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2.1.     
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     ,   

.     

     .  

        

« »,      .  

      

   .       

       

 you, your.      



39 

 

  ,   distributor, employee,  

        

     :  

This guide shows you how you can get the most profit in your pocket when 

you place your first order and start your Mary Kay business strong.  

Share beauty with your family and friends. Have a blast meeting new 

friends. And you can earn free product bundles each valued at up to $158.  

Are you ready to have the time of your life? Let’s go! 

 Mary Kay     

 .        

«Ready, Set, Sell!»     «What’s Better Than FUN AND 

FREE? NOTHING!»       

  ,   ,   

.         

,     ,     

« ». 

       

 we, us, our      

 –   .    м , 

     ,     

  ,    « ». 

       

       

       ,   

   : 

WE ARE AMWAY 

Amway’s purpose is simple but powerful: we exist to help you accomplish 

your goals. 

  –    «We are Amway»  

  Amway   «Jump Right In».    
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 ,       we.  

    ,     

        « » 

 « ».  « »     ,   

    ,        

,    « ». 

We’re More than Just Makeup 

We’re inspired by our community of passionate women. We celebrate each 

other and our achievements in business and in life, and commit to being a force for 

good. 

    Avon   «Become a 

Representative»          

       

. ,       

   .  

  ,    , 

  ,      

,     .    

     ,   

       . 

PERKS, PERKS AND MORE PERKS 

Oh the places you can go 

As your business achievements grow, so do your opportunities to earn 

incredible awards. 

 «Join Us»    Tupperware  

  ,   ,   

   «Perks, Perks and More Perks».  

  «Cambridge Dictionary»,   

  им щ    advantage [Cambridge Dictionary, 

 ].       – perk. 
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     ,     

        .   

 perks       more. 

        

      ,   

   .  

  ,     

  oh,   ,  

     .   

      –  

  ,        places, 

   ,    ,  

. 

     . 

  as… so do     

 ,    ,   

  opportunities   grow.  

         

   .  

       

        

   ,      

        

. 

You’ll get first dibs on new launches, a personal Avon advisor, and the 

chance to go on amazing trips. You want in on this! (Avon,  , 

 «Join Us») 

     dibs.  

    ,  ,  

     –      
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.  «Online Etymology Dictionary»,  dibs, 

,     dibstone,  

     17  [Online Etymology Dictionary, 

 ].   dibs   « »  

   on,  dibs on  «  

 - ».        want in. 

 «Cambridge Dictionary»,    «   

  - »      ,   

     [Cambridge Dictionary, 

 ].  

MANAGE YOUR BIZ  24/7 (Avon,  ,  «Join Us»). 

Be a boss babe! (Mary Kay,  ,  «Sell Mary Kay»). 

       

  .     

 .     

  biz.  «Online Etymology Dictionary», biz  

   business [Online Etymology Dictionary, 

 ].     

     ,   

 ,     24/7,  

     .  

    babe, ,  «Cambridge 

Dictionary»,        [Cambridge 

Dictionary,  ].      

 ,      

       

 .     

 ,       . 

     ,     

     .  
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   ,   

         

.  

Balance your work around family and lifestyle needs. Learn from positive, 

uplifting people, be rewarded and recognised (Tupperware,  , 

 «Join Us»). 

Free yourself from the restraints of the ‘9 to 5’ routine – design your 

schedule and define your own working hours. Build your business around your 

lifestyle (Herbalife,  ,  «Be Your Own Boss»). 

Sell quality products that people use everyday. Earn in three ways (Amway, 

 «Jump Right In»). 

    ,  

 .    (  . ) 

  .    

     , 

 .       

       ,    

 ,    ,    

 ,   ,      

. .       ,  

,       .  

        

   .     

,  : 

Dream big. Then dream even bigger (Tupperware,  , 

 «Join Us»). 

BE AN EPIC LEADER (Nu Skin,  ,  «Join Our 

Team»). 

