

E.  Tips for a successful HP: 

1. -When you invite guests, make sure 

they know that the purpose is to 

introduce the business opportunity 

and products, but that you are also 

planning a tea party to introduce new 

friends.  Knowing that it’s going to be 

a relaxed atmosphere, your guests feel 

more at ease about attending. 

2. -When inviting guests, be sincere 

and concise. Clearly state your reason 

and avoid explaining in details about 

the company, compensation plan or 

the products – save the details for the 

meeting!  Call a day before the HP to 

remind them of the place and time. 

3. -Make sure family members 

welcome guests so they feel at home 

4. -If there are more than 20 people, 

you need to prepare a host, and 

speaker (big A), so that your meeting 

runs smoothly. 

5. -Do not give literature out before 

the HP.  You want guests to 

concentrate during the HP. 

6. Avoid interruptions. 

7. -Place products in an obvious and 

convenient location.  After your 

guests have a chance to “view” the 

equipment, you can answer questions 

and demonstrate the products.   

 

F.   Product Experience 

Most people become HTE 

Distributors by using our products 

first.  Their confidence in our 

products increases after they begin 

using the machines.  After reviewing 

the compensation plan, they become 

interested and officially start up an 

HTE business. 

 

If you plan to have a solid HTE 

business, you need to become an 

expert on the total health management 

concept and learn all about our 

products.  You need a positive 

attitude to share this health and 

wealth opportunity with everyone you 

meet. 

 

HTE’s Total Health Spa can help you 

become successful!    

 

G.  Memory Jogger 

A memory jogger will help you 

establish a contact list to jumpstart 

your business. 

 

1.  List all of the people you know: 

   Relatives 

   Friends 

   Acquaintances/Neighbors 

   Current/Former/Spouse or Co-

Workers 

   School Friends 

   Church Contacts 

   Social Contacts 

   Contacts of Children 

   Beauty Shop/Barber Shop 

   Grocery Store/Retail Store 

   Networking Organizations 

   Charity Groups 

   Postal Employee 
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   Banker 

2.  Continuously collect business 

cards. 

3.  -Don’t be a “fortune teller!”  Do 

not pre-judge who is going to be 

interested and who is not.  Give 

everyone a fair chance  

4.  -Build up relationships with 

everyone - turn strangers into friends 

5.  -Share HTE business with others 

and combine the HTE business into 

your life 

6.-  -Work on helping people and you 

will find it easier to acquire contacts. 

 

H.  Arrange Memory Jogger 

After you make your list, it is time to 

categorize your contacts into 

“Sponsoring Prospects” and “Sales 

Prospects.”  The purpose of arranging 

these lists is to prioritize the contact 

order.   

 

1.  -Look for people in the following 

categories… 

  Are influential 

  Are aggressive 

  Like to help others 

  Want to make money 

  Are working in related 

industries  

  Are not happy with what they 

are doing 

  Need to improve their health 

  Have an entrepreneurial spirit 

 

The most effective way to arrange 

your contacts is on a point system.  

Set up the categories as listed 

above and assign each category to 

every person you think is a 

prospect.  For every characteristic, 

give the prospect one point.  You 

will make three priority lists.   

 

To qualify for the A list, you have 

to have more than 7 points.   

 

To qualify for the B list, you have 

to have    4-7 points.   

 

To qualify for the C list, you have 

to have   0-3 points.   

 

For example, if your neighbor 

falls into the category of 

influential, aggressive and wants 

to make money, he would receive 

3 points and fall into the C list.   

 

2.  -Obtain personal information 

before introducing them to the 

business opportunity. 

  Family Information 

  Hobbies 

  Financial History 

 

Once you are ready to host your 

meeting, start by inviting the 

prospects in your “A” list.  They 

are more likely to be open to the 

products and business opportunity.   

Once you have experience and 

feel comfortable hosting Home 

Parties, work on the prospects in 

your B and C lists. 

 

A Home Party Contact Priority 

List has been provided at the end 

of this Chapter.  Please make extra 

copies for you use. 

 

I.   Invite 

The key to having prospects attend 

your home party is to build good 

relationships. Choose the right time to 

invite them to your home party or 

business opportunity meeting. 

 

1.  How to invite: 

  Write a script before making 

calls.  

  -Use telephone if possible. Call 

them to let them know that the 

party is coming up and then send 

an invitation as a reminder. 

  Use a positive and exciting tone.  



ENTREPRENEUR BUSINESS MANUAL                                                                                                       Page 1-8 
  2017.01.01 

 

  -Give 2 options (e.g. Tuesday or 

Wednesday?) 

  Try to limit call to less than 3 

minutes. 

  -Confirm the date, the time and 

location before meeting. 

  -End the conversation on a 

positive note.  Try to obtain a 

commitment. 

 

2.  Script – OUTGOING CALLS 

You will initiate a calling 

campaign to invite Guests to your 

Home Party and to motivate them 

to register as soon as possible.  

Now that you have prepared your 

List, record the results of every 

call you make on your Contact 

List form.  If an answering 

machine picks up during the call, 

leave a detailed message 

regarding the purpose of your call, 

the telephone number where you 

can be reached and the best time 

to reach you. 

 

Write down the important details 

about the meeting.  Ensure that 

you read them thoroughly before 

you begin to call guests.  

Additionally, you should have 

these details in front of you during 

every call so that you can promote 

the meeting more effectively and 

answer questions. 

The following script will give you 

guidelines for promoting the 

Home Party Meeting, but you will 

have to tailor what you say to each 

individual Guest. 

  

1.  --Introduce yourself and the 

purpose of your call. 

 “Hello Norma, this is Susan. How 

are you doing?” 

 

2.  -Motivate them to attend the 

meeting by providing the information 

that you feel will be most valuable to 

them.  Use your tone of voice to 

create excitement and to motivate 

them to attend. 

 

New Guest who does not know 

about our products:  “I would like 

to invite you and a few of your 

friends to a Home Party that I am 

hosting next week.  It would be 

great if you could make it.” 

 

Guest who has experience with 

HTE Products:  “Great!  Have you 

had a chance to take a look at the 

brochures I gave you last time?  I 

will be hosting a Home Party next 

week.  It would be fantastic if you 

could attend!  I will also invite a 

few friends so that we can have a 

good chat and I can give you more 

details about these products.  How 

does that sound?” 

 

3.  YES for New Guest:  “Great! 

Would you be able to attend if I 

hosted the party next Tuesday or 

Wednesday? I have a fantastic 

opportunity I would like to share 

with you.” 

 

Yes for Experienced Guest:  

“Wonderful!  Would you be able 

to attend if I hosted the party next 

Tuesday or Wednesday?” 

 

NO for New Guest:  “If they are 

not interested, they will probably 

tell you why.  Try to overcome 

their objections using the section 

on handling objections.  For 

example, if they are busy next 

week, tell them you really want 

them to come to your next Home 

Party. 

 

NO for Experienced Guests:  

“Actively listen to their objections 

and try to overcome them by 

using the section on handling 
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objections.  For example:  “I am 

not sure this equipment can help 

me.”  Suggested Solution:  “I 

understand your concern.  

However, if you can make it, I am 

sure you that some of my friends’ 

testimonials will help you to 

understand the fantastic results 

you could get from the product.  

It’s just a casual gathering of 

friends.  I would love for you to 

come next Wednesday.  Is that 

okay with you?” 

 

J.  Handling Objections 

Every business comes across 

obstacles and objections.  If you are 

well prepared, patient, open minded 

and positive, you can accomplish 

anything. 

 

Here are some suggestions for 

handling  objections: 

 

Q:  I am busy, I have no time. 

A:  -Yes, I understand that you are 

busy but I just need a few minutes to 

tell you how you can free up your 

time forever! 

 

Q:  I am not interested… 

A:  -I was not interested at first either 

but after learned more about the 

company, I realized that working with 

HTE could not only make me 

healthier and wealthier but it would 

also fulfill my dreams.  I would like 

the opportunity to explain it to you 

before you make a final decision. 

 

Q:  I am not good at talking… 

A: - -We realize that not everyone is 

gifted at public speaking but the best 

part about Multi-Level Marketing is 

that it is a sharing business.  All you 

have to do is be honest and speak 

from your own experience.   

 

Q:  I do not have many friends… 

A:  -The number of friends you have 

is not a key factor in doing business at 

HTE.  All you need is a small group 

of people who love the products.  

They will spread the word. 

 

Q:  I am not good at sales… 

A: - -Multi-Level Marketing does not 

primarily focus on selling.  It is an 

opportunity to help people by sharing 

the rewarding benefits HTE products 

has to offer. 

Q:  Let me think about it… 

A:  -It is a great idea to think about all 

the information that we have 

discussed.  Do you have any 

questions I could answer that would 

help you better understand HTE and 

our products? 

 

Q:  I am satisfied with my current 

job… 

A:  -HTE doesn’t have to be a full 

time job.  It offers the convenience of 

working your own hours at your own 

pace.  This allows you to work at your 

current job and still make extra 

money on the side. 

 

Q:   I cannot take money from my 

friends…. 

A:  -Yes! I know that it may seem 

difficult to take money from your 

friends. But this is not to encourage 

you to take from your friends, it is an 

opportunity for you to help your 

friends improve their health and make 

money. 

 

Q:  I do not have any money… 

A:  -The Compensation Plan is 

designed to help you earn back your 

initial layout.  

 

Q:  I need to buy to join… 

A:  -Everyday we purchase items on 

without regard to whether or not it has 

an essential benefit. However, very 

seldom do we have an opportunity to 
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start a business of our own for such a 

small investment. It is a great 

business opportunity! 

Q:  -The compensation plan is similar 

to other companies… 

A:  -Some Multi-Level Marketing 

plans are similar but they don’t give 

you the advantage to make as much 

money and be healthier at the same 

time like HTE does.        

   

K.  ABC Principle 

By applying the famous ABC 

Principle appropriately, you will 

discover a very easy method to set up 

your organization effectively and to 

make each meeting a success! 

 

1.  The meaning of A-B-C 

  -A (Advisor): Consultants, 

Experts, or Experienced Sponsors  

  B (Bridge): Yourself 

  C (Customer): Prospects 

 

2.  How to apply ABC Principle: 

Before meeting:  

  Choose a knowledgeable A 

  Boast about A to C 

  Prepare all sales aids 

  -Arrange meeting location and 

time  

with A & C 

 

During meeting: 

  Introduce A 

  Let A do the talking 

  Don’t leave the meeting 

  Nod and smile but don’t clap 

  -Take notes and record the 

meeting if possible 

  Don’t be too aggressive 

  Be positive 

  -When A tries to sign-up C, B 

will encourage C as well 

 

After meeting: 

  -B discusses with A what was 

accomplished and how to improve 

the next meeting. 

  Arrange a follow-up time with 

C. 

  -If C has not signed up, bring C 

to another Home Party or an 

opportunity meeting. 

  -Don’t let C go home empty 

handed (offer sales aids, 

compensation plan, or sample 

products) so that you will have a 

better chance to sign C up at the 

next meeting. 

  -Gain knowledge of products 

and become an A yourself to help 

motivate new people. 

 

L.  Service 

Service is a key factor for repeat 

business.  Once you have made a sale, 

encourage your customer to become a 

Distributor by providing the best 

follow-up service possible.   

 

The following is a list of service steps 

that work: 

 

1. Service Steps (1-4-7) 

Within 1 days:  

Follow up to see if customer is using the 

product yet. 

 

Another 4 days:   

Follow up to make sure customer is 

using the product properly. 

Ask about their feelings for the products  

 

Another 7 days:  

Expand the results of service. 

 

 

1. -Once a person decides to 

become a Distributor, follow these 

steps: 

  -Be sure to follow up within 

the next 24 hours to keep them 

excited about the business and 

also give you an opportunity to 

share the many benefits that 

HTE has to offer. 
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 Present various sales aides 

that are      available such as 

CDs, brochures, etc. 

 Make an appointment for a 

meeting.  The new 

Distributor may want to host 

a HP with your help OR 

need to observe you in order 

to learn how to promote their 

business properly.   

 Join events.  Attend all 

meetings or conventions that 

your downline is 

participating in.  This will 

provide support for a 

Distributor who is just 

getting started. 

 Introduce downlines. If 

Distributors know one 

another, they can share 

useful techniques and ideas. 

 Properly evaluate and 

recognize your downlines.  

Be familiar with each 

Distributor’s activity in order 

to identify strengths and 

weaknesses. 

 

2. Follow up service: 

  Continue making phone calls 

  Praise and encourage 

  -Keep encouraging them to 

participate in all types of 

activities 

  -Provide more health-related 

and MLM oriented information 

  -Show an interest in their life 

  -Evaluate them to see if their 

health has improved.  If it has, 

let them know that the product 

has had a positive effect. 

 -Continue product training 

and the   proper use of the 

equipment  
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POLICIES & PROCEDURES 
 

This manual sets forth the corporate Policies 

and Procedures governing the relationship 

between HSIN TEN ENTERPRISE USA, 

INC. (hereafter HTE USA) and its 

Distributors. The Policies & Procedures, 

together with the Compensation Plan in 

Chapter 3 of this manual, are incorporated by 

reference and made part of the Distributor 

Agreement (the “Agreement”) as they are 

now or as they may be amended from time to 

time. Any reference to the “Agreement” shall 

be considered to encompass all the parts of 

the Distributor Agreement.   

 

Becoming a Distributor for HTE USA is a 

privilege.  It is the expectation of HTE USA 

that Distributors will conform to all federal, 

state and local laws regarding tax obligations, 

as well as abide by all other applicable laws, 

regulations, rules and responsibilities for 

maintaining and operating a legal and ethical 

business. 

 

 

1.   DISTRIBUTOR STATUS 

 

1.1   Becoming a Distributor   

An applicant can become a Distributor 

with HTE USA by enrolling through 

telephone, Internet, fax, or mail.  The 

registration process must be completed 

before a Distributor is eligible to receive 

commission or bonus checks.  The 

applicant’s business address must be in 

the United States or its territories and in 

which HTE USA has approved 

operations.  When an Applicant 

completes all of the following: (i) 

submits a completed and signed 

“Distributor Application Form with the 

current Distributor Agreement, (ii) pays 

the applicable membership fee, (iii) 

makes an initial purchase of an 

Entrepreneur Business Manual from 

HTE USA, (iv) receives a Distributor 

identification number and (v) receives 

written notification from HTE USA of 

their approval as a Distributor, the 

Applicant becomes a HTE USA 

Distributor for the next twelve (12) 

consecutive months. HTE USA reserves 

the right to reject, in its sole discretion, 

any Applicant for any reason. 

