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Member Compliance as a
Competitive Advantage

A global compliance training transformation that enables distributor success at scale

Business Need & Development Process

Herbalife faced a structural challenge: trust must scale at the same pace as growth. A global
distributor model creates market-by-market variability in execution, while regulatory expectations
continue to rise. Traditional compliance approaches that were fragmented, reactive, and enforcement-
led could not reliably support a modern distributor organization operating across markets and channels.

Member Business and Practices (MPC) responded by redesigning the model around training and
behavior change. The program was built through cross-functional alignment among compliance, legal,
and business leaders, then operationalized through one simplified framework: the 5C Strategy. That
framework created a common language for the organization and connected values, training content,
field engagement, monitoring, and governance into a single system.

"As a Distributor, | have seen how the ‘Five Cs’ protect what really matters:
your business, your credibility, and your future.”
— Mamie Herron, Chairman’s Club Member

Operating Model and Strateg

We rewired the operating model: from reactive control to proactive, education-led growth infrastructure.
Member Compliance became a driver of trust, performance, and scalability.

Reactive ) Proactive

Control-based » Education-led

Fragmented » Globally Aligned

Manual )  Data-driven
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Transformation at a Glance: The 5 C’s in action

Culture : We Do What’s Right

Integrity embedded in every market, every decision, every team.

Embedded Integrity = Made ethical behavior a core performance standard by embedding integrity
into day-to-day operations across all markets.

Leadership Built a leadership-driven accountability model that cascades compliance
Accountability ownership across every level of the organization.
Distributor Rolled out Distributor Compliance Month, a global campaign that promotes

Compliance Month proactive, education-led compliance by providing clear, actionable guidance,
engaging weekly content, and leadership-driven messaging to help
distributors build compliant, sustainable businesses.

Community : One Team, One Goal

Cross-functional partnership driving adoption through collaboration.

Cross-Functional Unified MPC, Legal, and Sales teams under shared compliance goals,

Collaboration removing siloed enforcement and creating joint ownership of outcomes.

Direct Distributor Deployed live events, structured training sessions, and field visits to create

Engagement two-way dialogue, replacing one-way enforcement with an education-first
approach at scale.

Ambassador Established trusted field representatives to bridge corporate standards and

Program the distributor network, driving peer-to-peer influence and real-time cultural
feedback from the field.

Continuous Improvement : Build It Better

Al-enabled tools and Quality frameworks that evolve with the business.

Al-Enabled Deployed machine learning models that surface patterns and anomalies
Monitoring across global distributor activity, transforming data streams into actionable
compliance intelligence at scale.

Quality Implemented structured quality assurance and control processes to ensure
Frameworks consistent, defensible execution across all markets, from review through
resolution to audit readiness.

Real-Time Insights Rolled out live dashboards and dynamic reporting tools, putting compliance
data in the hands of decision-makers for rapid response and continuous
regulatory alignment.
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Compassion : Guide and Support

Education-first approach empowering distributors to succeed.

Multi-Channel Created a multi-channel learning environment combining digital content, field
Learning coaching, and personalized support to deliver guided compliance education
at every distributor touchpoint.

Training at Scale Delivered over 6,500 compliance trainings to ensure distributors across all
markets receive consistent, accessible education, reducing repeat violations
and increasing compliant behavior.

Nutrition Club Conducted 31,385 Nutrition Club visits to provide on-the-ground, in-person
Visits compliance guidance, building trust and enabling distributor success at the
local level.

Compliance : Enable Sustainable Business

Department of Justice (DOJ) aligned, audit-ready infrastructure protecting and enabling growth.

DOJ-Aligned Built a compliance program aligned to DOJ standards, creating a fully

Framework defensible operating model that withstands regulatory scrutiny at enterprise
scale.

End-to-End Established comprehensive monitoring, investigation, and enforcement

Enforcement capabilities, reviewing 23,000+ posts globally with only ~0.2% issues

identified, demonstrating operational precision.

Audit-Ready Designed structured, audit-ready processes across all markets, ensuring
Infrastructure consistent standards and the ability to demonstrate compliance to regulators
at any time.

Benefits to Distributors, Herbalife and the Indust

These results are important not just because they are large numbers, but because they tell a cause-
and-effect story. Training was delivered at scale, reinforced through field engagement, informed by
data, and translated into low issue rates and stronger operational confidence. In other words, the
program helped increase awareness, and most importantly: changed behavior.

Why This Deserves Recognition

V' A clearly defined training transformation: not a generic compliance program
v Demonstrates behavior change, not just training activity
v/ Blends human-centered education with Al-enabled insight

v Delivers business impact at global scale

v Areplicable model for the direct selling industry
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