| Method for Network Marketing and a Managenent System Thereof Field
of the Invention [1] In particular, fhe present invention relates
to a network marketing strategy, which pronotes sal es and

di stribution of products and services by providing 5di scount sal es
and benefits to a hierarchy of distributors. Background [2]

Mar keting strategy is required by an organi zation for increasing
sales. It is well proven that peoples are notivated when the profit
over the salletheddboarNetwdaric Mdirketing aodanekmpemenkSystegn Thereof
strategies are inplenmented. One type of 10 marketing strategies
commonly used by conpanies to sell products and services to consuners
is a network marketing strategy, : j -l evel Marketing (MM.
[ 3] A conmpany enpl oyi ng NLNIstragggggggﬁﬁgyéﬁ#?s products to
consuners by direct selling and using referrals. The referrals are a

f "individual ' k d sell th dycts., Th
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can be a single person, a groyp of persons, si ngl e husi ness entity
or a mul ti plateBusyhish Prameles sees al}%@lﬁm%auam §? Brodtifaas eciyigea by providing
referred to as sales people, distributors, field representatives,

etc. [4] Theoumidales dohbencpitirteldieratchy opdistiibetass.f rom t he parent
conpany for their own consunption or for further selling to other

i ndi vidual s or end consunmers. 20 The individuals may also recruit
down-lines of independent individuslaskgrodnal Wi ll be going to create a
sal e-base for selling the products. Nunber of down-line 2

i ndependent individuals created can be of nultiple levels that a

down- | i ned [paxgli vi dualMg@stidegratidy igBiRired 8l ih dtinszatisn Rirshdiessing sales.
down-line. A hierarchy of individuals will therefore be built. This

is in overa||g \gé(lpﬁﬂ)q'-leﬂ%ag P@orpﬁt%l &8 nftivhia \ﬂ%ﬁﬁ@gmfﬁbgg%g isfles f shared.
illustrates a typfcal hierarchy of M_Mindividuals in

Accordingly, schemes and marketing strategies are implemented. One type of
10  marketing strategies commonly used by companies to sell products and services to

consumers is a network marketing strategy, such as Multi-level Marketing (MLM).

[003] A company employing MLM strategy markets its products to
consumers by direct selling and using referrals. The referrals are a group of
“individuals” recruited to market and sell the products. The individuals can be
15  interpreted in many different ways. Individuals can be a single person, a group of
persons, a single business entity or a multiple business enfities. Individuals of MLM

are often referred to as sales people, distributors, field representatives, etc.

[004] The individuals purchase the products from the parent company for
their own consumption or for further selling to other individuals or end consumers.
20 The individuals may also recruit down-lines of independent individuals, who will be

going fo create a sale-base for selling the products. Number of down-line




accordance with the nmenbers recruiting order. Individual 1 recruits

I ndi vi dual 2 and Individual 3. Individual 2 recruits |ndividuals 4,

5, 6, Individual 3 recruits Individuals 7, 8, and so on. Al
individuals in circle A are the down-line of Individual 2, while al
individuals in circle B are the down-1line of Individual 3.
Accordingly, 10 all individuals in circle C are the down-I|ine of

| ndi vi dual ithdefadtnti ndiividdual credttd dae beyofnguybipde uletsls f thermat Weiwn-lined
up-line and sells it further to their down-line. The individuals earn
commi ssi on fhpaddanecapai@ndit GAGRRAMAdiHased BNhishel rdo@l-lRet AV QieyRLMMf
of purchase. Vol une of col | ective purchase of an individual conprises
vol ure of tgﬁmd 9 BPe B8 MEk! TRS Y URRAAT . g;%aﬂ smegs%gr&fﬁe
by their conpensati on schenme 1s encouraging the

i ndi viduals to recrU|t nDre down-lines. [6] US Patent Application
no. 2006/01@5@§§'prOV|des an internet-enabled network marketing

nmet hod by which a nenber introduces a product to his circle of

friends. The introducegr en rewarded a . co ed on.the.
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[7] In one aspect of the present invention, there is provided a

met hod for agom@asa with ey Wembesremeking ordsssladivitna i rediniselngivadual 2yndf
the distributors. The distributors can be enlisted as

root - di st ri butaodyal whi dindieidpdy 8 hicghesr [ndividuat 4 Scoynindondya o8uetruits
pur chase, when his purchase quantity is high. Meanwhile, distributors

can al so belr@plidley RSndRNBEIAI MAGHIBThQYiSlel OWRS thé 8b&nOine dF BEREAGAl
on product purchase, when 5 his purchase quantity is low A systemis
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buying products from their up-line and sells it further to their down-line. The
individuals earn commission from the parent company based on their collective
volume of purchase. Volume of collective purchase of an individual comprises
volume of their own purchase as well as volume of purchase generated by their
15  down-line. Such compensation scheme is encouraging the individuals to recruit

more down-lines.

[008] US Patent Application no. 2006/0190325 provides an internet-enabled
network marketing method by which a member introduces a product to his circle of
friends. The introducer is then rewarded a commission based on the recommended

20 product purchased by the circle of friends.
Summary

[007] In one aspect of the present invention, there is provided a method for

evaluating performance of distributors in a marketing network for a period of sales.



10[009]Fig. 1 illustrates a typical hierarchy of MLMindividuals in
accordance to the nenbers recruiting order; [0010]Fig. 2 is a flow
chart illustrating a hierarchy of DSS network in accordance wth one
enbodi ment of the present invention; [0011]Fig. 3 illustrates a
flowchart of DSS nethod in accordance with one 15enbodi nent of the
present invention; [0012]Fig. 4 to Fig. 8C are flow diagrans of an
exenpl ary hEeleatoigy pofformnddSS inebasod kof qrurdhiave @ubseqoéhe pdistribdtoof. The
sal es, in accordance with one enbodi nent of the present invention;

[0013] Fi g. &éiribatods BlroekerlisagraroofdisriBanagamentnsys highe98e of discount on
associated with 20 the DSS nethod of Fig. 3; 4 [0014]Fig. 9B

i1l ustrat espl%d@ét%kchgj;eq%}émh?sf pﬁl&%ﬁg ﬁﬁélﬁﬁy l%rlﬁﬁlil.qﬁgaﬁv@qiﬁagigtributors can also

i ndi vidual s* end in accordance wth one embodrnent of t he present
| nvention, @en%l{s%%.l a%]nllzel 'er,g\%‘lﬁ'ch leHJSotyg 8 Be %lf %?s%m%t%%%%ﬁu%[ p;&p:ﬁase, when
processi ng nodul’e”in

5  his purchase quantity is low. A system is also provided for managing the method

thereof.
Brief Description of the Drawings

[008] This invention will be described by way of non-limiting embodiments

of the present invention, with reference to the accompanying drawings, in which:

10 [009] Fig. 1 illustrates a typical hierarchy of MLM individuals in accordance

to the members recruiting order;

[0010] Fig. 2 is a flow chart illustrating a hierarchy of DSS network in

accordance with one embodiment of the present invention;

[0011] Fig. 3 illustrates a flowchart of DSS method in accordance with one

15 embodiment of the present invention;

[0012] Fig. 4 to Fig. 8C are flow diagrams of an exemplary hierarchy of a DSS
network for five subsequent period of sales, in accordance with one embodiment of the

present invention;

[0013] Fig. 9A is a block diagram of a management system 900 associated with

20  the DSS method of Fig. 3;



accordance with one enbodi nent of the present invention. 5Detail ed
Description [0016] The fol |l owi ng descri pti ons of a nunber of specific
and alternative enbodi nents are provided to understand the inventive
features of the present invention. It shall be apparent to one
skilled in the art, however that this invention nmay be practiced

wi t hout such specific details. Sone of the details may not be

descri bed ipo140 | engtily, B Afush@enaf b%ﬁ%ﬁ%a&hﬁ itiy @B¢it® roviaéd @R%ach
of reference, conmon reference nunerals will be used throughout the

figures wh e@f[ﬁ d%‘s(r; :eﬁ'zgint e&céigl'gﬁ%:%itﬁ B{i’%{gﬁﬁo&iﬁ@ﬁt%ﬁﬁe ﬁl%ggﬁ"? ﬂ‘lv%:ﬂti(grﬂ @nd

figures. [O abor at ed above, networ k marketing functions
by creating an active sal e-base to market a product and/or service,

and recruit] down- | j.ne Q. Wl ceordin bhe_creatin i
own sale-ba@ggﬂo furt]§r%ﬁéﬁE3$“Wﬁeap%@ﬁ%&@%Qa?hﬁiﬁhﬁajég?gﬁﬁrgpﬁg% In
products and/or_servjces is greatl xpanded. Comm ssion earned b

the i ndi vi dfsPrdaacmlaneambaligRe: Q\%‘tﬁi)&feéqﬁ‘ééré’eﬁ%‘?ﬂ'eved by the Y

i ndividual itself and its down-lines. The individuals may purchase
products and services for their own consunption or for selling to an
end consumer. 20[0018]1t is typi cilctailed Peseiionk mar keting system
that the up-line individual can obtain the products fromthe parent
conpany at a lower price as conpared to their down-lines. This allows
t he up-1ineloptslsel | t Adepiobldwotgs dessiiphers ©b at menberdofwspdcifive and altornagve

embodiments are provided to understénd the inventive features of the present invention.
It shall be apparent to one skilled in the art, however that this invention may be
practiced without such specific details. Some of the details may not be described in
10 length so as to not obscure the invention. For ease of reference, common reference
numerals will be used throughout the figures when referring to same or similar features

common to the figures.

