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DIRECT SELLING COMPANIES CODE OF
CONDUCT
TOWARDS DIRECT SELLERS, BETWEEN
DIRECT SELLERS
AND BETWEEN COMPANIES

A. GENERAL

A.a. Scope

Konexc moBemeHuss KOMIIAHMM IIPSIMBIX IIPOJAK
IJIs OTHOIIEHUM KOMIAHUN U IIPOJAaBIIOB HIPAMBIX
OpoJask, OTHOIITEHUH MEKOy ITPOJABIAMHU ITPSIMBIX
IPOIasK U OTHOLIEHUH Me:KTy KoMIaHmaMmu (masee

B TEKCTe yKomerc”) mpumHara JlaTBHiiCKOM
accorpamnyeil NOpAMBIX —IIPoJak, ABJISIONIENCA
uneHoM Seldia — Espomelickoil accormaiiumn

MPAMBIX IPOJAK, B COOTBETCTBUU C KBporeiicKkum
IJIA OTHOIIEHWY KOMIAHUI U IIPOJIaBIIOB IIPSIMBIX
Opoaask, OTHOIIIEHUN MesKJy IIPoIaBIIaMU IIPAMBIX
Opofask ¢ OTHOUIIEHUH MeXJy KOMIIaHUSIMU.
Komerc  ommcriBaer OTHOINIEHUS  MeXKIy
KOMIIAHUAMY TIPAMBIX IIPOJTA’K U IIPOIABIIAMU
OPSAMBIX IIPONAXK, MEXKIYy IIPOJABIIAMH IIPAMBIX
OPONAK W MEXKIy KOMOAHUAMHU IIPSAMBIX IIPOTAK.
Ilenamu komekca SABJISIOTCS 3allUTa IIPOIABIIOB
OPAMBIX IpoJasK, coJzieiicTBue YecTHOU
KOHKYPEeHITUHN B pamMEax CBOOOTHOTO
OpeaIpUHUMATEIbCTBA, JITUYHOE IIpeJcTaBIIeHUe
BO3MOYKHOCTH IIOJIyUYEeHUS JOX0Jla B UHAYCTPUU
MPAMBIX TPOJAXK U YJIyUIleHue OOIIeCTBEHHOTO
BOCIIPUATHUSA IIPAMBIX IIPOJAK, TIJIaBHAsS IIeJib
KOTOPBIX — IIpoJaBaTh KadyeCTBEHHBIE HIPOIYKTHI
IOTpeOUTEeIAM Ha  YeCTHBIX  YCJOBHUAX c
co0JII0IeHreM P aBHII.

A.b. O6BsicHeHHEe TEPMHUHOB

The Direct Selling Companies Code of Conduct
towards Direct Sellers, between Direct Sellers and
between Companies (hereinafter referred to as the
“Code”) is adopted by the Estonian Direct Selling
Association, which is a member of Seldia — the
European Direct Selling Association, following
European Direct Selling Code of Conduct towards
Direct Sellers, between Direct Sellers and between
Companies. The Code concerns the relations
between direct selling companies and direct
sellers, between direct sellers, and between direct
selling companies. The Code is aimed at the
protection of direct sellers, the promotion of fair
competition in the framework of free enterprise,
the ethical representation of the direct selling
industry's  earning  opportunity and  the
enhancement of the public image of direct selling,
which is to sell quality products on fair terms and
conditions to consumers.

A.b. Glossary of Terms

B aTom kozmexce:

1) mpamere mpomaskm — 03HAYAOT JIOO0H MeTosI
MPOJask, KOTOPBIA OCHOBLIBAETCS Ha TOM, YTO
IIPOJIaBell, Jajiee B TeKCTe — ,, IIPOJABEI IIPAMBIX
nponasx’, o0bSICHSIET WKW JeMOHCTPUPYET MPOIYKT
TIOTPEOUTEIIO 3a IIPeIeIaMU ITOMEITEHUN TeJI0BBIX
opraHu3aIiui.

2) moTpeburesss — mMOOOe (pU3MUecKoe JIMIIO,
KOTOpO€ IMPUOOPEJIO IPOAYKTHI C 1eJIbI0, KOTOpas He

CBsI3aHA C  OCYIIECTBJISAEMON UM  TOPTOBJIEH,
IIPEeIIPUHAMATEILCKOM IeATEJIbHOCTBIO U
npodeccueit;

3) EDSA — DcroHCKas acCOIMAIIAA IIPAMEIX

For the purposes of this Code:

(1) Direct selling means any selling method which
1s based on the explanation or demonstration of
products to a consumer by a salesperson,
hereinafter called ‘direct seller’, away from
business premises.

(2) Consumer means any natural person who buys
products for purposes which can be regarded as
outside his trade, business or profession.

(3) EDSA — Estonian Direct Selling Association is
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MPOJask SBJISIETCA HAIIMOHAJIBHON accoruarnueit
MPeIIPUATHHN IPAMBIX IPOJaK, KoTOpas
MIPEJICTABJISIeT B OCTOHMU WHAYCTPUIO IIPSIMBIX
MpoJask W KOTOpas SBJIsAeTca uieHoM Seldia —
Esporeiickoit accoruanuy mpsaMbIX TPOIAK;

4) KoMITaHHA — MI000€ TIPeIIPHUATHE , KOTOPOe
IIPOABUTAET HPOAYKIINIO, CBI3AHHYIO C TOBAPHBIMU
3HAKAMU, 3HAKAMHU OOCIIY KUBAHWS WJIN
AOeHTUQUIUPYIOMINMHA CHMBOJIAMHU, UCIIOIb3Y S
CHCTEMY PACIIPOCTPAHEHMs, OCHOBAHHYI0 Ha
OPSMBIX IIPONAYax, U gBJsoieecsa wieHoM EDSA;

5) cmcrema pAacopocTpaHeHHAT - Jiobast
OpTaHU3AIUA WA METOJI, KOTOPBIN pa3padboTaH i
IIPOABUMKEHUA IIPOYKTOB;

6) mpomaBer IpAMBIX IPOJANK — JII000e (PU3mIecKoe
WU I0PUIUYECKOe JIUII0, KOTOPOE SIBJIAETCS YJIEHOM
CHCTEMBI PpACIIPOCTPAHEHHUS KOMIIAHUM MIPAMBIX
MIPOJIAY U KOTOPOE TOPTryeT IIPOIAYKTAMHU KOMITAHUH,
CIIOCOOCTBYET TOPIOBJIE WJIA OKA3BIBAET IOIEPIKKY
B TOProOBJIe IPOAYKIIMK KOMIIAHWHU 34 IIpeIeiaMu
paboumx IOMeIIeHnd IpennpusTus; lIpomaserr
IIPSIMBIX IIPOJAK MOJKET MMETh IIpaBo
PEeKpyTHUPOBATh  JPYTHX  IIPONABIIOB  IPSAMBIX
mpomask. IlpomaBserr MpAMBIX MPOOASK MOMKET
SIBJIATBCS ~ HE3aBUCHUMBIM  TOPTOBBIM  areHTOM,
HEe3aBUCUMBIM MOAPSATIUKOM, HEe3aBUCUMBIM
OUJIEPOM WJIM ITUCTPUOBIOTOPOM, padOTAIIIMM II0
HAWMy WJIA CAMO3AHATHIM IIPEICTABUTEJIEM WJIU
MHBIM II0J00HO0T0 poaa mnpeacrasureaeM Kommanmu

