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

A. GENERAL

A.a. Scope

Komexc moBemeHns KoMOaHWM IIPAMBIX OPOSAMXK JIS
OTHOIIIEHUHN KOMIIAHWNA M IIPOJABIIOB IPSIMBIX IIPOSAK,
OTHOIIEHUN MeXIy IIPOAABIIAMHU IIPAMBIX IPOSAMK U
OTHOIIIEHMH MeKIy KOMIaHuaAMHU (gajlee B TekcTe —
,komexc”) mpunara JlaTBuiickoil accolmalimeil IpSIMBIX
IIPOIAaK, SBJIAIOIIeca dieHoM Seldia — Espomerickoii
accoMAllMY IIPAMEBIX IIPOJAYK, B COOTBETCTBHU C
Espomneiickum  mois OTHONIEHUX KOMIAQHHUHA ¢
IIPOJABIIOB IIPSAMBIX IIPONAK, OTHOIICHWN MEMKIY
IIPOJABIIAMIU IIPAMBIX MPONAXK MU OTHOIICHHN MEKIy
koMmmauuamMu. Komekc OmMCHIBAET OTHOIIEHHUS MEXKIY
KOMIAHUAMH IIPSAMBIX HPOJAMK M MPOJABIIAMU IIPSIMBIX
IPOIAK, MEKIY IPOSABIIAMHU IIPAMBIX IPOJAMK W MEKIY
KOMIOAHMAMHK NOpAMBIX mOpojask. Llemamm Komekca

SABJIAIOTCA  3allfUTa IIPOJABIIOB IPAMBIX IIPOJAK,
COmEeMCTBHE  YeCTHOM  KOHKYPEeHIIMM B  paMKax
CBOOOTHOTO OpenIpuHUMATEIbCTBA, 3THUYIHOE

[IPEJICTABJIEHNE BO3MOMKHOCTH IIOJyUEHUS [0X0Aa B
WHAYCTPUU  MPAMBIX  I[POJAM W yJIydIIeHHe
00IIIeCTBEHHOT0 BOCIPUATHUA IIPAMBIX IIPOIAK, IJIaBHAS
IIeJIb KOTOPBIX — IIPOAABATH KAYECTBEHHBIE IIPOIYKTHI
IMOTPEOUTEJIAM HA YECTHBIX YCJIOBMUAX C COOJIIOIEHUEM
IPaBUIIL.

A.b. O0bscHEeHNE TEPMUHOB

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

B sToMm Komexce:

1) mpamsre mpogascx 03HAYAIOT JIOO0H METOH IIPOJAK,
KOTOPHIM OCHOBBIBAETCS HA TOM, UTO IpPOIaBel, Jajiee B
TeKCTe — ,, IIPOAAaBeI] IPAMBIX Ipogax’ , 00bACHAET WA
JTeMOHCTPUPYET IIPOAYKT TMOTPeOUTEeN0 3a MIpeaesiaMu
HOMEIICHUI TeJIOBBIX OPTaHU3aIIHIA.

2) morpeburesisr — mI000e (PU3UUECKOe JIUII0, KOTOPOe
Opuobpesio MPOAYKTEL ¢ IIeJIbI0, KOTopas He CBA3aHa C

OCYIIIECTBJIIEMOM UM TOPTOBJIEH,
OpeInpUHUMATEIbCKOM esATeJIbHOCTHIO nin
mpodeccrert;

3) LTTA — JlaTBuiickaa accOlMAIUA IPAMEBIX IIPOJAK
SABJSAETCA HAIIMOHAJBHOM accouanuen IIpearnpusaTuil
OpAMBIX IIPOJAsK, KoTopasd mpenacrasiser B JlaTBum
WHJYCTPUI0O TPAMBIX MPOJIAX W KoTopas sIBJISETCS

For the purposes of this Code:

(1) Direct selling means any selling method which
is 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
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wrenoM Seldia — EBpomeiickoil accommaigy IPsSMBIX
IIPOJIAK;

4) KoMITaHHA — MI000€ TIPeIIPHUATHE , KOTOPOe
IIPOIBUTAET IIPOAYKIIHIO, CBI3aHHYIO C TOBAPHBIMU
3HAKAMM, 3HAKAMU OOC/IyKUBAHUSA WJIH
UOeHTAQPULIUPYIOIIUMHA CUMBOJIAMY, HUCIIOJIL3YS CUCTEMY
pacmpocTpaHeHNsI, OCHOBAHHYIO HAa IIPAMBIX IIPOIAKaX,
u apiaomeecs awiedoMm LTTA;

5) cucrema pacapocTpaHeHHs — Jio0as OpraHu3alius
WJIX MeTOJ, KOTOPBLIM pa3paboTaH JId IIPOIBUMKEHUS
IIPOOYKTOB;

6) ImpomaBer IPAMBIX IPOTAN — JII000e (PU3MIecKoe N
OPUIUYECKOE JIUIIO0, KOTOPOE SIBJISAETCS YJIEHOM CHUCTEMBI
pPACOpOCTPAHEHUST KOMIIAHUM IMPSAMBIX MIPOJAX U
KOTOpPO€ TOPTYEeT IMPOJAYKTAMH KOMIIAHWUH, CIIOCOOCTBYET
TOProBJIe WJIM OKA3bIBAeT IIOMJEPIKKY B TOPTOBJE
MPOAYKIIMM KOMITAHWUM 34 IpefejaMu  pabodmx
MOMeIIeHn TpeanpusaTus; [Ipogasers MpAMBIX IPOTAK
MOKET UMETD IIPAaB0 PEKPYTUPOBATH IPYTUX IIPOIAABIIOB
NpsAMBIX Ipojask. [IpomaBen HpsAMBIX IIPOTAMK MOMKET
SIBJIATHCS HEe3aBUCUMBIM TOPTOBBIM areHToM,
HE3aBUCHMBIM IOAPAIIYMKOM, HE3aBUCUMBIM IHJIEPOM
WIH OUCTPUOBIOTOPOM, padoTaIIMM II0 HAUMY WA
CAMO3aHATHIM IIPEICTABUTEIEM WJIA WHBIM IT0J00HOI0
pozna mpencrasureseMm Kommanuu

