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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 moBemeHmsa KoMmaHWil NIPAMBIX IIPOSAMXK [JIS
OTHOIIEHUHN KOMIIAHWNA M IIPOJABIIOB IPSIMBIX IIPOSAK,
OTHOIIEHUN MeXIy IIPOAABIIAMHU IIPAMBIX IPOSAMK U
OTHOIIIEHMWH MeKIy KOMIaHUAMH (majlee B TeKcTe —
,komexc”) mpunara JlaTBHUIICKOI accoImalneil IpsIMBIX
IIPOIAK, SBJIAIOIIEHcA wieHoM Seldia — Espomerickoii
aCCOIMAIIMK IPAMBIX IIPOJAYK, B COOTBETCTBHH C
Espomneiickum  miis OTHOIIEHUM KOMIAQHUH U
IIPOJABIIOB IIPSAMBIX IIPOJAK, OTHOIIGHUN MEMKIY
IIPOJABIIAMIU IIPAMBIX MPONAXK KM OTHOIICHHU MEKIy
koMmmauuaMu. Komekc OmmchIBAe€T OTHOIIEHHUS MEXKIY
KOMIAHUSIMH IPAMBIX HPOOAMK W IPOJABIIAMU IIPIMBIX
IPOJAK, MEKIY IPOSABIIAMY IPSIMBIX IIPOSAMK U MEKIY
KOMIOAHMSIMHK NOPIMBIX mOpojask. Llemamm Komgekca

SABJIAIOTCA  3allfdTa IIPOJABIIOB IPAMBIX IIPOJAK,
COmeMcTBHE  YEeCTHOM  KOHKYPEHIIMM B  paMKax
CBOOOTHOTO OpenIpUHUMATEIbCTBA, 3TUYIHOE

MIPEJICTABJICEHHE BO3MOMKHOCTHA IIOJyUYeHUS [0X0Aa B
WHAYCTPUU  MPAMBIX  [POJAM W yJIydIlIeHHe
00IIIeCTBEHHOr0 BOCIPUATHUS IIPAMBIX IIPOIAK, IJIaBHAS
IIeJIb KOTOPBIX — IIPOAABATH KAYECTBEHHBIE IIPOIYKTHI
IMOTPEOUTENIAM HA YECTHBIX YCJIOBHAX C COOIIOOEHUEM
IPaBUIIL.

A.b. O0bscHeHHE TEPMUEHOB

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) mOpamele mpogaxm o3HAYaeT JIIO00H  cIIoco6
MapKeTHHIra HWJIHN IIPOJaXK, OCHOBAQHHBIA Ha JMYHOM

KOHTAaKTe MeKIy IIPOJaBIIOM, Jajiee B TEKCTe —
“mpomaBer; HOpaMbpIX HOpodaxk’, W TOTpeOHTEeIeM u
OCYIIECTBJIAEMBII npu TIOMOIITHA JIAYHOTO
(MEIUBHUIYaTBHOTO) OOBACHEHHWS WU IIOCPEICTBOM

JIeMOHCTPAIUH IPOAYKTA B (PU3NUECKOM MU 1T(POBOLI
dopMe BHe IOMEIIEHUH I BeJeHHs KOMMEpPUYecKOMn
IeaTeJIbHOCTH.

92) morpebrress — mI060e (PU3MIECKOe JIHIIO, KOTOPOe
pPUO0pesIo TIPOAYKTHI C I[eJIbI0, KOTOpas He CBsS3aHa C
OCYIIIECTBJIIEMOM UM TOPTOBJIEH,
HpeaIpUHUMATEICKOM JIesATeIbHOCTHIO 781078
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 accoIldalids MPAMBIX IPOTAK
SABJISIETCS HAIWOHAJBHON accormuanueidl IpeqnpusaTuii
OPAMBIX TIPOIaXk, KoTopas mIpencraBiisgeT B JlarsBum
UHAYCTPUIO IIPAMBIX I[IPOJasK UM KOTOpasl SIBJIAETCS
wrenoM Seldia — EBpomeiickoil acconmanmyuy IPSMBIX
IIPOIAK;

4) KOMIIAHHA — TI000€e TIPeIIpPHUATHE , KOTOPOe
IIPOABUTAET IPOAYKIINIO, CBI3AHHYIO C TOBAPHBIMU
3HaAKaMM, 3HAKAMU OOCIIYKUBAHUSI WJIN
AOeHTHQUIUPYIOMIUME CUMBOJIAMHU, UCIIOIb3Y s CHCTEMY
pacIpocTpaHeHUs, OCHOBAHHYIO HA IPAMBIX IIPOJAKAX,
u gapiaiomeecd uiesoM LTTA;

