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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 moBemeHMs KOMOAHWM IPAMBIX IIPOSAMK IS
OTHOIIEHUN KOMIIAHWNA M IIPOAABIIOB IPSIMBIX IIPOSAK,
OTHOIIEHUN MKy IIPOAABIIAMHU IIPAMBIX IPOSAMK U
OTHOIIEHMH MeKIy KoMIaHuaMHu (majlee B TeKcTe —
,komexc”) mpunara JlaTBHUIICKOI accoImanyeil IpsIMBIX
mponask, ABJAIIeica wieHoMm Seldia — Espomeiickoi
acCOIMAIMM MPSAMBIX IIPOHAXK, B COOTBETCTBHUH C
Espomneiickum  miis OTHOIIEHUM KOMIAQHUH U
HPOJABIIOB IPAMBIX IIPOJA, OTHOIIEHHHA MEKIY
HPOJABIIAMHU IIPSAMBIX IIPOJAYK W OTHOIIEHHN MEKIy
kKomnauusavu. Komekc OmmchIBaeT OTHOIIEHHUS MEXKIY
KOMIAHUSIMHI IPAMBIX HIPOOAMK W MPOJABIIAMA IIPAMBIX
IPOJAK, MKy IPOSABIIAMU IPSIMBIX IIPOSAMK U MEKIY
KOMIAHUSIMHK NOPIMBIX mOpomjask. Llemamm Komekca

SABJIAIOTCS ~ 3aIfUTa HPOJABIIOB HPAMBIX IIPOJAK,
cogeficTBe  YUeCTHOM  KOHKYpPEeHIIMM B  paMKax
CBOOOTHOTO IpeIIPUHUMATEIIBCTBA, 3TUYHOE

[IPEJICTABICHNE BO3MOKHOCTH IIOJIYYEHHA JI0X0Ja B
WHAYCTPUM  MPAMEBEIX  OPOJAyK W yJIydllleHue
00IIIeCTBEHHOT0 BOCIPUATHUS IIPAMBIX IIPOHAK, IJIaBHAL
1eJIb KOTOPHIX — IIPOJAaBATh KAYECTBEHHBIE IIPOYKTEHI
HOTPEOUTEIAM HAa YEeCTHBIX YCJIOBHAX C COOIIOOeHUEM
pPaBUIL.

A.b. O0bsicHeHHE 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) mpamere mpojgaskm o3HadaeT JII000H  CIIOCOG
MapKeTUHTa WM [IPOJAK, OCHOBAHHBIA HA JIMYHOM

KOHTAKTe MeKOy I[IpPOHaBIIOM, Jajiee B TEKCTe —
“mpomaBer; HOpAaMbIX IOpoda:xk’, W TOTpeOHTEeIeM u
OCYILECTBJISEMBIHA opu TIOMOIIA JIAYHOTO
(MEIUBUIYaTBHOTO) OOBACHEHUS WM IIOCPEICTBOM

JIEMOHCTPAIINH IIPOAYKTA B PU3UUECKOM MIu TudPOBOI
dopMe BHe IOMEIIEHUH I BeJeHHs KOMMEPUYEeCKOMn
OesaTeJIbHOCTH.

2) morpebures s — mMI000e (PU3MUECKOe JIHUIO, KOTOPOe
mprobpesio MPOIYKTEI C IIeJIbI0, KOTOpas He CBA3aHa C
OCYIIIECTBJIIEMOM UM TOPTOBJIEH,
HpeaIpUHUMATETBCKOM JIeATeIbHOCTHIO 781878
apodeccueit;

For the purposes of this Code:

(1) Direct selling means any marketing or selling
method which is 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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3) LTTA — JlarBuiickas accoIldaIids MPAMBIX IIPOIAK
SABJISIETCA HAIMOHAJBHOU acconuanuedl IpemnpusaThui
OpAMBIX IIPOOAK, KoTopas mpenctaBiaser B JlarBum
WHIYCTPHUIO IIPAMBIX IIPOJAK U KOTOpas SBJISETCS
yieHoM Seldia — Espomeiickoil accornpanuy IIPAMBIX
IIPOIAK;

4) KOMIIAHHA — JTI000€e TIPeIIpPHUATHE , KOTOPOe
HPOOBUTAET IPOAYKIINIO, CBA3AHHYIO C TOBAPHBIMU
3HAKaMM, 3HAKAMU OOCIIYKUBAHUSI WJIN
UAEeHTUPULUAPYIOIUMHA CUMBOJIAMHE, UCIIOJIb3y s CUCTEMY
pacIpocTpaHeHus, OCHOBAHHYIO HA IPAMBIX IIPOJAKAX,
u apigomeecd wiersoMm LTTA;

5) crcreMa pacIpocTpaHeHHSs — Jobas OpraHW3aIlusd
WJIA METOJ, KOTOPBIM pas3paboTaH IS IIPOJIBHIKEHMS
IIPOJIYKTOB;

6) ImpomaBer IPAMBIX IPOTAN — JI000e (PU3MIeCcKoe MK
OPUINYECKOE JIUII0, KOTOPOE SIBJISIETCS UJIEHOM CHCTEMBI
PACIpOCTpAHEHWs KOMIIAHMM IIPAMBIX MOPOJAXK H
KOTOPOE TOPryeT MPOAYyKTAMH KOMIIAHHUH, CIIOCOOCTBYeT
TOPTOBJIE MWJIA OKA3BLIBAET IOAJEPIKKY B TOPLOBJIE
NPOAYKIMKM KOMIIAHWUK 34 [OpegesaMu  paboumx
MOMEIIEeHNI Ipennpusatusa; [Ipogaser mpaAMBIX IPOIasK
MOXKET MMEeTh IIPAB0 PEKPYyTHUPOBATH APYTHUX IIPOLABLIOB
NIPAMBIX IIpogask. Ilpomaser] HpsAMBIX IIPOJAMK MOMKET
SIBJISITBCS HEe3aBUCUMBIM TOPTOBBIM areHToM,
HE3aBHUCUMBIM IIOAPSIUYNKOM, HE3aBHUCHMBIM JUJIEPOM
WX JUACTPUOLIOTOPOM, paboTAlIIUMM II0 HAUMYy WX
CaMO3AHATHIM MPEICTABATEIEM WA HMHBIM IIOJ00HOI0
poja mpeacrasuTeseM Kommaumuy