7) gox07BI — TIOGEIE JOXOBI, KOTOPEIE TIOJIYYM IPAMO
mpomaser;. JloxomamMu MOTyT OBITH KOMHCCHUOHHBIE
IJIaTHI, TOPIOBEIE HAIleHKW, pPAa30BBIle  BHIIJIATHI,
JIOTLJIATHI, BO3HATPAKIEHWS, OOHYCHI WJIM JOXOIBI B
Opyrux BUIax;

8) mponyxrT — JII000# MaTepuaJIbHbIN
HeMaTepUaJIbHEIM  TOBAp WJIH  YCJIyra,
MpeJHa3HavYeHA JIJIs IIPOIAKH ITOTPEOUTe IsIM;

uin
KoTOpas

9) MaTepHaT — HOOQAEPsKKH  IPEIpPHHHMATEIbCKOE
JeATeJBEHOCTH — JI000M ToBap HWJIM yCJyra, KOTopas
paspaboTaHa I IOMOIIY IPOAABIIAM IPSIMEIX IIPOIAK
M PAa3BUTHA UX IPEIIPUHUMATEILCKON IeATeIbHOCTH,
KoTOpad-

a) IpefHA3HAYEeHA IJIA IIPOJAKH IPAMBIM IIPOIABIIAM
WJIM IIPESOCTABJICHA MM OECILIIATHO 1
b) He IperHa3HAYeHA IS
OTPEOUTEIAM;

epPeIrpoIasku

10) Bazroc:

a) J060#I IIIaTeX B JeHEeKHOM BHIPAMKEHNH HJIH

b) m000f TIATex® [T TPUOOpETEeHMA MATEePHAJIOB
MOIIEPRKN IIPEIIIPUHIMATEIECKON JeATe IbHOCTH;
eciM 9T ILJIATEKH  HeoOXOOMMO  OCYIIECTBJISTDH
IIPOJABILY IIPAMBIX HIPOAAYK IJIS BCTYIJIEHUSA B CHCTEMY
PACIIPOCTPAHEHNS KOMIIAHWN MPAMBIX MPOJAMK , WU
IIOBTOPATH  IEPUOOUYECKHM  KaK  yCJIOBHE  IJId
NOONEP:KAHUS  HeATeJIbHOCTM B  OTOM  CHCTEeMe

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
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 1s 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 is:

(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.



paciupocTpaHeHusd;

11) Perpyrupopamme — mobas IeaTeJBHOCTh, KOTOPas
OCYITIECTBJISIETCSI €  IIEJBI0  IIPEJJIOKEHUS  JIUILY
BO3MOYKHOCTH CTATh ITPOJABIIOM ITPAMBIX ITPOJIAK;

12) agmuHHCTPaTOP KOmerca — He3aBUCHMOe JIUIIO TN
yupesknenne, kKoropoe  HasHauemo LTTA  mua
HaOmOmeHnsa 3a TeM, Kak komnaHum-dieHol LTTA
cobmomaror komexe LTTA, n nj1a paccMoTpeHNA %ayiod B
COOTBETCTBHUH C KOIEKCOM.

A.c. Kommauuu
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(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

Kamxmoit oprammsamun-ydactamite LTTA wmeobxommmo
VUUTBIBATEL KOIEKC IJISI TOro, YTOOBI OHA IIPHMHSJIA Ha
cebss 00S3aHHOCTM M MOIJVIA IIPOJOJIKATH ydacTHhe B
LTTA. Kampnoit opraamsamun-yuactauiie LTTA ciaemyer
yOJIMYHO IIOmyIsIpu3upoBaThk cBoe ydactre B LTTA u
KOJEeKC.

A.d. TIponasIthl IpAMEIX IPOSAK

Every LDSA member company pledges to abide by
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

TlpomaBilel mPAMBIX TIPOJAMK HAMIPAMYI HE CBSI3aHBI
00sI3aTeIbCTBAMHU TI0 KOJIEKCY, HO KOMIIAHUH OOSI3aHBI
TpeOOBATH OT HHUX COOIOAEHUS KOIeKca WU IIPaBMII
TIOBEJIEHUSI, COOTBETCTBYIOIINX TPEOOBAHUAM KOIEKCA B
KaYyecTBe YCJIOBHUS WX YYACTHS B CHCTEME JTUCTPHUOYITHU
KOMIIaHUM.

A.e. CamoympaBieHme

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

Konexc SIBJISIETCS Mepoit CaMOyIIpaBJIEHUS
OTHOCHUTEJILHO OTpaciau mpsaMbeix mpojask. Ou  He
SABJISETCS ~ 3aKOHOM, W  OIpeJeJieHHBIE B  HeEM
00513aTeJIbCTBA MOTYT 3allpallliBaTh TAKOM yPOBEHb
THUIECKOT0 [IOBEIeHUS, KOTOPBIA [IPEBBIIIAET
oIIpeieIeHHbIE 3aKOHOM TpeboBaHHUS. Ero
HecoOJII0eHe He BhI3hIBAET KAKyH—/Ir00 IpaskIaHCKO—
MIPaBOBYI OTBETCTBEHHOCTh. Ilpm  IpekparneHuu
yuactua B LTTA, kommamms Oosiee He cBs3aHa
KOJEKCOM, B TO BpeMs Kak [paBmWjia OCTAITCS
MIPUMEHAEeMBIMIA K COOBITHSAM WM COEJIKAM, KOTOpHIe

HOSIBUJIMCh BO BpeMs, KOIJa KOMIIAHHS SBJISJIACH
yirerom LTTA.