[0017] As elaborated above, the network marketing functions by creating an
active sale-base to market a product and/or service, and recruiting down-lines, who will
15 accordingly be creating their own sale-base to further market the products. Thus,
market for the products and/or services is greatly expanded. Commission earned by the
individual is based on volume of purchase achieved by the individual itself and its
down-lines. The individuals may purchase products and services for their own

consumption or for selling to an end consumer.

20  [0018] It is typical in a network marketing system that the up-line individual
can obtain the products from the parent company at a lower price as compared to their

down-lines. This allows the up-line to sell the products, either to their down-line or to



end consuners, at a nore conpetitive price. Such schenme encourages
the individuals to recruit nore down-liges to join them [0019] The
drawback of the traditional network marketing is that hierarchy of

i ndividuals and their down-lines is rather rigid. It is not viable
for a down-line to clinb 5 one level up to be in the sanme, or even

hi gher, level as his up-line, although his purchase record is proven
to be good. efhumsurherscadal omabmpniitiye rirfve. Suthi scheaneartcoofagebthaiimiiviguslhé
products at cheaper price, which indeed can increase his profits.

Thi s makes tebinabiaalokvniiddses jor@igyst em | ess attractive to
prospective down-1line, and consequently, it will be harder for
exi sting individuals, especially those at the | ower 10level in the

hierarchy, fgigiecr ui t TRORRWIAWO oF HRESadiE AL BLVRSL ARk Ana WP RGK hicSartRAbr
the up-line often stops working hard to market the product when he

I d [y e . -of . doyn- |- nes., l ]
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i ncome from sal es S own s

This reduces the jncaonme oppgrtunity of the parent. cogpany, which is. .
ot destt ante st BB b Hiecsiite X rehu BN pRash Boara i b BoRueh his
met hod of network marketing. The present invention fairly benefits

al | indivi deirkase deeprdjiepapvenylodpe gogtbt Mwskherapwdt naigni s thgegntitigment of
parent conpany. The nethod of the present invention is hereinafter
referred tooldsinbigstheifsudwots SwelpppagprBies tvdrich D8S)d caith énoneask diis pugpfits. This
network in which the DSS is inplenented will be hereinafter referred

to as DSS nghl®r the @ZVOR28la icfing Zybemaldst @wraha¢ to igrbdpatiiat UMGndine, and
hi erarchy of DSS network 200 in accordance with one enbodi ment of the

present | nV&JHsécﬁngtl e WPk sy %Q@th%ﬂ%%éﬁ%i éﬁ%ﬁﬂé%l%%@@% 18Qdr

and groups of | I'dual's 202. The group of In ual's

el uder ope Gl ol Bkt &' DU 22988 1gLQuP of distributors 6
[0020] Another drawback is that the up-line often stops working hard to market
the product when he already recruited large number of down-lines, because he still
earns income from sales of his down-lines, although his own sales is nil. This reduces

the income opportunity of the parent company, which is not desirable.

15 [0021] The present invention provides an improved method of network
marketing. The present invention fairly benefits all individuals in a hierarchy of a
network marketing, as well as parent company. The method of the present invention is
hereinafter referred to as Distributor Swapping System (DSS). The marketing network

in which the DSS is implemented will be hereinafter referred to as DSS network.

20 [0022] Fig. 2 is a flow chart illustrating a hierarchy of DSS network 200 in
accordance with one embodiment of the present invention. The DSS network 200
comprises a parent company 201 and groups of individuals 202. The group of

individuals 202 may include group of root distributors 202A, group of distributors



202B, and group of menbers 202C. The distributors 202B may furt her
include distributors |evel 2 2021B, disyributors Ievel 3 2022B,
distributors |level 4 2023B, and so on. The arrows show recruitnent
flowwi thin the DSS network. [0023] Parent conpany 201 is a conpany
enpl oying the DSS. The parent 5 conpany 201 runs a busi ness of

selling and distributing products and/or services. The products may

i ncl ude, bu202Mtadd grdugdof anerhigas t2026UpKHee dBOTBLork AAB, naydfurther include
cosnetics. The parent conpany 201 recruits the group of individuals

to the hiergeibyiceo1R8! iqomadmub&t§1§31\4§ézr99§@zzﬁ, Q248 Rors 9el 4 2023B, and
di stributor 202A is the first |evel individuals liaising with the

10 parent Cé’”{’rﬁ%e%%w Iﬂ?&y é&?ﬁmﬁ%ﬁtﬁohﬁ%ﬁf?ﬁ HOBSs élﬁtv?o“f(' thed to

recei ve fron1 exclusive scount on hi s/ her
pur chase. IS understood to a skilled person that the figure

|IIustrates Ly one joot, distribuytor for si i ci,t ar ent
conpany 201[0%? have %F%‘ ?%Wné’ngélr Oof dHHF b‘?ﬁ‘?}Pé“g&E% Q%Qtrﬁ ¢ parent
net wor k. [0025] Root distributors 202A may further conprise permnent
root 15 i sedTRAR A0 laﬂfaatbéﬁ%ﬁseﬂf;ﬁellllaétanéﬂﬂlﬂb%ugdwd%oetndé%ww The
Fig. 2). Permanent root distributors are recruited directly by the

par ent conppueyiu@®may widlide, beimpd tiarigd tadealdi stppidmemey soads.andeosivetios. The
response to the enpl oynent of the DSS nethod. The status of permanent
root di stripat@ré@nipanpe0 Madegdits thahrdig sthadisidhlssoahe hikearélgnpogsagoyexpand
root distributors may change accordingly. The mechani sm of status
changi ng of jtheinQs tenporary root distributors during enploynent of
the DSS will be el aborated further later. [0026]In a further

enbodi ment, the parent conpany 201 nmay al so becone a pernanent root

di stri but OrE é [ 0027}, oPJ\Etn H@?%ERQE (R ﬁJsPEvgr@%ﬁEﬁzi&uQI\é%ﬁéi&ﬁwith Rfe

excl usive discount on t e goo sal e recel ve y the root

glxif LISIb O&S@é%fﬁ%p‘lg%@%éﬁiet 02801[ ﬁiést Aouler %?A 1s enqgl%gltgl%gée%}e %rcr)]r% the parent
company 201 an exclusive discount on his/her purchase. It is understood to a skilled

person that the figure illustrates only one root distributor for simplicity only. The parent

company 201 may have more than one root distributors 202A in the network.

[0025] Root distributors 202A may further comprise permanent root
15  distributors and temporary root distributors (not shown in Fig. 2). Permanent root
distributors are recruited directly by the parent company 201, while temporary root
distributors are be so in response to the employment of the DSS method. The status of
permanent root distributors is permanent, while the status of the temporary root
distributors may change accordingly. The mechanism of status changing of the
20  temporary root distributors during employment of the DSS will be elaborated further

later.

[0026] In a further embodiment, the parent company 201 may also become a

permanent root distributor.



per manent root distributors 202A is between 1% to 99% The parent
conpany 201 rmay 5alter and adjust the dhscount given as it desires.
[0029] I n a further enbodi mnent of the present invention, the parent
conpany 201 nmay al so recruit menbers 202C. Menbers 202C are end
consuners who purchase a small quantity of the products and services
for their own consunption. Menbers, upon purchase of the products and
services, apez2gntitl eth i sabalieniaal b gresshtviavdfithng deuxchBivetdigionnt on
purchase. [0030] The root distributors 202A further recruit down-lines

to join thetl%%%@ﬁ"dl%gie%éé{wd thd ol QWMitUAIe 202 £G4 pHek,ed by the root
di stributors may be a group og-dlstrlbutors | evel 2 2021B or nenbers

who purchase the products and services in just a small quantity. The

di stributor @goﬁﬁvel ﬁno g(?]‘ﬁ% né}Hg(Qillﬁgnig \Aﬁegéﬁzlﬁsw di@&%m TRceived by the

occupying s d leve |erarc eln the roo

Ther of ore. - FFERRLF 0o GHRN G2 ok e e{%ﬁ U201 may

| evel in the hi erarchy_at which, t he dlstrlbutor occupi es. [0031]sStill
referrimy t “#@@da@““ﬁh%dﬁﬁ§wigbﬁﬁ6$§ FU{f8! 2 2021B purchase the
products and services fromthe parent conpany. The distributors Ievel
2 2021B are 20 entitled to receive an exclusive di scount on purchase
of the prodi®82¥ and sbr yifedker enmbodingtt eff dhepresenthaventing, thetpgrent company
di scount received by the distributors level 2 2021B is snaller than

t hat recei ve@l byy tlse re@oit neinsiers PAMO MNer@B2A202C are end consumers who purchase

a small quantity of the products and services for their own consumption. Members,
upon purchase of the products and services, are entitled to receive an exclusive

10 discount on their purchase.