7) goxomEr — MoOble MOXOMEI, KOTOPEIE TOJIYUM IIPAMOE
nponager. Jloxomamm MoOryT OBITH KOMHCCHOHHBIE
IJaThl, TOPTOBBIEe HAIIEHKW, pPa30Bble BHIILJIATHI,
JIOTLITATHI, BO3HATPAMKIEHUS, OOHYCHI WJIM JOXOIBI B
Opyrux BUIAX;

8) mpoxyrr — JII000# MaTepUuaJIbHBIT
HeMaTepuaJIbHBIM  TOBap WJIM  YCJIyTa,
mpeaHasHavYeHa I MPOIasKy MOTPeOUTe IaM;

i
KOoTOpad

9) MaTepmas — HOREPKKH — IPEIIPHHHMATETECKOH
JJeATeJIPHOCTH — JII000M TOBAp HJIM yCJIyra, KOTOpas
paspaboraHa I IOMOIIK ITPOIABIIAM IIPSIMBIX IIPOIAMK
¥ Pa3BUTHUS UX IPENIPUHUMATEIHCKON IeaTeIbHOCTH,
KOoTOpad:

a) IpeJHASHAYEHA IS HPOJAKH IPAMBIM IIPOIABIAM
WJIY TIPEIOCTABJIEHA UM OEeCIIaTHO U
b) He mpenHa3HAYeHA LIS
HOTPeOUTE IIM;

epenpoIaku

10) Bs=oc:

a) JT060# IIaTeX B JeHEeKHOM BHIPAMKEHNN HJIN

b) m060if IIATeX I IPHOOPETEeHUS MATepHAJIOB
TIOATePIKKY IIPeIIIPIHIMATEBCKOH JeATeIbHOCTH;
eClIM 9THM ILIATEKW  HEeoOXOZMMO  OCYIIEeCTBJIATH

(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
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) 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.

any good, tangible or
intended for sale to

(8) Product means
intangible, or service
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
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IIpoaaBIly IIPAMBIX IIPOJANK IJIA BCTYIIJICHUA B CHUCTEMY

pacipocTpaHeHUs KOMIIAHUU IIPAMBIX IPOJTaK , WU
IIOBTOPATH IepUuoauYeCKU Kak ycJioBUue U1
IIOgJepsKaHu g OeATeJIbHOCTH B 9TOM cucCTeMe
pacipocTpaHeHusd;

11) PerpyrupoBarme — mi06as IeATeIbHOCTh, KOTOpAas
OCYIIIECTBJIIETCA C  IeJbI0  MPEIJIOKeHUS  JIUILY
BO3MOSKHOCTH CTATh IIPOIABIIOM IIPSMBIX IIPOJAMKS

12) agmuHHCTPATOP KOJEKCA — HEe3aBUCUMOE JIUII0 WU
yupesraeHue, KoTopoe HA3HAYEHO LTTA nna
HabmoneHus 3a TeM, Kak kommaHun-wieHsl LTTA
cobmoparor Kogexc LTTA, u njia pacecmorpenus #ajod B
COOTBETCTBHUH C KOIJEKCOM.

A.c. Komnauuu

LATVIJAS TIESAS TIRDZNIECIBAS ASOCIACIIA
LATVIAN DIRECT SELLING ASSOCIATION

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

Kammoit oprammsamun-yuactauite LTTA meobxommmo
VUYUTHIBATH KOJEKC JIJISI TOTO, YTOOBI OHA IMPHHSJIA HA
cebsa 00S3aHHOCTH W MOIVIA IIPOJOJIKATH ydacTHe B
LTTA. Kaskmoit opranusamuu-yuactaune LTTA ciexyer
IIyOJIMYHO IIOIYJIAPU3HpPOoBaTh cBoe yuactue B LTTA u
KOJTEKC.

A.d. IIpogaBIfel IPAMBIX IPOTAM

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

IIpogaBuEl HIpAMBIX HPOHAX HAIPAMYIO He CBSA3AHEBL
00s13aTeIbCTBAMH II0 KOHEKCY, HO KOMIAHWK 00sI3aHBI
TpeboBaTh OT HUX COOJIIONEHUS KOIEeKCa UJIN IIPABII
IIOBEICHNS, COOTBETCTBYIOIINX TPeOOBAHMAM KOICKCA B
KA4ecTBE YCJIOBUSA X YUYACTHSA B CHCTEME IUCTPUOYIIMI
KOMIIAHNM.

A.e. Camoyupassiermne

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

Komexrc SIBJISIETCST Mepo CaMOyIIpaBJIeHUS
OTHOCHUTEJIBHO OTpacjiw MpsAMBIX mpomaxk. Ou He
SIBJISTETCS ~ 3aKOHOM, W  OmpeJeJieHHble B  HEM
o0sI3aTesIbcTBA MOTYT 3alpallliBaTh TaKOM ypPOBEHb
STHUYECKOTO IIOBEIeHUSI, KOTOPBIH IIPEBHINIAeT
ompeesieHHBIE 3aK0HOM TpeboBaHUA. Ero
HecoOJII0/IeHNe He BHI3BIBAET KAKYI—JIM00 TPaKIaHCKO—
IpaBOBYI0 OTBETCTBEHHOCTH. Ilpwm  IIpexparieHuun
yuactuss B LTTA, xommamms 0OoJsiee He cBsA3aHa
KOIEKCOM, B TO BpeMs KaK IIPaBUJa OCTAIOTCS
MMPUMEHSIEMBIMA K COOBITHSIM WJIH CIEeJIKaM, KOTOpHIe
HOSIBUJINCH BO BpeMs, KOTJa KOMIIAHUS SIBJISJIACH
unerom 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.

