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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 NPSMBIX IIPOIAK
IJI OTHOIIEHUY KOMIIAHUN M TIPOJTAaBIIOB IIPAMBIX
Opoaask, OTHOIIIEHUH MeKIy ITPOJIaBIIAMHU ITPAMBIX
IPOIAK M OTHOLIEHUI MeKIy KOMIAaHuAMHE (masee

B TEKCTe yKomerc”) mpmuaTa JlaTBHIICKOM
accorpaliieit OpAMBIX IIPOJAXK, ABJISAIONIENCS
uneHoM Seldia — Espomelickoii —accorpaiiun

OPSMBIX IIPOJAK, B COOTBETCTBUH € KEBporeiickum
IJI OTHOIIEHUY KOMIAHUN U IIPOJIaBIIOB IIPSIMBIX
IPOJIask, OTHOIIIEHUN MeRIy IIPOJaBIIaMU IIPSIMBIX
IpoJiask W OTHOIIEHUN MeXIy KOMIIAHUSMU.
Komerc  ommcriBaer OTHOINIEHUS  MeKIy
KOMIIAaHUAMU IIPAMBIX IIPOTAa’Kk U IIPOIABIIAMU
OPSAMBIX IIPOJNAXK, MEXKIy NIpPOJaBIIAMU IIPAMBIX
OPONAK W MEeKIy KOMIAHUAMM IIPAMBIX IIPOJAK.
Ilenavu komekca SABJISIOTCS 3alllUTa IIPOAABIIOB
OPAMBIX TpoJasK, coneicTBUE YecTHOU
KOHKYPEHITNN B pamMErax CBOOOTHOTO
IpeIIIpUHIMATEIbCTBA, JITUYHOE IIpeJicTaBJIeHUe
BO3MOYKHOCTH IIOJIYUEeHUS J0X0/la B UHIAYCTPUU
OPSAMBIX TIPOJAYK ¥ YJIy4IleHue OOIIeCTBEeHHOTrO0
BOCIIPUATHUSA NOPSAMBIX IIpoJask, TIJIaBHAs IlesIb
KOTOPBIX — IpPOJaBaTh KadeCTBEHHBIE IIPOJIYKTHI
OTpeduTe 1AM Ha  YeCTHBIX  YCJOBHUAX c
co0JII0IeHreM IIPaBUIIL.

A.b. O0BsicCHEHHE TEPMIHOB

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 sTtoMm komexce:

1) mpamere mpomazkm O3HAYAET JIIOOOH  CIIOCOO
MapKeTHUHTa WJIN IPOIask, OCHOBAHHBIN HA JTUYHOM
KOHTAKTe MEKIy IIPOIAaBIIOM, Jajieeé B TEKCTe —
“mpogaBer; MpAMEBIX Hpogasxk’, W IIOTpedHUTesIeM u
OCYIIECTBJIISIE MBI mpu TIOMOIITA JIMYHOTO
(uEAMBHUIYATBHOT0) 00BACHEHUSA WA IIOCPEICTBOM
JIEMOHCTPAIIMY TPOAYKTA B (OHU3UYECKOM WA
1ucpoBoii opMe BHE MOMEIIEHHH IJIsI BeIeHUs
KOMMEPUECKOHN JeaTeTbHOCTH.

2) moTpeburesrs — OO0  (PE3MUECKOe JIHIIO,
KOTOpO€e IIPUOOPEJIO IIPOAYKTHI C IeJIbI0, KoTopas He
CBSI3aHA C OCYIIECTBJISIEMONM WM  TOPTOBJIEH,
IIPeIIPUHUMATETBCKON JIeSITeJIBHOCTHIO WITH

For the purposes of this Code:

(1) Direct selling means any marketing or selling
method which i1s based on the personal contact
between a salesperson, hereinafter called ‘direct
seller and a consumer and which is carried out
through personal or individual explanation or
demonstration, physically or digitally, of products,
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.
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npodpeccret;
3) EDSA — DcroHCKasd AacCOIMALMSA IIPIMBIX
IIPOJAa’k SBJIAETCA HAIMOHAJILHOM accoluaruein
IPEeIIPUATHNA IIPAMBIX IPOIasK, KoTOpas
IIPEICTABJISIET B OCTOHHM WHIYCTPUI IIPAMBIX
Opomask M KoTopas sBJserca uiaeHom Seldia —
EBpormeiickoit accormainy IpsaMBIX IPOIAK;

4) KoMITAHHA — M0060€ TPeAIPUATHE , KOTOPOoe
MIPOJBUTAET IIPOIYKITUIO, CBA3AHHYIO C TOBAPHBIMHU
3HAKAMH, 3HAKAMU OOCIIYKUBAHUS UJIU
UIEeHTUUITUPYIOMIUME CHMBOJIAMH, UCITOJIb3Y s
CHCTEMY PACIPOCTPAHEHMUs, OCHOBAHHYI Ha
MPAMBIX ITPOJAKaX, U ABJsoeecsd wienom EDSA;

5) cucrema DAacIIpocTpaHeHHI - Jobas
OpraHM3aITHs WM METOJI, KOTOPHIHM pa3dpaboTaH Jiist
IIPOOBUMKEHUSA IIPOLYKTOB;

6) mpomaBer; IpAMBIX IPOJANK — JII000e (PU3mIecKoe
WU I0PUIUYECKOe JIUII0, KOTOPOE SIBJIAETCS YJICHOM
CHCTEMBI PACIIPOCTPAHEHHUA KOMIIAHUM IPAMBIX
MIPOJIAa’K U KOTOPOE TOPTYeT IMPOIYKTAMHU KOMITAHUH,
CIIOCOOCTBYET TOPTOBJIE WJIA OKA3BIBAET IOJJIEPIKKY
B TOProOBJIe IMPOAYKIIUM KOMIIAHHUK 34 MpefesiaMu
pabounx TOMEINeHWH  IpennpusaTus; lIpomaserr
IIPSIMBIX IIPOIAsK MOJKET UMETh paso
PEeKpyTUpPOBATh  JOPYIHX  IIPONABIIOB  IHPAMBIX
npomax. IlpomaBer; IIPSMBIX MIPOJASK  MOXKET
SBJIATHCS  HE3aBUCHMBIM  TOPTOBBIM  ATreHTOM,
HEe3aBUCHMBIM MIOIPSITINKOM, HE3aBUCUMBIM
OUJIEPOM WJIN ITUCTPUOBIOTOPOM, pabOTAIOIIMM II0
HAWMy WJIA CAMO3AHSTHIM IIPEICTABUTEJIEM WJIU
WHBIM TI0A00HOT0 poja mpeacrasuTesieM Kommauvum

