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

A. GENERAL

A.a. Scope

Tiesas tirdzniecibas uzpeémumu ricibas kodeksu
attiectba uz tiesajiem pardevejiem, starp tiesajiem
pardevéjiem un starp uznémumiem (turpmak teksta —
,kodekss”) ir pienémusi Latvijas Ties$as tirdzniecibas
asociacija, kas ir Seldia — Eiropas Tiesas pardosanas
asociacijas — biedre, saskana ar Eiropas Tiesas
tirdzniecibas ricibas kodeksu attiectba uz tiesajiem
pardevejiem, starp tiesajiem pardevejiem un starp
uznemumiem. Kodekss attiecas uz attiecibam starp
tiesas tirdzniecibas uzpemumiem un tiesajiem
pardevejiem, starp tiesajiem pardevejiem un starp
tiesas tirdzniecibas uzpeémumiem. Kodeksa merkis ir
tieSo pardeveju aizsardziba, godigas konkurences
veicinasana brivas uzpneémeéjdarbibas ietvaros, tiesas
tirdzniecibas nozares pelnas lespeju etiska
reprezentacija un tiesas tirdzniecibas publiska tela
uzlabosana, ka galvenais merkis ir pardot kvalitativus
produktus pateretajiem ar godigiem noteikumiem un
nosacijumiem.

A.b. Terminu skaidrojums

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 Latvian 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

Sajé kodeksa:

1) tiesa tirdznieciba ir jebkada tirdzniecibas metode, kas
pamatojas uz to, ka pardevejs, turpmak teksta —
Htiesais pardevejs”, pateretajam izskaidro vai demonstre
produktu arpus uznémejdarbibas telpam;

2) patérétajs ir jebkura fiziska persona, kura iegadajas
produktus merkiem, kas nav saistiti ar vina 1stenotu
tirdzniecibu, uznemejdarbibu vai profesiju;

3) LTTA — Latvijas Tiesas tirdzniecibas asociacija ir
tiesas tirdzniecibas uzpemumu valsts asociacija, kas
Latvija parstav tiesas tirdzniecibas uznemumus un kas
ir Seldia — Eiropas Tiesas tirdzniecibas asociacijas —
biedre;

4) uzpémums ir jebkada uznéméjdarbibas vieniba, kas
tirgo produktus, kas saistiti ar preczimi, pakalpojumu
zimi vai identificéjosu simbolu, izmantojot izplatisanas

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) LDSA — Latvian Direct Selling Association (in
Latvian LTTA - Latvijas tiesas tirdzniecibas
asociacijas) is national association of direct selling
companies which represents the direct selling
industry in Latvia 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
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sistemu, kas balstas uz tieso tirdzniecibu, un kas ir
LTTA biedrs;

5) izplatisanas sistéma ir jebkada organizacija un
metodes, kas izstradatas produktu tirdzniecibai;

6) tiesais pardevéjs ir jebkura fiziska vai juridiska
persona, kura ir tiesas tirdzniecibas uznemuma
izplatiSanas sistémas biedrs un kas tirgo uzpnémuma
produktus, veicina tirdzniecibu vai sniedz atbalstu
tirdznieciba arpus uznemejdarbibas telpam. Tiesajiem
pardevejiem var but tiesibas piesaistit citus tiesos
pardevejus. Tiesais pardevejs var but neatkarigs
tirdzniecibas  agents, neatkarigs darbuzneme;js,
neatkarigs tirgotajs vai izplatitajs, nodarbinats vai
pasnodarbinats parstavis vai cits lidzigs uznemuma
produktu izplatitajs;

7) iepémumi ir jebkadi ienakumi, ko sanémis tiesais
pardevejs. Iepemumi var but komisijas maksas,
tirdzniecibas  uzcenojums, noteiktie maksajumi,
piemaksas, atlidzibas, bonusi vai cita veida ienemumi;

