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THE SUPERIOR COURT OF CALIFORNIA FOR THE COUNTY OF LOS ANGELES

JESSICA LYONS, Case No. 23STCV11459
Plaintiff, FIRST AMENDED CLASS ACTION
COMPLAINT
V.
JURY TRIAL DEMANDED

THE BEACHBODY COMPANY, INC,,
BEACHBODY, LLC, CARL DAIKELER, (1) Failure to Pay Minimum Wage and

KATHY VRABECK, MICHAEL Liquidated Damages (Labor Code §§

NEIMAND, MARC SUIDAN, HELENE 1182.12,1194, 1197, 1197.1, at 1198)

KLEIN, and (2) Failure to Provide Meal Periods or Meal

DOES 1-50, inclusive, Premium Wages (Labor Code §§ 226.7,
512(a), 1198; IWC Wage Order 4-2001);

Defendants. (3) Failure to Provide Rest Periods or Rest

Break Premium Wages (Labor Code 8§§
226.7, 558.1);

(4) Failure to Keep Requisite Payroll
Records (Labor Code § 1174(d));

(5) Failure to Provide Timely and Accurate
Wage Statements (Labor Code § 226(a),
226(e));

(6) Failure to Timely Pay Wages (Labor
Code § 204)

(7) Failure to Pay Wages Upon Separation
(Labor Code § 201-203);

(8) Failure to Reimburse Business Expenses
(Labor Code §§ 450, 2802; IWC Wage Order
4-2001);
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(9) Unfair Competition (Bus. & Prof. Code
§§ 17200 et seq.)

(10)  Violations of the Private Attorney
General Act (Labor Code §§ 2698-2699.8)
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Plaintiff JESSICA LYONS (“Plaintiff”) brings this action, individually, and on
behalf of a class of similarly situated individuals against THE BEACHBODY COMPANY,
BEACHBODY LLC, CARL DAIKELER, KATHY VRABECK, MICHAEL NEIMAND,
MARC SUIDAN, HELENE KLEIN, and DOES 1-50, inclusive (collectively, “Defendants”
or “Beachbody”). Plaintiff’s allegations against Defendants are based upon investigation
carried out by Plaintiff’s counsel, except for allegations pertaining specifically to Plaintiff,

which are based upon Plaintiff’s personal knowledge.

I. INTRODUCTION

1. The Beachbody Company is a massively successful company that, for years,
has exploited its California salesforce by misclassifying them as independent contractors
rather than as employees. These sales personnel, part of the Team Beachbody Coach
network, work under Beachbody’s direction to market and sell a variety of consumer
products, including workout videos, nutritional supplements and beverages, and other
diet and wellness related goods and services (collectively, the “Products”). In exchange
for their work promoting the brand on social media, referring new customers, providing
customer service, and driving traffic to Beachbody’s website, Beachbody pays them at
most a paltry commission. Since Beachbody began relying on independent contractors to
do its sales work, Beachbody grew from a small video streaming service to a $3 billion
publicly traded health and fitness empire.

2. Beachbody’s success —and ability to avoid accountability for its employees
thus far —turns on the fact that it operates as multi-level marketing business (“MLM”).
Beachbody’s recruitment tactics purportedly promise its “Coaches” the opportunity to
build a business; in reality, however, they supply free marketing and sales support that

would otherwise cost Beachbody millions.!

1 Beachbody has recently rebranded as “BODi”, and in the process, renamed its
“Coaches” as “Partners.” Throughout this Complaint, the title “Coach” shall include
“Partner” and any other names Beachbody has used or is using for the same class of
workers.

FIRST AMENDED CLASS ACTION AND PAGA COMPLAINT
Lyons v. The Beachbody Company, No. 23STCV11459
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3. Primarily, Beachbody Coaches sell product for Beachbody, under its
pervasive control and direction. Selling product — the main responsibility of Coaches —is
work that is precisely in line with Beachbody’s usual course of business. And, despite
being named “Coaches,” the members of Beachbody’s salesforce are not engaged in an
independently established trade, occupation, or business as salespeople.

4. While the MLM industry has long relied on “direct sales” exemptions to
justify its exploitation of sales personnel, the California exemption was written 40 years
ago, and among other things, is expressly limited only to those salespersons making “in
person” sales, such as door-to-door salespeople and home “Tupperware party” hosts. It
does not cover Beachbody’s modern, online business model, where Coaches drive social
media engagement under its guidance and direction, directing consumers to Beachbody-
controlled websites, where Beachbody accepts and processes the sales and fulfills the
orders, while also collecting and benefiting from the consumer data it acquires from these
leads.

5. Beachbody also exerts significant control over Coaches in their limited, but
important role as social media marketers. To protect its intellectual property, brand
image, and legal interests, Beachbody requires Coaches to comply with a byzantine series
of rules and regulations, many of which are laid out in a 48-page policy and procedure
document, which in turn includes directives to understand and market products
consistent with other documents, notices, manuals, and guidance provided by
Beachbody. Nowhere in those rules, however, does Beachbody require or even suggest
that sales be made “in person.” Rather, Beachbody places restrictions on when and how
Coaches may order products and limits the locations in which the products may be sold,
effectively preventing any meaningful sales that are “in person.” The result is that
virtually all sales occur on Beachbody’s website, where Beachbody provides the ad copy,
sets the prices, and fulfills the order. The lack of discretion given to its Coaches is
evidenced by the fact that few can or do actually earn money under its compensation

system. For instance, in 2021, 25% of Coaches did not receive a single commission check,
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Lyons v. The Beachbody Company, No. 23STCV11459
6




10

11

12

13

14

15

16

17

18

19

20

21

22

23

24

25

26

27

28

and many more saw their meager commissions erased by the $15.95 monthly “Business
Services Fee” Beachbody requires Coaches to pay to obtain access to the various online
tools and platforms needed to perform their work.

6. The willful, intentional nature of Beachbody’s decision to misclassify its
California Coaches is apparent from its decision to operate as an MLM, a business model
that virtually guarantees the company will secure thousands of hours of free or below-
market labor to execute a centralized marketing and growth strategy. Moreover,
Beachbody’s willful decision to misclassify its salesforce is evident from its choice to
remain organized in this way years after the California Supreme Court’s seminal decision
in Dynamex v. Superior Court, 4 Cal.5th 903 (2018) and the California legislature’s
codification of the “ABC Test” in AB 5, both of which made clear that its salesforce were
in fact employees, in the manner Beachbody deploys and relies on them. In
communications with shareholders, Beachbody executives have extolled the work of the
Coach network and its low-cost compensation scheme. As both an MLM and a California-
based company, Beachbody knew the law. It is a sophisticated corporate actor and an
active member of a trade association that issues guidance and warnings to MLMs as to
the changing law on misclassification.