 

Distributors will make their best effort 

to promote  HTE USA products and 

business opportunity to consumers and 

business prospects in accordance with 

the Distributor Agreement.  In so doing, 

a Distributor agrees to maintain the 

highest standards of honesty and 

integrity and business ethics when 

dealing with customers, potential 

Distributors, HTE USA and with other 

HTE USA Distributors. 

 

1.2   Distributor Obligations and Rights 

Distributors are expected to promote 

HTE USA products and services and 

thereby participate in the HTE USA 

Compensation Plan. Distributors may 

also enroll new Distributors, subject to 

their acceptance by HTE USA. 

 

1.3   Legal Age 

Distributors must be of legal age in the 

state of their residence. 

 

1.4   Simultaneous Interests 

Distributors may not have simultaneous 

beneficial interests in more than one 

Distributor entity with HTE USA.  For 

example, an individual shareholder of a 

corporation that forms a Distributorship 

may not become a Distributor 

individually. 

 

1.5   Corporations, Partnerships, Limited 

   LIABILITY COMPANIES AND TRUSTS 

Corporations, partnerships, limited 

liability companies or other forms of 

business organizations and/or trusts may 

apply to become Distributors of HTE 

USA if the Application is accompanied 

by copy of: 

(a) Articles of incorporation, articles of 

organization, partnership 
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agreement, trust documents and/ or 

other governing documents, as 

applicable; 

(b) A complete list of all shareholders, 

directors, members, trustees, 

beneficiaries, officers, managers, all 

general partners and limited 

partners, as applicable, including 

their names, addresses and social 

security number or federal tax ID 

number; 

(c) A Federal Tax Identification 

Number for the business 

organization; and 

(d) Such other information as may be 

reasonably requested by HTE USA 

from time to time.   

 

The Distributor entity must provide HTE 

USA current and accurate information 

concerning any change in shareholders, 

directors, officers, partners, members, 

managers, beneficiaries and/or trustees, as 

applicable, including names, addresses and 

social security number or federal tax ID 

number. 

 

All shareholders, directors, officers, partners, 

members, managers, beneficiaries and 

trustees, as applicable, of a Distributor 

business organization must agree in writing to 

be bound by the Agreement and each 

personally responsible and liable to HTE 

USA). 

 

1.6   Fictitious and/or Assumed Names   

No person or entity may apply to be a 

Distributor using a fictitious or assumed 

name unless such name is registered in 

accordance with the laws of the state of 

residence and there is full disclosure to 

HTE USA of the real party in interest, 

including names, addresses, social 

security number or federal tax ID 

number and all other information 

required in Section 1.6.  

 

1.7   INDEPENDENT CONTRACTOR STATUS  

Distributors are independent 

contractors. They are not franchisees, 

joint venturers, partners, employees, 

agents or representatives of HTE USA, 

and are prohibited from stating or 

implying otherwise through any means 

of communication.  Distributors have no 

authority to bind or obligate HTE USA.  

HTE USA is not responsible for 

payment or co-payment of any 

employee benefits.  Distributors are 

responsible for liability, health, 

disability and workmen’s compensation 

insurance.  Distributors set their own 

hours and determine how to conduct 

their HTE USA business, subject to the 

Distributor Agreement which 

incorporates these Policies and 

Procedures. 

 

1.8   TAXATION 

Being independent contractors, 

Distributors will not be treated as 

franchisees, owners, partners, 

employees or agents of HTE USA for 

federal or state tax purposes. This 

includes the Internal Revenue Code, 

Social Security Act, federal 

unemployment act, state unemployment 

acts, or any other federal, state, or local 

statute, ordinance, rule, or regulation.  

Distributors are responsible for making 

payments of estimated income taxes, 

self-employment taxes, and social 

security and medicare taxes.  At the end 

of each calendar year, HTE USA will 

issue to each Distributor, if and only if 

the Distributor has earned more than 

$600.00 in a calendar year, IRS Form 

1099, as required by law, or other 

applicable documentation pertaining to 

the non-employee compensation of a 

Distributor if and only if the Distributor 

has earned more than $600.00. 

 

1.9 Distributor Identification Number 

Distributors are required by federal law 

to obtain a Social Security number or 

Federal Tax ID number.  HTE USA 

assigns a Distributor Identification 

Number to identify a Distributor for the 

purpose of conducting all HTE USA 
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business.  The Distributor Identification 

Number must be placed on all orders 

and correspondence with HTE USA. 

 

1.10 LEGAL COMPLIANCE  

Distributors must comply with all 

federal, state and local statutes, 

regulations, ordinances and tax 

obligations concerning the operation of 

their business. Distributors are 

responsible for their own managerial 

decisions and expenditures, provided 

they are in compliance with the 

Agreement, and any reporting 

requirements for other Distributors who 

are connected with their Distributor 

business organization. 

 

1.11 NO EXCLUSIVE TERRITORIES  

No franchise is granted herewith and 

there are no exclusive territories either 

for sales or for the purpose of enrolling 

new Distributors. No geographical 

limitations exist on Distributor 

enrollment or product selling within the 

United States; however, HTE USA 

reserves the right not to enroll 

Distributors, not to solicit and sell 

Product or contract with Distributors in 

specified states within the United States. 

 

1.12 OTHER PRODUCTS   

Distributors are prohibited from 

promoting, marketing, soliciting or 

selling other company’s products at any 

HTE USA sponsored event and are 

prohibited from promoting, 

representing, distributing or selling 

other company’s products which are 

similar to or competitive with the 

Products of HTE USA 

 

 

2.    DISTRIBUTOR TERM AND 

RENEWAL 

 

2.1   TERM  

A Distributor Agreement shall have a 

term that begins on the date of 

acceptance by HTE USA and ends one 

year from that date (hereafter referred to 

as the “Anniversary Date"), unless 

terminated sooner as provided herein.. 

 

2.2   RENEWAL   

Distributors may extend their 

Distributorship   status through the 

renewal of the Distributor’s 

membership.  If there has been no 

renewal of the Distributor’s membership 

prior to the Anniversary Date, the 

Distributor’s status becomes “inactive.”  

While under “inactive” status, a 

Distributor will not receive payment for 

commissions, bonuses and overrides 

earned after becoming inactive, may not 

solicit or make sales of the Products or 

disseminate current marketing materials 

and incentive information. An inactive 

Distributor, who has not been 

terminated by HTE USA, can re-

activate its membership at any time by 

paying the applicable membership fee. 

 

 

 

3.    SPONSORSHIP 

 

3.1   ENROLLING 

Distributors may enroll other members 

in the United States into their HTE USA 

Distributor’s business organization.  

Distributors must ensure that each 

potential Distributor has reviewed the 

most current Agreement, including 

Policies and Procedures, and 

Compensation Plan prior to or when 

giving the individual a Distributor 

Application Form.  In order for the new 

member to become a Distributor it must 

completes all of the following: (i) 

submits a completed and signed 

“Distributor Application Form with the 

current Distributor Agreement, (ii) pays 

the applicable membership fee, (iii) 

makes an initial purchase of an 

Entrepreneur Business Manual from 

HTE USA, (iv) receives a Distributor 

identification number and (v) receives 
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written notification from HTE USA of 

their approval as a Distributor 

 

3.2   MULTIPLE AGREEMENTS   

If an applicant submits multiple 

Applications listing different Distributor 

sponsors, only the first completed 

Application to be received by HTE USA 

will be considered for acceptance. 

 

3.3   Income Claims 

Distributors must truthfully and 

accurately describe the Compensation 

Plan. No past, potential or actual income 

claims may be made to prospective 

Distributors, nor may Distributors use 

their own incomes as indications of the 

success assured to others.  Commission 

checks may not be used as marketing 

materials.  Distributors may not 

guarantee commissions or estimate 

expenses to prospects. 

 

3.4   Transfer of Sponsorship 

Transfer of sponsorship is RARELY 

PERMITTED AND IS ACTIVELY 

DISCOURAGED by HTE USA. 

Maintaining the integrity of sponsorship 

is absolutely mandatory for the success 

of the overall organization. Any transfer 

of sponsorship is subject to the approval 

of HTE USA in its sole discretion.  

Subject to the above, the following two 

instances may result in approval of a 

transfer of sponsorship: 

(a) In the case of a termination of an 

unethical or fraudulent sponsor, the 

reorganization and transfer to a 

down line Distributor may be, in its 

sole discretion, authorized by HTE 

USA; and 

(b) A written request for change of 

sponsorship is received by HTE 

USA accompanied by signed letters 

of approval from all immediate 

affected up line sponsors. Each 

letter of approval MUST be 

notarized, and the letter must state 

clearly that all parties involved 

understand the consequences of the 

sponsorship change. 

 

NOTE that in this type of sponsorship 

change, only the Distributor who has 

petitioned for a change in sponsorship is 

moved! All down line members of a 

transferred Distributor will follow their 

transferred Distributor. 

 

 

4.    RESIGNATION/TERMINATION 

 

4.1   Voluntary Resignation 

A Distributor may voluntarily terminate 

his or her Distributor status at any time 

by sending a written notice to HTE 

USA. Voluntary termination is effective 

after receipt by HTE USA of written 

notice given in accordance with Section 

12.14.  Notification of the termination 

may be forwarded by HTE USA to any 

parties affected by the termination.  A 

Distributor who voluntarily terminates 

their Distributorship must wait six (6) 

months before being eligible to renew 

their distributorship as follows:  

(a) A Distributor, who has not been 

terminated by HTE USA, may 

reactivate his Distributor status at 

any time by renewing his or her 

membership, subject to THE USA’s 

right, in its sole discretion, to reject 

the renewal. When renewed, the 

Distributor will always retain the 

original Sponsor (down line rolls up 

to direct up line at receipt of 

notification). 

(b) (b) When a Distributor voluntarily 

terminates th Distributor Agreement 

(and/or HTE USA terminates the 

Distributor Agreement) the 

Distributor's sales organization will 

automatically roll up to the first 

active up line Distributor. 

 

4.2   Suspension  

Distributor may be suspended for 

violating the terms of the Agreement 

(which includes the Distributor 
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Agreement, these Policies and 

Procedures, the Compensation Plan and 

other documents produced by HTE 

USA).  When a decision is made to 

suspend a Distributor, HTE USA will 

inform the Distributor in writing that the 

suspension has occurred effective as of 

the date of the written notification to the 

Distributor at the address shown in the 

records of HTE USA, advising as to the 

reason for the suspension and the steps 

(if any) necessary to remove such 

suspension.   

 

The suspension notice will be sent in 

accordance with the notice provisions 

contained in Section 12.14.  Such 

suspension may or may not lead to 

termination of the Distributor's 

Agreement as so determined by HTE 

USA at its sole discretion. The period of 

suspension may be, at the discretion of 

HTE USA, any time up to one (1) year 

(until suspension is released to active 

status or termination).  The decision of 

HTE USA is final and subject to no 

review or challenge.  HTE USA may 

take certain action, in the sole discretion 

of HTE USA, during the suspension 

period, including, but not limited to, the 

following, alone or in combination: 

(a) prohibiting the Distributor from 

representing to the public and other  

Distributors that it is a Distributor 

of HTE USA or using any of HTE 

USA proprietary marks and/or 

materials; 

(b)  withholding commissions, bonuses 

and overrides due to the Distributor;  

(c) declaring forfeited all commissions, 

bonuses and overrides earned by the 

Distributor; 

(d) prohibiting the Distributor from 

purchasing Products from HTE 

USA;  

(e) prohibiting the Distributor from 

soliciting or selling any Products; 

and/or 

(f) prohibiting the Distributor to enroll 

new Distributors, communicating 

with other Distributors or attending 

conferences and meetings of 

Distributors. 

 

If HTE USA, in its sole discretion, 

determines that the violation that caused 

the suspension is continuing, has not 

satisfactorily been resolved or a new 

violation involving the suspended 

Distributor has occurred, the suspended 

Distributor may be terminated 

immediately upon delivery of written 

notice to the Distributor in accordance 

with Section 12.14. (A warning may be 

given to the Distributor prior to 

suspension). 

 

4.3   Termination  

HTE USA may, in HTE USA’s sole 

discretion, terminate a Distributor at any 

time with or without cause upon written 

notice effective on the date of the 

notification given in accordance with 

Section 12.14.  HTE USA may, in its 

sole discretion, terminate a Distributor 

without placing the Distributor on 

suspension.   

 

4.4   Effect of Termination   

Immediately upon termination, the 

terminated Distributor: 

(a) Must remove and permanently 

discontinue the use of the 

trademarks, service marks, trade 

names and any signs, labels, 

stationary or advertising or 

promotional material referring to or 

relating to any Product and any 

HTE USA plan or program; 

(b) Must cease representing itself to the 

public and to other Distributors that 

it is a Distributor of HTE USA;  

(c) Loses all rights to: (i) its business 

organization and its down line 

members,  (ii) its position in the 

Compensation Plan and (iii) to all 

future commissions and earnings ; 

(includes all monies in travel & car 

fund) and,  
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(d) Must take all action reasonably 

required by HTE USA relating to 

protection of THE USA’s 

confidential information. 

(e) Cease and desist immediately in 

promoting, marketing, offering for 

sale, soliciting or selling any 

Products. 

 

4.5   Offset   

HTE USA has the right to offset any 

amounts owed by a Distributor to HTE 

USA including, but not limited to, any 

indemnity obligation incurred herein, 

from commissions or other 

compensation due to the Distributor 

from HTE USA. 

 

4.6   Reapplication 

The acceptance or rejection of any 

reapplication of a terminated Distributor 

or the application of any family member 

of a terminated Distributor shall be 

determined, in the sole discretion of 

HTE USA. A terminated Distributor 

and/or a family member of a terminated 

Distributor, may re-apply in accordance 

with Section 1.1. 

