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Atomy,

You Can Trust and Use

Atomy, Going Beyond Customer Satisfaction DZHOEES 0]
to Bring About Customer Success DZHMI 2 AlSI5H= OjE{O|
In an effort to achieve Atomy’s management goal of becoming a global OHE{D|= 22Y SEQ| 5HJ} A= AY 2HO|
distribution hub, Atomy has opened 13 regional offices overseas AlSS Q5 20104 5 O|ZEHOI QIS A|RloZ
beginning with the launch of .Atomy USA. in May 2019 and on to parts of =LtopAlof, |, QAMOFLIOF AIOF S 1371 X|o
Southeast Asia, North America, chama, and R.ussm. Atomy has .n.ow XIZ5t0] 3ixf & M| 6008t 3/20| St 22w
become a global network marketing company with more than 6 million
HELZ ofAE 7|F Lk
members all around the world. ) _
Atomy’s two main products are Atomy skin care products and HemoHim St X ATHO| JHLS SHEZEa HL7ISAE
(a functional health supplement), both of which were developed by SlEElE FHORE AME, MEEE JIH § 28
the Korea Atomic Energy Research Institute. Other product categories HE=2 g2l™Q 71 MEstn JASn, 0|2
include foods, household goods, and home appliances. Based on HIEtOZ 2019d 224 DjEM 1X 50002 S
such a wide variety of quality products offered at absolutely reasonable Ch A= ol
| . i = oOI'MEL'll:I'
prices, Atomy’s global sales reached 1.3 billion USD in 2019. _ _
- . HOZRT OfHD|= =Xut Mo LHHS S HEX|
Atomy promises it will never stop challenging the future towards new
ore o At [Sn=¥
innovations and do its best to serve its customers as a lifelong partner B A0|H 10| JXel oo SUNEM AL
to help them enjoy a quality life. Ct o ZAILICE
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PAST DECADE & NEXT 10 YEARS | GLOBAL ATOMY
Editor Young—Min Lee

Atomy, Korea's First Global Company in
Network Marketing History

Atomy Will Have a Presence on Most of the World's Continents in the Next 5 Years

Within the past 10 years, Atomy has grown into the first company in Korean network marketing history to go global. During the
course of 30 years of network marketing history in Korea, several companies have attempted to expand into foreign markets, but
they have only experienced frustration and failure due to insufficient capital and preparations. With the presence of so many global
companies from the U.S. and other countries in Korea's domestic market, Korean companies could only sit back and watch.

The Start of Global Atomy

Atomy entered the US, market in 2010, one year after the
companys founding, The U.S, is not only the birthplace of
network marketing, but also the world’s largest market for
network marketing. Atomy’s bold challenge began in the very
country where the headquarters of the top global network
marketing companies are located. It wasn't easy, as Dae—Hyun
Kim, Atomy CEO and the one who led charge of expanding
into the U.S, market at that time, said, “It was like beating
our heads against a wall” The biggest challenge was trying
to cover the area of the U,S,, which is nearly 100 times larger
than South Korea, with only a handful of people, By the time
you travel the east coast, go to the west coast, then come
back to the east, a couple of months have gone by. And to
those people who don't get the opportunity to hear much about
Atomy, except through occasional seminars, those couple of
months is enough time to forget everything,

Even so, Atomy pushed ahead with patience, and by the looks
of its growth rate in the U,S,, although not as high as in Korea,
the dream of Atomy becoming a global company was within
reach, In fact, sales in the U.S,, which stood at 4.5 billion KRW
in 2018, surpassed 40 billion KRW in 2018, clearly showing
the potential for a global Atomy, In 2011, the year following its
launch in the U,S,, Atomy opened in Japan and Canada, Even
before Atomy became fully established in the US, market, the
company took a leap of faith to open in Japan and Canada,

which were as tough as the United States, Japan was known

for its demanding market and Canada had a small direct sales
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PAST DECADE & NEXT 10 YEARS | GLOBAL ATOMY
Editor Young—Min Lee

market, If Atomy could establish itself in these two markets, then
it has a good chance of becoming a successful global company,
Although there were many difficulties, Atomy ended up becoming
successful by its determination to stick to its principles, In 2018,
Atomy reached sales of 16,7 billion KRW and 6.5 billion KRW in
Japan and Canada, respectively, Atomy had succeeded in lighting
the fuse to becoming a global company.

Revealing the Outline

By reaching 18 billion KRW in sales from the US,, Japan, and
Canada in 2012, Atomy was tapping into the possibility of
becoming a global company., After making up for the lack of
overseas advancement in just one year in 2013 and then launching
in Taiwan in 2014, the company had started full-force as Global
Atomy, Taiwan is similar to Korea in many ways including its
network marketing industry conditions, national income, and
high population density, Although Taiwan’s network marketing
history is longer than Korea's, which is about 40 years, Atomy
was the first company to sell quality products at reasonable prices
without membership fees for enrollment and maintenance, or
even seminar fees, In its first year after launching there, sales
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By 2020, Atomy plans to expand into several global
regions such as Vietnam, China, India, Turkey, Hong
Kong and Colombia, It also expects to begin operations
in Europe and Africa within 5 years, so that Atomy will
soon have a presence on most of the world’s continents,

%9

surpassed 10 billion KRW, and by 2018, sales increased tenfold
to 100 billion KRW, putting Atomy on the top 10 list of network
marketing companies in Taiwan,

Since entering Taiwan, Atomy has continuously made inroads into
Southeast Asia including Singapore, Cambodia, the Philippines,
Malaysia, and Thailand, It also entered Mexico in 2017, and
started becoming known in Brazil and other countries in South
America, In 2018, after launching in Australia, Atomy now has a
presence in Oceania as well as Asia, North America, and South
America, Moreover, the opening of Russia in December 2018 has
paved the way to the European continent,

Atomy’s overseas sales grew by more than 60 times from 4.5
billion KRW in 2010 to 280 hillion KRW in 2018, The image of a
global Atomy has begun to emerge,

First Mover, Global Atomy

By 2020, Atomy plans to expand into several global
regions such as Vietnam, China, India, Turkey, Hong
Kong and Colombia, It also expects to begin operations
in Europe and Africa within 5 years, so that Atomy will
soon have a presence on most of the world’s continents,
Atomy's strategy in the global direct sales market is being a “First
Mover,” not a “Fast Follower” Its consumer—centered network
marketing philosophy, which can be summed up with the phrase
“Atomy you can trust and use,” has the potential to shift the
paradigm of network marketing in the domestic market as well as

overseas, @
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PAST DECADE & NEXT 10 YEARS | MARKET EXPANSION
Editor Young—Min Lee

Appealing to the Middle Class and Millennials with Alternative Jobs

= 2030MHIA] ME2 A Tikle = OE

Some people say that Atomy’'s market is saturated. Statistically speaking, the number of Atomy members has exceeded three
million and is now heading towards four million members. People claim that Atomy's market is saturated simply by looking at
the number of members it has. But is this really the case? Is it possible to join Atomy now and still earn a steady income?
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In network marketing, it has been widely accepted that it is quite

difficult to succeed as a new member as the market becomes
more and more saturated, It may be true that it takes longer for
new members to succeed now than those who had joined Atomy
in the beginning, Therefore, it is common for network marketing

companies, especially those who have recently entered the industry,
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to emphasize the importance of timing, However, people are
overlooking something, The top network marketing companies in
the world, such as Amway, Herbalife, Mary Kay, Avon, and Nu
Skin, have been in business for decades. Should timing be such
an important factor, as people claim, could these leading network
marketing companies have been able to grow and develop to this
day? What the evidence shows is that the competitive quality of the
products, the philosophy of the management, and building trust
with consumers are fundamentally more important than timing,
Moreover, the market continues to expand for those companies
that show persistent growth over time and maintain their pace
of development, Leading network marketing companies such as
Amway are all showing vitality in the global market, This means
that as these companies grow, the market keeps expanding and
becomes renewed generation after generation, As time moves on,
markets become reorganized as it shifts to the next generation,
Network marketing is structured in a way that, as it expands
geographically, it supports the success of new members although it
may take longer to reach that point compared to those who joined

early on,

Atomy, Appealing to the Middle Class

Atomy’s primary market is the working class, It has experienced
enormous growth through its strategy of selling good products at
cheap prices, targeting the working class who have relatively low
income, Even members who have become Atomy’s top Imperial
Masters came from humble beginnings, some as owners of
restaurants on the verge of closing down, and some living in
greenhouses, However, in recent years, Atomy is expanding to
include the middle class, The appeal lies in the opportunity to earn
a profit without risk of investment or putting a burden on others,
attracting more members of the middle class, In addition, Atomy
has started to launch high quality products with relatively high
price points such as the Absolute Selective Skincare System and
Atomy Air Purifier, It is also hosting seminars to appeal to the
middle class that highlights the benefits of joining Atomy as an
additional source of income, Hae—Jung Lee, Atomy Crown Master,
strongly states that “being able to earn additional income by simply
changing brands to Atomy on products we use anyway without any
kind of investment is Atomy's biggest draw,” and that “more middle
class would join in if the brand image of Atomy could be upgraded.”
Atomy has a fair enough reputation to be called the “Peoples

Multi—level Marketing Company,” The company is also becoming
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The good news is that the traditional idea of employment
has been broken down by the onset of the Fourth
Industrial Revolution, and the fixed idea of having a
lifelong occupation or a 9am—6pm job has long been
shattered. The number of employees working a stable
job in a general company or in civil service is gradually
decreasing, while the number of part—timers or so—called
precariats is expected to increase, In other words, Atomy
could be the company that offers an alternative type of job
ten or even twenty years from now.

%9

recognized and growing internationally by actively advancing into
the global market, so at least someone won't lose respect by joining
Atomy, which is another factor in the increase of middle—class

members,

Opportunities for Millennials

Recently, Atomy has been actively marketing to people in their 20s
and 30s, also known as “millennials.” During the first “Atomy Class
for Millennials” held on March 2nd, over 6000 candidates applied
to attend the event for 700 available spots, The number of Atomy
members in their 20s and 30s rose slightly from 10,39% in 2009
to 11.11% in 2018, Today’s millennials are considerably important
because they are the generation that will lead Atomy through the
coming decades, Although their purchasing power is still lower
than those who are in their 40s and 50s, we cannot neglect them as
they are the future of Atomy, The good news is that the traditional
idea of employment has been broken down by the onset of the
Fourth Industrial Revolution, and the fixed idea of having a lifelong
occupation or a 9am—6pm job has long been shattered, The number
of employees working a stable job in a general company or in civil
service is gradually decreasing, while the number of part—timers
or so—called precariats® is expected to increase, In other words,
Atomy could be the company that offers an alternative type of job
ten or even twenty years from now, This is why current millennials

can look to Atomy with hope, @)

@ precariat: A portmanteau formed by combining the words precarious (insecure) and
proletariat referring to people with unstable employment and labor situation
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MARKET | GENERATION Z REPORT

Editor Young—Min Lee

Report on Generation Z - the Principal
Consumers and the Key Players of this Age
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“I've got masang® by you.”

“| am the bidam®of our class.”

‘romgok-opnop®”

If you don't know any of these expressions, there’s a high chance
Generation Z will think of you as a moonjjin® Those who fall in
the category of Generation Z are in the ages between 16 and
23. Research shows that by year 2020, 40% of all consumers
will be Generation Z and therefore the ability to understand
and communicate with them will determine the success of any
business. This is why Atomy - a company aiming to become
the number one in global distribution - should take notice of
Generation Z.

2019 Hot Keyword - Who are Generation Z?

Generation 7, generally describes those who were born after the year
1995, Just like how letter 7 is the last of the alphabet, it represents
the last generation to be born in the 20th century. Composed
mainly of teenagers and those in their early 20s, Generation 7
now makes up 32% of the worlds population, 7.7 billion, and has
surpassed the Millennials (31.5%). They generally have a more open
attitude, are competent in communication, and are more active in
“sending out” the information rather than being on the receiving
end, This generation is also known to be the most culturally open
as they are greatly exposed to social media platforms such as
Facebook and Instagram, Though born in a free and abundant
atmosphere in terms of technology, however, those born during
these times tend to be more conservative in terms of financial
spending, This tendency may be explained by having to grow up
in times of financial crisis, when their parents — the Generation X
— went through financial difficulties, Thus, Generation 7 tends to

pursue safety and practicality,

Digital Natives - A Generation Born into Mobile and Social
Media Platforms

The most distinguished characteristic of Generation 7 is that
they were naturally exposed to the internet at an early age.
Spending their childhood during the IT boom of the 20005, the
Gen 7 naturally became digitally literate without any special

instructions and acquired the ability to access digital platforms to
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MARKET | GENERATION Z REPORT
Editor Young—Min Lee

gain the information they need, Grown up alongside YouTube since
its beginning in 2005, Generation 7 is also called the YouTube
Generation and prefers YouTube, Netflix, and smartphones over
TVs and computers, A survey by Nielson Korea Click — a statistics
analysis company — displays how much the Gen 7 is drawn to video
contents, as the usage rate for YouTube reported 86%, while Naver,
a Korean top search engine, reported 71%, These young consumers
favor products introduced in videos and photos of YouTube creators,
social media influencers and other average consumers over big

brands or celebrities,

Commerce Secrets to Captivate Generation Z - the Ultimate
Consuming Power

The Generation 7, is yet to develop much financial capabilities but
their access to massive information gives them a strong influence
over the decisions of a family spending. It is projected that 12%
of the total workforce will be made up of this generation past the
year 2020 and hence the importance of analyzing their consuming
pattern is increasing among major companies, How should
businesses grab the attention of the new consumers — the key
players of this economy and time? The “Gen 7 Brand Relationships”
released in early 2017 by the National Retail Federation and the IBM
Institute for Business Value, studied 15,000 subjects between the
ages 13 and 21 from 16 different countries, and reports that Gen

7, form relationships with brands differently compared to previous
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generations, The most notable data was that Generation 7, preferred
brands that are easy to understand and trustworthy and those that
they can interact with and build together, Some additional tips that
might be worthwhile for companies to take notice to capture the

Gen 7 are as follows, @

@ heart broken @ the most physically attractive @ unending tears @ culturally illterate

Tips to Target the Gen Z, Next Generation Consumers

© He who would gather honey must bear the sting of the bees
Generation Z is competent in using technology, and they spend much
time on social media. Thus, sales targeting this consumer group must
begin in social media platforms such as Instagram, Snapchat, and
YouTube. It is critical to integrate personal messages with content
using videos, pictures, posts, and Instagram stories.