7. Plaintiff Jessica Lyons was one such victim of Beachbody’s practices. Like
all Coaches, Plaintiff was trained by other Coaches and Beachbody materials, and was
required to market, distribute, and sell Products to the public in accordance with
Beachbody’s instructions and parameters. And in return, Plaintiff was paid virtually
nothing, while incurring unreimbursed personal costs to perform the work on
Beachbody’s behalf.

8. For these reasons, Plaintiff brings this action to recover unpaid wages,
overtime compensation, penalties, interest, injunctive relief, other equitable remedies,
damages, and reasonable attorneys’ fees and costs under the California Labor Code, Cal.
Lab. Code §§ 201, 202, 203, 204, 226(a), 226.7, 226.8, 512(a), 1174(d), 1194, 1197, 1197.1,
1198, 2800, 2802 and 2698 et seq. (the “CLC”), IWC Wage Order 4 (8 Cal. Code Regs. §

FIRST AMENDED CLASS ACTION AND PAGA COMPLAINT
Lyons v. The Beachbody Company, No. 23STCV11459
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11040), and California Unfair Competition Law (Cal Bus. & Prof Code §§ 17200 et seg.).
Plaintiff asserts allegations as a Private Attorney General pursuant to the Private
Attorneys General Act (Cal. Labor Code §§ 2698-2699.8). In addition, Beachbody’s
conduct violates various municipal and county codes in California, including but not
limited to City of L.A. Cal. Code art. 7-7.5; County of Los Angeles Code § 8.100.040, et
seq., San Francisco Cal. Code 12R.

9. Upon information and belief, Beachbody has not addressed and/or
changed its unlawful practices including failing to provide complaint meal and rest
periods and has continued to deprive employees of millions of dollars in straight and
overtime compensation. By bringing this action, Plaintiff intends to stop this ongoing and
unlawful practice and recover back wages and overtime to which she is rightfully
entitled.

II. JURISDICTION AND VENUE

10. The monetary damages, civil penalties, restitution, and equitable relief
sought by Plaintiff, the class members, and other aggrieved employees exceed the
minimal jurisdiction limits of the Superior Court and will be established according to
proof at trial.

11.  This Court has jurisdiction over this action pursuant to the California
Constitution, Article VI, section 10. The statutes under which this action is brought do
not specify any other basis for jurisdiction.

12. This Court has jurisdiction over all Defendants because, upon information
and belief, Defendants are citizens of California, have sufficient minimum contacts in
California, or otherwise intentionally avail themselves of the California market so as to
render the exercise of jurisdiction over them by California courts consistent with
traditional notions of fair play and substantial justice. Moreover, the acts and omissions
detailed herein occurred in California.

13.  Venue is proper in this Court because a majority of the acts, events, and

violations occurred in this County. Upon information and belief, Defendants maintain
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offices—indeed, its principal office—and have agents, employ individuals, and/or
transact business in the State of California, County of Los Angeles.

II1. THE PARTIES

14.  Plaintiff Jessica Lyons is an individual and resident of Lake Arrowhead,
California.

15. The Beachbody Company, Inc. and Beachbody LLC, (collectively,
“Beachbody”), are entities incorporated under the laws of the State of Delaware, having
as their principal place of business in Santa Monica, California. The Beachbody Company
owns and controls Beachbody LLC. The Beachbody Company directly, and/or through
Beachbody LLC, owns and controls numerous brands and product lines, including BODj,
Beachbody on Demand, Team Beachbody, P90X, MYXfitness, Openfit, Shakeology, and
Beachbar (collectively, the “Brands”). The Beachbody Company, Inc. and Beachbody LLC
often hold themselves out to the public as one and the same,? and thus, are referred to
collectively herein as “Beachbody.”

16.  Plaintiff is informed and believes and based thereon alleges that CARL
DAIKELER is, and at all times relevant hereto was, an individual residing in California,
as well as Chief Executive Officer for Beachbody, and DOES 1-50, as further defined
below. Plaintiff is further informed and believes and based thereon alleges that CARL
DAIKELER, in his capacity as the Chief Executive Officer of Beachbody, exercised control
over the wages, hours and/or working conditions of Plaintiff and other aggrieved
employees, including by informing employees when to report to work and what work
hours should actually be recorded, violated, or caused to be violated, the above-
referenced and below-referenced Labor Code provisions in violation of Labor Code
section 558.1.

17.  Plaintiff is informed and believes and based thereon alleges that KATHY

2 See, e.g., Leadership, The Beachbody Company,

https:/ /thebeachbodycompany.com/leadership/ [https://perma.cc/9S6D-U9ES5] (last
accessed September 20, 2023) (referencing both “The Beachbody Company” and
“Beachbody LLC").

FIRST AMENDED CLASS ACTION AND PAGA COMPLAINT
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VRABECK is, and at all times relevant hereto was, an individual residing in California,
as well as Chief Operating Officer for Beachbody, and DOES 1-50, as further defined
below. Plaintiff is further informed and believes and based thereon alleges that KATHY
VRABECK, in her capacity as the Chief Operating Officer exercised control over the
wages, hours and/or working conditions of Plaintiff and other aggrieved employees,
including by informing employees when to report to work and what work hours should
actually be recorded, violated, or caused to be violated, the above-referenced and below-
referenced Labor Code provisions in violation of Labor Code section 558.1.

18.  Plaintiff is informed and believes and based thereon alleges that MICHAEL
NEIMAND is, and at all times relevant hereto was, an individual residing in California,
as well as President for Beachbody, and DOES 1-50, as further defined below. Plaintiff is
further informed and believes and based thereon alleges that MICHAEL NEIMAND, in
his capacity as the President exercised control over the wages, hours and/or working
conditions of Plaintiff and other aggrieved employees, including by informing employees
when to report to work and what work hours should actually be recorded, violated, or
caused to be violated, the above-referenced and below-referenced Labor Code provisions
in violation of Labor Code section 558.1.