JOIN OUR COMMUNITY (Herbalife,  ,  

«Business Opportunity»). 
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Take advantage of this unique opportunity and build your business around 

your passion. Be a force for change, join Herbalife Nutrition and make a 

difference (Herbalife,  ,  «Business Opportunity»). 

       

 ,   ,    

.         

  .     

dream       ,    

 big        

      .   

bigger   even.      

  ,    

leader, ,      

.      

 epic,  ,      

  . 

        

  ,      

.     « » 

,   ,     

  .      be 

a force for change  make a difference.     

  force,     

 ,     « ». 

      

,        : 

With our 12 week Business Onboarding Program you'll earn $2000 cash 

and more than $1200 worth of Tupperware products. <…>You'll receive full 

training and support including personalised coaching with your manager, face-to-

face training workshops as well as e-learning. You'll attend weekly sales meetings 
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(in person or via video conference from the comfort of your own home) 

(Tupperware, «Getting Started» Guide).  

      ,   

   .    

       

    ,    

 .   ,   , 

   ,     

 to be   .      

      ,    

 « » .    

    ,   to 

receive   ,      

  .       

  full,      . 

Shaklee is committed to your success. You’ll have the support of successful 

Leaders, the best online tools available, superlative customer service, and 

everything you need to get started successfully. And you’ll have the confidence of 

knowing you have chosen a partner company that delivers on its promise (Shaklee, 

«First Step Resource» Guide).   

        

 ,       

   .    

    ,     

  (can, would, could, etc.).   ,  

    , : 

       

(successful),     (the best),  

   ,    (everything you need), 

      .  
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 ,     ,  

 deliver   «  ,   » [Cambridge 

Dictionary,  ]. 

       -

   : 

1)  ,     

 - ; 

2)      ,  

,   -   ,  

   ,     

 ; 

3)   ,     

     ; 

4)        

; 

5)         

. 

 

2.2.    

 

      

   .     

      

     ,  

  ,    

,    .  

         

     ,  
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.       

  .  ,   

     ,   

   .    

   :     , 

     ,   

     . .   «Getting Started»  Nu Skin  

   «The Difference. Demonstrated»   

   .      («Nu 

Skin», «PEOPLE», «PRODUCT», «OPPORTUNITY», «CULTURE»),  

     -    

  . ,      

,            

  .     

   ,    

,         

   . 

      ,   

.     ,  

 ,   , 

   .     

 ,        

       .  

       

      ,   

   :  

Flexibility 

Сhose your own hours and work around your family and lifestyle needs 

Great income 
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Earn commission on every order from day one. Grow your income level as 

you build your team. 

Choose your Start 

Pay for your business kit up front or pay it off over your first few parties. 

Rewards and discounts 

Quality for amazing rewards, including all-inclusive holidays, gifts and 

exclusive discounts. 

Career path 

Progress at your own pace and step up when you’re ready. Drive a company 

car in as little as three months. 

Training and support 

Enjoy flexible training and mentoring, and join a supportive network of like-

minded, passionate entrepreneurs (Tupperware, «Getting Started» Guide). 

       

 (Career path, Great income),    

 (Rewards and discounts, Training and support),  

 (Choose your Start)    (Flexibility).  

    ,   

    .   

    , ,  , 

  .  ,   , 

   ,  , 

 .  

Make real money, paid daily. 

Be part of $9 billion in commissions paid over 64 years 

Earn without leaving the house 

With on-the-go digital tools and your personal online shop 

Help yourself & others stay healthy 

We’ve pioneered the nutrition supplement industry for 64 years 
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    Shaklee   «Become a Shaklee 

Distributor»   ,   

    ,  .  

       «Start today».  

        ,  

     , ,  

       . 

      .  

      

 real,    ,   

 daily.      

    ,    

    .   

    ,   ,  

   .    

   ,          

 . 

       

      .  

   : 

Work From Home. Anytime, Anywhere. 

Part-time, full-time, anytime! (Avon,  ,  «Sell 

Avon») 

       «Sell 

Avon»    - .    

        

       . 

     

  ,     
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,         

    .  

      

Mary Kay  .       

  –  ,    

   . 

