THE BEST INVESTMENT FOR YOUR HEALTH
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INTRODUCTION,

‘Building Wealth, One Investment at a Time:
Our Journey at MELODY'S AMBROSIA
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: eir own enterprises for distribuﬁn OUr es
range of products. Melody’s Ambrosia (OPC) Private Limited
Y/ , boasts a compensation system designed to reward both sales to
NIELODYS AMBROSIA consumers and the efforts of aspiring Direct Sellers. Our model

THE BEST INVESTWENT FOR YOUR HEA T : thrives on fostering mutually beneficial relationships, ensuring

' success for all involved parties.
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Melody's Ambrosia (OPC) Private Limited is

committed to enhancing lifestyles through
affordable, high-quality products, fostering
healthier communities and empowering
individuals to make informed choices for better
living.

-
4 :
AN _ A
D __ . S - . R
- . Sy, =y < s S S o
NN~ ol ol 2 aVlal ; .. ¥,
I _‘(()}:‘-\\}(‘ ) yﬂ.“ hll"sk \2:\5.% :'. ’j‘i_ R0 h 9 {"—\ ,0.1 AR 3
o '; ) ﬁ | ’_t\-\ \ l i i A ( 7 k . IQ \'—J’J
B - 2 P | A WL W O .
’:\.-:-:'5/ - '.*.J-‘.\E:ﬁ--‘:/'- - LTSS .\F;—.,‘v::-‘/ A\ 2 ;
:
.
'S

www.ambrosiahub.com




e —

www.ambrosiahub.com



SAGE FRO

7

5%
0

.r
| n rt e happle
€T,

a health

Tge e

' fowar

f our iourney

a vital ole (t) e

k you for bei

K YOU

han Y

S
rm regards,
a

Director

m
co

i ub.
brosiah

am

wW.

Y

Y



CERTIFICATES AND COMPLIANCES
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Ambrosia represents a contemporary avenue for entrepreneurial ventures,
offering lucrative earning potentials to all its patrons. Joining Melody’s
Ambrosia (OPC) Private Limited is a simple process - individuals can
register as Customers by completing a straightforward form, thereby
gaining access to a lifetime of premium Ambrosia products for personal use.
Our website exclusively caters to registered Customers and/or Direct Sellers,
ensuring a seamless purchasing experience. Those interested in acquiring
Ambrosia products must utilize the registered ID of an existing
Customer/Direct Seller.

Once customers experience the exceptional quality of Ambrosia products,
they can leverage their satisfaction to earn financial rewards. By referring
Ambrosia products to their network, be it friends, family, or acquaintances,
individuals can unlock incentives and rewards. To access these benefits,
customers transition into Direct Sellers by accepting the Direct Seller

Contract, providing KYC details, and adhering to the terms and conditions
set forth by Melody’s Ambrosia (OPC) Private Limited.

www.ambrosiahub.com
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RETAIL PROFIT

SALES MATCHING
INCOME

MENTORSHIP N
INFINITY BONUS iy

RANK CLUB
BONUS

BOOSTER INCOME

MENTORSHIP
INCOME

REPURCHASE ‘
INCOME
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M

both a Moxumum Retail Pruce (MRP) and a D|str||outor Pruce (DP)
For instance, if a product is priced at Rs. 1000/- MRP, Ambrosia
Direct Sellers have the opportunity to purchase it at the DP rate of
Rs. 600/-. Upon reselling the product at its MRP, Direct Sellers
stand to earn a profit of Rs. 400/-, which equates to a 40% profit
margin.

www.ambrosiahub.com
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If you're a registered Direct Seller with Ambrosia and have successtully recruited other Direct Sellers who are actively marketing Ambrosia
products, each sale generates special points known as Business Volume (BV). These BV points are attributed to every Direct Seller and their
downstream associates involved in product marketing, accumulating upwards through the sales hierarchy. Sales Matching Income is calculated and
disbursed to Direct Sellers based on the cumulative Business Volume within their placement team. As your team expands, you're eligible to earn
Sales Matching Income based on the total BV generated within both your stronger and weaker teams. Direct Sellers receive Sales Matching Income
as a reward for effectively building Business Volume within their network. As their network flourishes, they earn Rs. 1/- for each matched Business
Volume (BV) generated on either side, according to their Accumulated Business Volume (ABV) matched, serving as a tangible incentive for
sustained growth and success.