19.  Plaintiff is informed and believes and based thereon alleges that MARC
SUIDAN is, and at all times relevant hereto was, an individual residing in California, as
well as Chief Financial Officer for Beachbody, and DOES 1-50, as further defined below.
Plaintiff is further informed and believes and based thereon alleges that MARC SUIDAN,
in his capacity as the Chief Financial Officer exercised control over the wages, hours
and/or working conditions of Plaintiff and other aggrieved employees, including by
informing employees when to report to work and what work hours should actually be
recorded, violated, or caused to be violated, the above-referenced and below-referenced
Labor Code provisions in violation of Labor Code section 558.1.

20.  Plaintiff is informed and believes and based thereon alleges that HELENE

KLEIN is, and at all times relevant hereto was, an individual residing in California, as

FIRST AMENDED CLASS ACTION AND PAGA COMPLAINT
Lyons v. The Beachbody Company, No. 23STCV11459
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well as “Executive Vice President, People” for Beachbody, and DOES 1-50, as further
defined below. Plaintiff is further informed and believes and based thereon alleges that
HELENE KLEIN, in her capacity as the “Executive-Vice President, People” exercised
control over the wages, hours and/ or working conditions of Plaintiff and other aggrieved
employees, including by informing employees when to report to work and what work
hours should actually be recorded, violated, or caused to be violated, the above-
referenced and below-referenced Labor Code provisions in violation of Labor Code
section 558.1.

21.  Plaintiff alleges that Defendants THE BEACHBODY COMPANY,
BEACHBODY LLC, CARL DAIKELER, KATHY VRABECK, MICHAEL NEIMAND,
MARC SUIDAN, HELENE KLEIN, and DOES 1-50, inclusive, are “persons” who
violated or caused to be violated California Labor Code §§ 558, and 1197.1 and the
Industrial Welfare Commission (“IWC”) Wage Orders.

22.  The true names and capacities of Defendants sued as Does 1- 50, inclusive,
are unknown to Plaintiff, who therefore sues said Defendants by such fictitious names
pursuant to section 474 of the California Code of Civil Procedure. Plaintiff will seek leave
to amend this Demand when said true names and capacities have been ascertained.

IV. FACTS COMMON TO ALL CLASS MEMBERS AND AGGRIEVED
EMPLOYEES

A. Beachbody Is a Successful Multilevel Marketing Company That Is
Dependent on its Coaches to Engage in Social Media Marketing on Its
Behalf.
23.  Beachbody is a $3 billion publicly traded health and fitness empire with
humble beginnings.? It was founded in 1998, when it sold home exercise videos directly

to consumers via infomercials and other advertising. In 2007, the company decided to

expand in two ways. First, it began developing new Products, including Shakeology, a

3 See The Beachbody Company, Inc., Annual Report (Form 10-K) (Mar. 1, 2022),
available at

https:/ /www.sec.gov/ Archives/edgar/data/1826889/000095017022002537 / body-
20211231.htm.
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line of nutrition shakes. It also developed the Team Beachbody Coach program, tapping
into its dedicated base of customers to offer them the “opportunity” to sell the Products
for Beachbody. Beachbody, through its Coaches, could combine the videos and diet plans
with shakes and supplements, offering more holistic health and fitness plans to
consumers.

24.  In 2023, Beachbody began a rebranding process, and has begun using the
name brand name “BODi” on some offerings. This is likely due to the fact that, in recent
years, Beachbody’s flagship product has become the Beachbody On Demand (“BODi")
platform. Consumers can purchase subscriptions to access fitness videos via streaming
on the web, or more recently, through the Beachbody mobile app. Beachbody has also
begun transitioning away from the term “Coaches” to “Partners.”4

25.  To ensure ongoing engagement with Beachbody’s subscriptions and to sell
more Beachbody Products, such as nutritional supplements and shakes, Beachbody has
Coaches organize and promote goal-oriented groups for Beachbody customers. Best
known as “Challenge Groups,” Beachbody has more recently been using as the term
“BODGroups,” and at times has also referred to them as “Accountability Groups.”
Coaches now organize these Challenge Groups of Beachbody customers using the
Beachbody platform. Prior to the unveiling of the BODgroup platform, Coaches were
required to organize Challenge Groups on third party social media platforms. In
particular, a Coach starting a Challenge Group assembles a group of customers and/or
potential customers for marketing purposes under the guise of creating a support
network to help people stick to a Beachbody diet and fitness programs. Coaches assign
workouts, lead discussions, and make suggestions for how to combine Shakeology or
Beachbody nutritional supplements to get the most out of a workout. These groups are a
central component of the Coaches’” work; as Beachbody’s website states:

Accountability Groups are an essential part of a successful business, and

4 For consistency, Plaintiff will use the pre-rebrand terms, such as “Coach” and
“Beachbody,” throuﬁhout the Complaint, even though some more recent materials and
programs may use the rebranded terms, such “Partner” and “BODi.”
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provide a simple structure for you to support your customers through their

Frogram. And, we know that when your customers combine nutrition,

itness, and support, they can dramatically improve their results.>

26.  The Coaches also drive social media engagement, posting on Instagram and
other outlets. For example, in advance of the launch of a new Product, Beachbody urges
its Coaches to purchase and promote the product on social media using Beachbody’s
talking points and graphics. Coaches do so, and also pass this information on through
their downlines, who in turn promote the product to consumers on social media as well.
The result is a coordinated marketing campaign that increases exposure and awareness
of the release, and is a critical part of Beachbody’s marketing strategy. As Beachbody’s
Chief Executive Officer Carl Daikeler explained:

And coach network, which is the variable side of it really delivers

significant value, taking advantage of these new launches. And in fact, the

coaches will create within 72 hours of launching a new program or

announcing a new program, it will become a trending term on social media

and a searchable term and come up in the top 10 searches for a particular

word. So -- but that expense doesn’t cost us anything until sales actually

happen.®

27.  In between product launches, Beachbody urges Coaches to host Challenge
Groups, as well as maintain a consistent presence on social media. Beachbody sees
Coaches as a “product-of-a-product,” in that the Coach’s own personal results are the
“product” of using Beachbody’s products, and it directs them to market Beachbody
products accordingly. For example, Beachbody urges Coaches to regularly post updates
about their daily progress, workout results, and details about things like pounds lost or
muscle gained.

28.  Because Beachbody has tens of thousands of active Coaches at any given

time, their marketing efforts ensure that social media is saturated with posts about

5> Team Beachbody Group Guides, Team Beachbody, https:/ /www.tbbgroupguides.com
[https:/ /perma.cc/ TN4C-CVBT] (last visited Sept. 25, 2023).

