TERMS OF USE - CODE OF ETHICS
Al Distributors are required to observe the HW Distributors’ Code of Ethics at all times. The Company reserves the right
to terminate any distributorship at any time for violation.

Distributor’s Pledge:
1. I will follow the highest standard of honesty and integrity in conducting the HW Business.

2. | will abide by the HW Distributors’ Rules & Regulations and the Direct Sales Act at all times.

3. I will not resort to any fraudulent act in promoting the Company's business at the expense of the direct selling industry,

the Company and fellow distributors.

4, | will present the Marketing Plan accurately and honestly, clearly portraying the level of efforis required to achieve the

sales target without overstocking.

5. Iwill not make negative or disparaging remarks about the Company, its products, officers and employees, or other people,

products or firms. | will be respectful to the Company as well as the direct selling business.

6. | will not retail the Company’s products at below or above the prescribed or authorized prices.

7. 1 will not use the Company's trade name(s), information, literature, advertising material and gathering of people or other

Company's resources to enhance other business interests.

8. | will continuously strive to ensure that my customers and fellow Distributors are satisfied with the Company’s products

and my service.

DISTRIBUTOR'S RULES & REGULATIONS

The following HW Distributors’ Rules & Regulations are implemented with the purpose of safeguarding the rights and
regulating the obligations of its Distributors rather than restraining their independent business activities. In order to mould
yourself to be a responsible and ethical HW Distributor, you must understand and abide by the Rules & Regulations,
which have the objective of building a healthy business networking environment for your long term and profitable business
at HW, promoting unity and positive harmony among fellow Distributors, and between Distributors and the Company. Your
strength and success as an HW Distributor is a collective effort, founded upon the enduring partnership of commitment
and trust thal exists between the Company and our Distributors.

It is the responsibility of each Distributor to ( i ) read, understand, adhere to and ensure that he/she is aware of and
operating under the most current version of the Rules & Regulations; ( ii ) update their contact details and
correspondence/email addresses as the Company will send communications to the Distributor's last known address as
stored in its database. Each Distributor agrees that the relationship between a Distributor and the Company is entirely
contractual. Accordingly, the Company will not recognize any claim by a Distributor that the relationship is or has been
quasi-contractual, has arisen by implication from any continuing practice or course of action, has been verbally authorized
by any employee of the Company in contradiction of the Rules & Regulations or policy, or is otherwise implied in fact or in
law.

The HW Distributors’ Rules & Regulations in their present form and as amended by the Company from time to time
without giving prior notice to be incorporated into and form an integral part of the Distributor Application Form and
constitute part of the contract between the Company and the Distributor.

1 Eligibility to Become a Distributor
a) Any individual who is of legal age residing in Malaysia, Singapore and Brunei can apply to be an HW
Distributar by completing the Distributor Application Form manually or via e-registration. Any application in the
name of a company or a third party will not be accepted.

b) The Company reserves the right to reject any application without assigning any reason whatsoever.

C) A Distributor of the Company must not be an existing agent, representative, employee or spouse of an
employee of the Company.

d) All applications must be sponsored by an existing authorized Distributor.

2) A legally married couple is allowed to apply the distributorship for both parties with condition that one of them
must be directly recommended by another party. In the event of a violation, the two are to be penalized
together, and even terminated.



f)

The new joining spouse also may to become of his/her direct recruit downline without affecting the existing
organisation network.

2 Bonus Payment

a)

b)

c)

All Bonuses are computed monthly based on the SV month.

Monthly Bonus will be banked-in on or before 15th of the following month. In some unforeseen situations,
there may be delays due to external factors beyond the Company's control.

Upan receiving their monthly Bonus Statements, Distributors should check to ensure the figures are accurate.
Any queries should be made within 14 days from the issuing date of the statements, failing which the Bonus
Statement is deemed correct.