7) moxomEr — MIOOBIE JOXOMBI, KOTOPEIE ITOJIYUHLI
nopsMmoii  mpomasern. Jloxomamm  MOryT — OBITH
KOMHCCHOHHEIE  ILJIATBI, TOPTOBHIE  HAIICHKH,
pasoBBle BBIILIATHEI, IOILIATHI, BO3HATPAYMKIEHMI,
OOHYCHI MJIM JOXOIBI B APYTUX BUIAX;

8) mpongyrr — 000 ~ MATEPHANBHBIH  HJIH
HeMaTepUaJbHBIM TOBAp MWJIMU YycCJayra, KoTopas
IpeJHAa3HaAYeHAa JIJI IIPOIaKH ITOTPEeOUTe IsIM;

9) Marepmas IIOQTEeP:RKH IIPENIPHHHMATETECKOL
JeATeJIbHOCTH — JII000M TOBAp UJIX YCJIyra, KOTopast
paspaboTraHa I IIOMOIIM IITPOIABIAM IIPAMBIX
OPONAk M PA3BUTHUSA HX IIPeIIpHUHHUMATEILCKOMN
JIeATeJIbHOCTH, KOTOopas:

a) IpefHA3HAYeHA  [JII  HPONAKH  IIPAMBIM
IpPOJAaBIlaM WJIM IIPEIOCTABIeHA UM OeCIIJIATHO U

b) me mpeaHa3HavYeHa IJIsT HePeIrposaku
OTPEOUTEISIM;

10) Bzwoc:
a) 06011 IIaTeK B JeHEeKHOM BHIPAMKEHNN HIIN

(3) EDSA — Estonian Direct Selling Association is
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) FEarnings 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



EESTI OTSEMUUGI ASSOTSIATSIOON
Estonian Direct Selling Association

b) mo6oit TIaTex MA TPHOOpPETeHMS MATepHAJIOB
TOAIEPIKKY TTPEIIIPUHNMATEIBCKON qeATeIbHOCTH;
eCcJIM  3THU IUIATEKU HEeOoO0XOJUMO OCYIIEeCTBJIATH
MIPOJABILy TIPSIMBIX IIPOJAK JJISA BCTYIJIEHUS B
CHCTEMY pPACIPOCTPAHEHUS KOMIIAHUU MIPAMBIX
MpoJask , HJIM TIOBTOPATH IIEPUOJUUYECKH KaK
YCJIOBHIE JJIsT TIOJEPKAHUS JeSITeJIbHOCTH B 9TOMU
CHCTEMeE PACIIPOCTPAHEHMUS;

11) Perpyrupopamme — mobad IeaTeIbHOCTD,
KOTOpas OCYIIECTBJIAETCA C IIeJIbI0 IIpeJIosKeHUsd
JIUILY BO3MOYKHOCTH CTaTh  IIPOJABIIOM IIPSMBIX
IIPOIAK;

12) agmuHHCTPATOP KOJEKca — HEe3aBHCHMOE JIHIIO
WIN yupeskaeHne, Kotopoe HasHauveno EDSA mis
HaOJIIOIeHNs 34 TeM, KaKk KoMOaHnu-4ieHsl EDSA
cobmomator komexc EDSA, m nmis paccmorpeHums
$KaJI00 B COOTBETCTBUH C KOJIEKCOM.

A.c. Kommanun

(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
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

Kasxmoit OpPraHU3aIlMN - YIACTHHULIE EDSA
HeoOXOIMMO YYMTBHIBATH KOIEKC JJIS TOTO, YTOOBI
OHA TpWHsJIA Ha ceba O00A3aHHOCTH W MOTJIa
mpomokaTh  yuactume B EDSA. Kasxmoi
opramsanuu-ydacrauiie EDSA ciaenyer my0Osmamo
MIOILYJIAPU3UPOBATh cBoe yudacte B EDSA wu
KOJEKC.

A.d. ITponasItsl IpAMEIX IPOSAK

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

IIpomaBiel  OpAMBIX  MPOJAXK HANPAMYIO He
CBSI3aHBI  00A3aTEJILCTBAMH II0  KOJEKCY, HO
KOMIIAHWU 0013aHBI TPeOOBATH OT HUX COOJIIONEHIS

Direct sellers are not bound directly by the Code,
but shall be required by their companies to adhere
to it or to rules of conduct meeting its standard as

KoJeKca WA PaBUJI moBemenus, | a condition of membership in the companies’
COOTBETCTBYIOIIMX  TpeboBaHumsaAM  Kozexca B | distribution systems.

KauecTBe YCJHOBUS MX YYaCTUS B  CHCTEMe

IUCTPUOYIIMU KOMITAHUM.

A.e. Camoyupassienme A.e. Self-regulation

Komexe  saBaserca  mepoir  camoympasienus | The Code is a measure of self-regulation by the

OTHOCUTEJIBHO OTpAaciay MPAMBIX mpojasxk. OH He
SIBJISTETCS 3aKOHOM, W OIIpeJleJIeHHBIe B HeM
00s13aTeIbCTBA MOTYT 3aIIPallNBATh TAKOM YPOBEHD
O9TUYECKOT0 IIOBEIEHWS, KOTOPHIM IIPEBHIIIAET
ompeneJieHHBIE ~ 3AaKOHOM  TpeOOBaHMA. Ero
HecoOJIIoJIeHre  He  BBI3BIBAET  KAKy—JIH00
FPAYKIAHCKO—IIPABOBYI0  OTBETCTBEHHOCTH. Ilpm
mpekpamienun yuactusa B EDSA, kommanusa Gosiee
He CBA3aHa KOIEKCOM, B TO BpeMs KaK IIpaBHjIa
0CTAIOTCA IPUMEHSAEeMBIMA K COOBITHAM N
cIeJIKaM, KOTOpBIe IIOSBHJIMCH BO BpeMs, KOrja
KOMIIAHMA ABJIAnach wienoMm EDSA.