6 The Beachbody Company, Inc. (BODY) CEO Carl Daikeler on Q1 2022 Earnings Call
Transcript, Seeking Alpha, https:/ /seekingalpha.com/article/4509407-beachbody-
company-inc-body-ceo-carl-daikeler-on-q1-2022-earnings-call-transcript (last visited
Feb. 7, 2023).
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Beachbody, its Products, and testimonials as to its successful and effective programs. The
Team Beachbody Coach Program undoubtedly propelled Beachbody’s metamorphosis
from late-night informercials into the multi-billion-dollar health and wellness company
that it is today.

29.  But despite their important role, Beachbody has never properly classified
its salesforce — Coaches —as employees. Rather, Beachbody transitioned into an MLM, in
which it would offer people the purported “opportunity” to develop their own business
earning commission by selling Beachbody Products and recruiting others to do the same,
designating them as “independent contractors.”

30.  However, these Coaches are not independent contractors under applicable
law. Rather, Beachbody created the Team Beachbody Coach program to secure an
expansive marketing and sales network for minimal to no cost. It has reaped enormous
profits by deliberately avoiding paying wages and benefits to those performing the sales
work that forms the backbone of Beachbody’s business. Beachbody charges its Coaches
for access to the instrumentalities needed to sell products, further increasing its profits
and decreasing Coaches’ pay, in violation of California law. The intended result is for
Coaches to receive, at most, de minimis profit from their work, while providing free labor
and shouldering the costs of doing business that Beachbody should be bearing.

B. Beachbody Coaches Are Employees

1. Controlling Law

31.  Companies like Beachbody were never supposed to be allowed to run an
entire business on the backs of independent contractors. People who work in a company’s
core line of business are its “employees.” United States v. Silk, 331 U.S. 704, 718 (1947).

32. Beachbody claims an unprecedented portion of its workforce as
“independent contractors,” and only classifies less than .3% of its workforce as

“employees.”” These workers are in a variety of roles, such as accounting and finance,

7 Compare The Beachbody Company, Inc., Annual Report (Form 10-K) (Mar. 1, 2022),

FIRST AMENDED CLASS ACTION AND PAGA COMPLAINT
Lyons v. The Beachbody Company, No. 23STCV11459
14




10

11

12

13

14

15

16

17

18

19

20

21

22

23

24

25

26

27

28

supply chain management, and technology. These roles include marketing professionals,
such as marketing communications specialists, who develop and create the overall “social
media plan to drive Coach/Partner acquisition, engagement, and sales of BODi
products.”8 These workers receive special treatment from Beachbody, including benefits
such as health insurance, tuition reimbursement, and paid time off.?

33. But the Coaches, who make up the bulk of Beachbody’s workforce, are
denied even the most basic protections of federal and state labor laws. Beachbody does
not pay them minimum wage; it does not pay overtime; and it does not reimburse
business expenses, such as internet connections, laptops, smart phones, or post-
promotion over Facebook, YouTube, and Instagram. Its classification of its Coaches also
deprives them of basic protections against discrimination and sexual harassment.

34. By design, “independent contractors” are exempted from “nearly every”
labor law, but this classification was not meant to be a loophole for companies like
Beachbody, whose Coaches are effectively modern day telemarketers.10 “Historically,
firms reserved the independent contractor designation for entrepreneurial individuals
whose skills demanded higher pay in the open market.”11 With this in mind,

“[]egislatures rationalized excluding [independent contractors] from most employment

https:/ /www.sec.gov/ Archives/edgar/data/1826889/000095017022002537 /body-
20211231 .htm (1,021 full time employees in 2021), with Lauren Debter, Inside
Beachbody’s Billion-Dollar Fat Burning Empire, FORBES, Apr. 10, 2018,

https:/ /www.forbes.com/sites/laurengensler/2018/04/10/beachbody-carl-daikeler-
shakeology/?sh=21986d5e7960 [https:/ /perma.cc/ KKX2-3TD2], (340,000 Coaches in
2018).

8Marketing Communications Specialist, Lensa.com, (Feb. 23, 2023),
https:/ /lensa.com/marketing-communications-specialist-jobs/san-
francisco/jd/5491b90542{8e5625bb92c8d7567df90 [https:/ / perma.cc/ZN7G-4VTM].

9 Careers, BODi, https://www.teambeachbody.com/shop/us/corporate/careers
[https:/ /perma.cc/ XM9Q-7WEFX], (last accessed Feb. 10, 2023).

10 Keith Cunningham-Parmeter, From Amazon to Uber: Defining Employment in the Modern
Economy, 96 B.U. L. Rev. 1673, 1683-84 (2016).

1 d.
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laws because these individuals did not require the same legal protections as potentially
more vulnerable, less-skilled ‘employees.”” 12

35.  Today, Beachbody preys upon many of the most vulnerable members of
our society. Despite being a $40 billion industry, “the vast majority of people involved in
them don’t make money off of MLMs, and many people lose money.”13 Beachbody
Coaches are no exception: according to Beachbody’s own income disclosure, 25.8 percent
of Coaches received no commission payment in 2021.1* And MLMs like Beachbody have
grown during the COVID-19 pandemic, recruiting salespeople by promising remote
work for the unemployed.!> These are the precise individuals that legislatures meant to
shield with minimum wage and other workplace protections.

36.  Inrecent years, state legislatures have taken action to send a clear message
that most workers should be “employees.”

37.  California has adopted the “ABC test” to determine whether a company,
like Beachbody, has misclassified its workers as “independent contractors.” Because
employee status was meant to be the default, the ABC test “presumptively considers all
workers to be employees and permits workers to be classified as independent contractors
only if the hiring business demonstrates that the worker in question satisfies each of three
conditions:

a. that the worker is free from the control and direction of the hirer in

121d.

13 Emily Stewart, $5 Jewelry and an MLM Conference Gone Wrong: Multilevel marketing
companies were the “perfect” pandemic business, VOX, Sept. 23, 2021,

https:/ /www.vox.com/the-goods /22688317 / mlm-covid-19-pandemic-recruiting-sales-
paparazzi [https:/ /perma.cc/85C6-P9FF] (citing study finding that 99 percent of MLM
participants lose money).

14 Beachbody, Statement of Independent Coach Earnings,

https:/ /images.beachbody.com/coach-
office/downloads/statement of independent coach earnings.pdf
[https:/ /perma.cc/J4NK-R8NC] (last visited Feb. 7, 2023).