STRONGER WEAKER
TEAM TEAM

As per closing period 400 BV 200 BV 1/- for every matched BV
Matched BV 200 BV 200 BV 200 BV * 1/- = Rs. 200/-

200 BV

2

Balance BV 200 BV 0 BV
As per Next closing period 4800 BV 4600 BV

~ Total BV 5000 BV 4600 BV 1/- for every matched BV

Matched BV 4600 BV 4600BY 4600 BV * 1/- = Rs. 4600/-

1:1

Balance BV 400 BV 0 BV
Notes:
*Business Matching Income is calculated twice daily and paid weekly. Stronger  Weaker
*Closing period = Business Matching Income is calculated on sales done between 00:00:00 am to 11:59:59 am & 12:00:00 Team Team
pm to 23:59:59 am every day. : :
*Payout period = Business Matching Income is paid on every Monday for last week closing. As =3 Closing 400BV | 200BV ' 1/- For Every Maiched BV
*Un-matched BVs in a closing period will be carried forward to the next closing period. period
:'}\'ll\\ie:] Ir;iﬁrrg)erl? It)l:):czs}f;c:lg 2|i(r)n(;t BFC\)/I‘ earning Business Matching Income for a direct seller is 15000/- as per every closing period. Matched BV 200BY | 200BV  200BV x 1/- = Z 200/-

www.ambrosiahub.com



200 BV 200 BV 400 BV 400 BV

200 BV : 200 BV = Booster Point (BP) 400 BV : 400 BV = Booster Point (BP)
Value of 1 BP is Rs. 500 Value of 1 BP is Rs. 1000
NOTES
* Booster Income is Calculated twice daily and paid weekly. -

¢ Closing period = Booster Income is calculated on sales done between 00:00:00 am to 11:59:59 am & 12:00:00 pm to 23:5%9:59 a
* Payout Period = Booster Income is paid on every Monday for last week closing. *

e Un-matched BVs in a closing period will be not carried forward to calculate Booster point in the next closing period. | ‘




Mentorship embodies a dynamic connection wherein
seasoned individuals offer guidance to those less
experienced. Within the Ambrosia Compensation Plan, this
mentorship effort is duly recognized and rewarded. To
toster and incentivize mentorship, Ambrosia's
Compensation Plan provides Direct Sellers with 25% of the
Sales Matching Income earned by Direct Sellers voluntarily
recruited under them, extending up to 4th generation, as
Mentorship Income. This serves to not only recognize the
invaluable support provided by mentors but also
encourages the cultivation of strong mentor-mentee
relationships within our network.

www.ambrosiahub.com
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For Example:- You can earn LSl as per closing period from »
100 Direct Seller in his/her 4th Generation. YOU WILL GET LS| FROM

____.__.__._ wwwb&-‘ww

If All Direct Sellers In His/her 4th Generation Earn 2000/ - YOUR 15T TO 4TH
: : GENERATION ON THEIR
each As BMI as per closing period. BUSINESS MATCHING
LSI for YOU :- 2000/- * 100 = 200000/- *10% = 20000/ -.
INCOME”
10% on Generation 4
5% onGeneraton3
: 5% on Generahon 2
| S%onGenerafion] i
E ; ; é—— —:I:e; _r_':‘m——“m“"“"“m"mm_m TeCI m mm_m;r Tea m
ey fe 2 & A 2 2

8 8® 88 8 8 88 88 8 8 88 88 8
A AR AA A A AA AA A A AA AA A

FOR EXAMPLE 1

You have accumulated below mentioned Sales Matching Income from different levels under your iy
personal enrolled team: ‘ﬁf" o
Generation 1-1540/- ’J;;‘
Generation 2-4610/- [ i
Generation 3-9220/ - G 45