A.f. HanmmonaJsisHoe 3aK0OHOIATEILCTBO

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

CqI/ITaeTCH, YTO KOMIIAHHHM W IIPOJABIIBI ITPAMBIX
IIpogax CO6JIIOL[aIOT Tpe6OBaHI/IH 3aKOHa, U II03TOMY
HOL[QRC He BOCITPOM3BOAUT 3THU TpeGOBaHI/IH.

A.g. CragmapTth

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 xomexc BRIIIOUEHBI CTAHIAPTHL dTHYECKOTO IIOBEICHUS
JJIsI KOMIIAHMM M IIPOJABIIOB HPAMBIX Ipomask. Komekc
sKeJIaTeJIbHO HCII0JIH30BATh KaK CBHIETEJILCTBO
HAJIMYHUSI OTPACIEBOr0 CTAHIAPTA.

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.
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A.h. DxcreppuTOpHaNLHOE JIeiicTBHE

LATVIJAS TIESAS TIRDZNIECIBAS ASOCIACIIA
LATVIAN DIRECT SELLING ASSOCIATION

A.h. Extraterritorial effect

LTTA szagBnser, 4To OJI KasKIOr0 €€ 4jeHa yCJIOBHUEM
I BCTyIUIeHusT W mocienypomiero ydactus B LTTA
sBJIsteTcsT  cooTBeTcTBHMe — KBpomeiickomy — Komexcy
IIpameix Ilpomask B OTHOIIEHMHM WX AKTUBHOCTEH B
MIPAMBIX IIPOJAYKAX BHE CTPAHBI MX HAXOMKIEHUS, €CJIU
TOJIBKO TakKas CTpaHa He HAXOUTCS IOJ JIeHdCTBHUEeM
JIpyroro KoJeKca HPSIMBIX IpoIasK Ipyroi
HaIlMOHAJIbHON  Accoumanuu IIpsambix IIpomasx,
adpdpunuposanuoii ¢ Seldia, yieHoM KoTOpoil ABJIgeTCA
KOMITAHHUS.

B cayuae, ecnm KOMIIAHMS CTAHET IIPEIMETOM
paccMoTpeHHMs KaJo0Bl Ha HapymreHue Komexca B
cTpaHe, B KOTOPOM OHA He SABJAETCA UJICHOM
accoIMaIvy,  KOMIIAHWUS  JOJIKHA  ITOJUUHHUTHCS
opucqukiiun  AnmuHuctpatopa HKomexca B pomHOoM
crpage (wIm, ecam OHa He ABIAETCH  UJEHOM
acconMalnyy B POMHOM CTpaHe, TO B JIIOOOM IPyroi, B
KOTOPOIl OHA fABJISETCA TAKOBHIM), W J[JOJLKHA HECTH
pa3yMHEbIe pacxomsl, CBSI3AHHBIE c pabotroit
Anvunancrpatropa HKomexca B pomHoit crpame 110
pasperieHuo KaJo0el. Bosiee Toro, ApmMumHHCTpaTOp
Komekca B POIHOM cTpame vMeeT  IIPaBoO
KOOPIUHHUPOBATH paccMoTpeHme SKAJI00BI c
Anvunncrpatopom Kopekca(npm Hammdmm) B cTpaHe,
OTKyJa IIPOM30ILIa :Kajioba, PYKOBOICTBYSICH IMIPHU
PAaCCMOTpPEHHUH , B IOpAaKe IpuopuTera, (i) crammaTamu
Komexca cTpaHBI, B KOTOpOH croeiaHa xayioba, (ii)
cragmapramu Komekca pommo# crpamer, m (iii), kak
MuHUMYM, ctaHgapToMm Espomeiickoro Komexca Orurn.

B. TIOBEIJEHHUE IIO OTHOHNEHWIO K
ITPSIMBIM ITPOJABIIAM

B.a. CoorBeTcrBrEe HPOOABLIOB IPSIMEBIX IIPOLAIK

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 1is 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, (1) 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
SELLERS

TOWARDS  DIRECT

B.a. Direct Sellers’ Compliance

Kommauny o06as3amel  moBecTH 10 BCeX IIPOSABLIOB
mpAMBIX IIpomak Tpeboammsa Komexca m TpeboBaThb oT
CBOM IIPOJABIIOB IMPAMEIX IIPOJAYK, B KAUECTBE YCJIOBHUSI
WX YJIEHCTBA B CHCTeME€ OJUCTPUOYLUH, COOJIIOIEHUS
Tpebopaumit  Homexkca wmiam mpaBMy — KOMITAHUH,
COOTBETCTBYIOIINX cTaHmapram Komekca.

B.b. PexpyTuum

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

KoMmammy w mpomaBIBl OPAMBIX  IIPOJIASK B
OTHOIIIEHUSAX € BO3MOKHBIMU WM  HACTOSAIIUMU
IIPOJIABIIAMY HE WCIOJIB3YIOT BBOIAIIYIO0 B 3a0JIyKICHIE
WJIN HEUECTHYIO IIPAKTUKY IIPUBJIEYEeHUT KJINEHTOB.