8) produkts ir jebkada materiala vai nemateriala prece
vai pakalpojums, kas ir paredzets pardosanai
pateretajiem;

9) uznéméjdarbibas atbalsta materials ir jebkada prece
vail pakalpojums, kas izstradats, lai palidzetu tiesajiem
pardevejiem veikt un attistit vinu uznemejdarbibu, un
kas ir:

a) paredzets pardosanai tieSajiem pardevéjiem vai tiek
viniem nodrosinats bez maksas un

b) nav paredzéts talakpardosanai patérétajiems;

10) maksa ir:
a) jebkads maksajums nauda vai

b) jebkads maksajums uznéméjdarbibas atbalsta
materialu iegadei,
ja $is maksajums tiesajam pardevejam ir javeic,

lestajoties tiesas tirdzniecibas uznemuma izplatisanas
sistema, vai periodiski ka nosacijums nepartrauktai
dalibai saja izplatisanas sistema;

11) darbinieku piesaiste ir jebkada darbiba, ko veic ar
merki piedavat personai iespeju klut par tiesSo
pardeveju;

12) kodeksa administrators ir neatkariga persona vai
iestade, kuru ir iecelusi LTTA, lai ta uzraudzitu, ka
uzpémumi ievero LTTA kodeksu, un lai izskatitu
sudzibas saskana ar kodeksu.

A.c. Uzpemumi

LATVIJAS TIESAS TIRDZNIECIBAS ASOCIACIIA
LATVIAN DIRECT SELLING ASSOCIATION

distribution system based on direct selling and
which is a member of LDSA.

(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

(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 LDSA to monitor
member companies’ observance of the LDSA Code
and to resolve complaints under the Code.

A.c. Companies

Katrai LTTA dalibas organizacijai ir janem vera

Every LDSA member company pledges to abide by
2
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kodekss, lai tas tiktu uzpemtas un varetu turpinat
dalibu LTTA. Katrai LTTA dalibas organizacijai ir
prasits publiski popularizet dalibu LTTA un $o kodeksu.

A.d. Tiesie pardeveji

LATVIJAS TIESAS TIRDZNIECIBAS ASOCIACIIA
LATVIAN DIRECT SELLING ASSOCIATION

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

A.d. Direct Sellers

Tiesajiem pardevejiem kodekss nav tiesi saistoss, bet, lai
tie varetu piedalities uznemuma izplatiSanas sistémas,
tiem ir janem vera kodekss vai ricibas noteikumi, kas
atbilst ta standartiem.

A.e. Pasparvalde

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
a condition of membership in the companies’
distribution systems.

A.e. Self-regulation

Kodekss ir tiesas tirdzniecibas nozares pasparvaldes
pasakums. Tas nav likums, un taja noteiktas saistibas
var pieprasit tadu etiskas ricibas limeni, kas parsniedz
likuma noteiktas prasibas. Ta neieverosana nerada
nekada veida civiltiesisko atbildibu. Partraucot dalibu
LTTA, uzpemumam vairs nav saistoss kodekss, ka
noteikumi  paliek piemeérojami notikumiem vai
darjjumiem, kas radusies laika, kad uzpnemums bija
LTTA biedrs.

A.f. Valsts tiesibu akti

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 LDSA, 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 LDSA.

A.f. National Law

Uzpémumiem un tieSajiem pardevejiem ir janem vera
tiesibu aktu prasibas, un tade]l kodeksa nav parfrazetas
visas tiesibu aktos noteiktas saistibas.

A.g. Standarti

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

Kodeksa ir ieklauti etiskas ricibas standarti tiesas
tirdzniecibas uznemumiem un tieSajiem pardevejiem.
Kodeksu ir ieteicams izmantot ka nozares standartu
liecibu.

