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Let's address it directly. No dancing around it. No euphemisms.

The moment you describe a system where Person A refers Person B who refers
Person C and everyone gets rewarded - someone in the room will say: "That sounds
like MLM."

And you need to understand why that comparison is wrong. Not just "kind of wrong" or
"technically wrong." Structurally, fundamentally, architecturally wrong. In the same way
that a hospital and a prison both have beds and locked doors - but are fundamentally
different institutions.

What MLM Actually Is
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Multi-Level Marketing (MLM) is a business model where:

* Participants buy products from the company (often at inflated prices)

* Participants recruit other participants to also buy products

* Commissions are paid on multiple levels of recruitment

* The primary revenue driver is recruitment, not retail sales to end consumers

The FTC's own data: In most MLMs, the vast majority of participants lose money. A 2011
FTC study found that in some MLMs, 99% of participants lost money. Not "didn't make
much." Lost money. Spent more on products and fees than they ever earned in
commissions.

The structural reason: MLMs are designed to move product into the network, not
through it to end consumers. Participants are both the salesforce and the customer.
They buy inventory. They recruit others to buy inventory. The company profits from
selling to its own salesforce - not from selling to the market.

This is the fundamental flaw. The product is a vehicle for recruitment, not the other way
around. The value proposition is "join and recruit" - not "use this product and share it
because it's great."

The Five Structural Differences
DIFFERENCE 1: Who Pays

MLM: The participant pays. They buy inventory. They pay for starter kits. They pay for
training. They pay for events. They pay for the privilege of selling. The money flows from
the participant to the company.

BLAZZ: The customer pays for a product they want - at a fair market price. No
inventory purchase. No starter kit. No fees. No buy-in. The money flows from the
customer to the business in exchange for genuine value. The customer is a
customer, not a recruit.

DIFFERENCE 2: What Drives Revenue

MLM: Recruitment drives revenue. The more people you recruit, the more product
moves into the network, the more commissions are generated. If recruitment stops,

revenue stops. The system depends on an ever-expanding base of new participants.

BLAZZ: Sales to end consumers drive revenue. Referrals are a mechanism for reaching
more consumers - not the revenue source itself. If referrals stop, the business still has

customers. The system depends on product-market fit, not on recruitment.

DIFFERENCE 3: Who Benefits

MLM: Early participants benefit disproportionately. The person at the top of the
pyramid earns commissions on every level below them. The person at the bottom -
the most recent recruit - earns almost nothing, because there's no one below them to

recruit. The structure is inherently inequitable.

BLAZZ: Every node benefits proportionally to the value they create. Chain attribution
means that if you start a chain that generates 100 sales, you're rewarded for those 100
sales - regardless of when you joined. If someone who joined yesterday starts a chain that
generates 200 sales, they're rewarded more than you. The structure rewards
performance, not position.

DIFFERENCE 4: Product Pricing

MLM: Products are typically overpriced - often 2-5x comparable market alternatives. The
inflated price funds the multi-level commission structure. Participants justify the price
through "quality" claims, but the reality is that the price includes the cost of paying 5-10
levels of commissions.

BLAZZ: Products are priced at fair market value. The reward structure is funded by
reallocating existing marketing spend - not by inflating the product price. A $100 product
costs $100. The $20 that would have gone to Google Ads goes instead to the referral
chain. The consumer pays the same. The value just routes differently.

DIFFERENCE 5: Sustainability

MLM: Mathematically unsustainable. If every participant needs to recruit 5 people, and
each of those 5 needs to recruit 5 more - by level 13, you need more participants than
the entire population of Earth. MLMs must eventually saturate. And when they do, the
bottom levels collapse. This is not a risk. It's a mathematical certainty.

BLAZZ: Mathematically sustainable. Because the system doesn't require recruitment - it
requires sales. A chain can be one person deep or one hundred people deep. It doesn't
matter. What matters is that real products are being sold to real consumers at real prices.
There's no saturation point because the system isn't trying to recruit the world - it's trying
to serve the world.

Why MLMs Are Still Around
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When the legitimate alternative exists,
the illegitimate one loses its reason to exist.
e ———

If MLMs are so structurally flawed, why do they persist? Why are there still hundreds of
MLM companies generating over $180 billion in global revenue (World Federation of Direct
Selling Associations, 2022)?

Three reasons:

e The Dream. MLMs sell the most powerful product in the world: hope. "Be your own
boss." "Financial freedom." "Unlimited income potential." The product is
secondary. The dream is primary. And dreams are recession-proof.

e The Community. MLMs create belonging. Events. Teams. Recognition. Titles. For
people who feel isolated, undervalued, or stuck - the MLM community provides
identity, purpose, and social connection. The product is secondary. The belonging is
primary.

¢ The Absence of Alternatives. Until now, there was no system that offered what
MLMs promise - the ability for ordinary people to earn from their networks, their
relationships, their influence - without the structural exploitation. MLMs filled a
vacuum. A vacuum created by the absence of legitimate value-routing

infrastructure.

BLAZZ fills that vacuum. It offers what MLMs promise - the ability to earn from
genuine recommendations, to benefit from your network, to participate in the value
you create - without the recruitment dependency, without the overpriced products,
without the mathematical impossibility, without the exploitation.

When the legitimate alternative exists, the illegitimate one loses its reason to exist.

The Timeline

MLMs won't disappear overnight. The dream is too powerful. The community is too sticky.
The inertia is too strong.

But the structural pressure is building:
* Regulatory scrutiny is increasing (FTC actions against Herbalife, Vemma, AdvoCare)

* Consumer awareness is growing (anti-MLM content has billions of views on TikTok and
YouTube)

* Legitimate alternatives are emerging (value-routing systems that deliver on the
promise without the exploitation)

The MLMs that survive will be the ones that evolve - that shift from recruitment-driven to
retail-driven, that adopt fair pricing, that implement genuine value-routing mechanics. In
other words, the ones that stop being MLMs and start being something else.

The rest? They're on borrowed time.
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All case studies, systems, and use cases presented are based on real-world implementations across multiple countries,
industries,and business models. For confidentiality and strategic integrity, names, brands, and identifiable details have been
intentionally altered or generalized.

This is not to obscure reality, but to protect it. Many of these engagements involve large-scale ecosystems, proprietary
restructuring, and commercially sensitive intelligence that, if disclosed prematurely or taken out of context, could be
misinterpreted, misapplied, or exploited. The insights shared here are therefore distilled representations—accurate in principle,
proven in execution, but selectively framed.

What is shown is real. What is not shown is often what makes it work.

You're receiving this because you're interested in the math of growth.
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