[0030] The root distributors 202A further recruit down-lines to join the
marketing network. The down-lines recruited by the root distributors may be a group of
distributors level 2 2021B or members who purchase the products and services in just a
small quantity. The distributors level 2 2021B are named so because they are
15  occupying second level of the hierarchy, wherein the root distributors 202A are
occupying first level of the hierarchy. Therefore, hereinafter, each distributor will be

named after the level in the hierarchy at which the distributor occupies.

[0031] Still referring to Fig. 2, the distributors level 2 2021B purchase the
products and services from the parent company. The distributors level 2 2021B are
20  entitled to receive an exclusive discount on purchase of the products and services. It is
preferable that the total discount received by the distributors level 2 2021B is smaller

than that received by the root distributors 202A.



8 [0032]In one enbodi nent of the present invention, the discount
received by the distributors level 2 2021B is a di scount of 20% off
their entire purchase. [0033]In sone other enbodi nents, the discount

received by the distributors | evel 2 2021B is in between 1%to
99% of f their entire purchase. The parent conpany 5nmay alter and
adj ust the discount, as it desires. [0034]Still referring to Fig. 2

the distri bgbgs | eveln gn?ORAb&Iifent Befhel B6dcH ifefOM) -thd ARSI ri@ived by
the marketing network. The down-line recruited by the root

di stributorg f&gs\&}aﬁo H1AKP2 9ho %tard@}m{éfio%ff t§e112%§§8&rch£§_%nber s

who purchase the products and services In just a snal uantity.
10[ 0035] The distributors |level 3 2022B nay purchase the products and

services f rfagazghe pafxe“§0n9°”H%megm%w%lssttﬁé H%O%h @%Y@p @he%Z&iﬁ Blfrs

entitled to eive an T Usive drsco pro

and services ref rabl e t he total discoun ceiv

the i ot ri berers24BeE T Babsh 1P it S Rantionare e oifpausy cpaany

distributors |evel 2 2021B. 15[ 0036]1n one enbodi nent of the present

i nventi dn, Whealgrewd@diust e dispedtng it drsivgs-stri butors | evel 3 2022B i s

a discount of 15%off their entire purchase. [0037]1n some ot her

enbodi nents, the discount received by the distributors |evel 3 2022B

is in betwepn34g%to 999 etferridgeior Figntithe dinmiohersdevel ik 2p2te firtheo rpanys

may alter and adjust the discount, as it desires. 20[0038]In the

hi erarchy, @senlig¥eho jelnowd herkdeing! n@lvok. sSThd kidtarine eaelited BO2ARB root
distributors may be group of distributors level 3 2022B or members who purchase the

products and services in just a small quantity.

10 [0035] The distributors level 3 2022B may purchase the products and services
from the parent company. The distributors level 3 2022B are entitled to receive an
exclusive discount on purchase of the products and services. It is preferable that the
total discount received by the distributors level 3 2022B is smaller than that received by

the distributors level 2 2021B.

15  [0036] In one embodiment of the present invention, the discount received by

the distributors level 3 2022B is a discount of 15% off their entire purchase.

[0037] In some other embodiments, the discount received by the distributors
level 3 2022B is in between 1% to 99% off their entire purchase. The parent company

may alter and adjust the discount, as it desires.

20  [0038] In the hierarchy, one level below the level of distributors level 3 2022B
is occupied by a group of distributors level 4 2023B. The distributors level 4 2023B

purchase the products and services from the parent company 201. The distributors level



is occupied by a group of distributors |level 4 2023B. The
distributors |level 4 2023B purchase thegproducts and services from
the parent conpany 201. The distributors level 9 4 2023B are
entitled to receive an exclusive discount on purchase of the products
and services. It is preferable that the discount received by the
distributors level 4 2023B is smaller than that received by the

di stribut or § 2heyelarederdiRdBo r¢RB3Un! dkcRRE/cRNIROGhIEBNHuOhast D€ Y HSENts and
i nvention, the discount received by 5the distributors |evel 4 2023B

is a di Scougglwgés étu?{é) N tﬂ@ﬁﬁs‘é@mﬂ%@e%ﬁ | %QQAS%B or3 9 ]Q%@ﬁB is

enbodi nent s ount recelve he di st utors evel 4 2023B

is in between 1%t o 99% of f th tire The parent conpany
201 may al t apal haha&d[g‘i‘}é?cef‘f%lb & giifitoutars "”VF@ %P, [0041]1n this
enbodi ment of the present invention, dlstrlbutors conprises of 10 up
to distributors level 4 2023B. It sh be under stood, by, skill ed
persons in PATart thHt OB ABEPIIBED] @ 816 PIGHenK R 60 (57 HiSEa! GEGhcbY
or less than four, according to the preference of the parent conpany
201. [00%2] theglistdbytpisietel ét2g%3% if9 darcat of Bi7 pHahasentgepuichase.
accordance with one enbodi nent of the present invention. In general,
the nmethod of the DSS 300 conprises 15 the steps of calculating
purchase queadity at Bt spn8other elbadinngtatths tspo802eceswalpy Hy distibueps
303 and closing at step 304. The method of the DSS 300 is to be

appl i ed by fehel PanEyB isGarmeamen N3y kg% afMedirant®y ethag Tiet ot camphny
i ndi viduals conprising root-distributors, distributors and nenbers.

[0043] The Sb@Pm3Q%itQTant Ahfikdf tﬁE'df%goxHﬂeast&%H@sge quantity conprises

cal cul ating

[0041]) In this embodiment of the present invention, distributors comprises of
10 up to distributors level 4 2023B. It shall be understood by skilled persons in the art that
number of levels of distributors can be more or less than four, according to the

preference of the parent company 201.

[0042] Fig. 3 illustrates a flowchart of the DSS 300 in accordance with one
embodiment of the present invention. In general, the method of the DSS 300 comprises
15 the steps of calculating purchase quantity at step 301, cleaning at step 302, swapping at
step 303 and closing at step 304. The method of the DSS 300 is to be applied by the
parent company having formed a marketing network with individuals comprising root-

distributors, distributors and members.

[0043] The step 301 of calculating the purchase quantity comprises calculating
20  individual and collective purchase quantity made by each individual of the DSS
network at the end of one period of sales. In one embodiment, one period of sales is

one month.



20 individual and collective purchase quantity nade by each

i ndi vidual of the DSS network at the endpof one period of sales. In
one enbodi nent, one period of sales is one nonth. 10 [0044]Stil
referring to Fig. 3, the step 302 of cleaning conprises enlisting a

di stributor as nenbers when purchase quantity of the distributors on
an ongoi ng sales period is less than a distributor cut-off quantity

at step 302po44Thi s st 8l irsfetrmpetocitiyr Agihe tshep 32soff ¢lbaitigr sorhprige lehlisthipea
so as to keep and enjoy privileges as distributors. The step 5 302

of cl eani ngqikyblliRlas GRS ffie® PlichikR@adile JTRRDEK DRGNS 88 an ongoing sales
di stributor when the purchase quantity of himis equal to or nore

than the distrj t- off: i . : [
Further conpr 1Kot EhF LA HERUETALAY oinil BRHAR S P R IE e
is to be pe nost bottom | evel di.stribut

f Of. framthe ) rs.in a

| ovel - Tonsl A piaRrT RigPe S ami kel W o @riiipes s At The step
distributor level 3 .in a network marketing hierarchy, the swapping is
begun at® | e¥¥} oBclgpnipg duithes capprives ¢rdigideg S mpmpe ok aslistbutop when the
the step 303 of swapping conprises enlisting a distributor as
t enpor ary rpeothae guaitbyodhimisenutlhie odinstre iHanttor dikaidupucohald @dartthe at step
products being equal to or nore than a root-distributor cut-off
guantity on3gd® ongoi ng

[0045] The DSS 300 further comprises the steps of swapping. The step 303 of

swapping is to be performed from the most bottom level distributors in a level-

10 ascending manner. For example, when there is up to distributor level 3 in a network

marketing hierarchy, the swapping is begun at level 3 of the hierarchy.

[0046] Still referring to Fig. 3, the step 303 of swapping comprises enlisting a
distributor as temporary root-distributor when the distributor has purchased the
products being equal to or more than a root-distributor cut-off quantity on the ongoing
15  sales period at step 303A. The step 303 of swapping further comprises enlisting a
temporary root distributor back as a distributor when the quantity of his purchase for
the ongoing month is less than the root-distributor cut-off quantity at step 303B. Thus,
distributors still need to work hard so as to maintain his status as temporary root-

distributor.