Generation 4-5220/ -

Then, Mentorship Income for you will be calculated as mentioned below: Mentorship Income from Y
Generation

1 = 1540 x 5% = 77/- Mentorship Income from Generation 2 = 4610 x 5% = 230.50/- Mentorship Income
from Generation 3 = 9220 x 5% = 461/- Mentorship Income from Generation 4= 5220 x 10% = 522/-
Total Mentorship Incentive earned by you = 77 +230.50 + 461+ 522 = 1290.50/-




50% of BV
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® Infinity Income is calculated twice daily and paid weekly.

* Direct Seller will earn Infinity Income from 3rd Introduced Direct Seller onward in his/her 1st
generation.

* Direct Seller will earn Infinity Income from every First two Introduced Direct Seller introduce by his/her
3rd introduced onward direct seller up to infinity generation in his/her 1st generation.

¢ Closing period = Infinity Income is calculated on sales done between 00:00:00 am to 23:59:59 am &

opportunl to thrlve and succeecl Our Infmlty Income IS @ I e R .
f Payout period = Infinity Income is paid on every Monday for last week closing.
testament to our commitment to "eWOl"dlng )’OUI’ efforts in Company reserves the right to change/ amend the Infinity Income.

bmldmg and expandlng your network, ensur Ing that your Active Business is calculated after all cancellations and refunds deducted from the current payout period
earning potential knows no bounds."

www.ambrosiahub.com
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100% of Infinity Income

¢ S
100% of Infinity Income

e

100% of Infinity Income

;__._.__“‘.._.__.._.__-_,._._-._._“_._._,__.____._.___.._.___._..__._.__._.’ ;
, 100% of Intinity Income ;
’ 100% of Infinity Income e "_"‘: ?
YOU e 5
: Team Team Teaim :
¢ £ e

to not only encourage mentorshlp but olso to
e em power Di rect Sel Iers to nurture Ond SU ppo rt
their teams for long-term success.
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FOR EXAMPLE
You have introduced 4 Direct Seller A, B, C and D under his/her stronger team and weaker NOTES

team who are able to earn 1500/-, 2000/-, 1000/- and 1000/- respectively as Infinity T I T i s

Income. . . e .
¢ Closing period = Mentorship Infinity Income is calculated on sales done between

Then, Mentorship Infinity Income for you will be calculated as mentioned below: Mentorship e e i o
Infinity Income from Direct Seller A = 1500 x 100% = 1500/- Mentorship Infinity Income from 00:00:00 am to 23:59:59 am & 12:00:00 pm fo 23:59:59 am every day.

Payout period = Mentorship Infinity Income is paid on every Monday for last week

Direct Seller B = 2000 x 100% = 2000/- Mentorship Infinity Income from Direct Seller C = closing

1000 x 100% = 1000/- Mentorship Infinity Income from Direct Seller D = 1000 x 100% = Company reserves the right to change/ amend the Mentorship Infinity Income.

1000/ - Active Business is calculated after all cancellations and refunds deducted from the current
Total Mentorship Incentive earned by you = 1500+ 2000+ 1000 + 1000 = 5500/ - payout period

www.ambrosiahub.com
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Sr.
No STRONGER

ABV FROM ABV FROM

TEAM
25000 BV

/5000 BV
150000 BV

300000 BV
500000 BV

WEAKER
TEAM

25000 BV
/5000 BV
150000 BV

300000 BV
500000 BV
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The Team Leader acknowledges the dedication and
diligence demonstrated by its Direct Sellers and their
downline teams in achieving optimal product sales.
In appreciation of the commitment and hard work
exhibited by a Team Leader, various ranks are
bestowed upon them based on the total accumulated
sales achieved since their enrollment. These ranks
serve as a form of recognition, honoring the
exceptional contributions made by Team Leaders in
driving sales and fostering growth within the
organization.