7) qoxomEl — JIOOBle JOXONBI, KOTOPHIE IIOJIYYI
npsMmoii  mpogasern. JloxogamMm  MOTYyT  OBITH
KOMHCCHOHHBIE  ILJIATBI, TOPTOBHEIE  HAIIEHKH,
pasoBhBle BBIILIATHEI, IOILIATHEI, BO3HATPAYMKIEHU,
OOHYCHI MJIM JOXOObLI B IPYTUX BUIAX;

8) mpogyrr — mIO60H ~ MAaTepHATLHEIH  HJIH
HeMaTepUaJbHBIM TOBAp WM YycCJIyra, KoTopasd
Ipe HAa3HaYeHAa I IIPOIAsKH ITOTPeOUTe IsIM;

9) MaTepHaT IOQTEP:RKH IIPEIpPHHHMATEIbCKOH
JeATeJIEHOCTH — 000 TOBAp WUJIN YCJIyra, KOoTopas
paspaboraHa [Jis IIOMOIIM IIPOJABIIAM IIPSAMBIX
IPOJAYX M PAa3BHUTHUSA HX IIPEeIIPHUHAMATEILCKOMN
IeATeJIbHOCTH, KOTOPAas:

a) mpegHA3HAYEHA I TPOJANKK  IPIMBIM
IIPOJABIIAM WJIM IIPEIOCTABICHA UM OECILIATHO U

b) He mpegHasHavYeHa ISt epPernpogakn
IIOTPEOUTEIIAM;

10) Bszroc

a) 000 ILTATeX B JeHEeKHOM BEIPAKeHNH UJTH

b) mo6oit mIaTesx OIA TPHOOpPETeHHA MATepHAJIOB
TIOJTEPIKKN TPEIIPUHUMATEIBCKOM 1eITeTbHOCTH;
ecIM 9TH IIJIATEKW HEOOXOIUMO OCYIIECTBJIATH

national association of direct selling companies
which represents the direct selling industry in
Estonia and which is a member of Seldia—the
European Direct Selling Association.

(4) Company means any business entity which
markets products associated with its trademark or
service mark or identifying symbol through a
distribution system based on direct selling and
which is a member of EDSA.

(5) Distribution system means any organisation
and methods designed for the marketing of
products.

(6) Direct seller means any natural or legal person
who is member of the distribution system of a
direct selling company and who sells, facilitates or
assists in the sale of products of that company
away from business premises. Direct sellers’ may
be entitled to recruit other Direct Sellers. A Direct
Seller may be an independent commercial agent,
independent contractor, independent dealer or
distributor, employed or self- employed
representative, or any other similar sales
representative of a Company.

(7) Earnings means any income achieved by a
direct seller. Earnings may be in the form of
commissions, trade margins, fixed payments,
overrides, rewards, bonuses or in other forms.

(8) Product means any good, tangible or intangible,
or service intended for sale to consumers.

(9) Business aid means any good or service which
is designed to help direct sellers to conduct and
develop their business and which 1is:

(a) intended for sale to direct sellers or provided
free of charge to them; and

(b) not intended for resale to consumers.

(10) Fee means:

(a) any payment of cash; or

(b) any payment for the purchase of business aids;
where this payment is required from a direct seller
when he enters the distribution system of a direct
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IPOINABIly IIPAMBIX IIPOOAYK [JISI BCTYIJIEHUS B
CHCTEMY DpPAaCIPOCTPAHEHUsA KOMIIAHUUW NIPAMBIX
Ipomask , WJIM IOBTOPATH IIEePUOSUYECKH Kak
YCJIOBUE IJIsI HOAJEP:KAHUSA NeATEeJIbHOCTH B 3TOU
CHCTEeMe pacCIIpOCTpaHEeHUd;

11) Perpyrupopamme — mobad IeaTeIbHOCTD,
KOTOpas OCYIIECTBJIAETCA C IIeJIbI0 IIpeJIosKeHUsd
JUILY BO3MOYKHOCTU CTaTh  IIPOJABIIOM IIPSAMBIX
IIPOJAK;

12) agmuHHCTPATOP KOJEKca — He3aBUCUMOE JIUIIO
WIN yupeskaeHne, kotopoe HasHaueno EDSA mas
HaOJIIOIeHNd 34 TeM, KaKk KoMOaHuu-4wieHsl EDSA
cobmomator komexc EDSA, m nmis paccmorpeHums
3KaJI00 B COOTBETCTBUU C KOJIEKCOM.

A.c. Komnauuu

selling company or, on a periodic basis, as a
condition for continued participation in that
distribution system.

(11) Recruiting means any activity conducted for
the purpose of offering a person the opportunity
to become a direct seller.

(12) Code administrator means an independent
person or body appointed by EDSA to monitor
member companies’ observance of the EDSA Code
and to resolve complaints under the Code.

A.c. Companies

Kasxnoit OpTraHMU3AINN"yIACTHHUIIE EDSA
HeOo0XOIMMO YYHUTHIBATH KOIEKC OJIA TOTO, UTOOBI
OHAa MpHUHAIAA Ha ceba 0043aHHOCTM M MOIJIa

mpomokaTh  yuactme B EDSA. Kammoi
opranusanun-ydacrauie EDSA crenyer mybimaso
HONYyJIAPU3UPOBATh cBoe ydactre B EDSA mu
KOJIEKC.

A.d. ITponasItal IpAMEIX IPOTAK

Every EDSA member company pledges to abide by
the Code as a condition of admission and
continuing membership in the EDSA. Every EDSA
member company shall be required to promote to
the public its EDSA affiliation and this Code.

A.d. Direct Sellers

Direct sellers are not bound directly by the Code,
but shall be required by their companies to adhere
to i1t or to rules of conduct meeting its standard as
a condition of membership in the companies’
distribution systems.

A.e. Self-regulation

IIpomaBupsl ImpAMBIX  IPOJAXK HANPAMY He
CBA3AHBL 0043aTeJILCTBAMM IO  KOIEKCYy, HO
KOMIIaHMHU 00sI3aHBI TPeOOBATH OT HUX COOJIIONEHMS
KOJeKca Win IPaBUJI IOBeleHNU,
COOTBETCTBYIOIIMX  TPeOOBAHMAM  KOIEKCa B
KA4ecTBE yCJIOBUS MX y4acTHWs B CHCTEMe
IUCTPUOYIINH KOMIIAHWH.