20  [0047] When the distributor is enlisted as temporary root-distributor, he could
enjoy the privilege of being a root —distributor, such as higher discount on product
purchase. Accordingly, the position of his down-lines will be upgraded to a higher

ievel,



15 sales period at step 303A. The step 303 of swapping further
conprises enlisting a tenporary root didtributor back as a

di stributor when the quantity of his purchase for the ongoi ng nonth
is less than the root-distributor cut-off quantity at step 303B.
Thus, distributors still need to work hard so as to maintain his

status as t rary r -distributor., 2 471Vhep the distributor is
enlisted asﬁﬁgﬁporarygg@d?%ﬂpgiFiEH@d%,gkgS%%dﬁﬁ ﬂ%@ﬁyCWHB“ﬁ¥i P IS0t
of being a root -distributor, such as higher discount on product .

pur chase. AdesrgphyeR 304 nheptrn 3040l Ppsipg sompiipes|delsakating amopat of discount
upgraded to a higher level. 11 [0048]Still referring to Fig. 3, the
DSS 300 f urtehardedanpails eslitithe! toeghe obgaing snogh dbsedtompeaddndiiideals uipgated
304 of closing conprises cal cul ati ng anount of discount rewarded to
each indi vidaab aft@r tht BRpBIQ W MGeanit thdaBs e@p 03 @AGHapFIaE: b dédll as purchase
updated status after the step 302 of cleaning and the step 303 of

swappi ng; as%d@{%{i{y addPH) %Qﬁ%ﬁi@dmmlktdegWopaoﬁﬂ @Lllklwic\ﬁhlgg%ssstoring

The step 303 of "closing further conprises storing the purcha

gquantity data for the ongoi ont h and the current updated, statu i
for ‘cach i nieviaare GrfLRCHRY APAie R MRgle td T BER, Al s for
resetting the, purchase antity data tQ zero upon storing., This is to
ensur e t hat S350 riady a’quﬁ’?i 5P 393 & clostag T RO RBHSeS FrecHigg | thgiinygchase
month will be counted fromzero. 10[0049]1n sone inplenentations,
certain stepingty die iD3SnBrhosdos09 Hhiy ibéo pesothme duidhase quantity of each
substantially conti nuous nmanner. For exanple, in one other enbodi nent
of the presadividial&nthofollovhe mégh wIDdeebumtédningraray be perfor ned
continuously with the step 303 of swapping. [0050] The DSS net hod 300
provi des a network marketing systemthat allows 15 both parent

conpanyicandob4ygi vi duainSsoi® igildmdrtaine] (%rtafrﬁngsd&_ 1B€ OIGinBG ol 30D kedy be
hard work. The fundanental aspect of the DSS 300 is the hierarchy in

the DSS 308{3 .'ﬁbl‘lli]lga i’ §§L}bsféhgélg/i {){J?lﬁrnmgllsnrgér{n%ﬂ’:ﬁo} Q)?a .1§,ti[1i099t0 =P eItnBodiPlent

clinmb up t econe root di st utor a enj oys nore f1nhancla

perks, if h he works hard enou Such conpensati op schene. .
Encour ages THES PIRarUT BEe BE R5P RUR 3F Gep SRR BER It P Do auminuopdy wit
t hus expanding the_2Q business of the parent conpany continuously.

the Step 303 of swapping.

[0050] The DSS method 300 provides a network marketing system that allows
15 both parent company and individuals to gain financial rewards according to their hard
work. The fundamental aspect of the DSS 300 is the hierarchy in the DSS 300 is not
very rigid that it allows the distributors to climb up to become root distributor and thus,
enjoys more financial perks, if he/she works hard enough. Such compensation scheme
encourages the individuals to work hard to recruit more down-lines, thus expanding the

20  business of the parent company continuously.

[0051] Fig. 4 to Fig. 8C are flow diagrams of an exemplary hierarchy of a DSS
network for five subsequent period of sales, in accordance with one embodiment of the

present invention. In this embodiment of the DSS network, there are 8



[0051]Fig. 4 to Fig. 8C are flow diagrans of an exenpl ary hierarchy

of a DSS network for five subsequent penpod of sales, in accordance

wi th one enbodi nent of the present invention.In this enbodi nent of
the DSS network, there are 8 12 individuals A, B, C, DL E, F, G and
H Individual Ais a permanent root distributor. Individuals B, C,

and D are recruited by the individual A as distributor at |evel 2.

The i ndi vi dindividdafsupt BeC, dedt, Ui, 1@, andelli hdfiwiileidal & & pamahnbntamot distributor.
distributor at level 3. The individual F further recruits the

i ndi vi dual sinthvadichidB S, sidDrarbidcaritedtbyl @Y eddididudlak @l dagibuboraat Whel e, The
the individuals B, C, D, E, F, G and H are down-lines of the

i ndi vi dual #qiTR@I iR 0980 ltmrmtwa@aqbg et ¥i dualsultding 1088 3. The

network may be accordingly recorded [0 In this exenp ary

enbodi ment 1nd1Q/% Wﬂi? %{1 tf%ﬁqu% eefrrll iy 51? Cf %Elal ga'szﬁ;%li'ﬁtm at I& e{4Ofoalelx s

t ot al purchase oriat” eve ed to

vl 3 Sanch bl i?%%fa‘iw&a?aé é?‘% chese, ML Gy Sl o

and a discount of 10% respectively. Menber is entltled to a discount
of 5% [ 005B}erimisalghotitiond egheddpeduabdn theodbet zetuprk aiayt be ge@dingly
fromthe parent conpany to the individuals. Individual and collective
pur chase quaodéided. nade by all 15 respective individuals is counted
and recorded well for evaluating performance of each individual at
the end of one sales period. The collective purchase quantity is to

be cal cul atpgszgt arti nign thisoRehparieaibobididn®Mobedietribdics tig blxitledrts a dis@unt
| evel -ascendi ng manner. For exanple, total collective purchase of the

i ndi vi dual ff 45, Qﬁﬂ:’ﬁ#s 15%1 ?Qt%h%é%ﬁe'd@hﬂétgluﬁtl lePYr £ ﬁaéﬁitféﬁ to a discount of
individuals F, G In this exenp ary enbodi nent, a

di stri byt or e

ani ts 18 BRI 'e*sﬁoetgl gt W%lﬁf*ﬁlff AR 80 B ATy
k h f I 2 |

rrm;me)e? pur Carease%tl’ged ?{g a g ggotunt %f Li 3% ang y gcorlll%% 0 O A)e 1%Qpelctsl$fe y. Msembel is

entitled to a discount of 5%.

[0053] Throughout one sales period, products are distributed from the parent
company to the individuals. Individual and collective purchase quantity made by all
15  respective individuals is counted and recorded well for evaluating performance of each
individual at the end of one sales period. The collective purchase quantity is to be
calculated starting from the most bottom level distributors in a level-ascending manner.
For example, total collective purchase of the individual F is equal to the sum of

individual purchase of individuals F, G, and H.

20  [0054] In this exemplary embodiment, a distributor would need to make a
collective purchase of at least 75 units to be enlisted as root distributor. Meanwhile he

would need to make a purchase of at least 20 units so as not to be enlisted as member.



13 [0055]Fig. 4 illustrates a flow di agram of the DSS network 400 at
a first period of sales. The parent conpany is to apply the DSS

nmet hod to eval uate the performance of each individual in the DSS
network in one period of sales. Referring to Fig. 4, at the end of
the first sales period, collective purchase of each individual is
calculated. 5 Calculation is started fromthe nost bottom|eve

di stribut ormoss]. e. G Bigdd Hlustra@nd fldwhdingramadehaDSEndiwdr 4al apaficsh asod
of 15 units and 50 units, respectively, E has nmade a purchase of 25

units, F hags gmdeThe ﬁﬂlehte&ﬁﬁﬁéﬁ Wfo%?yeth(éf])@ﬂémoﬁsto (eCAubehd Y& Tormance
purchase of F conprises |nd|V|duaI purchase of G o 15 units

| ndi vi dual - pur.ehase, ol of. 5 H@M RO el @gg%oeln 4R

15 units), ave mde a co five urc uni s ‘an
25 units, respectively, and de a_col | ective, purchas 1

ni te | Loosttkst he ket peiath e Tt Guf it af b PISHERE K mé'ﬁfed-
of the step of cleaning to the DSS network. At the step of cleaning

di st ri bt or CHculdoG sastartashitpet thel mest heliie leveB disHibutyrsy e feand k| ang

their collective purchase (inclusive of purchase 15by their

respecti ve lkiownhadeas)inflividunhpuroimgyoiond 5 morts hnd 80 ueks eespetiarly2® hasimale a
Thus, B and G are only eligible for nenber discount for the ongoing
mont h. [ 0057):Eiedst @R Enith & BdsaRadela €dIRBINOBurcliRE of BE R (OWSANE PYrdlHse

perfornmed. As
of F comprises individual purchase of G of 15 units, individual purchase of H of 50
units, and individual purchase of F of 15 units), B and D have made a collective

10 purchase of 10 units and 25 units, respectively, and C has made a collective purchase of

120 units.

[0056] Fig. 4A is a flowchart illustrating the implementation of the step of
cleaning to the DSS network. At the step of cleaning, distributor B and G are enlisted
as members B and G, respectively, as their collective purchase (inclusive of purchase
15 by their respective downlines) for the ongoing month is lesser than 20 units. Thus, B

and G are only eligible for member discount for the ongoing month.