3 Rectification Pracedure For Violation of the Rules & Regulations

a)

b)

Violation of the Rules & Regulations is a serious issue and constitutes a breach of contract by the Distributor.
It is likely to cause a negative impact not only on the business of the independent Distributors involved, but
also of others. At the same time, it may cast a dishonourable image and negative impression on the Company,
its Distributors, business partners, officers, shareholders, Board of Directors and agents or the general public,
media and relevant authorities.

The Company pravides guidance and advice in rectifying any violation and when the severity of the situation
warrants, it shall take appropriate action against the Distributors involved. In the event of violation, the
following procedure shall be observed:

I)  Upon any violation of the Rules & Regulations, a complaint has to be lodged immediately with the
Company. The complainant may have to fill in the Customer Service Complaint/Request Form, giving details
pertaining to the nature of the alleged violation. The complainant must also inform his/her upline about
the complaint lodged against the Distributorconcerned.

il)  Upon receiving the complaint, the Company shall notify the Distributor concemed, demanding a swift
response and give him/her the opportunity to explain himself/herself regarding the alleged violation.

iii) In the event the Company finds that the information provided by both the complainant and the
Distributor concerned is inadequate, the Company reserves the rightto request for more details from either
party. The Company may at any in time withhold commissions under the marketing plan and whatever
product campaigns and incentives, or withdraw benefits and privileges of the Distributor pending the final
outcome of the investigation.

IV) Upon securing all details pertaining to the alleged violation as claimed by the complainant, the
Company shall talk to the Distributor concerned, ensuring that the violation is not repeated. If
necessary, the complaint lodged shall also be submitted for further discussion by the Company in
consultation with the Management and top leaders.

V) If by acting on the principle of impartiality, the Company is convinced that the only way to rectify the
established violation is to suspend or terminate the distributorship of the Distributor concerned, it shall
write a letter informing the Distributor concerned about its decision. The letter shall be posted through
registered mail to the last known address of the Distributor as listed in the Company's database and
the postmark shall be taken as the proof of receipt. In the event of suspension, the letter shall state a
brief description of the complaint lodged against the suspended Distributor, in addition to spelling outthe
necessary stepsinrectifying his/herbehavioraswellasthedeadline for their compliance.

Vi) Failure onthe suspended Distributor's partinrectifying hisfher behaviorwithinthe deadline stipulated shall
eventually lead to termination of his/her distributorship.

vii) The Company reserves the right to take necessary actions against the terminated Distributor and
demand any compensation for damages and legal costs incurred, if any.

Viil) The Company reserves the rightto amend orchange any part of the above procedure when
necessary without giving prior notice.

The Company shall send a registered letter to inform the Distributor about the suspensionftermination of



)

his/her distributorship.

The legally married couple that registered as distributors, if either party violates the rules, both shall be
punished to avoid any fraudulent case.

4 Representations Made ByDistributors

a) Distributors shall present the Company’s products and HWs Marketing Plan truthfully and fairly. The
Distributors shall not disseminate or spread any inaccurate and untruthful information related to the Company
and Company’s products.

b) It must be made clear that the Company's programmes are based on sales of the Company's products. It shall
be stated that profits only come through diligent and committed efforts.

C) Distributors shall not make claims on any of the Company’s products other than those found in current
Company literature and/or labels. If the reputation of the Company is damaged for this reason, the Distributor
concermned will be held responsible for all costs or damages arising from such action. Furthemrmore, they shall
not bind or commit the Company to any setilement related to such costs or damages.

d) All statements regarding product description and use must conform is every way to the written policies of the
Company.

5 Labeling and Packaging

a) Distributors shall not alter, relabel, repackage, rebundle, unbundle, sell in loose form, or otherwise change any
of the Company’s products or sell any product under any name or label other than that authorized by the
Company.

b)  All products of the Company shall be marketed and sold in its original form and packing.

€) Distributors shall not display or sell the Company's products in any public or private places unless prior written
approval from the Company has been obtained.