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

B.c. HNudopmarims IpeIIpHHIMATEJILCKOMI
IeATeIEHOCTH
Nudopmariusa, KOTOpyH KOMIIAHUS MIPEIOCTABIISET

IIPOJABLIAM ITPAMBIX IIPOJAM WM BO3MOIKHBEIM IIpOJaBITaM
IIPAMBIX IIPOJAY¥ O BO3MOHOCTH KW CBA3AHHEIX C Hel

Information provided by the company to its direct
sellers and to prospective direct sellers concerning
the opportunity and related rights, obligations,
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mpaBax, OOS3aHHOCTAX M XapaKTepHBEIX pacxomax u

BBIILIATAX, [JOJKHA OBITH TOYHOM W  IIOJIHOM.
MapreTrHroBEIM IJIAH KOMHIAHMK JOJIKEH OBITH
IIpo3paveH, sICGH W He BBOAUTH B 3a0JIy:KIeHHe.

Kommannsa He mesraroT BOZMOMKHBIM IPOAABIIAM IPSIMBIX
OpONa’k  3asIBJIEHHI, KOTOpPble HEe MOIyT OBITh
HOATBEP:KICHBI, ¥ He Ial0T HEeBBIIOJHUMBIX O0CIIAHMIA.
Kommauny Hukorma He IpeacTABISIOT  BO3MOMKHBIM
OpoIaBIIaM TPAMBIX ITPOJAK IIPEUMYIIECTBA HPAMBIX
OPONA’k B JIOKHOM WJIM BBOLSINEM B 3a0/IyKIeHNE
BHIE.

B.d. Hoxomer u oTueThr

LATVIJAS TIESAS TIRDZNIECIBAS ASOCIACIIA
LATVIAN DIRECT SELLING ASSOCIATION

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

Ileprogmueckn KoMIIaHHM 00SI3aHBI IIPEIOCTABJIIATH
IPONABIIAM MPSIMBIX IIPOJAMK OTYETHl KacaTeJbHO
Opoaask, IIOKYIIOK, JgeTajiel J0XO0M0B, KOMICCHUOHHBIX,
OOHYCOB, CKHMIOK, JOCTABOK, OTMEH 3aKa30B M IPYTHX
CBA3aHHBIX JAHHBIX, B COOTBETCTBHUU C JOTOBOPEHHOCTHIO
MeKIy KOMIIaHWeH M IIPOJaBIIOM MHPSMBIX mpodask. Bce
BHIIJIATHI U YIEPKAHUSA [OJIKHBI OCYIIECTBJISITHCSI B
KOMMeEpPYeCKH pasymHoit MaHepe B pamMKax
HAIIMOHAJILHOI'0 3aKOHOJATEILCTBA.

3apaboTKky IIpomaBIA IIPAMBIX IIPOIAMK JOJIMKHEI OBLITH
000CHOBAHBI IIpoJasken IIPOJIYKTOB U yCIyT
norpeburenaM. 3apaboTKK IIPOJABIA HPSIMBIX IIPOJAK
MOTYyT 0a3MpoBaTbCI HA JIMYHOM IIOTPEOJIeHMH U
mpoJaskax IpOmaBIla IPSAMBIX MOPOJAK U €ero
HUKECTOSAIIEH OpTaHNu3aIINH.

IlpomaBen, NpAMEIX HpPOJask He JOMKEH HMeTh
3apaboTKa HA OCHOBAHUU IIPHBJeYeHHs (pPeKpyTHHTa)
HOBBIX ITPOJABIIOB NPAMEIX IIPOJAXK B OPTAHUIAIIHIO.
XoTd KOMIAHUSA MOMKEM IIPeJOCTABIATH MUHUMATIHHOE
HoOMIpeHre 3a 9TO B paMKaxX HAIMOHAJILHOTO
3aKOHOJATEILCTRA.

B.e. 3asasienus 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. Kommammn wu IlpomaBusr Ilpsameix Ilpomam me
IIOJIKHBI HEKOPPEKTHO HHTEPIIPETUPOBATD
CYIIECTBYIOIIE M IIOTEHIIMAJIbLHEIE O00BEMEBI IIPOLAK
MX IPOJABIIOB IIPAMBIX IIPOSAK.

2. IlpencraBieHnss o 3apaboTkax M 00BEeMax IIPOTAK
JIOJIFKHBL OBITE:

a)IIpaBIUBEIMU, aKKYpPATHBIMHU, U IIPEJICTABIEHHBEIMI B
dopme, He BROIAIIEH B 3a0/IyKICHNIE, 1

b)OCHOBAHHEIME Ha JOKYMEHTATIBHO O0OCHOBAHHBIX
daKTax, OTHOCAIINXCSA K KOHKPETHOMY PHIHKY.

3. IloreHanbHbIE IPOIABIIEI IIPAMBIX IIPOIAMK JOJIAKHEI
OBITH TPOUH(MOPMHUPOBAHEI O TOM, UTO

a)PeanpHEle 3apaboTKM U 00HEMEI IPOJAK OTIHYAIOTC
OT YeJIOBEKA K UYeJOBEKy M 3aBHCAT OT HABBIKOB
IIPOJABIlA, IMOTPAYEHHBIX BPEMEHW U YCUJIMHA M OT
Ipyrux paKkTopoB, 1

b)JIOJI3KHEI TOJIYYNUTH JOCTATOYHO WHQOPMAIIUU JIJIS

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

5



Pa3yMHOM OIleHKH BO3MOIKHOCTEU IOJIyUYeHU s J0X0a.