 

4.7   State Laws 

Where state laws on termination are 

inconsistent with this Distributor 

Agreement, the applicable state law 

shall apply. 

 

4.8   Non-solicitation/Sale of Other 

Products  

As an inducement for HTE USA to 

enter into the Distributor Agreement 

and in consideration of the mutual 

covenants contained herein, Distributor 

agrees that during the term of the 

Distributor Agreement and for a period 

of twelve (12) months thereafter, 

Distributor shall not, directly or 

indirectly, on its own behalf or on 

behalf of any other person, firm, 

company or entity, solicit, induce, 

sponsor, use or hire or attempt to solicit, 

induce or hire any Distributor, 

employee, customer, supplier or vender 

of HTE USA to 

(a) (a) enter into any business 

relationship with any other direct 

sales network marketing entity; 

(b) terminate or alter his or her business 

or contractual relationship with 

HTE USA.   

   

  Furthermore, Distributor agrees that 

for six (6) months after termination 

of this Agreement whether by 

Distributor or by HTE USA for any 

reason, Distributor will not 

represent, promote, distribute or sell 

any other company’s products 

which are similar to or in 

competition with HTE USA’s 

Products in any location in the 

world where Hsin Ten Enterprises 

or the Distributors sell the Products. 

 

 

5.    TRANSFERABILTY 
 

5.1   Acquisition of Business 

If a Distributor desires to acquire an 

interest in another Distributor’s business 

organization, the  Distributor must 

receive approval in advance in writing 

from HTE USA before it may acquire 

an interest in another Distributor. Such 

approval will be made in HTE USA’s 

sole discretion.  A Distributor may only 

acquire an interest in another 

Distributor's business though a different 

business organization than the business 

organization used by the Distributor.  

The Distributor must first fully 

disclosed to HTE USA in a written 

notice given in accordance with Section 

12.14, all of the information regarding 

its desire to acquire the interest, 

including identifying the Distributor 

whose interest will be acquired, the 

amount and nature of the interest,  the 

consideration for the interest, the 

business organization that will acquire 

the interest, all of the principals in that 

business organization and such other 
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information requested by HTE USA.  

HTE USA will notify the Distributor in 

writing whether it approves of the 

acquisition. 

 

5.2   TRANSFERS TO DISTRIBUTORS 

Except as expressly set forth herein, a 

Distributor may not sell, assign or 

otherwise transfer his or her Distributor 

entity (or rights thereto) to another 

Distributor or to an individual who has 

an interest in a Distributor entity.  

Notwithstanding the foregoing, a 

Distributor may transfer his or her 

Distributor entity to his or her sponsor, 

subject to the conditions in the 

following section.  In such event, the 

sponsor’s entity and the transferring 

Distributor's entity shall be merged into 

one entity. 

 

5.3   Conditions to Transferability 

Except for an immediate family member 

of a Distributor,  Distributor may not 

sell, assign, merge or transfer his or her 

Distributor entity (or rights thereto) 

without the prior written approval of 

HTE USA and only if in compliance 

with the following conditions: 

(a) HTE USA possesses the right and 

option of first refusal with respect to 

any bonafide sale, assignment, 

transfer or merger of any Distributor 

entity. A Distributor wishing to sell, 

assign, transfer or merge his or her 

Distributor entity must first give 

written notice to  HTE USA at least 

thirty (30) days prior to the 

proposed sale, assignment, transfer 

or merger.  The notice shall set forth 

in detail the terms of the proposed 

sale, assignment, transfer or merger, 

including the sale price or other 

consideration or exchange, the name 

and address of the purchase, 

assignee, transferee or merger.  

THE USA shall have the right and 

option to purchase or transfer on the 

same terms and conditions as set 

forth in the written notice.  HTE 

USA will advise the Distributor 

within thirty (30) business days 

after receipt of such notice of its 

decision to exercise its right of first 

refusal.  If HTE USA fails to 

respond within the thirty (30) day 

period or declines exercise, the 

Distributor may make or accept any 

outstanding offer which is on the 

same terms and conditions as set 

forth in the written notice to HTE 

USA to any person or entity who is 

not already a Distributor, a member 

of the immediate family of a 

Distributor or who has any interest 

in the Distributor. 

(b) The Distributor written notice must 

include HTE USA with a copy of all 

documents which detail the transfer, 

including, but not limited to, the 

name of the purchaser, the purchase 

price and terms of purchase and 

payment and such other information 

requested by HTE USA.; 

(c) (c) A transfer fee of $100.00 must 

accompany the transfer documents; 

(d) (d) The sale, assignment, transfer or 

merger of documents must contain a 

covenant made by the Distributor 

for the benefit of the proposed 

acquirer not to compete with the 

acquirer or attempt to divert or 

enroll any existing Distributor for a 

period of one (1) year from the date 

of the sale, assignment, transfer or 

merger; and 

(e) Upon a sale, transfer, assignment or 

merger, the Distributor must assume 

the position of the Distributor and 

must execute a current Distributor 

Agreement and all such other 

documents as may be required by 

HTE USA.  HTE USA reserves the 

right, in its sole discretion, to 

stipulate additional terms and 

conditions prior to acceptance of the 

acquiring Distributor.  HTE USA 

reserves the right, in its sole 

discretion, to disapprove any sale or 

transfer. 
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5.4   Circumvention of Policies 

If it is determined, in HTE USA’s sole 

discretion, that a Distributor entity was 

sold, assigned, transferred or merged by 

a Distributor in an effort to circumvent 

compliance with the Agreement, the 

sale, assignment, transfer or merger will 

be declared null and void.  The   

Distributor entity will revert back to the 

Distributor, who will be treated as if the 

transfer had never occurred from the 

reversion day forward. If necessary, and 

in HTE USA’s sole discretion, 

additional appropriate action, including, 

but not limited to, termination, may be 

taken against the Distributor to ensure 

compliance with the Agreement. 

 

5.5   Succession  

Notwithstanding any other provision of 

this Section, upon the death of a 

Distributor, the Distributor's business 

organization will pass to his or her 

successors in interest as provided by 

Will, Trust or intestate law.  However, 

HTE USA will not recognize such a 

transfer until HTE USA receives 

certified copies of the death certificate 

and copies of the Will, Trust, or other 

instrument providing for the transfor to 

the successor in interest and the 

successor in interest has submitted to 

HTE USA a completed and signed 

Distributor Application Form with the 

current Agreement.  The successor will 

thereafter be entitled to all the rights and 

be subject to all the obligations of a 

HTE USA Distributor. 

 

 

6.    PROPRIETARY INFORMATION 
 

6.1 Distributors are entrusted with 

confidential  

        information 

Confidential Information.  During the 

term of the Agreement, HTE USA™ 

may supply to Distributor confidential 

information, including, but not limited 

to, genealogical and downline reports, 

customer lists, customer information 

developed by HTE USA™ or developed 

for and on behalf of HTE USA™ by 

Distributor (including, but not limited 

to, credit data, Distributor profiles and 

product purchase information), 

distributor lists, manufacturer and 

supplier information, business reports, 

commission or sales reports and such 

other financial and business information 

which HTE USA™ may designate as 

confidential (“Confidential 

Information”).  Distributor shall treat all 

Confidential Information with the 

utmost integrity and respect including, 

but not limited to, abiding by the 

provisions of Paragraph 34 herein. 

 

6.2   CONFIDENTIALITY AGREEMENT 

All Confidential Information (whether 

in written or electronic form) is 

proprietary and confidential to HTE 

USA™ and is transmitted to Distributor 

in strictest confidence on a “need to 

know” basis for use solely in the 

Distributor’s business with HTE 

USA™.  Distributor must use its best 

efforts to keep such information 

confidential and must not disclose any 

such information to any third party, 

directly or indirectly.  Distributor must 

not use the information to compete with 

HTE USA™ or for any purpose other 

than promoting HTE USA™ programs 

and its products and services.  Upon 

expiration, non-renewal or termination 

of the Agreement, Distributor must 

immediately discontinue all use of such 

Confidential Information and promptly 

return all Confidential Information in its 

possession to HTE USA™. 

 

6.3   INTELLECTUAL PROPERTY RIGHTS AND 

RESTRICTIONS 

HTE USA™ owns various patents, 

trademarks (as further defined in 

Paragraph 37 herein),  copyrights and 

other intellectual property (the “HTE 

USA Intellectual Property”).  Other than 
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as explicitly stated in this Agreement, 

HTE USA™ does not grant Distributor 

any license, right, or assignment to use 

in any manner, any of the HTE USA 

Intellectual Property.  Distributor shall 

have no right to reproduce, copy or 

create derivative works based on any 

materials provided by HTE USA™ to 

Distributor.  Distributor must abide by 

all manufacturers’ use restrictions and 

copyright and other protections and 

restrictions of HTE USA™ including 

but not limited to those contained in 

Paragraphs 37 and 39 of this 

Agreement.  Any copyright, industrial 

design right, design patent, or other 

intellectual property right which may be 

created in any Product, or in any sketch, 

design, advertising, packaging, label, 

tag, or the like containing or depicting 

any Product shall be the property of 

HTE USA™.  Distributor shall not, at 

any time, file any application or other 

document or instrument to       record 

any claim or interest therein.  Upon 

Manufacturer’s request, Distributor 

shall do all things reasonably required 

by HTE USA™  to preserve and protect 

said rights and the ownership by HTE 

USA™ thereof.  Distributor shall use 

the appropriate marking of © HTE 

USA, INC.    (or HSIN TEN 

ENTERPRISE USA, INC.) and other 

copyright notice information in 

conjunction with all HTE USA™ 

copyrighted materials.  Distributor shall 

use appropriate patent markings and 

notices as provided by HTE USA™ in      

conjunction with presentation of 

information regarding HTE USA’s 

patents.  Distributor hereby 

acknowledges the validity of the HTE 

USA Intellectual Property and the 

exclusive ownership of the HTE USA 

Intellectual Property by HTE USA™ 

(and its successors and assigns), 

whether or not registered.  Distributor 

agrees that it will not, at any time during 

the Term or thereafter, directly or 

indirectly, challenge, contest, or aid in 

challenging or contesting the validity or 

ownership of any of the HTE USA 

Intellectual Property or the title or 

registration thereto, whether now 

existing or hereafter obtained, either in 

the Territory or elsewhere.  Distributor 

agrees to execute any and all documents 

reasonably requested by HTE USA™ in 

order to evidence HTE USA™’s right, 

title or interest to any of the HTE USA 

Intellectual Property.  Distributor shall 

not, directly or indirectly, engage in any 

conduct which infringes, or contributes 

to the infringement of, the legal rights of 

HTE USA™ or any distributor or 

licensee of  HTE USA™.  During the 

Term, Distributor shall not negotiate 

with respect to, enter into agreements 

relating to, or participate in any business 

transaction which is inconsistent with 

the purposes of this Agreement or which 

would tend to have a material adverse 

effect on Distributor’s ability to meet its 

obligations under this Agreement.  If 

any legal proceedings shall be instituted 

by any third party with respect to the 

alleged infringement by any of the HTE 

USA Intellectual Property or by any of 

the Products on the rights of any third 

party,  HTE USA™ shall have the right, 

at its option and expense and either in 

its name, in the name of Distributor, or 

in the name of both HTE USA™ and 

Distributor, to be represented by counsel 

of its choice and to defend against, 

negotiate, settle, or otherwise deal with 

such proceedings in the Territory.  If 

any of the HTE USA Intellectual 

Property shall be declared by a court or 

other tribunal to be an infringement of 

the rights of any third party so that HTE 

USA™ may no longer use the 

Intellectual Property in the Territory, or 

the parties may no longer engage in the 

transactions contemplated by, and in the 

manner provided in, this Agreement, 

HTE USA™ shall not be liable to 

Distributor or any other person or entity 

for any damages or otherwise.  Upon 

Distributor becoming aware of such 
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circumstances, Distributor shall 

promptly notify HTE USA™ of any 

infringement, counterfeiting, or passing-

off of any of the HTE USA Intellectual 

Property or of the goods of any third-

party as Products, but shall not take any 

action, legal or otherwise, with respect 

to such infringement, counterfeiting, or 

passing-off without the prior written 

consent of  HTE USA™.  HTE USA™ 

may, in its own discretion, and at its 

sole expense, either in its own name, in 

the name of Distributor, or in the name 

of both HTE USA™ and Distributor, 

take any legal action to protect the HTE 

USA Intellectual Property against such 

infringement, counterfeiting, or passing-

off.  Distributor shall cooperate fully 

with HTE USA™ in any such action 

HTE USA™ may decide to take and, if 

requested by HTE USA™, shall join 

with HTE USA™ in such action as HTE 

USA™ may deem advisable for the 

protection of its rights.  Any recovery 

obtained in such action shall belong to 

HTE USA™.  Distributor shall have no 

right to take any action with respect to 

the HTE USA Intellectual Property or 

the Products without HTE USA™’s  

prior written consent.  HTE USA™ 

Trademark Office, with any domain 

name registrar or in any trademark 

registry anywhere in the world. 

Distributor shall not, nor shall it 

participate in a business that shall, 

manufacture, promote, distribute, or sell 

any goods or use any trademark or 

trademarks which could tend to cause 

confusion with the HTE USA 

Trademarks.  Distributor shall have no 

right to take any action with respect to 

the HTE USA Trademarks or the 

Products without HTE USA™’s prior 

written consent.  HTE USA shall not be 

liable to Distributor or any other person 

or entity for any damages or otherwise 

by reason of any infringement, 

counterfeiting, or passing-off. 

 

6.4   VENDOR CONFIDENTIALITY  

HTE USA business relationships with 

its vendors, manufacturers and suppliers 

are confidential.  Distributors must not 

contact, directly or indirectly, or speak 

to or communicate with any supplier or 

manufacturer of HTE USA except at an 

HTE USA sponsored event at which the 

supplier or manufacturer is present at 

the request of HTE USA.  