5) crcreMa pacIpocTpaHeHHS — Jobas OpraHU3aIlUsd
WM METOHI, KOTOPBHIM pas3paboTaH OjIsi HPOIBHUKEHUS
IIPOOYKTOB;

6) ImpomaBer IPAMBIX IPOTAN — JI000e (PU3MIeCcKoe MK
OPUINYECKOe JIUII0, KOTOPOe SBJISETCS YJIEHOM CHUCTEMBI
PACIPOCTPAHEHWS KOMIIAHMM IPAMBIX MOPONAX U
KOTOPOE TOPryeT MPOAYyKTAMH KOMIIAHHUH, CIIOCOOCTBYET
TOPTOBJIE WJIA OKA3BIBAET MOAMEPKKY B TOPrOBJIE
NMPOAYKIMM KOMIIAHMM 34 IpemejaMu  padboumx
MOMEIIeHN IpeanpusaTusa; [Ipogasern IpaAMBIX IPOIasK
MOYKET MMETh IIPABO PEKPYyTHUPOBATEH APYTHUX IIPOLABLIOB
IIPAMBIX IIpomask. Ilpomaser] HpsAMBIX IIPOJAMK MOMKET
SIBJISITBCS HEe3aBHUCUMBIM TOPTOBBIM areHToM,
HE3aBUCHMBIM IIOAPSIUYNKOM, HE3aBHUCHMBIM JUJIEPOM
WIW OUCTPUOBLIOTOPOM, pabOTAOIIMM [0 HAUMy WX
CaMO3AHATHIM MPEACTABATEIEM WA HMHBIM II0Z00HOI0
poza mpencrasuresneM Kommanmu

7) goxomEr — MoOble MOXOMEI, KOTOPEIE TOJIYUM IIPAMOE
mponaser. Jloxomamm MoOryT OBITH KOMHCCHOHHBIE
IJIaThl, TOPTOBBIE HAIlEHKW, pPa30Bble  BHIILJIATHI,
JIOTIJTATHI, BO3HATPAMKIEHUSI, OOHYCHI WJIX JOXOIBI B
Opyrux BUIAX;

8) mpoxyrT — JII000# MaTepHuaJIbHBIT
HeMaTepuaJbHBIA TOBap HWJIM  YCJIyTa,
mpeaHa3HaveHa JJId IPOJaKu IIOTPeOUTeIaM;

i
KoTOpad

9) MaTepmas — MTOREPKKEH — IPeRIPHHHMATETECKOL
JEATEJIPHOCTH — JII000M TOBAp WJIM YCJIyra, KoTopast
paspaboraHa s IIOMOIIY IIPOJABIAM MPSAMBIX IIPOIAK
¥ Pa3BUTUS WX IPENIPUHUMATEIbCKON esATeJIbHOCTH,
KoTOpad:

a) IpeJHASHAYEHA [JIA HPOJAKH IPAMBIM IIPOIABIAM
WJIU TIPEJOCTaBjIeHa UM 0eCILIaTHO U
b) He mpenHa3HAYeHA LIS
IOTPEOUTEIIAM;

epenpoIaku

10) Bsmoc:

a) J060# IIaTeX B JeHEeKHOM BHIPAMKEHNN HJIN

b) m060if IIATeXR I IPHOOPETEeHUS MATEepPHAJIOB
HOAIEP:KKN IPeIIPHHIMATEIbCKOH JesTeIbHOCTH,
eClIM 9THM ILIATEKW  HEeoOXOZMMO  OCYIIECTBJIATH

(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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IIPOJABIy IIPAMBIX IIPOJAM IJISA BCTYIIJIEHUSA B CHUCTEMY

pacipocTpaHeHUs KOMIIAHUU IIPAMBIX IPOJaK , WU
IIOBTOPATH IepUuoauYeCKU Kak ycJioBUue U1
IOAJEePKAHUA OeATeJIbHOCTH B aTOM cucTeMe
paciupocTpaHeHusd;

11) PerpyrupoBarme — mi06as JeAaTelIbHOCTh, KOTOpas
OCYIIIECTBJISETCA C  I[eJbI0  MOPENJIOKEeHUS  JIUILY
BO3MOJKHOCTH CTATH MIPOIABIIOM IIPSIMBIX ITPOTAMKS

12) agmuHHCTPATOP KOQEKCA — HEe3aBUCUMOE JIUII0 WU
yupesraeHue, KoTopoe Ha3HAYEeHO LTTA nna
HaOmomeHns 3a TeM, kak KomnaHun-wieHsl LTTA
cobmmoparor kKogexce LTTA, u njia pacemorpenus #ajod B
COOTBETCTBHUH C KOIEKCOM.

