DOs and DON'Ts
IN DIRECT SELLING

This is the summary of the key principles of the
Direct Selling Code protecting the Consumer
and Direet Seller. The Code is a measure of
self-regulation as developed by Seldia which all
Seldia members are obliged to follow.

The European
Direct Selling Association

Preamble

Seldia has adopted this Code of Conduct in order to ensure that the relationships between companies, direct
sellers and consumers are based on trust and fairness.

The provisions of the Code are not law but may go beyond the legislation in force. Seldia member companies are

obliged to adopt and enforce this Code of Conduct as a condition of admission and continuing membership of
Seldia.

28 national Direct Selling Associations in Europe are members of Seldia. FEach of them is committed to
incorporate the substance of the provisions of this Code into its own national code.

Any company which is @ member of one of those national Direct Selling Associations is committed to requiring
its direct sellers to follow the standards of the relevant national code and thus also the standards of the Seldia
Code of Conduct.
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From the beginning of the contact with a consumer, Direct sellers shall not abuse the trust of individual

direct sellers shall give consumer the information consumer: shall respect the lack of commercial
required by law (European Consumer Rights Directive). experience of consumers.
Direct Sellers shall not exploit a consumers age,

illness, mental or physical infirmity, credulity, lack of
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Any order shall be executed as quickly as possible, in
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Direct Sellers must not make contacts with consumers

the grounds that the products ordered are unavailable.

umer Redress
at times and in manners that are intrusive. sumers are granted with a mediation procedure
Direct Sellers shall take appropriate steps to ensure the which is free of charge in case of complaints unresolved

protection of all private information provided by actu: with a direct selling company.

or prospeclive customers.
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As a Direct Seller, I can expect:

@ Fair Recruiting

Companies and direct sellers shall not use misleading
deceptive or unfair recruiting practices in their
interaction with prospective or existing Direct Sellers.

@ Transparency

Information provided by the company to its direct
sellers and to prospective direct sellers concerning
the opportunity and related rights, obligations, typical
costs and expenses shall be accurate and complete.
Companies shall not present the advantages of the
selling opportunity to any prospective recruit in a false
or deceptive manner.

@ Realistic and accurate earnings

Companies and direct sellers shall not misrepresent
the actual or potential sales or earnings of their direct
sellers. Indications given to potential direct sellers as
to earning expectations shall be realistic and accurate.
Earning claims and all advantages of the business
opportunity must be factual and documented.

@ Reasonable fees

The initial investment of fee to enter the business
opportunity must be reasonable.

Companies shall prohibit Direct Sellers from marketing
or requiring the purchase by others of any materials
that are inconsistent with Company policies and
procedures

@ Respect of privacy

Companies and direct sellers shall contact direct sellers
only in a reasonable manner and during reasonable
hours while taking appropriate steps to ensure that all
private information is protected.

@ Right of withdrawal

The direct seller shall have a period of at least 14
calendar days in which to withdraw from his membership
agreement without penalty and without giving any
reason.

@ Buy back guarantee

When a Direct Seller stops his/her business, company
shall buy back all unsold bur saleable products
purchased by the direct seller within the previous
twelve months. The Direct Seller shall receive a
minimum of 90% of the purchase.

A company shall not require or encourage direct sellers
to purchase a product inventory in unreasonably large
amounts.

@ Education and Training

Companies shall provide adequate education and
training to enable direct sellers to operate ethically,
including information on the applicable codes of ethics
and on the market concerned and the product.
Trainings shall be conducted free of charge or at a
reasonable price.

National codes can be obtained from the following associations members of Seldia:
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Bulgaria
www.bdsa-bg.com
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France
www.fvd.fr
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Latvia
www.tta.lv

ACVD

Romania
www.acvd.ro
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The Netherlands
www.directeverkoop.nl/

Croatia
www.hudp.hr/
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Greece
Www.eseap.org.gr

A
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Lithuania
www.ltpa.lt/

Russia
www.rdsa.ru/
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Turkey
www.dsd.org.tr

Czech Republic
www.osobniprodej.cz
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Hungary
www.dsa.hu
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Luxembourg
www.avd.lu
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Slovakia
www.zpp.sk/
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Ukraine
www.udsa.org.ua/

Denmark
www.disafo.dk
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Ireland
www.dsai.ie/
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Norway
www.direktesalgsforbundet.no
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Slovenia
dsa.si/
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United Kingdom
dsa.org.uk

Estonia
www.edsa.ee/
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ltaly
www.avedisco.it/

PSSB
Poland
www.pssb.pl
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Spain

www.avd.es

Finland
www.asml.fi

IPYD

Portugal
www.ipvd.pt
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Sweden
www.directsellingsweden.se

The principles of the Codes outlined in this
leaflet are implemented in codes adopted by
each national Direct Selling Association and

integrate both these principles and specific

national requirements.
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The full text of Seldia’s European Codes
of Conduct is available from:

The European
Direct Selling Association

Avenue de Tervuren, 14
B-1040 Brussels-Belgium
Tel : +32 2 736 10 14
Fax : +32 3 736 34 97
seldia@seldia.eu

www.seldia.eu