Af. National Law

Cumraercss, YTO KOMIIAHWUKW ¥ MIPOJTABIIBI IIPSIMBIX
mpofask coOToAaioT TpeOOBaHUS 3aKOHA, W II0ITOMY
Komekc He BocmiponaBoauT aTH TpeOOBAHUSI.

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

B Komexc BRIIIOUEHBI CTAHOAPTHI STHYECKOTO IOBEIEHUS
U1 KOMIIAHMM M IIPOJABIIOB HPAMEBIX Ipomaxk. Komexc
sKeJIaTeJIbHO HICIIOJIE30BATh KakK CBUETEJILCTBO
HAJIMYUA 0TPACJIEBOTO CTaHIaAPTA.

A h. DkcreppuropranbHOE meiicTBue

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 3asasisier, 4ToO B OTHOILIEHUHN CBOEH IeATeIbHOCTH
B cdhepe OmpAMBIX IPoIask 3a mpemeagaMu JlatsBum oma
Oyzmer TpebOBATH OT KAa’KIOr0 YYACTHHKA B KA4YeCTBE
YCJIOBUS JJIA BCTYILJIEHUS W COXPAHEHHs CTaTyca 4ieHa
LTTA Bemoauars TpeboBanusa Espomeiickoro xomexca
noBefeHHs B cdepe IIPAMBIX IIPOJAMK KacaTeJIbHO
JAaHHON [JesATeJbHOCTH B TpaHUIAX KEBpomeiickoi
sxoHoMmdeckoii 3oubl (ED3) maum Komekca moBemeHusa
Bcemupnoit demepanmu acconmanuii IpsAMBIX IIPOSAMNK
(WFDSA) «kacaTeqbHO [JAHHOM JeSTEJHLHOCTH 34
npegenamu KO3, xpome ciy4yaeB, Korma Takas
IeATeJbHOCTh HAXOOuTCa B Iopucauknuu Homexca
IOBEIEeHUSI APYrol Accolaluy IIPSAMBIX IIPOJAK,
kotopas sBiigerca wieHoM Seldia miam WFDSA.

B cayuae, ecim kommamus
paccmoTpeHuss KaJio0bl Ha HapyimmeHme HKomexca B
CTpaHe, B KOTOPOM OHA He SBJAETCI YJIEHOM
accoIMaIvy,  KOMIAHWSA  JOJIKHA  ITOMUMHHTHCS
opucaukimu  Agmuancrpatopa Homexca B pomHOM
crpage (wim, ecam oHa He ABIAeTCd  UJEHOM
accolalMy B POIHOM CTpaHe, TO B JIOOOM IPyroi, B
KOTOPOH OHA SBJIAETCA TAKOBBEIM), M JOJ:KHA HECTH
pasyMHBIe PACXOJIHI, CBSI3aHHBIE c paboToit
Anpvunancrpatropa HKomexca B pomHoit crpame 110
pasperieHun0 KaJo0sl. DBosiee Toro, ApmMumHHECTpaTOp
Komexca B pOOHOIM  cTpaHe  WMeeT  IIPABO
KOOPAUHUPOBATD paccMoTpeHme SKAJIO0BI c
Anvumancrparopom Koperca(npm mHammumm) B crpaHe,
OTKyJa IIPOM30ILIa :%ajio0a, PYKOBOIACTBYSICH TIPHU
pPaCcCMOTpeHHUH , B IopAaKe ImpuopureTa, (i) crammaTamu
Komexca cTpaHBI, B KOTOpOIH cmenaHa mayioba, (ii)
craumapramu Komekca pomso#t crpambl, m (iii), kak
muHuMYM, craggapToM Espormetickoro Komexca Oturmn.

CTaHeT IIpeaMeToM

B. TMIOBEJEHHUE IIO OTHOHNEHWIO K
ITPIMBIM ITPOJABIIAM

B.a. CooTBeTcTBME IIPOSABITOB IPAMBIX IIPOIAK

LDSA pledges that, with regard to direct selling
activities outside Latvia, 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
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, (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

Kommamwm o00s3aHBI  JOBECTH [0 BCeX IIPOJABIIOB
OpsaMBIX mpojask Tpebosaummss Komexca m TpeboBaTh OT
CBOM MPOJABIIOB IPSAMBIX IPOIAMK, B KAUECTBE YCIOBUS
MX WJIEHCTBA B CHCTeMe OUCTPUOYIIMIM, COOJIIONEHIS
TpeboBaumit  Komexca wiam mpaBMa  KOMITAHUH,
COOTBETCTBYIOIIUX cTaHmapTaMm Homexkca.

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.
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B.b. Recruiting

Komnannu n IIPOIAaBITBI IIPAMBIX IIpooaK B
OTHOIIIEHUAX C BO3MOXHBIMHA NnJIn HaCTOAIIINMM
IIpogaBIIaMHK He HCIIOJIB3YIOT BBOOJAIILYIO B 3&6J’Iy9R,D;eHI/Ie
HNJIN HEYECTHYIO IIPAKTHUKY IIPHUBJICUCHNA KJIMEHTOB.

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

Bec. Nudopmarus OpeIpPUHUMATETHCKOMN
JesATeIhbHOCTH
Nudopmariusga, KOTOPYH KOMIIAHUS IIPEIOCTABJISET

IIpogaBIaAM IIPAMEIX IIPOJAMK M BO3SMOMKHBIM ITPOOJABIIAM
IIPAMBIX IIPOJAYK O BO3MOIKHOCTH M CBA3AHHBIX C Hen
IIpaBax, 00SI3aHHOCTAX U XapaKTepHBIX pacxomax H

BHITLTATAX, [IOJUKHA  OBITH TOYHOM W IIOJIHOHM.
MapreTrHrOBBIM TIJIaH KOMIIAHWW JIOJKEH  OBITH
Mpo3paveH, sCeH ¥ He BBOAWUTh B 3a0iIy:kIeHUE.