A.c. Komnauuu
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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-yuactauiie LTTA meobxommmo
VYUTBHIBATH KOIEKC JJIS TOTO, YTOOBI OHA IPHHSIA HA
cebsa O00S3aHHOCTH W MOIVIA IIPOMOJIKATH ydacTHe B
LTTA. Kasknmoit opranusamuu-yuactaune LTTA crexyer
IyOJIMYHO IIOIYJIAPU3UpPOBaTh cBoe yuactue B LTTA u
KOJTEKC.

A.d. IIponaBIitel IPAMBIX IPOANK

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

IIpogaBLpl HIpAMBIX OPOHAXK HANPAMYI HE CBSI3aHBI
0053aTeIbCTBAME II0 KOHEKCY, HO KOMIAHHWN O0S3aHBI
TpeboBaTh OT HUX COOJIIONEHUS KOIEeKCA UM IIPABUJI
IOBEICHNSI, COOTBETCTBYIOIINX TPeOOBAHUAM KOICKCA B
KA4eCcTBE YCJIOBHUS MX YYACTHSA B CUCTEME NUCTPUOYIIUN
KOMIIQHNM.

A.e. Camoyupassienme

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 ABJIAETCA Mepon caMOYyIIpaBJIEHUSA
OTHOCUTEJIBHO OTpacjiu MpAMBIX mpomaxk. Ou He
ABJIAEeTCA  3aKOHOM, U  OIpelesleHHBIE B  HeM

00s13aTesIbCTBA MOTYT 3aIpalllMBaTh TaKOHM yPOBEHB
THUYECKOTO [IOBEEHUS, KOTOPBIA IIPEeBHIIIAeT
oIIpesieJIeHHEIE 3aKOHOM TpebOBaHUS. Ero
Heco0JII0/TeHIe He BBI3BIBAET KaKyI0—In00 IpaskIaHCKO—
IPaBOBYI0  OTBETCTBEHHOCTH. [lpwm  mpexparieHun
yuactuss B LTTA, wommanusa Oosiee He cBsI3aHA
KOJEKCOM, B TO BpeMs Kak [IpaBmjia OCTAIOTCS
NPUMEHSIeMBIMU K COOBITHSIM IJIM CIEJIKaM, KOTOPBIE
IIOSBUJINCHE BO BpeMsd, KOTJA KOMIIAHUS SBJISJIACDH
wrenom LTTA.

A.f. HanmmonaJsibHoe 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, 4YTO KOMIIAHHUM ¥ TIPOJABIIBI IIPSIMBIX
poJask COOTI0IAI0T TPeOOBAHUS 3aKOHA, U II0ITOMY
Komekc He Bocmipon3BoauT aTH TpeOOBAHMSI.

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 xomexc BKIIOYEHBI CTAHIAPTHI STHUECKOT0 II0BEIeHUI
U1 KOMIIAHMM M IIPOJABIIOB HPAMEBIX Ipomasxk. Komexc
sKeJIaTeJIbHO HICIIOJIE30BATh KakK CBUIETEJIHLCTBO
HaJIMYHUSI 0TPACJIEBOTO CTaHIAPTA.

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, 4To B OTHOILIEHUHN CBOEH IeATeIbHOCTH
B cdepe OpAMBIX IPofask 3a IpemesaMu Jlarsuum oma
Oymer TpebOBATH OT KAMKIOI0 yYACTHHKA B KadecTBe
YCJIOBUS JJIA BCTYILJIEHUS W COXPAHEHHs CTaTyca 4ieHa
LTTA semosuars tpeboBaHus Esporeiickoro xomekca
IOBeIeHUsA B cdepe IPAMBIX IIPOJAXK KacaTeJIbHO
JAaHHOU JesATeJbHOCTH B TrpaHuIax KEspomeiickoit
sxoHoMmdeckoii 3oubl (ED3) maum Komexca moBemenus
Bcemupnoit demepamum accoruanuii IPAMBIX IIPOIAMK
(WFDSA) kacaTeqpHO J[AHHOM JeSTEJHLHOCTH 34
npenenamu KO3, xpome ciayuaeB, Korga Takas
JeATeJbHOCTh HaXOmuTcea B lopucauknum Homexca
IOBEIEHUS APYrod Accolipaliy IIPAMBIX IIPOJAK,
KoTopas sBiigerca wienoMm Seldia miaum WFDSA.