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.
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A.f. HanmonasmmHOE 3aK0HOIATEILCTBO

A.f. National Law

Cumraercss, YTO KOMIIAHMH M IPOJABIILI IIPAMBIX
IIPOIAsK CODJIIOIAIOT TPeOOBAHUS 3aK0HA, U II03TOMY
Konexc me Bocrponssomut aTu TpebOBaHUA.

A.g. CraumapTs

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

A.g. Standards

B Komekc BEIOUEHBI CTAaHZAPTHI OTHYECKOIO
HOBedeHUsI NJIsI KOMIIAHWI M IIPOJIABIIOB HPAMBIX
npomaxk. Komexc skenaTelbHO HCIOJJIb30BATH KaK
CBUJIETEJILCTBO HAJIMYUS OTPACJIEBOTO CTAHIAPTA.

A h. OkcreppuTOopHAaILHOE IeiiCTBHE

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 3zagsiasger, 4Yro B OTHOIICHHH CBOEH
IeATeJbHOCTH B cdepe NOpsIMBIX [IpoTask 3a
mpemeaaMu  JCTOHMH OHA OymeT TpeboBaTh OT
KasKIOr0 YYaCTHMKA B KadvecTBe VCJIOBHSA [IJIS
BCTYIJIEHUSI M COXpaHeHWsa craryca wieHa EDSA
BBIIIOJIHATE TpeboBaHus EBporeiickoro Komexca
MmoBefieHusI B cdepe MPSAMBIX IIPOJAXK KAacaTeJIbHO
JAHHO! IeATeJhHOCTH B TIpaHunax EBporeickoit
srxoHoMmmyeckoit 3ombl (EOD3) wmiam  Komerca
noBeneHns BceMupHo# Qemepaiiu  acCOMAITII
mpamerx npogasxk (WFDSA) kacarenbHO maHHOM
IesaTeJbHOCTH 3a mmpemenamu EO3, kpome ciaydaes,
KOrma  Takas  JeATeJbHOCTh  HAXOOUTCI B
IOPUCTUKIIAN Komexca  moBemeHumsi  Opyroim
Accolpaniuu IIpsSMBIX IIPOLAYK, KOTOPAS SBJISAETCS
uneroM Seldia mimm WFDSA.

B ciyuae, ecoim KomImaHMS CcTaHeT IIPeIMETOM
paccMoTpeHus kaJiobbl Ha Hapyiienue Homerca B
cTpaHe, B KOTOPOM OHA He SABJISETCI UJIEHOM
ACCOIMAIINY, KOMIIAHUS JOJIKHA IOTUYMHUTHCS
opucaukIun Agvunncrparopa Komexca B pomHoi
crpane (mim, ecam oHA He SABJIgETCA UJIEHOM
ACCOIMAIIMK B POLHOM CTpaHe, TO B JIIO0OM IPYroi,
B KOTOpOH OHA gBJIAETCA TAKOBBIM), U IOJIAKHA
HEeCTH PAa3yMHEIE PACXOILI, CBA3aHHBIE ¢ paboToi
Anvunancrpatopa Komekca B pommoit crpaHe 110
paspelreHuio ®xaao0sl. Bosee Toro, AnMuHECTPATOP
Komexca B pomHoil cTpaHe wWMeeT IIPaBo
KOOPJIWHUPOBATHL  pPACCMOTpPEHHE  Kajao0Bl ¢
Anvuancrpatopom  Kopmercalupu Hammumm) B
cTpaHe, OTKyIa IIPOM3OIILIA smasoba,
PYKOBOJCTBYSICH IIPHU PACCMOTPEHHH , B TMOPSIKE
mpuopurera, (1) crammatamm Komexca cTpamel, B
KOTOpoil cmenaHa skaymoba, (i) crammapramum
Komekxca ponmoit crpamsr, u (iii), kax MEUHEMYyM,
craugmapToMm Epomeiickoro Komexca Orum.

EDSA pledges that, with regard to direct selling
activities outside Estonia, 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
within the European Economic Area (EEA), or
with the World Federation of Direct Selling
Associations (WFDSA) Codes of Conduct for direct
selling activities outside the EEA, unless those
activities are under the jurisdiction of Codes of
Conduct of another Seldia or WFDSA affiliated
DSA.

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.
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B. IIOBEAEHUWE II0O OTHOIIEHUIO K
I[MTPAMBIM ITPOJABLIAM

B.a. CooTBeTcTBHE IIPOSABIIOB IIPAMEIX IIPOTAM

Kommannu o6s3aHBI JoBecTH 10 BCeX IIPOIABIIOB
OpSMBIX Ipogask TpeboBanmns Komexca u TpeboBaTh
OT CBOM IIPOJABIIOB IIPSAMEIX IIPOJAMK, B KAUECTBE
YCJIOBHSA HX YJIEHCTBA B CHCTeME JUCTPUOYIINM,
cobmomenna Tpebosaumii Komexca wmam mpaBmi
KOMIIQHUH, COOTBETCTBYIOIINX CcTaHgApPTaM
Kognexkca.

B.b. Pexpyrmmm

B. CONDUCT TOWARDS DIRECT SELLERS

B.a. Direct Sellers’ Compliance

Kommamwm wu mpomaBibl MPSAMBIX IIPOJAsK B
OTHOIIIEHUSAX C BO3MOYKHBIMH WJIW HACTOSIIUMU
IIPOJAaBIIAMM He  WCIOJB3YIOT BBOJSANIYID B
3abiyxaeHne uim HEYECTHYIO OPaKTUKY
IPUBJIEYEHUS KJIUEHTOB.