Kommmauusa wHe mesiaroT BOSMOYKHBIM IIPOSABLIAM IIPAMBIX
IIPONa’k  3asBJIEHHM, KOTOpble He MOILYyT OBITH
IIOATBEPKIEHDI, ¥ He HAIT HEBBHIIIOJHUMEIX 00eIIaHMIA.
Kommauvy Hukorma He IPeICTABJISIOT — BO3MOMKHBIM
IPOJAaBIlAM ITPSIMBIX HPOJIAMK ITPEUMYIIIECTBA ITPSIMBIX
OpoOJak B JIOMKHOM WJIM BBOISAIIEM B 3a0JIyskIeHNE
BUJE.

B.d. Toxonsr i oTueTH

Information provided by the company to its direct
sellers and to prospective direct sellers concerning
the opportunity and related rights, obligations,
typical costs and expenses shall be accurate and
complete. The company’s marketing plan shall be
transparent, understandable and not misleading.
Companies shall not make any factual
representation to a prospective recruit which
cannot be verified or make any promise which
cannot be fulfilled. Companies shall not present
the advantages of the selling opportunity to any
prospective recruit in a false or deceptive manner.

B.d. Earnings and Accounts

Ilepumonmueckr xoMIaHUM O00S3aHBI IIPESOCTABJIATH
OpomaBIlaM IIPSIMBIX MPOJAXK OTYETHI KacaTeJbHO
OpOJask, IIOKYIIOK, JeTajief JIOXO0O0B, KOMUCCHUOHHBIX,
OOHYCOB, CKHMIOK, IOCTABOK, OTMEH 3aKa30B M IPYTHX
CBSI3AHHBIX JAHHBIX, B COOTBETCTBUU C JIOTOBOPEHHOCTHIO
MeKIy KOMIIaHHEeH W IIPOOAaBIIOM IIPSMBIX IIpomas:k. Bee
BBIIJIATHI W yOEPKAHUS MJOJIKHBI OCYIIECTBJIATHCA B
KOMMEPYECKU pasyMHoOI MaHepe B paMrax
HaI[MOHAJILHOTO 3aKOHOIATEeIbCTBA.

3apaboTky HpomaBIa HPSIMBIX IPOJAK TOJIKHBI OLITh
000CHOBAHBI  IpOJAsKed  IPOOYKTOB H  YCJyT
morpebuTesisaM. 3apaboTKU IIPOIABIIA HPAMBIX IPOIAK
MOryT 0a3upoBaTbCA HAa JIMYHOM IIOTPeOJIeHuHn U

Ipogamax IIpoJgaBIIa IIPAMBIX IIpogaX u ero
HUKECTOAIeH OopraHu3alm.
HponaBeu IIPAMBIX IIpogaKX He  OOJIKEH nMeTb

3apaboTka Ha OCHOBAHHUH IIpUBJIeUYeHUA (pEeKpyTHHTA)
HOBBIX IIPOJABIIOB MPSAMBIX MIPOJAK B OpPTaHU3AIUIO.
XoTsT KOMITAaHUS MOYKEM IIPEIOCTABIATh MUHUMAJBLHOE
IOOIIpeHWe 3a 9T0O B paMKax HAIIMOHAJIHLHOTO
3aKOHOJATEJIbCTBA.

B.e. Baasienunsa 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. Kommauuu wu IlpomaBier Ilpsameix Ilpomasx mHe
JTOJI3KHBI HEKOPPEKTHO HHTEPIIPEeTUPOBATD
CYIIECTBYIOIIME W TOTEHIIMAJIbHBIE O00BEMBI IIPOIAK
UX IIPOJABIIOB MPSAMBIX IPOIANK.

2. IlpencraBienust o 3apaboTkax ¥ oObemMax IIPOIAK

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

5
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JTOJISKHEL OBITh:
a)IIpaBIUBEIMH, aKKYPATHBIMHE, U IIPEICTABICHHEIMHI B
dopme, He BBOIAIIEH B 3a0/IyKICHIE, 1
b)OCHOBAHHEIME Ha JOKYMEHTAJIBHO O00OCHOBAHHEBIX
daKTax, OTHOCAIINXCSA K KOHKPETHOMY PHIHKY.
3. INoreHImanbHBIE TIPOSABIILI IIPAMBIX IPOIAK JOJIMKHBI
OBITH TPOUMHAOPMHUPOBAHEI O TOM, UTO
a)PeanpHEIe 3apabOTKM ¥ 00BEMEI IPOJAK OTIHMYAIOTCS
OT YeJIOBEKa K UeJOBEKYy M 3aBHCAT OT HABBIKOB
IPOIAaBIla, MOTPAYEHHBIX BPEMEHU M YCHJIUN M OT
Opyrux QaKTopoB, 1
b)JIo/:KHEl HOIYIUTH JOCTATOYHO WH(MOPMAIIMM I
Pa3yMHOM OIIeHKU BO3MOYKHOCTEM IIOJIydeHUd J0X0Ja.
Hampumep, 1mosydeHHBIH 1T0XOJ HA OCHOBAHUU
OOBEKTHBHBEIX M UYETKO OIIPeIeJIeHHBIX KPUTEpHeB
(TakuxX KaK KOJIMYECTBO BpPEMEHH, 3aTpadeHHOe Ha
mpAMBle TPONAKH B HeHeI0) HIN pasIallleHue
CpemHero pasmepa JoXona.