A.e. CamoympaBieHme

Komexec  aBaserca  Mepoll  caMoyIpaBIeHHS

OTHOCHUTEJILHO OTpacjy OpAMBIX Ipomazk. OH He
SABJISETCS 3aKOHOM, M OIpeJejieHHble B HEM
00s13aTeIbCTBA MOTYT 3aIIPAllliBATL TAKOM YPOBEHD
OTHYECKOr0 IIOBEIEHMsI, KOTOPBIM IIPEBBIIIAET
orrpeneieHHEIE 3aKOHOM TpeboBaHMUS. Ero
HecoOJIIIeHne He BBLI3BIBAET KaKy0—1100
rPasKIaHCKO—IIPABOBYI0  OTBETCTBEHHOCTH. Ilpm
nmpexpamennn yuyactus B KDSA, kommanust 6osee
He CBs3aHa KOJEKCOM, B TO BpeMs KaK IIPaBHJIA
OCTAIOTCA IMPUMEHSEeMBIMH K COOBITHSAM  HJIN
COeJKaM, KOTOphIe MOABHJIMCH BO BpeMs, KOIIa
KOMIIaHUSA SBJgaack wienom EDSA.

A.f. HanmonasmmHOE 3aK0HOIATEIILCTBO

The Code is a measure of self-regulation by the
direct selling industry. It is not a law, and its
obligations may require a level of ethical behaviour
which exceeds existing legal requirements. Non-
observance does not create any civil law
responsibility. With termination of its membership
in the EDSA, a company is no longer bound by the
Code, the provisions of which remain applicable to
events or transactions occurring during the time a
company was a member of the EDSA.

A.f. National Law

C‘H/IT&BTCFI, YTO KOMIIAHHHW W IIPOJABIIBI ITPAMBIX
IIpogax COGJIIO,Z[&IOT Tpe6OBaHI/I$[ 3aKOHa, U I103TOMY
HO,HQRC He BOCITPOM3BOAUT 3THU Tpe6OBaHI/IH.

Companies and direct sellers are presumed to
comply with the requirements of law and therefore
the Code does not restate all legal obligations.
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A.g. CrarmapTs

A.g. Standards

B komekc BRKIIIOUEHBI CTAHZAPTHL OTHYECKOIO
MHOBENeHN IJIS KOMIIAHWN M IIPOIABIIOB HPSIMBIX
mpomasxk. Komekc sxesaTesIbHO MCIOJIB30BATH KAK
CBHUJIETEJIBCTBO HAJIMYHS OTPACIEBOTO CTAHIAPTA.

A.h. DkcreppuropranbHOE meiicTBHe

The Code contains standards of ethical behaviour
for direct selling companies and direct sellers.

It is recommended that the Code be used as
evidence of industry standards.

A.h. Territorial Application

EDSA 3zaasidger, 4To OJId KaIOro ee dJIeHa
YCJIOBHEM [Jis BCTYILICHHUS MW  IIOCJEHYIOIIETo
yuactugs B EDSA  saBisierca  cooTBeTCTBHE
Espomneiickomy Komerxcy Ilpameix Ilpomamx =B
OTHOIITEHUM WX AKTUBHOCTEN B IMPSAMBIX IIPOIAsKaX
BHE CTPAHBLI WX HAXOMKICHUS, €CJIU TOJIBKO TaKas
CTpaHa He HAXOAUTCS IIOJ JEeHCTBHUEM IpPYIroro
KoJleKca MOPAMBIX ITPOJAK JPYTroM HAITMOHAJbHOM
Accormmarun [Ipamerx I[Ipomasx, adduauposarHoit
¢ Seldia, 4JI€HOM KOTOPOM SABJISIETCA KOMIIAHMS.

B cayuae, ecnm KOMIIAHMSA CTAHET IIPEIMETOM
paccmoTpeHus kajo0el HA Hapyirenwe Homexca B
cTpaHe, B KOTOPOM OHA HE SABJIACTCI UJIEHOM
ACCOLMAIINY, KOMIIAHUSA JOJIKHA IIOJUYMHUATHCS
opucaukIuy Agvuancrparopa Komexca B pomHoi
crpae (mam, ecom oOHA He gBIAETCA UJIEHOM
aCCOIMAIIMY B POSHOMN CTpaHe, TO B JIIOOOM IPYyTOH,
B KOTOPOH OHA SBJIAETCA TAKOBEIM), W JOJIKHA
HECTH Pa3yMHBIE PACXOIbI, CBA3aHHBIE ¢ paboToi
Anvunancrpatopa Komekca B pommoil crpaHe 110
paaperenuo xagobsl. Bosee Toro, AnMuamHCTpaTOP
Komexca B pommoir cTpame wmMMeeT IIPaBo
KOOPIWHMPOBATL  PACCMOTPEHHE  SKAJOOBI ¢
Anvuancrpatopom  Konmercalupm  Hammumm) B
cTpase, OTKyIa IIPOM3OIILIA skasoba,
PYKOBOJCTBYSICb IIPHU PACCMOTPEHHUHM , B TOPSAIKE
mpuopurera, (1) crammatamm Komekca cTpaHEbI, B
KOTOpOIl cmemaHa kanoba, (i) crammapramu
Komexca pommoit crpamsr, um (iii), Kax MHHHUMYM,
cragmaptoMm Esponeiickoro Kogekca Ortuxn.

B. [OBEJEHUE II0 OTHOIEHUWIO K
TIPSIMEBIM ITPOJIABITAM

B.a. CooTBeTcTBHE IIPOSABITOB IPAMBIX IIPOIAK

EDSA pledges that it will require each member as
a condition of admission and continuing
membership in the EDSA to comply with the
European Codes of Conduct for Direct Selling with
regard to direct selling activities outside its home
country, unless those activities are under the
jurisdiction of Codes of Conduct of another
country’s Seldia - affiliated DSA to which the
member also belongs.

Should a company be subject of a Code Complaint
in a country in which it is not a member, the
company must accept jurisdiction of the Code
Administrator in its home country (or if the
company is not a member in its home country, any
country in which it is a DSA member), and shall
bear reasonable costs incurred by the home
country Code Administrator associated with
resolution of the Complaint. Moreover, the Code
Administrator of the home country may coordinate
with the Code Administrator (if one exists) of the
complainant’s country and, in evaluating the
alleged Code Complaint, apply, in order of priority,
(i) the standards of the Code of Ethics in the
country in which the complaint is filed, or, (ii)the
standards of the Code of Ethics in the subject
company’s home country, or (iii) at a minimum, the
standards set forth in the European Code of
Ethics.

B. CONDUCT TOWARDS DIRECT SELLERS

B.a. Direct Sellers’ Compliance

Kommannm 00s43aHBI [0BeCTH 10 BCeX IIPOIAABIIOB
OpsSMBIX Ipogask TpeboBanua Komexca u TpedoBaTh
OT CBOM IIPOJABIOB IPAMBIX IPOJAK, B KAUECTBE
YCJIOBUS HX UWJIEHCTBA B CHCTEMe OUCTPHUOYIIUH,
cobmomenns Ttpeboammit Komexca wunam mpaBui
KOMIIAHWH, COOTBETCTBYIOIIUX CTaHApPTAM
Konexca.

B.b. PexpyTmsmn

Companies shall communicate the contents of the
Code to all direct sellers and require their direct
sellers, as a condition of membership in the
Companies’ distribution systems, to comply with
the Code or with rules of conduct which meet its
standards.