15 Abby Vesoulis & Eliana Dockterman, Pandemic Schemes: How Multilevel Marketing
Distributors Are Using the Internet — and the Coronavirus — to Grow Their Businesses, TIME,
Jul. 9, 2020, https:/ /time.com /5864712 / multilevel-marketing-schemes-coronavirus/
[https:/ /perma.cc/85C6-PIFF] (last visited Feb. 7, 2023).
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connection with the performance of the work... and
b. that the worker performs work that is outside the usual course of the hiring
entity’s business; and
c. that the worker is customarily engaged in an independently established ...
business of the same nature as that involved in the work performed.”
Dynamex Operations West, Inc. v. Superior Court, 4 Cal.5th 903, 956-57 (2018) (emphasis in
original).
2. Coaches Are Not Free from Beachbody’s Control
38.  To engage in online marketing work for Beachbody, the company does not
require Coaches to hold any special experience, skills, license, or education level. Rather,
Beachbody requires only that a prospective Coach complete a short application that asks
for basic information necessary for communication and tax purposes and agree to pay
Beachbody $15.95 a month as a “Business Service Fee.”
39.  Upon acceptance of their application, all Coaches are required to adhere to
a series of terms and conditions that Beachbody collectively refers to as the “ Agreement.”
The Agreement consists of: Team Beachbody U.S. Coach Policies and Procedures
(“Policies”), Beachbody Terms and Conditions of Use (“Terms”), the Privacy Policy, and
the Team Beachbody Compensation Plan (“Compensation Plan”). A true and correct
copy of the “Policies” portion of the 2021 version of the Agreement is attached hereto as
Exhibit A and provides that Coaches are to be considered independent contractors. While
Beachbody periodically updates the Agreements to make minor, routine updates, all
versions contain language providing that Coaches are to be considered independent
contractors, including the version in use at the time of Plaintiff’'s enrollment in 2016.
40.  The Policies alone are 48 pages long and set out most of the requirements
of the Coaches, including compliance with the “Beachbody Coach Code of Ethics,”
requiring Coaches to promise to market Beachbody and engage in customer service in

accordance with Beachbody directives. Ex. A, §1.7.
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41.  Because Beachbody treats the Coaches as independent contractors, it does
not pay them any salary, wages, or benefits. Rather, as is typical in the MLM industry,
the Beachbody Compensation Plan provides for two types of compensation: (1) for sales
the Coach made to consumers, the Coach receives a small percentage as a commission,
typically 25%; and (2) if the Coach builds a “downline,” i.e., recruits other new Coaches
to market and sell Beachbody Products and recruit more Coaches, then the “upline”
Coach receives commissions for sales made by those Coaches in their downline.®

42.  Under the Compensation Plan, Coaches are responsible for all expenses.
The Business Service Fee is non-waivable, and Coaches must be current with it to receive
commission payments. That fee does not cover all expenses, however. Coaches must
purchase the Products needed to run Challenge Groups and make promotional posts and
testimonials on social media. Beachbody does not reimburse Coaches for the purchases,
or for the costs of a cell phone, internet, and other routine business expenses.

43.  In the Agreement, Beachbody gives itself broad rights to control Coaches
and mandate conformance with its directives. It states that Beachbody created the
Agreement “to explicitly set a standard for acceptable business conduct,” and “Coaches
are required to read and comply with all the terms and conditions set forth in the
Agreement.” Ex. A, § 1.2. And it further states that “Beachbody never gives up its right
to insist on compliance with the Agreement and with the applicable laws governing the
conduct of your business.” Ex. A, § 1.6. Throughout the Agreement, Beachbody makes
clear it has the exclusive right to terminate the Coach for failure to comply with the terms.
See, e.g., §§ 3.2.9 (termination for failure to comply with social media directives); 3.4

(termination for improper purchases); 3.7.3 (termination for failure to comply with

16 The “upline” and downline” concepts are the hallmark of the MLM structure. To
illustrate, when an established Coach, whom we will call “Amy,” recruits a friend,
whom we will call “Bill,” to be a Coach, Bill is in Amy’s downline; and Amy is in Bill’s
upline. If Bill in turn recruits a new Coach, whom we will call “Chris,” then Bill has an
upline (to Amy) and a downline (to Chris); the established Coach Amy now has two
levels to her downline, to Bill (first level), and Chris (second level). Should Chris then
recruit someone, the established Coach Amy would have three levels to her downline.
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recruiting directives); 3.10.1 (termination for recruiting other Coaches to participate in
other MLMs and competing work); 3.10.3( termination for marketing Beachbody
products alongside non-Beachbody products); 3.10.4 (termination for policy violations by
members of Coach’s household); 8.1 (termination for illegal, deceptive, or unfair business
conduct, the determination of which Beachbody retains the “sole discretion” to make).

44.  Moreover, Beachbody exerts substantial control and direction over how the
Coaches perform their work, both under the terms of the agreements with Coaches and
in practice. While Beachbody permits Coaches to create their own work hours and work
as little or as many as they desire, the Coach’s discretion ends there. Because of the control
and direction exerted by Beachbody, the Coach has virtually no discretion over how they
are to actually do the job.

a. Beachbody Closely Directs and Controls Coaches” Online
Marketing.

45. While some MLMs rely on home parties, door-to-door sales calls, and other
forms of in person selling, Beachbody’s model is designed so that Coaches can work
online to solicit leads and recruit new Coaches. Beachbody acknowledges that Coaches
“solicit orders for Beachbody products and submit them to the Company for fulfillment,
Ex. A § 2.3, and that Coaches “rely heavily on social media,” Ex. A, § 3.2.9. Beachbody
closely directs and controls Coaches” online marketing.

46.  Beachbody has been able to recruit Coaches in part because its Products
offerings and business model lend itself so well to online marketing. For example,
because Beachbody’s flagship product is its workout videos, which are available for
streaming to those consumers who purchase a monthly subscription, Coaches are more
likely to sell online using social media, where video clips can easily be displayed, as well
as on forums such as SMS messaging services, other forms of online communications,
and Beachbody’s platforms.

47.  While Beachbody does not expressly prohibit all forms of in-person sales,

as described in Paragraphs 63-79, Beachbody has created many incentives for Coaches to
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sell on its online platforms, made it difficult, if not impossible, for Coaches to engage in
most forms of in-person sales, and the Agreement does not require that any sales be
performed in person.