[0057] Following the step of cleaning, the step of swapping is performed. As
elaborated above, the step of swapping is to be perforined starting from the most
bottom level distributors in a level-ascending manner. In this exemplary embodiment, it
20 will start from G and H. Fig. 4B illustrates the flow diagrams of the DSS network at the
step of swapping. Referring to Fig. 4B, G and H does not make collective purchase of
more than 75 units. Thus, they are not being enlisted as root distributor. Moving one
level up, distributor F has a collective purchase of more than 75 units. Thus, distributor

F is being enlisted as temporary root-distributor and is eligible for root-distributor



el abor at ed above, the step of swapping is to be perforned starting
fromthe nost bottomlevel distributorsyyn a |evel-ascending nanner.
In this exenplary enbodinent, it 20 will start fromGand H Fig. 4B
illustrates the flow diagrans of the DSS network at the step of
swappi ng. Referring to Fig. 4B, G and H does not nake collective
purchase of nore than 75 units. Thus, they are not being enlisted as

root distridfisdoant fovivd mgodipesales\petiodiin rékipsiisel tb ultotwdpphasofd’ ©dick@nt ive-
purchase of nore than 75 units. Thus, distributor F is being enlisted

as tenporar &ﬁsﬁ'mﬁioi‘,qil%ﬁ{)ﬁfétéﬁrto abdistrfougdrii@idphe for root-distributor
14 di scount for the ongoing sales period. In response to the swapping

of F to becone root-distributor, His pronoted to as distributor

level 2. W&?@J{; Fol | 0%&%%9@@%@@; efasgdgﬁgﬁ%p@ﬁ@% AR, fgfpe&bﬁﬁémﬂtﬁe

per f or med. he step of cftosing, count ftor “eac

i ndi vidual is calculated based.on current 5 updated position qf each
i vi dual .G BEEENER: ot ARP S oL Fabe TG TERR! RS el ion R in
updat ed hierarchy of the DSS network are stored in a database. The
updat ed i eyrdatsdypastiond qads igbyidek Supseumly ygB Nt RUSHpSayigaily dg ayd
period. After all necessary data is stored; the purchase quantity
count er f ortheaghlateddhiefadibal ofailid DISS nedwody etk sloredenp at dntalwso mhiisd apéated
accurate subsequent sal es period purchase quantity 10 recordati on of

each i ndi vi gigakchyFbp thed Osshawsvollt avitldbagsamiofsubdegudnit nales hpeaiodr ctfyer odll
the DSS network at the end of first sales period. The final hierarchy

of the DSS petwarKghd it Nentdr 8t Salese RERAERY Wahfer B8 BRSdidSyidwl LWl be
hi erarchy of the 'DSS networKk for the second sal es period. [0059]Fig.

5 illustrat f%%to?edf {00%1'9 it@%%&@uﬁ%dét@%c&?&%e r}sﬁf)%ﬁﬁéﬁ Aes %038& ?)'ﬁgchggar i]l?éiiltity

10 recordation of each individual. Fig. 4C shows flow diagram of the final hierarchy of the
DSS network at the end of first sales period. The final hierarchy of the DSS network in
the first sales period will be used as initial hierarchy of the DSS network for the second

sales period.

[0059] Fig. 5 illustrates a flow diagram of the DSS networks at a second period
15 of sales. Referring to Fig. 5, at the end of the first sales period, collective purchase of
each individual is calculated. Calculation is started from the most bottom level
distributors, i.e. E. E has made an individual purchase of 5 units. Moving one level up,
B, and D have made a purchase of 25 units and 10 units, respectively, while C has
made a collective purchase of 10 units. Meanwhile, G has made a purchase of 20 and
20  H has made a purchase of 5 units. F has made an individual purchase of 30 units and

collective purchase of 55 units.

[0060] Fig. 5A is a flowchart illustrating the implementation of the step of

cleaning to the DSS network at the second period of sales. At the step of cleaning,



15 of sales. Referring to Fig. 5, at the end of the first sales
period, collective purchase of each indiyidual is calculated.
Calculation is started fromthe nost bottom/level distributors, i.e.
E. E has nade an individual purchase of 5 units. Myving one |evel up,
B, and D have made a purchase of 25 units and 10 units, respectively,
while C has nmade a coll ective purchase of 10 units. Meanwhile, G has
made a purchesdeof 2d @nde 200idtbchbscknadéistabmor ¢hab e xafth&r ussptdive puhdmse
made an i ndividual purchase of 30 units and collective purchase of 55

uni ts. [006Q]fig, 13%112!11%0 2r il QWERA0 dililsUMehAWhitg T, Head 'R LIRS 2K QB as

of the step of ‘15 member B and G are enlisted back as distributor

evel 2 as Lhgh, ERREGhLy S, BULENARRGIARL (i dpugaual to or more

t han 20 uni re now en ed as nenber
because their purchase quantity is less than 20 units.

[0061]Fo||omnn the s eani n the ste n

ber ot e, WPEH 55 FiifuSe <% REcemyte AhESieR n SHARRRE Shdtormedotie
at the step of swa plng Referring . to Fig. 5B, as F does not have _a
col | ective pRilkysiaws die ey dipcenpng! %D&S tﬁswalqaﬁétaﬁ step ghivaping: Refraring
second sales period, F is being enlisted back to his original

posi tion astodiigt PBbastlododsawdhad: a Acksstidé ngtchase@l bgogredquahie afmete than 75
enlisted back as distributor Ievel 4. Meanwhile, His enlisted as
menber becawsie hir Shpsscoh@seleqpainisd, ty is beihgssigted bauk B30hid Oviginiakb position as
[ 0062] Fol | owi ng the step of swapping, the step of closing is

performed. A iblifr %V%p?)ojkc@dl@i%gﬂgG aBRHMne OF 1] isséh@i'ét@a bh& ase@@tli‘tbut(n level
i ndi vidual is calculated based on current updated |evel of each

i ndi vi dual . ,Syh %H%nyn% eﬂgég ?tlegﬁgcg&gqﬁgﬂgggﬁ% d@%ﬁg@%’ 1ds t}éarnezo

updat ed hlerarc secon erio
stored in a 15 database. The purchase quantity counter for each

i ndi vi difal W be restored to zero thereafter. Fig. 5C shows fl ow

di agram of the final hierarchy of the DSS network at the end of

second sal es period. The final hlerarchy of the DSS network [n th
second sal eB0BAri od whellowas dheetemal swarPing Ui bepapfctigsieg isseforsaes!. At the
network for the third sales period. [0063]Fig. 6 illustrates a flow

di agr am of sthe oD8Bsmgt wopks tdisotfii fod epady inddvidifal is calculated based on current

updated level of each individual. Subsequently, current purchase quantity data and the
updated hierarchy of the DSS network for the second sales period are stored in a
15  database. The purchase quantity counter for each individual will be restored to zero
thereafter. Fig. 5C shows flow diagram of the final hierarchy of the DSS network at the
end of second sales period. The final hierarchy of the DSS network in the second sales

period will be used as initial hierarchy of the DSS network for the third sales period.

[0063] Fig. 6 illustrates a flow diagram of the DSS networks at a third period of
20  sales. Referring to Fig. 6, at the end of the third sales period, collective purchase of
each individual is calculated. Calculation is started from the most bottom level
distributors, i.e. G and H. G and H have made an individual purchase of 25 units and 10

units, respectively. Moving one level up, I has made a purchase of 50 units, while F



20 sales. Referring to Fig. 6, at the end of the third sal es period,
coll ective purchase of each individual ijg calculated. Calculation is
started fromthe nost bottomlevel distributors, i.e. Gand H G and
H have made an i ndivi dual purchase of 25 units and 10 units,
respectively. Mving one | evel up, E has made a purchase of 50 units,
while F 16 has made an individual purchase of 10 units and a

col l ective parghdse afdidbudlPuitdhasBohas undendn cohelitive guadhapus CinaritoB
5 units, while C has nade an i ndividual purchase of 5 units and

col lective purehase iffiyid Miiise oM aMMMIfle PhfldgadBEGndivRIACHRSRO b
80 units. 5[0064]Fig. 6A1s a flowhart 'illustrating the

| pl ement at 5o gn Q(ﬁles{iﬁp 1(1)1']::hf?sle %?rllp@gnﬁé) 1\;1&%\@%§ ﬁ%%w{a‘é aét‘)turéhgge of 80
step of cl eanihng, and PEERIT st ed ™ as NENDer “because tRel
purchase is less than 20 units. Meanwhile, E is enlisted back as

di stributor™Bvel 3 and Dis enlisted back as distributor level 2 as
their respective purchase is nore than 20 units. 10[0065] Fol | ow ng
the step of cleaning, the step of swapping is perforned. Fig. 6B

i || ustradtesloPs@ 1 ow Hicagramsa dlovrdhertp: SStF?élﬂlﬁotBR igplenatagiop piofe step of
swappi ng. Referring to Fig. 6B, as D has nade a purchase of nore than
75 units, Dehaadihg bethedP$Shedods Atehpoepnd cleanngdB sind Thakanlisigl hagiember
al so nade a collective purchase of nore than 75 units, thus Cis also
enlisted ashéRERALEF YulchQe-i6iess thab B0 anits, AdeomdilIngdk s cnsittadl baclods diambutor
15 lines of Cis also updated. E and F are enlisted as distributor
level 2, whilg ﬁaﬂdslgqmeﬁlﬁ&i%ﬁl% aSish{duRstISel bea\é%eigres%e%ﬁve PulcRase is more
enl i sted as nenber because his purchase is |less than 20 units.
[0066]FO||0§%D% thq step of swapping, the step of closing is

per f or med. i R@“é%ep of closing, anmount of discount for each

i ndi vidual is calculated based on current 20 updated status of each

i ndi vi dual . Subsequen%léi,current Btrchase uantity dat.a and %he Fi
updat ed'thi elP8Fdhy of tHEHES hretio Pk CFBREHES Pl o STAPEE JePPEd MRl e
stored in a database. The purchase quantity counter for each, .

i ndi vi dual Blillusyiates dhe Bewdliasmmeeibthe hASeaftwerk atthgstesof syapning Reffrring
di agram of the final hierarchy of the DSS network at the 17 end of
third sal estgpBig. o, aTHe hhs nakle i puraiashyfofoehbarD3S umgsWorkili he ehiested as
third sales period will be used as initial hierarchy of the DSS

net wor k f or tchiiRrdrp Uubbhidis@ibatmr Perhadalso made a collective purchase of more than 75
units, thus C is also enlisted as temporary root-distributor, Accordingly, status of down-

15 lines of C is also updated. E and F are enlisted as distributor level 2, while G is enlisted

as distributor level 3. Yet, H is enlisted as member because his purchase is less than 20

units.