B.b. Recruiting

Kommasnu wu IIPOJABIIBI IIPAMBIX IIPOOAM B
OTHOIIEHUAX C BO3MOXHBIMH HNJIN HACTOAIITHMMHN

Companies and direct sellers shall not use
misleading deceptive or unfair recruiting practices
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MIPOJABIIAMH He  HCIIOJIb3YIOT
3a0yKIeHTe uim
IIPUBJIEYEHUS KJIINEHTOB.

BBOJANIYI0O B
HEYeCTHYIO OPAKTUKY

B.c. HNudopmariusa
IesTeIbHOCTH

IpeIIIpPUHEAMATEILCKOM

in their interaction with prospective or existing
Direct Sellers.

B.c. Business Information

Nudopmarius, KOTOPYI KOMITAHUS IIPEI0CTABIISIET
OpoIaBIlaM HOPSAMBIX HOPOJask U  BO3MOYKHBIM
OpOaBIlaM HPSIMBIX TIPOJAMK O BO3MOYKHOCTH U
CBSI3AHHBIX C Hel mpaBaxX, OO0S3aHHOCTAX U
XapaKTepHBIX Pacxoax M BBIILJIATAX, JOJIKHA OBITH
TOYHOU ©  moJiHOM. MAapKeTHWHTOBBIN  IIJIaH
KOMIIAHWU JOJPKeH OBITh IIpo3padeH, SICeH U He
BBOOUTH B 3a0iysknenme. Kommamwms He mesaior

BO3MOYKHBIM IpoaaBIlaM IPSMBIX mpogask
3asBJICHUN, KOTOpPEIE He MOTYT OBITH
TIOATBEPSKIAEHBI, U He JaloT HEeBBIIOJIHUMEBIX

obemannii. KoMmauny HUKOrma He IIpenCcTABIISAIOT
BO3MOKHBIM IIPOJABIIAM IIPAMBIX IIPOJAK
IIPEeNMYIIEeCTBA IPSAMBIX HPONAX B JIOMKHOM HJIN
BBOJAINEM B 3a0JIy:RIeHIE BUIE.

B.d. oxons 1 oTueTH

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. The company’s marketing plan shall be
transparent, understandable and not misleading.
Companies shall not make any factual
representation to a prospective recruit which
cannot be verified or make any promise which
cannot be fulfilled. Companies shall not present
the advantages of the selling opportunity to any
prospective recruit in a false or deceptive manner.

B.d. Earnings and Accounts

Ilepuonmueckn KoMmauuy 00A3aHBI IIPEIOCTABIIATD
OpOIaBIIAM IIPSIMBIX ITIPOJIAK OTUYETHI KacaTeJIbHO
IPOTaK, TIOKYTIOK, nerajien JIOXOJIOB,
KOMUCCUOHHBIX, OOHYCOB, CKUJIOK, IOCTABOK, OTMEH
3aKa30B ® JPYTUX CBA3aHHBIX JAHHBIX, B
COOTBETCTBUU c JOTOBOPEHHOCTBIO MeXKIy
KOMIIaHWEeH ¥ IIPOJAaBIIOM MPAMBIX IIpogask. Bce
BBHITJIATHI U YAEPKAHUS TOJIKHBI OCYIIECTBIISTHCI B

KOMMEpPUYECKH pPa3yMHOM MaHepe B paMKax
HAIIMOHAJIBHOI0 3aKOHOIATEIBCTBA.

3apaboTkX MPOTaBIA IIPAMBIX IIPOAK TOJISKHEI
OBITH OOOCHOBAHBI IIPOIAMKEHN IIPOAYKTOB B YCJIYT
morpeburesiaM. 3apaboTKM IIPOAABIIA  IIPAMBIX
MpoJask  MOTYT 0asWpoBaThCs  HA  JIMYHOM
MOTPeOJIeHUH M IIPOAAKAX MPOIAABIA IIPAMBIX

IIpogaK 1 ero HUKECTOAIeH OopraHu3alm.

IIpomaBenr mpAMBIX Ipofask He HOJMKEH HNMeThb
3apaboTka Ha OCHOBAHUN IpPUBJICYCHUI
(pexpyTHHTa) HOBEIX IIPOIABIIOB IIPAMEIX IIPOJAK B
OpraHu3aITno. Xora KOMIIaHUS MOKeM
IPEeIOCTABJIATh MUHHUMAJIBHOE IIOOMIPEeHNE 34 9TO B
paMKax HAIIMOHAJILHOTO 3aKOHOIATEILCTBA.

B.e. BaaBiennsa o moxomax

Companies shall provide Direct Sellers with
periodic accounts concerning, as applicable, sales,
purchases, details of earnings, commissions,
bonuses, discounts, deliveries, cancellations and
other relevant data, in accordance with the
company’s arrangement with the Direct Sellers.
All monies due shall be paid and any withholdings
made in a commercially reasonable manner
according to applicable national legislation.

Earnings paid to Direct Sellers shall derive from
sales of products or services to consumers.
Earnings of Direct Sellers may be based on the
sales and personal consumption by the Direct
Sellers and their downlines.

Direct Sellers shall not receive earnings for
recruiting other Direct Sellers into a sales system,
except that companies may provide Direct Sellers
with minimal incentives which are in accordance
with national law.

B.e. Earnings Claims

1. Kommauun m Ilpomasier Ilpameix Ilpomas me
JIOJIKEBL HEKOPPEKTHO MHTEPIPETUPOBATE
CYIIECTBYOIINE U IIOTEHIINAIbHEIE 00bEeMBI IIPOIAK
MX IPOJABIIOB IPSIMBIX IPOTAK.

2. IlpencraBimenuss o 3apaborkax u obBeMax

1. Companies and Direct Sellers shall not
misrepresent the actual or potential sales or
earnings of their Direct Sellers.

2. Earnings representations and sales figures must
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MIPOIAYK TOJIFKHBI OBITh:
(a) pPAaBIUBLIMH, AKKYPATHBIMH, u
IIpPeICTABJICHHLEIMAU B (opme, He BBOIOAIIEH B
3a0iy:xoenmne, 1
) OCHOBAHHBIMHU
000CHOBAHHBIX daxrax,
KOHKPETHOMY PBHIHKY.
3. ITlorennuanbHble IPOMABIIEI IIPAMBIX IIPOJANK
JOJIYKHBL OBITH IPOMH(OPMUPOBAHEL O TOM, UTO

(a) peasbHBIe 3apabOTKH M 00BEMBI IIPOTAK
OTJIMYAIOTCA OT YEJI0BEKA K YEJIOBEKY M 3aBUCSIT OT
HABLIKOB IIPOJABIA, MOTPAYEHHBIX BpPEMEHH U
YCUJINAHI U OT APYTUX (PaKTOPOB, 1

(b) DO'KHBI HOJIYYUTH AOCTATOUHO HMHGMOPMAIINH
IS PA3yMHOM OLIEHKM BO3MOXKHOCTEH IIOIyYeHUs
Joxosa.

