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Powder-soft sand greets you as you gaze out at an endless azure ocean.

A light breeze dances across the rolling
waves, providing a relaxing backdrop to your
reflections. Behind you, the stately walls of a
pink palace glow in the setting sun. The hotel’s
six tall, pink towers reach into the Florida sky,
reminding you of how much you’ve achieved
and the confidence you’ve gained.

Named the “Pink Lady” by its original owner,
this luxurious hotel with Mediterranean and
Moorish architectural designs offers you
romance and pampering in an exclusive and
elegant setting.

A fairy tale with a happy ending. The hotel
was built by Irish developer Thomas Rowe to
last for generations and it has. During the
Roaring 20s, this charming tropical hideaway
was the destination for high society,
celebrities and even a number of presidents.
Author F. Scott Fitzgerald called it a “hotel in
an island wilderness” in several of his books.
Visitors thought of the Don CeSar as their
private playground where they were catered

to by a dedicated staff trained to pamper
guests in style.

Sadlly, after changing owners, the hotel fell into
disrepair and was left empty. It even became
locally known as the “Pink Elephant.” New
owners completely renovated the “Pink Lady,”
restoring the original charm and glamour.
Lavish care and careful maintenance have
helped the hotel maintain its reputation as the
finest in resort luxury.

Make it your happy ending, too. Enjoy a world
of personalized service and fun that will tickle
you pink. The options are endless: stroll the
white-sand beach, relax by one of two
outdoor pools, shop with your Tupperware
friends, pamper yourself in the spa, or sail the
Gulf of Mexico at sunset. The hotel staff is
ready to welcome you for a special
Tupperware retreat.

Party your way to pink this summer. Then
escape this fall to Florida’s “Pink Lady!”

See the chart to learn how you can pamper and renew yourself at the “Pink
Lady” in Florida. Create your plan for qualifying by determining the number
of average™ parties you need to submit each week during the challenge

period.
Qualifications Chart u.s. CAD
Trip for 1 Trip for 2 Trip for 1 Trip for 2
Personal Sales $13,000 $24,000 $16,250 $30,000
Consultants
g:r'sonal Sales $10,000 $21,000 $12,500 $26,250
plus PQR*™ plus 6 PQR plus6 PQR  plus 6 PQR  plus 6 PQR
All
Managers Personal Sales $14,500 $26,000 $18,125 $32,500
DIQs Personal Sales $17,500 $30,000 $21,875 $37,500
B $40,000 $80,000 $50,000 $100,000
ggﬁ}"&;’ over 2009 growth growth growth growth
All ,
Directors O Team rotal $15,000 $15,000 $18,750 $18,750
5005 ggoriod pcftj’gr growth plus  growth plus  growth plus  growth plus
Qualifiers on team 2 qualifiers 5 qualifiers 2 qualifiers 5 qualifiers

PRESIDENTIAL SUITE DINNER PQR CHALLENGE
Enjoy the suite life for holding parties and sharing the Opportunity during the challenge period! When you qualify for the trip and are one of the Top
2 personal recruiterst at your level (Consultants, all Managers, DIQ and all Directors), you'll be invited to an exclusive dinner in the hotel’s Penthouse
Suite. You'll be the guest of Luciano Garcia Rangel, Tupperware U.S. and Canada President, and Aleks Bogdanovski, Tupperware U.S. and Canada
Vice President of Sales. If you qualify for a Trip for 2, your guest is invited, too!

CONSULTANTS:
Choose your path!
Trip for 1: Submit about 2 average* parties each
week
OR, submit about 2 average* parties each
week plus achieve 6 Personal Qualified
Recruits (PQR)** (think 2 PQR each
month)
Trip for 2: Submit about 4 average* parties each
week
OR, submit about 4 average* parties each
week plus 6 PQR** (think 2 PQR each
month)

MANAGERS AND STAR MANAGERS:

Trip for 1: Submit about 3 average* parties each
week

Trip for 2: Submit about 4 average* parties each
week

DIRECTORS IN QUALIFICATION:

Trip for 1: Submit about 3 average* parties each
week

Trip for 2: Submit about 5 average* parties each
week

DIRECTORS:
Focus on achieving team sales growth over the
same period last year (May 30-August 28, 2009).
Trip for 1: Achieve about 7 more average* team
parties each week during the challenge
period than 2009
OR, Have 2 trip qualifiers on your personal
team PLUS achieve about 3 additional
average* team parties each week
during the challenge period than 2009
Trip for 2: Achieve about 14 more average* team
parties each week during the challenge
period than 2009
Have 5 trip qualifiers on your personal
team PLUS achieve about 3 additional
average* team parties each week
during the challenge period than 2009

OR

The examples above are approximations. Based on your
personal party sales and your trip goal, you may need to hold
and submit a different number of parties.

Additional details are available online in the Questions and
Answers document. Directors with large teams ($150,000 during
the 2009 three-month period) please refer to this document.

* The national party sales average is $450 in the U.S. and $550
in Canada.

** New Consultants who start their businesses during May 29—
August 27, 2010, and who become qualified with $450 U.S./
$550 CAD in personal sales during their first 30 days, but no later
than August 27.

Note: Trip qualifications are based on your title as of May 29, the
start of the June 2010 sales month, regardless of any new level
stepped up/down to during the challenge period.

 Based on Personal Qualified Recruits*™ (PQR). Minimum of 6 PQR required. PQRs’ personal sales during the challenge period will break ties among recruiters.
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