 
 
7. TRADEMARKS, LITERATURE AND 

ADVERTISING 

 

7.1 ADVERTISING AND PROMOTIONAL 

MATERIALS   

Only the promotional and advertising 

materials produced by HTE USA™ or 

approved in advance in writing by HTE 

USA™ may be used to advertise or 

promote a Distributor’s HTE USA™ 

business or to sell HTE USA™ products 

or services.  Distributor shall not 

duplicate, reprint or post on any 

website, any HTE USA™ literature, 

copyrights, images, photographs or 

materials unless Distributor has the 

express prior written permission of HTE 

USA™.  Distributor shall not make any 

claims, statements, disclosures, 

representations or warranties regarding 

the Products or HTE USA™ that are not 

printed on the Products or published in 

printed materials provided by HTE 

USA™. 

 

7.2   Use of HTE USA™ Name 

Distributor may use the name of HTE 

USA™ only in the following format:  

“John Smith – Independent Distributor 

of HTE USA™.” 

 

7.3   Stationary and Business Cards   

Distributor is not permitted to “create” 

its own stationery, business cards or 

letterhead graphics using the HTE 

USA™ trade name and/or trademarks.  

Only the approved HTE USA™ 

graphics version and wording are 

permitted and letterhead must be 
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ordered from a HTE USA™ designated 

third-party vendor directly. 

 

7.4 Distributor will receive a PRE-

APPROVED 

template in the Distributor Services 

section of the HTE USA™ website to 

design its own website in order to 

operate its HTE USA™ business.  Any 

variations must receive prior written 

approval from HTE USA™. 

 

7.5 Telephone, Yellow and White Page 

Listing   

Distributor is not permitted to use the 

HTE USA™ trade name in advertising 

its telephone and fax numbers in the 

white or yellow page sections of the 

telephone book.  Distributor is are not 

permitted to list its telephone numbers 

under HTE USA™ trade name without 

first obtaining HTE USA™ prior 

written approval.  If approval is granted 

for an “800” listing, it must be stated in 

the following manner:  “Smith, John 

and Mary – Independent Distributor of 

HTE USA™.” 

 

7.6   Telephone Answering   

Distributor may not answer the 

telephone by saying “HTE USA™” or 

in any other manner that could lead the 

caller to believe that he or she has 

reached the corporate offices of HTE 

USA™. 

 

7.7   Media Interviews  

Distributor is prohibited from granting 

radio, television, newspaper, tabloid or 

magazine interviews, or using public 

appearances, public speaking 

engagements, or making any type of 

statement to the public media to 

publicize HTE USA™, its products and 

services or HTE USA™ business, 

without the express prior written 

approval of HTE USA™.  All media 

inquiries must be referred to HTE 

USA™’s corporate office. 

 

7.8   Endorsements  

No endorsements by an HTE USA™ 

officer or administrator or third parties 

may be asserted, except as expressly 

communicated in HTE USA™ literature 

and communications.  Federal and state 

regulatory agencies do not approve or 

endorse direct selling programs.  

Therefore, Distributor may not represent 

or imply, directly or indirectly, that 

HTE USA™ programs, products or 

services have been approved or 

endorsed by any governmental agency. 

 

7.9   Recordings 

Distributor may not produce or 

reproduce for sale or personal use 

products sole by HTE USA™ or any 

HTE USA™ produced literature, audio 

or video material, presentations, events 

or speeches, including conference calls.  

Video and/or audiotaping of HTE 

USA™ meetings and conferences are 

strictly prohibited (unless pre-approved 

by HTE USA™ in writing).  Still 

photography is allowable at the 

discretion of the meeting host. 

 

7.10  Re-packaging Prohibited  

Distributor may not re-package products 

or materials of HTE USA™. 

 

7.11  Independent Communications 

Distributor, as an independent 

contractor, is encouraged to distribute 

information and direction to its 

respective downlines.  However, 

Distributor must identify and distinguish 

between personal communications and 

the official communications of HTE 

USA™. 

 

7.12 Effect of Termination 

Upon the termination of this Agreement, 

Distributor’s right to distribute and sell 

Products and use the HTE USA 

Trademarks shall forthwith terminate 

and Distributor shall immediately: cease 

the operation of the business conducted 

by it hereunder, including the 
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advertising, promotion, and/or the sale 

of Products, including the use of the 

HTE USA Trademarks on any materials 

used or distributed by or on behalf of 

Distributor; and cease all use of the 

HTE USA Trademarks and any similar 

words or phrases on any websites, as 

metatags or in any other attempt to drive 

traffic to any website including bidding 

on key words through internet 

advertisers such as Overture. 

 

 

8.   PAYMENT OF COMMISSIONS 

 

8.1   Commissions 

Only “qualified” Distributors will 

receive commission, bonuses and 

override payments each month.  A 

“qualified” Distributor is a Distributor 

who has earned forty-five (45) business 

volume points under the Compensation 

Plan.  Distributors should consult the 

Compensation Plan for a detailed 

explanation of the benefits, commission 

structure and requirements of that plan. 

  

8.2   Calendar Period 

A “calendar month” is an approximate 

30-day period within the HTE USA 

monthly incentive program. HTE USA 

offices are open Monday through Friday 

with the exception of certain holidays as 

posted year to year by HTE USA. 

 

8.3   Commission and Override Payment 

Date  

Payments are made on the 15th day of 

each month.  Should the payment day 

fall on a legal holiday, the commissions 

and override checks will be then mailed 

on the next regularly scheduled business 

day. 

 

8.4   Commission Issuance  

Commission, bonus and override 

payments will be held until HTE USA 

receives a completed and signed 

Distributor Application Form with the 

Agreement 

 

8.5   Offset of Commissions 

Any commissions, bonuses or overrides 

earned and paid to Distributors on 

Products subsequently returned for 

refund become an obligation of said 

Distributor and must be repaid to HTE 

USA.  HTE USA maintains the right to 

offset such amounts against future 

commissions and/or other compensation 

paid or owed to Distributors who are 

entitled to receive such commissions, 

bonuses and overrides. 

 
 
9. PURCHASE AND SALE OF 

PRODUCTS  
 

9.1   Payment Options   

Payment for purchases shall be made at 

the time of order. Payment may be made 

by personal check, money order, 

cashier's check, credit card, or by “fax 

check withdrawal” at HTE USA 

discretion. Payment shall include the 

full amount of the order including 

applicable shipping charges and taxes 

and be executed on the forms designated 

by HTE USA.  The Distributor is 

responsible for paying the costs of any 

returned checks plus an administrative 

fee to be determined by HTE USA.  

Said fee may change based on past 

payment history of the Distributor 

and/or the customer. Orders will not be 

processed if the payment instrument is 

cancelled or stopped.  Orders for 

Products are not effective until payment 

in full is received and accepted by HTE 

USA. 

9.2   Shipping and Handling Policy 

All products will be shipped by ground 

service once receipt of order is 

processed and confirmed and payment 

is accepted (unless 2-Day Air is 

specified). Orders will normally be 

processed within three (3) business days 

and will be shipped directly to the 

Distributor’s address of record or to a 

designated Ship-To address. All 
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promotional items will automatically be 

sent to the “ship to” address. 

 

9.3   Back Order Policy 

HTE USA will ship all available 

products within an   order once the order 

has been received and confirmed. “Back 

order” items, if any, will be shipped 

separately as soon as stock is available. 

 

9.4   Damaged Goods  

The shipping company (hereafter the 

“Shipper) is   responsible for any 

damage that occurs after it takes 

physical custody of the products.  A 

Distributor who receives damaged 

goods should use the following 

procedures: Refuse packages that have 

any noticeable damage and report this 

by calling HTE USA Customer Service 

department within 24-hours.  If damage 

is discovered after delivery has been 

accepted, save all damaged product and 

packing materials and report it to HTE 

USA . Also report the damage to the 

carrier and prepare for a possible 

inspection. 

 

9.5   Shipping Loss  

In the event a shipment is late, the 

Distributor can check the status of 

shipping online at 

www.hteamericas.com.  The Distributor 

may then contact the carrier directly to 

track the order with the appropriate 

tracking information. The Distributor 

should notify HTE if a loss should 

occur, as soon as possible. 

 

9.6   INACCURATE DELIVERY 

Unordered merchandise received as a 

result of an HTE USA error may be 

returned at HTE USA’s expense. The 

Distributor must contact HTE within 

five (5) days of receipt of the erroneous 

product and request an RA (Return 

Authorization) number. Products must 

be returned in original containers and 

must be packed properly to prevent 

damage in the return shipment. A copy 

of the shipping or packing invoice must 

be enclosed. The RA number must 

clearly be written on the outside of the 

package. 

 

9.7   Refused Shipments 

A Distributor may not refuse any 

shipment from HTE USA unless prior 

written approval from HTE USA has 

been obtained. If HTE USA determines 

that a valid reason exists for refusing 

shipment, HTE USA will instruct the 

Distributor on the proper procedure for 

making a return. Should a Distributor 

refuse to take delivery of any order he 

or she has placed with HTE USA and 

such product subsequently be returned 

to HTE USA, HTE USA shall have the 

right to place the Distributor on 

“suspension” pending resolution of the 

matter.  

 

9.8   PROMOTIONAL ITEMS  

All promotional items, which bear the 

HTE USA name or logo, must be 

purchased or otherwise obtained directly 

from HTE USA unless prior written 

permission is obtained from HTE USA. 

 

9.9   SALES TAX 

HTE USA will collect and remit all 

applicable sales and use taxes on 

Products, promotional materials, and 

services sold to Distributors based upon 

the suggested retail price of items.  If 

permitted by law, a Distributor may 

provide HTE USA a current Resale 

License or Permit issued by the state 

authority along with the Resale 

Certificate, which will permit the 

Distributor to submit tax directly to the 

state authority.  The Resale License or 

Permit must be kept current.  

 

9.10 Place of Sale   

HTE USA Products may not be sold to 

or displayed within any retail outlet, 

including, but not limited to 

supermarkets or food stores, flea 
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markets or swap meets, permanent 

restaurant  

displays, bars or nightclubs, 

convenience stores, gas stations, or any 

like establishment without prior written 

authorization by HTE USA. 

 

9.11 PRODUCT/SERVICES CLAIMS   

Distributors may make no claim, 

representation or warranty concerning 

any product or service of HTE USA 

except as expressly approved in writing 

by HTE USA or contained in official 

HTE USA materials. 

 

 

 

10. GUARANTEE AND REFUND 

POLICY 

 

10.1 Distributor Guarantee  

HTE USA offers a fourteen (14) day, 

one hundred percent (100%) money-

back, satisfaction guarantee for all 

product purchases.  If a Distributor is 

dissatisfied with any HTE USA Product 

for any reason, the Distributor may 

return that Product in sellable condition 

in its original package and shipping 

container to HTE USA within fourteen 

(14) days of purchase. Prior to the 14th 

day, the Distributor must request an 

authorization number for replacement or 

a full refund of the purchase price at the 

Distributor’s discretion.  

 

10.2  WARRANTIES  

Warranty periods vary by individual 

Product.  Check the written Limited 

Warranty that comes with the particular 

Product for specific details. 

 

10.3 EXCHANGE POLICY  

Product evaluated to be defective for 

reasons not due to misuse or 

disassembling of the unit by the user 

may be (a) exchanged for a new Product 

or (b) returned for free repair service if 

provided in the written Limited 

Warranty for the particular Product.  

Please refer to the written Limited 

Warranty that comes with the particular 

Product for details. 

 

10.4 REPAIR/RETURN  

Before returning a Product to HTE USA 

for ANY reason, contact HTE USA first 

to obtain a return authorization number. 

Follow carefully the return procedures.  

 

10.5 Buyers Right to Cancel   

Federal law grants a buyer the right to 

cancel certain sales without penalty 

prior to midnight of the third business 

day after the transaction.. 

  

 

11.  BUSINESS OVERSEAS 

 

11.1 Other Countries 

An HTE USA Distributor has the right 

to apply for membership in another 

country where there is an established 

Hsin Ten Enterprise company.  A 

Distributor must qualify and meet the 

requirements of that country’s Hsin Ten 

Enterprise  company and enter into a 

separate distribution arrangement with 

that company.  A   Distributor is then 

able to earn from more than one income 

source.  Such a Distributor must obtain 

a Certificate of Achievement from HTE 

USA to start business overseas.  The 

attained “Level” of the Distributor in 

one country is retained in the other.  

Relevant documents are also needed to 

meet the regulations set forth by the 

Hsin Ten Corporation and the foreign 

government.   

 

11.2 INDEPENDENT COMPANIES 

All Hsin Ten Enterprise overseas 

companies are independent of each 

other yet a unique network marketing 

arrangement is shared among the 

companies.  For example, Distributor A 

of HTE USA in the United States can be 

the downline of Distributor B of HTE 

Taiwan.   
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11.3  ORIGINAL UPLINE RULE 

Once an individual’s network is 

established under an Hsin Ten company 

overseas, the relationship remains 

unchangeable, i.e., the sponsor you first 

choose will always be your original 

upline - you cannot change your sponsor 

at a later time.  

 

11.4 OVERSEAS PROMOTION 

When an individual originally from the 

United States gets promoted to a higher 

level in the US, a Certificate of 

Achievement must be obtained as a 

proof to get promoted in his/her 

overseas businesses.  

 

11.5 OVERSEAS INTRODUCTION 

Introducing the Hsin Ten network-

marketing business into a country or an 

area where the company has not 

established a business is strictly 

prohibited.  

 

11.6 Residency/Work Permit 

Hsin Ten companies, regardless of 

location, are not able to sponsor 

Distributors for permanent residency or 

work permit.   

 

  

12.  GENERAL PROVISIONS 
 

12.1 Indemnity Agreement 

Each and every Distributor agrees to 

indemnify and hold harmless HTE 

USA, it’s managers,   officers, 

employees, agents and successors in 

interest from and against any and all 

claim, legal action, demand, liability, 

loss, cost of expense whatsoever 

including, but not limited to, court costs 

and attorney fees, asserted against or   

suffered or incurred by any of them, 

directly or    indirectly, arising out of or 

in any way related to or connected with 

allegedly or otherwise, that the 

Distributor’s a) activities as a 

Distributor, b) breach of the terms of the 

Agreement; and/or c) violation  of or 

failure to comply with any applicable 

federal or state, or local  law or 

regulation. 