RANK
RECOGNITION

SILVER
GOLD
RUBY
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earn sules‘ mutchmg income on mqtchmg of BV in the noTeE 1 as !;fhown in ove e"*umple

Closing period: Sales Matching Income is calculated on sales done between 00:00:00 am to 23:59:59 am
and 12:00:00 pm to 23:59:59 pm every day.

Payout period: Sales Matching Income is paid on every Monday for last week closing.

Un-matched BVs in a closing period will be carried forward to the next closing period.

The maximum threshold limit for earning Sales Matching Income for a direct Seller is 15000/- as per every
closing period.

Company reserves the right fo change/amend the Sales Matching Income.

Active Business is calculated after all cancellations and refunds deducted from the current payout period.

www.ambrosiahub.com



RANK CLUB BONUS

33

sales achievements and downline ¢ growt
providing extra compensation for their efforts. If
serves as an incentive for sustained success
within our network.

Club Bonus is distributed across 5 distinct clubs:

www.ambrosiahub.com
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Upon reaching a milestone of 25000 BV from both
stronger and weaker teams, a Direct Seller attains
the esteemed Silver Recognition Level and gains
entry into the Silver Club, where Ambrosia
Compensation Plan awards them the Silver Club
Bonus. This bonus is funded by allocating 2% of the
22000 BY ok By company's monthly DP turnover, distributed among
all Silver Club achievers. To qualify for the Silver
Club Bonus monthly, Direct Sellers must maintain o
Business matching of 10000 BV consistently. The
Silver Club Bonus is calculated as mentioned
below:

ILVER CLUB = 2% of Company's Total DP Turnover
Total no. of Silver Club Achiever

**Direct Seller will get BV from his/her second sales onwards.
**No time Limit for achieving any Silver Club. The Club once achieved remains same irrespective of business achieved in corresponding months. -

www.ambrosiahub.com




GOLD CLUB
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Moreover, upon reaching the milestone of 75000
BV from both stronger and weaker teams, a Direct
Seller attains the prestigious Gold Recognition Level
and gains entry into the Gold Club, where
Ambrosia Compensation Plan rewards them with 7
the Gold Club Bonus. This bonus is funded by
allocating 1% of the company's monthly DP
turnover, distributed among all Gold Club
achievers. To qualify for the Gold Club Bonus
monthly, Direct Sellers must consistently maintain o

Business matching of 20000 BV. The Gold Club

Bonus is calculated as mentioned below:

/5000 BV /5000 BV

yOLD CLUB = 1% of Company's Total DP Turnover
Total no. of Gold Club Achiever

** Active Business is calculated after all cancellations and refunds deducted from the current payout period.

www.ambrosiahub.com



Furthermore, upon achieving a remarkable
business volume of 150000 BV from both stronger
and weaker teams, a Direct Seller ascends to the
esteemed Recognition Level of Ruby and gains
access fo the exclusive Ruby Club. Ambrosia
Compensation Plan generously rewards these
150000 BV 10T achievers with the Ruby Club Bonus, funded by
allocating 1% of the company's monthly DP
turnover and distributed among all Ruby Club
Bonus recipients. To consistently qualify for the
)l | Ruby Club Bonus each month, Direct Sellers must
/s maintain a Business matching of 50000 BV. The

- ! * Ruby Club Bonus is calculated as mentioned below:

—

UBY CLUB = 1% of Company's Total DP Turnover | »
Total no. of Ruby Club Achiever

** Active Business is calculated after all cancellations-and-retunds deducted from the current payout period.

www.ambrosiahub.com



SAPPHIRE CLU

/g

’
Y 4 . . _‘ .
o - : )
F . ' 0 /
_—v '- . ’
l . ! . . v . 'r'
. ’ 5 - : " L’ f/
"“ . ‘ . - ; 5 ' . ) s
L o : e ‘\' » »
’ . ..,( : » . - 5\ “) Yy .
- ' p - A )
' : SR » . ARt P,
Y N - * 7 :_‘a‘ £\ N R 2 T ANY