48.  To perform the online marketing work, Beachbody grants all Coaches
access to the Coach Office, a password protected section of Beachbody’s website that
serves as a Coach’s portal for all things related to their Beachbody work. Beachbody
stores key documents, training tools, product guides, marketing instructions, and other
important reference materials that the Coach is required to familiarize themselves with.1”

49.  Beachbody also maintains galleries of Beachbody-approved graphics and
images of its Products and video clips from workout videos that Coaches can use in their
social media posts. These images are often the same graphics that Beachbody uses in the
company-run advertisements. For example, this is an image that Beachbody has

authorized Coaches to use in their social media use to promote the Products:

17 See, e.g., 2B Pregnant Product Training Video, BODi Vimeo,
https:/ ; vimeo. com/ 657731661 [https:/ / perma.cc/ DS55-UA4R] (last accessed May 5,
2023).
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Eat More
Dessert

Treat your sweet tooth and say yes fo

dessert with Shakeology, the gourmet

superfood shake that tastes as good
as it is for you.

The Coach Office also includes a tool to permit Coaches to send emails to customers and
downline Coaches, stores customer contact information, tracks sales, and tracks Coaches’
performance in various incentive programs.

50.  The training tools and product guides available in the Coach Office include
instructions on how to advertise given products, product information, pricing directives,
and required information that Coaches are to give to prospective customers. They also
contain suggestions on who to target and what the Coach’s sales pitch should be, scripted
examples for answering common questions, and instructions on overcoming objections.

51.  For example, its 2020 guide for Beachbody On Demand is a four page long

document setting out all the details and instructions that a Coach needs to know.1® These

18 See Beachbody On Demand, Product Training Guide
https:/ /images.beachbody.com/coach-
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documents are not flyers to be handed out to people, but rather, include notes to the
Coach. The details and length of these product guides indicates that Coaches are not
likely to memorize this information and answer questions directed to them in person, but
rather, are intended to allow the Coach to prepare social media posts or reference easily
when running a Challenge Group.

52. Beachbody also provides each Coach with a “personal” website to serve as
their online storefront. These “Coach Sites” essentially serve as a portal to Beachbody’s
Product catalog and are designed to allow Beachbody to track and credit sales to the
Coach through whose portal the consumers purchased the Products. Beachbody provides
each Coach with template to create a Site, and a specialized URL by which customers can
access that Coach’s “business.” All Coach URLs follow a standard template that
Beachbody created:

http://mysite.coach.teambeachbody.com/YOURCOACHIDHERE?lang=en_US
Customers who visit a Coach Site can peruse the same Beachbody’s catalogue of Products
that can be found on Beachbody’s main websites. The only difference is that by
purchasing the Products via the Coach’s personalized URL, the Coach can earn a
commission from the sale. While Coaches can personalize these Sites with information
about themselves, the options are limited. Beachbody has designed the templates in such
a way so as to automatically generate a version of each Coach’s Site in French and
Spanish, in addition to English, so Coaches cannot deviate from the standard template.

53.  Beachbody also provides directives to Coaches on how to use Beachbody’s
online programs. With respect to the Challenge Groups, Beachbody supplies both
instructions and guides to run them. For example, Coaches can access the Challenge
Groups via a Coach portal on the Beachbody app to monitor their customers” and leads’
progress, answer questions, and help them purchase the Products they need to complete

the challenge or reach the goals for the Challenge Group.

office/downloads/toolkit/club/Ripple Club PTG EN-June.pdf
[https:/ /perma.cc/22C3-QL75] (last visited Jan. 9, 2023).
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54.  Coaches are not on their own in running the Challenge Groups; rather,
Beachbody then instructs them to use Beachbody content, stating: “Using the Group
Guides, post content and engage with your group participants daily.”1® The Beachbody-
produced Group Guides are a collection of published scripts and prompts for the Coach
to use when running the groups, and contain extensive detail.

55.  For example, in a Group Guide called “10 Rounds,” Beachbody published
scripts and instructions for a 40-day group program, which contains details on Product
recommendations and workouts. On Day 1, the Coach is prompted to tell the group:

I can’t tell you how long I've been waiting for a killer boxing program like
10 Rounds. Honestly, boxing is hands-down one of the best TOTAL-body
workouts you can do—slender arms, strong core, stamina-building, all of
it. But for me, stepping into a ring at a scary boxing gym was NOT gonna
happen.

That’s why I love that I can learn all the fundamentals of boxing at home
with Super Trainer Joel Freeman. I'm talking the jabs, uppercuts, hooks—
all those punches that are gonna keep your arms moving and heart
pounding.

It's a for sure intense 5 days a week, but it’s also tons of fun. The entire
program is shot on the road with Joel and the cast—you’ll get to try new
workouts as they go from city to city visiting iconic locations. I'll get into
what those Worzouts look like a little later; for now, let’s focus on being
100% prepared for the weeks to come.

During this Prep Week, I'll be giving you some pointers so you can start
strong from the very first workout. One thin? I do every day is drink
Shakeology to help maximize my results —you’ll see how super-important
it is for your own 10 Rounds results. I can tell my body feels and functions
at its best when I'm getting all my nutrients. First, I start my day with
Shakeology (even on non-workout days!). It’s delicious superfood nutrition
made with a blend of proteins, prebiotics, probiotics, digestive enzymes,
adaptogens, vitamins, and minerals —the stuff your body begs for to heIE
maintain a high level of performance during your entire 6-wee
commitment.

On workout days you'll also take Beachbody Performance Energize and
Recover to hellp you tackle every workout with laser-sharp focus and
recover optimally between them.?

Other days contain similar instructions.

19 Team Beachbody Group Guides, supra note 1.

20 10 Rounds Group Guide, Team Beachbody
https:/ /www.tbbgroupguides.com/category/10-rounds/ [https://perma.cc/78SF-KZG5]
(last visited Feb. 7, 2023).
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56.  The guides contemplate that Coaches will be filming themselves reading
the script and posting the videos on the Challenge Group pages and the app, or on
Instagram or other social media pages. On some, Beachbody includes images and an
option for Coaches to download those images to use in their posts that are connected to
the challenge.?!

57.  In some instances, Beachbody assigns customers to Coaches, and directs
that the Coaches engage and market to those specific customers. Because customers
unaffiliated with any Coach can purchase Beachbody products, Beachbody can assign its
own customers to Coaches, who the Coach is expected to include in Challenge Groups,
provide customer service, and periodically reach out to for marketing efforts. These
interactions with these Beachbody-assigned Coaches are always virtual.