One Woman can 

Pursue her dreams 

One Woman can 

Change lives one step at a time 

One Woman Can … 

… make an impact, change lives, drive her dreams, give others hope, take 

that dream vacation. Thousands of women have discovered what their Mary Kay 

businesses can do to design the lives they want. These women share their personal 

stories to inspire you to have your own “can do” success. 

    ,   

,       . 

 one,   ,    

 ,     

,  .    

 ,    ,   

  ,   ,   

        

 .   

CREATE YOUR GOALS 

<…> 

example long-term dreams: 

-I want extra spending money every month 

-I want to spend more time with my family 

-I want to have the freedom to travel more 
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-I want to love what I do 

I want to decide who I work with, where I work and when I work. 

     ,   

    .    

    ,      

    I.   I want 

   « »   , 

,      .  

        

 ,  ,  ,    

,   ,      . 

       

      ,    

,   . 

         

,     .    

- , ,    

   .    

     : 

FULFILLING Velocity rewards you for your hard work with generous 

bonuses, timely payments, incredible recognition, and other sleek incentives. 

There’s more than one way to succeed—it’s your life, your business, your way. 

And the best part? Getting started is simple and free. Keep reading to learn how! 

(Nu Skin,  ,  «Velocity») 

      

        

.      ,  

    .    

    .    

   :   
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  hard,   .  

       

(generous, incredible, sleek),    .  

   ,     

   ,     

 .  

        

,       

.  

START NOW — IT’S SUPER EASY 

Step one: Tell us who you are. 

Step two: Make it official. 

Step three: Try our amazing products and share the love! (Avon, 

 ,  «Sell Avon») 

       

   ,   ,   

    .  

    ,     

  .     

   easy,   

     super,   now,  

 ,       . 

GETTING STARTED IS SIMPLE 

Sign up. Start your business and order your starter pack, which gives you 

the essential tools and training to get you up and running (Herbalife, 

 ,  «Business Opportunity»). 

     ,  

   simple,   

 –      , 

 .   ,      
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  ,     , 

       

 essential,      

,    important.  ,   

     ,  

   up and running,  

   ,      

  .     -   

 «FAQ»  ,   .   

«How can I start?»   : 

1. Complete the online form. 

2. A Herbalife Nutrition Independent Member will be in touch. 

3. Fill out and sign the online contract. 

4. Congratulations! 

You are now a Herbalife Nutrition Independent Member! 

     (    

 ,  ,      

      ),  

  –       

,  ,    .  

       

,     .    

          

.  ,     

 ,      to be  

,     (you are),    now,  

    to be  . 

       

  ,      

        



54 

 

 .      

        ,  

       

    ,  

   .  ,   ,  

 ,    

 .      

   ,    .  

     ,   

    : 

With high-quality, proven, consumable products in established, growing 

market sectors, Forever Living will supply you with the knowledge and support 

needed to launch your network marketing business (Forever Living,  

,  «How to Make Money with Forever Living?»). 

       

         

.      

        

     .  

     ,   

   ,     

,        ,  

,         

 .     

      , 

  high-quality, proven, consumable, established, 

growing. 

Network marketing is a special line of business, where educational 

background, experience, belief and social background are not the determining 

factors for success. Instead, ambition, drive and hard work are the true 
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requirements for succeeding with Forever Living (Forever Living,  

,  «How to Make Money with Forever Living»). 

          

  ,   

     .  

   «  »,     

 .    ,   

   .     

  to be,    ,     

    ,   

  determining.   

     ,  

    instead,   .  

 ,      

 ,      ,  

    .  ,  , 

     ,    .  

   ,   

   : 

1)   ; 

2)      ; 

3)    ( , , 

),    ; 

4)        

   . 

 

2.3.   

 

      

 . ,    
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  ,      

      ,  ,   

 ,   .  

      

.        

         

 .      

       

  : 

When you join Tupperware you have the freedom and flexibility to work 

your own hours. Take holidays when you want and earn as much money as you 

want. (Tupperware, «Getting Started» Guide). 