 

12.2 Other Services and Products   

Distributors may not promote or sell 

other     company’s products or services 

at functions organized to feature HTE 

USA products.  Distributors are not 

restricted from selling other company’s 

services and products that are not 

similar or competitive with the products 

or services of HTE USA.  However, 

during the term of the agreement, 

promotion of competitive services, 

products and/or business programs with 

anyone including Distributors, is strictly 

prohibited. 

 

12.3 LIABILITY   

To the extent permitted by law, HTE 

USA shall not be liable for and each 

Distributor releases HTE USA and its 

managers, officers, and affiliates from, 

and waives all claims for any loss of 

profits, indirect or direct, special or 

consequential damages or any other loss 

incurred or suffered by a Distributor as 

a result of: a) the breach of any 

Distributor of the Agreement and/or the 

terms and conditions of he Policies and 

Procedures; b) the operation of the 

Distributor’s business, c) any incorrect 

or wrong data or information provided 

by a Distributor; d) the failure to 

provide any information or data 

necessary for HTE USA to operate its 

business including, but not limited to, 

the enrollment and acceptance of a 

Distributor into the Compensation Plan 

or the payment of commissions and 

bonuses. 

 

12.4 RECORD KEEPING   

HTE USA encourages all its 

Distributors to   keep complete and 

accurate records of all their   business 

dealings. 
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12.5 FORCE MAJEURE   

HTE USA shall not be responsible for 

delays or failure in performance caused 

by circumstances beyond HTE USA 

control, such as strikes, labor 

difficulties, fire, weather conditions, 

war, government decrees or orders or 

curtailment of a HTE USA usual source 

of supply. 

 

12.6 Violations 

It is the obligation of every Distributor 

to abide by and maintain the integrity of 

the Policies and Procedures. If a 

Distributor observes another Distributor 

committing a violation, he or she should 

discuss the violation directly with the    

violating Distributor.  If the Distributor 

wishes to report such violation to HTE 

USA, he or she must follow HTE USA 

reporting procedures.  All reports must 

be made in writing. The letter must 

contain the date the violation is being 

reported and the legible name, address 

and telephone number of the Distributor 

reporting the violation. The reporting 

Distributor is requested to provide as 

much documentation and substantiation 

as possible, such as: receipts, date 

material was received (please send the 

envelope with the cancellation date if 

reporting improper mailings, if 

possible), verification letters from other 

Distributors present when the violation 

occurred, location where the violation 

can be observed or found if the violation 

is ongoing.  The reported violation will 

be reviewed and the final decision will 

be the sole discretion of HTE USA. 

 

12.7 AMENDMENTS  

HTE USA reserves the right to amend 

the Agreement, Policies and Procedures, 

its retail prices, Product and Service 

availability and type and the 

Compensation Plan at any time without 

prior notice as it deems appropriate. 

Amendments will be communicated to 

Distributors through official HTE USA 

publications or voice and e-mail. 

Amendments are effective and binding 

on all Distributors as of the date of 

issuance.  In the event any conflict 

between the original documents or 

policies and any such amendment, the 

amendment will control. 

 

12.8 NON-WAIVER PROVISION  

HTE USA exercises any power under 

these   Policies and Procedures or to 

insist upon strict compliance by any 

Distributor with any obligation or 

provision herein, and no custom or 

practice of the parties at variance with 

these Policies and Procedures, shall 

constitute a waiver of HTE USA right to 

demand exact compliance with these 

Policies and Procedures. HTE USA 

waiver of any particular default by a 

Distributor shall not affect or impair 

HTE USA rights with respect to any 

subsequent default, nor shall it affect in 

any way the rights or obligations of any 

other Distributor.  Nor shall any delay 

or omissions by HTE USA to exercise 

any right arising from a default affect or 

impair HTE USA rights as to that or any 

subsequent default.  Waiver by HTE 

USA can be effective only in writing by 

an authorized officer of HTE USA. 

 

12.9 Governing Law   

The Distributor Agreement and these 

Policies & Procedures shall be governed 

by the laws of the State of New York. 

 

12.10 VENUE 

The Distributor agrees that any legal 

action   arising in connection with the 

Agreement and/or its distributorship 

must be brought in the Federal or State 

courts located in the State of New York, 

County of Suffolk and the Distributor 

consents to such jurisdiction. 

 

12.11 ENTIRE AGREEMENT 

The Policies and Procedures, as 

amended from time to time, are 

incorporated into the Agreement and, 

along with the Compensation Plan,         
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constitute the entire agreement of the 

parties regarding their business 

relationship. 

 

12.12 SEVERABILITY   

If under any applicable and binding law 

or rule of any applicable jurisdiction, 

any provision of the Agreement, 

including these Policies and Procedures, 

is held to be invalid or unenforceable, 

HTE USA shall  have the right to 

modify the invalid or unenforceable 

provision or any portion thereof, to the 

extent required to be valid and 

enforceable, and the Distributor shall be 

bound by any such modification.  The 

modification will be effective only in 

the jurisdiction in which it is required. 

 

12.13  Limitation of Damages  

To the extent permitted by law, HTE 

USA and its affiliates, Distributors, 

manager, officers, employees and other 

representatives shall not be liable for, 

and Distributors hereby release the 

foregoing from, and waive any claim for 

loss of profit,     incidental, special, 

consequential or exemplary damages 

which may arise out of any claim   

whatsoever relating to HTE USA 

performance, non-performance, act or 

omission with respect to the business 

relationship or other matters between 

any Distributor and HTE USA, whether 

sounding in contract, tort or strict 

liability.  Furthermore, it is agreed that 

any damages to a Distributor shall not 

exceed, and is hereby expressly limited 

to, the amount of unsold HTE USA 

programs, services and/or products of 

HTE USA owned by the Distributor and 

any commissions owed to the 

Distributor. 

 

12.14 Notice   

Any communication, notice or demand 

of any kind whatsoever, which either 

the Distributor or HTE USA may be 

required or may desire to give or to 

serve upon the other shall be in writing 

and delivered by registered or certified 

mail, postage prepaid, return receipt 

requested, or by personal service.  If 

addressed to HTE USA as follows: 380 

Smith Street, Farmingdale, NY 11735 

or if to the Distributor, to the last 

address on file with HTE USA. Any 

party may change its address for notice 

by giving written notice to the other in 

the manner provided in this Section. 

Any  

such communication, notice or demand 

shall be deemed to have been given or 

served on the date personally serviced 

by personal service or on the date 

shown on the return receipt or the other 

evidence if delivery is by mail. 

 

 

13. GLOSSARY OF TERMS 

 

Breakaway Bonus:  Bonus paid to 

Presidents and above for breakaway 

Presidents in their organization.  Bonus 

has a percentage payout on the first 4 

levels of Presidents and on the 5th level 

and down Presidents – a shared infinity 

bonus. 

 

Commission Earnings Statement:  The 

statement that accompanies your 

commission check.  The period begins at 

12:01 CT on the first day of the month 

and ends the last day of the month. 

 

Country Side Tax:  When a person lives 

in the countryside and should not be 

charged a city tax. 

FaxCheck:  When a personal check is 

faxed to HTE on a FaxCheck Payment 

Authorization Agreement.  This allows 

the payment to be debited from the 

payer’s checking account. 

 

Genealogy: Another name for your 

downline – the names of all the people in 

your organization. 

 

Leg:  A leg is a linkage to you to a person 

you sponsor, to a person they sponsor and 
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so on.  Each person you sponsor starts 

another leg in your downline.  Legs are 

important as you work toward qualifying 

status. 

 

Order by:  Distributor or customer 

receiving product and/or commissions. 

 

Original Sponsor:  Original person who 

has sponsored a new Distributor.  That 

person receives credit on the first 

purchase only if using a placement 

sponsor. 

 

Placement Sponsor:  When a new 

Distributor is being placed somewhere 

else in the organization, the Placement 

Sponsor is where that new Distributor 

would be placed under.  The Placement 

Sponsor would not receive credit from 

the first transaction; the original Sponsor 

would receive credit.  The Placement 

Sponsor would receive all future 

commissions and points. 

 

PGBVP:  The total commissionable value 

of the products purchased by you and 

your downline in your open group each 

calendar month.  PGBVP is Personal 

Group Business Volume Points. 

 

Shared Infinity Bonus:  This is a bonus 

received by only HTE Presidents and Star 

Presidents from the 5th generations and 

down which is shared with other leaders 

in that leg. 

 

Qualified:  Meeting all requirements to 

be eligible to receive a commission check 

for the particular month. 

 

Qualifying Volume:  The volume you 

must reach whether personal or group 

(Presidents and up) in the month to 

qualify to receive a breakaway bonus. 

 

Tax Exemption:  Documents given to a 

person or organization to be exempted 

from sales or use tax because they are a 

non-profit organization or are foreign 

diplomats, etc.  Customers may also be 

exempted from sales or use tax if they fax 

a copy of their resale certificate, business 

permit, etc. along with the correct form 

filled out. 

 

 

14.  FAQs 

  

Q)  What do I have to do to become exempted 

from paying sales or use tax on my 

orders? 

A)  The Distributor and/or customer needs to 

supply HTE with the proper paperwork 

(retail license, sales & use tax certificate, 

business permit or any official document) 

given to you by the State explaining your 

tax-exempt status.  This must be faxed to 

HTE along with the company form to 

filled out. 

   

Q)  What do I have to do to become exempted 

from paying sales or use tax on my 

orders? 

A)  The Distributor and/or customer needs to 

supply HTE with the proper paperwork 

(retail license, sales & use tax certificate, 

business permit or any official document) 

given to you by the State explaining your 

tax-exempt status.  This must be faxed to 

HTE along with the company form to 

filled out. 

   

Q)  Why am I charged a city tax if I live in the 

countryside? 

A)   If you can provide proper paperwork 

from the city stating your address is 

countryside address – city tax will not be 

applied to you. 

 

Q)   Do I receive a 1099 at the end of the year 

on earnings? 

A)   If in a calendar year, HTE pays out more 

than $600 (USD) to you in commissions 

and bonuses – a 1099 will be sent to you 

as an individual.  Corporations do not 

receive 1099’s.  In the event that you lose 

your 1099 for tax purposes, please 

request another one. 
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Q)  I requested a refund on my charge card - 

how long does it take to show? 

A)  After return is made, charge card 

statement should reflect adjustment 5-7 

days later. 

 

Q)  Why is The Chi Machine® considered a 

passive aerobic exercise machine? 

A)  During use, The Chi Machine can 

stimulate gangliated nerves, expand 

capillaries, enhance the ability to inhale 

oxygen so that it can reach cells located 

deep into tissues and between cell 

boundaries, increase the oxygenation of 

blood, and activate cells.  This respiratory 

oxygen process is a key to increased cell 

metabolism and improved health. 

 

Q)  Why does “swinging” with The Chi 

Machine for fifteen minutes have the 

effect of walking 10,000 steps? 

A)   Research shows that when you swing on 

The Chi machine for 15 minutes, it can 

produce the same effect as walking 

10,000 steps.  In other words, it can 

consume the equivalent amount of 

calorie-burning oxygen consumed during 

one and one half-hour’s of walking.     

 

Q) Can I watch TV or chat while using The 

Chi Machine? 

A)  No, while using the machine you need to 

totally relax.  Distractions will reduce the 

effectiveness. 

 

Q) I have just had surgery.  Can I use The Chi 

Machine? 

A)   No.  You cannot use it unless the wound 

is closed or healed.  In addition, it should 

not be used during early pregnancy or 

shortly after  

 

Q)  Why do you have to remain lying still for 

two or three minutes after using The Chi 

Machine? 

A)  When the Chi Machine stops, it is highly 

recommended that you not immediately 

get up.  “Chi” is sending messages 

throughout your body.   

 

Q)  Has the efficacy of The Chi Machine been 

verified as a health device by any 

recognized agency?  

A)  Yes, it has.  It has been verified and 

certified in Japan as well as the United 

States and Canada and other countries.  

Morever, it has been patented in many 

countries. 

 

Q)  Does The Chi Machine have a satisfaction 

and after-sales guarantee? 

A)   Yes.  Buy it with confidence.  We offer a 

14-day satisfaction guarantee and a two-

year warranty. 

 

Q)  Why do you have to drink water before 

and after using The Chi Machine? 

A)   Before and after using The Chi Machine 

you have to drink some water to help 

facilitate the removal of circulatory and 

metabolic waste from the body by the 

way of urine.  This promotes good health. 

 

Q)  I will be moving to Europe.  Can I use the 

Chi Machine and HotHouse® there? 

A)  We manufacture both a 120V/60Hz (Item 

#6013) and a 220V/50Hz (Item#6014) 

version of The Chi Machine.  Because 

The Chi Machine motor does not 

function well on a transformer, we don’t 

suggest using 120V/60Hz Chi Machine 

in Europe.  We recommend you acquire 

the 220V model.  The HotHouse is only 

manufactured in a 120V version but it 

can be used successfully in Europe as 

long as a transformer of sufficient 

capacity is used. 

   

Q)   I have friends in Australia.  How can I 

run my business there? 

A)  First, get an Overseas Distributor Level 

Certificate.  Fax the form to the HTE 

Australian office and simultaneously 

purchase The Chi Machine®.  Also, 

provide them with information about 

your Australian friends.  According to 

company policy, we cannot issue 

commission checks overseas. 
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Q) Why must I provide my Social Security 

number when I make my application as a 

distributor? 

A)  The IRS requires it.  The IRS requires 

those  

 in the US to withhold 30% of any 

commission check if the Distributor has 

not provided a Social Security number. 

 

Q)  I placed my order from abroad.  Do I 

have to pay duty? 

A)  Yes. Customers are themselves 

responsible for    paying duties, which 

vary from country to country. 

 

Q) Can I put HTE’s name on my personal 

literature? 

A)  HTE regulations specifically and 

expressly prohibit anyone from using 

HTE company names, letterheads or 

logos without prior approval by HTE   

corporate management.  

 

Q)  Does the company have its own Web site? 

A)  Yes, we do.  The address is 

www.hteamericas.com. 

 

Q) Why isn’t the speed of The Chi Machine 

adjustable?  

