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15% Sales 
Commission 

24% Sales
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Commission40% Sales 
Commission

 

32% Sales 
Commission

9% Override 
Bonus 

 
(24% - 15% = 9%)

8% Override 
Bonus 

 
(32% - 24% = 8%)

17% Override 
Bonus 

 
(32% - 15% = 17%)

 

 

 

8% Override 
Bonus 

 
(40% - 32% = 8%)

16% Override 
Bonus 

 
(40% - 24% =16%)

25% Override 
Bonus 

 
(40% - 15% = 25%)

25% Override 
Bonus 

 
(40% - 15% = 25%)

 

16% Override 
Bonus 

 
(40% - 24% = 16%)

8% Override 
Bonus 

 
(40% - 32% = 8%)

 
Qualifications = 
Registration +  

45 BVP 

  
360 BVP 

 

2475 BVP 
+ 

2 Supervisiors

14760 BVP + 4 
Managers or 2 First 
Level Managers + 4 

second level 
Managers 

3-12 Presidents
with 

500 PGBVP

Sales Commission = X% x 10 x BVP 
 

Override Bonus = Your commission % minus that of your 
closest level downline's commission %. To receive an 
override, the downline's level must be below yours. 
Example = If you are at the Manager level, and your 
Downline at the Distributor level makes a  sale/purchase, 
you will receive 32% - 15% = 17%       
Override Bonus if there is no Supervisor between you. If 
there is a Supervisor between, your Override will be 32% -
24% = 8% Override Bonus. 
 