@ A clear and concise message
Being adept with technology, Generation Z makes decisions very
quickly. Though their attention span has generally decreased, their
ability to engage simultaneously in various issues has increased.
In order to make a sale to this consumer group, short and clear
messages need to be relayed swiftly.

©® The “Me” Generation
A common mistake that previous generations make is that they label
those in Generation Z. According to a big data analysis by Daum Soft,

» o«

keywords that describe Generation Z are “custom—fit service,” “eating

alone,” and “self—centered.” All these words display individualism.

O Diversification of sales channels

Generation Z consumers go to conventional shops as much as they
use online shopping malls, They see their offline store experience as
part of the greater shopping experience. In order to open the wallets
of the young yet sensitive consumers, businesses need to target
both online and offine channels, and these two channels need to be
connected seamlessly.

@ Brands that treat them as humans

One important fact is that Generation Z consumers prefer brands
that relate to them on a personal level, rather than being targeted
as marketing subjects. It is imperative to seek approaches that are
appealing and at the same time respect their privacy and not pressure
them to make purchases.
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FIELD | INTERVIEW
Editor Jung—Sun Lee, Photographer Won—Seok Choi

Dreams of Becoming the Next
Bill Porter, Legendary Sales King

Jun—Ha Park, Diamond Master
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Bill Porter worked for Watkins Incorporated, a company
that sold household goods, and was considered its top
salesperson. Born with cerebral palsy, he struggled to get
a job after high school, but was finally hired by Watkins Inc.
after agreeing to work in an area that other salespeople
avoided. Then in 1989, after 24 years with the company,
Porter was named the Sales King of the western region.
Through his patience and perseverance, he overcame
the stereotype of a disabled person who begs for money.
His inspiring story has given hope and courage to many
others, including one person who dreams of following in
Bill Porter’s footsteps to become Atomy’s Sales King.
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FIELD | INTERVIEW
Editor Jung—Sun Lee, Photographer Won—Seok Choi

Physical Disability, No Problem

In September 2018, new Diamond Master Jun—ha Park grabbed
the attention of many Atomy members and received a big round
of applause during the promotion ceremony at Success Academy,
He shared, “Even with my physical disability and slower speech,
I have no problem doing Atomy business, This is part of Atomys
advantage and vision.” Park also expressed his ambition to “keep to
the fundamentals and do my best with a humble attitude until the
day I reach my next goal of becoming a Star Master.”

Ten days later, Chairman of Atomy, Han—Gill Park, shared
Diamond Master Jun—Ha Park’s story on his social media and left
an encouraging message saying that he would cheer him on until
the day he makes it into the Royal Leaders Club,

Out of the Dark Tunnel, Into the World

We caught up with Diamond Master Jun—ha Park again in February
2019, He took his seat hurriedly as he was just returning after
some business with his sponsor, He seemed very healthy and lively,
Prior to joining Atomy, he had stayed inside of his house for 7
years, remembering that “it was painful just to be alive]” He had
lived an ordinary life until his 30s when he was diagnosed with
dystonia (spasmodic torticollis) which causes the neck to move
involuntarily or turn in one direction, Unfortunately, around the time
he was diagnosed with this, he was also involved in a car accident,
compounding the condition, Park recalled, “After spending so much
time in the house, my depression and social phobia became severe,
With deep frustration and a sense of loss, I thought of giving up on
life every day and had even attempted to, Then one day, my current
sponsor, Sharon Rose Master Gyeong—Mi Kim, came to visit me, I
had known her for 20 years as she was a friend of my sisters, but
when she started talking about Atomy, I really hated to listen, I later
found out that my mother had personally asked her to please try and
get me out of the house, that it didn't matter if he didn't make any
money.” Park strongly rejected the idea because he had absolutely
no desire to interact with anyone or do anything at that time,
Regardless, Gyeong—Mi Kims visit to his place continued on a weekly
basis for 3 years, Her persistence paid off as Jun—Ha Park finally

ended up attending one of Atomys seminars in December 2017,

Atomians Don't Just Sell Products, They Sell Trust
A few days after attending the seminar, Park began to regularly
visit an Atomy office at the start of 2018, but he was still undecided

about whether or not to join the Atomy business, He reluctantly
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came out of the house after his mother suggested that he “stop by
the office at least once since the sponsor had faithfully stood by
your side for so long” He decided to go, partly to pass the time,
After about two weeks, on January 17, he experienced something
special that he would never forget, “I heard a lecture given by a
disabled man with one arm, Star Master Young—Taek Lim, and he
showed a video of the U.,S, Sales King Bill Porter, At that moment, I
thought to myself, T want to become like Bill Porter, That same day,
I went to my parents and told them about my aspirations, I asked
my mother to be my hands and mouth, and my father to be my legs
for I wanted to try the Atomy business.”
Everything has changed since that day.
Each morning, he checked in for work at the
center and attended all kinds of seminars
and lectures, He went from not even being
able to open a door due to his social phobia,
to going around everywhere and knocking
on doors, Even in the scorching heat of
summer, he would tirelessly walk more than
10km a day to deliver products, Taking
rejection and peoples cold reactions as a sign
to return next time with "better products,"
he took to heart the lesson of Bill Porter,
who had compensated for his inadequacies
with his efforts, Park believed that building
trust with customers was more important
than actually selling products, so he pushed
forward step by step doing his best in
everything with a humble attitude regardless
of his condition.

“After starting my Atomy business, there has never been a moment
in which I haven't worked hard, Since I'm relatively inexperienced
when it comes to online skills, I went out on foot, And instead
of talking first to consumers about the products, I waited until
they started talking about the products themselves,” he stated.
He didn't want to become an ordinary salesman just trying to sell
products, He wanted to first build relationships and trust, Diamond
Master Jun—Ha Park shared that he finds it most rewarding and
feels the greatest joy when customers start using the products
after consistent interaction with him, when they not only use the
products, but also want to try Atomy as a business, and when he
hears news about the promotion of his partners. As always, he
carries a big bag full of Atomy products and catalogs, slowly but

persistently progressing each day in his own way, @)

1819

FEBRUARY | 2020 | Vol. 02

2EAC] A vhAeie e 7HEoRA] (il of
U} o]l mRRpSEsl uhE A, tis Ao mhe-Al=
TRt QA Rtk IA| HEE A 19 17, 19 Q)
Al & = gle S Fde skl =’lek
B o] gls AolE 7 dgE] 2EmkAES] Fols
St vl=e] 2l o] ARt P Hof F4l0]
8. 72 7y Y 2EAY AL Avke A4S s E
Eyeh R B 7hA Al S5 AFEUH ofE
U] ARAE BRI Loy ofuAls Al &3t flo] Eots
AL OFHAARE A o] Ejo] Fefal REERSU
I ofF B Zlo] geEbi v of
21 MEof| &+
Lt 7J°3_°ﬂE HRAJA] Qdal A4S
P ulse = ofde] 7id =4k 4
A FBhd AN oftl= Zobt &
= TERGL Ae ol kRl
10220]E oS Ao B3| A
o At AfEe] A W
T $e gEeR oA 9 g
AR oyl Al HEG HE =
2oz Aobzia W Zee] 723
7h5el A, 2ER moE P R
o oko 2 XIS AlEE 27
AFE A= Zlo] ¢ 2Q35itH= AJZ)
O 7P AETE AR wijate]] 24
= HRlch

“oflEm] Abde ARSIl o ghi= A
3] BlA] @2 Ao YIkEUTE 22kl 2ol vtk
HUY S5 wol A1, A} A AlE oW 1S AU |E
AHIAES] Q18 B3| AF olopr7h e wi) Ycke)
o

RS ) ok ABYE SR AR B4 ok A
olc}, A T3] Bobka Wefst AuAL ofemle)
AEL HE o, 2ulgto] ofeh ARIS SRk L8
o, FEUSS] suatle &2 W /M 2 B S
& LAtk S} ClojoHREnkAE Tk 95t of
o] A} bRk RS T 2 b i, el
v SR 7V AIehe Ao R SEst Ayt
3t @

o)

EAE AAL, 245 A

mlm n{m

i mlo

.

E



FIELD | REVIEW OF INDIA & TURKEY
Editor Young—Min Lee

Global Atomy -

Crossing the Indian Ocean to Europe
Plans to Start Sales in India and Turkey in 2020
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Atomy’s footsteps are headed towards the West after having circled the Pacific.
In 2020, Atomy plans to launch in the second most populated country in the world
and a rising market, India, and Turkey - the western end of Asia and the starting
point of Europe. In preparation for the big events, Atomy Magazine will review the
markets of India and Turkey.
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India

A land of opportunity with a

_ population of 1.3 billion and
a growing middle class

India is the second biggest country in terms of population
with 1.37 billion and by 2030, it is estimated that it will reach
1.48 billion people, placing it at the most populous country in
the world, According to India Brand Equity Foundation (IBEF)
India’s market size amounts to 672 billion US dollars as of
2017, The critical consumers between the ages of 15 to 59 are
predicted to greatly increase in number by 2030 and Indian
market will expand to 4 trillion US dollars by 2025. The
market for Direct Sales is also deemed to advance accordingly
and data provided by the World Federation of Direct Selling
Associations (WFDSA) reports the India Direct Sales market
size as 1,513 billion US dollars, with 7% growth in 2017, putting
it at 19th place in the world, The number of salespeople was
only 5.1 million, which is a mere 0.3% of the total population
and female salespeople only took up 53%. The figure shows
that there is much room to grow, The main products sold were
from the categories of wellness, cosmetics, and personal care
and the trend shows that home appliances and durable goods
sales are also gradually increasing, Health food industry is
still untapped and is predicted to grow big in the near future,
According to Korea Trade—Investment Promotion Agency
(KOTRA), the health food market in India is projected to reach
170 billion rupees (2.7 trillion won) within the next five years,
As the importance of prevention is becoming more widespread
amongst the public, the Ayurvedic products - traditional
Indian medicine and remedies — seem to become more popular
amongst Indian consumers, Ayurveda is a system of medicine
that uses herbs as main ingredients, which is similar to
oriental medicine, This is why there is a great potential for
Atomy’s HemoHim,

India is responsible for 2.71% of the world’s total cosmetics
market, In 2017, its domestic market raised 12.63 billion US
dollars and Euro Monitor projects the market to have an
annual growth rate of 3% and grow up to 14.49 billion US
dollars by 2021. Recently, organic and eco—friendly products are
becoming more popular amongst consumers, and many are showing

more interest towards how traditional Ayurveda products are made,
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India Direct Sales market size as 1.513 billion
US dollars, with 7% growth in 2017, putting
it at 19th place in the world, The number of
salespeople was only 5.1 million, which is a
mere 0,3% of the total population and female
salespeople only took up 53%. The figure
shows that there is much room to grow,

*®

Interest for Korean products are steadily on the rise, even though
Hanryu (Korean wave) is still quite unknown, This is because word
is spreading between consumers that Korean products have various
product lines and good quality, Good results can be expected with
Atomy’s products, as the Hanryu is only getting bigger and Atomy
can gain leverage due to its product quality and competitive prices,
Also, India’s fast—moving consumer goods (FMCG) exceeded 49
billion US dollars in 2016 and is expected to reach up to 1037 billion
US dollars by 2020, Increase in income and improvement of living
standards are boosting purchases of products in all price range as
well as luxury goods, Along with that, appliances, personal care
products (50%), and food products (19%) taking up a big portion of
those purchases will work to Atomys advantage, As of 2015, the
average age in India is 26,9 years and thus, a rapid growth in online
and mobile markets is to be expected. Google India predicts that
40% of the India’s FMCG consumption will happen through online
platforms by 2020, The future of Indias market is also promising
due to the rise of the middle class, According to Indias Economic
Institute, by year 2025, India will have a middle class of 547 million
people, which also means a very promising future for the Direct
Sales, Although India ranked only number 19 with the market size
of 2 trillion KRW in 2017, it has the potential to come close to China
s market, There is now no reason to doubt its possibility for growth,

and now is the time to advance into India, @)
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India Direct Sales Market Progress
(Data : WFDSA, unit in milion dollars)
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India Direct Sales Market by Categories
(Data : WFDSA, %)
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Turkey Retail Industry Size and Online Market Percentage
(Unit: in million dollars)

2014 2015 2016 2017

Total Retail Industry Size 43,538 47,247 50,612 51,666
Online Retail Market 1,171 1,268 1,422 1,638
Online Retail Percentage 2.69% 2.68% 2.81% 3.17%

B7| RSAIE 2 A 2212 A” HIF

(Etel: wit te)

2014 2015 2016 2017
HH| REAE A2 43538 | 47247 | 50612 | 51,666
2212 RSAE 72 1171 1,268 1,422 1,638
269% @ 268% | 281%  3.17%




Turkey

The gateway connecting
Asia and Europe

Turkey has a long history with South Korea, The ancestors of the
Turkish, the Huns and the Gokturks, neighbored the Old Chosun
Dynasty and during the Korean War, Turkey came to aid as allies,
resulting in many casualties, Because of such history, the Turkish
people have a positive attitude towards Koreans even today, and
they call Koreans Can Kardes, which means “brothers tied by blood”
As of 2017, Turkey has a population of 83 million people, and their
Gross Domestic Product (GDP) ranks number 17 in the world with
851.1 hillion US dollars, It also has an economic growth rate of 7.42%,
According to KOTRAs data, Turkeys retail market has grown
from 43.5 hillion US dollars in 2014 to 51.7 billion US dollars in
2017 with its population and a high, young consumer ratio, Due to
easier access to the internet and mobile platforms, online shopping
markets are rapidly on the rise and the Influencer Marketing
from social media platforms is also growing, Turkeys Direct Sales
market has also displayed an outstanding annual growth rate of
11.6% from 2014 until 2017, The fact that the future of the Turkish
economy does not look so bright may also mean otherwise for
Direct Sales, According to Euro Monitor, many Turkish people are
becoming more sensitive to their job security and feel the need
for additional income, This is helping the Direct Sales network to
expand in Turkey,