A)  A speed-adjustable would not be helpful 

or beneficial.  A faster speed could cause 

dizziness, fatigue, or strain.  Moreover, a 

faster speed is noisier and might also 

cause additional stress.  Conversely, a 

slower speed wouldn’t have any positive 

effect to our health.  The speed of our Chi 

Machine is a result of rigorous and 

thorough research.  It precisely conforms 

to the human body’s metabolism.   

 

Q)  Why do I experience a dry-mouth and 

sometimes feel tired after I use the 

HotHouse®? 

A)  Using the HotHouse can stimulate blood 

circulation.  You will perspire slightly 

while using it.  Harmful substances will 

be discharged from your body by the 

enhanced circulation and by elimination.  

Therefore, water intake is extremely 

important.  Adequate water intake can 

bring added beneficial effect.   Overuse 

of the unit or insufficient water intake 

causes dry-mouth.   
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This Chapter serves as a guide for those of 

you who are getting started.  It will also give 

great pointers to those already active as 

Distributors.  These guidelines have been 

proven to be effective around the world.  If 

you stay focused and follow the guidelines set 

forth you will be on your way to growing a 

flourishing organization. 

 

1. THE ACTION PLAN OF A 

SUCCESSFUL HTE 

ENTREPRENEUR 
 

1st Month:  Week 1 

 

   Use the Products! By using the 

products on a 

daily basis, you will quickly be able to 

create your own testimonials about the 

products, and turn your testimonials 

into a fortune. 

  Don’t share the products with anyone 

during 

the first week. First research and gain 

an in depth understanding of the 

following: 

 

   Health industry, company history,  

   company background 

   Products – usage and benefits 

   Compensation plan 

   Establish a commitment to the 

business 

 

   Practice the MP1 presentation -You 

want to be  

able to know how to successfully 

present the products and the business 

opportunity in both a group and a one-

on-one setting 

   Construct a “memory jogger” – List 

the names 

of at least 100 people as potential 

partners 

   Ask your sponsor 2 questions a day 

about HTE. 

This helps to establish a relationship 

between you and your upline and 

provides you with valuable 

information. 

   Attend all meetings and training 

offered by both 

the company and your upline leaders 

   Establish your own a personal e-mail 

address 

 

Computer technology is the main 

communication channel for the 21st 

Century.  Social media (Apps) and E-

mail are an efficient and convenient way 

to transfer information in an instant to 

virtually anyone, anywhere around the 

world.  HTE is sending e-mail updates 

containing valuable business information 

on a regular basis to our members. Make 

sure you are in contact with our 

headquarters and send us your email. 

You can sign up for free email with 

www.yahoo.com or www.hotmail.com or 

download social media (Apps) from Play 

Store or Apple Store. 

 

Week 2 

 

   Introduce the HTE business 

opportunity to 2  

people per day 

   Recruit as least 1 person to join your 

downline 

   Attend all meetings and trainings 

   Bring new people with you 

   Learn as much as you can 

   Continuously adjust your attitude to 

be  

   positive, effective and significantly 

productive 

   Don’t be afraid of failure 

   Don’t take no for an answer 

   Keep trying and NEVER give up! 

 

Week 3 

 

   Repeat the steps for week 2 

  Make adjustments according to your 

experience 

so that you may improve on your 

techniques 
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Week 4 

 

   Repeat the steps for week 2 & 3 

Keep making adjustments according 

to your  

experience so that you may improve 

on your techniques 

 

2.   TOP SECRETS FOR SUCCESS WITH 

HTE 

 

   Teach your downlines how to teach 

their down 

lines to teach! Duplication is key! 

   Do not think of yourself as a 

salesman!  

 Find people who are just like you!  

Positive, 

aggressive, optimistic, friendly,   

outgoing, determined, etc… 

   Be persistent, go for the gold and 

NEVER give 

up! 

   Join all meetings and trainings 

offered by both 

the company and your upline leaders. 

   Send us your email address. 

 

3.   GENERAL SUGGESTIONS: 
 

   99% of your time should be spent on 

searching 

for like-minded business people to 

join your organization, and 1% of 

time should be spent on talking about 

the product with your prospects. Many 

people do the opposite, and spend 

most of their time trying to persuade 

people into buying one unit. If you 

spend more time searching for 

potential Entrepreneurs, and teach 

them how to do the same, your 

organization will expand 

exponentially. 

 

   Take advantage of our programs such 

as The  

Chi Machine® Loaner Program (See 

Chapter 4) or the Total Health Spa 

Installment Plan on the next page. 

Hearing is appealing, seeing is 

believing, but trying turns into buying!

  

 

   Host home parties or meetings, post 

attractive 

flyers and allow plenty of time to 

prepare for your meeting. This will let 

people to feel more comfortable. Also, 

collect positive responses from the 

audience after they experience our 

products.  This will help influence 

purchasers’ buying decisions.  

 

   Purchase and promote the Total 

Health Spa.  

Not only are you promoting a top-of-

the-line total health management 

system, but also you will advance 

through the Distributor levels six 

times faster and your commission 

checks will demonstrate the power of 

this concept.   

 

 Purchase Dr. Inoue’s book titled 

Aerobic  

Respiration Exercise And Health 

(Available for purchase at HTE). Use 

this book as your informational guide 

on The Chi Machine and it’s benefits. 

What better way to learn than from 

the inventor himself!  
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ENROLLMENT & START-UP 
PROCEDURE  
 

1.   NEW DISTRIBUTOR APPLICATION 

FORM 
New Distributors must complete the New 

Distributor Application Form provided in 

this Chapter and return it to HTE USA 

via mail or FAX. 

 

2. HOW TO USE THE HTE WEB SITE 

 

http://www.hteamericas.com 

 

Explore our Web site and you’ll find out 

more about our products and business 

opportunity, read our newsletters, 

download forms or get details about the 

latest incentives and promotions.   

 

We’re especially proud of the 

functionality we   provide to our 

Distributors in the “Membership” area.  

You can manage your business 24 hours 

a day, 7 days a week.  For example, in 

the “Membership” area, you can: 



 Place an order 

 Sign up a new Distributor 

 Obtain an invoice #  

 Track a shipment 

 View your achievements and points 

to-date 

 Change your profile 

 View and print our your Genealogy 

Report 

 View your total downline by region 

and month 

 

3.   HOW TO ORDER PRODUCTS 

The fastest way to place your orders is 

online at our Web site or order via FAX. 

 

4. ORDER FORM AND PRODUCTS 

PRICE LIST 

Included in this Chapter is a hard copy of 

our Order Form, as well as our Product 

Price list.  We suggest you make extra 

copies of the Order Form for your use 

and keep the original in this binder. 

 

5.   FAX PAYMENT FORM 

A Fax Payment Form has been included 

in this Chapter.  Again, we suggest you 

make extra copies of this form and keep 

the master copy in this binder. 

 

6.  SOQI BED LEASE TO OWN  
PROGRAM USA     

       
APPLICATION FORM 

 

 

 

 





 Phone: 1-800-291-6088 (LA) / 1-800-547-1510 (NY)

First Name/ Corp Name MI Last Name Assigned ID No.

First Name / Corp Name                                                                                        MI                       Last Name MI Last Name ID No.

First Name / Corp Name                                                                                        MI                       Last Name MI Last Name ID No.

ID No.

56

Date:      /      /

A

A

Chi Machine SDM-888 50

43

LA: 17578 Rowland St. City of Industry, CA 91748

Applicant (Distributor)

Order Section

Placement Sponsor
(Where applicant will be placed)

Fo
r 

N
e

w
 A

p
p

li
ca

n
t

First Name / Corp Name                                                                                MI                     Last Name

Ms.

Corp.

Original Sponsor
(The person referring the applicant)

DESCRIPTION

New Distributorship

ORDER FORM

A

Questions? Please Call a Customer Service Representive at: (800) 547-1510 NY Office OR (800) 291-6088 LA Office

AMr.

NY: 25 S. Service Rd., Suite 220, Jericho, NY 11753

HTE USA, Inc.
 HSIN TEN ENTERPRISE USA, INC.

S.S.NO.:

E-Power

Advanced Electro Reflex Energizer

SE018A2

SR002A2

QTY AMOUNT

SS001F2

90SY010G2

ITEM #

A90000D

SOQI Ceramic Heater

ORDER BY

1) Shop online at: www.hteamericas.com, OR
2) Send your order via Fax at: 626-575-3969 LA Office

631-454-1601 NY Office

PRICE BVP

$549.00

$29.95

$999.00

$480.00

$649.00

Ship To       Do Not Ship, To Be Picked Up Bill To Remark

Name

Payment Information

   Master Card   VISA  AMEX   Discover

City State Zip

Card Holder's Name (Please Print)

Country / Foreign Country Phone 
Security Code

Street Address Expiration Date

Order Placed By
Name Contact # City State Zip

Phone Signature
* HTE will confirm all faxed orders as soon as possible. If a Customer Service Representative does not confirm your 

faxed order within one hour, please call:   1-800-291-6088 (LA) / 1-800-547-1510 (NY)

Total***

Freight*

Subtotal

Sales Tax**

Street Address

#: @: 

#: @: 

#: @: #: @: #: @: 

#: @: 

#: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: 

#: 5 Paks 10% discount, 10 Paks 20% discount; @: 5 Paks 30% discount, 10 Paks 50% discount.#: 5 Paks 10% discount, 10 Paks 20% discount; @: 5 Paks 30% discount, 10 Paks 50% discount.

#: @: #: @: #: @: #: @: 

#: @: #: @: 

#: @: #: @: 

#: @: #: @: 

#: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: #: @: 

* Whitin the Continental US, freight charge will be calculated as follows: $18.00 for Chi Machine; Adv. Electro Reflex Energizer 

and E-Power.  $40.00 for SOQI Ceramic Heater; $350.00 for Full Grande SOQI Bed. Freight may be taxable based on state   

regulation and "Ship to Address."

**Restocking Fee: The person who places the order will be responsible for a restocking fee of 30% of the order price if the order 

is returned to the company in any of following conditions: (I) the receive refused to accept the order. (II) UPS is unable to 

reach the receiver after 3 attempts of delivery. For tax exempt sales please call customer service.

* If a customer places an order using any free shipping promotion and the order is refused or returned,the free shipping will be voided  

and deducted from the amount to be reimbursed.

This section is reserved for office use only.

Rev. 01/18







 

HSIN TEN ENTERPRISE USA, INC. 
NY OFFICE: 25 S. Service Road  Suite#220  Jericho, NY 11753 / Tel: 631-454-1600 / Fax: 631-454-1601 

LA OFFICE: 17578 Rowland St. City of Industry, CA 91748 / Tel: 626-575-9969 / Fax: 626-575-3969 

 

www.hteamericas.com 

Grande SOQI Bed Lease to Own Program 
USA Application Form 

I would like to enroll in HTE’s SOQI BED leasing program.  I have reviewed the terms and conditions below and I agree to abide by the terms and conditions stated in this 

document.  

 

Applicant’s Name:________________________________ Applicant’s Phone #: (     _  )_______________Fax: # (   _    )__________________  

(Please print)  

 

Distributor Name: ____________________________Distributor #: A___________ Phone # (  _     )_____________Fax: # (_       )____________   

Credit Card Information: 

Type: ____Master Card        ____Visa        ____ AMEX        ____Discover 

Credit Card #:  ____________________________________ Expiration Date: _________________ CVC: ____________ 

Card Holder’s Name:  _____________________________________________________________________ 

Street Address: __________________________________________________________________________ 

City:  ______________________________________     State: __________     Zip:______________________ 

County: ________________________________________________________________________________ 

Phone No: (____)__________________  FAX: (____)________________  e-mail: ____________________________ 

Signature:  _______________________________________________________________ 

INSTRUCTIONS:  Complete this Application Form and return it via Fax to HTE for processing.  The applicant will be notified of his/her 

acceptance into this program within 3 business days. 

TERMS AND CONDITIONS 
• I AGREE TO PAY a $35.00 Application Processing Fee and allow HTE to charge the credit card indicated above for this amount.   

• This program is available to new distributors in the United States (excluding Hawaii, Alaska, and Puerto Rico) with minimum FICO credit score of 600.  

• All BVP will be awarded in the month when the initial down payment is made.  Commissions will be paid out at a percentage rate proportionately equal to the percentage rate of 

payments.  

• The lessee of the SOQI BED SET will be immediately promoted to Supervisor upon completion of the down payment.   

•          Supervisor status will revert to Distributor status if customer makes a return or does not complete the leasing program.  

• Payment methods are by credit card (Visa, Master Card, Discover, or American Express).  

• Credit card deductions for lease payments will be made on the 20
th

 of each month. For months in which the 20th falls on the weekend, credit card deductions will be made the 

following Monday.  

• The lessee of the Grande SOQI Bed is legally responsible and required to complete all payments (i.e. the down payment and the monthly payments).  No product return 

will be accepted once the lessee has agreed to the lease contract.  Hsin Ten Enterprise USA, Inc. reserves the right to take legal action against the lessee if there shall be 

any breach of the lease contract, especially incomplete monthly payments. 

• The lessee is responsible for sending the Grande SOQI Bed back to Hsin Ten Enterprise USA, Inc at the end of the lease unless the last payment of $1420 (plus sales tax) is 

made. Hsin Ten Enterprise USA, Inc reserves the right to take legal action against the lessee if the lessee fails to send the Grande SOQI Bad back to Hsin Ten Enterprise USA, 

Inc. at the end of the lease contract. The lessee must send the Grande SOQI Bed back to Hsin Ten Enterprise USA, Inc. within 30 days after the lease has ended. 

• Limited to one leasing plan per individual.  

•         HTE reserves the right to amend or change the terms and conditions of this program at any time, without prior notice.  