A.h. Eksteritoriala piemerojamiba

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. Extraterritorial effect

LTTA ka nosacijjumu iestajai un nepartrauktai dalibai
LTTA katram biedram pieprasis saistiba ar tiesas
tirdzniecibas darbibam, kas tiek veiktas arpus attieciga
uznemuma piederibas valsts, nemt vera Eiropas tiesas
tirdzniecibas ricibas kodeksus, ja vien uz minétajam
darbibam neattiecas ricibas kodeksi, ko ir pienemusi
citas valsts TTA, kura attiecigais uznémums ir uznemts
un kas ar1 ir Seldia biedre.

Ja saistiba ar uznemuma ricibu tiek iesniegta sudziba
par kodeksa parkapumu un tas tiek darits valsti, kura
attiecigais uznémums nav TTA biedrs, minétajam
uzpémumam ir japienem, ka attiecigas sudzibas
izskatiSsana ir sa uznpémuma piederibas valsts kodeksa
administratora  jurisdikcija (vai, ja attiecigais
uznemums nav savas piederibas valsts TTA biedrs,

LDSA pledges that it will require each member as
a condition of admission and continuing
membership in the LDSA 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

3
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tadas valsts kodeksa administratora jurisdikcija, kura
attiecigais uzpémums ir TTA biedrs), un jasedz
pamatotas izmaksas, kas piederibas valsts kodeksa
administratoram ir radusas saistiba ar sudzibas
izskatisanu. Turklat piederibas valsts kodeksa
administrators var saskanot savu ricibu ar sudzibas
iesniedzéja piederibas valsts kodeksa administratoru (ja
tads ir) un, izvertgjot sidzibu par iespéjamo kodeksa
parkapumu, prioritara seciba piemérot i) tas valsts
etikas kodeksa normas, kura ir iesniegta sudziba, vai
ii) attieciga uznémuma piederibas valsts étikas kodeksa
normas, vai vismaz iii) Eiropas étikas kodeksa normas.

B. RICIBA ATTIECIBA UZ TIESAJIEM
PARDEVEJIEM

B.a. Tieso pardeveju atbilstiba

LATVIJAS TIESAS TIRDZNIECIBAS ASOCIACIIA
LATVIAN DIRECT SELLING ASSOCIATION

Code Administrator associated with resolution of
the Complaint. Moreover, the Code Administrator
of the home country may coordinate with the Code
Administrator (f 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

Uzpnemumi kodeksa saturu pazino visiem tiesajiem
pardevejiem. Lai tiesie pardeveji varetu piedalities
uznemuma izplatiSanas sistema, tiem pieprasa ieverot
kodeksu wvai rictbas noteikumus, kas atbilst ta
standartiem.

B.b. Darbinieku piesaiste

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

Uzpémumi un tieSie pardeveji saskarsmé ar
lesp€jamajiem un esosajiem tiesajiem pardevejiem

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

B.c. Business Information

neizmanto maldinoSsu vai negodigu darbinieku
piesaistes praksi.

B.c. Uzneémejdarbibas informacija

Informacijai, kadu uzpeémums sniedz tiesajiem

pardevejiem un iespejamajiem tiesajiem pardevejiem
par iespéju un ar to saistitajam tiesibam, pienakumiem
un raksturigajiem izdevumiem un izmaksam, ir jabut
rupigai un pilnigai. Uznemuma tirgvedibas plans ir
caurskatams, saprotams un nav maldinoss. Uzpémumi
lespejamajam darbiniekam nesniedz neparbaudamus
faktus un neizsaka neizpildamus solijjumus. Uznemumi
iespejamos darbiniekus ar tirdzniecibas iespeju
prieksrocibam nekad nelepazistina nepatiesa vai
maldinosa veida.

B.d. Iepemumi un parskati

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

Uznémumi iesniedz tiesajiem pardevejiem periodiskus
parskatus attiecigi par pardosanu, iegadi, ienemumiem,
komisijas maksam, bonusiem, atlaidem, piegadem,
atcelSanam un citiem saistitiem datiem saskana ar
uznemuma vienosanos ar tieso pardeveju. Visa nauda ir
jamaksa un atvilkumi javeic komerciali pamatoti un
saskana ar piemerojamajiem valsts tiesibu aktiem.