58.  Beachbody, through the Coach Office and the communications it
disseminates by word of mouth through Coaches passing instructions down to their
downlines, provides many other useful tools for Coaches. Under a “News & Events”
section, it provides “BODi Business News,” which provides weekly news updates and
announcements to Coaches, such as changes to the Coach Office, new product launches,
and information on upcoming Beachbody events. It also produces a “Coach Monthly”
newsletter and calendar which informs Coaches of current and upcoming promotions,
key dates, and marketing or product updates.??

59.  As another example, for years, Beachbody has published a “daily business
activity tracker” worksheet for its coaches to use. See Ex. B.??> These worksheets give a list

of tasks for the Coach to perform each day, including things like:

21 See, e.g., 3 Week Yoga Retreat Challenge Group Guide, Team Beachbody,
https:/ /tbbcoach411.com/3-week-yoga-retreat-challenge-group-guide/
[https:/ /perma.cc/FYS2-JNHS] (last visited Jan. 9, 2023).

22 See, e.g., Coach Monthly November 2021, Team Beachbody,

https:/ /images.beachbody.com/cm/2021/november/en.html?locale=en US

[https:/ / perma.cc/ U4ET-37HS] (last visited May 16, 2023).

23 Success Club System Daily Business Activity Tracker, Team Beachbody,

https:/ /images.beachbody.com/tbb/beachbodycoach/Coach%?20Training/TBB_Busin
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Be Proof the Products Work. Work out and drink Shakeology

Do a social media post that showcases the benefits of your healthy lifestyle
or has a call-to-action

Update your IG Story throughout the day” to show “workout clips,” “meal
prep,” or “Invitation/promote group/poll or call-to-action

Contribute to your Challenge Group

60.  Beachbody also produces a weekly podcast. Coaches are encouraged to join
to learn sales and marketing tips, hear from other Beachbody veterans, learn about new
Products, and stay motivated.

61.  Beachbody Coaches are incentivized to follow Beachbody’s directives and
prompts in marketing the Products. Because they are only paid if they make sales, they
are incentivized to follow the suggestions of Beachbody, and their upline Coaches, on
what kinds of marketing efforts are likely to result in successful sales.

b. Beachbody’s Reliance on an E-Commerce Platform Limits
Coaches’ Discretion and Promotes Online Sales over In-
Person Interactions.

62.  Beachbody has developed numerous online tools, including the Coach
Sites, Challenge Groups, and a special “Share-a-Cart” system, which reflects a decision
to exert control over the Coaches and ensure they conform to the directives contemplated
under the Agreement.

63.  First, the Coach Sites are designed in a way that ensures that Coaches
operate in compliance the Beachbody’s marketing directives that are laid out in its
Agreement. See, e.g., Agreement, §§ 1.7 (requiring conformance with Beachbody’s rules
for ethical marketing); 3.1 (prohibiting deceptive marketing); 3.24 (setting out rules for
use of intellectual property), 3.7.2 (requiring Coaches wishing to make certain kinds of
health claims about the Products to do so only by reprinting the company’s claims “in
exactly the same format” and “in totality”). Because the Coach Site is not a standalone

website, but a portal by which the public can view the Products on Beachbody’s own

essActivityTracker_EN_092618.pdf [https:/ /perma.cc/9CS9-BF46] (last visited May 16,
2023).
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websites in a way that gives credit to the Coach for the sale, the Product pages and
descriptions are generated entirely and solely by Beachbody, with no option for the
Coach to revise or supplement either the language or photos of the Products. Thus, the
Coach is in effect selling the Product using only Beachbody-approved marketing
language and intellectual property, as required by the Agreement.

64.  Second, the Sites ensure Coaches adhere to Beachbody’s rules on pricing
and promotions. See, e.g.,, Agreement, §§ 5.2 (prohibiting sales of Products below
Beachbody’s list price and the offering of incentives not otherwise offered by Beachbody);
5.6 (prohibiting Coaches from using charitable causes to promote sales). On the Sites,
Beachbody sets the prices and does not permit adjustments, nor is there a way for a Coach
to allow a customer to get a discount, receive a free gift, make a donation, or use any other
offer that is not available on Beachbody’s main platforms and to all Beachbody customers.
This significantly limits Coaches’” marketing discretion.

65. Relatedly, even when consumers purchase through the Coach Site,
Beachbody controls whether and how orders can be cancelled or refunded. Thus, the
Coach may not deviate from Beachbody’s rules, further limiting Coaches’ exercise of
business discretion. Agreement, §§ 1.7 (requiring adherence to refund policy); 6.2.1
(requiring Coach to forgo commission if refund is given); 7.1 (setting forth money back
guarantee).

66.  Third, the Sites and Challenge Groups create incentives for Coaches to steer
people to Beachbody-controlled platforms, and promote compliance with Beachbody’s
many limitations on where and how Coaches may sell the Products. See, e.g., Agreement,
§§ 3.8 (prohibiting sales of Products at kiosks or other general public retail outlets); 3.2.13
(prohibiting Coaches who work at gyms from promoting Beachbody during classes); 3.9
(prohibiting sales of Products at “swap meets, garage sales, online auctions, or flea
markets”). Because Beachbody handles payments and shipment for orders placed on its

pages, by relying on these tools, Coaches save time and reduce expenses, given that in-
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person sales would require them to handle payment, plan for advance purchase of extra
inventory to have in stock and/or place orders and handle delivery.

67.  Similarly, Beachbody also restricts Coaches from using social media to
make online sales; in other words, they cannot sell the Products directly to consumers on
Facebook marketplace or similar sites. By making the Coach Sites available and
performing the back-end work, Coaches are less likely to seek out other e-commerce
platforms to sell the Products.

68.  Fourth, the Challenge Groups and Sites are designed to force Coaches to
adhere to the other restrictions on how Coaches are to generate income through
Beachbody. For example, Beachbody requires that Coaches allow participants in
Challenge Groups to participate free of charge (i.e., a Coach cannot charge for coaching,
instruction time, or advice), see Agreement, § 3.2.12, and the Challenge Groups do not
provide a way for the Coach to charge or receive payment. Beachbody also prohibits
Coaches from using its platforms to promote other businesses, Agreement, § 3.2.9, and
these platforms are not set up to permit for Coaches to sell outside goods.

