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= D nghly absorbable liquid suppllement
- *» Promotes optimal well-being
_f . Supports cardlovascular health
.. Suprorts immune system health
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\J| Serving Size: 1 oz. / Bottle Size: 32 oz. * Servings Per Container: 32 INVIGORIT " ISa great t_aStIng Way to In\"gorat? your We||neSS
TRy program! INVIGORITA™ is loaded with a proprietary wellness

M formula that not only boosts energy, but provides a healthy
y! . <3% . ; ; ! :
Sugars 854 - boost of vitamins, amino acids, and trace minerals for long-
V?tam?n A (as palmitate and beta carotene) 5000 IU 100% Iasting’ healthy energy.
Vitamin C (as ascorbic acid) 500 mg 833%
Vitamin D3 (as cholecalciferol) 100 1U 25% . ! .
Vitamin E (as a-apha-ocopnerol acetate) 100 1U 333% INVIGORITA™ is great for your active lifestyle or wellness program,
K Vitamin B1 (as thiamine HCI 1.5 mg 100% 4 . . . . " m . .
Viamin BZ eememey  17mg  100% mg 100% whether you are an avid athlete, or active individual. Mix with cool,
Vit in B3 (as niacinamide 20 100% A A AnA H 4
| [Tl Purified water or your favorite juice, sit back, and enjoy!
Folic Acid 400 mcg 100% x
\éi_tif“i” B12 (as oyanocobalamin) 352 mcg ‘:;g"f WARNING: If you are taking any medication, are pregnant or nursing, please consult
J Biotin mcg % . s .
Pantothenic Acid (as d-calcium pantothenate) 20 mg 100% your M{X?ICIan & healthcare prOfeSSIonaIl
.. I(;:])(;:Itgle (as choline bitartrate) 28 Eg :I DIRECTIONS:
Potassium gomowae)  100mg  <3% 1) Mix one ounce (1 oz.) of INVIGORITA™ with at least 10 ounces of filtered water, or

your favorite fruit juice. Drink the mixture before, during and after physical activity.

Amino Acid Complex 150 mg >
Ala_nine, arg_iniqe, aspartic ack_:l, cystin_e, gluta_mic acid, _glycine, histidine_, isoleucine, 2) Store in a COOI environment after opening.

lysine, methionine, phenylalanine, proline, serine, theonine, tyrosine, valine.

Taurine 200 mg

{ Ginseng Root Extract —eomg THIS PRODUCT DOES NOT CONTAIN ALCOHOL.
Plont DerivedMinerals  120mg = i . KEEP OUT OF REACH OF CHILDREN.

GuaranaPowder  300mg  *
GDL (as glucocono delta lactone) 50 mg ~

* % Daily Values (DV) based on a 2,000 Calorie diet.
** Daily Value not established.

Other Ingredients: Purified Water, Fruit Juice .Concentrate, JUSI p&lﬂk ,’ ,

Monosaccharides, ﬁllgosacchandes Polysaccharides, Natural
Fruit Flavor, Citric Acid, Natural Vegetable Gum Potassium d k t : (888) 298-6339
Sorbate, Sodium Benzoate, for freshness rl n ac Com © DrinkACT™ 052709
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PROFILE

by Mark McKnight

DrinkACT.com really has the perfect business
opportunity for everyone looking to make money in
this'down’economy. Think about it. Where else can you

sample a product that works in minutes, lasts for hours
and costs about $1.00?

That is an unbelievable business proposition. Look at
the statistics for this industry:

1) The Energy Drink marketplace has grown by double
digits each year during the past 10 years.

2) The Energy ‘Shot’marketplace is growing by more
than 100% per year.

3) Powder drink mixes are appearing everywhere
around the country.

At DrinkACT.com, you have the best of these three
marketplaces with the ‘On-the-Go’ ACT.™ packet, the

‘Ready-to-Drink” ACT™ cans and the ‘Ready-to-Drink’

A.CT™shots.