B.f. OtHomermma

LATVIJAS TIESAS TIRDZNIECIBAS ASOCIACIIA
LATVIAN DIRECT SELLING ASSOCIATION

to earn income.

B.f Relationship

B mauasie mesTesIbHOCTHM IIPOJABIA MPSIMBIX IIPOLAK
KOMIIAaHUHY BBIIAIOT €My ITMChMEHHBIN JOTOBOP, KOTOPHIH
TOAITHMCHIBAIOT KAK KOMIIAHUA, TaK U IIPOIABeIl MPAMBIX
Oopomask, WM IIHCbMEHHBIM akT. B mOmcbmeHHOM
JOrOBOpEe WMJIM aKTe [OJIKHA OBITh BKJIIOYEHA BCS
cylnecTBeHHAI uHbOpMAaIINI, CBsI3aHHAA c
OTHOIITEHUSIMHU MEKY MPOJIAaBIIOM MPAMBIX IIPOJIAK U
kommanueit. Kommanwym wHpOpMHUPYIOT IIpPOOAaBIIOB
OPSAMBIX IIpojask o0 MX OIpeIesIeHHBIX 3aKOHOM
00SI3aHHOCTSAX, B TOM 4YHCJIE, O BCeX IIPHUMEHSIEMBIX
JUTEH3UAX, PETUCTPAIINAX B HAJIOTaX.

Kommmanyy u mpomaBIbl IPSAMBIX IPONAYK HE IOJIKHBI
3JI0yHoTPEeO0JIATh YaCcTHOM! cepoit IpoJaBIia,
COITMAJIbHOM, WHTEJIJIEKTYAJIbHONW WJIM dMOITMOHAJIBHOM
YyBCTBUTEJBHOCTBIO, ¥ ITI0JIE30BATHCSI UMHU.

B.g. ILnraTe

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

Kommanum m mpodaBIlbl IPSAMBIX TPOJAK HE JOJIMKHBI
TpeboBaTh OT JEeUCTBYIOIIUX WJIM ITOTEHIIMAJBHBIX
TPOJIABIIOB IIPAMBIX ITPOJIAYK IIJIATUTH IIPEBBINIAIOIIHIE
pas3yMHEBIe peneJIbl B3HOCHI, Takue KakK:
BCTYOUTEJIbHBIE, (paHIIudy, IUIATy 34 peKJaMHbIe
MaTeprasbl MW 3a HOOJEpP:KKY IIPOoIdask, WM Jpyrue
IJIaThl, KOTOPBHIE CBSA3AHBI HCKIIIOUUTEJIBHO C IIPABOM
IPUHUMATH yIaCTHE B JIeATEJIBHOCT KOMIIAHUM.

Hu omma wxommanmsas He wmmeer ImpaBa TpeboBaTh
MpUOOpeTeHnsT MPOJAYKTA KAK YCJIOBHS BCTYILJIEHUS B
CHCTEMY JUCTPUOYIINH, 32 UCKIUEHUEM BKJIIOUYEHHOTO
B CTAPTOBBIHM HAOOD.

TlocraBra TmepudepwiHEIX WJIM  BCIOMOTATEIbLHBIX
IIPOJYKTOB HWJIM YCJIYyT He IOJKHA SBJIATHCA IEHTPOM
TOJIyYeHUsI TIPUOBLIN [JI KOMIIAHWUNA WJIH TIPSMOTO
IIPOJIABIIA.

Jlrobass mraTa, KoTopasi OCYIINECTBJISIETCS IJISI TOTO,
9TOOBI CTATH IIPOIABIIOM IIPSIMBIX ITPOIAK, TOJIKHA OBITH
HeITOCPEJICTBEHHO CBA3aHA CO CTOMMOCTBIO I10JIyYaeMBbIX
MAaTepPUAJIOB, IIPOIYKTOB HUJIH YCJIYT.

JIro0ble TpebyeMble B3HOCHI, YCTAHOBJIEHHBIE OJISI TOIO
YTOOBI CTATH WJIM COXPAHUTEH CTATYC IIPOJABIIA ITPSMBIX
IMpoJask, BRJIOUAS 00sg3aTesIbHBIE OMOJIHATEIbHBIE
YCIIyTH, IpeJocTaBIgeMble KOMIaHMelH (Takme Kak OH-
JIaH TPEHWHT, WHTEePHEeT-PeIIeHUs /I OJIEKTPOHHOM
KOMMEPIIUY, PACXOJEI HA JOTABKY) JOJKHEI IIOJHOCTEIO
HIOJIJIe:KaTh BO3MEIIeHMo (3a MCKIIIOUeHmeM KOMUCCHH,
MOJIyYeHHOH IIPOJABIOM IpPAMEIX IIPOJAk) B cIIydae,
€CJIM TIPOJIaBell MPSAMBIX MPOHAk IIpeKpairaer padboTy
auctpubytopom B Teuenme 30  gHelr  mocie
OCYIECTBJIEHMSI  IIaTeKa. DB3HOCHI,  IOIJIesRalne
BO3MEIIEHNI0, OTPAHWYEHBI TEMH B3HOCAMHU, KOTOPHIE
BHeceHBI B 30 AHedl 10 pelleHus MOPOAABIA IIPSMBIX
MIPOJIAsK TIEPECcTaTh OBITH JUCTPUOYTOPOM.

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.

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.
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Komuccronsble €O BCTYHUTEJIBHBIX HJIM — YJIEHCKUX
B3HOCOB ITPOJABIIOB HPSAMEBIX MOPONAMK HAXOIATCA IIOJ
3aIIpeToM.