Ha JOKYMEHTAJbHO

OTHOCSIIITIXCSI K

B.f. OtHOomeEma

be:
(a) truthful, accurate, and presented in a manner
that is not false, deceptive or misleading, and
(b) based upon documented and substantiated facts
in the relevant market.
3. Potential direct sellers’ must

(a) be informed that actual earnings and sales
will vary from person to person and will depend
upon the skills of the seller, the time and effort put
in and other factors and;

b) be provided with sufficient information to
enable a reasonable evaluation of the opportunity
to earn income.

B.f. Relationship

B Havame [gesresibHOCTH IIPOZABIIA  IIPSIMBIX
OpONAa’s KOMIAHWHK BBIOAIOT €My NIHCHMEHHBIN
JIOTOBOP, KOTOPBIM IIOMIIMCHIBAIOT KAK KOMIIAHMSI,
TaKk W IIPOJaBel IIPSIMBIX OpoOasK, WJIA
IUCHPMEHHBIM akKT. B IIMChMEHHOM [OOrOBOpe WK
aKTe JOJIPKHA OBITh BKJIIOYEHA BCS CYIIECTBEHHAS
uHdoOpMAaITKsd, CBI3aHHAS C OTHOIIEHUSIMU MEKITY

OPONABIIOM IPAMBIX [poJask ¥ KOMIIaHHWEMH.
Kommauwy wHQOpMUPYIOT IIPOIABIIOR IPSAMBIX
mpomask 00 WX  ONpeIeSIeHHBIX  3aKOHOM

00sI3aHHOCTSIX, B TOM YHCJIE, O BCEX MPUMEHSIEMBIX
JIUTEH3UIX, PETUCTPAIIUSIX U HAJIOTaX.

Kommanumr w mpomaBIbl MOPSMBIX IIPOJAYM He
JOJLKHBI  3JIOYHOTPEOJIATh  yacTHOUM  cdepoit
IPOJIAaBIla, COIMAJIFHOM, HWHTEJLIEKTYaJ bHON Wn
9MOITMOHAJIEHOM YyBCTBUTEJILHOCTBIO, u
MI0JTb30BATHCS UMM,

B.g. ITnatu

Companies shall give to the direct seller, at the
start of his activities, a written agreement, signed
by both the company and the direct seller, or a
written statement. The written agreement or
statement shall contain all essential details of the
relationship between the direct seller and the
company. Companies shall inform their direct
sellers of their legal obligations, including any
applicable licenses, registrations and taxes.
Companies and direct sellers shall not misuse a
direct seller’s private sphere, social, intellectual or
emotional sensitivities resulting in exploitation.

B.g. Fees

Kommaumnu u mpomasifer
JOJLKHBI  TpeboBaTh OT  JIEUCTBYIOIIUX  WJIU
TOTEHIIHNAJBHBIX  IIPOJABIIOB IIPSAMBIX  ITPOJAMK
IJIATUTL  IIPEBBINIAIONINE pa3yMHBIe IIpeesibl
B3HOCBHI, TAKWE KAaK: BCTYIHUTEJbHBIE, (QpaHIITHU3Y,
mwiIaTy 3a peKJaMHBle MaTepuajJbl WA 34
TOJJIEPIKKY ITPOJIasK, MM JIPyrUe IIJIaThl, KOTOPhIE
CBSI3aHBI HCKJIIOUUTEJILHO € IIPaBOM HIPUHUMATH
yJdacTue B JesITeJIbHOCTH KOMITaHUH.

OpAMBIX IIpoJask He

Hu omma xommamwsi He wmmeeT mpaBa TpebOBATH
IpHUOOpPEeTEeHNs MPOAYKTA KAK YCJIOBUS BCTYILICHIS
B CHCTeMY JHCTPUOYIIMU, 34 HCKJIIYEeHUEM
BRJIIOUEHHOTO B CTAPTOBBIN HAOOP.

TlocraBra mepudepuMHBIX KM BCIIOMOTATEJIBHBIX
OPOAYKTOB WU YCJIYr He JO0JIKHA SBJISATHCS
IEHTPOM ITOJIYYEeHUS MPUOBLIN JJIA KOMIAHUH HJIN
IPSIMOTO IIPOJIABIIA.

Companies and direct sellers shall not require
Direct Sellers or prospective Direct Sellers to pay
more than reasonable fees for any of the following:
entrance fees, franchise fees, fees for promotional
materials and for sales aids or other fees related
solely to the right to participate in the company’s
business.

No company shall require product purchases as
part of the application process unless included in
the starter kit. Any fees charged to become a
Direct Seller shall relate directly to the value of
the materials, products or services provide in
return.
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JIobas mrara, KOoTopas OCYIIECTBJISIETCS IJIS TOTO,
YTOOBI CTATh IIPOAABIIOM IIPAMBIX IIPOIASK, OJIKHA
OBITH HEIIOCPENCTBEHHO CBA3AaHA CO CTOMMOCTBIO
IIOJIyYaeMbIX MATEPUAJIOB, IPOAYKTOB HUJIN YCJIIYT.
JIroOble TpeOyemble B3HOCHI, YCTAHOBJICEHHEIE IJIS
TOr0 YTOOBI CTATH WJIK COXPAHUTH CTATYC IPOIABIIA
IpAMBIX  IPOJA’,  BKJIOYAss  00sg3aTeIbHEIE
JIOITOJIHUTEJIbHBIE YCJIyTH, IIpeIoCcTaBJIIeMbIe
KoMIaHuel (Takme Kak OH-JaffH TPEHUHT,
WHTEPHET PeIIe s IJIS 9JIEKTPOHHOM KOMMEPIIHH,
pacxomsl Ha  JIOTABKy) JOJKHBI  IIOJTHOCTBIO
HOJIesKaTh  BO3MeNeHHI0 (32  HCKIIIOYeHHeM
KOMMCCHH, TOJYYEHHON IIPOJABIIOM  IIPAMBIX
IPOIasK) B CIydae, eCiId IPOoIaBel] IPSIMBIX IPOIAsK
ImpeKpamaer pabory gucTpuOyTopoM B TeueHne 30
OHEH IIocjie OCYIIEeCTBJICHMS ILIaTekKa. B3HOCHI,
MOJIEKAIIe  BO3MEINEHUI0, OTPAHMYEHBl TeMU
B3HOCAMHU, KOTOpble BHeceHbI B 30 mHEW 1o
pellleHus: IIPOHaBIla IIPAMBIX MPONAMK IIePecTaTb
OBITH TUCTPHUOYTOPOM.

Komuccnonnsie co BCTYIINTEJIbHBIX HJIN YJIEHCKHUX
B3HOCOB IIPOJABIIOB IIPAMBIX IIPOHAYK HaAXOJATCA

II0aQ 3aIrpeToOM.

B.g. VBamenue npusaTHOCTH

Any required fees charged to become or remain a
Direct Seller including any required additional
service offered by the company (e.g. on-line
training, eCommerce or other internet solutions,
shipment costs) shall be fully refundable (less any
commission earned by the Direct Seller) in the
event the Direct Seller terminates his/her
distributorship within 30 days of payment. The
refundable fees are limited to those paid by the
Direct Seller in the 30 days prior to the distributor
termination.