  ,        

   ,    

 .   «Getting Started»  Tupperware 

   ,    ,  

     . 

,        

,    .    

,    :    

 –      .   

,      ,  

           

  –     .  

     . 

  freedom  flexibility     

  ,   own    

   your    

   . 
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Weekly meetings are held at your local Distributor. <…>You’ll be trained, 

entertained and leave totally motivated. It’s where you’ll be recognised and 

rewarded for your efforts and see some high performers that will  truly inspire you 

(Tupperware, «Getting Started» Guide). 

        

 .   ,  

   ,       

   ,    

     ,     

.  ,      

   .  ,   

    ,      

,      ,    . 

      

 .      

,    , 

,   ,   (trained, entertained)  

      (totally, 

truly). 

When you become a Herbalife Nutrition Independent Member you will 

receive access to comprehensive education and training tools to help you learn 

about nutrition, wellbeing, sales techniques and much more (Herbalife, 

 ,  «Business Opportunity»). 

   Herbalife  «Business Opportunity» 

   « - ».   

   ,   when,  

   «How can I learn about nutrition?».   

      ,  

       

 .  , ,     
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,      ,   

      ,  

 ,    , 

,   ,     

comprehensive.  ,      

  ,    . 

     ,      

   , , ,    

    . 

When you call the shots, you can build your business around your personal 

goals and what’s important to you (Tupperware, «Getting Started» Guide). 

        

 can   ,    

   .     

        

  ,        

,   .      

        call the 

shots,    ,    «  

- ,   » [Cambridge Dictionary,  

].  

      

    .     

         

        . 

Chairman’s Bonus 

As a Manager, you have the opportunity to benefit from the company's 

global success, with an annual performance bonus. Millions are paid out through 

this programme every year at Global Rally where you will be invited to collect 
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your cheque from the founder himself – Chairman and CEO Rex Maughan 

(Forever Living,  ,  «Incentives and Rewards»). 

     

          

      ,   

   .  to have,   

 ,    ,   

,  .     ,  

     .   

  .     

  millions,   , 

    to be paid   ,   

   .    

       

 –  ,      

  .      . 

    to invite      

   ,     -  . 

 ,        

    ,     –    

    to collect,   

,    . 

From products for demos, to digital and social tools for marketing, 

Tupperware provides the support and training you will need to build customer 

connections, drive sales, and create the work-life balance you want (Tupperware, 

 ,  «Join Us»).  

     ,  

    .   

    from…to,  

      . 
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    to need   , 

    ,     , 

    .   

      ,     

 . 

       

       

: 

Once signed up you will get: 

• A personal coach and mentor 

• An extensive range of support materials 

• Specialist trainings 

• A free licence to trade internationally (Forever Living,  «The 

Greatest Opportunity in The World»).  

   ,     

,      . 

      

 to get   .    

 extensive,    ,   

,     .  

       . 

    internationally,   

   ,  ,   

 free,       

 . 

         

     .    

     – ,  

       : 
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An Amway business rewards you for selling products and helping others 

you sponsor to do the same. Your rewards grow with your business. You earn 

income from retail profit <…>.  

We support you by providing world-class business resources, such as 

customer support, business management, order management, training and 

motivation. <…> you’ll have access to resources to help you build a successful 

Amway business.  

You'll also enjoy the confidence of working with a supportive and trusted 

company... (Amway,  «Jump Right In») 

        

,       ,   

   . ,     

 ,     

         

.         

 ,       

,          

       . 

          

,     .    

 ,    . 

    ,  

    world-class,   

       .  

       

 .     

.   ,  

 supportive  trusted,  -

  . 
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      . 

1. SET YOUR GOALS 

Know exactly what you want to get out of your business so you know exactly 

where to put your efforts. 

2. LEARN THE BASICS 

Know the products inside out, so you can share the benefits and educate 

your customers 

3. LISTEN & LEARN 

Take interest in your customers. Find out what their goal is and show them 

how you can help them achieve it. 

