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Introduction to the World's First Indirect Selling Revolution

Understanding Traditional Sales Models

Introduction: A New Direction in Global Commerce

Direct Selling and Its Limitations

: INCOME FIRST :

      The global business landscape is constantly evolving. With technological advancements, 
changing customer behavior, and opportunities expanding beyond borders, companies are 
being challenged to rethink traditional sales and distribution models.In this changing 
environment, Income First has emerged as a visionary organization, introducing for the
first time in India and abroad the true concept of “Indirect Selling.” This model redefines
how products reach customers and how individuals participate in business. This is not 
merely a new company or another distribution network. It represents a fundamental 
shift in mindsetfrom purchase-based direct selling to a service-oriented and 
distributor-empowered model. It creates an ecosystem where individuals can become 
distributors or sellers without the pressure of mandatory product purchases.

In many traditional business structures, companies encourage distributors to :

•   Purchase products in advance

•   Maintain a required sales volume

•   Make repeated purchases to remain active

•   Build a downline that also purchases products

          While such systems have produced success stories, they often create financial
pressure. The focus sometimes shifts from selling products to purchasing them, 
resulting in unsold inventory and dissatisfaction.

What is Indirect Selling ?

•   The company appoints distributors/sellers.

•   Purchasing products is not mandatory for distributors.

•   The distributor's role is to connect customers with products.

•   Products are delivered directly to customers through the company's system.

According to Income First's concept :

          This model focuses on service, outreach, and distribution rather than stock 
accumulation.

How the Model Works

Company Responsibilities

•   Product sourcing

•   Quality control

•   Inventory management

•   Logistics and delivery



Distributor Responsibilities

Opportunities for Everyone

Ethical and Transparent Business Practices

 Benefits for Customers and Partner Companies For Customers

For Partner Companies

•   Product promotion and sales

•   Building customer relationships

•   Efficient service

•   Earning income based on performance

Importantly, distributors are not pressured to become customers first.

•   Students seeking part-time income

•   Homemakers looking for flexible work

•   Professionals wanting additional earnings

•   Entrepreneurs aiming to build global networks

•   No mandatory purchases

•   No pressure to maintain stock

•   No misleading promises

•   Clear roles and responsibilities

• Access to a wide range of products

• Personalized service

• Reliable delivery

• Competitive pricing

• Expanded market reach

• Reduced distribution costs

• Access to motivated sellers

• Expansion without heavy infrastructure

This transparency builds trust among distributors, customers, and partner companies.

          Success depends not on purchasing, but on skills such as communication, market 
understanding, customer service, and consistency.

This model opens doors for:

Conclusion: The Beginning of a New Chapter
Secure Life is more than a company it is a movement toward smarter, fairer, and more 
inclusive commerce.

It delivers a simple yet powerful message:

Sales do not begin with purchase.

Sales begin with service, trust, and opportunity.
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DIRECT SELLING 

INCOME PERCENTAGE

1.

2.

3.

4.

5.

6.

7.

8.

9.

10.

11.

12.

Star

Bronze

Silver

Gold

Perl

Platinum

BUSINESS KA BAZIGAR

BLUE DIAMOND

EMERALD

BUSINESS KA BADSHAH

CAPTAIN

BUSINESS KA BIG BOSS

15,000/-

60,000/-

2,50,000/-

7,50,000/-

15,00,000/-

30,00,000/-

60,00,000/-

1,20,00,000/-

2,50,00,000/-

5,00,00,000/-

 10,00,00,000/-

 20,00,00,000/-

10%

3%

1.50%

1%

1%

0.50%

0.50%

0.30%

0.30%

0.30%

0.30%

0.30%
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