Any commissions paid on fees charged to become
or stay a Direct Seller, which are, in effect,
remuneration for recruiting Direct Sellers into a
sales system, shall be prohibited.

B.g. Respect of Privacy

Kommauwy u mpomaBIfel IIPSAMBIX ITPOIAK JOJISKHEI
KOHTAKTHUPOBATH C IIPOJABIAMH IIPAMBIX IIPOTAK
TOJIBKO B Pa3yMHBIX IIpefejlaXx W B pasyMHOe

BpeMs, UTOOBl u30esKaTh HABA3YMBOCTU, U
cobJrronas COOTBETCTBYIOIIEE HAIIAOHAJILHOE
3aKO0HOIATEJILCTBO, ecan OHO IIPUMEHHMO.

TIpomaBIfel MPAMBIX TTPOAAYMK M KOMIIAHUH JIOJIKHBI
MIPUHUMATD HaJJIeKaIle Mephl AJIs 00ecruevueHus
3aluThL BCEN YaCTHOU uHpOPMATIUH,
IPeI0CTABJIEHHON MOTpeduTeseM, ITOTeHIUATIBHBIM
oTpeduTeIeM, UITH IIPOTABIIOM IIPSAMBIX TTPOIAK.

B.h. OTcyTcTBUE THCKPpAMUHAIINH

Companies and direct sellers shall contact with
direct sellers only in a reasonable manner and
during reasonable hours to avoid intrusiveness,
and following the relevant national legislation if it
1s applicable. Direct sellers and companies shall
take appropriate steps to ensure the protection of
all private information provided by a consumer, a
potential consumer, or a direct seller.

B.h Non-discrimination

Busnec-Bo3amMokHOCT ~ KOMIAHUHA OTKPBITHI
HOTEHI[UAIbHEIM aucTpuOyTOpam 0e3
JUCKPUMUWHAIIUY B OTHOIIIEHUH PACHI, ITHUYECKOM
IPUHAIJIEKHOCTH, TPUHAIJIEIKHOCTH K
PeJIUTHO3HOU WM  JYyXOBHOM  Tpyllle  WJIH

IIPUBEPIKEHHOCTH OIIpeaeJIEHHBIM IIOJIMTHYEeCKUM
B3TJIAOAaM. KOMHaHI/II/I JOJIXKHBI BOCIIPEIIaTh B
OHCHEMEHHOM BHAe J000e CcMellleHue Om3Heca C
OTHUM K3 II€PEYNCIICHHBIX BEIIIEC aCII€KTOB ‘IaCTHOfI
KU3HU.

B.i Hamumuas s3axynka » OOpaTHBIA BHKYII
IIPOAYKITHH

Business opportunities of companies are open to
prospective distributors without discrimination of
gender, race, ethnic group, group of religious or
spiritual  significance, or political opinion.
Companies shall prohibit in writing any kind of
mix between the business and one or more
aforementioned elements of private life.

B.i Inventory Loading and Repurchase

Kommnauuwm He mokHBI TpebOBATH WM IIOOMIPSATH
IIpomagios Ilpsmerx Ilpomask mpuoOperaTh 3amac

Companies shall not require or encourage Direct
Sellers to purchase Product inventory in
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OPOAYKTOB IIPEBBIIIAIOIINN pa3yMHbIe IIpeJIeJIbL.
KoMmamuwu fo/eHBI IpeNIpUHUMATEH SICHBIE U

pasyMHBIE IIark C I[eJbl0 yOeOWThCS, YTO
IlpomaBuer  Ilpamerx  Ilpomask, mosyuarorrue
BRIIJIATBEL 34  IIPONAYKH KX  HUMKECTOSAIIEeH
OpPraHU3alNK, IIOTPEOJISIIOT JK00 IIePeIrpomaroT

IIPOIAYKT, SIBJISIOIIMUCA KBAJIAQPUKAITMOHHBIM JIJIS
TOJIYYeHUS BBHITIJIATHI.

Ecim npm mpexpamieHny B3aWMOOTHOIIEHHHR C
OPOTABIIOM MPSAMBIX IIPOJIAK KOMIIAHUSA II0JIyYaeT
TAaKOM 3aIIpoc, KOMITAHUSA 00s13aHA BBIKYIIUTL BECh
HENpPOJIAaHHBIA U MOJJIEKAIINN ITPOJake TOBAPHBIHN
3armac, HOPOMOIIMOHHBEIE ¥  BCIOMOTATEJbHBIE
Marepuas bl u  HaOOpBI, NIPHOOpPETEeHHLIE B
OpEeNIIecTBOBABININE  JBEHAJIIATh  MECSIEeB U
BO3MECTHUTL IIPOJABILy IIPAMBIX MPOJAX  HUX
CTOMMOCTB, 34 BBIUYETOM PAaCXOJ0B Ha JOCTABKY
OPOJAaBILy IIPSIMBIX IIPOJIAK, COCTABJIAIOIINX  He
Obosee 10% 1ewpl MOKyIKH. HomIammsa Takike
MOKeT BBIUECTH BBHITLJIATHI, ITOJIyIYeHHBIE ITPOJABIIOM
OpSAMBIX  IIPOJIA’K, OCHOBAHHBIE Ha  IIOKYIIKe
BBIKyITaemMoro TtoBapa. llommTuka  obGpaTHOro
BBIKYIIA TOBAPHBLIX 34IIaCOB JIOJIXKHA OBITH YETKO
0003HaYeHA IIPOJaBIaM IIPAMBIX IIPOIANK.

TpeboBaHwe WM CTUMYJIUPOBAHUE CO CTOPOHBI
KOMIIaHUW WJIU TIPOJIaBIla 3aKyIIKU He3aBUCUMBIM
IPONABIIOM HPSAMBIX MIPOJAK HEOIPABIAHHBIX
TOBapPHBIX 3amacoB uim BCIIOMOTATEJIbHBIX
MaTeprasoB CcJegyeT CUUTAThb HEYEeCTHBIM U
BBOJIAIIMM B 320 Iy K IeHUE.

B.1. O6pazoBanue u 0byueHME

unreasonably large amounts. Companies shall take
clear and reasonable steps to ensure that Direct
Sellers who are receiving compensation for
downline sales volume are either consuming or
reselling the Products they purchase in order to
qualify to receive compensation.

If requested upon cessation of a Direct Seller’s
relationship with a Company, Companies shall buy
back any unsold, re-saleable Product inventory,
promotional material, sales aids and Kkits,
purchased within the previous twelve months and
refund the Direct Seller’s original cost, less a
handling charge to the Direct Seller of up to 10% of
the net purchase price. The Company may also
deduct the cost of any benefit received by the
Direct Seller based on the original purchase of the
returned goods. This inventory repurchase policy
must be clearly communicated to Direct Sellers.

It shall be considered an unfair and deceptive
recruiting practice for a company or salesperson to
require or encourage an independent salesperson
to purchase unreasonable amounts of inventory or
sales aids.