B.f. OtHomernus

LATVIJAS TIESAS TIRDZNIECIBAS ASOCIACIIA
LATVIAN DIRECT SELLING ASSOCIATION

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

B Havase pesTesbHOCTH MpOmABIIa IIPSIMBIX IIPOIAK
KOMITAaHUHY BBIJAIOT €My ITMCbMEHHBIA JOTOBOP, KOTOPHIH
TONITMCHIBAIOT KAK KOMIIAHUSA, TaK U IIPOJIaBeIl IPIMBIX
Opodask, WM IIMCBMEHHBIM akKT. B mIHcbMeHHOM
JIOrOBOpE MJIM aKTe [OJIKHA OBITh BKJIIOUEHA BCS
cyIecTBEHHASA uH@OpMAaIIHsI, CBsI3aHHAS (¢
OTHOIIIEHUSIMH MEXKIY MOPOJABIIOM IIPAMBIX MIpPOJIaK U
koMmmanueir. Kommanmmym #HGMOPMHPYIOT IIPOSABIIOB
OPSAMBIX IIpoJask o00 MX OIIpeIeJSIeHHBIX 3aKOHOM
003aHHOCTSAX, B TOM 4YHCJIE, O BCEeX IIPUMEHSIEMBIX
JUTEH3UAX, PETUCTPAITUAX W HAJIOTaX.

Kommmauny m mpogaBiibl IpAMEBIX IPONAMK HE JOJIMKHEI
3JI0yIIOTPEOIIATE 4acTHOM cepoit IpoJaBIia,
COITMAJIbHOM, WMHTEJJIEKTYAJIbHONM WJIN 3MOITMOHAJIHbHOM
YyBCTBUTEJIbHOCTHIO, ¥ TIOJIb30BATHCS WM.

B.g. ITnaru

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

Kommauny u mpomaBiibl IpSAMEBIX HPOOAMK HE JOJIMKHEI
TpeboBaTh OT JOEeHCTBYIOIIUX HJIM IIOTEHIIMAJIBHBIX
OPOTABIIOB OPSAMBIX IIPOJIAK IIJIATUTDH ITPEBHIMIAOIITHIE
pasyMHBIe TIpefieJbl B3HOCHI, TakWe Kak: ITaTa 3a
TOBAPHBLIM 3aIrrac, BCTYIIUTEJbHBIE B3HOCHI, (PpaHIINIY,
IJIaTy 3a peKJIaMHble MaTepuasibl UM 34 HOOJAEePsKKY
OpoJiaK, WIJIN Opyrue IJIaThl, KOTOpPBIe CBSI3AHBI
UCKJIIOUUTEJIFHO C TIPaBOM IIPUHUMATH y4dacTHUe B
JIesITeJIbHOCTU KOMIIaHUU.

Hu opgma ©KomMmanmss He wuWMeeT IIpaBa TpebOBaTh
OpUOOpeTeHUusI TPOAYKTA KAK YCJIOBUS BCTYILIEHHUS B
CHUCTEMY JUCTPUOYIINM, 34 HCKJIOUEHHEM BKJIIYEHHOTO

B crapToBbiii HabOop. Jlomyckaerca obssarenbHas
TIOKYIIKa HaYaJbHOTO KOMILJIEKTa II0 pPa3yMHOM
PBIHOYHOM IIeHeE.

IlocraBra mepupepufHBIX WM  BCIOMOraTeJILHBIX

IIPOAYKTOB HWJIMU YCJIIYI' HE JO0IKHa ABJIATHCA IIEHTPOM
II0JIy4YeHUuA HpI/I6BIJII/I JAJId KOMIIaHHMHW MWW IIPAMOIO

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.
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Jlrobass marta, Koropas OCYIIECTBJISIETCA JJISI TOrO,
YTOOBI CTATH IIPOJABIIOM IIPSAMBIX IPOSAK, JOJIKHA OBITH
HEeIIOCPEICTBEHHO CBSI3aHa CO CTOMMOCTBIO IIOJIyYaeMBbIX
MaTepHuaJioB, IPOIYKTOB UJIN YCJIYT.

JIroObie TpeOyemble B3HOCHI, YCTAHOBJIEHHEIE IJIS TOTO
4TOOBI CTATh WJIA COXPAHHUTH CTATYC IIPOAABIIA IIPSIMBIX
OpPOJAXK, BKJIIOYAS 00sS3aTesIbHbIE [JOIOJIHUTEIbHBIE
VCIIYTH, IpenocTaBiIgeMble KOMIAHMed (Takue Kak oH-
JIJaH TPeHUHI, UHTepHeT pPelleHusd JIs 3JIEKTPOHHOM
KOMMEPIINK, KOHKPETHBIE TOPrOBbIE€ IIPHJIOMKEHMS MJIN
KOHKpPETHBIE HHTEePHEeT-Mara3uHbl, €CJIX OHU 0€3YCJIOBHO
HE00X0IUMBI IS BeIeHUI KOMMepPYeCcKoi
IesdTesJbHOCTH, wuiau ecau Hommamwsa Tpebyer oOT
IIpsimoro mpomasia mprobpecTy Takue yCayTru, PACXOIb
Ha  [OTaBKy) [OOJDKHBI  IIOJIHOCTBIO  IOMJIEIKATH
BO3MeIleHHo (3a UCKII0UeHneM KOMECCHH, IIOJIydeHHOM
IIPOJABIIOM IPIMEIX IIPONAXK) B CIydae, eCIH IIPOIaBell
OPSAMBIX IPONAK IIpeKpalraer padoTy OJUCTPUOYTOPOM B
TedyeHre 30 gHEH IIOCJE OCYIIECTBJIEHUS ILJIATEeKa.
Bawocrl, momsteskalire BO3MEIIEHHI0, OTPAHNYEHbl TeMU
B3HOCAMU, KOTOpble BHeceHBI B 30 mgHEH 10 peleHus

[poJaBIla  IPAMBIX  I[IPOJAXK  IIePecTaTh  OBITh
IUCTPHUOYTOPOM.
KomuccuonHble €O BCTYIHUTENBHBIX WA UICHCKHUX

B3HOCOB ITPOJABIIOB IITPAMBIX IIPOJAM HAXOOATCA IIOT
3alrpeTom.