In 2017, Turkey’s total sales for Direct Sales amounted to 732
million US dollars, and the number of salespeople were 1.5 million,
Though Turkey is an Islamic country with relatively higher
economic restrictions for women, 84.2% of all Direct Sales workers
are females, Naturally, cosmetic products are responsible for 60,9%
of all Direct Sales purchases (2014 data). An interesting statistic
is that wellness and health food products took up only 10%, while
durable goods and household appliances did better with 187% of
total sales, Due to the changes in the consumers’ lifestyle caused by
urbanization and the increase in womens economic participation,
Turkeys cosmetics market is growing at an annual rate of 15%,
However, due to the plunge in the exchange rate, the market for
dollar exchange has decreased by 4% to 3.5 billion dollars, The
category for hair care marked the most sales with 700 million

US dollars — responsible for 197% of total sales for Direct Sales,
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Turkey's Direct Sales market has also displayed an
outstanding annual growth rate of 11.6% from 2014
until 2017, The fact that the future of the Turkish
economy does not look so bright may also mean
otherwise for Direct Sales,

*®

Trailing behind hair care were skin care (16,6%), color cosmetics
(14.3%), and perfumes (11.6%). About 59% of the sales for hair care
were shampoo products and shaving and cutting hair products were
also popular, The natural cosmetics are also on the rise, And with
K—Pop fans at the center of a new trend, K—Beauty is also becoming
more popular to the consumers in their 10s and 20s who feel more
comfortable with different cultures, According to an expert in the
Turkish cosmetics industry, Korean products are known to be cost—
effective, but they seem to be relatively expensive, Currently, the
most popular Korean cosmetic products are BB cream, mask packs,
and cushion compacts,

The market for health food products were worth 152 million US
dollars in 2015 but is projected to grow to 255 million US dollars
by 2020, Research shows that Turkish consumers mostly looked
for health food products for immune system improvement and
fatigue prevention, Students and office workers, on the other
hand, looked for products to enhance concentration and most sold
products were Vitamin C, Vitamin B, and Calcium, Meanwhile,
Journal of Business Research in Turkey published an opinion that
oriental medicine products with scientifically proven effects could be
beneficial for the Turkish peoples health,

Geographically, Turkey is located in the far west tip of Asia while
acting as a gateway into Europe, About 20% of Turkish land is
within European boarders and Turkey is currently pursuing an
European Union membership, Launching in Turkey is much more
significant than just going into another foreign market, It can serve
as an outpost as Atomy expands to the Middle East and Europe in

the near future, @
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Turkey Direct Sales Market Progress Turkey Direct Sales Market by Categories
(Data : WFDSA, unit in milion dollars) (Data : WFDSA, %)
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10 YEARS ANNIVERSARY | PREMIER COMPANY
Editor Young—Min Lee

Atomy,
a Premier Company, Small but Solid

A Premier Company Pursues Good Values and is Loved by Customers
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Atomy has strived to become a premier company ever since
its foundation. So how close has Atomy really come to
being that premier company in the past 10 years? First of
all, what are the characteristics of a “premier’ company?
In general, premier companies that come to mind are ones
that are global in scale and influence such as Samsung,
Google, Apple, etc. They are very sustainable and their
way of working can serve as a model for other companies,
However, just because a company is large in size and is
influential does not mean it deserves the title of a “premier”
company, Above all, it must be sustainable and have the
strong support of its direct and indirect stakeholders such as
its customers, In other words, from a corporate perspective,
it should be a top—ranking company with sustainable
management; from the perspective of the employees, it
should be a company where they want to continue working
and be able to say they have a good job; and from a social
perspective, it should be a company that contributes to the

betterment of society and earns the trust of its members,
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Premier companies share the following characteristics:

1. Executives and employees alike should have a “premier” mindset,
To become a premier company, the creative leadership and vision
of the executives must be shared among all employees, Atomy
s executives are creatively shifting the paradigm of network
marketing to become more consumer—centered, sharing its vision
as a global distribution hub with its employees as well as with its

numerous members out there,

2. Tt should be a customer—centered company, “Customer—centered”
means going beyond simply satisfying customers with products and
services that meet their expectations, The primary management
goal should be about giving customers a sense of joy by providing
values that exceeds any expectations, Considering Atomy’s
management objective represented by the “Cow—feeding Philosophy”
vs. “Baby—feeding Philosophy,” what Atomy aims at is bringing
about customer success that goes beyond just customer satisfaction

or happiness,

3. It should be a process—oriented horizontal organization, A premier
company must have a horizontal management structure in order
to quickly assess the needs of its customers across the organization
and immediately supply better goods and services on the
market, Atomy practices this kind of process—oriented horizontal
management philosophy with its free title system, approval—free
policy, free seating system, and project—oriented “Task Force Team”
(TFT) system.

4 A premier company should recognize human resources as its most
important resource, Therefore, the company should strive to enable
each employee to grow and contribute within the organization,
Atomy goes even further by guaranteeing “work until retirement,”
telling even those who may be less than competent or fail to do

their job to stay at Atomy for their own happiness,

5. A premier company should have a sense of responsibility
for quality., As a distribution company, Atomy takes on full
responsibility for the quality of all the products sold through
its sales channels, and its “Absolute Quality Absolute Price”
motto clearly reveals this, Ever since its foundation, Atomy has
maintained its stance that it does not yield an inch when it comes
to quality, continuing to make efforts towards quality improvement

with its partnering companies,
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6. A premier company should be an organization that is constantly
learning and trying out new ideas and approaches, The environment
surrounding the business world is changing ever so rapidly day by
day, so businesses need to become intelligent organizations that can
make their own informed decisions through information technology.
This is what is called the ‘“chutzpah mindset” and “superorganism”

that Atomy emphasizes,

7. A premier company should have a spirit of respect for human
beings. Atomy’s first company motto is “Cherish the Spirit.” People
should not be a means to an end in any circumstance, Atomy’s
spirit of human respect is rooted in the values of its executives and

employees as well as its members,

8. A premier company should be aware that it is a member of
society, In other words, the organization should not be just about
making a profit, but about contributing to the development of a
better society along with its other members, Atomy has taken on
the culture of sharing as one of its three corporate cultures and is

actively putting it into practice,

9. A premier company should become globalized. Atomy has
already become a global company, It has successfully opened in 14
regions including South Korea and plans to be actively operating in
more than 20 regions around the world within the next five years

including China, India, Vietnam, Turkey, and others,

10. A premier company operates based on values, A premier company
pursues good social values and is loved by its customers, The 2006
Nobel Peace Prize winner Muhammad Yunus, founder of Grameen
Bank, stated in his acceptance speech, “By defining “entrepreneur”
in a broader way we can change the character of capitalism radically,
and solve many of the unresolved social and economic problems within
the scope of the free market, Let us suppose an entrepreneur, instead
of having a single source of motivation such as maximizing profit,
now has two sources of motivation, which are mutually exclusive,
but equally compelling — maximization of profit and doing good to
people and the world” Atomy is a company that grows together with
society and works for the success of its customers, Although its size
may not yet be enough for Atomy to be called a top—ranking global
company, couldn't it be called a premier company considering what it
has achieved thus far? @
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Editor Young—Min Lee

2018 Global Direct Sales Market
Will Soon Reach $200 Billion

China Rises to World's Largest Direct Selling Market, South Korea Ranked #3 for

Third Consecutive Year

2018 224 XHWOf AIME, 210X S0

&=, MA| 20 AT A2 E et

The direct selling market worldwide has shown a compound annual
growth rate of 1.7% for the past three years from 2015 to 2018,
According to data from the World Federation of Direct Selling
Associations (WFDSA), the global direct selling market stood at
$192.9 hillion (214 trillion KRW) in 2018, up 1.2% from $190.6 hillion
the previous year (based on 2018 constant dollar exchange rates),
The number of direct salespeople has also increased by 1.58% from
116,56 million in 2017 to 118 4 million,

China at $35.7 billion, the U.S. at $35.3 billion

In 2018, China became the worlds largest direct selling market with
sales increasing 2% from 2017 to $35.73 billion, surpassing the U.S,
which stood at $35.35 billion. South Korea ranked third, growing
2.4% from 2017 to $18 billion (19.86 trillion KRW, based on 2018
average dollar exchange rates) and holding its position for 4 years in
a row since 2015, Germany ranked fourth, increasing from $1749 to
$17.52 billion, and Japan also rose a slight 0.2% from $15.57 to $15.60
billion, Brazil came in sixth with sales of $10.2 billion, decreasing 1.5%
from 2017, These six countries are the ones that recorded sales of at

least $10 billion in the direct selling industry in 2018,
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Mexico ranked seventh ($5.9 billion), France ranked eighth ($5.4
billion), Malaysia ranked ninth ($5.3 billion), and Taiwan came in
tenth ($3.9 billion), These top 10 regions made up 79.23% of the total
sales which was up 0.3% from 2017, Atomy is actively operating
in 6 of these 10 regions including the US,, Korea, Japan, Mexico,
Malaysia, and Taiwan,

The other markets where Atomy is doing business are Thailand
(ranked 13th at $2.9 billion), Russia (ranked 15th at $2.5 billion),
Canada (ranked 16th at $2 hillion), the Philippines (ranked 21st at
$1.4 hillion), Australia (ranked 22nd at $1.3 billion), and Singapore
(ranked 34th at $380 million), Atomy will soon be launching in India
(ranked 19th at $1.5 billion), Turkey (ranked 29th at $550 million),
and Vietnam (ranked 32nd at $440 million) as well,
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Top 10 Markets

Market Size(USD) Number of Direct Sellers ARPU

Increase

China 35,732,094,389 35,031,592,557 34,011,254,910 33,371,478,986 2.0 23 5,580,000 5,350,000 430 6,404 6,548
United States 35,350,000,000 34,900,000,000 35,540,000,000 36,120,000,000 13| -0.7 16,540,000 18,600,000 -11.08 2,137 1,876
Korea 18,044,491,087 17,616,526,170 17,776,445,120 17,128,591,646 24 18 8,699,339 8,360,644 405 2,074 2,107
Germany 17,520,355,624 17,492,026,544 16,867,606,405 16,167,642,053 0.2 2.7 889,004 884,932 0.46| 19,708 | 19,767
Japan 15,608,136,042 15,571,006,156 15,506,708,062 16,074,523,629 02 -10 3,257,663 3,124,000 428 4,791| 4,984
Brazil 10,197,532,723 10,353,680,666 10,470,562,335 10,590,575,206 15| -1.3 3,820,000 4,088,414 -6.57| 2,670 2,532
Mexico 5,864,788,726 5,789,749,527 5,676,993,269 5,472,985,255 13 23 2,770,000 2,728,168 1531 2,117 2122
France 5,384,885,964 5,227,895,645 5,052,019,273 4,886,766,306 3.0 33 698,378 683,463 218 7,711 7,649
Malaysia 5,286,901,124 5,253,857,992 4,511,378,816 4,736,402,545 0.6 37 4,250,000 4,250,000 0.00| 1,244] 1,236
Taiwan 3,893,521,750 3,917,392,318 3,895,378,350 3,542,458,629 -0.6 32 2,865,000 2,860,000 017 1,359 1,370
Total 152,882,707,429 | 151,153,727,575  149,308,346,540 = 148,091,424,255 1.14 49,369,384 50,929,621 -3.06 | 3,097 2,968
Global 192,949,188,144 | 190,582,547,842  186,973,455,707 = 183,596,774,404 1.24 118,402,883 | 116,559,212 158 1,630 1,635
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Regional Sales Top 10 Global Markets

WFDSA divided the world into 7 areas: Asia—Pacific, North
America, the EU, Latin America, Africa, the Middle East, and non—
EU Europe, announcing the performance data of direct selling
in each region, According to the report, the Asia—Pacific region
accounted for 46.21% of global sales, showing a 1.8% increase from
the previous year, The North American region accounted for 19.33%
of the market, increasing 1.1%, and the EU region took up 18,25%,
Direct sales in Latin America grew 2%, making up 13.03%,

Indonesia With the Most Direct Sellers at 19.8 Million

Indonesia was the country with the highest number of direct sellers

at 19.8 million, Last year, 3.2 million new direct sellers registered
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China 35,732,094,389 | 35,031,592,557 34,011,254910 1 33,371,478,986 2.0 23 5,580,000 5,350,000 430 6,404| 6,548
United States 35,350,000,000 34,900,000,000 |  35,540,000,000  36,120,000,000 1.3 -0.7 16,540,000 18,600,000 -11.08 2,137 | 1,876
Korea 18,044,491,087 17,616,526,170 17,776,445,120 17,128,591,646 2.4 1.8 8,699,339 8,360,644 405 2074 2,107
Germany 17,520,355,624 17,492,026,544 16,867,606,405 16,167,642,053 0.2 2.7 889,004 884,932 0.46| 19,708 | 19,767
Japan 15,608,136,042 15,571,006,156 15,506,708,062 16,074,523,629 0.2 -1.0 3,257,663 3,124,000 428 4,791 4984
Brazil 10,197,532,723 10,353,680,666 10,470,562,335 10,590,575,206 -15 -1.3 3,820,000 4,088414 -657| 2,670 2532
Mexico 5,864,788,726 5,789,749,527 5,676,993,269 5,472,985,255 13 23 2,770,000 2,728,168 153 2,117 2122
France 5,384,885,964 5,227,895,645 5,052,019,273 4,886,766,306 3.0 33 698,378 683,463 218 7,711 7,649
Malaysia 5,286,901,124 5,253,857,992 4,511,378,816 4,736,402,545 0.6 37 4,250,000 4,250,000 0.00| 1,244 1,236
Taiwan 3,893,521,750 3,917,392,318 3,895,378,350 3,542,458,629 -0.6 32 2,865,000 2,860,000 0.17| 1,359 1,370
2% 152,882,707,429 | 151,153,727,575 | 149,308,346,540 = 148,091,424,255 1.14 49,369,384 50,929,621 | -3.06| 3,097 2,968
==Y 192,949,188,144 | 190,582,547,842 | 186,973,455,707 | 183,596,774,404 | 1.24 118,402,883 | 116,559,212 158 1630 1,635

in Indonesia which brought the total to 19,8 million, surpassing
the number of direct sellers in the U.S. which decreased by about
2 million, The number of direct salespeople in the US, was 20,5
million in 2016 which was at least past the 20 million mark, but
it dropped 9.27% in 2017 and another 11,08% the following year,
bringing the number down to 16,5 million, Thailand came in third
with 11.34 million direct salespeople, These were the only three
markets with over 10 million direct sellers,

The country with the largest average sales per person in direct
selling was Germany, who has a total of 889,004 salespeople and
posted 17.52 billion USD of sales in 2018, averaging 19,708 dollars
per person annually, Luxemburg was second on the list with 2,500
direct sellers recording 4722 million USD, averaging 18,886 dollars
per capita, France ranked third with direct sellers averaging 7,711
USD a year, followed by China averaging 6,404, and the UK,
ranking fifth at 6,348 per salesperson, Korea recorded 2,074 in sales
per capita,