B.c. HNudopmarmsa
OesSTeIbHOCTH

IIpeIIpUHAMATEIHLCKOM

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

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

B.c. Business Information

Mudopmarius, KOTOPYIO KOMIIAHUS IIPEI0CTABIISIET
IpomaBIlaM IIPAMBIX IIPOJAK U  BO3MOMKHBIM
OpojaBIlaM IIPAMBIX IIPOJAsKk O BO3MOYKHOCTU U
CBSI3AHHBIX C HeH mpaBax, OO0S3aHHOCTAX U
XapaKTepHBIX pacxoax W BHILIATAX, JOJIKHA OBITH
TOYHOU ®  moJytHoi. MAapKeTHHTOBBIM  ILJIAH
KOMIIAHWY JOJIPKeH OBITh IIpO3padveH, sICEH U He
BBOOUTL B 3abiysknenue. Kommammsa He mesmaior

BO3MOYKHBIM IpoIaBIIaM OPSAMBIX IPOTaK
3asBJICHUN, KOTOpPEIE He MOTYT OBITH
TIONTBEPKAEHBI, ¥ He Jal0T HEeBBIIIOJIIHUMBIX

obemannii. Kommaunyu HuKoOrma He IIpencTaBIISIOT
BO3MOKHBIM IPOAABIIAM IIPAMBIX IPOOAK
IIPerMYyIIecTBA IPAMBIX IPONAXK B JIOMKHOM WJIN
BBOJAINEM B 3a0JIy:KIeHIE BUIE.

B.d. Hoxonsr i oTueTH

Ilepuonuueckn KoMOauuy 00sI3aHEI IIPEIOCTABIIATD
OpOIaBIIaM IIPSIMBIX TIPOJIAK OTYETHI KAacaTeJIbHO
TpoJIasK, TIOKYTIOK, geraJiei IOXO0JIOB,
KOMMCCHOHHBIX, O0HYCOB, CKHUJIOK, IOCTABOK, OTMEH
3aKa30B ® JPYTUX CBA3aHHBIX JAHHBIX, B
COOTBETCTBUU ¢ JOTOBOPEHHOCTHIO MEKITY
KOMIIAaHMEN M IIPOJAaBIIOM MPSMBIX IIpomask. Bce
BBHITIJIATHI U YAEPIKAHUS TOJIKHBI OCYIIIECTBISTHCI B
KOMMEpYEeCKH pa3yMHOM MaHepe B paMKax
HaI[MOHAJILHOTO 3aKOHOIATEeILCTBA.

3apaboTKM MPOmaBIA IIPAMBIX IIPOJANK TOJISKHEI
OBITH O00OCHOBAHBI TIPOHAMKEH IIPOJAYKTOB W YCJIYT
morpebuTesiiM.  3apaboTKM  IIPOJABIIA  IIPSAMBIX
mpoJask  MOTYT 0as3WpoBaThCA HA  JIMYHOM

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

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
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HOTpe6JIeHI/II/I 1 IIpomasKax IIpogaBIla IIPAMBIX
IIPOJAXK U ero HI/IDICeCTOHI]_[efI OpraHu3allvmn.

Hpozj;aBeu; IIPAMBIX IIPOJAX HE JOJIKEH HNMETb
3apa60TIca Ha OCHOBAaHUHU IIpPUBJICYEHUA
(peryTI/IHI‘a) HOBBIX IIPOJABIOB IIPAMEIX IIPOJAY B
OpraHu3aIlnIo. XoTs KOMIIaHHA MOIKEeM
IIpegoCTaBJIATh MUHHMAJIbHOE IIOOIIIPEHME 3a 3TO B
PaMKaxX HAaIITMOHAJIBHOI'O 3aKOHOOJaTeJIbCTBA.

B.e. 3aasiennsa o moxogax

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. Komnaunu wu Ilpomasrer Ipsamerx [Ipomam me
JTOJIAKHEL HEKOPPEKTHO MHTEPIPETUPOBATD
CYIIIECTBYIOIIME U ITOTEHIINAJIbHBIE 00BEMBbI IIPOIAK
HX IIPOJABIIOB IIPAMBIX IIPOIAK.
2. IlpencraBnmenmss o 3apaborkax u obbemMax
IIPOIAYK TOJIKHEI OBITE!
(a) IPaBIUBEIMH, aKKypPaTHEIMI, u
MPEJCTABJIEHHBIMU B (opMme, He BBOIAIIEH B
3a0iy:xoeHune, 1
) OCHOBAHHBIMH
000CHOBAHHBIX daxrax,
KOHKPETHOMY PBIHKY.
3. TloreHnumanbHble IIPOJABIIEI IIPSAMBIX IITPOIAMK
JTOJI3KHEI OBITH ITPOMHQOPMHUPOBAHLI O TOM, UTO

(a) peasbHBIe 3apabOTKH M 00BEMEI IIPOIAK
OTJIMYAIOTCS OT YeJI0BeKa K YEJIOBEKY M 3aBHUCAT OT
HABBIKOB IIPOJABIA, IIOTPAYEHHBIX BPEMEHU H
YCHUJIAM U OT OPyTUX (PAKTOPOB, U

(b) DOMKHBI TOJIYYHUTH JAOCTATOUHO MH(MOPMAIINH
JUI PA3YyMHOM OIIEHKH BO3MOMKHOCTEH IIOJIyYeHUS
moxoma. Hampmmep, ToOMIydeHHBIM JOXO0J —HA
OCHOBAHUN OOBEKTHUBHBIX M YETKO OMpPeIesIeHHBIX
KpuTepreB (TaKMX KaK KOJMYECTBO BpeMeHH,
3aTpayeHHOe HA IpPAMEBIE IIPOJAKY B HeJesio) WIH
pasriarieHue cpeaHero pasmepa J0Xo/a.