6 Pricing

a) No Distributor is allowed to under-price or over-price any product of the Company for the purposes of gaining
higher profits or promoting sales.

b) This action may warrant termination andfor legal action by the Company.

C) The integrity of HW's Marketing Plan and the confidence of other Distributors should be upheld at all times.

d) Under-pricing or over-pricing in the above context means:

) All products of the Company shall be sold at its Retail Price as prescribed or approved by the Company.
No Distributor is allowed to raise or lower the price of any product.

il)  No Distributor is allowed to carry out their own promotion unless with prior written approval from the
Company.

iii) Products obtained during promotions or with purchase offers shall be sold at its retail price.

iv) A Distributor is not allowed to instigate, encourage, indulge and teach downlines to obtain bonus rebate/
refund of commission in order to be more competitive in pricing.

V) A Distributor is not allowed to resell the Company’s products to their downlines, sidelines and other
groups without the submission of sales report to the Company.

Vi) A Distributor is not allowed to purchase/sell to the staff of the Company and vice versa.

7  Advertising and Use of Name

a)

b)

Distributors shall not advertise the Company's products and/or its Marketing Plan without the prior written
consent of the Company except by use of the exact language used in the Company’s printed materials.

Apart from printed materials that the Company may supply and/or sell to Distributors, a Distributor should not



use the name of the Company, the Company's logo and/or other representation of the Company without prior
written approval of the Company. Upon expiration, suspension/termination of a distributorship, the affected
Distributor:

1) Shall remove and discontinue the use of all the Company's signs and/or any other representations; and

ii) Shall not use any name, sign, label, stationery, products name, copyrights, designs and/or any printed
material related to any of the Company's products.

C) Distributors may not register or use any of the Company's name(s), trademark(s), logo(s) or product name(s)
in any website, URL (Uniform Resources Locator) address, Domain name, electronic media advertising or
other forms of advertisement.

d) In case of violation, the company reserves the right to pursue with legal action.

Cross-Sponsoring
a) No Cross-Sponsoring of distributorship shall be allowed. Cross-Sponsoring in this context means:
i) Signing up an existing Distributor from another group.

il) Signing upthe spouse when the husband is already a Distributor or vice versa.

iii) Signing up under another sponsor to operate his/her distributorship when hisfher distributorship is still
valid.

V) Allowing other people or relatives to use his/her distributorship to do business.
b) In the event of Cross-Sponsoring, the following actions shall be taken:
1 i) The distributorship of the Distributor who signs up Distributors of other group shall be terminated.
i) All Distributors involved shall be transferred back to their original sponsor.
2 i) Ifthe spouse “A” of a Distributor “B" is found to have signed under another group.

ii) “A’s™ distributorship will be terminated and all of “A’s” downline Distributors shall be transferred to “B".

3 i) fDistributor “A"is found to have used other people’s or relative “B's"distributorship under anather group to
carry out business.

ii) “B's” distributorship will be terminated and all of “B’s” downline Distributors shall be transferred to “A”.

C) The Company reserves the right:
i) Towithhold bonus payment of the offending Distributor.

il)  Toterminate the offending Distributor at the Company's discretion,

Resignation, Self-Suspension, Termination, Death or Incapacity

d) Distributors who have a minimum of 1SV (PS) in any SV month within their distributorship period will maintain their
distributorship for the subsequent 12 months from the SV month that they made the last purchase. Thereafter, their
distributorship will be terminated automatically at the end of the 12th SV month.

b) A Distributor whose distributorship has expired can only reapply to be a Distributor again after 1 calendar month
from the expiry date. Expiry date is always brought forward to end of the calendar month.

C) E.g. Ifthe distributorship expires in SVg 2018 (30th September 2019), a new application can only be submitted from
1st November 2019 onwards.

d) Any Distributor may choose to resign their distributorship with written notice to the Company and shall have his/her
downlines transferred to his/her upline/sponsor.