The main products sold through direct selling were wellness
products, cosmetics, and personal care items, Wellness products,
which posted the largest sales in the global direct sales market
last year, accounted for 33,.2% of total sales, down 0,8% from 2017,
Cosmetics and personal care products posted 31.2% of the total,
followed by household and durable goods taking up 12.8% of sales,
Other categories included clothing and accessories at 6,.2% and
financial products at 3.2%, @)
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FIELD | ATOMY RUSSIA GRAND OPENING
Editor Young—Min Lee

Atomy Pulls Up the Anchor,
Targeting the European Markets

Grand Opening of Atomy Russia, a Foretaste of Success Throughout Eurasia
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Atomy’s story of success is now expected to spread throughout
Eurasia, On May 3, 2019, the grand opening ceremony of Atomy
Russia was held at the Moscow Trade Center in Moscow, the
capital city of Russia. More than 1,300 people were present at the
event including founder and Chairman of Atomy, Han—Gill Park,
Chief Executive Officer Kyung—Hee Do, Chief Operating Officer
Seung—Gon Choi, vice president of Kolmar BNH Yeo—Won Yoon
as well as other Atomy employees and members from Russia and
other parts of the world, The opening ceremony itself was the
1st Success Academy hosted by Atomy Russia, where Chairman
Park stated, “Atomy is the first network marketing company that
has made it possible for consumers to benefit from just buying
products, Through Russia, the success story of Atomy will spread

throughout Eurasia,”
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FIELD | ATOMY RUSSIA GRAND OPENING
Editor Young—Min Lee

Dreams will be Realized Through Atomy

The opening ceremony began with welcome speeches by vice
president of Kolmar BNH Yeo—Won Yoon, Crown Master Young—
Sung Yoon and Imperial Master Yeon—Sook Kim, Imperial Master
Kim shared, “If you dream your future vividly, you can live your
dreams, I believe that many Atomy members here in Russia will
achieve success and realize their dreams through Atomy” An
introduction of the company, product information, and sessions
on the Balanced Life and Life Scenario programs were presented
following the speeches, In addition, congratulatory messages arrived
from Atomy regional offices and a celebratory video showed a train
named Atomy departing from Atomy Park, the new headquarters
of Atomy, and traveling across Siberia to its destination at the
grand opening location, Subsequently, applause erupted from all
parts of the venue, and the atmosphere was electrifying as the
event continued with a performance by drummer Lino Park and a
traditional Russian folk dance where some of the guests jumped to
their feet and joined the dancing,

Later, during his “Vision” lecture, Chairman Han—Gill Park said
that he dreams of a connected world where all people can inspire
and lead one another, ultimately living in a “one—world.” He added,
“What Atomy dreams of is a post—platform business through which
the whole world can be connected through Atomy.” He concluded,
“Above all, Atomy’s utmost mission is to make all the regions where
Atomy enters to become more successful and live better off.” saying
that he earnestly wishes that Atomy could help numerous members
rise up to success in Russia, too, whose population is more than 140
million, Recently, through Atomy Russia, 80 members were newly
promoted including 65 Sales Masters, 13 Diamond Masters and 2
Sharon Rose Masters, Atomy’s success story seems to be spreading
throughout Eurasia, Another meaningful part of the opening
ceremony was when Atomy presented a 1.8 million KRW (1 million
rupees) donation to the Russian Foundation for the Treatment of

Childrens Incurable Diseases,

The Largest Country in the World, Connecting Asia and
Europe

Russia is the country with the largest area in the world that
connects Asia and Europe, It spans an area of more than 17 million
kit and is more than 170 times the size of South Korea which is
about 100,000k, It has a population of about 140 million people, and
its Gross Domestic Product (GDP) is 1.58 trillion USD (data from The
World Bank), which is slightly higher than Koreas 1.53 trillion USD,
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Russias direct sales market has been expanding steadily in recent
years, The direct sales market grew 18,67% from 2.37 hillion USD
in 2014 to 2.81 hillion USD in 2017, In contrast, there was a slight

decrease in the number of salespersons from 543 million to 508

million, with females making up the majority at 89% of sellers, The
key products sold through direct selling in 2017 were cosmetics and
personal care items, which made up 48.2% of the total direct sales,
followed by wellness products which made up 28.4% of sales, These
two categories accounted for 76,6% of the total sales volume from
direct selling in Russia,

Atomy's grand opening in Russia made it the first Korean company
to enter the European direct sales market, Russia spans both Asia
and Europe, but most of its economic power is concentrated in areas
that are part of Europe, It is virtually a European nation especially
in terms of culture and the arts, The opening of Atomy Russia
will open up opportunities to enter the direct selling market of the
Eurasian Economic Union (EEU) which consists of five member
states: Armenia, Belarus, Kazakhstan, Kyrgyzstan, and Russia,
The Branch Director of Atomy Russia stated, “The opening of the
Russia regional office is a key step in achieving Atomys dream.
Success in Russia could guarantee Atomy's success throughout the

rest of Europe.” @)
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BIG BUSINESS | ATOMY'S CLASS
Editor Sun—Hee Kim

Atomy Improves the

Lives of its Members

Going Beyond Being a Good Company to
Becoming a High—Class Company
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Atomy is undoubtedly a good company in many ways,
However, if a company becomes too complacent, it will never
last, let alone become a great company, Atomy should not
settle for just being good, but must continue to strive and
develop into a highly respected company,
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What is a company? If you look it up in an encyclopedia, it is
defined as an organizational entity that operates for the purpose
of making a profit, In other words, it is an organization created to
make money, Although corporate social responsibility has become a
must in recent years and more and more companies are engaging
in fundraising activities to help local communities and people in
need, the fact remains that a company is still a profit—seeking
organization,

Atomy’s first founding principle is “Being” or “Continuity” In order
for a company to survive, it must be able to continually generate
profits, That is why Atomy, as well as all other companies including
social enterprises, must make a profit, The problem is not with
making a profit itself, but how the profits are made and how they

are used,

Creating Profits that Prioritize the Benefits of Consumers

Companies are an important part of the economy along with a
country itself and its individual households, Corporate activities
generate value which is distributed through employee salaries,
shareholder dividends, payments to business partners, and taxes
to the country, Businesses also spend a portion of their profits on

creating a better society through activities that help those in need
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as well as support culture and the arts, In other words, corporate

for—profit activities are not only aimed at generating profits, but
also have a profound effect on the development of society as a
whole.

Still, there are some companies that are criticized for a couple of
reasons, First, they make money in unfair ways, and second, they
try to monopolize profits, Making a profit is essential for a company’
s survival, but that should not be its only goal. It would be better
not to make any profit than do so through unjust competition or
at the expense of others because a company’s survival becomes
meaningful only when it contributes to the development of society, It
is not an overstatement to say companies that do not benefit society
have no reason to exist. The same holds true even for Atomy,

Let’s take a look at Atomy. From the start, the company was
competitive with other distribution companies by using quality and
price as its key advantage, quickly establishing itself as a global
distribution company with sales reaching 1.24 trillion KRW in just
10 years, Absolute Quality Absolute Price was a principle that was
hard to find in network marketing before Atomy, Everyone knows
that if a good product is sold cheaply, it will sell well, But putting
this into practice is not an easy thing to do for network marketing
or even for the entire retail industry.

Atomy is striving to respond more actively to consumer demands
and go beyond just selecting good products to sell at low prices,
This means that Global Sourcing, Global Sales (GSGS) Strategy
— products in Korea as well as around the world that meet the
Absolute Quality Absolute Price standard are offered to consumers
through Atomy’s global sales network — and the 100% refund policy
is a show of confidence that any products purchased from Atomy
can be fully trusted,

Through these efforts, Atomy aims to become a shopping curator
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responsible for guiding all consumers around the world as well as
become a hub of global distribution,

Along with providing benefits to its consumers, Atomy also supports
the sales efforts of its members and offers a compensation plan,
Instead of investing in general marketing such as advertising and
public relations, the company uses that money for its members who
spread the word about Atomy and seek out new consumers, The
added value created by putting consumers’ interests first is shared
with its members and is a way for Atomy to generate profits,

There is something else to consider, It is whether or not Atomy has
taken advantage of any of its partnering companies for the purpose
of selling good products at low prices because it would be unfair for
partners to make sacrifices to benefit consumers and help Atomy
make a profit,

Atomy refers to its business partners as partnering companies, not
as cooperating companies, because it regards them as part of the
family and supports them in all ways to work and grow together
with Atomy,

Securing a stable sales network with more than 5 million members
worldwide, making payments in cash within one week of product
delivery, providing interest—free funds for facilities and operations,

and Atomy’s One Product One Company principle that minimizes
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competition between partners are all corporate practices that go
beyond just trying to make a profit, Atomy truly seeks to grow

together with its partnering companies,

Sharing Profits With Our Neighbors

The most honorable and rewarding way to use the profits generated
by a company is to help the underprivileged, support those who
are vulnerable, and invest in non—economic sectors such as culture
and the arts, thereby contributing to the development of a healthier
society. Sharing is an important part of Atomys corporate culture,
It also serves as a concrete way for Atomy to realize its ultimate
vision of promoting the betterment of society.

Atomy has been practicing the culture of sharing consistently ever
since its foundation, The company donates regularly to various
institutions including child welfare facilities and disabled welfare
institutions in Korea and international relief organizations, and is
also involved in water purification projects and building wells in
some underprivileged areas of Cambodia, which are exposed to
many diseases due to unclean drinking water, In Gongju, where
Atomy headquarters is located, the company started the Goma
Gongju Bakery Sharing Project which distributes bread among low—
income people, More than 400 such sharing activities have been
carried out so far, and the accumulated amount of donations totals
over 20 billion KRW.

Some of Atomy's key social contributions include a donation of
2 billion KRW to Siloam Eye Hospital for the construction of an
academic research center and to support ongoing eye surgeries and
of 10 hillion KRW to the Community Chest of Korea to support
single mothers,

Siloam is a special eye hospital that provides free eye treatment and
eyesight recovery operation to low—income people in Korea and free
mobile care to some people in other countries with poor medical
facilities, Atomy has donated funds for free eye surgeries since 2016,
In 2017, the company contributed 1 billion KRW for the building of
Siloam Eye Hospital's Academic Research Center and also pledged
100 million KRW annually for 10 years until 2027 to support eye
surgeries and medical treatment,

In June 2019 Atomy donated 10 billion KRW to the Community
Chest of Korea to support single mothers, This fund hopes to aid
single moms in becoming financially independent and help them
grow as members of society to achieve their own dreams and goals,
It is operated through Korea Donor—Advised Fund (KDAF), which

is a system where operating costs and trial and error due to lack of

44 - 45

FEBRUARY | 2020 | Vol. 02

S 7H5e BE A9 op7|A] e=ck H Al 5008t

o144e] Blglolets QPE B2 Agakis A1 7]Holt
F 5 Q%Y ol £z BT BAES AV A %

P 59 Fol A, 2 AEL ¥ ofe] HNE

ARZIA S 1AL U 5 ol AES 91 71kl

g 5ozt 4
O

F1 9 ol

fo 1l

oM F

o

ﬁ
S
52
filo
ox
H
il
]I.g_',
)
r?
—_>t(-"4
&
)
o,

M2 2o ofg EHAL FeHAISl HiRt Ade et
ShH, Zefolla 5 ARl F2olle] FAE F3l 72
ARt R A B A e < s Sl Aotk

W OfEY] 7UESHE olF = F8t S7 B
AR2] ZdA|o] e oIt offEfule] F=2el vl
= delste AR AE Aol ofigjnls AL o

o A7b) o mglo] LHse] Rate s 2.1 9)

B, 7ok F3b A Qo) W Al wBeln
Zrrole] A% Aojele] SBE sk At

A HE SR 35S sk A8

o rlr

ol 2 32 rlo

ot
>
2
1o
ne
rick
|o
U
E
ol
N
c:%

r
i)

=
=
AL SR FFAGe) ALESE o wh

Ik ofRt U s AE7HA] 400

=

iic]
off
o
g
o
&

o]

)

AN
oA RIEIGIL, Y] 713 ot 2009] U W]

30 A

o

120 oEme] YsEeo e dEeebge
T A AiRbraRides iRk 209 o 71F
g 7RI EOR2 71 YAHREE &%
7l W 71 1009 € 5o] itk A=ehehpEde
=] AR R o AlEe = = Y e
= Aot ALES TijkeaAid AR se] o= &
g0l Fefet =7te] FARIE A = oleAlE Ade
AAEhE SRl ofEml= Al 201695 € A
2] TR EnlE 71 siRien] Adsl A
ZeRetadd dde ffaf 109 €, 2| 20274
7] 1097k iid ik 9 AR A dS flsl 19 4

71Rsl7) i,

Y

o o my = kI & o
Fﬂ.xl
4

o L



BIG BUSINESS | ATOMY'S CLASS
Editor Sun—Hee Kim
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experience in establishing a separate foundation are kept to a
minimum and entire fund amount is used to support the single
mothers,

Atomy’s sharing is not limited to financial contributions, Atomy
Run, first held in 2018, is a participatory sharing event that
allows people to help out while doing something for their own
health, Atomy members, employees, and even business partners
take part together in Atomy Run, which is held twice a year
and has raised a total of 1 billion KRW, Funds were distributed
to welfare institutes for low—income families and facilities for
the disabled across the nation, In addition, Atomy shares in
various other ways including a Kimchi—Making Event, Love
Sharing Flea Market, Goma Gongju Bakery Sharing Project,

and sponsoring an art troupe for the visually impaired,

Striving to Become a High—Class Company

The year 2019 marked the 10th anniversary of Atomy's founding
as well as a time to establish a new vision for the next 100
years, Atomy is now trying to grow beyond a platform business

into a “big business” in the retail & distribution industry with
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consumer—centered marketing, But more importantly, our society
should be improving with Atomy,

In his book “Good to Great,” Jim Collins, a renowned business
scholar, wrote, “The vast majority of companies never become great,
precisely because the vast majority become quite good — and that is
their main problem.”

