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Compensation Plans...

What do they all mean?

How do you interpret them?

How do they impact your company or a
company you are considering joining?

hether you are new to MLM or a seasoned veteran,

The Compensation Plan Primer is a book that you should

read and keep nearby for frequent reference. This book
takes the multitude of concepts associated with the myriad different
compensation plan types and boils them down into easy to learn
and comprehend explanations.

Even better, The Compensation Plan Primer will help you see how
all the concepts fit together. If you are formulating a compensation
plan for a company, trying to figure out ways to improve your current
offering or researching the mechanics of an existing compensation
plan, this book is an absolute must read.
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hat do they all mean? How do you interpret
them? How do they impact your company or a

company you are considering joining?

Whether you are new to MLM or a seasoned veteran, The
Compensation Plan Primer is a book that you should read
and keep nearby for frequent reference. This book takes
the multitude of concepts associated with the myriad of
different compensation plan types and boils them down
into easy to learn and comprehend explanations.

Even better, The Compensation Plan Primer will help you
see how all the concepts fit together. If you are formulating
a compensation plan for a company, trying to figure out
ways to improve your current offering or researching the
mechanics of an existing compensation plan, this book
is an absolute must read.

The Compensation Plan Primer was coauthored by Peter
Spary and John Pierce. Both have long been involved
with the established MLM industry service provider,
MultiSoft Corporation.

Peter has been actively involved in MLM for over a quar-
ter century as a distributor, company owner and service
provider. He routinely consults with MLM companies all
over the globe and is passionate about his work. John is
considered an expert on MLM compensation plans and
thoroughly enjoys developing, dissecting and working
with them.

Together, they bring a refreshing and holistic approach
to taking the mystery out of MLM compensation and its
many nuances.

Call 239 945-6433 or visit www.multisoft.com today to
order your own copy of this ground breaking publication.
Both Peter and John can be reached at 239 945-6433
and would be thrilled to discuss your compensation plan
concept with you. ll
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