Ha JOKYMEHTaJIbHO

OTHOCAITHUXCA K

B.f. OTHONMIEeHUS

B wmavase pgesaTesibHOCTM TPOJABIA HPAMBIX
OpoaX KOMIAHWHM BBIJAIOT €My THUChMEHHBIH
JIOTOBOP, KOTOPBIH TIONIIMCHIBAIOT KAaK KOMIAHUSI,
Tak W TIIPOJaBeIl ITPSIMBIX opomak, WJIN
MACbMEHHBIN akT. B OHMchMeHHOM [OroBOpe WJIN
aKkTe JOJIKHA OBITh BKJIIOUEHA BCS CYIECTBEHHAS
uHpOPMAIIUs, CBI3AHHAS C OTHOIIEHUSIMU MEKITY
OPONABIIOM IPAMBIX MIPONAX U KOMIAHUEH.
Kommauwy wHQOpMUPYIOT DOPOJABIOB ITPSIMBIX
IpoIasK 00 ux OIIpeeIeHHBIX 3aKOHOM
00s3aHHOCTSIX, B TOM YHCJIe, O BCEX IIPUMEHSIEMBIX
JIATIEH3USX, PETUCTPAIIUAX U HAJIOTaX.

Kommamvm w 1mipomaBIbI MOPAMBIX IIPOJAYK HeE

JOJLKHBI  3JIOYHOTPeOJIATH  YyacTHOU  cdepoit
IIPOJAaBIla, COIMAJIFHOM, HHTEJLIEKTYaJbHON WJIn
9MOITMOHAJIEHOM YyBCTBUTEJILHOCTBIO, u

II0JIB30OBATHCA MMH.

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
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. This may include examples of
income earnings based on objective and clearly
defined criteria (such as the weekly time spent on
direct selling activities) or disclosure of average
earning ranges.

B.f. Relationship

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.
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B.g. Ilnare

B.g. Fees

Kommammu wm  mpopasiisl
JO/KHBI  TpeboBaTh OT  OEHCTBYIOIUX WA
IIOTEHIMAJBHBIX  IIPOJABIIOB IIPAMBIX  IIPOIAMK
IUIATUTH IIPEBHIIAIOIINAE PA3yMHBIE IIPeHeJIbl
B3HOCBHI, TaKHe KakK' IjIaTa 3a TOBApHBINA 3amac,
BCTYIIMTEJIbHBIE B3HOCH, (PpaHIIN3y, ILIATY 34
peKIaMHBIE MATEepHAJIBl WJIN 34 IIOOIEPIKKY
IIPOJAask, WM JpPyrUe ILIATHI, KOTOPBIE CBA3AHEI
HWCKJIIOUNTEILHO € IIPABOM IIPUHAMATL YYaCTHE B
e TeJIbHOCTY KOMIIAHUH.

OpSAMBIX IIPOJAsK He

Hu omma xoMmmaHus He wmMeeT IIpaBa TpebOBATH
MMPUOOPEeTEeHNs MPOIYKTA KAK YCJIOBUS BCTYILJICHUS
B CHCTeMy [OUCTPUOYIIMHM, 34 WCKJIIOUYEHNEeM
BKJIIOYEHHOTO0 B CTapTOBBIM Habop. Jlomyckaercs
o0sI3aTesIbHAS MOKYITKA HAYAJIbHOTO KOMILJIEKTA II0
Pa3yMHOM PBIHOYHOH IIeHe.

TlocraBrka mepudepuHHBIX KM BCIIOMOTATEJIBHBIX
IPOOYKTOB MW YCIYr He JO0JIDKHA ABJIATHCA
IEHTPOM ITOJIyYeHUS TPUObLIN IS KOMIAHUU WJIU
IIPSMOTO IIPOJIaBIA.

Jliobast mara, KoTopas OCYIIECTBJISIETCS JJIST TOTO,
YTOOBI CTATH IIPOJABIIOM IIPSIMEIX IIPOIAK, JOJIFKHA
OBITH HEITOCPEICTBEHHO CBA3AaHA CO CTOMMOCTBIO
[I0JIyYaeMbIX MAaTEPHUAJIOB, IIPOIYKTOB HUJIU YCJIYT.

JIro0ble Tpebyemble B3HOCHI, YCTAHOBJIEHHEBIE [IJIS
TOr0 YTOOBI CTATH MJIM COXPAHHUTDH CTATYC IIPOIaBIA

OpAMBIX  IPOAAXK,  BKIOYAd  00d3aTe/ILHEIE
JIOIIOJIHUTEJILHBIE YCIIyTH, IpeIoCcTaBIgeMbIe
KoMIaHmell (Takme Kaxk OH-JAfH TPEHUHT,
MHTEePHET PelIeHUs I 9JICKTPOHHOM KOMMEPIIUH,
KOHKPETHEIE TOPrOBEIE IPUJIOKECHNAA Wi
KOHKpPETHBIE MHTEPHET-MAarasWHBI, €CJAd OHU
0e3yCcI0BHO He00XOIUMEBL IS BeIeHUA

KOMMEPYECKOM JesTeJITbHOCTH, Uian eciu KoMmmanus
Tpedyer or Ilpsmoro mpomasiia mpHOOpPECTH TaKHe
YCIIyTH, PAcXodbl Ha JOTABKY) JOJKHEI ITOJHOCTEIO
monJIe:kaTh ~ BO3MelleHHMI0 (32  HCKJIIOUeHHEM
KOMUWCCHUHM, TIIOJYyYEeHHOM  IMPOMABIIOM  IIPSAMBIX
IIpoJak) B CIydae, eciIH IIPOIABeI] IPAMEIX IIPOJaK
Ipexpaiaer pabory mucrpubyropom B TedeHue 30
OHEeW IIoCJie OCYINECTBJIEHWS ILIaTe:ka. B3HOCHI,
MOJIeKAINE BO3MEIIEHNWI0, OrPAHMYEHBl TeMH
B3HOCAMHU, KOTOphkle BHeceHbI B 30 mHeEH 0
pellleHusi TPOmABIla MPAMBIX IIPOHAK IIEePecTaThb
OBITH JTUCTPUOYTOPOM.