4. SHARE YOUR RESULTS 

Be a ‘product of the products’, share your results and make everyone want 

to be where you are (Herbalife,  ,  «Build Your Own 

Business»). 

      . 

 ,   ,    ,  

       . 

        

  ,      , 

      . 

You’re in control. Move at a pace that suits you. Then, when you’re ready, 

begin building your team. How? Start sharing your story with others, just like your 

Manager shared with you. It’s easy (Tupperware, «Getting Started» Guide). 

      ,   

 .      

    « » ,     

 .     ,   

   that suits you    

when you’re ready.       
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      ,     

 . 

    ,    

      : 

1)   ; 

2)    ; 

3)         ; 

4)       . 

 

2.4.   

 

       

  .         

,     .  

      .   

          

  .     

,    ,     ,   

   .        

   ,     

, « »     ,     

     .  ,   

    ,  

 .  

      

 .      

  ,   ,   

  ,     

 .      
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 Mary Kay.       

 –   .     

      ,   ,     

       «Miracles Happen», 

        . 

   ,     

  –  : 

«Be a team player. Remember that being a success doesn't always depend on 

you alone, but also on the work and achievement of your teammates.  Your 

potential is limited if you try to accomplish everything by yourself». 

-Mary Kay Ash 

As Mary Kay Ash herself often said, «Success is much, much deeper than 

just dollars and cents and buildings and assets. The real success of our Company 

is measured to me in the lives that have been touched and given hope». 

        

    .    

 ,     .  

   ,     

         ,  

      ,   

 .    Mary Kay     

     .  

      ,    

   : 

Mary Kay Ash was known for being one of the hardest-working people you’d 

ever meet. As the founder of what she called the “Five O’Clock Club,” her day 

began no later than 5 a.m. She chose to sacrifice an hour or two of sleep to 

achieve a jump start on her day. Many Independent Beauty Consultants choose to 

join the Five O’Clock Club, but maybe sleep is too precious to you; and you’d 
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rather focus the bulk of your efforts during the second half of the day while your 

children are in school or on the weekends. 

    ,   ,   

.      ,   

       

,      –   . 

 hard-working,     

         

ever    .    

     –  , 

   .  ,    

   ,   ,   

  .   ,  ,  

     . 

         

  : 

«The more you share with others, 

the more valuable your share will become… 

 do unto others as you would have 

 them do unto you» 

 — Dr. Forrest C. Shaklee (Shaklee, First Step Resource Guide). 

  ,       , 

    ,   

   .     ,  

   ,    

 .       , 

      . 

         

.       ,   

«  ». 
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    Herbalife    «Who We 

Are»    : 

«As we celebrate our 40th Anniversary, our mission of improving the 

nutrition habits of the world has never been more critical. We’re making a lasting 

difference in the lives of millions of people seeking a healthier lifestyle, a sense of 

community, and a proven business opportunity». 

John Agwunobi 

Chief executive officer and chairman 

«Our distributors, as coaches to their customers, motivate and provide 

knowledge based on Herbalife Nutrition materials developed by our experts. They 

provide a personalized experience and empower their customers throughout their 

journey to better health and wellness». 

Kent L. Bradley 

Chief Health and Nutrition officer.  

     ,  

   .  ,    

      ,   

   we.      

 (our distributors),        . 

     ,   

    ,  nutrition habits 

of the world, lives of millions of people.     

 millions      

.        ,  

     .  

      

 .         

,            

  ,  « »     

. 
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    .      

  .     

     . 

«I built this whole business around my son’s napping schedule». 

TREVA KENNEDY OSBORNE, STAR DIRECTOR (Tupperware, 

 ,  «Join Us»). 

«I joined Shaklee to earn an income after I left my corporate job to stay 

home with my kids...and to help other moms raise healthy families». 

- PAM, SHAKLEE DISTRIBUTOR (Shaklee,  ,  

«Distributor Benefits»). 

      ,  

       

  .        

   ,  ,     

.      ,   

     ,     . 

       ,    

     ,      

.   ,   ,  

,       . 

    ,      

    ,    .   

     –   

. 

     Herbalife  

      «Our Stories».  