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.
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Tieso pardeveju izpelna ir atkariga no produktu vai
pakalpojumu pardosanas pateretajiem. Tieso pardeveju
lenemumu pamata var but tieso pardeveju un tiem
pakartoto izplatitaju noslegtie tirdzniecibas darjjumi
un pirkumi personiskai lietosanai.

Tiesie pardeveji nedrikst sanemt samaksu par citu
tieso pardeveju iesaistisanu izplatisanas sistema, tacu
uzpemumi var tiesSajiem pardevejiem paredzet
minimalus veicinasanas pasakumus, kas atbilst valsts
tiesibu aktu prasibam.

B.e. Apgalvojumi par iepémumiem

LATVIJAS TIESAS TIRDZNIECIBAS ASOCIACIIA
LATVIAN DIRECT SELLING ASSOCIATION

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. Uznemumi un tiesie pardeveji nedrikst sniegt
maldinosas zinas par tieso pardeveju esosajiem vai
potencialajiem pardosanas apjomiem vail iepemumiem.
2. Zinam par ienemumiem un pardosanas apjomiem ir
jabut:

a) patiesam un precizam, pasniegtam ta, lai neraditu
nepareizu prieksstatu un nemaldinatu informacijas
sanemeju; un

b) pamatotam ar dokumentétiem un pieraditiem
faktiem, kas attiecas uz konkréto tirgu.

3. Potencialajiem tieSajiem pardevejiem:

a) ir jabut informétiem par to, ka tieSo pardevéju
faktiskie ienémumi un pardosanas apjomi var
atskirties un ka tie ir atkarigi no pardeveja prasmem,
ieguldita laika un darba un citiem faktoriem; un

b) ir jasanem pietiekami plasa informacija, lai varetu
racionali izvertet savas iespejas gut ienakumus.

B.f. Attiecibas

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.

B.f. Relationship

Tiesa pardeveja darbibas sakuma uzpémumi izsniedz
tieSajam pardevejam rakstveida ligumu, ko ir
parakstijis gan uzpemums, gan tiesais pardevejs, vai
rakstveida aktu. Rakstveida liguma vai akta ir jabut
ieklautai butiskakajai informacijai saistiba ar
attiecibam starp tieSo pardeveju un uzpémumu.
Uzpémumi informe tiesos pardevejus par vinu likuma
noteiktajam saistibam, tostarp visam piemerojamam
licencem, registracijam un nodokliem.

Uzpemumi un tiesie pardeveji nedrikst launpratigi
izmantot tiesa pardeveja privato jomu, socialo,
intelektualo vai emocionalo jutigumu, ko var uzskatit
par izmantosanu.

B.g. Maksas

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

Uzpemumi un tiesie pardeveji nedrikst pieprasit
tiesajiem pardevejiem val iespéjamajiem tiesajiem
pardevejiem maksat nepamatoti augstu iestasanas
maksu, fransizes maksu, maksu par reklamas
materialiem un pardosanas atbalsta materialiem vai
citas maksas, kas saistitas vienigi ar tiesibam
piedalities uznemuma darbiba.

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.
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Uzpnémumi nedrikst pieprasit, lai tieSie pardeveji
pieteiksanas procesa iegadatos uznémuma produktus,
1iznemot gadijumus, kad attiecigie produkti ir ieklauti
sakuma jeb starta komplekta.

pakalpojumu
tiesa

Perifero vai papildu produktu vai
sniegsanai nav jakalpo par uzpemuma vai
pardeveja pelnas avotu.

Jebkuram maksam, kas ir javeic, lai klutu par tieso
pardeveju, ir jabut tiesi saistitam ar sanemto materialu,
produktu vai pakalpojumu vertibu.