Atomy is undoubtedly a good company in many ways, However,
if a company becomes too complacent, it will never last, let alone
become a great company, Atomy should not settle for just being
good, but must continue to strive and develop into a highly
respected company, Atomys new vision has to grow from being
just a decent company that sells good products to consumers at
affordable prices to a high—class company that improves the lives of

people around the world, @)
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BIG BUSINESS | GLOBAL MARKET
Editor Young—Min Lee

Global Market,
Over 7 Billion Potential Customers

Atomy's Consumer—Centered Network Marketing
to Take Root in the Global Village
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Many network marketing companies around the world are making
inroads into the global market. This is because branching out
overseas provides them with significant opportunities such as
increased sales and motivation for their members. Therefore, even
though they may not compare in size and number of resources
to ordinary retail companies, network marketing companies are
advancing more aggressively into the world market. In Korea
alone, it has been over 20 years since global network marketing
companies such as Amway, Herbalife, and Nu Skin have entered
the market, and more than half of the network marketing industry
in Korea is now made up of foreign companies.

One of the reasons why network marketing companies are actively
progressing into the global market is that there is less cost risk
in entering foreign markets than for general retail companies,
With general retailers, enormous expenses come with marketing
the company and its products in order to enter a new market,
Marketing without any guarantee of success becomes a risk to the
company, However, network marketing companies have relatively
lower cost risk because marketing costs are factored in later based

on performance,

Importance of Compensation Plan Management

When companies launch in foreign markets, the method of
managing compensation plans in each respective market is a very
important issue, The compensation plan for network marketing is
not only based on the performance of individuals but is also closely
tied to the group success of the members below them, In a large
sense, it can be divided into an One Market system, which considers
the entire global market as a single market, and an agency
sponsorship system, which provides support to each regional market,
The simplest and most commonly used system is the agency
sponsorship, When entering a new market, an agent is designated
to sponsor members in that market, and he or she is paid a separate
bonus depending on the performance of the members in that group,
When a network marketing company that started in the U.S, enters
the Korean market, Korean members become separate downlines
for certain US, members, This system allows the company to run

compensation plan according to the local environment and situation
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BIG BUSINESS | GLOBAL MARKET
Editor Young—Min Lee
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Members can look beyond national borders
and view the entire global village as one huge
market, targeting a massive world population of
7 billion,

99

and management of the new members is relatively easy, On the
other hand, only the few members who are very active abroad can
benefit, and it takes a longer time to establish a steady business in

another country,

One Market System, All People Are Potential Customers
The One Market system ensures equal treatment and opportunity
for members regardless of which region they registered in, Members
of any region in the world can carry out free and undifferentiated
network marketing businesses as long as they are not in violation
of the countrys laws, For example, a member from Korea can
become part of the downline of a member from Taiwan, and even if
a Taiwanese member makes a purchase in Korea, it can be counted
as though it was purchased in Taiwan,

Network marketing is a system in which members recruit others
to create their own groups, Thus, a One Market system allows
members to recruit and
expand subgroups in
their downlines around
the globe without country
limitations. Members
can look beyond national
borders and view the
entire global village
as one huge market,
targeting a massive
world population of 7
billion, Because network

marketing expands
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through human networks, the size of the population matters, This
means that there are many more opportunities out in the world
with 7 billion people than in Korea with only 50 million, Therefore,
the fact that everyone has the same access to the overseas market
as with the domestic market without any limits triggers members
willingness to expand into the global market,

To that end, a network marketing company must have a complete
system in place so that members can voluntarily enter overseas
markets, This calls for the establishment of a regional office that
is responsible for product registration, membership registration,
seminar support, and delivery systems so that the company's

corporate culture and philosophy can take root abroad, @)
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FIELD | THE FOURTH INDUSTRIAL REVOLUTION AND NETWORK MARKETING
Editor Young—Min Lee

New Opportunities In Network Marketing:

the Fourth Industrial Revolution
Using High Tech to Enhance High Touch
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The Fourth Industrial Revolution (4IR) is bringing big changes
to our daily lives, and the distribution sector is no exception, In
particular, the Internet of Things (IoT) and artificial intelligence
(AI), which are foundational to the Fourth Industrial Revolution,
are breaking down the boundaries of existing industries, Consider
cars as an example, The know—how of car companies in making
engines and power transmissions is becoming valueless with the
rise of electric vehicles, Now, developing batteries and motors is the
core technology of car manufacturing, Furthermore, the distinction
between traditional cars, ships, and airplanes may become blurred

in the future,

Distinctions in Traditional Industry Becoming Obscure

Advances in technology affect distribution in many ways, Same—
day and early morning deliveries, which were unthinkable in the
past, are becoming a competitive factor for retail companies, and

single business owners are creating new markets through various
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FIELD | THE FOURTH INDUSTRIAL REVOLUTION AND NETWORK MARKETING
Editor Young—Min Lee

social media, The distribution environment is rapidly changing,
While traditional retail giants such as department stores and large
supermarkets are shrinking, online retailers, especially through
mobile ordering, continue to grow, As the distribution process
from distributors to wholesalers to retailers is becoming obsolete,
a Superfluid? Era is approaching where the flow of distribution
is high—speed. This means that in the age of superfluid markets,
transaction costs will be eliminated as producers and consumers
are directly connected, and the distinction between the separate
industries of manufacturing, distribution, and service will become
obscure,

How will this affect network marketing? At first glance, the Fourth
Industrial Revolution appears to pose a threat to the industry which
already promotes direct sales between producers and consumers,
Advances in technology are breaking down the boundaries between
online and offline, and Direct to Consumer?) (D2C) marketing in
which manufacturers sell directly to customers, are also on the
rise, Big data and Al enable personalized services for consumers,
and virtual reality (VR) technology is overcoming the limitations of
virtual space online, offering fun new experiences to consumers,
The biggest concern is that there are fewer and fewer opportunities
to meet customers face to face “offline” Millennials, the largest
consumer generation, followed by Generation 7, are accustomed to
online shopping and Untact Marketing3), According to a survey by
the Korea Broadcast Advertising Corporation, 45,9% of teenagers

are satisfied with untact marketing,

New Opportunities By Adhering to Principles

Nevertheless, the Fourth Industrial Revolution presents new
opportunities for Atomy, A key word characterizing the 4IR is
“hyperconnected,” Anytime, anywhere, people are connected to
people, people to things, things to things; everything is connected
regardless of time and place, In terms of network marketing,
this means that time and space constraints will disappear among
consumers, members, and even potential members,

Various one—to—one and one—to—many training sessions and
company/product descriptions are easily accessible anytime,
anywhere through VR technology. Products can also be ordered
24/7 through online shopping malls with Al assistants to help you
in real time, The Success Academies and One—Day Seminars that

are currently offline will become venues for “High Touch®” rather

than for educational purposes,

A problem that the Fourth Industrial Revolution throws at us is
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Nevertheless, the Fourth Industrial Revolution
presents new opportunities for Atomy. A key
word characterizing the 4IR is “hyperconnected.”
Anytime, anywhere, people are connected to
people, people to things, things to things;
everything is connected regardless of time and
place,

99

the loss of jobs; many experts predict that most jobs will soon be
replaced by artificial intelligence, Of course, the development of
new technology creates new jobs, but it is not enough to completely
offset the ones that are eliminated, This is spurring discussions
around the world about Basic Income®) Eventually, people will look
for as many additional income opportunities as there are jobs lost,
which could serve as a catalyst for peoples interest in network
marketing, Moreover, direct selling is one of the most difficult
types of jobs to replace with Al, keeping in mind the very nature
of the business, which should be preserved, For the companies that
adhere to the principles of selling quality products at low prices,
minimize marketing costs, and return profits to its members, the
Fourth Industrial Revolution will not bring a crisis, but a new
opportunity, and Atomy serves as a prime example, This is because
it is the network marketing industry that understands the essence

of distribution and embraces high tech to satisfy high touch, @)

1) Superfluid— a new kind of business where supply and demand, buyers and sellers are
connected without transaction costs. Originally, it was a physics term meaning fluids could
flow forever without any friction, but Ernst & Young (EY) referred to it from a business
perspective in 2018,

2) D2C— a marketing strategy in which manufacturers eliminate distribution steps and sell
products directly to consumers in online malls to increase price competitiveness.

3) Untact marketing (un+tact, i.e. no contact)— a marketing method that sells services and
products without meeting customers face—to—face.

4) High Touch— human contact, relating to a business characterized by a very close relationship
with its customers,

5) Basic Income— an income paid unconditionally to all citizens regardless of assets or
employment status. Finland was the first to implement this at a national level in January 2017.
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Going Beyond+the Platform Business Thréugh Philanthropy that Embraces
Freedom anﬁﬁéli’cy
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Chairman Han—Gill Park was invited as a guest lecturer
to the 2019 Direct Selling Australia (DSA) Conference in
Sydney, Australia on June 23—25 where he stressed the new
value of network marketing that will surpass the platform
business, He stated, “Network marketing is an industry
that increases the value of freedom and equality based
on philanthropy” He emphasized that Atomys consumer—
centered network marketing, which respects people, will
become a new big business in the distribution industry

beyond the current platform business,
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Editor Young—Min Lee

Korea's First Overseas DSA Conference Lecture by a
Network Marketing Company Executive

Celebrating the 50th anniversary of the Direct Sales Australia, the
conference was attended by about 250 people, including law firms,
regulators, R&D agencies and professional marketing companies
as well as the members of the Direct Selling Australia, Various
lectures and discussions were held to create a new turning point for
direct sales,

At the conference the year before, the Industry Association for
Direct Selling in Australia had predicted prosperity for the direct
selling industry over the next 50 years, The new theme for the 2019
conference was “Get in Touch.” This means that network marketing
in the era of the Fourth Industrial Revolution, triggered by the
rapid development of information technology (IT), can grow through
communication among companies and its members as well as
consumers and even our society as a whole,

In a special lecture, Han—Gill Park
pointed out that the global network
marketing industry has been stagnant
in recent years, According to data by
the World Federation of Direct Sales
Associations (WFDSA), the global direct
sales market grew by only 1.242%
from 190.6 billion USD in 2017 to 192.9
billion in 2018, This is less than half
of the global economic growth rate of >
3.035% percent during the same period according to the data from
the World Bank, The global network marketing industry, which
recorded growth of 7.3% in 2013, 6,1% in 2014 and 74% in 2015, has
been growing well below the global economic growth rate for three
consecutive years since it recorded 1.8% growth in 2016,

Chairman Park believes the cause was not a lack of competitiveness
with general retail businesses, but an unwillingness to compete, If
network marketing companies reduce marketing costs according to
principle and return the costs to general commission, they will be
able to compete with general retailers in price and competitiveness
by reducing management costs, However, network marketing
companies are playing games on an uneven playing field compared
to ordinary retailers because of the compensation system. In
addition, advances in IT have further narrowed the already small
position of network marketing,

The merit of paying general commissions has become increasingly

difficult to support due to advances of various shopping channels in
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Direct Selling Market Size (Unit: 1 milion USD)

192,949
190,582
2015 2016

the era of the Fourth Industrial Revolution and platform companies
that are starting to emerge anew, The fact that the growth rate of
the network marketing market falls short of the global economic
growth rate is a reality, and means the market is failing, There
seems to be a problem with network marketing,

To overcome the crisis, we need to shift our ideas, Chairman Han—
Gill Park stressed that you should compete with general retailers
in terms of quality and price, rather than relying on merit of
paying general commissions, Network marketing can evolve into
a big business that goes beyond the platform business if it has the
quality and price competitiveness, plus the benefits of commissions,
Chairman Park used Atomy as an example, which has surpassed
1 trillion KRW in global sales in just 10 years, while keeping the
principle of Absolute Quality Absolute Price,

A Valuable Lecture To Listen And Learn

Han—Gill Park’s lecture impressed the CEOs of network marketing
companies who were present at the DSA conference, A participant
named Colleen said, "It was a fantastic lecture that clearly
talked about changes in the network marketing industry and
how to respond to them." Another said, “It was worth listening
and learning because it contained a challenging message with
insight.” Gillian, the executive director of the DSA, explained, “I
invited Chairman Han—Gill Park to give a special lecture after
hearing about Atomy at the 30th anniversary celebration of
the Korea Direct Sales Association (KDSA) last year during a
seminar about the achievements in Asia—Pacific region, hosted
by the World Federation of Direct Selling Industry (WFDSA)”
He continued, “The lecture showed that by prioritizing the
interests of employees and business operators, we can lead
them to success as well as the business.” The lecture by Han—
Gill Park is also significant in that it is the first case in which
the chairman of a Korean network marketing company had

been invited to speak by an overseas direct sales association,@)
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FIELD | 2019 ATOMY IN REVIEW
Editor Young—Min Lee

2019 A Great Year For Atomy
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The year 2019 marked Atomy’s 10th anniversary, and there were many accomplishments to be celebrated: the
establishment and opening of Atomy Park, the grand opening in Russia, the launch of an Atomy class for young adults,
founding Chairman Han-Gill Park’s inauguration as President of the Korea Direct Selling Association and joining the
CEO Council of the WFDSA, being awarded the 100 million Export Tower, earning Consumer Centered Management
certification, the approval of the Lifestyle Design Lab as a Business—Affiliated Research Institutes, renewal of Skincare
6 System to Skincare System “The Fame,” creation of the Contents department, recruitment of renowned drummer
Lino, and exceeding 1 trillion KRW in domestic sales according to the Korea Fair Trade Commission.
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O /‘ Atomy Park
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On April 26, 2019, Atomy Park, the new home of
Atomy headquarters, was opened after ten years
since the company’s founding. The building will
serve as a base and training facility for 5.5 million
Atomy members worldwide for the next 100
years.

Atomy Park is a 4—story building with lower
level which covers 26,430m" of lot area and
14,413m* of total building area. It features a Dream Hall with a capacity of
1,300, a book café in the lobby, and other member—friendly spaces such
as a garden and leaders’ conference rooms as well as areas for employees
including a swimming pool, gym, and workspaces with different themes. The
office was created as a complex space with areas for both members and
employees combined together in an open concept design that focuses on
communication and one—heart collaboration.

Atomy Park’s architectural excellence was recognized with prominent awards.,
It received the Korean Institute of Architects prize at the 2019 KIA Convention
& Exhibition and was a Architecture MasterPrize winner in the Mixed Use
Architecture category among more than 1,000 entries in architecture, interior
design, general design and landscape architecture from 68 countries.

Atomy Russia Grand Opening
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On May 3, 2019, Atomy held the grand
opening ceremony of Atomy Russia at the
Moscow Trade Center in the country’s capital.
In his remarks before the 1,300 members in
attendance from Russia and around the world,
Chairman Park stated that Atomy’s success
story will be continued in Eurasia through
Russia.