Komuccronubie co BCTYIIUTENBHBIX WM WICHCKHX
B3HOCOB IIPOJABIIOB MPSIMEIX IIPOIAMK HAXOISITCS
IO/ 3AIIPETOM.

Companies and direct sellers shall not require
Direct Sellers or prospective Direct Sellers to pay
more than reasonable fees for any of the following:
products inventory, 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. Mandatory purchase of a starter
kit at reasonable market value is permitted.

The supply of peripheral or accessory products or
services shall not be a profit center for the
company or a direct seller.

Any fees charged to become a Direct Seller shall
relate directly to the value of the materials,
products or services provide in return.

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,
specific sales apps or specific online shops,
whenever these are absolutely necessary to
perform the business, or where the Company
demands the Direct Seller to acquire such services,
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.
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B.h. YBamxenne npuBaTHOCTH

B.h. Respect of Privacy

KoMmmanny u mpogaBIbl IpSMBIX IIPOSASK JOJIMKHEL
KOHTAKTHUPOBATH C MPOAABIIAMHU IIPAMBIX IIPOJAK
TOJTPKO B PAa3yMHBIX MpeJesiax M B pasyMHOe

BpeMs, UYToOBI M30ekaTh  HABA3YMBOCTH, U
cobmomas COOTBETCTBYIOIIEE HAIIMOHAJILHOE
3aKO0HOIATEJILCTBO, ecin OHO IIPHAMEHHMO.

IIpomaBiiel MPAMBIX TIPOJAYK M KOMIIAHUH JIOJISKHBI
MPUHUMATE HaJJIeKaIre Mephl Ui oDecrieueHust
3aIIUThI Bcel 4acTHOU uHPOPMATIUH,
IPeI0OCTABJIEHHON TOTpeduTe eM, TOTeHIINATIBHBIM
moTpeduTesieM, WU TPOJABIIOM HPSAMBIX ITPOJAK.
Kovmmamwu w  IlpomaBiiel OpsAMBIX — IPOTAXK
00s3yI0TCA ~ HE  JOMYyCKATh  3JIOYIOTPeOJIeH!s
YacTHOM cepoil, COLMAaIbHON, NHTEJIEKTY AJIbHOM

WIN SMOIIMOHAJIFHOM  ys3BuMocTbio IlpomaBiia
IPSMBIX IpoJask, KOTOpOe TPUBOIUT K
SKCILJIyaTalluu.

B.i. OrcyrcTBHE TUCKpAMMUHAIIH

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
is 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. Companies
and Direct Sellers shall not misuse a Direct
Seller’s private sphere, social, intellectual or
emotional sensitivities resulting in exploitation.

B.i. Non-discrimination

Busnec-Bo3aMOKHOCTH ~ KOMIAHUHA OTKPBITHI
IIOTEeHIAAIEHBIM aucTprOyTOpam Oea
JUCKPUMUHAIINU B OTHOIIEHUH PACHI, 3THUYECKOH
IPUHAIJIEKHOCTH, IPUHAJIEKHOCTHA K
peJuruo3Hoit  WJAM  JAYXOBHOM  Tpynme WU

IIPUBEPIKEHHOCTY OIPEIEeICHHBIM IIOJIUTHYCCKIM
B3rIgmaM. Hommamwm [OKHBI BOCIpeIaTh B
OMCBMEHHOM BHE JII00oe CcMellleHHe OuaHeca C
OIHUM M3 IIePEUNCICHHEIX BBIIIE ACIIEKTOB YACTHOM
SKU3HU.

B.j HNammmmmsas 3axkymka # OOpaTHBIA BHKYID
IpOAYKIHH

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.j. Inventory Loading and Repurchase

Kommauny me mo/mkHBI TpeGOBATH MJIM IIOOLIPATH
IIpomagmor Ilpsmerx Ilpomasx mpuoOperaTh 3amac
MIPOJYKTOB MPEBHIIMIAIONINN PA3yMHBIE IIPEIeJIh.
KoMmauwu [o/RHBI TIpeNIpUHUMATH SCHBIE U

pasyMHBIe IIArd C I[eJbl0 yO0eOWTbCS, UTO
IlpomaBuer  Ilpamerx  Ilpomask, mosyuarorrue
BBIILJIATHL 34  IIPOJAYKH  HMX  HHUMKECTOSIIel
OPTaHM3AINH, MOTPEOJIAIT JH00 IIepPempomaioT

MIPOOYKT, SIBJISIOIIANCA KBaJTU(QPUKAIIMOHHBIM [IJIS
TOJIYYeHUS BBITLJIATHI.

Ecnin mpm 1mpexpaliieHuyr B3aMMOOTHOIIEHHH C
IPOJABIOM IIPAMBIX HIpPOJask KOMIAHUA IIOJIydaeT
TaKoOM 3aITpoc, KOMITAaHUSA 00s13aHA BBIKYIUTH BECH
HENPOJAHHBIN U TOJJIeKAIIIUY IIpoJiaske TOBAPHBIN
3amac, TPOMOITMOHHBIE U  BCIIOMOTaTeJIbHbIE
Marepuajgbl ¥ HaOOpBI, NOpHOOpEeTeHHBIE B
IpenIIecTBOBABIINE  [BEHAIIIATh  MecAleB U
BO3MECTUTh MPONABIYy NPAMBIX IIPOJAK WX
CTOMMOCTb, 34 BBIUYETOM pAacXOJ0B Ha HJOCTaBKY
OPONABILy IIPAMBIX IIPOJAXK, COCTABJIAIOIINX He

Companies shall not require or encourage Direct
Sellers to purchase Product inventory in
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
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Gomee 10% 1enmnl moOKynknm. HoMmIanmsa Takxe
MOSKET BBEIUECTh BBHIILIATHI, IIOJIyYeHHBIE IIPOIABIIOM
IpPAMBIX IPOJAK, OCHOBAHHBIE HA IIOKYIKe
BBIKYIIA€MOro ToBapa. llomuTuka  0OpaTHOrO
BBIKYIIA TOBAPHBEIX 34IIaCOB JOJIKHA OBITH UYETKO
0003HAUYEHA IIPOSABLAM IPSIMBIX IPOIAIK.