B cnyuae, ecnm KoMIIAHEMSA CTaHET IIPEAMETOM
paccmoTpeHuss KaJo0bl Ha HapyiieHue Komexca B
cTpaHe, B KOTOPOM OHA He SABJAETCA YJICHOM
accoluanyy,  KOMIAHWSA  JOJIKHA  ITOJUMHHUTHCS
opucoukiun  Anmuauctpatopa Komexca B pomHoM
crpage (wm, ecam oHa He ABIAETCA  UJEHOM
accolaliMy B POMHOM CTpaHe, TO B JIIOOOM IPyroi, B
KOTOpOM OHA SBJIAeTCa TAKOBEIM), M JOJ:KHA HECTH
pasyMHBIe PACXOIHI, CBSI3AHHBIE c paboToi
Anvunancrpatopa Homexca B pomHoit crpame 1m0
pasperieHuno kaJo0el. Bosiee Toro, ApgmMumHECTpaTOp
Komexca B POIHOM cTpaHe nMeeT  IIpaBo
KOOPIUHUPOBATE paccMoTpeHue SKAJI00BI c
Anvuancrpatopom Komexca(npr mammumm) B crpaHe,
OTKyJa IIPOM30ILIa :Kajioba, PYKOBOIACTBYSICH IIPHU
PAaCCMOTpPEHHUH , B IopAaKe mpuopureTa, (i) crammaTamu
Komexca cTpaHBI, B KOTOpOH cmenaHa xanoba, (ii)
cragmapramu Komekca pommo#t crpamer, u (iil), kak
MuHUMYM, ctaHgapTom Erpormeiickoro Komexca Itukm.

B. IIOBEJIEHHWE IIO OTHOIOIEHUIO K
ITPAMBIM ITPOJTABIIAM

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

Kommaumwm o00s3aHBI  JOBECTH [0 BCeX IIPOJABIIOB
mpAMBIX IIpomask Tpeboammsa Komexca u TpeboBaThb OT
CBOHM TPOJABIOB IIPAMBIX IIPOJAX, B KAUECTBE YCJIOBUS
WX UYJIEHCTBA B CHCTeMe OUCTPUOYIIMH, COOJIIONEHIS
Tpebopaumit  Komexca wim mpaBma — KOMIIAHUH,
COOTBETCTBYIOIIMX craHmapram Komekca.

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

Kommnannu n IIPOIAaBITBI IIPAMBIX IIpooaK B
OTHOIIIEHHUAX C BO3MOXHBIMH HnJIn HaCTOAIIIXMHX
IIPOJABIIAMH HE€ HCIIOJIB3YIOT BBOOAIILYIO B 3a6ﬂy9EIIeHI/Ie
HWJIN HEYECTHYIO IIPAKTHUKY IIPHBJICUYECHUA 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 OpeaIpPUHUMATEIHCKOMN
JeATeJTFHOCTH
Nudopmariusg, KOTOPYH KOMIIAHUS IMIPEIOCTABJISET

IIPOJIABIlAM IPSIMBIX HPOIAK ¥ BO3MOIKHBIM IIPOIABIAM
MPAMBIX TIPOJAK O BO3MOYKHOCTH U CBA3AHHBIX C HeH
mpaBax, 00g3aHHOCTSAX M XapaKTePHBIX pacxoaax u

BBIILJIATAX, JOJUKHA  OBITh TOYHOM ¥  IIOJTHOM.
MapkeTrHTOBBIM IIJIAH KOMIIAHWW JIOJIKEH  OBITH
IMpo3paveH, sCeH ¥ He BBOAWUTH B 3a0iIy:kIeHUE.

Kommmanusa wHe mesiaroT BOSMOKHBIM IPOIABIIAM IIPSIMBIX
IpoNa’k  3asBJIEHHM, KOTOpBIe HE MOILYT OBITh
IIOATBEPKIEHbI, ¥ He HAIOT HEBBIIIOJHUMEIX 00eIIaHMIA.
Kommanny Hukorma He IpeaCcTaBJISIOT — BO3MOMKHBIM
OpOoAaBIIaM TPSAMBIX ITPOJAXK IITPEUMYINEeCcTBa HPSIMBIX
OPONa’k B JIOKHOM WJIM BBOISAINEM B 3a0JIyskIeHNe
BHJIE.