Atomy is the first Korean direct selling company to enter the European
direct selling market. It has now gained a foothold in attracting consumers
in the Eurasian Economic Union, The Branch Director of Atomy Russia said,
“Success in Russia could guarantee Atomy’s success throughout the rest
of Europe.”

OHE{D|= It 58 3Y, 2Alote] 4
& DAFHO|| R[S HAFHIFA
MEOlA 2{AJOF EHolo| JERE
AlS JHEBAC) OfE{O| 22 3%t
A0} 31 S 1,30004 HO| 3|20|
X|74E2 ol SAtO|A] Bist §|§2
0|2 2{AIOIE SaH ofEin|e
A7t Q2tA01E BESH| 2 7470]

Elan =
OHE{O|2| 2{Ajot = EHOI 7IXlE oole /3 AT AIZo
TIEE 229 o= AIEE 7|Hol2k= Foloh o|=M ofE{ll= &

2tAJOFE Mgt e] ZIE E H ALEol chet 20| SO st
OHE{O| 2{AJoF BRI “2{AlOl0IM2] HE2 REMML 3= &

23 4 98 Zolzkn Tt



FIELD | 2019 ATOMY IN REVIEW
Editor Young—Min Lee

O 3 Atomy Class to Appeal to Young Adults
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Atomy is set out to win over the hearts of
young adults in South Korea, The first “Atomy
Class for Millennials” was held on March 2nd,
2019, to help those in their 20s and 30s find
their goals in life and introduce Atomy and its
vision to them. This class will be a channel to
deliver Atomy’s messages in a compact yet
fun way for young adults who may not be
interested in traditional seminars.

In an effort to focus on fun experiences and
communication, various events and areas like
a mini—game zone, interaction zone, and experience zone were set up to
appeal to the young generation. Atomy hosted four classes in 2019 to impart
the true story of Atomy to more than 4,200 people in their 20s and 30s. A
representative for Atomy Class said, “We will continue to draw in the 20s and
30s generation of young people with ‘pop & fun’ content and show them
Atomy as a tool for their dreams and vision.”

Chairman Han-Gill Park,
11th President of KDSA & Member of
L. WFDSA CEO Council
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Han—Gill Park was inaugurated as the 11th
president of the Korea Direct Selling Association
(KDSA). In the general meeting held on February
13, 2019, the Chairman of Atomy was appointed
unanimously. In his remarks, Park stated, “The
direct selling business is the most humane
distribution model that can compete against the
platform business model, which has risen with
the onset of the Fourth Industrial Revolution.”
He also added, “Atomy is open to sharing its
experience and knowhow it has acquired from successful expansion into the
global market.”

The founder of Atomy is now also a member of the CEO Council for the World
Federation of Direct Seling Associations (WFDSA), which is a forum that meets the
challenges and opportunities of the industry. The council discusses issues, makes
decisions, and supervises the affairs of the federation. It is comprised of the CEOs
of the leading international direct seling companies such as Amway, Herbalife,
and Nu Skin, with Magnus Brannstrém, CEO of OriFlame, named current chairman
of WFDSA. Han—Gill Park talked about the present situation of the industry in South
Korea and shared examples of Atomy’s success at the general meeting held in
Mexico in November 2019,
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The First Retail Company to Receive
$100M Export Tower Award =W FE

6263
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With exports exceeding 100 million USD in 2019, Atomy
received the $100M Export Tower Award at the 56th Annual
Trade Day ceremony held on December 5, 2019 in Seoul. It is
the first time for a retail company to receive this award, not to
mention the first network marketing company. Atomy received
a $5 milion Export Tower in 2011, $10 milion in 2013, $20
million in 2015, $30 million in 2016, $50 milion in 2017, and
$70 million in 2018, This year, the company received the $100
million Export Tower as it recorded sales of $110 million in
exports between July 1, 2018 and June 30, 2019, Starting with
the opening of the U.S. regional office in 2010, Atomy has now
entered 13 overseas markets, including Australia, Indonesia,
and Russia in 2019,

Atomy’s Lifestyle Design Lab

accredited as a Business—Affiliated
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The Lifestyle Design Lab was presented the Germany iF
Design Award in 2019 for Atomy Absolute Hair Care Set.
It also received bronze for the 2017 Spark Design Award
in Product Design Identity and won the Korean Minister of
SMEs and Startups (MSS) prize for the 2017 Good Design
Award, which is sponsored by the Ministry of Trade, Industry
& Energy and hosted by the Korea Institute of Design
Promotion. The Lab also presented products of Atomy at the
2019 Design Korea Festival, where it received the presidential
prize from the Korea Institute of Design Promotion for its
“Skincare System The Fame.”
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CCM Certification,
the First in the Industry
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Atomy’s great efforts toward customers’ success
has paid off. Atomy is the first company in the
network marketing industry to obtain Consumer
Centered Management (CCM) certification which
is evaluated by the Korea Consumer Agency and
accredited by the Korea Fair Trade Commission.

The CCM certificate is a national certification
which recognizes that a company’s management
activities are carried out and improved upon
continuously with consumers’ interests at its
center, and can be reissued in every 2 years.

The purpose of the policy is to raise awareness of consumers’ rights and
strengthen corporate competitiveness by constantly improving products and
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services from the perspective of consumers. It also helps create a virtuous Al =l

cycle market, thereby promoting a mutually beneficial culture of companies

and consumers,

Launch of Skincare System

“The Fame”
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Skincare 6 System, the product
representative of Atomy’s Absolute Quality
Absolute Price policy, has been renewed as
“Atomy Skincare System ‘The Fame.” It is
an upgraded product with 3 new hydration—
enhancing ingredients that can strengthen
the basic function of the skin added to its
predecessor’s 4 existing major technologies.
Stabilized microcapsules deliver moisture
deeper into the skin with quicker absorption.
This skin care system acquired an

“Excellent” grade from Dermatest, a renowned dermatology lab in Germany.
The new ingredients added to The Fame are panthenol that helps prevent

ATaNy
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dehydration and calm the skin, 5 types of hyaluronic acid that are multi—
hydration ingredients with first—grade stability verified by the Environmental

Working Group, and ceramides that help maintain skin moisture,
The Fame consists of 5 items: a toner to calm skin without irritation,
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an eye cream for sensitive skin around the eyes, an essence of highly

concentrated nutritious formula, a lotion to coat the skin smoothly, and
a nutrition cream that gives a flawless finish to the skin with excellent

coverage.
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Launch of Atomy ENM
for Business with Culture
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Atomy Entertainment and Media (ENM) announced
its official start with Dream Hub Festival on October
26, 2019. ENM is led by a renowned drummer, Lino.
The department will assist in the success of Atomy
members with video content and creative entertainment,
and perhaps even discover and nurture talented new
“culture creators.” The launch of Atomy ENM would
change the style of Atomy’s Success System by
adding an entertainment and cultural dimension to the
traditional system to provide members with time for joy
and healing along the path toward success. It will also
play a part in spreading the Korean culture through
Atomy’s global network and serve as a venue for the
convergence of cultures of the different regions where

Atomy is located.

Domestic Sales Exceeding
1 Trillion KRW
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Atomy's domestic sales in Korea will undoubtedly
exceed the 1 trilion KRW mark, According to Atomy’
s accounting department, the sales were recorded
at 970 bilion KRW by November, When estimated
sales from December is added, it is undeniable that
the total revenue of 2019 will pass 1 trillion KRW.
The company’s revenue surpassed 1 trillion KRW
the year before based on the consolidated audit
report, but the net domestic sales of 2018 was 970
billion KRW.
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For reference, the annual sales reports published by the

Korea Fair Trade Commission show the sum of net domestic

sales plus value—added taxes of companies. However,

revenue in the audit report published annually in April

includes the amount of exports, but not value—added taxes.

The consolidated audit report also includes sales from some

overseas regional offices. Therefore, a company’s total sales

amount can vary depending on which report is used.
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FIELD | CORPORATE WEBSITE UPGRADED
Editor Eun—Mi Lee

Atomy’s New Website Opens

Multilingual Support, a Variety of Business Content Including Company
Introduction and Seminar Information
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Atomy's corporate website opens in December 2019 after becoming completely revamped, The
new website, www.atomy.com, is equipped with semi—adaptive web technology and offers
optimized services for PCs, mobile devices, and tablets to reflect the preferences of its users

through access patterns,

Comprehensive Company and Business Information

Intuitive Design Enhances Delivery of Information

The original atomy,com website had served as a tool to assist in Atomy business activities and
only functioned as a channel to deliver news from global regional offices and post notices for
members in locations without Atomy offices, The upgraded atomy.com is the official global
website that now provides overall information about Atomy with company introduction,
product philosophy, corporate efforts for sustainable management, business support, and
recruitment, All information regarding the company and business will be available through
atomy.com and business—related information will be posted on the new website, and the
existing regional websites will serve as online shopping malls only,

While the previous homepage focused more on delivering information, the renewed corporate
website was reorganized to enhance visual satisfaction by improving the information and the
visuals, The homepage displays main information for easier access, such as growth index,
product philosophy, introduction and tour registration for Atomy Park, social contribution

activities, and major news from Atomy global offices,

offefu] 719} Aol (www atomy.com, oNefu] )7 A sl 129 F Al 1
233 9 710 2188 ofeln] WS Aol o] gAEY et B B Hgstol
PO} ), B3] Sol B HASHE Aulis THs:

7|Yat HIZY A 2 HE S HAHQI UARIe 2 P HEH =0

TS offEin] 2 S22 offEn] AllE Eole E24 22 Hele] 8 44 nje
= WY BRI 52 Aok A=A 71k AR offEn] SEEE offEin] 71 T
AARIER 7Y ), ARF sl Advhs d9e 91 719 E& ofEv] vl=ys HE,
ofEn] AV e HE 5 ofE]e] HefRt FHxSS U, 0|24 7|E 29
e 2 Ml FuoRle £E ARIER 2P 7|Y0 vl=y s P FESLS e
SN 22 9t Al ool

71& HIE Ee A AR A S AllESIHH JiEE ofEn] B AR S8 BlF
L& 7Jstel A WS i om TS Al AR B A A, AR s ofE
o] 23 71 9 o] A, AR s 221 offn] 8 i T 78 FHERE ARIE A
S]] wiRIFC




FIELD | CORPORATE WEBSITE UPGRADED
Editor Eun—Mi Lee

1. 2billion

Global Sales

Atomy Officlal Webslte
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Atomy Company Introduction
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No. 1in sales of an individual product
across the Korean network marketing industry

From top to bottom

m Growth index » Atomy by Number

= |ntroduction for major websites and app & download publication
» Online & offline tools

® Dynamic experience with interactive interface » Product Stories
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From top to bottom

m Chairman Park'’s recent activities » 248’'s News

m Take a tour of the Atomy Park online » Atomy Park virtual tour

® Atomy’s renewed eco—friendly products at a glance » Eco Friendly Policy
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The renewed website provides: A Multilingual support A Schedules
and registration for Atomy seminars worldwide A Hub station with
related websites A Tour registration and virtual tour for Atomy Park

Schedules and Registration for Atomy Seminars Worldwide

On the Seminar Registration page, you can check monthly
seminar schedules for each Atomy regional office worldwide.
When you click a seminar on the calendar, details of the
seminar will be shown and a button for seminar registration
will direct you to the Atomy Ticket website. This is expected to
widen accessibility for people who are not members of Atomy
since the calendar is open to anyone.
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Multilingual Support

As a global company, the corporate website will provide
language support for all regions where Atomy is operating.
When it opens, the website will have 6 languages initially:
Korean, English, Japanese, simplified Chinese, traditional
Chinese, and Spanish. Soon, language support for 5
more languages will be updated: Khmer, Thai, Malaysian,
Indonesian, and Russian. New languages will be continuously
added as Atomy expands into other global markets.
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Recapture the skin of your youth

Absolute
CellActive Skincare

Tour Registration and Virtual Tour for Atomy Park

On the Atomy Park page, you can find a hyperlapse video of
the construction of the building. A virtual tour is available for
those who are unable to visit, which helps you experience
and understand Atomy Park virtually through 7 different areas,
and names that reflect our corporate philosophy. Atomy Park
tour registration is also available on this page.
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Hub Station With Related Websites

The Hub tab on the bottom right side of the website is where
you can log in and access My Office. You can also be
directed from here to Atomy’s other sites: Shopping Mall,
Channel Atomy, and Atomy Ticket. By clinking on the icons
for YouTube, Facebook, and Instagram, you can visit Atomy’
s social media sites managed by different regional offices
around the world,
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Editor Eun—Mi Lee

A

Atomy.com OHE{D| S
Winner of 2019 Web Award Korea for 0{QY= T 2[0F 2019 ZHT | HL0F CHAL A4
Mid-Sized Enterprise

WEBAWARD

19 WINNER

Grand Prize in the mid—sized enterprise category for general corporations
7Igiet B2 5747|020} 4t

Atomy’s renewed official corporate website took home the Grand Prize 2)5=l ofE{o| CHE 7| AJO|E OHE{D| SH0| RI{I=T 2|0}
in the medium—sized enterprise category at the 2019 Web Award 20190M 747 |HE0F CHALS 4-ALSHT}
Korea. The Web Award Korea gives prizes to websites that have been A= TR|0K= Bt 5 EOH MEH TEEFALF 2= A

created or revamped over the year. The I-Award Evaluation Committee,
comprised of 3,500 leading internet experts of Korea, evaluates the
websites. The most innovative and outstanding sites are selected
according to fair and objective standards in the fields of visual design,
User Interface design, technology, content, marketing, and service.