Encourage people that you bring into the business to
get serious about sampling. | have sampled A.CT.™ to
hundreds of people during the past 4 years. Many of
them simply start taking ACT.™, love the way they feel
and then keep buying it over and over again.

DrinkACT.com is right at the center of the biggest
growth area in beverages. Look at what beverage
industry analysts are saying just about the Energy Shot
marketplace:

>>>>

Excerpt from BevNET.com
By Jeffrey Klineman, Staff Writer

At a time when most energy drink brands are publicizing
new, bigger cans, it turns out that the biggest profits are actually
coming from the smallest packages.

Energy “shots,concentrated two-ounce versions featuring the
same basic energy mix of caffeine and b-vitamins as their larger
brethren, are riding a wave of runaway sales multiples that echo
the frenzied growth of first-generation energy drinks like Red
Bull and Monster.

Last year, just three years after the introduction of 5-Hour |
Energy, Nitro2Go, ZipFizz and their ilk, the category grew to nearly |
$100 million. With new brands and new distribution avenues
coming on-line, however, the category is expected to reach a
new level by the end of the year. According to at least one
beverage executive, by the end of the next year, energy
shots could be a $500 million business.

“We feel like this is the next big category to explode, says Mike
Fine, who oversees the fast-growing NOS energy brand for the
Coca-Cola Company.

>>>>

HERE IS TO YOUR SUCCESS IN SAMPLING
WITH DRINKACT.COM!
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by Wiley Hurt

PROSPECTING
(i YOUR
WARM MARKET

When introducing the business opportunity, do you
ever feel like you are being a pushy salesperson or afraid
you might lose the friendship and respect of your friends
and family because of it?

Let'sforgetforasecondthatyou'rein network marketing.
What if you were starting any other kind of business like a
retail store, a spa, or a construction company?

Where would you get your customers, employees, and
business partners? Where would you find them? In one or
more of these categories a friend, acquaintance, or family
member mightbe therightfitormaybe not,or maybe they
know someone who is the right fit. Somehow it always
works itself back to an acquaintance, a recommendation
or a referral; this is called your “warm market”

Your warm market can be one of the greatest |

resources to your business. Working with family and

friends can be a blessing or a curse, but if you want your ‘

family and friends to continue to respect you, give you
referrals, be your customer, and possibly say “yes"to your
presentation, then try using these tips when working
with your warm market:

YES OR WO,

Some prospects may just take one conversation to be
won and some prospects may take 10 conversations,
but if you take “No," for an answer, then you'll miss the
opportunity to communicate and network with them.
As an example, you know we have a variety of products
to choose from. If your prospect says “No’, find out what
they are saying "No” to. Are they saying “No”" to all of the

products? Are they saying“No"to”l don't want to diversify
my income?” No to ‘I don't know anyone who needs or
wants any of your products?” That's a lot to say “No” to.
You should try to find out exactly what your prospects
are truly saying “No" to.

ron't EE 4 BUG.

Do not ever "bug” family and friends about your
company.Sometimes networkers get extremely focused,
which is good, and it should never be suppressed. Focus
is what creates great leaders, just be disciplined as
to what and who deserves that focus. If it's a friend or
family member who clearly isn't interested, quit wasting
time there and go get in front of people who do want to
be a part of your business or a product consumer.

HOLD YOUR TONGUE,

Don't ever insult someone for his or her decision not to
participate with you in your business. Don't tell someone |
they're stupid for not doing business with you, even if it
is the way you talk to your brother. It's unprofessional
and out of place.

EE WISE,

"No"rarely means no. That same brother in three weeks
or three years could lose his job. If you've made a fool
out of yourself, he will most likely not want to join you
in the business.

Your warm market is an important part of your
business. Abuse it and pretty soon you'll notice they
don't return your phone calls anymore. Keep these
tips in mind and get as much training as you can to be
effective at communicating with your warm market,
and you will see that you can have a successful business
and keep the respect of your family and friends.