€) A Distributor must wait until the expiry of his/her distributorship (12 months from last purchase) or six (6)
months after HW received his/her resignation letter, whichever comes later or such other time at the
Company's discretion, before reapplying to be a Distributor again.



10

11

k)

A Distributor may choose to suspend his/her distributorship with written notice to the Company. In doing so,
the Distributor must wait until the distributorship expires (12 months from last purchase) before reapplying to
be a Distributor again.

The resigned, suspended or terminated Distributor is not permitted, either directly or indirectly, to participate in
the building or development of any of the Company's distributorships. He/She shall cease to identify
himself/herself as the Company's Distributor and shall covenant not to influence existing Distributors,
employees or agents of the Company or its subsidiaries in any manner that may be detrimental, prejudicial,
adverse or which may disrupt the operations or image of the Company.

Any Distributor who has resigned or whose distributorship has been suspendediterminated shall no longer be
entitied to the status of his/her distributorship and all of HW's Marketing Plan, benefits and entitlements.
Standing orders for future purchases will be terminated and the Company may refund the unutilised funds (if
any) after deduction of administrative charges. His/Her downline organisation shall be transferred to his/her
direct sponsor. The resigned, suspended or terminated Distributor shall have no further claims whatsoever
against the Company. A Distributor who as resigned or been suspended or terminated can reapply for a new
distributorship after his/her resignation, suspension or termination subject to the Company's approval and
Clause 9 (d).

Any person reapplying to become a Distributor of the Company shall not lay claim of his/her bonuses/
incentives, ranks or positions, which hefshe enjoyed or held prior to his‘/her suspension/termination or
resignation.

Upon the demise or incapacity or health problems of a Distributor, his/her distributorship shall be transferred to
the Distributor's beneficiary as stated in the Nomination Notice and/or such other document as may be
prescribed by the Company and in accordance with the relevant laws of the country concerned.

The Company reserves the right to claim damages from the resigned, suspended or terminated Distributor if
he/she is in breach of the Rules & Regulations or have participated in any other actions that may cause losses
in terms of financial or otherwise to the Company.

Principle of Sponsorship

a)

It is against the Company’s policy for any Distributor to change sponsor through any means. Any application
submitted with the intent to change sponsors will be rejected.

b) It is against the Company’s policy for a Distributor to be sponsored under two or more distributorships. Such
conduct will result in their distributorship being terminated.

C) Application for the change of sponsor or transfer of some of his/her entire personal group is not permitted.

Marriage

a) If 2 Distributors are married to each other, both of them either able to retain the original distributorship or apply
to the company to terminate one of the distributorships.

b) If one of 2 Distributors who are married, wish to apply to terminate his/her distributorship and become the
partnership with the spouse, his/her downline must be maintained in the original organisation. Example: The
Distributor who terminates his/her distributorship, his/her downlines to be owned by his/her upline/ sponsor.

€) A husband with more than one legal wife, all his wives who wish to be Distributors must be directly sponsored
by the husband.

d) The Distributor referred to in Clause (11a), (11b) and (11c) is required to submit to the Company a copy of
his/fher marriage certificate and for (11c only) a written notification of his polygamy status. Failing to provide
the documents will be considered a violation of the Rules & Regulations of the Company.

€) The Company may, at its sole discretion, terminate the distributorship of a Distributor if the Company is of the

opinion (in which case the opinion shall be final) that the Distributor and/or his/her spouse has violated the
Rules & Regulations of the Company.

A Distributor may own or have an ownership interest in only one distributorship except as provided below:
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1) Where an existing Distributor purchases another distributorship.

il) Where a Distributor (being a transferor), in order to facilitate the transfer of a distributorship in the event of
his/her death, requests the name of another transferee to be included into hisfher distributorship. The
transferee must be his/her next of kin, namely his/her spouse, parent, child, or immediate brother or sister,
and the transfer has to be supported by relevant documents. The name of the transferor must continue to
remain in the distributorship until her/her death and supporting estate-planning documentation must be
provided to the Company. Such transfer shall be subject to such terms and conditions as may be imposed by
the Company and the prior written approval of the Company and whose approval may at any time be
withdrawn without any notice to that Distributor.

g) A Distributor is required to report the above issue to the Company, failing which he/she shall be deemed to
have violated the Rules & Regulations of the Company.