Maksa, kas ir javeic, lai klutu par tieso pardeveju vai
turpinatu darboties ka tiesais pardevejs, tostarp maksa
par nepieciesamajiem papildu pakalpojumiem, ko
piedava uzpémums (piem., tieSsaistes macibas, e-
komercijas vai citu interneta risinajumu nodrosinasana,
nosiitisanas izmaksas), tiek pilniba atmaksata (iznemot
tiesa pardevéja nopelnito komisijas maksu), ja tiesais
pardevejs izbeidz izplatisanas ligumu 30 dienu laika pec
attieciga maksajuma veikSanas. Atmaksas noteikumi
attiecas tikai uz tiem maksajumiem, ko tiesais pardevejs
ir veicis pedejo 30 dienu laika pirms izplatiSanas liguma
izbeigsanas.

Komisijas naudas izmaksasana par maksu, kas ir javeic,
lai klatu par tieso pardeveju vai turpinatu darboties ka
tieSais pardevejs, butiba ir tieso pardeveju atalgosana
par jaunu tieso pardeveju iesaistisanu izplatiSanas
sistema, un sada prakse ir aizliegta.

B.h. Privatuma ievérosana

LATVIJAS TIESAS TIRDZNIECIBAS ASOCIACIIA
LATVIAN DIRECT SELLING ASSOCIATION

No company shall require product purchases as
part of the application process unless included in
the starter kit.

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,
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

Uzpemumiem un tiesajiem pardevejiem jasazinas ar
tiesajiem pardevejiem tikai sapratiga veida un laika, lai
§1 sazina nebutu uzbaziga, un, ja tie ir piemeérojami,
leverojot attiecigos valsts tiesibu aktus. Tiesajiem
pardevejlem un uzpemumiem javeic atbilstosi
pasakumi, lai nodrosinatu visas patéretaja, potenciala
pateretaja vai tiesa pardeveéja sniegtas privatas
informacijas aizsardzibu.

B.i. Diskriminacijas aizliegums

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

Uznémumu nodrosinatas uzpnemejdarbibas iespejas ir
pieejamas visiem lespejamajiem izplatitajiem
neatkarigi no to dzimuma, rases, etniskas piederibas,
religiskas vai garigas piederibas vai politiskajiem
uzskatiem. Uznemumiem ir rakstveida jaapliecina, ka
uznemejdarbibu nekada zina nedrikst sasaistit ar vienu
vai vairakiem no ieprieks minetajiem privatas dzives
aspektiem.

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.
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B.j. Nepamatota produktu
atpirkSana

iegade un produktu

LATVIJAS TIESAS TIRDZNIECIBAS ASOCIACIIA
LATVIAN DIRECT SELLING ASSOCIATION

B.i Inventory Loading and Repurchase

Uzpemumi nepieprasa, lai tiesie pardeveji iegadatos
produktu krajumus nepamatoti liela apjoma, un
neaicina tiesos pardevejus sadi rikoties. Uznemumi veic
konkretus un pamatotus pasakumus, lai nodrosinatu to,
ka tiesie pardeveji, kuri sanem kompensaciju par
pakartoto izplatitaju pardoSsanas apjomu, mineto
kompensaciju var sanemt tikai tad, ja tie patere vai
pardod iegadatos produktus.

Ja tiesais pardevejs nolemj izbeigt attiecibas ar
uzpémumu, uzpémumam péc attieciga pileprasijuma
sanemsanas 1ir jaatperk visi nepardotie produkti,
reklamas materiali, pardosanas atbalsta materiali un
komplekti, ko var atkartoti pardot un kas ir iegadati
pédejo divpadsmit menesu laika, un jaatlidzina tieSajam
pardevejam sakotnejas izmaksas, atskaitot apstrades
izmaksas, ko sedz tiesais pardevejs un kas nedrikst
parsniegt 10 % no neto pirksanas cenas. Uznémums var
atskaitit arl pelnu, ko tiesais pardevejs ir guvis,
pamatojoties uz atpakal atdoto produktu sakotnejo
iegadi. S1 krajumu atpirkSanas politika ir skaidri
jaizklasta tiesajiem pardevejiem.