[0066] Following the step of swapping, the step of closing is performed. At the
step of closing, amount of discount for each individual is calculated based on current
20  updated status of each individual. Subsequently, current purchase quantity data and the
updated hierarchy of the DSS network for the third sales period are stored in a
database. The purchase quantity counter for each individual will be restored to zero

thereafter. Fig. 6C shows flow diagram of the final hierarchy of the DSS network at the



[0067]Fig. 7 illustrates a flow diagram of the DSS networks at a
fourth period of sales. Referring to Figs 7, at the end of the fourth
sal es period, collective purchase of 5 each individual is calculated.
Calculation is started fromthe nost bottom|evel distributors, i.e.
G and H G and H have made an individual purchase of 78 units and 80
units, respectively. Mving one |evel up, B, E and F have nmade an

i ndi vi dual gur ehasel @les/feriodi The (31 liﬁ-hzt@h)aﬂﬂt}?c?DBIl1ie$w01ﬂ<ei$1ptﬂ6tth1\/@|sades
Moving further one | evel up, C and D have nade an i ndivi dual purchase
of 80 unit sp ol Wil H'G%.ISG@‘QQIH%@&] Hﬂ:ﬁé@hy SERP PR 1'}é?»l.rcyl‘k féypt[hgqglﬁlféagas pbfodl S
a flowchart lustrating the 1 nplenmentation of the step of cleaning
to the DSS netmnrk At the step of cleaning, B and H are enllsted

back as di sipiAutor | eeh oAk AR WLAR ﬁ%ﬁn\é%ségneﬁ\%ﬁ&eﬁt'f\éﬁhﬂ’perxod

because the especti e purchase is no

per or med. P Gess BEFREE oyt oL e of NG bR e T oﬂ%ceegmhase of

network at the step of swapping. Referring to Fig. 7B, as B, C
F, G and H tneleindhaduah is ceatatvd: e Cplgnlatian os o$a1h%ér ofth &he ﬁe)sarhcwem éfmef

of themw || be enlisted as tenporary root-distributor.
[ 0070] Fol | odistadputchs ist €pndf. Shapbliimgye thade st mdivaduat bushmsg df §8 units and 80
performed. At the step of closing, anmount of discount for each

i ndi vi dual jusitsC adspedrirt Bd MasHtoR e GIUHEB! E28d Fadat eshds batinsvidtalgaethase
i ndi vi dual . Subsequently, current purchase quantity data and the

updat ed hi egagel) ltsofsotlnﬁe s DRP7AGLNON; Eslgeeﬁyélmmﬂ{g tfﬁt}%?'o%é ia%[ LRdCahg D

stored in a database pur chasé q antlty coun each
i ndi vi dual

d to.zero a sh
di agr am of &%@r?%ﬁéP- é%Fﬁ H%§dg?e?%%§ ﬁg nﬁsﬁn ?0 Hﬁ;“%max nd of
fourth sal es period. The final hierarchy of the DSS network in the
fourth sal es erlod e.used a nitial, hierarc of the DSS
net wor k' QOr‘mﬁg flft l%éﬂﬂﬁﬂ%a ?%T?W@‘E%IWWR§§PF§PB§ﬁ£§¥I%ﬂ?Of
di agram of the DSS netmorks at a fifth period of sal es. Referrlng
to Fig. 8, deaningtetht BESuweveiks A theyples obeigapmg. Bomdebh a9 enpsfed fradle as

of each 5individual is calculated. B, C, D, E F, G and H have made
an i ndi vi dudistriputorhkesel @f and distributor level 3, respectively, because their respective

purchase is more than 20 units.

[0069] Following the step of cleaning, the step of swapping is performed. Fig.
15 7B illustrates the flow diagrams of the DSS network at the step of swapping. Referring
to Fig. 7B, as B, C, D, E, F, G and H have made a respective purchase of more than 75

unifs, all of them will be enlisted as temporary root-distributor.

[0070] Following the step of swapping, the step of closing is performed. At the
step of closing, amount of discount for each individual is calculated based on current
20  updated status of each individual. Subsequently, current purchase quantity data and the
updated hierarchy of the DSS network for the fourth sales period are stored in a
database. The purchase quantity counter for each individual will be restored to zero

thereafter. Fig. 7C shows flow diagram of the final hierarchy of the DSS network at the



15 units, each. [0072]Fig. 8Ais a flowhart illustrating the

i npl enentation of the step of cleaning Hﬁ the DSS network. At the
step of cleaning, B, C, D, E, F, G and are enlisted as nenber,
because their respective purchase is less than 20 units.

10[ 0073] Fol | owi ng the step of cleaning, the step of swapping is
performed. Fig. 8B illustrates the flow diagrans of the DSS network

at the stepeff ofSRRARRAIARs pBEOEMTHeehal BidriBhy 8Bthed3SBnetodnth Meabarth sales
enlisted back as down-lines of A because their individual purchase is

| ess than 7% H)QI'\L uS&(ngSl atl ﬂ]e zﬁ‘!:]%soﬂﬁé US@ neF\%lksfbmhL: FHH GRS ?Qmodz

and F are e |ste |nes of C, and are en
back as down-lines of F. 15 After E, F, G and H are enllsted back as

down- i nes of . ol | Gl ki, pIChang, of g&%@fogéng@ﬁq%w()lws{gfm%&d of

is then enl as tel orary root-

and H are enlls ed back as down-Iline urcha e of
AR e T 6 RN ool S Tt AR Sy SRR i
as distributor level 2 after the step of swapping. 20[0074]Fo||omnng
the stepp of indiwagi igealqtried tRC.oP. Bl beirnapd B hare Mgdenatl indiyidpglepusehage of
of closing, anobunt of discount for each individual is calcul ated
based on cut¥ enits, vgdat ed status of each individual. Subsequently,
current purchase quantity data and the updated hierarchy of the DSS
network for the fourth sales period are stored in a 19 database. The

pur chase qupotdjty couPfze8Af & agastthendilvétthsiak the limphendhesivar&diht astep of
zero thereafter. Fig. 8C shows flow diagram of the final hierarchy of

the DSS netwogkyato HRep8Rdicdhodki fAlhns & gsoﬂjc%dn% H,Q97p] Ei 9. CQ/émliSH 3re
bl ock dlagran1o? nanagenent syst em 900 associated with 5 thé DSS

met hod of Eggl§B§ as me;‘f% eca Sg:h'l %%Qpee%{ﬁe Lil%l slﬂéssolilaxg%(zhﬁlltsbm ors

902 and a nagement’ sys But or may i ncl ude
plurality of individuals conpr|3|ng r oot dlstrlbutor, di stri butor

| evel 21 di [St 7 I]bUt or ]I:&Y owing tllengg;P g clegnr}gg,, tﬁe %{ép of swapping is performed. Fig.

8B illustrates the flow diagrams of the DSS network at the step of swapping. Referring
to Fig. 8B, as B, C and D are enlisted back as down-lines of A because their individual
purchase is less than 75 units at the fifth sales period. For similar reason, E and I are
enlisted back as down-lines of C, and G and H are enlisted back as down-lines of F.
15  After E, F, G, and H are enlisted back as down-lines of C, collective purchase of C is
75 units. Therefore, C is then enlisted as temporary root-distributor. Similarly, after G
and I are enlisted back as down-lines of F, collective purchase of I is 45 units, i.e.
more than 20 units. Accordingly, F is enlisted back as distributor level 2 after the step

of swapping.