B.h. YBamxenne npuBaTHOCTH

LATVIJAS TIESAS TIRDZNIECIBAS ASOCIACIIA
LATVIAN DIRECT SELLING ASSOCIATION

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.h. Respect of Privacy

Kommamwm wm mpomaBIisl MHPAMBIX TPOJAYK JOJIFKHBI
KOHTAKTHUPOBATH C HPOJABIIAMH IIPAMBIX IIPOJIAK
TOJIBKO B Pa3yMHBIX IIpefejlaXx M B pa3yMHOe BpeMd,
4yTOOBl ~ HM30eKaThb  HABSI3YUBOCTH, u  cobsronas
COOTBETCTBYIOIlee HAITMOHAJIbHOE 3aKOHOIATEJIBCTBO,
ecsii oHO mpumeHMMO. [IpomaBIBI TPAMEBIX TPOJAK U
KOMIIAaHUY [JOJIKHBI HPUHUMATH HAaJJIeKaIe Mephl
s obeclieueHUsT 3aIUThl BCell YaCTHOU WHQOPMAIIUH,
IPe0OCTABJIEHHON  IOTpeduTesieM, MMOTEHIIUAJTIbHBIM
moTpeduTeIeM, UIIU ITPOJABIIOM IPSIMBIX IIPOIAK.

B.i. OrcyreTBHe 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.

B.i. Non-discrimination

Busnec-BosmoxHOCTH KOMIIaHUH OTKPBITHI
MIOTEHIIUAJILHEIM JUCTPHOyTOpaM 0e3 ITUCKPUMUHALIAN
B OTHOIIEHHWM pAachl, JTHUYECKOM IIPHUHAIJIEKHOCTH,
MIPUHAIJICKHOCTH K PEJIUTHO3HOM NJIA AyXOBHOM I'PyIIIIe
MW IIPUBEPKEHHOCTH OIPENe/IEHHBIM IIOJIUTHYECKAM
BaragmaM. HoMImaHmm — JO/GKHBL  BOCHpEIIATh B
OMCBMEHHOM BHJE JII000e cMellleHue OM3Heca € OJHUM
M3 [IePEUYNCIICHHEIX BEIIIE ACIIEKTOB YACTHOMN KU3HM.

B.j Uanumusas 3axymnka # 00paTHEIH BEIKYII IPOAYKITHI

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

Kommanum nHe JOJIZKHBL TpeGOBaTB WX IIOOUIPATH

IIpomasior Ilpameix Ilpogasx mpuobperaTh 3amac
MMPOAYKTOB  IPEBBINIAIIINY  padyMHBIEe  IIpeIeJibl.
Kommamwy  mo/KHBI — MIpeJIpUMHUMATH  SICHBIE U

pasyMHBIe IIMaru C IeJbl0 yoemutbess, uro IlpomaBiisr
IIpsamerx [Ipomask, mosrydarorie BBIILJIATHI 34 IIPOIAKH
WX HUKECTOAIIEeH OpraHM3allW, IIOTPEOJIAIT JIIOo
IeperpoIaoT MPOIYKT, SIBJISTEOTITAACS
KBAJTUQPUKAITMOHHBIM JIJISI TI0JIyYeHUs BBITLIATEI.

Ecnum 1mpu  mpexkpallleEMM — B3aMMOOTHOIICHHH  C
MIPOIABIIOM MPAMBIX MPOJIAK KOMIIAHUSA IIOJIydaeT
TAKOM 3ampoc, KOMIIaHWSA 00s3aHA BBIKYIIUTH BEChH
HENPOJAHHBIM ¢ IOAJEKAIMN MpoJaske TOBApPHBIN
3amac, IIPOMOIIMOHHEIE M BCIIOMOraTe IbHBIE MAaTePHAJILI
¥ HabOOpbl, IIpHOOPETEeHHLIE B IIPEHIIeCTBOBABIINE
IBEHAIIIATL MECSIEB M BO3MECTUTH IIPOIABILY IIPAMBIX
IpOJa’k WX CTOMMOCTb, 34 BBEIYETOM pPAacXoJOB Ha
IOCTABKY IIPOLABILY IIPSAMBIX MPOIAK, COCTABJISIOIINX
He 0ostee 10% 1ensl mokymku. KoMmauusa Taksme MoOsKeT
BLIUECTh BHIILIATHI, MOJIyY€HHBIE MIPOAABIIOM IIPAMBIX
IIPOJIa’K, OCHOBAHHBIE HA IOKYIKE BEIKYIIAeMOT0 TOBapa.
Tlomutuka o00OpaTHOrO BHIKYIIA TOBAPHBIX 34IT4COB
JOJKHA OBITH YETKO 0003HaveHa MPOIaBIIAM IIPAMBIX
HPOIAK.

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
kits, 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.
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TpeboBanve WK CTHUMYJIIPOBAHUE CO  CTOPOHEI
KOMIIAaHUW WJIM TPOJaBIla 3aKyIIKH He3aBUCUMBIM
IPOIABIIOM IIPSIMBIX ITPOJIAK HEOIpaBIaHHBIX TOBAPHBIX
3aITacoB WJIM BCIIOMOTATEJBbHBIX MAaTePHUAaJIOB CJIEIYeT
CYMTATH HEYECTHBEIM U BBOISIINM B 3201y K IeHIE.