    - ,  

      : 
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Julie Contreras 

Herbalife Nutrition Part-Time Independent Distributor 

Before I had kids, I said, «When I have kids, I want to be a stay-at-home 

mom». Being in the Herbalife Nutrition business gives me the opportunity to 

manage my time and freedom to be there for my family (Herbalife,  

,  «Our Stories»). 

          

.   ,     

      .    – 

    .     

,   ,    .  

 , ,  ,    

   ,     .  

    ,  

 , , ,    . 

        

 ,      ё  

  . 

   -        

   –        

Herbalife Nutrition Independent Distributor,    «we»  

«Our Stories»   ,    

 .  ,      

     ,      

 .       

 ,       

    . 

        

     ,     

 : 
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More than 3 million people worldwide are already forging their own path 

to success (Amway,  «Jump Right In»). 

There are more than3.5 million independent sales force members across 

the globe, and they each started their own Mary Kay business with the support of 

this universal sisterhood. 

For more than 50 years, Mary Kay has helped women from Kansas to 

Kazakhstan discover extra income, a unique comaradery and true beauty from the 

inside out (Mary Kay,  ,  «Team Support»). 

      

  ,   . 

      , 

    .   

      ,   

    .     

     worldwide,   

м.        more  

than  .     

 to forge,  ,  «Cambridge Dictionary»,  

    [Cambridge Dictionary, 

 ].  

        ,  

  ,   ,  

 force.     ,   

       

,     each.  

    .   

      ,    

(sisterhood), ,       

.  ,  ,     

  ,   universal. 
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,   comaradery (camaraderie). 

        

« ,     »,     

     . 

    ,  

       .  

   ,     

 ,       

   .      

         

 .      

,    ,    

  . 

 

2.5.    

 

,   ,    

 ,      . 

      , 

   ,    

  –      .  

  ,    

    .   

   ,  –  .  

  ,  . . ,   

 ,      

   [ , 2007]. 

       

 .      
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,        

.       

(your)business, money, success, support, community, family.  

 business       

      your 

(your own)     (build, start, grow): 

Whether you’re looking for a little more spending money every month or you 

want to build your business full time, with hard work, dedication and optimism, 

your business can be what you want it to be – yours! (Amway, «Getting Started» 

Guide) 

      

  business.      

       

  «   ».   ,   

    ,  

          

.        « ».  

     (    build) 

   ,     

 ,   « » .  

       

   . 

Forever Living's Marketing Plan is a core business model that provides the 

potential to grow an independent business into a successful venture. It allows for 

the earning of a bonus for building and developing a team of Forever Business 

Owners and helping them to make sales (Forever Living,  «THE 

GREATEST OPPORTUNITY IN THE WORLD»). 

  ,     
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.       

,       

  ,    ,  

  .    « »  

(Forever Business Owner),      

.   business   

independent     ,  

  .  grow   

  ,      

successful      ,  

     . 

         

.       

   . 

Prepare to be spoiled 

There are incredible rewards and recognition for the taking once you join 

Tupperware. You can earn dream vacations, jewellery, tech gadgets and more. 

Every month there are new challenges to earn exclusive products in addition to 

your commission. No other business rewards you like we do (Tupperware, 

«Getting Started» Guide). 

         

 ,  ,     

 ,     , 

  « ».      

 ,      

  to spoil.    earn   

    .  

  (rewards)      

 (dream vacations, jewellery, tech gadgets and more). 
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An Amway business rewards you for selling products and helping others you 

sponsor to do the same. Your rewards grow with your business. You earn income 

from retail profit, monthly performance bonuses, monthly and annual leadership 

bonuses, and other cash and business incentives based on personal and group 

performance. 

  ,  Amway  , 

   .      

   –   ,  

 income, cash, profit,       

,    ,   ,   

.       

 .       

      .    

       

  .      

  ,      . 

        ,   

  : 

Start a Business 

Create an empire or make some extra cash. Do it your way (Tupperware, 

«Getting Started» Guide). 