B.j. Education and Training

Kommauwu obecrednBaioT MIPOMABIOB  IIPSAMBIX
MMpOJask  COOTBETCTBYIOIUM  00pasoBaHWEM U
obydeHMeM IJIs TOro, YTOOBI OHM MOIJIM Pab0TATh
9TMYHO, B TOM ducjae wuHDOpPMAIUEH O
IIPUMEHSIEeMOM KOJEKCe OTHUKH, COOTBETCTBYIOIIEM
poiHKe u 1mpoaykrax. OOydenme MoeT OBITH
IIPEJOCTABJIEHO HA TPEHWHTAaX, B BUJIE TUCHhMEHHBIX
MIPAKTUYECKUX II0COOHMI, PYKOBOACTB WM AyIHO—
BU3yaJIbLHBIX MAaTepHuaos, KOTOpPBIE
MIPEJOCTABIAIOTCS 110 PAa3yMHOM IleHe  WJIHn
becrutatao. KoMmanmu He IOJKHBI HCIIOJIb30BAThH

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. Training may be accomplished by
training sessions, written manuals, guides, or
audio-visual material supplied at a reasonable
price or free of charge. Companies shall not use
training programs as a profit center.

yuebHBIE MpOrpaMMBl B  KayecTBe  IleHTpa

TIOJIyYeHUS ITPUOBLIHN.

B.m. JIpyrue maTepuant B.k. Other Materials

Kommammm  gommmubl  Bocmpemats  mpogaBiaMm | Companies shall prohibit Direct Sellers from

IIPAMBIX IIPOJANK IIPOABUKEHUE JPYTIUM IIpogaBIiaM
IIPAMBIX IIpOJaX MaTepHuaJioB, He O,I[OGpeHHbIX
KoOMIaHue U He COOTBETCTBYIOIIUX IIOJIUTUKAM H
IIporeaypam KOMIIaHUUA.

marketing to other Direct Sellers any materials
that are not approved by the Company and that
are inconsistent with Company policies and
procedures.
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Bomee Toro, mpomaBIBl IIPAMBIX  IPOSANK,
IIPOJAMOIINe ONOOPEHHBIE KOMIIAHWEH, JIeraJbHO
paspelieHHble IIPOMOLMOHHEIE WJIN O0ydJaloliue
MAaTEPHUAJIHL, OyIb TO B IEYATHOM, 9JIEKTPOHHOM MJIN
npyro#t dopMe, MOKHEI 9i) IIpemjaraTh TOJIBKO
MAaTepPHUAaJIHI, COOTBETCTBYIOIIHE CTaHAapTAM
rommanun, (i) HM B KoeM ciiydae He JOJIAKHEI
CTaBUTH  IIpuOOpeTeHHe  TaKUX  MaTepHuajoB
YCJIOBHEM JJIS OPYTUX IPOJABIIOB MPSMBIX IIPOIANK,
(iii)  mpemocTaBNATH — BCIIOMOTATEJIBHBIE  JJIS
OpoJasky MaTepualibl II0 Pa3yMHONM U YeCTHOU
IeHe, 0e3 KaKoM-Iu00 3HAYMMON IPHUOBLIM JI
IIPOJABIIA IPSAMBIX IIPOMAMK, OKBHUBAJICHTHOMN IIeHE
TAKUX MaTepHasIoB Ha pHIHKe U (iv) IpegocTaBIIATE
NUCBMEHHYI0 IIOJATHUKY BO3BpaTa IIPOLYKIINUH,
IIOBTOPAIINYI0 IIOJIUTUKY KOMIIAHHM KOTOPYIO OH
IIpeICTABJISIET.

KoMmaunm moskHBl OPUHATE OOJIKHBIC MEPBL OIS
TOTO, YTOOBI obecreunTb COOTBETCTBUE
BCIIOMOTATE/JILHEIX U CXOMKHNX C HAMU MATEPHUAJIOB,
IIPEJOCTABISAEMBIX IIPOAABLAMHU IIPAMBIX IIPOHAK,
TPeOOBAHMUAM KOIEeKCa, U IJISA TOr0, YTOOBI OHM He
BBOJIMJIN B 3a0JIy KIeHIE.

Kommencarium mpomaBily MOpsSMBIX IIPOJA 3a
TIPOTANKY 00yJaroIImIx u TPOMOIIMOHHBIX
MaTepuajJioB ¢ IIeJbl0 CTaTh WJIM OCTaBaThCA
IPONABIIOM IIPAMBIX IIPOJAK, KOTOpBIE II0 CYTH
SIBJISTIOTCSI TIJIATOM 3a Ha00p HOBBIX IIPOJIABIIOB
MIPSIMBIX IIPOJAK, TOJISKHA OBITH 3aIIpereHa.

C. IIOBEAJEHUWE MEXRY KOMIIAHUAMMA

C.a. ITpuaIAO

Further, Direct Sellers who sell company
approved, legally allowed promotional or training
materials, whether in hard copy, electronic, or any
other form, shall (i) offer only materials that
comply with the same standards to which the
Company adheres, (i) be prohibited from making
the purchase of such materials a requirement of
other Direct Sellers, (iii) provide sales aids at a
reasonable and fair cost, without any significant
profit to the direct seller, equivalent to similar
material available generally in the marketplace,
and (iv) offer a written return policy that is the
same as the return policy of the Company the
Direct Seller represents.

Companies shall take diligent, reasonable steps to
ensure that sales aids and similar materials
produced by Direct Sellers comply with the
provisions of this Code and are not misleading or
deceptive.

Compensation received by Direct Sellers for sales
of training and promotional materials to become or
stay a Direct Seller which 1s, in effect,
remuneration for recruiting Direct Sellers into a
sales system, shall be prohibited.

C. CONDUCT BETWEEN COMPANIES

C.a. Principle

Kommanusam-yuacranxam EDSA Heo0XO0I1MO
00XOIUTHCS YECTHO ¢ APYTUMHU UJICHAMA.

C.b. ITepemaumBanme

Member companies of the EDSA are requested to
act fairly towards other members.

C.b. Enticement

Kommanusam u mpomaBiiaM mpsAMBIX TPOIAK HEJTb3s
mepeMaHUBaTh IIPOJIABIIOB HPAMBIX HPOJasK WU
0ECITOKOUTh MPOMABIIOB IMPAMBIX MIPOMAMK IPYTUX
KOMIIaHUM CHUCTeMaTUIeCKUMU IIepeMaHUBaAHUSIMMU.

C.c. OuepHenne

Companies and direct sellers should not entice
away or solicit any direct sellers by systematic
enticement towards other companies’ direct sellers.

C.c. Denigration

Taksxe KOMIIaHHAM HeJIb3s OYEpPHATh U II03BOJIATH
IIpogaBIIaM IIPAMBIX IIPOJAMK HEYECTHO OYEePHATH
Apyrue KOMIIaHWM, HUX IIPOAYTHI, IIJIaH IIpOOaK U
MapKeTHHI‘OBbeI IJIaH WINA JI00BIe Apyrvue 4YepTbl
KOMIIaHHH.