20  [0074] Following the step of swapping, the step of closing is performed. At the
step of closing, amount of discount for each individual is calculated based on current
updated status of each individual. Subsequently, current purchase guantity data and the

updated hicrarchy of the DSS network for the fourth sales period are stored in a



[0076] I n one enbodi ment, the distributors 902 nmay be provided with a
device configured to send a request to ?5rforn1any sal es-rel ated
activities to the DSS 10 managenent system 903. The sal es-rel ated
activities may include inputting an order, naking paynment for goods
pur chased, tracking delivery status of the goods, keeping a record of
sal es, managi ng personal profile of the respective individuals, etc.
[0077] Fi g. @a@aﬂa['glé. Bl AliBRast RRalii9 doubieR 86 28ATindiNRUEBWIIE ®e $84ored (o zero

pro¥iﬁed to each indiVviduals 902 The device 904 conprises a personal
profile manager.905A Lor, 1 dj. I r.egi {

per sonal pr@?ﬁ?@go %%%efgg?§?§§§%%%% fﬁzﬂ%ggh#%%%Sgﬁgﬁ%g%¥§?@ﬁ$8%%hﬂw
and a group q@ggﬂﬁﬂgrt modul e 905B for managing information rel ated
to hierarch§® @dP°UPth respective individuals. The device 904

al so includes an order-placing nodule 906 all ow ng the registered

i ndi vi dual tofglace an order, and a purchase paynent nodul e 907, By,
whi ch the ri88T8t er ed VigdP4ilsuhlock diepamaka nsagemnt e PR0 grsgeipted Ayih
sales-related activities are comuni cated to the DSS nanagenent
system iy tthe Fmettiodatfitog hodotievodis00] coOZek Shurtklityraftdstrbyigrs Y2rRng. a
9B, the device 904 may further conprise a delivery 20 may use a

graphi cal UBSR nhdnagéhan 8y{téaop3 98k diaribmber Hetmay inbludt blunalitylo€mdividuals
enbedded within the device 904. [0079] Referring back to Fig. 9A, the

DSS managengpt, syt S8 $93ibGRIAi bS8 Stof|REICE i RGor B 3em3BReARA] & on.
dat abase 910. The "processing nodule 909 is configured 5 to perform
the sales-related activities as requested by the individuals through

their devi Cﬁﬁ?éji g. 9G $deﬁ%@%ﬁlﬁéﬂt?ﬂ%l()c@sﬁhb\gin%g}r@ﬁ%r %(% %vR{e@%ﬁlscjl Bice

nodul e 909 ccordance one e nment of sen

i nvention. . o
configured to send a request to perform any sales-related activities to the DSS

10  management system 903. The sales-related activities may include inputting an order,
making payment for goods purchased, tracking delivery status of the goods, keeping a

record of sales, managing personal profile of the respective individuals, efc.

[0077] Fig. 9B illustrates the block diagram of the device 904 provided to each
individuals 902. The device 904 comprises a personal profile manager 905A for
15  sending a request to register and update personal profile of an individual to the DSS
management system 903 and a group management module 905B for managing
information related to hierarchy associated with respective individuals. The device 904
also includes an order-placing module 906 allowing the registered individual to place
an order, and a purchase payment module 907, by which the registered individual can
20  make payment for his order. All sales-related activities are communicated to the DSS

management system by the communication module 930.

[0078] Still referring to Fig. 9B, the device 904 may further comprise a delivery

tracking module 908 operable for tracking delivery status of the goods. The distributors



[ 0080] Referring to Fig. 9C, the processing nodul e 909 conprises a
personal profile managenent nodul e 911 eonfigured to create and
manage personal profile of 10 each individuals registered in the DSS
network and a group nenber managenent nodul e 912 configured to manage
profile of a hierarchy of individuals in the DSS network. The profile
of each respective user is stored in the database 910. The personal
profile manBgemsan greplutad wwarlintestee KEP P Thto inéeret oviph pld les embedded
managenent nodul e 912 identifies the individuals sending request to
order goodswithih thetetieve®t.from t he 15dat abase i nformation for the
identified individuals. [0081] The processi ng nodul e 909 further

conpri ses a good purchase managenent nodul e 913. The good purchase

management pord)l € 913REREGIVREKAC 1REURSthd DSOMERTagBMele H¥teinh®3 comprises
i ndi vidual 1dentified by the personal nmanagenent nodul e 911 and the

group nenbey Pf&@&ﬂ@&ﬁ&&ui@?@ykﬁj 931%abé'§9@1 TRNRGGHEALInTRdE Qb3 ¢ ieured

records the respective quantity of goods ordered to the database

The good. purchase nagenen dul €.913 al so,.send .instructions. to the.
ot ook mihagSmBALo RoIG g AL it Be TR BY b ThHELS ik RS
identified individuals, 21 [0082]The processi ng nodul e 9 furthe
conpri ses adeh%afionJCriatiratesgybloc @g@%%fcrfﬁﬁgl%ﬁmgemg%#e33% in accordance
configured to performthe step of calculating, the step of swapping,

t he step of witheanrmgodingnt ¢icthe preserdfingntei.ng of the DSS net hod of

Fig. 3, at an end of a sales period. Al steps are executed with

reference to the record of the
[0080] Referring to Fig. 9C, the processing module 909 comprises a personal

profile management module 911 configured to create and manage personal profile of
10 each individuals registered in the DSS network and a group member management
module 912 configured to manage profile of a hierarchy of individuals in the DSS
network. The profile of each respective user is stored in the database 910. The personal
profile management module 911 together with the group member management module
912 identifies the individuals sending request to order goods and retrieves from the

15  database information for the identified individuals.

[0081] The processing module 909 further comprises a good purchase
management module 913, The good purchase management module 913 receives a
request to order made by the individual identified by the personal management module
011 and the group member management module 912, The management module 913
20  records the respective quantity of goods ordered to the database 910. The good
purchase management module 913 also send instructions to the stock management

module to further process the order made by the identified individuals.



5current hierarchy of individuals' data and quantity of goods

ordered/ purchased by respective individaals stored in the database
910. [0083]Referring again to Fig. 9A, it is preferable that the DSS
managenent system 903 further conprises a paynent managenent system
920. The paynment management system 920 is configured to track and
manage payment of goods ordered 10 by the individual. \Wen the

i ndi vi dual 98831 or der $hgyprssssingemogalesTugber sRIRRIISER P Cé%?yli%ntmdt‘lﬁl%7
order will not be included into calculation by the DSS nodul e 917 at
the end of &hsalkesnperddol, 9l7eire henfigureditl pavirmdht step wé calndatisg the $top of
ot her words, an order placed by an individual has no effect during

i npl enment at voappie, thestGSEF eddigd and tHeh@speol oshgy pRheEI8S MRaRJf@ITid e at
order. 15 [0084] The DSS managenent system 903 further connects to a

stock managgienRd oMmdih& dl%gi%dm'i‘iaﬁbﬁkga@ré;{%éut@d’@nﬁt RGdse e ttohtﬁe 99(99& -of the
The stock managenent nodul e 920 recelives details of purchase of goods

fromthe DS Y§h 3,

del i ver;e/5 veﬁf g%%%%g%ﬂ % 3 lﬁll %l%&edag“ggéé r@é@%& b&?ﬁ éﬁ&%&/ rﬁlccll*}‘r’lsed by
order to an end .user or the res tive di strlbutors 20 A

del i very st4tRrSt ‘ﬁ%%‘@ﬁlﬁﬁ Stﬂ’i‘igﬂﬁ‘ Q’eéfééﬁ%?ie %Pow ded in the processing
nodul e 909 so as to keep track of the delivery status of the goods.

[ 0085] The DSS nethod of the present invention as described herein

i mproves 2B%Bnpensakefciiie Aot Qe Vbt & Brefiralye dbatithe 1S mpegement
with the parent conpany well, yet it still opens opportunity for the
down- | i ne ofystche %I’Bsfm‘ihbutcom@risas gl paynenp mapapeconesyateno20. The payment

di stributor when he/she has a good record of purchase quantity. Thus
al | i ndivi dahgeaiet §R60UHAMBAMEsWRH Ko hatd aahthabalk REERNOF §diRls ordered

parent conpany shall be 5greatly expanded. [0086] The above

descri pfd onpy kilcUgtahes WaEA MESin@TRAAY BRRL &0k Jol8s, A8 $E€Rbes not make any
payment, this order will not be included into calculation by the DSS module 917 at the
end of a sales period, neither it delivered to the end user. In other words, an order

placed by an individual has no effect during implementation of the DSS method if there

is no payment made for the order.

15 [0084] The DSS management system 903 further connects to a stock
management module 920 managing order and stock of the goods. The stock
management module 920 receives details of purchase of goods from the DSS
management system 903, and thereafter instructs a delivery vehicle 921 to deliver the
goods according to the purchase order to an end user 922 or the respective distributors.

20 A delivery status management module 918 is provided in the processing module 909 so

as to keep track of the delivery status of the goods.