 

 

 

 

 

 

 
 

Applicant’s Signature:  __________________________________________(Date)__________________  

� I. Grande SOQI Bed 

A. Down Payment: $1500 (plus tax and $250 shipping charge) with 90 BVP 

B. Monthly Payment: $180 /per month with 10 BVP x 11 months 

         C.    The Last Payment:  

       a. Buy it: $1420 (plus tax) with 182 BVP.  OR, 

      b. Return: return shipping fee $350* 

 

SOQI Bed Leasing Program 



 

 

NY OFFICE: 25 S. Service Road  Suite#220  Jericho, NY 11753 / Tel: 631-454-1600 / Fax: 631-454-1601 

LA OFFICE: 17578 Rowland St. City of Industry, CA 91748 / Tel: 626-575-9969 / Fax: 626-575-3969 

www.hteamericas.com 

 

 

Grande SOQI Bed Lease to Own Program 

USA Application Form 

 

PLEASE PRINT ALL INFORMATION CLEARLY.  READ, SIGN, DATE THIS APPLICATION AND FAX BOTH PAGES TO:   

626-575-3969 (Los Angeles) or 631-454-1601 (New York) 

PERSONAL INFORMATION  

Applicant’s Name:  ______________________________________________ Birth date: _________/_________/___________  

Driver’s License Number: ________________________ State: ________ Social Security Number:_______/________/_________  

 

RESIDENCE INFORMATION  

Current Address: 

_________________________________________________________________________________ 
(Street Address)      (City)   (State)   (Zip)  (Apt. #)  

EMPLOYMENT INFORMATION  

Current Employer Name:  ____________________________________ Employer Phone :(___)______-___________  

Employer’s Address: 

 

__________________________________________________________________________________________________          
(Street Address)      (City)    (State)   (Zip)  (Suite. #)  

 

Position:_________________________________   Annual Income $:  ____________  Phone(___)_______-___________  

I hereby authorize General Data Services to use any consumer reporting agency, credit bureau or investigative agency to 

confirm the information contained herein, pertaining to my employment, credit history, prior tenancies, character and to 

obtain a credit report and verify bank references and to disclose such information to the owner/agent or representative in 

support of this application.  I have completed this application and recognize that the truth of the information contained herein 

is essential.  

___________________________________________________________________________ 
APPLICANT’S SIGNATURE                                       DATE  
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THE CHI MACHINE®
 

Therapeutic Massager 

 

History 

The Chi Machine®  Therapeutic Massager 

is the culmination of 38 years of research 

and development by Dr. Shizuo Inoue, a 

medical  visionary and the developer of 

the world renowned Chi Machine. 

 

The Chi Machine®  Therapeutic Massager 

helps virtually anyone locally relax 

muscles with little or no conscious effort. 

Simply recline your body, facing the 

ceiling, with both feet placed in the 

specially designed footrest. The Chi 

Machine®  rocks the entire body from 

side to side in a gentle undulating motion. 

 

The patented precision design of this 

innovative  medical device utilizes 

optimum body positioning  to achieve the 

ultimate in local muscle relaxation. This 

design also provides temporary relief 

from minor muscular aches due to 

overexertion. Dr. Inoue spent decades 

researching the relationship between  

body movement and minor muscular pain   

and tension caused by fatigue or 

overexertion. He was inspired by 

watching goldfish swim. Dr. Inoue 

theorized that perhaps the steady 

undulating movement causes a massaging 

effect upon the body of the fish. He 

wondered whether the same effect would 

be achieved, if humans were able to 

imitate the movements of a fish.  

Engineers took his basic concept and 

created the technical design for The Chi 

Machine® . 

 

“The pattern of motion that the machine 

generates in the human body uses 

minimum effort and achieves maximum 

results,” says Dr. Inoue. “It relaxes 

muscles locally,  temporarily increases 

our comfort, adds temporary relief  to 

minor tension in muscles from fatigue or 

overexertion. It can also  increase our 

sense of comfort, through the temporary 

relief of minor muscle pain and aches, 

due to fatigue or overexertion.” 

 

Features & Benefits 
 

Massage is the manipulation of soft tissue, 

for the  purpose of increasing overall 

comfort, by temporarily  relieving minor 

muscular pain and discomfort. 

 

The first records of massage date back 

3000 years to early Chinese folk medicine. 

Western civilizations were introduced to 

the benefits of massage by Greek and 

Roman physicians. The Chi Machine®    

blends the ancient arts with modern 

technology for  a unique experience. The 

Chi Machine®  maximizes the movement 

of the body which helps to provide  

prompt temporary relief. Fatigue or 

excess physical exertion can generally 

lead to minor muscular aches, pains and 

tension. The Chi Machine®   supports 

temporary relief from these conditions 

without creating undue stress to bodily  

structures or additional muscular 

overexertion. Because the massage 

generated by The Chi Machine®  is 

performed while you are reclining and 

relaxed, with weight removed from the 

spine, you will immediately notice a 

sense of extreme comfort. The Chi 

Machine®  has gained an excellent 

reputation for its solid construction and 

outstanding benefits. Unlike many types 

of medical devices, The Chi Machine®   

is easy to use. 

 

 

 

How do I use my Chi Machine? 

 

Place the machine on the floor. Lie on 

your back and place your ankles in the 

grooves of the footrest on top of the 

machine. Set the timer switch to activate 

the machine for the number of minutes 

you desire. First time users should start 

with 2-5 minutes.  
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The footrest will begin to move back and 

forth, carrying your feet briskly from side 

to side. This movement will carry up 

through your legs and torso, throughout 

your entire body, causing you to undulate 

back and forth exactly, like a fish 

swimming in water!  

All you have to do now is relax and 

breathe deeply, letting The Chi 

Machine®  rock you gently but firmly for 

a maximum of 15 minutes. When the time 

is up and the machine stops, remain lying 

down for another two to five minutes, 

relaxing and breathing deeply, enjoying 

the remarkable comfort and feelings of 

relief.  

Although The Chi Machine®  is an 

effective and safe method of massage 

therapy, its use is NOT advised in the 

ollowing situations without prior medical 

advice: during pregnancy; within three 

months of having had major surgery or 

bone fracture; if suffering from serious 

heart disease, or a serious infection; if 

suffering from any bleeding injury, or if 

suffering from epilepsy. Additionally, the 

Therapeutic Massager should not be used 

within 30 minutes after eating a meal. 

 

If, while using The Chi Machine® , any 

new or increasingly severe pain occurs, 

discontinue use of The Chi Machine®  

and consult your physician.  

 

Additional features 

More features of the new SDM-888 The 

Chi Machine®  include: 

  

1)  Improved noise insulation - A noise    

absorbing cushion is added inside to 

effectively damper the sound level.    

  

2) Durability improvement - Additional 

stability has been added to the footrest to 

increase durability and sturdiness.  

3)  With the upgraded material used, The 

Chi Machine SDM-888 has a smoother 

and quieter movement.  

 

4)  A stronger base and construction 

allows people of all sizes to enjoy the 

pleasure of The Chi Machine.  

5)  The new fully enclosed design of the 

motor provides better protection during 

shipping and transportation. The 

electrically insulated design of the entire 

machine ensures the highest safety 

standard. 
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CERAMIC HEATER 
FIR TOPICAL WARMING UNIT  

 

SPECIAL FEATURES 
 
• The Importance of 8 - 10 micron  Far 

Infrared Rays:  
Normal human body temperature is 

98.6˚F. Most of our body heat is typically 

lost in the infrared range of 8-10 micron, 

explaining why a room full of people 

becomes warm. So, if we generate 8 - 10 

micron of infrared heat and direct it at the 

body, it matches the radiant energy being 

lost and restores balance to provide 

optimal comfort. 
 
• Innovative Technology 

The "Super Radiant Heating Surface" of 

the SOQI CERAMIC HEATER is 

covered with a very fine, multi-faceted, 

acute silicone surface manufactured in 

New Mexico. When rays are scattered in 

all directions by the multitude of surfaces 

created by these silicone crystals, the 

effectiveness of the 160 degree span is 

amplified. The radiant transmission area 

is increased some 10-fold. It simply 

wouldn't be possible to produce the 

effective warmth of the SOQI CERAMIC 

HEATER without the combination of 

these two concepts: proper wavelength 

and a special reflective silicon surface. 

 

BENEFITS & FEATURES  
 

• Wide 160 Degree Heating Surface 

The arched 160 degree design 

exponentially increases therapeutic 

coverage. This unique design is the 

hallmark of the SOQI CERAMIC 

HEATER. 

 
• Simple to Operate  
The SOQI CERAMIC HEATER provides 

its warmth without making contact with 

skin. Just set the timer and relax. So 

simple and convenient, it consumes a 

mere 5 cents worth of electricity per 

hour! 

 
• Digitally Controlled with a Built-in 

Safety Feature 
The surface temperature is automatically 

controlled by a built-in, specially 

designed regulator which monitors the 

temperature setting while a safety device 

helps prevent overheating. 

 
• Small and Portable 
The convenient size of the SOQI 

CERAMIC HEATER is designed to be 

just right for home use. You will be 

thrilled with the unique qualities of the 

SOQI CERAMIC HEATER. It is a must 

have in your home! 

 

DIRECTIONS: 

Use a maximum of 15 - 60 minutes, twice 

daily. You will experience warmth and 

comfort, similar to the feeling you get 

from a good massage. Use it on a regular 

basis for best results. A very slight 

reddening of the skin is normal. 

 

Warning: 

• This device should NOT be used by 

anyone with a heart or other medical 

conditions, opens sores, with a pacemaker, 

or by anyone with serious high blood 

pressure.  

• Maximum: 60 minutes, twice daily. 

Timer has a maximum of 60 minutes. 

Avoid using the device continuously.  

•Do not use on overly sensitive skin areas. 

Do not use this product over your face or 

head.  

• Avoid overexposure. Overexposure can 

cause premature aging, skin injury, 

hyper-pigmentation and redness.  

• Avoid contact with your body. If any 

red marks appear please stop using this 

product immediately and consult a 

physician.  

•The unattended use of this product by 

children or the disabled is not 

recommended.  
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SOQI Bed 
 
A Total Health Spa 
 

 

The SOQI Bed incorporates HTE's 

unique Multiple Energy Approach 

inspired by the concept of energy healing 

and a "back to nature" approach as your 

gateway to improved health. 

 

Features & Benefits: 

 

 Ultimate total health spa experience 

built into a specially designed massage 

table. 

 

 Effective way to achieve wellness and 

get your daily exercise at home. 

 

 Relaxing music via USB connection to 

put the body in the right state of mind. 

 

 Durable, multifuctional design 

 

 Suitable for everyone - home health 

care, fitness centers and spas. 

 

 Safe, simple and a natural way to 

achieve good health. 

 

 

Features 

 

Chi Machine – A product that blends the 

ancient   arts with modern technology for 

a unique and therapeutic experience 

 

Triple Ceramic Heater – FIR topical 

warming unit 

 

Massage Table – Soft comfortable 

professional bed designed for relaxation 

 

 

Spa Music – Special arrangements of 

music for the ultimate spa experience 

 

Built in MP3 Player – Customize your 

experience with music of your choice 

 

Two Piece Bed Body- Convenient and 

easily transportable 

 

Horizontal Handles – Engineered for easy 

Ceramic Heater maneuverability 

 

Ergonomically Designed Pillow- Tailored 

to conform to your unique shape and size 

 

Control Panel- User friendly, touch 

control panel allows access to all features 

while laying down 

 

Posterior Face Cradle – Provides the 

option of lying face down for back relief, 

healing and massage 

 

Hidden Sub-Storage- Space for your 

extras and personal belongings 

 

Triple FIR Heat Strips-Insulates Ceramic 

Heater to emphasize FIR effect 

 

FIR Curtains-Dual curtains for front and 

rear to maximize FIR effect 

 

Three Ceramic Heater Extensions- 

Ability to adjust Ceramic Heater 

dimensions 

 

Two Armrests-Useful when Ceramic 

Heater are used outside of the SOQI Bed 

 

Bed Body Curtain – covers table and 

interior adding to the SOQI Bed’s 

attractiveness 
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ADVANCED ELECTRO REFLEX 
ENERGIZER™ 
 
More Than A Foot Massager –  
It's A Full-Body Experience! 

 

Reflexology 

It is believed in ancient China, that the 

bottoms of the feet can be divided into 25 

parts, each representing different parts of 

the body. The modern theories of 

Reflexology deal with the principle that 

there are “reflex areas” in the feet and 

hands that correspond to all the glands, 

organs, and parts of the body. By using 

the thumb and fingers on these “reflex 

areas”, one can relieve stress and tension, 

and help nature achieve “homeostasis”. 

The Advanced Electro Reflex Energizer 

has many features and benefits based on 

these concepts. 

 

 

Exclusive Features and Benefits 

 Heating area (foot pads) keeps feet 

warm and soothed by heat stimulation. 

 Helps to relax tight muscles before 

running, walking, or any other 

exercise routine. 

 Choose from circulation-increasing 

oscillation actions including: 

pounding, relaxing, massaging and 

auto. 

 Computerized programs vary the 

speed and intensity of the oscillation 

massage automatically. 

 A control dial is available to let you 

set just the right amount of massage 

intensity. 

 Easy to use timer, which can be set 

from 5 to 60 minutes, in 5 minute 

intervals. 

 Replaceable electro-pads used to 

pinpoint and stimulate additional 

areas such as your neck, shoulders, 

and back. 

 Portable and lightweight for travel 

use. 

 Able to combine the use of 3 sets of 

electro pads and foot massage at the 

same time! 

 

A Full Body Experience... 

Not just another foot massager, the 

Advanced Electro Reflex Energizer 

utilizes low frequency stimulation to 

provide the ultimate feeling of relaxation 

-NO other machine can compare! 

 

Use you’re Advanced Electro Reflex 

Energizer to promote your well-being. 

Just 5 to 60 minutes a day with the 

Advanced Electro Reflex Energizer will 

help your feet feel better, further relax 

and revitalize your entire body. Foot 

massage promotes the circulation of your 

blood while loosening tense muscle 

tissues. Unwind with the Advanced 

Electro Reflex Energizer and feel the low 

frequency acupressure “fingers” gently 

massaging the bottoms of your feet as 

you drift into complete relaxation. You 

can also attach the electro-pads anywhere 

on your body and use the controller to 

adjust the intensity, time, and massage 

mode -then just sit back and let the 

electro-pads do the work. 