B.k. Obpasosanue u 00yueHme

LATVIJAS TIESAS TIRDZNIECIBAS ASOCIACIIA
LATVIAN DIRECT SELLING ASSOCIATION

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

Kommannu obecrieunBaoT mpogaBIiOB IIPAMBIX IIPOIANK
COOTBETCTBYIOIIMM 00pa3oBaHUEM U OOyYeHHeM [IJIs
TOro, YTOOLI OHM MOIVIM Pad0OTaTh 3THUYHO, B TOM YHCJIE
nadopManell o0 IPHUMEHAeMOM KOIEKCe JTHKH,
COOTBETCTBYIOIIIEM pHIHKe # mpoaykrax. OOyuenwme
MOKeT OBITh IIPENOCTABJICHO HA TPEHUHIaX, B BHE
MMACBMEHHBIX IIPAKTHYECKHX II0COOMM, PYKOBOICTB WA
ayIM0—BU3YaAJIbHBIX MATEPHUAJTIOB, KOTOpBIE
IIPEIOCTABJIAIOTCSA [0 PA3yMHOM IeHe MM OeCILJIaTHO.
Kommannm He JO/KHBI HCHOJL30BATH  yUEOHEBIE
IIPOrPaMMEI B KAUECTBE IIEHTPA IOJyYeHU IPUOBLIM.

B.1. Ipyrue maTepmnaJsr

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.1. Other Materials

Kommanny mo/sxHBI BOCHpeInIaTh IIPOZABLAM IIPSIMBIX
IpONA’k MPOABMKEHHE IPYIUM IIPOJABIIAM IIPSIMBIX
IIPOJA’K MaTepPHUAJIOB, He OJOOPEeHHBIX KOMIIAHHEH U He
COOTBETCTBYIOIIHX HOJIUTAKAM u IpoIleaypam
KOMITAHWH.

Bosee Toro, mpomaBIbl IMPSIMBIX IIPOJAK, ITPOIAIOIIIE
0I00OpeHHbIe KOMIIAHWeH, JIeTaJbHO paspeleHHbIe
IIPOMOIIMOHHEIE I 00yJaIoIe MAaTepPuasIbl, Oyab TO B
eYaTHOM, 9JIeKTPOHHOM HJIM OPYro copme, HOJISKHBI
9i) mpenJIaraTh TOJBKO MATEPHAJIBI, COOTBETCTBYIOIIHE
craHmapraM KoMmmanmu, (i) HM B KoeM cJydae He
JOKHBI CTABUTL IPHUOOpeTeHMe TaKMX MAaTepHUaJioB
yCJIOBHEM IJIf APYTUX IPOJABIOB IPAMBIX mpomasx, (iii)
IIPEJOCTABJIATh  BCIIOMOTATEJBbHBIE  JIA  IIPOJAYKHU
MAaTepHUAaJbl 110 PA3yMHOM M YECTHOH IieHe, 06e3 KaKOM-
b0 3HAUMMON IIPUOBLIM [JIs IIPOABIIA IIPSAMBIX
MIPOJasK, IKBUBAJIEHTHON IleHe TAKWX MAaTepUaJOB Ha
poiake u (iv) IpegoCTaBIATL IHCHMEHHYIO IIOJUTHKY
BO3BpaTa  IPOAYKIWMH,  IIOBTOPSIONIYI  IIOJUTHKY
KOMITAHHWY KOTOPYIO OH IIPEJICTABJIISET.

KoMmanny mosxHBL IIPUHATL TOJIMKHBIE MEPHI JJIS TOTO,
4TOOBI 00ECIIEYNTH COOTBETCTBHE BCIIOMOTATEILHBIX U
CXOKMX € HUMH MAaTepPHAJIOB, MIPeI0oCTABJISIEMBbIX
IPOJABIIAMH IIPSIMBIX IPOSAX, TPEOOBAHUSAM KOIeKca, 1
JIJISl TOTO, YTOOBI OHU He BBOIUJIN B 3a0/Iy K ICHHE.

Kommencaium mpomaBily IpsMBIX OPOIAXK 34 IIPOIANKY
00yJaroImx ¥ IIPOMOITMOHHBEIX MATEPHAJIOB C IIeJIbI0
CTaTh WJIM OCTABATBHCA ITPOABIIOM IIPAMBIX IIPOJAK,
KOTOpHIE II0 CYTH SABJISIOTCS ILIATON 3a HAO0OP HOBBIX
IIPOABIIOB HIPSIMBIX IPOIAK, JOJIAKHA OBITh 3aIIpelneHa.

Companies shall prohibit Direct Sellers from
marketing to other Direct Sellers any materials
that are not approved by the Company and that
are 1nconsistent 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
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.
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C.a. IIpusIun

LATVIJAS TIESAS TIRDZNIECIBAS ASOCIACIIA
LATVIAN DIRECT SELLING ASSOCIATION

C. CONDUCT BETWEEN COMPANIES

C.a. Principle

Komnauusam-yuacrankam LTTA HEe00X0IuMO

O6XO,ILI/ITI)CH YEeCTHO C APYTHUMU YJIeHaAMMU.

C.b. I[lepemanuBanme

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

C.b. Enticement

Kommamussm m mpogaBIamM OPAMBIX MTPOJAYK HEJIb3s
IepeMaHUBATh NPOJABIIOB IPSAMBIX IIPOIANK i
0eCIlOKOUTH TMPOJABIIOB MPSIMBIX OPOJAYK JIPYTUX
KOMIIaHUY CHCTeMaTUYeCKUMU IlepeMaHUBaHUAMU.

C.c. Ouepuenne

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

C.c. Denigration

Taxike ROMIIAaHUSIM HEJb3sI OYEPHATH U II03BOJISTH
OpONaBIIaM IMIPAMBIX IIPOJAYK HEYECTHO OYepHATH
OpyTHe KOMIIAHWW, WX IIPOAYTHI, IJIAaH NIPOJasK U
MapKeTUHTOBBIN IIJTAH WM JIIOOble Jpyrue dYepThl
KOMIIaHUU.