69. In particular, the Sites allow Beachbody to enforce its prohibition on
“bonus-buying” and “inventory loading,” Agreement, §§ 3.18. These terms refer to
situations in which a Coach purchases products for purposes other than personal use or
to sell to a consumer, typically where a Coach wants to meet a sales quota or get a bonus
(or help their downlines do the same). Through the use of its forums, Beachbody can
monitor a Coach’s compliance with these rules, because it can determine if the Coach is
interacting with enough retail consumers and review purchaser information, or decline
sales if it suspects they are for a prohibited purpose. Thus, a Coach who wants to increase
income through strategic purchases of inventory is not permitted to exercise that
discretion.

70.  Fifth, to steer Coaches into only selling and recommending Beachbody
Products, Beachbody developed a “Share-a-Cart” service. Coaches can add Beachbody

products and programs into specific customers’ online checkout carts, and virtually share
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the cart with customers for them to purchase. The service does not allow Coaches to
include outside products in the carts. Beachbody provides guidelines to Coaches on how
to make product recommendations based on the customers’ needs and goals, and any
Challenge Groups they intend to join.

71.  Sixth, Beachbody prohibits Coaches from engaging in many kinds of online
advertising buys. See Agreement, § 3.2.11. Beachbody has designed the Coach Sites and
Challenge Groups in such a way as to prevent the Coach from gaining access to the sorts
of data that are often necessary to successful online advertising campaigns, thereby
promoting compliance.

72.  While Beachbody purports to provide Coaches a right to create their own
websites that are not on the Beachbody platform to sell the Products, the right is illusory,
and Beachbody via the Agreement has removed all incentives to Coaches to create their
own platforms. Ex. A, § 3.2.3. It does not waive or reduce the Business Service Fee if
Coaches do not use these Beachbody services, creating a financial incentive to use the
Coach Sites.

73. If a Coach wanted to create their own website, Beachbody controls its
publication. Coaches must first get written permission from Beachbody, which is only
given if the Coach first creates a test website for its review and approval. Coaches must
also seek approval from Beachbody for “material updates.” Beachbody also reserves the
right to revoke authorization at any time and for any reason, at which point, Coaches
must remove the website immediately and may not hold Beachbody responsible for costs.
Id.

74.  Moreover, a personal website must conform to other directives. For
example, to get approval, Beachbody requires the advertising to conform with its
directives and include its required notices. And Beachbody controls pricing, prohibiting
Coaches from using a personal website to advertise Products at a lower price than what
it might cost on the Beachbody website. Coaches may not engage in any recruiting on a

separate website.
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c. Beachbody Exerts Control Over Coaches in Recruiting and
in Relationships with Other Coaches.

75.  While Coaches are encouraged to engage in recruiting, Beachbody restricts
their discretion here, too.

76.  For example, the only way to become a Coach is to complete the application
on Beachbody’s website. While Coaches are paid commission by Beachbody if the people
they recruit sell products, the Agreement prohibits Coaches from entering into contracts
directly with the people they recruit.

77.  Beachbody does not allow Coaches to seek out talented, experienced
Coaches and add them to their downlines. Rather, it prohibits Coaches from recruiting
Coaches from “competing” downlines. Ex. A, § 3.11. Because Beachbody, not the Coach,
pays the commission and receives the sales made by those under a Coach, Beachbody can
enforce this rule by simply paying the commission to the original Coach who did the
recruiting. Coaches who are dissatisfied with the support or training offered by their
upline Coach must request permission from Beachbody, which it “rarely” permits. Id. at
§3.6.2

78.  Coaches are further restricted in how they drum up business for themselves
and those in their downline. Beachbody prohibits the use of lead generating tools,
instructing that: “Coaches may not sell or in any manner profit from (directly or
indirectly) or promote any marketing systems or lead generation systems or sell or
promote lead lists to other Coaches.” Ex. A, § 3.1. Beachbody also prohibits Coaches from
coming up with creative solutions on how to increase their downlines’ profitability,
prohibiting even the exchange of “traded or free services . . . for tools, consulting for
Coaches, software or other sales aids.” Id.

79.  Beachbody also restricts Coaches in outside earning opportunities,
prohibiting Coaches from recruiting other Coaches to join other MLMs or even to market
other MLM products to other Beachbody Coaches and limiting Coaches’ abilities to do
so. Id. at § 3.10.1.
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80.  Finally, Coaches must get Beachbody’s approval to sell the “business,” i.e.,
future commissions associated with the Coach’s customer leads and downline Coaches.
But they may not sell to another Coach. Id. at § 3.23.

d. Beachbody Exerts Control to Ensure Coaches Are Engaging
in Approved Online Marketing Activities.

81.  The Agreement lays out other restrictions that are designed to promote
online marketing over in person sales or other forms of selling. For example:

e Coaches must get approval to create branded promotional items, id. at §
3.2.1;

e Coaches must get approval for television or radio advertising, id. at § 3.2.2;

e Coaches must get approval before initiating a press release, id. at § 3.2.6;

e Coaches must refer all media inquiries to Beachbody;, id.

82.  In addition, Beachbody directs how the Coaches hold themselves out on
social media. Coaches are required to disclose their full names and conspicuously identify
themselves as an Independent Beachbody Coach. Id. at § 3.2.9. They are prohibited from
using anonymous posts, aliases, or blind advertisements. Id. Their identification must
appear in the original post, and not in any comments thereto, and any opinions by the
Coach must be acknowledged as such. Id. Beachbody prepares and generates
promotional content, such as excerpts from workout videos, for Coaches to use. While
Coaches can create some of their own content, Beachbody can remove any content and
discipline, suspend, or terminate the Coach if it determines it violates its copyrights
without notifying the Coach. Id.

83.  Beachbody prohibits Coaches from discussing the Beachbody
Compensation Plan on any social media site. Id. at § 3.2.9. It heavily restricts how Coaches
can discuss their own income, mandating that they use disclaimers and approved
language on every post. Id. at § 3.7.3. For example, Beachbody training materials included

the following guidance:

FIRST AMENDED CLASS ACTION AND PAGA COMPLAINT
Lyons v. The Beachbody Company, No. 23STCV11459
30




10

11

12

13

14

15

16

17

18

19

20

21

22

23

24

25

26

27

28

~ INCOME CLAIMS

What you CAN SAYto What you CANNOT SAY to
DESCRIBE INCOME