Want to keep things simple and earn some extra cash daily? Sell our 

amazing Products yourself or let us handle the details! (Nu Skin,  

«Velocity») 

Whether you want to make a little extra money, build a part-time gig, or 

even lead a full-time business, we have numerous flexible paths that give you fast 

rewards to help you build your fulfilling future (Nu Skin,  «Velocity»). 

       

 .  « » (full-time)   

     .    
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       .  

      

extra.          

  ,     your way. 

   flexible –    

   flexibility    

       

    : 

Flexible working has a whole new level of meaning with Herbalife 

Nutrition. Free yourself from the restraints of the ‘9 to 5’ routine – design your 

schedule and define your own working hours. Build your business around your 

lifestyle. 

       

    ,   

      ;  

  your (own)   your schedule, 

your own working hours, your business, your lifestyle.   

,  ,   

 flexible working. 

Freedom and flexibility 

When you join Tupperware you have the freedom and flexibility to work 

your own hours (Tupperware, «Getting Started» Guide). 

Network marketing with Forever Living allows you to enjoy the freedom and 

flexibility  of owning your own business. As an entrepreneur, you get to choose 

where and when you want to work (Forever Living,  ,  

«About the Business»). 

       

 freedom  flexibility,     

          

   .      
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     ,   

      .  

    :  

 ,    (owning, own)  

    (entrepreneur) « » 

     . 

       

        

 –  .     

 ,    : 

Receive affordable health insurance for you and your family, plus get 

tuition discounts and grants for online higher education (AVON,  

,  «Empowerment»). 

Be a beauty influencer, skin care expert, whatever-your-passion 

entrepreneur, from home or on the go, live or virtually. Make real money toward 

helping your family, catching up on bills, saving for that splurge (AVON, 

 ,  «Sell Avon»). 

        

    you can   .  

  (splurge)    catchup  

   .     

   ,       

 ,   .   

        

: 

Flexibility 

Choose your own hours and work around your family and lifestyle needs 

(Tupperware, «Getting Started» Guide). 
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     .   

      to work   around.  

      

.       

,     : 

We help you grow your skills and your business, and you get to join a 

passionate community of likeminded people (Tupperware, «Getting Started» 

Guide). 

       , 

    .  

passionatelikeminded     

,  ,   ,    

  . 

      ,  

     ,     

     :  

Lean on us 

Be supported by our community, training, and mentorship (Shaklee, 

 ,  «Become a Shaklee Distributor»). 

<…>And love the fantastic perks, incentive trips and an incredible 

community of women who’ve got your back (Avon,  ,  

«Sell Avon»). 

        

   lean on   got your back.  

         

,   .      

 ,   incredible. 

Community 
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When you join the Herbalife Nutrition Business Opportunity you join an 

established global community – get support and advice and be a part of the 

Herbalife Nutrition family (Herbalife,  ,  «Business 

Opportunity». 

SUPPORT ALONG THE WAY 

We offer extensive training and support to build your business (Forever 

Living,  ,  «Why Forever? »).  

In business for yourself, not by yourself 

Our proven business model and dedicated support team provide everything 

you need to be successful (Tupperware, «Getting Started» Guide). 

        

  .      

 ,        

 .     

    (not by yourself)   support  

 .     

 established, dedicated,  global  

   .    

      connect: 

RELATIONSHIPS  

The heart and soul of this business. Regularly connecting with your 

Tupperware community means new friends — lots of them! 

      , 

     .  

OUR MISSION IS TO MAKE A BEAUTIFUL AND POSITIVE 

IMPACTIN THE WORLD 

Contributed more than $800 million to breast cancer crusades (Avon, 

 ,  «Sell Avon»). 

   ,       

   , ,   ,  
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    .      

  ,     

  800 million. 

Join the Herbalife Nutrition purpose driven community. Share your passion 

with millions of like-minded enthusiasts across the globe and help us in our 

mission to improve the lives of those around us (Herbalife,  , 

 «Become An Independent Distributor»). 

 Herbalife Nutrition      

 .   ,    , 

  ,   ,    

      .  