D. BBIIIOJIHEHHUE KOOEKCA

D.a. OTBeTCTBEHHOCTE KOMIIAHUNA

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

IlepBuuHast OTBETCTBEHHOCTH 3a COOJIIOEHHE KOJEKCa
JIEKAT Ha KaXKI0M OTAeJbHON KoMmauwu. Kciam Komexc
HApyIlleH, KOMIIAHUS OCYIIECTBJISET BCe pa3yMHBIE
VCHUJIMA JJISS  TOrO, dYTOOBI YIOBJIETBOPUTL JIHIIO,
momaBiee sxkasgo0y. Kamkmoll KoMOaHWUHW-yIYaCTHUKY U
OymyIum KOMITAHUAM-yIaCTHUKAM He00X0TUMO
HA3HAYUTH OTBETCTBEHHOE JOJIMKHOCTHOE JIHIIO KOJeKCa
LTTA. OrTBercTBeHHOE OJIKHOCTHOE JIHAIIO KOIeKca
SIBJISTETCS OTBETCTBEHHBIM 34 TO, YTOOBI O00JIErYuTH
KOMITAHHMH COOJII0IeHNe KO/IeKCa W OTBEUAaTh Ha 3aIIPOCHI
agmunucrparopa komexkca LTTA. Tawxsxe om mam oHa
SIBJISIETCS TJIABHBIM KOHTAKTHBIM JIUIIOM B KOMITAHUH,
KOTOpPO€  CTABAT B  M3BECTHOCTH  HE3aBUCHUMBIX
IIPOJABIIOB, pPAOOTHUKOB KOMIIAHHM M OOIIECTBO O
npuuimnax Komexca otuxu LTTA.

D.b. OrBercrBernOCTE LTTA

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

D.b. LDSA Responsibility

LTTA mpepmocraBisieT JIMIO, KOTOPOE  SIBJISAETCS
OTBETCTBEHHBIM 3a paccMmorpenne sxayo0. LTTA
IIpUaraeT BCe PA3yMHBIE YCHUJIUS [JIS TOTO, YTOOBI
obecIIeunTs pasperieHne KaIo0kbI.

D.c. AnMuaHCTpaTOp KOJEeKca

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 Ha3HaJyaeT aIMHUHHUCTPATOPOM KoJIeKca
HEe3aBHUCHUMOE JIUI0 WJIHM yUYpeskiaeHue. AIMUHUCTPATOD
KOIEKCa, OCYIIEeCTBJIAA OTBETCTBEHHYIO JIeATEJIbHOCTSD,
BeIeT HAA30p 3a TeM, KaK KOMIAHUU COOJI0IA0T
KoJeKc. AIMUHHCTPATOpP KOJeKca paspelraeTr J0bie

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

9
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HepaspelleHHbIe Kajlo0bl HoTpebuTeseil, KOoTopble
OCHOBBIBAIOTCS HA HAPYIICHHAX KOJEKCca, W IO0JaeT
eyKeroqHbIe U3BEIIEHNA O JeHCTBUN KoJeKca.

D.d. deitctBus

LATVIJAS TIESAS TIRDZNIECIBAS ASOCIACIIA
LATVIAN DIRECT SELLING ASSOCIATION

unresolved complaint of direct sellers based on
breaches of the Code and shall furnish an annual
report on the operation of the Code.

D.d. Actions

JleficTBMsA, KOTOpPEIE AIMMHHCTPATOP KOMEKCA MOMKET
OIIpeIeJIuTh JJid KOMIAHMKA B CBA3W C KaJj000H
OpoaaBIla MPSIMBIX IIPOJIAsK O HAPYIIEHWSIX KOIeKca,
MOJKET OBITh CJIeOyIoIasi — IMpephIBAHKE JO0TOBOPA HJIX
OTHOIIIEHUM MpoJaBIla IIPAMBIX IIPOJAK C KOMIIAHUEMH,
BO3MeEIIeHNEe IIIaTeska, BBIHECEHWE IIPeIyIIpeskIeHMs
IJIsT KOMIIAHHUM WJIM €e IIPOJABIIOB HPSAMBIX IIPOIAK,
WJIN JPYTHEe COOTBETCTBYIOIIME TeHCTBUS U IIyOJINKAIIMS
TaKUX OeMCTBUM UJIN CAHKIIIH.

D.e. PaccmoTrperune copoB

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, LTTA wu  agvMumHHCTpaTOop  KOOEKca
paspabaTeIBAIOT IIOPANOK PACCMOTPEHHUS CIIOPOB H
obecrieuynBaioT, YTOObI B KPATKUM POMEKYTOK BPEeMEHH!
OBLJIIO TIOATBEPHKICHO IIOJyUEeHHEe KaMKION Kajo0Bl U B
PA3yMHBIM IIPOMEKYTOK BpPEMEHU OBLIM IIPUHSATHI
pelreHuns.

D.f. Haob6r koMuanmia

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

HKamoder kommammit Ha gpyrue kommanmu wmiau LTTA
paccmaTpuBaeT aaIMUHUCTPATOP KOJIeKca Ui
HEe3aBUCHUMBIN TpeTeUCKUN CyabAd B COOTBETCTBUU C
mporeaypamvu LTTA.

D.g. Ilybmuraimus

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 mnybiaueyer KOZEKC M II0 BO3MOYKHOCTH IIIHPOKO
€ro IOy IIpu3upyeT. IleyaTHble 9K3EeMILIAPHI KogeKca
JIOCTYIIHBI 111 00IIIecTBa OECILIATHO.

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.
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