Atomy.com was awarded as the best among the websites of medium—
sized enterprises that were created or renewed in 2019. In terms of
service excellence, experts assessed that “the selective User Interface (UI)
enabled easy access to corresponding websites in different languages
in line with ‘global service,” and the placement of content enhanced
message delivery.”
bold display of brand identity from the first page through videos and

In terms of visual excellence, they reported that “the
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images without any key messages clearly conveys Atomy’s corporate X2 BHES M¥ok= MZEI0| OHEID|Q| 7|P=Het 23t =
objectives and culture.” THE RME B oists| ®Motw|T QK T TN
rporate Contents 5|0} Tl ZEIR A 27}
The website presents new content about the company that
s previously unavailable, One big difference can be found o1 et 71 Afelelks 71Y ERl=7} v 271
the About the Founder page. You can read stories about Qch 24 o)Hd A AL A7 AFTE R
the founder: how he was first introduced to the industry, the 5 A AR ARk offEn] el 27471, S1eat vje]
early days of Atomy, and his vision for the future, Chairman H[Ho] ARe]dls] ef= Hdulo] glom uiehkd 3149
n—Gill Park’s famous quotes show the philosophy behind ZHgHsto] Zojus et 8B40 s 2=
management and his recent activities are also listed on B3l 3]0 2 offg|n|e] F£Q oIEE 3l o & 4= 9
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The Business Opportunity section introduces
various tools that can assist in the success
of our customers, Interviews of successful
Atomians are highlighted, and their success
stories inspire and motivate others in the
Atomy business,

%9

this page. The History section displays Atomys major events in
short, and detailed histories of each regional office as well as
headquarters are provided below,

Atomy’s social contribution activities are also listed along with
a history of activities for each regional office and photos from
important sharing events, An Introduction of Dreamy Foundation,
a Christian missionary foundation, and Dreamy School, an
alternative school founded on the gospel, are also part of the new
content,

The Business Opportunity section introduces various tools
that can assist in the success of our customers, Interviews of
successful Atomians are highlighted, and their success stories
inspire and motivate others in the Atomy business,

The Atomy Team menu contains information about working at
Atomy: the talent that Atomy seeks and information about the
work culture such as the Atomy Way, Atomy Life and Global Life,
The recruitment notices of Atomy global offices, along with Atomy’
s affiliates, will be posted on this page.

Existing services like Notices, Member Guide, and FAQs are still
available,

The renewed atomy.com website provides various kinds of
information about Atomy, which is emerging as a global
distribution company, and offers new features such as seminar
registration and the Atomy Park virtual tour, It is expected to
serve as a new business tool for existing members as well as
a channel for non—members to easily access and learn about
Atomy. @
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FIELD | WFDSA CEO COUNCIL FORUM
Editor Young—Min Lee

Chairman Han—Gill Park’s Speech at the
WHFDSA CEO Council Forum Held in Mexico

Head to Head With Quality and Price, Secures Status as Global Direct Selling
Company in Just 10 Years
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FIELD | WFDSA CEO COUNCIL FORUM
Editor Young—Min Lee
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Founding Chairman Han—Gill Park gave a speech at the CEO
Council general meeting for the World Federation of Direct Selling
Association (WFDSA), which is the first for any Korean direct
selling company, During the forum held on November 19, 2019
in Mexico City, Chairman Park stressed what the direct selling
industry must do in order to develop into a “Big Business,” using

Atomy as an example,

WEFDSA, an International Organization Representing the
Global Direct Selling Industry

WEFDSA is an international organization that represents the direct
selling industry worldwide, Only direct selling associations in each
country, such as the Korea Direct Selling Association, can join
the organization, and associations from 63 countries are current
members, The CEO Council for WFDSA is the highest governing
body of the federation which supervises and controls its activities
and affairs, and makes decisions over policies, budget, and business
programs, It consists of 25 CEOs of 22 of the top direct selling
companies, The CEOs of Amway, Nu Skin, OriFlame, and Herbalife
are members, and Han—Gill Park joined the Council this year,
representing the first CEO of a Korean company to join the group,
This years meeting in Mexico hosted 20 people including Atomy
Chairman Han—Gill Park; Magnus Brinnstrom, CEO of OriFlame
and current WEDSA Chairman; Douglas L, DeVos, Co—Chairman
of Amway Global and current WFDSA vice Chairman; Ryan
Napierski, CEO of Nu Skin Enterprises and current president of
USA Direct Selling Association; John Agwunobi, CEO of Herbalife;
Executive Director Tamuna Gabilaia; and Advocacy Chair Kim
Drabik,
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The Atomy Way Absolute Quality & Absolute Price

A\. Retaining Absolute Quality while minimizing Product Cost

® One Partner per Product

® Immediate Payments upon Delivery

® Zero-interest Loan for investment in facilities
@ oint Quality Contrel

Direct Selling is Definitely Worth It

Chairman Han—Gill Park shared about how Atomy reached an
annual revenue of more than 1 hillion USD and grew into a global
direct selling company within ten short years, Using Atomy as an
example, he talked about how the direct selling industry that has
been stagnant in recent years should move forward, He asserted
that the direct selling business must be successful and is worth
striving for because it can provide jobs that are disappearing due to
the Fourth Industrial Revolution,

Chairman Park said, “Direct selling pays commission to its
members, so fortunately, products are sold even though they may be
more expensive compared to other distributors, But this has become
the obstacle of the industrys growth.” He explained, “Direct selling
companies have the advantage of curating high quality products
for its consumers,” and emphasized, ‘It is very important for this
industry to think about winning over platform businesses such as
discount stores and online shopping malls with better quality and

lower prices.” @)
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Chairman Han—Gill Park shared about how
Atomy reached an annual revenue of more
than 1 billion USD and grew into a global
direct selling company within ten short years,
Using Atomy as an example, he talked about
how the direct selling industry that has been
stagnant in recent years should move forward,
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ATOMIANS | Cartoon

Cartoonist Jae—Ho Heo

Management Objectives

" Does anyone know
what Atomy's
management
objectives are?_

That's the
company
motto.

Cherish the Spirit.

Our management objectives are
Customers' Success, Distribution
Hub, and Premier Company.

Atomy doesn't think of
its customers as means to
success, We should serve as

3'- ¥ . ' \_

Farmers raise dairy cows for milk,
and when a cow stops producing,
it is sent to slaughter,

Atomy is the same
way. The success of its
customers is the very
reason for its existence,

However, for a mother,
the very well-being of her baby
brings happiness and bliss.

Are we the
"customers"? J

" Not only us, but consumers
who use Atomy products
and even partnering
companies are all considered
“customers."

And partnering companies
are guaranteed a stable sales
market and good
profit margin.

Consumers succeed because
they get better products at
low prices, right?

1}

connections to Atomy, direct or indirect, is

The success of all customers with

our first management objective.
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ATOMIANS | Cartoon

Cartoonist Jae—Ho Heo

Distribution Hub? Isn't Distribution Hub means sourcing products from all over the
distribution itself a hub? world that meet Atomy's Absolute Quality Absolute Price
Wd and distributing them worldwide through our rft\_ﬁlg_rl‘gy

The second objective
is Distribution Hub.

Premier
Company

Atomy's global offices
not only sell products,
but also procure or "source”
local products with superior
quality and price.

Oh, Global Sourcing Global
Sales! | like the black pepper
and sandwich laver.

Yes, | like the 'Atomy's avocado ol
is one of the cheapest
on the market,

laver too.

You mean st' like the sandc;mch That would benefit Isn't growing together

they export Izver |sfexpoze to Taiwan too. with local businesses
their own oreaT rom Atomy the best localization
products, awan. strategy?

SANDWICH LVER

2008

So consumers everywhere Yes, that's exactly To become a distribution hub, a company must
will eventually have access to what Atomy's goal have a competitive edge in distribution.
quality products from around asa distribution hub | [S~—__

the world through Atomy?

(=% a
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ATOMIANS | Cartoon

Cartoonist Jae—Ho Heo

Atomy is a network marketing
company, but it competes with
traditional retail businesses,

centers,

So that's why they
say Atomy is always
competing with shopping

Consumers care more about
buying quality products
at low prices than which
company sells them.

With Atomy's way of
business, their needs
will definitely be met

And that's why Atomy
wants to become a
distribution hub.

The third objective is becoming
a premier company.

A premier company? Isn't
Atomy already one?
e

The premier company that Atomy
has in mind is not just about outward
indicators like sales, employees, and

1
e
)

0%

well as employees.
K /"/

global offices.
——
Global
Offices
Employees
A premier company is one that To achieve this, Atomy The cultures of Observing
grows together with its members, emphasizes three Principles, Growing Together, and
consumers, partnering companies, as corporate cultures.

- - Observingl
Partnering Prewmier * Principles’
companies Consumers Cram’f‘“'/ ' '

~ Sharing. /

Growing Sharing
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ATOMIANS | Cartoon

Cartoonist Jae—Ho Heo

It's not about selling a lot and
making a big profit, but about
becoming an indispensable

part of a society.

Butisn't Atomy already a
company that strives for the
healthy development of society?

become a sustainable

There is no way
Atomy is going
out of business,

Yes, but it has to

company.

One of the conditions to become a
premier company is that a company

e should be sustainaU

does things differently
starting with the way

~

In order to do this, Atomy

L they work. J

Most companies push their
employees to work hard.

Atomy says to get rid of
work instead of work
harder.

companies, and Atomy.

By eliminating work, Atomy employees work with
passion and drive to create new projects for the
growth of the members, consumers, partnering

Atomy wants to
become a company
where all customers

You can say it's our Now is it more
society's engine of clear what Atomy's
happiness that never management

objectives are?

become a Distribution Hub L
for Customers' Success.

It's an easy way
to remember
them.

Atomy: A Premier
Company that aims to
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Corporate Cultures

Atomy's corporate cultures Doesn't a company just
3D0 ﬁou kn(;vx‘;N hat the_) are Observing Principles, have to make money?
CUltures of Alomy are: Growing Together and Why does it have to create
Sharing. 7 : a culture?
P Principles '

What's a
sustainable
AN : company?

Corporate culture is important
because in the long term, it
determines whether you will become /

a sustainable company. -

When a company closes down, its employees and
partnering companies suffer directly. Sustainability
is especially important for network marketing
companies.
Partnering

3
(54 "
O companies

That's because the businesses that members
have built up could crumble down in an instant.
Even though a company is growing, it cannot
be considered a good company if it is not
sustainable.

N

Yes, Atomy is putting great
efforts into establishing an
upright corporate culture as it
aims to become a global hub of
distribution.

You mean a positive
corporate culture
fosters a good company
that is sustainable.

Global
Distribution
Hub

Atomy's corporate cultures of Observing Principles,
Growing Together, and Sharing help fulfill social
values and serve as a philosophy of continuity for

Atomy to become a sustainable company.

Now let's take a look at
each of Atomy's
3 corporate cultures,

And these three corporate
cultures merge into one:
a culture that adheres to

principles

[ Growing
L_Together__|

Sharing
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In general, principles are basic rules or
laws that we must consistently follow.

Basic
Rules

@:

First is the culture of Observing Principles.

v

Shouldn't Atomy focus on
selling more products since
it’s a distribution company?

Atomy is a consumer-
centered network marketing
company that adheres to the
principle of distribution.

Principle of
distribution?

distributors.

Yes, the principle of distribution
is connecting producers and
consumers with the shortest route
so that everyone profits including the
producers, consumers, and even the

Isn't that just a
theory?

il =

Producer.

Consumer

No, it's not, Atomy is actually
putting the fundamental
theory of network marketing
into practice.

It offers higher quality products at more
reasonable prices to consumers by reducing
the steps of distribution and cost of
marketing,

guaranteeing producers a
good profit margin, and paying
commission to the members who
are actually involved in the marketing

and sales of the products.

Producer

Consumer—>

Atomy aspires to become a
distribution company that benefits
all consumers around the world
through network marketing.

So Atomy is growing
fast because it is helping
consumers,

That's right. Atomy observes
the principle of a company that
should help consumers.

The culture of Observing Principles
is essential for Atomy to become a

N\ 7




86 - 87

FEBRUARY | 2020 | Vol. 02

A w212 SA0| 25f9LICt
ULk 02 212(0|2t 2|7} AOp7LBIA
Azs|7| 2|70} 5t 7|2 30l 72/o|L}

Y2 Tt

OHE{0| = 77| =047t

opHIZtR?

A= BOI ER == A

OiE{0lE S22
H3S 27| 2HASY
HEAIOAE 7|9

—_ T

o, 950| 22 WAt
AHALE 2iE12|2 o2
MADE 24, SETH| BET}
olojg YE HeLC

14 0| =L
= 0| 2] GLtR?

1317 gaLict

1 H=9 3050
=230l 0|22 ofEja)ot
Uxj= Pastn aLict

o Al
Fﬁﬁ;ﬂ o g%

= /& HHA2t D8 HIES =0
2H2HA O F2 AES H E2lH
7t30| &5t

YLR0|A Y OIS By
ottd, 2|y OE &3S 5l
MEASYAH 252 ASdte

]

=2 A0l

OfE{Ol= HEYIOPES
S5 A A 2E AHRHOIA
20| £l SE 7|0l

E| DAL CY.

OF £H|2f0f | E20]
=|7| a0 ofEfoj}
#2A| Aasts
20|22

JAFSLICH 2B[Z10f A
=F0] =[O0} pitt= S
27| 7120| B2 ofE{ 0|2

H0|Z|2.

AZMo| BB} 4TS5
7/ OfE{D|7} E|7| 2/3hA SHEA|
Lesr|yestel 2elLct,




1
ATOMIANS | Cartoon

Cartoonist Jae—Ho Heo

“Second is the culture of )
Growing Together.,

This means that all
stakeholders of Atomy
should grow together.

Members, employees, and partnering Does that mean that not only
companies are all stakeholders of Atomy.

Atomy but also its members,
employees, and partnering
companies all grow together?

It is a distribution company
that acquires quality
products from partnering
companies and distributes

Therefore, Atomy needs Sure, good products
partnering companies that can ar'e the basis of
reliably supply good products at sales

affordable prices.

Atomy is striving to grow together with its
partners through efforts such as prompt cash
payments, funds for purchase of raw materials and
improvement of manufacturing facilities, and joint

\~\efforts to improve quality,/_/
& \

(osh . S
ﬁﬁ‘{me“nﬂ - c‘ker‘\t\\S
~T Se
mev\k

b ‘e

make its employees happy.

Not only that, Atomy holds various success So Atomy considers its Yes, a culture of growing and
systems such as Success Academy to members, employees, and developing together with all
ensure customers' success, and tries to partnering companies as part stakeholders of the company is the

of a family?

culture of Growing Together.
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It means balanced
distribution, right?

Lastly, the culture of
Sharing.

It's balanced distribution along with social
contribution. Companies no longer pursue only profits.
They are a part of society with a responsibility to build

a better world where everyone is happy.

Therefore, fulfilling corporate social
responsibility should be the motivation for
pursuing profits.

You mean sharing
comes before profit
seeking?

It's not a matter of putting A before
B. The culture of sharing shows
Atomy's efforts to accomplish its social
responsibility.