’ - ."' : ‘ » > - “rF oy V & »
: ‘;.d : ) ..-f " -"I’.'
- o
? I? i\ S "
6 ? } '( " o4 ’ ) ’»
\ ( F n‘.
. TP SR

Upon achieving a remarkable business volume of
300000 BV from both stronger and weaker teams,
a Direct Seller ascends to the esteemed Recognition
Level of Sapphire, gaining entry into the exclusive
Sapphire Club. Ambrosia Compensation Plan

- proudly rewards these achievers with the Sapphire
300000 BV Wl Club Bonus, funded by allocating 0.5% of the
company's monthly DP turnover and distributing it
among all Sapphire Club Bonus recipients. To
qualify for the Sapphire Club Bonus each month,

\ Direct Sellers must maintain a Business matching of

, 4. 100000 BV consistently. The Sapphire Club Bonus

PHIRE CLUB = 1% of Company's Total DP Turnover 1\\is calculated as mentioned below:

Total no. of Sapphire Club Achiever

** Active Business is calculated after all*éancellations and refunds deductéd from the current payout period.

www.ambrosiahub.com



500000 BV

Rank Club Bonus is calculated and paid on monthly basis.

* Direct Seller will earn Rank Club Bonus from only one club as per his/her rank achieved in a certain month.
Closing Period: Rank Club Bonus is calculated on the Business done between 1st& last day of every month.
Payout Period: Rank Club Bonus is paid on 1st Monday of every corresponding month of the closing month.
The level once achieved remains same irrespective of business achieved in corresponding months. 7 4
Active Business is calculated after all cancellations and refunds deducted from the current payout period.
Company reserves the right to change / modify Rank Club Bonus.

D

500000 BVA,.. " >,

'.. . - /
‘ .

www.ambrosiahub.com

At the pinnoc|e of success, when a Direct Seller
reaches a remarkable business volume of 500000
BV from both stronger and weaker teams, they
_éttain the prestigious Recognition Level of

W/ nond, gaining access to the esteemed Diamond
Fdinbrosia Compensation Plan proudly

rewc rds these achievers with the Diamond Club
pnus tunded by allocating 0.5% of the company's
- onthly DP turnover and distributing it among alll
i Diamond Club Bonus recipients. To qualify for the
/] / Diamond Club Bonus each month, Direct Sellers

'/ must maintain a Business mc:’rchmg of 200000 BV
consistently. The Diamond Club Bonus is calculated
as mentioned below:

RE CLUB = 0.5% of Company's Total DP Turnover

Total no. of Diamond Club Achiever



REPURCHASE CLUB

r * -

As per closing period

Matched BV

Balance BV

As per Next closing period

Total BV

Matched BV

Balance BV

n T -

=_———

TEAM A TEAM B

400 BV 200 RBV

200 BV 200 RBV

200 BV O RBV

4600 RBV

4800 BV

5000 BV 4600 RBV
4600 BV 4600 RBV

400 BV O RBV

www.ambrosiahub.com

1/- for every matched BV / RBV

200 BV * 1/- = Rs. 200/-

1/- for every matched BV / RBV

4600 BV * 1/- = Rs. 4600/~
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Ambrosia values the dedication of Direct Sellers, rewardmg thelr sales efforts wnth
Awards & Rewards corresponding to their business achievements. For more details

on Awards & Rewards, please visit our Website : www.ambrosiahub.com

NOTES & DISCLAIMER:

Disclaimer : The success of a Direct Seller depends significantly on their skills, efforts, dedication, and motivation. Joining Melody’s
Ambrosia (OPC) Private Limited as a Direct Seller does not guarantee income. The average income from the Ambrosia Compensation Plan
has not been determined. The description of the Ambrosia Compensation Plan outlines how commissions may be earned and is for
illustrative purposes only. There are no guarantees, warranties, or assurances regarding income levels, earnings, or success for any Direct
Seller. Actual results will vary based on factors such as expertise, ability, motivation, and time invested in promoting and selling Ambrosia
Products.

www.ambrosiahub.com
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