Divorce

a) Whenever a distributorship is separated as a result of divorce, the separation must be accomplished in such a
way that it does not adversely affect the interests of other distributorship in the same line of sponsorship.

b) During the period in which divorce proceedings are pending, none of the parties are allowed to operate or
participate in any other direst sales business. Otherwise, it will be considered as a violation.

C) Both parties are obliged to submit a divorce agreement to the company.

d) If there is any inadequacy of this method it should be handled in accordance with the laws and regulations of

the country.

Sale of Distributorship
The sale of distributorship will be subject to the following conditions:

a)

c)

Only a distributorship in good standing with the Company and having the rank of Crown Director (CD) and
above and not in violation of the Rules & Regulations may be sold. The Distributor must write in to the
Company of approval before any sale of distributorship can be made. Approval is based on the review of the
proposed purchaser’s qualification and intention to manage and will be subject to the consent and approval of
the Company.

The sales of the distributorship follows the below preferential order:

i) Firstpriority - The Distributor's immediate sponsor
il) Second priority - Any upline Distributor
iii) Third priority - One of the Gold Director downlines sponsored by the Distributor

iV) Fourth priority - One ofthe Distributors in the Company with the rank of Gold Director and above.

Upon approval of the sale by the Company, a sale and purchase agreement must be signed between the
buyer and seller. A copy of the duly stamped sale and purchase agreement must be extended to the Company
for safekeeping.

Any Distributor who has sold his/her distributorship can only apply to join as the Company’s Distributor after
one year from the date of the sale. Accordingly, he/she will start from the very beginning with no link to
previous downlines.

All bonuses accrued to the previous distributorship will be paid to the new owners. The awards and recognition
previously awarded to the distributorship will be transferred to the new owner, if the new owner is presently a
Distributor of the Company. However, the new owner has to attain the required qualification before he/she is
entitled to acquire any due awards and recognition of the transferred distributorship.

Selling and buying an existing distributorship as a means of changing distributorship is generally discouraged.
The Company will closely scrutinise such transactions for violation of other important policies.



Q) The Company reserves the right to disapprove any sale of distributorship without having to give any reason.

14 Prohibited Acts
A Distributor shall not:

{3h]

) Incur any liability or debt in the name or on behalf of the Company;
b) Make or modify or alter or discharge any contracts in the name of the Company;
C) Negotiate enter into contracts and/or agreements for and on behalf of the Company;

d) Sponsor or solicitor attempt to sponsor or solicit another Company’s Distributor into any other trade, business
or profession in competition with the Company;

€) Solicit the participation of any Company’s Distributor to purchase any products other than the Company’s or
opportunity to participate in any other trade, business or profession in competition with the Company;

f)  Be engaged in or be interested whether directly or indirectly or whether as principal, agent, servant or licensee
in the sale of any products or goods other than those of the Company in any trade, business or profession in
competition with the Company;

d) Influence existing Distributors, employees or agents of the Company or its subsidiaries in any manner that
may be detrimental, prejudicial, adverse or which may disrupt the operations or image of the Company;

h) Be involved in any media release peraining to HW’s corporaie-related information (including personal
interviews granted) to newspapers/magazines/others without prior written approval from the company.

1) Export or import, or sell to others who import or export, HW's products from any other country in which HW
has established operations, into any country regardless of whether or not HW is doing business in that country.