   ,       

         .  

      purpose driven,  

      .  

      « »   

,  «    » -     

 improve. 

 ,       

        Shaklee: 

Benefits of the Shaklee Opportunity 

 Earning extra income 

 Setting your own schedule 

 Being your own boss 

 Working with people you know and like 

 Helping others 

 Creating career-level income 

     ,   

,    ,  , 

« »   : 
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Amway is a global community, operating in more than 100 countries and 

territories, ready to offer support and a compensation plan, that paid out more 

bonuses in 2010 than any other direct selling company (Amway,  

«Jump Right In»). 

It’s easy to start a Forever business. Unlike many other network marketing 

companies, there’s no annual fee, and no small print (Forever Living, 

 ,  «Why Forever?»). 

No other business rewards you like we do (Tupperware, «Getting Started» 

Guide). 

Unlike many other network marketing solutions, once a Forever Business 

Owner achieves a promotion on the Forever Plan, they stay there indefinitely and 

cannot be overtaken (Forever Living,  ,  «How to make 

money with Forever Living?»). 

        

 ,    (more…than)  

  (like, unlike).    

    other   

.       

      , 

   .  

      

        . 

       

, ,  . .  «      

» [ , 2008].      

        

 /   .       

 ,  :  

 Are you looking for supplemental income to pay bills or are you looking 

to set money aside for vacations, education, and retirement? 
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 Do you want more freedom and time to spend with your family? (Nu Skin, 

 «Getting Started»). 

Your success will depend on your level of commitment. Decide where you 

want to take the Herbalife Nutrition Business Opportunity <…>. Ask yourself:  

• Do you want to simply enjoy the products and continue your journey living 

a healthy, active life? (Herbalife,  «Discover the Herbalife Nutrition Business 

Opportunity. Book One»). 

        

     .    

        

   . 

       

 : 

Start your Amway business 

Do you want to increase income or buy something long-awaited? Strive to 

open your potential? Do not have enough time for family or hobby? Do you think 

that you could live better? (Amway,    ). 

       , 

    to want,    ,  

        to have  

  enough.    , 

          

.          

 to have.       , 

       .   

    .   ,  

,       ,     : 

Want to earn some extra money sharing your favorite Products with 

friends? Maybe you dream of becoming your own boss? (Nu Skin,  

,  «Velocity»). 
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   : 

You’ve got dreams. Whether it’s earning a little extra cash or making a full-

time commitment, the Mary Kay opportunity offers the freedom, flexibility and, of 

course, the fun that you’ve been looking for (Mary Kay,  , 

 «Sell Mary Kay»). 

 ,      

       .  , 

     ,   

,       , 

       . 

        

      , 

 :   (earning a little extra cash),  

      (making a full-time 

commitment),     (freedom, flexibility).  

When Independent Sales Directors and Independent National Sales 

Directors talk about living their dreams, you question just what it takes to get 

there. You may have heard them talk about the flexibility of a Mary Kay business 

and how it has enabled them to spend quality time with their families (Mary Kay, 

 ,  «FAQs»). 

One Woman Can … 

… make an impact, change lives, drive her dreams, give others hope, take 

that dream vacation Mary Kay,  ,  «Real Voices»). 

 Mary Kay        

,     .  

     live  drive. 

 ,      

         

  .      
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 . ,   ,  

      .  

  ,    

  :  

1)   ,   

extra money (+ ); 

2)  ,   ,  (  rewards, bonuses, 

incentives); 

3)  «   »,      

  business   your (own); 

4)       .  

      

 flexibility, freedom   ; 

5)      (  

community, support,    ); 

6)   ,   . 

        

 ,       

  .      

  ,     

   .  
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   2 

 

      

       .  

,      , 

      , 

  :   ,   

,  ,     

. 

  ,     

        

 .      

         

        

    .     

       . 

      

   ,      

      ,  

      . 

      

        

.       

      

 ,     

 ,      

,     .    

       

   .     

 « »   -  
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,  , , ,  

 ,    , « »   

 . 

        

   ,   

      .   
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