[0085] The DSS method of the present invention as described herein improves

the quality of business opportunities of a network marketing system. It is able to



invention along with exanpl es of how aspects of the present invention
may be inplenented. Wiile specific enbod@2nments have been descri bed
and illustrated it is understood that nmany changes, nodifications,
vari ations and conbi nations thereof 10 could be nmade to the present

i nvention wthout departing fromthe scope of the present invention.
The above exanpl es, enbodinents, instructions semnantics, and draw ngs
shoul d not HENRREEHE hea1gobdisEvatanpySiapbogRFiskeswItA Hie perart spapant well.ost
illustrate the flexibility and advantages of the present invention as
defined by itisglifopkhomipegusitaiorshe de@ndinaiofgheldigribvutonotd flonb ep &b beoinregn
perfonnance of distributors in a marketing network for a period of

sal es, conpfdosidigiibutor when heSBd dlkishiodg tdberdmar kefilage nRbMOKK Thus all
organi zed in a formof down-line hierarchy, 5the marketing network

i ncl udi ng pﬁ'ﬁlhii&.lalpsaﬁl‘te%11@3&1‘&1}?&%&%1@( HaTRAD YusSdsh Bpglaoﬁé?gﬂ%ﬁipany shall be
at | east one permanent root-distributor purchasing the products from

the parent ¢« are rewarded by the parent conpany a first
distribu orggggggﬁﬁﬁ&%%te on his purchase; 10at |east one distributor

recruited by the permanent root-distributor, wherein the recruited

di stri butor ongs to the down-line.of the pernanent.. ' _
oot - di st 11 BT 2 wnEhe Ao ERSirs oG Rltoli B BT P EPogimeat st b prygen
products fromthe parent conpany and is rewarded by the parent
conpany a sB¥eiPndrleng iWith 6xaaplse ofdovy asrecnohihs pigpehdgeention may be

implemented. While specific embodiments have been described and illustrated it is
understood that many changes, modifications, variations and combinations thereof
10 could be made to the present invention without departing from the scope of the
present invention. The above examples, embodiments, instructions semantics, and
drawings should not be deemed to be the only embodiments, and are presented to
illustrate the flexibility and advantages of the present invention as defined by the

following claims:



15at | east one nenber recruited by the pernmanent root-distributor or
the distributor, wherein the nenber belZhgs to the down-line of his
recruiter that the nenber purchases the product fromthe parent
conpany and is rewarded by the parent conmpany a nmenber discount rate
on his purchase; counting and sunm ng total purchase quantity of each
participants for that 24 updati ng_current down-line hierarchy
of the distributors based on their purc BSquantity which includes
enlisting the distributors as nenber when the distributors' purchase
quantity is lesser than a first predeterm ned anount and enlisting

t he di stri But or A awthodtlenpodeatingmedprainse of Bistrdrtosh éna trieketing network for
di stributors' purchase quantity is 5 equal to or nore than a second
pr edet er m nggriadwilindles, comprisiogl cul at i ng amount of di scount rewarded
to each participants of the marketing netwrk based on the updated
current down-1line hierarchy; and recordi ng the updated current

down-1i ne hi er aregfaplifiaig PermkaREtiHg nebWOKaRAESR AR Bfh OF dSRheme hidarchy,
2. The method according to claim1, wherein the step of updating

status @f the dhstihe RMGRLSinHldt 69 g 2s enlisting the tenporary
r oot dlstrlgﬁ?br Ea%E dygtrFEﬁ%IC' |s purchase quantity is
| esser than the second predeternlned annunt 3. The nmet hod accordi ng

to clain1;, further %6gg5k%& s&ﬂ E%;the distribupor at | east

one additional distri ’tional distributor

bel ongs to down- 15 [|ine of the recrU|t|ng di stri butor and t he
down-line of the root-distributor adl recrU|t| tr| ut or,,
t he additi onal dlstrﬂﬁg?ﬁ(”ﬁdﬁﬁﬂ?§@' é%%¥%%§%&@ﬂ?W% Pgﬁlonlﬁm

conpany and is rewarded by the parent conpany a third dlstrlbutor
di scount rate fdRHf Sopprdhasd are zewarped REtthe Pakst spaPAY ol distibytor
wherein the first distributor discount rate is

discount rate on his purchase;

10 at least one distributor recruited by the permanent root-distributor,
wherein the recruited distributor belongs to the down-line of the permanent
root-distributor , whereas the recruited distributor purchases the products from
the parent company and is rewarded by the parent company a second distributor

discount rate on his purchase;

15 at least one member recruited by the permanent root-distributor or the
distributor, wherein the member belongs to the down-line of his recruiter that
the member purchases the product from the parent company and is rewarded by

the parent company a member discount rate on his purchase;

counting and summing total purchase quantity of each participants for that

20  period of sales;




20hi gher than the second distributor discount rate, which is higher
than the third distributor discount rat24 25 5. The nethod
according to claim4, wherein the first, second and third distributor
di scount rate are between 1% to 99% 6. The nethod according to
claim4, wherein the first distributor discount rate is 25% the
second dlstrlbutor di scount rate is.,20% and the third distributor

di scount rate 5iWdaisag current ¢panhiwe fisgargbye ot e disthibptens drsadon hais parchase

t he nenber discount rate is |ower than any distributor discount

rates. 8. dihmetityetvhict iadodesdémigling ted distnibutorahie rreemberhwhere phvedistributors’
di scount rate is 5% 109. The nethod according to claim1, wherein the
first predgiethasdepai®uidt ldsser 2hating thst pldetefgetreihothtageDrediifithgt the
claim9, wherein the second predeterm ned anount is 75 units. 11.

The et hod RaaRNEINS 4 Rnfofirirdot- cflwit)ﬁ't%f wheRd §i§t§lbﬁ%§§tﬁtﬁaﬁsé B&antity is
total purchase 15quantity counter back to zero for perusal in

subseaugnt et 0t Al SME R el YA RIALIRNAgl ng sal es of goods

in a marketing net wor a conpany selling the goods,
wherein the marketing network has plurallty of distributors, the

m ri
System conprises; calculating amount of discount rewarded to each participants of the marketing

network based on the updated current down-line hierarchy; and

recording the updated current down-line hierarchy for perusal in subsequent

period of sales.

10 2. The method according to claim 1, wherein the step of updating status of the
distributors further comprises enlisting the temporary root distributor back as

distributor when his purchase quantity is lesser than the second predetermined amount.

3. The method according to claim 1, further comprises recruiting by the distributor
at least one additional distributor, wherein the additional distributor belongs to down-
15 line of the recruiting distributor and the down-line of the root-distributor heading the
recruiting distributor, the additional distributor purchase the products from the parent
company and is rewarded by the parent company a third distributor discount rate for his

purchase.

4, The method according to claim 3, wherein the first distributor discount rate is
20  higher than the second distributor discount rate, which is higher than the third

distributor discount rate.




a device provided at distributors' end, the device is configured to
al low the 20di stributors to place an ordéer of goods; and a

di stributi on managenent system i ncludi ng: 26 a dat abase
storing profile of all distributors and order quantity made by each
di stributors; a processing nodul e havi ng: a persona

rofile managenmept nodul.e configured to manag 'd Supdate the . .
Gat abase T eyar di W 1&8&]&8&5@1% o Birart wBERT 8 TUGRRSDS P! PR distributor
net wor k; _a group_ nenber managenent nodul e confi gured to manage
and store t¢semal @i upasevesnAVeiodt®hy of the distributors within the
mar ket i ng net worKk; a goods purchase managenent nodul e
configured to receive the order 10placed by the distributors and to
store to the datBixamethorddecordngnividiaimpd.ackaeinythe hiest diigtibutbutisemint aate is
cl eani ng nodul e, whereby at an end of a period of sales, the cleaning

25%, the second distributor discount rate is 20%, and the third distributor discount rate

5 is 15%.

7. The method according to claim 4, wherein the member discount rate is lower

than any distributor discount rates.

8. The method according to claim 7, wherein the member discount rate is 5%.

10 9. The method according to claim 1, wherein the first predetermined amount is 20
units.
10. The method according to claim 9, wherein the second predetermined amount is
75 units.
11. The method according to claim 1, further comprises resetting the total purchase

15 quantity counter back to zero for perusal in subsequent period of sales.

12. A system for managing sales of goods in a marketing network established by a
company selling the goods, wherein the marketing network has plurality of distributors,

the system comprises:

a device provided at distributors’ end, the device is configured to allow the

20 distributors to place an order of goods; and

a distribution management system including:



nodul e cal cul ates total order quantity of each distributors, and
based on the total order qua@bity, updates the
di stributors hierarchical status and cal cul ates 15anmounts of
di scounts for the purchase nade by each distributors. 13. The system
of claim 12, further conprises a stock nmanagenent nodul e for managi ng
stock of the goods assaciated with the order, de by the )
distributors. 14. Thadapeissismeqry %Of@f?l Mggwgfs AWy prs@gngty made by
delivery system for delivering the goods purchased to an end user or
to distributors.cachzisttiBitorfhe system of claim 12, further conprises a
paynent managenent systemto track whether paynment for a particular
order placed by distributors has been accordingly made. 16. The
system of claim 15, whereeesingheodildhbapayment for the particul ar order
is 5 not nade by the end of the sales period, the paynent nmanagenent
system sends a request to the cleaning nodule not to include the
order quantity of theapaidonellpasfilor fefagdiichn@nddu® @ahfgtréd itonmahagehend
total order quantity.

5 update the database regarding personal profile of each individuals in the

network;

a group member management module configured to manage and store to

the database a hierarchy of the distributors within the marketing network;

a goods purchase management module configured to receive the order
10 placed by the distributors and to store to the database order quantity placed by

the distributors,

a cleaning module, whereby at an end of a period of sales, the cleaning
module calculates total order quantity of each distributors, and based on the
total order quantity, updates the distributors hierarchical status and calculates

15 amounts of discounts for the purchase made by each distributors.

13. The system of claim 12, further comprises a stock management module for

managing stock of the goods associated with the order made by the distributors.

14. The system of claim 13, further comprises a delivery system for delivering the

goods purchased to an end user or to distributors.



27

I5. The system of claim 12, further comprises a payment management system to
irack whether payment for a particular order placed by distributors has been

accordingly made.

16.  The system of claim 15, wherein when the payment for the particular order is
not made by the end of the sales period, the payment management system sends a
request to the cleaning module not to include the order quantity of the particular order

during the calculation of the total order quantity.