B.h. VBamenune nmpueaTHOCTH

LATVIJAS TIESAS TIRDZNIECIBAS ASOCIACIIA
LATVIAN DIRECT SELLING ASSOCIATION

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.

B.h. Respect of Privacy

Kommamvm w mpomaBIibl MPAMBIX MTPOJAMK JOJIFKHBI
KOHTAKTHUPOBATH € NPOJABIIAMH IIPAMBIX IIPOJIAXK
TOJIBKO B Pa3yMHBIX Ipefejiax W B pa3yMHOe BpeMd,
yTOOBI  M30eskaThb HaBSI3YHBOCTH, u cobironasa
COOTBETCTBYIOIllee HAIIMOHAJbHOE 3aKOHOIATEeJIbCTBO,
ecsii OHO mpuMeHHMO. IIpogaBIlBl MPAMBIX MTPOIAK U
KOMHOAHUU [OJIKHBI HNPUHUMATH HAJJIeKallllie Mepbl
J1s oDecrieueHUsT 3aIUThl BCel YaCTHON WHAOPMAIIUH,
MIPeJIOCTAaBJIEHHON  moTpebuTeseM,  IIOTEHITUAJBHBIM
moTpeduTesieM, WM IIPOJABIIOM MPAMBIX ITPOIAK.
Kommaunu u IlpogaBiibl IpAMEBIX pomask 00sI3yI0OTCA He
OILyCKAaTh 3JI0yIIOTPEe0IeHI S YacTHOM cepoit,
COITMAJIbHOM, MHTEJIJIEKTYAJIbHOM HJIUM 3MOIIMOHAJIBHOM
ysi3BUMOCThIO lIpogaBiia mpsAMBIX TIPOmaK, KOTOPOe
TIPUBOJUT K dKCIIJIyaTaIlHlH.

B.i. OrcyreTBHe qrcKpAMUHAIIH

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

Busuec-BosmoxHOCTH KOMITaHUM OTKPBITHI
HOTEHIINAIBHEIM JUCTPHOyTOpaM 0e3 IUCKPUMHAHAIINN
B OTHOIIEHMH PACHI, J3THHUYECKOM IIPUHAIJICKHOCTH,
HPUHAIJIEKHOCTH K PEJIUTHMO3HON WJIN JyXOBHOM IPYIIIe
WM TIPUBEPKEHHOCTHA OIIPENCJICHHBIM II0JIMTUYCCKUM
BarIAmaM. HoMmmammm  OO/BKHBL  BOCIpeIaTbh B
IHCHLMEHHOM BHE JII00oe cMellleHre OM3Heca C OJHUM

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.



N3 IIePEeYrCJIEHHBIX BBIIIIE aCIIEKTOB YacTHOMU SKU3HMU.

B.j NsnumuAa sakynka 1 0GPATHEIM BEKYIT IPOAYKITHHA

LATVIJAS TIESAS TIRDZNIECIBAS ASOCIACIIA
LATVIAN DIRECT SELLING ASSOCIATION

B.j. Inventory Loading and Repurchase

Kommamnu me JOJIXKHBI Tpe6OBaTI) HJIN IIOOIIIPATH

IIpomasiioB IIpameix Ilpomasx mpuobperaTs 3amac
IPOAYKTOB  HPEBBIMIAKIIANA  pa3yMHBbIe  IIpeJieJibl.
HOMHaHI/II/I JOJIZKHBI IIpeJIIpuHuMaTb SICHBIE Hu

pas3yMHBIE IIATH C IIeJbl0 yoemuThest, uTo IlpomaBirbr
IIpsamerx [Ipomask, mosrydaroriipe BHIILJIATHL 34 ITPOIAMKH
UX HUKECTOAIIel OpraHM3alld, IIOTPeOJsoT JImbo
IepemnposaroT MHPOIYKT, SABJISIONIANACSA
KBAJINPUKAIIMOHHEIM JIJIA II0JIyYeHNs BBIILJIATEL.

Ecnin 1npum  mpekpaieHMy — B3aMMOOTHOIIEHHH  C
IPOJABIIOM TPSAMBIX IIPOJAK KOMIIAHHS II0JyYaeT
TAKOM 3aIIpoc, KOMIIAHHS 00s3aHA BHIKYINTH BeECh
HENPOJAHHBIA ™ IIOJJIEKAIIMUNA Mpojiaske TOBAPHBIA
3amac, IIPOMOITMOHHEIE M BCIIOMOraTe/IbHbIE MaTepHaJIbI
v Habopel, IIpuoOpPeTeHHLIe B IIPeIIIeCTBOBABIINE
JIBEHAIIATh MECSIleB M BO3MECTUTH IIPOJABILY HPSIMBIX
IpOJa’k HMX CTOMMOCTb, 34 BEIUETOM pPACXOJ0B Ha
JOCTABKY IIPOJABILY IIPAMBIX IIPOJAK, COCTABJIAIOIIHX
He Oostee 10% 1ieHsl mokykyu. KoMIIauus Takske MOKeT
BBIUECTH BBIILJIATHI, MOJIyUY€HHBIE ITPOJABIIOM IIPAMBIX
IPOJIasK, OCHOBAHHEIE Ha MTOKYIKe BBIKYIIA€MOI'0 TOBapa.
IlommTrka o00paTHOrO BHIKYHA TOBAPHBIX 3aIIaCOB
JIOJBKHA OBITH YETKO 0003HaveHa IMPOJABIIAM IIPAMBIX
IpoIasK.

TpeboBanwe WM CTUMYJIUPOBAHWE CO  CTOPOHBI
KOMIAHUN WJIW [PONABIIA 3aKyIIKU HEe3aBUCHUMBIM
IIPOJIABIIOM IPSAMBIX IIPOJAK HEOIPAaBIaHHBIX TOBAPHBIX
3aIacoB WJIM BCIOMOTATEJIbHBIX MAaTEPHAJIOB CJIEIyeT
CYHUTATH HEYECTHBIM U BBOISIIUM B 3a0/IyKIeHHE.