What activities is
Atomy involved in?

Market,

/ There are a variety of activities such as the annual
Atomy Love Sharing Run (called Atomy Run),
Love Briquette Sharing, and Love Sharing Flea

Atomy's sharing continues beyond the
borders. It holds Atomy Run Taiwan,
supports Ppet Meo Kot Elementary
School in Cambodia, and more.

So Atomy grows with
the community.

The society we live in is the source of a
company's sustainability. Sharing is a
projection of Atomy's commitment for

a healthy society.

Atomy's 3 corporate cultures represent
all Atomians' wish to grow and develop
together with society, which is the source
of a sustainable company.

Dbserving
Principles

A

: o)™
‘& owin!g) ‘ .? oy
Together, A m%-




30 - 91

FEBRUARY | 2020 | Vol. 02

Opx|efe2 25 215l 2ullol AFSIR SIS Eatsls 0|2
Hael msEta. 7|9/ & 0j4 0| @270k 2I5t FLto| OfgLct,
- 27t wRsh AElE 28 IO 2 At gl
n At8] 2AISI0| QsolLict

2t 2|20| 0|R S 275t He olgx7 2o} OfT 20| HA{2p= 20| OfL2}
AlE|H M2F toty| 25t SHAES Ltz 22171 HACH? || ofE{D|I7F 20 ALS| A HRE
g2 5h= 20| £|0{of BHL{Ch

Cist7] 9/at =210] B Lpso)
S8}2 LI} HOILCE

Y= ofH
gss siLe?

'

“
i
B -

At2|et B YHSH=

oA 2H2|=|= OfE{0| Al Lis E2]7)2

‘OHE{0[ 'S H|Xo HEl L, HiAlS| S5
OfE{0|= CtYet Lis &= B

mo=2 2

2|1 USLC.

2t OfL{2} CHTH] OfE{D| A,
ZEC(or Ml Z 2S5t 2 S
OHE{D|2| Lt=2 = ES = Fal
# M7 o2 Zats| 1 YaLic

)."‘.% / _'.-'. ..

OHE{D[2t= HZL.

27t &1 U= AlSoFL= A&
b=t 7199 A HdYLICL Lis E9t=
AZet AR E Hiete 02l A0 Z.

OHE{D]|2| 3T 7| Y E8k= 7|1Y2| A2
Ate|et 87 A5t EEaat e
2= OfE{0[Qlo] DS 7+ Y LC




1
ATOMIANS | Cartoon

Cartoonist Jae—Ho Heo

Organizational Culture

I heard that Atomy is
going to receive a $100M
Export Tower this year.

| heard that Atomy only
employs about 150
people; | don't know
how they manage over
3 million members and
more than 10 global
offices. What's their
secret?

It's not easy for a
distribution company to
receive a $100M Tower.

Probably, since it
received a $70M
Export Tower in

2018.

W0/ As far as L know,
Atomy may be
the first.

& work culture are quite | | culture
different from other
companys'.

Once you get a job at Atomy,
you choose your own title,

1
A\ = px&
Which one?
| I

Atomy's organizational Organizational

different?

? Howis it

Job title? Then you
can be a senior
manager from the
first day at work!

Yes, you can even
have an executive
position. You are free
to choose any title as
long as it's needed for

Well, Atomy is a flat organization,
not a hierarchical one.

Why does Atomy
do that? Does the
organization even run
properly?

It has a free seating policy, too.
You can choose any seat in the
office building.

You mean a newcomer
can sit at the senior
manager's desk?
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Jv:?\r?(frrfh?egﬁiﬁ?vff dnieﬁtcsoﬁ;?es?a%‘ﬁ Is thgt Like you said yourself earlier, about 150
staff and department heads can all sit in the effective? employees manage over 3 million members
same place. There is no distinction between and 13 global offices.
the departments either, ~—
== ‘,e““°' wm\fm .
E*ec“k‘“"._e — (]
\) manage
P
ovheY|
“a 150 over 3 million
Amoeba .
organization? _/ Work at Atomy is
=== - project-based. When

There's another
thing; it's an amoeba
organization,

(I guessit's
effective. /|

a project is proposed,
ateam is created to
carry out the task.
When it's done, the
team dissolves. ,

Even the Chairman?
| think that's just a

accomplish the work.

Anyone can propose a project, and that
person will be the project manager who
picks the team members needed to

They say you can even
choose the Chairman
as your team member,

rumor. Who would
ask him?

It would be hard for people who were

It actually happened at
Atomy. He earned the
nickname "Assistant
Manager Park" since then.
Some say he was promoted
to Manager Park recently,

" Really? That IS

accustomed to the hierarchical structure to
adapt to the flat organization. That's why

Atomy emphasizes the Chutzpah mindset to
e itsemployees. ]

- chutzpab

different.
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It's a Hebrew word for being
audacious or daring. It is used for
people who are bold in proposing
their opinions and not intimidated
by rank.

Chutzpah?
What's that?

convergenty..

organization cannot have a a common goal?
flat structure.

T N s rrfy :q__——.
" - ] I == H ood
) .

00 |o g

o
o Yl \S

Then | guess you won't see

When suppressed by rank
people moving as one toward

and bound to customs, an

If refers to a spirit of challenge that is unbridled by
formality or rank, constantly asking questions, taking
risks, and sometimes brazenly but boldly expressing an

But the hierarchical organizational structure is slower to adapt
to change. It's less efficient in a rapidly changing world.

opinion,

But that doesn't But if you work in an

necessarily mean a flat
organization is more
efficient.

helps foster creativity.

Creativity

Autonomous work
—

autonomous environment, it

A project-based horizontal
structure boosts innovation and
productivity, and saves time.

Tnnovation
~—

Flat
organization
Time-saving =~

Productivity
L3

Since work is focused around
projects that are comprised of
people with the necessary skill
sets, efficiency is improved.

Project teams are also given authority
and responsibility over their work,
so team members feel a sense
of ownership and become more
productive,

So all employees must
communicate constantly with each
other. If they don't know what
projects are going on, they could
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That's why Atomy has no

designated seats. If people

sit with their department,
communication can be difficult.

It all sounds good, but is it
effective in actuality?

Atomy's domestic sales in Korea
was close to 1 trillion won last year.
Total revenue including global sales
surpassed 1.2 trillion won.

Really?

Domestic sales
| trillion

. Global sales
i 200 billion

Then how much is
the sales per capita?

It'd be about 7 billion
won per employee,

that much in sales
employee?

How many companies
do you think can post

Hmm... Maybe

per /=

This may shock you-
Amazon's sales
per employee in
2018 was about
400 million won,

Walmart's was less
than Amazon's, and
Costco's was 600
million won.

Wb B That means Atomy is over
10 times more productive
than those companies.
Sales per e
employee e . -
7 a—| on oo
- O aw 0
WéooM - =
w4ooM g ; ;
_._ j r===n| . - =1 [
i Amazon Costco Atomy

It may differ depending on the type
of industry, but I believe it could be
among the best in the world.

of Atomy Park.

And this culture of Atomy will
develop even more with the opening
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Post-Platform Business

Tower Award?

Did you hear that Atomy
received the $100M Export

Korea.

Yup, the first among retail
& distribution companies in

Really?

sure?

First in the industry? Are you

It might be hard to
believe, but it's true,

There are so many
big retail companies
in Korea.

That's why Atomy wants to
become a "Big Business" in
distribution.

Big business in distribution?
Is Atomy really that big?

It's hard to say just

looking at current
numbers since Atomy

reached domestic
sales of 1 trillion won
only recently,

Then what's all this talk
about a big business? /-

Maybe not Walmart, but
you have to be like Amazon
or Alibaba to be called a big
business.

You're not listening.
Atomy is not there yet,
but it wants to grow
into a big business in the
future,

That's Atomy's
future vision.

Even if it's just a vision,
it should still be based
on something.

Maybe it's just blind
optimism.
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: \J]
But Atomy has confidence
and a strategy to make it v
happen.

—

N
_—'—-‘-/’

What is

Have you heard of the
platform business?

Yes, like Uber,
Amazon, and
Alibaba?

D\ platform business.

Are you saying that Atomy
is going to be a platform
business like them?

Right. Uber and Airbnb
have emerged as sharing
platform businesses, and

Amazon and Alibaba are the
leading companies of the
online shopping platform.

These companies are

representative of the

Atomy claims to be a post-
platform business, a new
form of platform business

to come. ;

Post...
platform?

Existing platform companies have platforms where
countless consumers and suppliers are connected.

=
li
upp iers

Platform

But there are many
limitations to these
platforms.

Like what?

Therefore the market
can become flooded
with products of low
quality and unknown
origin.

Since there are too
many suppliers on the
platform, competition
can get fierce.

Y
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Cartoonist Jae—Ho Heo

And some platform businesses avoid
its responsibility when customers
request a return or refund.

the opportunity cost of expenditure goes up.
Kk fne v N

All of these will increase \/ In a nut shell, consumer

The process of choosing
a product among
countless options,

returning unwanted
goods, and leaving a

Will these strong platform
businesses eventually
disappear because they
cannot overcome their
limitations?

I'm not saying that existing
companies will disappear,
but that new platform
businesses that can overcome
these obstacles will begin to
emerge.

platforms.

purchased product
unused is all included in
the expenditure.
yma|
A'nd you think Atomy Atomy is saying it will be
will be one of the new a shopping curator for

its consumers,

Yes. It's more than a platform that just
connects consumers with suppliers, it's
a platform that links consumers with
choice suppliers and products of Atomy.

Select

Purchase Introduce

Supply

This means Atomy will reduce opportunity costs for
consumers by curating quality products at affordable prices.

[Are the products

really good? ‘fou can trust

products from the
Atomy platform.

Purchase

- :
Manufactuu'\er* l P:‘;td“;::";ﬁl z ( Atomy g(Mevnber ’@msumea

U Atomy's management policy has recently been recognized with

the certification of Consumer Centered Management (CCM).
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It is not a platform to gain
commission, but a platform to
serve consumers,

Yes, and what's more

What is it?
important is--

B

Atomy's members can make
profits by using Atomy's
platform as much as they want.

You not only spend money
wisely by utilizing Atomy, but
you can also earn money?

Atomy members share the
platform.

By introducing Atomy to new
consumers,

members help them cut spending and take some of

the profits produced through the platform in return.

ICAS b

1

Atomy
platform

Profit

510N
Commiss

Fan
ND — Q

So any member can use the
Atomy platform to share the
profits?

become a big business?

If Atomy's platform can attract and
satisfy more customers and is utilized
by more members, won't it gradually

Atomy will become the
next-generation post-
platform business and big

business in distribution that
goes beyond the current

platform business.
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GLOBAL ATOMY

REGIONAL
O F F I C ES www.atomy.com

OHE{D| 2At
SYHE STA HAHZIZ 2148-21(32S)
Tel : 1544-8580 Fax : 02-888-4802

KOREA

2148-21, Baekjemunwha-ro, Gongju-si,
Chungcheongnam-do, 32543, SOUTH KOREA
TEL +82-1544-8580, FAX +82-2-888-4802
E-MAIL atomy@atomy.kr

USA

33801 1st Way South #301 Federal Way, WA 98003 U.S.A
TEL +1-253-946-2344, FAX +1-253-946-2345

E-MAIL usa@atomy.kr

CANADA

#104, 8327 Eastlake Dr, Burnaby, BC, V5A4W2 CANADA
TEL +1-604-559-5063, FAX +1-604-559-5471

E-MAIL atomycanada@atomy.kr

JAPAN

Hamacho park side MIN Bldg. 2-47-3 Nihonbasi Hamacho
2-chome, Chuo-Ku, Tokyo, 103-0007 JAPAN

TEL +81-3-6806-8640, FAX +81-3-6806-8641

E-MAIL atomyjp@atomy.kr

TAIWAN

4F., No.473, Longde Road, Gushan District, Kaoshiung City
804, TAIWAN

TEL +886-800-586-685, FAX +886-7-586-8582

E-MAIL twatomy@twatomy.com.tw

SINGAPORE

1 Commonwealth Lane, #07-16, One Commonwealth,
149544 SINGAPORE

TEL +65-6659-2278, FAX +65-6659-2998

E-MAIL sg.atomy@atomy.com.sg

CAMBODIA

3rd Floor, P.G.C.T center, Street 274, Sangkat Tonle Bassac,

Khan Cham Karmon, Phnom Penh, CAMBODIA
TEL +855-23-922-111
E-MAIL atomy_kh@atomy.kr

PHILIPPINES

Unit 5007, 12th Floor, A Place Building, Coral Way Drive,
Mall Of Asia Complex, Central Business Park 1, Island A,
Pasay City, 1300 Metro Manila, PHILIPPINES

TEL +63-2-776-8177, FAX +63-2-776-8191

E-MAIL atomyph@atomy.kr

MALAYSIA

Level 18, Menara UMW, Jalan Puncak off Jalan P. Ramlee,
50250 Kuala Lumpur, MALAYSIA

TEL +603-2718-8989 (General) / +603-2718-8999
(Customer Service), FAX +603-2718-8988

E-MAIL info_my@atomy.kr

MEXICO

St. Niza 77, 8th Floor, Juarez, Cuauhtemoc, Mexico City, 06600

MEXICO
TEL +52-55-5086-2855/ 01-800-777-8580
E-MAIL atomymx@atomy.kr

THAILAND
75/32-33, Ocean Tower 2 Building, 20th Floor ,Soi Sukhumvit
19 (Watthana), Sukhumvit Road, Khwaeng Khlong Toei Nua,
Khet Watthana, Bangkok 10110 THAILAND

TEL +662-024-8924 to 28, FAX +662-024-8929

E-MAIL AtomyTH@atomy.kr

AUSTRALIA

Unit 25, 15 Ricketts Road Mount

Waverley VIC 3149 AUSTRALIA

TEL +61-3-9133-5100, FAX +61-3-9133-5199
E-MAIL info_au@atomy.com

INDONESIA

Gedung 18 Office Park Lt 21 Unit 21F JL. TB Simatupang
No. 18 Kel. Kebagusan, Kec. Pasar Minggu,

Kota Jakarta Selatan 12520 INDONESIA

TEL +62-21-2278-0232, FAX +62-21-2297-8341

E-MAIL atomy_id@atomy.kr

RUSSIA

7TH FLOOR, ULITSA OBRUCHEVA 23K3, MOSCOW, 117630
RUSSIA

TEL +7-495-189-7494

E-MAIL russia@atomy.kr