 

WARNING 

The Advanced Electro Reflex Energizer 

should NOT be used if you have any 

acute diseases, open sores, a serious heart 

condition, are using a pacemaker, or have 

serious high blood pressure. If you are 

pregnant, nursing a baby, have any 

medical condition (including allergies and 

skin disorders), or are taking any 

medication, you should consult with your 

doctor(s) prior to use. 
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E-Power 
 

New Negative Potential Body Energizer 

 

A Technological Breakthrough in 

Electronic Health Care Products 

 

E-Power was designed to provide 

Negative Potential Energy (Energy for 

Rest) with High Frequency Energy (More 

ATP). Using your body as capacitor, E-

Power generates 70KHz of high 

frequency electrical waves, creating an 

internal energy that will balance and 

revitalize you.  

 

As E-Power increases the temperature of 

your subcutaneous skin, Negative 

Potential Energy spreads throughout the 

entire body, relaxing you and creating a 

balanced electrical field.  

 

Negative Potential Energy with High 

frequency balances the functions of 

cations (positively charged ions) and 

anions (Negatively charged ions) on both 

sides of the cell membrane. It is an 

energy source that your body needs not 

only to survive, but to thrive! 

 

E-Power is the source you need to bring it 

to you! 

 

Why do we need to increase Electric 

Potential? 

 

Since there are 30-40 millivoltages in a 

cell membrane in your body, and 

approximately six trillion (6,000,000,000) 

cells in the whole body, the total electric 

potential is a very considerable number.  

 

In addition, the electric potential in the 

human body decreases with age, and the 

reduction of electric potential can cause 

illnesses. For this reason, it is necessary 

to increase the electrical potential to 

increase health. HTE developed E-Power, 

so that you can easily increase your 

electric potential.  

 

It is suitable for everyone in the family.  
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FIR PAD 
 

Not Your Ordinary Heating Pad 

 
The FIR Pad can rapidly generate high 

temperatures thanks to the latest high-

tech heating ceramics. The highest 

temperature can reach up to 131°F.  

 

The  FIR Pad can be used on the 

shoulders, waist, back buttocks, abdomen 

and legs. The soothing heat will provide 

warmth to the body. 

 

Features & Benefits: 

 Innovative technology which 

achieves and maintains consistent 

temperature for maximum results. 

 Soft machine-washable cover for 

easy care 

 Well made and durable 

 Portable and easy to use 

 Ideally designed to work on most 

areas of the body. 

 

The FIR Pad is Easy and Convenient! 

 

HTE has thought of every detail to make 

the SOQI Pad a product that can be used 

with confidence by people of all ages.  

- Easy to unlock - just press any key for 1 

second. 

- Selection from 1 – 60 minutes of heat - 

just press the (T+) and (T-) keys. 

- Temperatures in °C and °F are displayed 

on the screen simultaneously. 

- Choose from (20-55°C or 68-131°F) 

with the (up °C) and (down °C) keys. 

- Taking care of your SOQI Pad is easy - 

thanks to the removable cover! 

 
Caution: When used by senior citizens, 

children or disabled persons, the FIR Pad 

should be used with proper observance by 

someone else. The temperature should also be 

watched carefully! 
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FIR Waist Support 
 

Over 27 years of experience in back 

support product, New developed waist 

belt.   

 

All Products are made in Taiwan.  
 

FEATURES - 

 

1. Bio ceramic rubber slices:  

Using your own body temperature to 

activate heat to enhance healing 

process. 

- Better Flexibility 

- Longer Heat Retention 

- Increase heat efficiency by larger 

coverage 
 

2. Ergonomic design: 
Double layers Elastic band 

- Fit all body shape 

- Maintain body posture 

 

 

3. Back Support -  
Special plastic material with memory 

feature – sustain to its shape after each 

administration. 

 

 

4. Top grade accessories -  
*For durability with great comfort. 

 Enhanced stitching and knitting area 

on the waist support, the threads will 

not fall off and lasting longer 

 Upgrade to heavy-duty Velcro for 

connect area, practical and durable 

 Special Design, with exquisite 

material providing better ventilation 

for your body 

 

5. Product distinguishing feature – 

Variety of sizes, suitable for your needs 

• Variety of sizes, suitable for your 

needs. 

• Increased width of the waist band, add 

more protection for your lumbar and 

vertebra. 

 

S Waist 23-27 inches 

M Waist 28-32 inches 

L Waist 33- 37 inches 

XL Waist 38-43 inches 

XXL Waist 44-52 inches 
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BetaLoe®
 

 

A Daily Dietary Supplement for the Immune 

System 

Certified Pure and Active 

 

Beta-1, 3-D Glucan and Aloe Vera: A 

Powerful Combination! 

BetaLoe is a proprietary blend of Beta 1, 3-D 

glucan particulate polyglucose from 

Saccharomyces cerevisiae and Aloe from the 

Barbadensis Miller whose purity and 

biological activity is guaranteed and carries 

the Seal of the International Aloe Science 

Council. 

 

BetaLoe is a safe, non-toxic, natural 

substance, which activates white blood cells. 

Helps to restore and balance an immune 

system and also maintain a healthy immune 

response. Wound healing, tissue regeneration 

and repair, anti-aging, protective barriers 

against radiation are all benefits of BetaLoe. 

 

It is a powerful antioxidant and a free radical 

scavenger. Helps to maintain joint health and 

also can be used as an anti-inflammatory. 

Relieves gastrointestinal discomfort and 

maintains a healthy cardiovascular system. 

 

The immune system is made up over one 

trillion white blood cells, which are 

responsible for the protection and 

maintenance of every other cell in the body. 

The first thing that you should consider in a 

health regimen is an immune modulation 

potentiator. 

 

Beta-1, 3-D glucan (Beta Glucan): 

 Breakthrough in Preventative 

Nutrition 

 Tissue Regeneration and Repair 

 Protective against Radiation 

 Safe, Non- Toxic, Natural 

 Anti-Neoplastic Effect 

 Potent Anti-Oxidant Properties 

 

Aloe Vera: 

 Arthritis Joint Pain 

 Gastrointestinal Relief 

 Coronary Heart Disease 

 Antioxidant 

 Wound Healing 

 Anti-Inflammatory 

 Anti-Aging 

 Immune Restoration 

 Biological Vehicle 

 Anti-Neoplastic 

 

Synergistic effect of Beta-1 , 3-D glucan and 

Aloe Vera 

 

With the immune army, we look at a series of 

complex carbohydrates to act as the keys into 

the locks that keep immune cells running at 

an optimum rate. The glucan polyglucose and 

the aloe polymannose serve as the multi-

purpose keys to immune health. 

 

The history and substantiated data that 

supports both Beta Glucan and Aloe Vera is 

so abundant, it is overwhelming to consider 

these two formidable compounds together. 

Harvard, Tulane, University of South 

Carolina, Baylor, and Louisville along with 

others in the field of immunology agrees with 

these facts. Furthermore, the FDA has 

established the safety of it, and tens of 

thousands of individuals have been using 

these materials, along with medical doctors, 

for up to 30 years. 

 

As the foundation for good health, long life 

and an attractive appearance, the prudent 

person looks to BetaLoe. Make absolutely 

sure that the product you buy has been 

appropriately tested to assure quality; safe 

from contamination and, that a therapeutic 

serving is verified in each capsule. 

 

There is one company has met ALL these 

standards... 

 

...We exclusively distribute BetaLoe 
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Go Green 
 

Fuel for the Entire Body 

Dietary Supplement 

 

 

Go Green is designed to energize, 

revitalize, alkalinize, cleanse, facilitate 

mental energy, support a healthy immune 

system and much more… 

 

Go Green consists of a well balanced 

blend of 77 quality ingredients for your 

daily diet to include… 

 Organic garden and leafy greens, 

vegetables, grasses, sprouts and 

mushrooms 

 Plant-based enzymes 

 Antioxidants 

 Blend of beneficial herbs 

(including Chinese Traditional) 

 Friendly Probiotics 

 Sea trace minerals 

 

Go Green is… 

 Grown in mineral-rich soils 

 Harvested at peak nutrient levels 

for maximum phytonutrient value 

 Low temperature processing 

maintains nutrient value, plus live 

enzyme and probiotic action 

 High nutrient density - ingest less 

for optimum nutrient level 

 

Go Green has… 

 No additives 

 No preservatives 

 No dairy 

 No artificial colors 

 No chemicals 

 No MSG 

 

Just One Powerful Scoop of GoGreen 

is Equal to… 

 

 Apples (Vitamin A) 

 Bananas (Vitamin E) 

 Blackberries (ZINC) 

 Ears of Corn (Calcium) 

 Beets (Vitamin C) 

 Tomatoes (Iron) 

 Asparagus (Magnesium) 

 

Go Green helps… 

 Prevent chronic acidosis 

 Feed the body alkalizing 

nutritional supplements and stay 

pH balanced 

 Develop a positive mindset and 

sustain a healthy lifestyle 
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SOQI-Zyme 
 

A Professional Dietary Supplement 

for the Promotion of Optimal 

Digestive Health 

 
What are enzymes? 

 

Proper digestion is vitally important for 

optimal health and digestive enzymes 

play a key role in the process of 

assimilation – the absorption of nutrients 

into the body after digestion. 

 

Their function is to break down all types 

of food into nutrients that the body can 

use for energy and other functions. 

 

Missing enzymes cause poisonous toxins 

which make it difficult to release, causing 

harm to our body. 

 

Unfortunately, modern diet has foods that 

have been over-processed or over cooked 

- destroying the enzymes. 

 

What is SOQI-Zyme? 

 

- Powerful enzyme dietary supplement 

soothing to the stomach 

- Naturally restores body's enzyme 

balance for healthy digestive system and 

improved energy 

- Has 10 plant based enzymes to help 

promote digestive system and help 

break down foods 

- Provides beneficial intestinal functions 

and release unwanted substances 

- Uses a low heat process to ensure ALL 

enzymes are not destroyed and work 

exceptionally well 

- Will enhance the release of vital 

nutrients for energy and overall well-

being 

 

 

 

 

 

SOQI-Zyme provides a complete 

enzyme supplement. 

 

The ingredients found in SOQI-Zyme are 

truly powerful and effective in helping 

with the digestive system. 

 

SOQI-Zyme
TM

 is manufactured by the 

same company as Go Green. 

 

This enzyme supplement is a must have 

for every family. It's just that good! 

 

Suggested Daily Use: 

 

3 times a day with each meal (take 1-3 

capsules per meal) 

For infants and children less than 4 years 

of age or if you are pregnant, lactating, 

taking medication or have a medical 

condition, consult your healthcare 

professional before using this product. 

 

 

WARNING: This product contains a chemical 

known to the State of California to cause birth 

defects or other reproductive harm. 

California's Proposition 65 entitles California 

consumers to special warnings. We care about 

our customers' safety and hope 

that the information on this website,  helps 

with your buying decisions. 
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SOQI CircuGo 
 

 

The Breakthrough  
 
Everyone today recognizes the 

importance of a healthy diet in preventing 

disease and in promoting longevity and 

quality of life. HTE is proud to introduce 

a revolutionary breakthrough in 

nutritional supplements - SOQI CircuGo - 

an energy drink with fruit and herbal 

extracts. Made with a patented 

biotechnology process, the SOQI 

CircuGo formula combines a wide variety 

of ingredients to provide a potent blend of 

antioxidants and phytochemicals. 
 
Measuring Antioxidant Strength  

 

Oxygen Radical Absorbance Capacity, or 

ORAC, is the scale used to measure how 

effective a food or substance is at 

absorbing free radicals. SOQI CircuGo 

has a ORAC value of 60700 µmole 

TE/100ml. Each 100ml serving of SOQI 

CircuGo also contains: 

- 1,100,000 units of SOD enzyme 

supplement 

- 1630 µg/g(ppm) of polyphenol 

 

The unique SOQI CircuGo formulation 

contains a powerful blend 

of phytochemicals, polyphenols and super 

active oxide disproportionate acid to help 

supplement your daily diet. SOQI 

CircuGo contains no fiber so the 

antioxidants and nutrients can be easily 

and quickly be absorbed by the body.  

 
Feature Benefits  

 
1. Contains a variety of rich high-unit 

integrated phytochemicals.  

2. High plant polyphenols and superoxide 

dismutase activity.  

3. Each bottle contains more than 300,000 

units of SOD-Like activity ingredients.  

4. Smaller molecules for easy absorption, 

which will not be destroyed by gastric 

acid.  

5. Pure high-energy drink without  

artificial colors.  

6.GMP automatic packaging on an 

aseptic production line.  

7.Low-temperature vacuum concentration 

technology retains greater nutrients 

from the fruits and vegetable.  

8. Made from herbicide and pesticide-free 

fruits and vegetables.  

9. No bitter or sour taste.  
 

Directions for Use  
 
Take one bottle of SOQI CircuGo daily 

before any meals. 
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Body Profile 

 

CREATE A SLENDER BEAUTY LOOK! 

 

BIANCA BODY PROFILE™ CREAM 

works to provide a slenderized look to the 

whole body. It gentle softens and hydrates all 

skin types, leaving the skin looking softer, 

smoother and more radiant. Helping to make 

it look as if you have a new figure. Whether 

to treat a localized area or your entire body, 

this magic cream will help you create a 

healthy and attractive looking figure - easily 

and comfortably. 

 

Ingredients: CAFEISILANE C, GINGER 

CINNAMON ESSENCE OIL 

 

Directions: Follow this simple two-step 

program for a more attractive figure and 

better health: 

 

1.   Apply twice daily: Upon arising, drink a 

glass of water. Then, apply the cream to 

any area of the body you would like to 

treat and massage it in. Repeat at night 

after bathing. Continue this regimen 

every day without interruption to 

achieve the desired results. 

 

2.   Place an adequate amount of the cream in 

the palm of your hand and massage it 

around your stomach and lower 

abdomen areas. Simply massage that 

area - 100 times in a horizontal direction 

and then again in a vertical direction.  

 

The cream is fresh smelling, smooth, and 

greaseless. It is quickly absorbed into the skin. 

There is no need to rinse it off after 

massaging it in.  

 

Note: Increase daily water consumption. 

Reduce the consumption of sugars and empty 

calories. 

 

 

 

 

These statements about the nutritional 

products and Bianca have not been evaluated 

by the Food and Drug Administration.  These 

products are not intended to diagnose, treat, 

cure or prevent any disease. 

 
 