TpeboBaHve WX CTUMYJIUPOBAHUE CO CTOPOHEI
KOMIIAHWY WJIMA IIPOAABIIA 3aKYIIKK He3aBUCHUMBIM
OPOJABIIOM HPAMBIX IIPOSAYXK HEOIpPaBIaAHHBIX
TOBAPHBIX  3aIIacoB WJIA  BCIIOMOTaTeJIbHBIX
MATEepUAJIOB  CJIeAyeT CYATATh HEYEeCTHBIM U
BBOJISAIINM B 3a0JIyKIeHIeE.

B.k. ObpasoBanue u odyueHue

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.k. Education and Training

Kommaunu obecrieunBamT IIPOIABIIOB  MPSIMBIX
IIPOJask  COOTBETCTBYIOIMM  Oo0OpasoBaHWEM U
obydyeHHeM [JIs TOro, YTOOBI OHH MOIJIH paboraThb
9TMYHO, B TOM 4YwWcie wHOpMAIHEH O
MIPUMEHSIEMOM KOJEKCe OTHUKM, COOTBETCTBYIOIIEM
peiHKEe U TpoaykTrax. (OOydenme MoOkeT OBITH
IIPeJOCTABJIEHO HA TPEHUHTAaX, B BUJIE ITMChMEHHBIX
MMPAKTUYECKUX I10COOMM, PYKOBOJACTB WJIM AayIHO—
BU3yaJIbHBIX MaTepuasioB, KOTOpBIE
MIPEJOCTABJIAIOTCS 110 PAa3yMHOM  IleHEe WU
6ecrratao. Kommamwy He 0KHBI HCIOJIB30BATH

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 [pPOrpaMMBl B  KayecTBe  IIeHTpa

MIOJIyYEeHUS IPUOBLIN.

B.1. JIpyrue maTepuanst B.1. Other Materials

Kommammm gommmubl  Bocmpemiats  mpomaBimaMm | Companies shall prohibit Direct Sellers from

OPSAMBIX TIPOJAsK IMPOJIBMIKEHNE JPYTUM IIPoaBIlamM
MPSAMBIX TIPOJAYK MATEePHUAJIOB, HE OI00PEeHHBIX
KOMIIaHMEH M He COOTBETCTBYIOIIUX IIOJUTUKAM U
IpolteaypaM KOMIIaHUH.

Bomee Toro, mpomaBmBl  IPAMBIX  IPOHAK,
IIpoJAIINe ONOOpEeHHBIE KOMIIAHWEH, JeraabHo
paspelieHHble IIPOMOLIMOHHEIE WM 00ydJalolIue
MAaTEePUAJIHL, OyIb TO B IIEUYATHOM, 9JICKTPOHHOM MJIN
opyroil copMe, HOKHBL 91) IpemsIaraTh TOJBKO
MAaTepHUAaJIb, COOTBETCTBYIOIIIHE CcTaHIapTaM
rommauun, (1) HM B KoeM ciydae He [JOJIKHEIL
CTABUTH  IIpHOOpPeTeHHe  TaKMX  MATEepPHAJIOB
YCJIOBHEM JIA APYTUX IPOJABIIOB IIPAMEIX IIPOIANK,
(ii)  IpemoCTABIATL  BCIOMOTATEJILHBIE IS
OpONaKkW MaTepuasbl II0 pasyMHOM U YeCTHOU
ImeHe, 0e3 KaKOM-IM00 3HAYMMOM HPUOBLIN I
IIPOJABIIA IIPSAMBIX IIPOLAK, OKBUBAJIEHTHOMN IleHE
TAKHUX MaTepHUasoB Ha peIHKe 1 (iv) IpegocTaBIATE
MMUCHMEHHYI0 IIOJIUTHKY BO3BpATA IIPOIYKIIHHI,
IIOBTOPSIIONIYI0 MOJUTAKY KOMIAHWU KOTOPYIO OH
IIpeICTABISIET.

Kommannu JOJIKHBI IIPUHATH OOJISKHBIE€ MEPBI IJIA

marketing to other Direct Sellers any materials
that are not approved by the Company and that

are inconsistent with Company policies and
procedures.
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, (ii) 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
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TOTO, YTOOBI 00ecIeunTh COOTBETCTBHE
BCIIOMOTATEJIbHBIX M CXOMKHUX C HHMMH MAaTEPHAJIOB,
IPEeIOCTABJIAEMBIX IIPOJABLIAMH IIPSAMBIX IIPOIAK,
TpeOOBAHMAM KOIEKCa, M IJIS TOrO, YTOOLI OHM He
BBOJIWJIN B 3a0JIyKIeHIeE.

Kommencamum mpomaBily mOpsMBIX IIPOHAk 34
PO aKY 00yJaroIIuIX " IIPOMOITMOHHBIX
MaTepuaJIoB C IIeJIbI0 CTaThb WJIM OCTABATHCS
OPOTABIIOM MPSAMBIX HPOJAXK, KOTOPHIE II0 CYTH
ABJIAIOTCSA ILJIATOM 3a HAOOP HOBBIX IIPOJABIIOB
OPSMBIX IIPOIAY, TOJIMKHA OBITH 3alpeleHa.

C. IOBEJEHUE MEKIY KOMITAHUAMU

C.a. Ilpuaian

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 1is, in effect,
remuneration for recruiting Direct Sellers into a
sales system, shall be prohibited.

C. CONDUCT BETWEEN COMPANIES

C.a. Principle

Kommaunsam-yyacrankam EDSA He00X0I1MO
00XOIUTHCS YECTHO € APYTUMHU UJICHAMH.

C.b. IlepemanuBanme

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

C.b. Enticement

Kommauwusam u mpoaBIiaM IpsMBIX ITPOIAK HEJIb3s
IIepeMaHMBaTh IIPOTABIIOB IIPAMBIX IIPOJAK WJIN
0eCIIOKOUTH TPOJABIIOB IIPAMBIX IIPOJANK JIPYTHUX
KOMIIaHUH CUCTeMATHUYECKUMU [IepeMaHUBAHUIMU.