B.k. O6pasoBaumne u odyuenue

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.

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

Kommauny obecreuynBamT HIPOmABIOB IIPSAMBIX IIPOSAK
COOTBETCTBYIOIIMM 00pa3oBaHHEM M O0OydYeHHeM [JIs
TOTO, YTOOBI OHH MOTJIM pab0TaTh ITUYHO, B TOM YHCJIIE
nHpoOpMAaIeil O IIPUMEHAEMOM KOJeKCe OTHUKH,
COOTBETCTBYIOIIIEM pPBHIHKe # mpoaykrax. OOyueHue
MOXkKeT OBITh MPEeJOCTABIEHO HA TPEHUHTaX, B BHIE
OUCHMEHHBIX MPAKTUYECKUX MOCOOMH, PYKOBOJACTB HJIU
ayIN0—BU3YaJIbHBIX MAaTepHuaJoB, KOTOpBIE
IPEeJOCTABJIAITCA IO PA3yMHON IleHe MM OeCcILIaTHO.
KoMmammm He JOMKHBI HCIIOIB30BATHL — yueOHBIE
IIPOrpaMMBI B KQUeCTBe I[eHTPA MOJIyYEeHUS TPUOBLIIH.

B.1. JIpyrue maTepuaset

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

KomMmanny mo/sxHBI BoCHpeInaTh IIPOJABLAM IIPSAMBIX
IpoJask IIPOABUIKEeHUE OPYTUM INIPoJaBIlaM IPAMBIX
HPOJAXK MATepPHasoB, He OJ00PEHHBIX KOMIIAHHEN W He
COOTBETCTBYIOIITHAX HOJINTHKAM u IpoIleIypam
KOMIIAHHUH.

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.
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Bousiee Toro, mpomaBIlbl HPSIMBIX IPOIAK, IITPOAAIOIIHE
0/I00peHHbIe KOMIAHHWEeH, JieraJbHO pa3pelleHHbIe
IPOMOIIMOHHEIE MJIM 00yvalollre MaTepruasbl, 0yab TO B
eYaTHOM, 9JIEKTPOHHON WJIM IPYroi gopme, JOJIMKHBI
91) mpenIaraTh TOJIBKO MATEPHAJIBI, COOTBETCTBYIOILINE
cragmapraM KoMmmaHuu, (i) HEM B KoeM ciydae He
JO/LKHBI CTABUTH IIPHOOpPETEeHHE TAKHUX MATepHUaJIOB
YCIIOBHEM /IS APYTUX IIPOJABIIOB IPAMEIX IIpojask, (iii)
IPEeIOCTABJATL  BCIIOMOTATEJIbHEIE  [JIS  MIPOJAKH
MaTepuasibl 0 Pa3yMHOM M YEeCTHOU IeHe, 0e3 KaKou-
00 3HAYMMOM NPHOBLIM JJs IIPOSABIIA IIPSAMBIX
HpoIask, dKBHUBAJIEHTHON IleHE TAKHX MAaTepHuaJioB Ha
peiEke # (iv) IIpemoCTaBIIATH IHCHMEHHYIO IIOJIHTHKY
BO3BpaTa  MOPOAYKIUH, [OBTOPSAIOILYI  IIOJIUTUKY
KOMIIAHHUN KOTOPYIO OH IIPEJICTABJISIET.

Kommannuy qo/kHB IPUHATE JOIMKHBIE MEPHL JJIS TOTO,
4TOOBI 00ECIIeYUTh COOTBETCTBHE BCIIOMOTATeJILHBIX U
CXOKMX € HHMH MAaTepHUaJoB, IIPeJOCTABJIAEMBIX
IPOJABIIAMH IIPAMEBIX IPOJAK, TPEOOBAHMAM KOIEKCa, 1
JIJISI TOTO, YTOOBI OHM HEe BBOIUJIN B 3201y KIeHMe.

Kommencarmu mpogaBily IpsMBIX IPOIAMK 34 IIPOIANKY
00yJaroImMx ¥ IIPOMOITMOHHBIX MATEPHAJIOB C IIeJIbI0
CTaTh WJIW OCTABATBHCA IIPOJABIIOM IIPAMBIX IIPOJAK,
KOTOpPBIe II0 CYTH SBJISIOTCS IJIATOM 3a Ha00p HOBBIX
POIABIIOB IIPSIMBIX IIPOIAsK, JOJIMKHA OBITH 3aIIperieHa.

C. IIOBEAEHUE MEXRIY KOMITAHUAMUN

C.a. IIpuaimn

LATVIJAS TIESAS TIRDZNIECIBAS ASOCIACIIA
LATVIAN DIRECT SELLING ASSOCIATION

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.

C. CONDUCT BETWEEN COMPANIES

C.a. Principle

Kommauusam-yyacrarnkam LTTA He00X0IMO

06XOZ[I/ITBCH YeCTHO C IPpYyIrMHU YJIEHaMHU.

C.b. IlepemaunBanme

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

C.b. Enticement

Komnammsam wu mpomaBiiaM TIPSAMBIX MIPOJAYMK HEJIb3s
IepeMaHWBATh IIPOJABIOB IIPAMBIX IIPOJIAXK uim
0eCIIOKOUTH IIPOJABIIOB MIPAMBIX MHPOJAM JPYTHX
KOMIIaHUY CUCTEeMATHUYECKUMU [TepeMaHUBAHUIMU.

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

Taxxe KOMIIAaHUSM HEJb3s OUYEPHATH U II03BOJISITH
IpoIaBIlaM [pPSAMBIX IIPoJask HeYeCTHO OYepPHATH
Opyrue KOMIAHWH, UX IIPOAYTHI, IIJIAaH IIPOJaK U
MApPKETHHTOBBIM IJIAH WJIM JIIOOBIe Jpyrue dYepTh
KOMIIaHUU.