15 Waiver

a) Failure to enforce or to require the performance at any time of anyone of the provisions of these Rules &
Regulations shall not be construed to be a waiver of such pravision, and shall not affect either the validity of these
Rules & Regulations or any part hereof or the right of any party thereafter to enforce each and every provision in
accordance with the terms of these Rules & Regulations.

b) Any waiver by the Company can and shall only be effected in writing by the authorised personnel of the
Company.

16 changes and/or Amendments
A Distributor shall comply with the Rules & Regulations of the Company and any amendment made by the Company
from time to time provided that such amendment has been published in the HW's Magazine or otherwise notified to
the Distributor.

Shipping and Delivery

We are committed to ensure the quality of our customer service and also a pleasant online shopping experience! If you have a
question or any further information feel free to contact us at:

Telephone No. : +603-8656 9999
WhatsApp No. : +6012-652 3372
E-mail Address: careline@healthyway.com.my

Product Availability

Our Selection

Healthy Way offers a wide selection of products for your convenient in e-Shopping. If you can't find what you are looking for in
Healthy Way website www.healthyway2u.com, you may call one of our customer service representatives at our Hotline 03-8656
9999, WhatsApp at +6012-652 3372 or even email us at careline@healthyway.com.my and we will assist you accordingly.




In-Stock products

We will process your order as soon as your online purchase is completed. Orders confirmed with payments made before 1:00
p.m. (Malaysian time) will be processed on the same business day; orders placed after 1:00 p.m. (Malaysian time) will be
processed on the following business day.

Delivery Time

Customers can expect to have their order delivered according to the schedule listed below from the day that online purchase is
completed with payment. "Business Days" means Monday to Friday, and does not include Saturday, Sunday and state, public
and federal holidays. However, some of our courier partners do deliver on Saturdays before 1.00pm. Below is the estimated
delivery time frame for Malaysia.

Area Delivery Day

West Malaysia 3 working days

East Malaysia 5 working days
ODA-Out of Delivery Area (e.g Felda / Estate) 7 to 14 working days
NSA-Non Serviceable Area 7 to 21 working days

Please note that you might be required to collect your package at our courier partner collection point if you wish to deliver
your package to an area that falls in the "Out of Delivery Areas" & “Non Serviceable Area’.

Please note that we do not deliver packages to PO Boxes. VWe suggest that the delivery be made to a home or business
address where someone is available to sign for the delivery during business hours.

All estimates are based on business days.

For your protection, all parcels will require the signature of the receiver upon delivery. Please note that our courier partner will
make only two delivery attempts before returning your package to Healthy Way.

Delivery Method

Our courier partner will deliver the parcel to the address stated in the consignment note. In the event that no one is present to
receive the package, a "NOT AVAILABLE CARD" or “ NOT AT HOME CARD" will be dropped into the mail box. The second
attempt will be made once the consignee contacts the courier partner. If the second attempt fails, the package will be returned
to Healthy Way for further action. A "Reshipment Fees” will be incurred under such circumstances.

Late Deliveries

Our courier partners will call you if they cannot deliver your parcel. If you wish to have an update on the immediate location of
your parcel, please contact the courier partner assigned to deliver your parcel. You may also contact our Customer Service
Representatives at our Hotline 03-8656 9999, WhatsApp +6012-652 3372 or email us careline@healthyway.com.my if you
have not received your order within 7 business days.

International Deliveries

Unfortunately, the origin of your membership determines where you shop. We do not allow cross-border country deliveries. This
means that you cannot make a delivery outside the country where your membership is registered, e.g. if your membership ID is
registered in Healthy Way Malaysia and you shop on Healthy Way website Malaysia, you cannot request for the order to be
delivered to Singapore.

Shipping Cost
Healthy Way offers free shipping to any address within Malaysia as below:

Area Free Shipping Shipping Cost
West Malaysia & East Malaysia orders 2DP300 RM10 for orders <DP300

Shipping costs will be added to your order just prior to the point of payment in the e-shopping process.