Ja uzpemums val pardevejs pieprasa, lai neatkarigs
pardevejs i1egadatos nepamatoti lielu produktu vai
pardosanas atbalsta materialu daudzumu, vai aicina
neatkarigu pardeveju sadi rikoties, ta ir uzskatama par
negodigu un maldinosu darbinieku piesaistes praksi.

B.k. Izglitiba un macibas

_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
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.1. Education and Training

Uzpemumi nodrosina atbilstigu izglittbu un macibas, lai
tiesie pardeveji varetu darboties etiski, tostarp
informaciju par piemeéerojamo etikas kodeksu, attiecigo
tirgu un produktu. Macibas var apgut sesijas, rakstveida
rokasgramatas, celvezos vai audiovizualos materialos,
ko nodrosina par sapratigu samaksu vai bez maksas.
Uzpémumi nedrikst izmantot macibu programmas ka
pelnas gusanas avotu.

B.1. Citi materiali

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.

B.m. Other Materials

Uznemumi aizliedz tiesajiem pardevejiem tirgot citiem
tieSajiem pardevejiem materialus, ko nav apstiprinajis
uznemums un kas neatbilst uznemuma politikai un
proceduram.

Tiesie pardeveji, kas pardod uznpémuma apstiprinatus,
juridiski atlautus reklamas vai macibu materialus, kuri
ir pieejami papira forma vai elektroniski, vai jebkada
cita forma: i) piedava vienigi tadus materialus, kas
atbilst tiem pasiem standartiem, kadus 1ievéero
uzpémums; ii) nedrikst noteikt, ka citiem tieSajiem
pardevejiem ir pienakums iegadaties sadus materialus;

Companies shall prohibit Direct Sellers from
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

7
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iii) nodro$ina pardosanas atbalsta materialus par
sapratigu un godigu cenu, kas nenes tiesajam
pardevejam ieverojamu pelnu un ir lidzvertiga tai, par
kadu lidzigi materiali parasti ir pieejami tirgu, un
iv) piedava rakstveida atpakalatdosanas politiku, kas ir
tada pati ka tiesa pardeveja parstaveta uzpeémuma
atpakalatdosanas politika.

Uzpnemumi veic rupigus, sapratigus pasakumus, lai
nodrosinatu, ka tieso pardeveju sagatavotie pardosanas
atbalsta materiali un citi I1dzigi materiali atbilst sa
kodeksa noteitkumiem, nav nepatiesi un maldinosi.

Kompensacijas izmaksasana tiesajiem pardevejiem par
tadu macibu un reklamas materialu pardosanu, kas
jaiegadajas, lai klutu par tieso pardeveju vai turpinatu
darboties ka tiesais pardevejs, butiba ir tieso pardeveju
atalgosana par citu tieso pardeveju iesaistiSanu
1zplatiSanas sistema, un sada prakse ir aizliegta.

C. RICIBA STARP UZNEMUMIEM

C.a. Princips

LATVIJAS TIESAS TIRDZNIECIBAS ASOCIACIIA
LATVIAN DIRECT SELLING ASSOCIATION

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

C. CONDUCT BETWEEN COMPANIES

C.a. Principle

LTTA dalibas uzpémumiem pret citiem biedriem ir
jaizturas godigi.

C.b. Parvilinasana

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

C.b. Enticement

Uzpnémumi un tiesie pardeveji nedrikst parvilinat tieSos
pardevejus vai uzmakties citu uzpémumu tiesajiem
pardevejiem ar sistematiskiem vilinajumiem.