D. BBITIOJTHEHUE KOIAEKCA

D.a. OTBeTCTBEHHOCTH KOMIIAHHH

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

IlepBuuHas OTBETCTBEHHOCTHL 3a COOJIIOIEHME KOIeKca
JIEKUT Ha KaKION OTHeJbHOM KoMHOaHwu. Eciau Komekc

The primary responsibility for the observance of
the Code shall rest with each individual company.

9
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HApPYIIEeH, KOMIIAHWS OCYIIECTBJIAET BCe pa3yMHEIE
YCUIWS JJIsI  TOTO, UYTOOBI YIOBJIETBOPHTL  JIHIIO,
momaBinee kajody. Kasmmoll KoMIaHWH-yYaCTHHUKY U
OymyIm KOMIIAHHUAM-YYACTHUKAM Heo0X0aIuMo
HA3HAYMTH OTBETCTBEHHOE IOJIMKHOCTHOE JIMIIO KOoIeKca
LTTA. OtTBercTBeHHOE IOJIKHOCTHOE JIMIIO KOIEKCa
ABJIAETCA OTBETCTBEHHBIM 34 TO, YTOOBI OOJIErYUTH
KOMIIAHUHN COOIIONeHNE KOIEeKCa U OTBEYATh Ha 3aIIPOCH
agmuuuctparopa xomexca LTTA. Tawxwxe om mam oHa
ABJIAETCA TJIABHBIM KOHTAKTHBIM JIMIIOM B KOMIIAHWH,
KOTOpOe  CTaBUT B  M3BECTHOCTH  HE3aBUCHUMBIX
OPOJABIIOB, pPaOOTHHKOB KOMIIAHMKA M OOIIECTBO O
npunnunax Komekca aruku LTTA.

D.b. OrBercrBerHOCTE LTTA

LATVIJAS TIESAS TIRDZNIECIBAS ASOCIACIIA
LATVIAN DIRECT SELLING ASSOCIATION

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 1is 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 upenmocraBisier JIMIIO, KOTOpPOE  SIBJISIETCS
OTBETCTBEHHBIM 3a paccMmorpenue oxkamo0. LTTA
mpuJiaraerT BCe Pa3yMHBIE YCHUJIUS JJIST TOTO, YTOOBI
0becCIIeunTh pa3perneHne KaIo0bl.

D.c. AmMuHECTPaATOp KOMEeKca

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 Ha3HadaeT aIMHUHHCTPATOPOM KoJIeKca
HEe3aBHCUMOe JIMII0 WJIM yUpeskaeHue. AIMUHUCTPATOP
KOJIeKca, OCYIIECTBJISAI OTBETCTBEHHYIO IeSTeJIbHOCTD,
BeJeT HAI30p 3a TeM, KaK KOMIAHWH COOJII0JAI0T
KoIeKc. AIMUHMCTPATOpP KOJeKca paspellaeTr JI0bie
HepaapelleHHble JKaJ00bl  II0TpeOUTesIel, KOTOPhIe
OCHOBBIBAIOTCS HA HAPYIIEHUSAX KOJEKCa, W II0JaeT
€JKeroJHbIe U3BEIIeHUs 0 JIeHCTBUU KOJIeKca.

D.d. HeitctBua

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.

D.d. Actions

JleticTBusi, KOTOpBIe AAMHUHUCTPATOP KOJEKCA MOYKET
OIpefeJINTh JJIsT KOMIIAHMH B CBA3W C KAJI000M
IpomaBIla IIPAMBIX IIPOJAK O HapYUIEeHUSIX KOJIeKca,
MOKeT OBITH CJIefyolllas — IpephbIBaHWe JOTOBOpA HJIK
OTHOIIIEHUU ITpoAaBIla MPAMBIX IIPOJaK C KOMIIaHUEH,
BO3MeIlleHUe IlIaTeska, BBIHECeHHe IIpeayIlIpeskIeHNs
IJI KOMIIAHUM WJIW ee MIPOJABIIOB IIPSAMBIX IIPOJIAK,
WJIN APYyTHe COOTBETCTBYIOIHME AeMCTBUS U IIyOIUKATINS
TAKUX TeVCTBUY MJIN CAHKITHM.

D.e. Pacemorperue ciopoB

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

Kommammu, LTTA wu AnMmumencrpaTtop  Komekca
003yI0TCA YCTAHOBUTD IIOPSAIOK PAOOTHI ¢ KaaI0baMu U
00eCIIeUnTh MOATBEPHKACHIE IIOJIYyUYeHN JII000H Kaa00b!
B TeueHMe MHUHUMYM [ABYX HeJeJdb, a4 I[IPUHATHE
pellleHnil — B TedeHWEe TpexX MecAIleB IIocie ee
TOJIyYeHUS.

D.f. I ano6w1 xoMmaHwMii

Companies, LDSA 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

Hamober kommanmit Ha apyrve xommanwm wim LTTA
paccMarpuBaeT aJIMUHUCTPATOP KOJIeKca 178051

Complaints of a company about another company
or the LDSA shall be resolved either by the Code
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HE3aBUCUMBIA TpPETEeUCKUU CcyIbd B COOTBETCTBUH C
aponenypamu LTTA.

D.g. Ily6muxartma

LATVIJAS TIESAS TIRDZNIECIBAS ASOCIACIIA
LATVIAN DIRECT SELLING ASSOCIATION

Administrator or an independent arbitrator,
according the LDSA procedures.

D.g. Publication

LTTA mybamkyer KomeKC M O BO3MOKHOCTH IITHPOKO
ero momyJspusupyer. IledaTHble 9K3eMILIAPHI KOJEKCA
JIOCTYIIHBI JJIs 00IItecTBa 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.

11