Companies shall neither denigrate nor allow their
direct sellers to unfairly denigrate another
company, its products, its sales and marketing
plan or any other feature of that company.
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D. BLIIIOJIHEHUE KOJEKCA

D.a. OTBeTCTBEHHOCTE KOMIIAHHHA

D. CODE ENFORCEMENT

D.a. Companies’ Responsibility

IlepBuunas oOTBETCTBEHHOCTH 34  COOJIIOIEHUE
KoJeKca JIeKHUT Ha KaKION OTIeJIbHOM KOMIIAHWU.
Ecnu komekc HapyleH, KOMIIAHHS OCYIIECTBJISET
BCe pas3yMHBIEe yCHJINS JJIA  TOTO, YTOOBI
VIOBJIETBOPUTDH JIMIIO, HOIaBIee xaiody. Kasmoit
KOMIIAHWU-YYACTHUKY ¢ OyOyIIMM KOMIIAHUSAM-
YYACTHHUKAM He00X0I1MO HA3HAYUTH
OTBETCTBEHHOE JIOJIKHOCTHOe JUI0 Komekca KDSA.
OTBeTCTBEHHOE  JOJKHOCTHOE  JIMIIO  KojeKca
SIBJIAETCS OTBETCTBEHHBLIM 34 TO, YTOOBI 00JIErYHTH
KOMIIAHHMHM COOJIIOIEeHHEe KOIeKCa M OTBeyaTh Ha
3ampocel agMuHucTpaTropa komerxca EDSA. Taxxe
OH WM OHA MABJIAETCS I[JIABHLIM KOHTAKTHBIM
JIMIIOM B KOMIIQHUH, KOTOPOE CTABUT B U3BECTHOCTD
HEe3aBUCHUMBIX IIPOAABIIOB, PAOOTHHKOB KOMIAHUH U
obmrecrro o npuHiuinax Komexca stuxu EDSA.

D.b. OrBercrBerrOCTE EDSA

The primary responsibility for the observance of
the Code shall rest with each individual company.
In case of any breach of the Code, companies shall
make every reasonable effort to satisfy the
complainant.

Each member company and pending member
company is required to designate a EDSA Code
Responsibility Officer. The Code Responsibility
Officer is responsible for facilitating compliance
with the Code by their company and responding to
inquiries by the EDSA Code Administrator. He or
she will also serve as the primary contact at the
company for communicating the principles of the
EDSA Code of Ethics to their independent
salespeople, company employees, customers and
the general public.

D.b. EDSA Responsibility

EDSA mpepocraBisier JIMIIO, KOTOPOE SIBJISETCS
OTBETCTBEHHLIM 3a paccMoTrpenue :xajiod. EDSA
MIPUJIATAeT BCe PAa3yMHbIE YCHJIUA JJIA TOTO, YTOOBI
obecIIeunTs pasperieHne KaIo0bl.

D.c. AnMuaHCTpaTOp KOJEKCa

EDSA shall provide a person responsibility for
complaint handling. EDSA shall make every
reasonable effort to ensure that complaints are
settled.

D.c. Code Administrator

EDSA wnasmauaer
HEe3aBUCHUMOe JIATIO 120051 yUIpesKIeHue.
AnvuauCcTpaTOp KOJleKca, OCYIIECTBIISAS
OTBETCTBEHHYIO JeSATeJbHOCTh, BeIeT HAaI30p 3a
TeM, KakK KOMIAHHWH  CcOOJIJAI0T  KOJEKC.
AnvunancTpaTop  Komekca — paspelnaer  JIo0bIe
HepaapelleHHble KAJI00Bl IIOTpebuTesIel, KOTOPhIe
OCHOBBIBAIOTCS HA HAPYIIEHUSAX KOJEKCa, U I0aeT
€3Kero/THBIE U3BEIeHUs 0 JeUCTBUYU KOIEeKCAa.

AIMHUHHUCTPATOPOM  KOJIEKcCa

D.d. HeitcrBus

EDSA shall appoint an independent person or body
as Code Administrator. The Code Administrator
shall monitor companies’ observance of the Code
by appropriate actions. The Code Administrator
shall settle any unresolved complaint of direct
sellers based on breaches of the Code and shall
furnish an annual report on the operation of the
Code.

JleficTBus, KOTOpBIE AIMHUHHCTPATOP KOIEKca
MOMKET OIpenesIUTh JIsI KOMIIAHUU B CBSI3U C
SKAJI000H IpoaaBIia OPAMBIX TIpoJask o
HAPYIIEHUSIX KOJEKCa, MOKeT OBITH CJIeIyIoIas —
OpepbIBaHWE JIOTOBOpA WJIM OTHOIIEHWH ITPOjIaBIia
OpAMBIX IIPOJAK C KOMIIaHWEeH, BO3MeEIleHUe
IJiaTeka, BBIHECEHHME  TIPEeayIpeskIeHus  JJIsd
KOMITAaHUYW WJIA €€ IIPOJaBIIOB MPAMBIX ITPOIAK,
WX JpyTHe COOTBETCTBYIOIIHME JIEMCTBUS U
IMyOJIMKAIINA TAKUX JEMCTBUM MJIN CAHKIIMA.

D.e. Pacemorpenme criopos

D.d. Actions
Actions to be determined by the Code
Administrator against a company regarding

complaints of a direct seller concerning breaches of
the Code may include termination of the direct
seller’s contract or relationship with the company,
refund of payments, issuance of a warning to the
company or its direct sellers, or other appropriate
actions and the publication of such actions or
sanctions.

D.e. Complaint Handling

Kommannu, EDSA u agMmuHBCTpaTop Komexca
pa3pabaTEIBAIOT IIOPANOK PACCMOTPEHUS CIOPOB U

Companies, EDSA and Code Administrators shall
establish complaint-handling procedures and

10
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obecrieynBaoT, YTOOBI B KPATKHUH IIPOMEIKYTOK
BpeMeHU OBbLJIO TOATBEPIKICHO IIOJIyUYeHUe KAaKI0MH
JKaT00BI W B PA3yMHBIM IIPOMEIKYTOK BpeMeHU!
OBLTU IPUHSITHI PEIIIeHU.

D.f. ano0r1 koMnanmia

ensure that receipt of any complaint is confirmed
within a short time and decisions are made within
a reasonable time.

D.f. Companies’ Complaints

Hamobel KoMImaHuii Ha Apyrue KOMIAHUH WJIA
EDSA paccmarpuBaer agMHHHCTPATOP KOIeKca
WIW  HE3aBUCUMBIA  TpeTelCKUil  cyabsd B
COOTBETCTBHU C Iporeaypamu EDSA.

D.g. Ily6murarmus

Complaints of a company about another company
or the EDSA shall be resolved either by the Code
Administrator or an independent arbitrator,
according the EDSA procedures.

D.g. Publication

EDSA nybimkyer Komekc W IO BO3MOKHOCTH
IIIUPOKO ero IO JIAPUSUPYET. [TeuaTHsre
OK3EeMILIAPHl KOIEeKCa [TOCTYIIHBI [Jis o0IlecTsa
OecrraTHO.

EDSA shall publish the Code and make it known
as widely as possible. Printed copies shall be made
available free of charge to the public.
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