You may login to www.healthyway2u.com and click on "Shopping History" to view the delivery tracking information and shipping
costs on the Invoice.

Reshipment Fee

Reshipment refers to the reshipping of returned or undelivered parcel(s) after several delivery attempts by our courier service
partner. A "Reshipment fee" of RM10 for West Malaysia & East Malaysia will be incurred if you wish to resend the returned /
undelivered parcel(s) to a specific shipping address within Malaysia.

In order to reship the consignment, you are expected to make the payment within seven (7) business days; a failure to do so
will result in the order being categorized as "Failed Delivery”. Kindly email or call our Customer Service representative to make
further arrangements if you still wish us to reship an order under the "Failed Delivery" category:

Email: careline@healthyway.com.my
WhatsApp No. : +6012-652 3372




Telephone No. : 03-8656 9999
(Working hours: Mondays to Fridays 10:00am to 7:00pm & Saturdays to Sundays 11:00am to 6:00pm)

You may login fo www.healthyway2u.com and click on "Shopping History" after one (1) business day to check the tracking
information.

Shipping Rules & Restrictions
e Healthy Way is not responsible for any delays caused by events beyond its control.
¢ Products will only be delivered to valid addresses (and not to PO boxes) within Malaysia only.

e Delivery hours are between 9:00am to 5:00pm from Mondays to Fridays and 9.00am to 1:00pm on Saturdays. There will
be no deliveries on Sundays and state, public or federal Holidays.

e  Changes to the shipping and billing address will not be entertained after order has been confirmed.

e |f you discover any damage to your product(s) upon receipt of the parcel, kindly observe the following procedure, failing
which you will be deemed to waive your rights thereto:

1. The claimant must notify Healthy Way's Customer Service within three (3) business days of receiving the parcel.

2. A Customer Service representative from Healthy Way HO or the nearest branch shall perform an inspection of
the damaged parcel.

3. Ifthe inspection confirms that the parcel is damaged through the fault of Healthy Way or its delivery partner, the
claimant shall return the affected product(s), original carton and copy of courier consignment note for exchange
purposes.

MNote: Healthy Way reserves the right not to entertain the exchange if the claimant cannot produce the original carton
and copy of courier consignment note.

Refund Policy (Cancellation)

Healthy Way eShop offers products of international quality to every customer. We guarantee a replacement if the product(s)
that you purchased is of inferior quality or has manufacturing defects. However, this guarantee does not extend to damage or
contamination due to expiry, negligence or deliberate acts.

Retail Guarantee

In the event of any dissatisfaction, manufacturing, or packaging defect, retail customers can retumn/ exchange the product at the
Healthy Way Head Office or Branches within 90 days from the date of purchase. Customers have to provide a good reason and
return the said goods together with the customer order receipt copy/ official Healthy Way eshop invoice. The product returned
must be in good condition, useable, resellable, restockable, unopened, unaltered and have not expired to qualify for a refund/
exchange.

If @ product is returned after commission has already been paid out, the amount paid out will be deducted based on the Buy
Back policy calculation.

Customers must attach the following at the time of returning the products:

1)  Product Return Form

2) Reason for return

3) Copy of Invoice

4) Copy of Customer Order Receipt/ Official Healthy Way eShop Invoice

Buy - Back Policy
Healthy \Way eShop provides a Buy-Back Policy to any distributor who wishes to terminate his/her distributorship and return
Healthy Way's products that are purchased within 90 days from the date of his/her resignation provided that the goods are in
good condition, useable, resellable, restockable, unopened, unaltered and have not expired.

Upon approval, the amount refunded will be equivalent to the distributor price (DP) of product being retumed, less total bonus
paid on the original purchase as well as 10% service charge on the DP of the products for handling charge and freight.

This Buy-Back Policy is designed not to impose upon the sponsor and the Healthy Way has the obligation to ensure that the
distributor is buying products wisely. Distributors are requested to only buy products that they can reasonably sell within a 90-
day period.