C.c. Nomelnosana

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

C.c. Denigration

Tapat uznemumi nedrikst nomelnot un laut tiesajiem
pardevejiem negodigi nomelnot citu uzpémumu, ta
produktus, pardosanas un tirgvedibas planu vai jebkadu
citu uzpémuma iezimi.

D. KODEKSA IZPILDE

D.a. Uzpemuma atbildiba

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

Primara atbildiba par kodeksa ieverosanu ir katram
atseviskam uzpnemumam. Ja kodekss tiek parkapts,
uznemums dara visu iespejamo, lai gandaritu sudzibas
lesniedzeju.

Katram dalibas uzpémumam un toposam dalibas
uzpémumam ir jaiece] LTTA kodeksa atbildiga
amatpersona. Kodeksa atbildiga amatpersona ir
atbildiga par to, lai atvieglotu uznémumam kodeksa
nemsanu vera un atbildetu uz LTTA kodeksa
administratora pieprasijumiem. Tapat vins vai vina ir
galvena kontaktpersona uznémuma, kas zino par LTTA
Etikas kodeksa principiem neatkarigiem pardevéjiem,
uznemuma darbiniekiem, pateretajiem un sabiedribai.

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 LDSA Code
Responsibility Officer. The Code Responsibility
Officer is responsible for facilitating compliance
with the Code by their company and responding to
inquiries by the LDSA Code Administrator. He or
she will also serve as the primary contact at the
company for communicating the principles of the
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D.b. LTTA atbildiba

LATVIJAS TIESAS TIRDZNIECIBAS ASOCIACIIA
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LDSA Code of Ethics to their independent
salespeople, company employees, customers and
the general public.

D.b. LDSA Responsibility

LTTA nodrosina personu, kas atbildiga par sudzibu
1izskatisanu. LTTA veic visus nepieciesamos pasakumus,
lai nodrosinatu sudzibu atrisinasanu.

D.c. Kodeksa administrators

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

D.c. Code Administrator

LTTA par kodeksa administratoru iecel neatkarigu
personu vai iestadi. Kodeksa administrators, veicot
atbilstigas darbibas, uzrauga to, ka uzpemumi ievero
kodeksu. Kodeksa administrators risina jebkadas
neatrisinatas tieSo pardeveju sudzibas, kas balstas uz
kodeksa parkapumiem, un iesniedz ikgadeju zinojumu
par kodeksa darbibu.

D.d. Darbibas

LDSA 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.

Darbibas, kadas kodeksa administrators var noteikt
uznemumam saistiba ar tiesa pardeveja sudzibu par
kodeksa parkapumiem, var but tiesa pardeveja liguma
val attiecibu izbeigsana ar uzpémumu, maksajumu
atlidziba, bridinajuma izteikSana uzpémumam vai ta
tiesajiem pardevejiem, vai citas atbilstigas darbibas un
sadu darbibu vai sankciju publicésana.

D.e. Sudzibu izskatiSana

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

Uzpémumi, LTTA un kodeksa administratori izveido
sudzibu izskatiSanas kartibu un nodrosina, lai 1sa
laikposma  tiktu apstiprinata katras sudzibas
sanemsana un sapratiga laikposma tiktu pienemti
lemumi.

D.f. Uznemumu siidzibas

Companies, LDSA and Code Administrators shall
establish complaint-handling procedures and
ensure that receipt of any complaint is confirmed
within a short time and decisions are made within
a reasonable time.

D.f. Companies’ Complaints

Uznemuma sudzibas par citu uznémumu vai LTTA
risina  kodeksa administrators vai neatkarigs
skirejtiesnesis saskana ar LTTA proceduram.

D.g. Publicesana

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

D.g. Publication

LTTA publice kodeksu un péc iespejas plasak to
popularize. Drukati kodeksa eksemplari sabiedribai ir
pieejami bez maksas.

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