C.c. Ouepuenue

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

C.c. Denigration

Taxie KOMIIAHUSAM HEJIb3sI OYEPHATH U ITO3BOJIATH
IPOABIIAM IIPAMBIX IIPOJANK HEYEeCTHO OYEePHATH
IpyTHe KOMIIAHWW, WX TPOAYTHI, IJIAH TPONAX U
MapPKEeTUHIOBHIN ILJIAH WJIM JIIOObIE Jpyrue 4YepThl
KOMIIaHUU.

D. BHIIIOJTHEHWE KOJIEKCA

D.a. OTBeTCTBEHHOCTH KOMIIAHHUH

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

D. CODE ENFORCEMENT

D.a. Companies’ Responsibility

IlepBuunass OTBETCTBEHHOCTHL 3a  COOJIIO[IEHME
KOJIeKCa JICKHUT Ha Ka'KIOH OTHeJbHOM KOMIIAHMH.
Ecnu komekc HapyIlmeH, KOMIIAHHSA OCYIIECTBJISET
BCe pasdyMHBIe YCHJIUSA JJIA  TOTO, YTOOBI
YVIOBJIETBOPUTH JIMIIO, IomaBiinee sxayo0y. Kasxmoi
KOMIIAHWU-YYACTHUKY ¥ OyOYIIUM KOMIIAHUSIM-
YYACTHUKAM HE00X0IMMO HA3HA4YUTb
OTBETCTBEHHOE IIOJIKHOCTHOe JINIO0 Komekca EDSA.
OTBeTcTBEHHOE  JOJIKHOCTHOE  JIMII0  KOJeKca
SABJIAETCA OTBETCTBEHHBIM 34 TO, YTOOBI 00JIEIYHTH
KOMIIAHWHK COOJIONeHNe KojeKca M OTBeYaTh Ha
3ampocel agMuHEcTpaTopa komerxca EDSA. Taxxe
OH WJM OHA MABJAETCS I[JIABHLIM KOHTAKTHBIM
JINIIOM B KOMIIQHHMH, KOTOPO€ CTABUT B M3BECTHOCTD
HEe3aBUCHMEIX IIPOAABIIOB, pAOOTHUKOB KOMIIAHUH 1
obmrecrso o npuHimnax Komexca stuxu 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.

10
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D.b. OrBercrBerrOCTE EDSA

D.b. EDSA Responsibility

EDSA mpemocraBiisieT JIMIO, KOTOPOE SBJISAETCS
OTBETCTBEHHBIM 3a paccMoTpeHue xaaod. EDSA
IIPUJIATAET BCe Pa3yMHBIE YCHJINS IJIA TOTO, YTOOBI
o0ecIIeynTs pasperieHne Kaao0bl.

D.c. AnmMuaMCTpaTOp KOAEKCa

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 mHasmavaer aAMHHHCTPATOPOM KoIeKca
HEe3aBHUCHMOE JIUTIO 154051 yUpesKIeHne.
AnvuHmMCTpaTOp KOJleKca, OCYIIECTBJIISAS
OTBETCTBEHHYIO JIeATEeJIbLHOCTh, BeIeT Han30op 3a
TeM, KaK KOMIAHUHM  COOJIIOJAIOT  KOJEKC.
AnMunancrpaTop — Komekca — pasapelnaer  JIo0bIe
HepaapelleHHble KAaJIO0OBl II0TpebuTesIel, KOTOphIe
OCHOBBIBAIOTCA HA HAPYIIEHUAX KOIEKCA, U II0IaeT
€yKeroJHbIe U3BEeIeHNs O IeMCTBUY KoleKca.

D.d. JeiictBua

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 AIMUHHCTPATOP KOIeKca
MOSKET OIpedesiuTh JJs1 KOMIIAHUU B CBS3U C
sKAJI0001 IpoJaBIia TIPAMBIX IOpoJask 0
HAPYIIEHUAX KOIEKCa, MOJXKET OBITH CJIeOYIOIIAsS —
npepbIBaHUEe JIOTOBOpA WJIM OTHOIIEHUI IpojiaBlia
OpAMBIX IIPOJA’K C KOMHOAHUEH, BO3MEIIeHUe
IIaTeska, BBIHECEHHEe IIpedynpeskIeHUus  Jisa
KOMIOAHUW WJIN €€ MOPOJAaBIIOB IIPAMBIX HIPOJaK,
WA JOpyTue COOTBETCTBYIONIME JeWCTBUSA U
HyOJIMKAIIASA TAKUX JeHACTBUM MJIN CAHKITHHA.

D.e. PacemoTpernue cmiopos

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

Kommamnu, EDSA u ApgmuancTpaTtop Komekxca
00SI3yIOTCA ~ YCTAHOBUTH IOPSAHOK  pabOTBI €
skaodbamMu u 00ecIIeunTh HOATBEPKICHIIEe

TOJIyYeHUs JII000#M KAJI00BI B TeUeHWE MUHUMYM
IBYX HeleJlb, a NMPUHATHE pelleHUu — B TeueHUe
Tpex MecsIleB II0CyIe ee II0IyIeHn.

D.f. Hano0nsr koMmanwmit

Companies, EDSA and Code Administrator shall
establish complaint-handling procedures and
ensure that receipt of any complaint is normally
confirmed within two weeks, and decisions are
made within three months from that date.

D.f. Companies’ Complaints

Hamobbl koMImaHWH Ha JApyrHe KOMIAHUU WJIN
EDSA paccmarpuBaer aIgMHHHCTPATOP KOIEKCa
niIn He3aBUCUMBIHN TpeTerCKU cyabd B
cOOTBeTCTBHUH ¢ mporeaypamu EDSA.

D.g. Illy6mmrarsa

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 ny6iaukyer KOIEKC ¥ II0 BO3MOYKHOCTH

IIUPOKO ero IOy JITPU3UPYET. ITegaTHEIE
OK3eMILISAPHl KOIEKCA OCTYIIHBI [JIs 0oOIecTBa
OecIIaTHo.

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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