B.d. oxonms1 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 xoMmaHuM 00A3aHBI IIPEIOCTABIISTH
OpomaBIlaM IIPSIMBIX TPOJIAK OTYETHI KacaTeJbHO
OpoIasK, IIOKYIIOK, JeTajiefl JI0X0O0B, KOMWCCHUOHHBIX,
OOHYCOB, CKHMIOK, IOCTABOK, OTMEH 3aKa30B M IPYTHX
CBSI3AHHBIX JAHHBIX, B COOTBETCTBUU C JIOTOBOPEHHOCTHIO
MeIy KOMIIaHMEeH M IIPOJaBIIOM IPSMBIX Hpodask. Bce
BBIILJIATBI M YIEPIKAHUSA JOJIKHBI OCYIIECTBJIATHCSI B
KOMMEPYECKU pasyMHoO MaHepe B pamMkrax
HaI[MOHAJILHOTO 3aKOHOIATEeIbCTBA.

3apaboTKM HPOmaBIA HPSIMBIX HPOTAK HOJIKHBI OLITh
000CHOBAHBI ~ IPOJAMKENd  IPOOYKTOB ®  YCJyT
morpebuTessaM. 3apaboTKH IIPOAABIIA IIPAMBIX IPOIAMK
MOryT 0a3MpoBaTbCS HA JIMYHOM IIOTPEOJIGHMH U
MpoJasax MOPOJABIlA  MHPAMBIX OPOJAK U €ro
HUIKECTOAIIEH OpraHU3aIlIH.

IlpomaBerr mpAMBIX HOpogask He JOJKEH HMETh
3apaboTka Ha OCHOBAHHUH IIpUBJIeYeHUd (pEeKpyTHHTA)
HOBBIX IIPOJABIIOB IIPAMBIX IIPOJIa’k B OPraHH3AIIHIO.
XoTsT KOMITAaHUS MOYKEM IIPEIOCTaBJIATL MUHUMAJIHHOE
IOOIIpeHe 3a 9TO B pPaMKax HAIMOHAJIBHOTO
3aKOHOJATEJIbCTBA.

B.e. BaaBiennsa o moxomax

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

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

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

B.e Earnings Claims

1. Kommauuu wu IlpomaBier Ilpsameix Ilpomasx mHe
JTOJISKHBI HEKOPPEKTHO HHTEPIIPEeTUPOBATD
CYIIECTBYIOIIFE W IIOTEHIIMAJIbHBIE 00BEMBI IIPOIAK
WX TIPOIABIIOB TIPSIMBIX ITPOJIAK.

2. IlpencraBiennss o 3apaboTkax M o0beMax 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 IPEICTABICHHEIME B
dopme, He BBOIAIIEH B 3a0/IyKICHIE, 1
b)OCHOBAHHEIME Ha JOKYMEHTAJIBHO O00OCHOBAHHEIX
daKTax, OTHOCAIINXCSA K KOHKPETHOMY PHIHKY.
3. IloreHmuanbHbIE TPOIABIIEI IIPAMBIX IIPOIAMK JOJIAKHEI
OBITH TPOUMHAOPMHUPOBAHEI O TOM, UTO
a)PeanpHEIe 3apab0TKM ¥ 00BEMEI IPOJAK OTIHYAIOTC
OT YeJIOBEKa K UeJOBEKYy M 3aBHCAT OT HABBIKOB
IPOIAaBIla, MOTPAYEHHBIX BPEMEHU M YCHJIUN M OT
Opyrux QaKTopoB, 1
b)Jlo/:KHEl HOIYIUTH JOCTATOYHO WHGOPMAIIUH A
Pa3yMHOM OIIeHKHW BO3MOKHOCTEHM IIOJIydeHUs J0X014.
Hampumep, 1mosydeHHBIH 1T0XOJ HA OCHOBAHUU
OOBEKTHBHEIX M UETKO OIPeleJIeHHBIX KPUTEepPHeB
(Takmx Kak KOJIMIECTBO BpeMeHH, 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 mavasie mesTesIbHOCTH IIPOJABIA HPSIMBIX IIPOIAK
KOMITAaHUHY BBIJAIOT €My ITMCbMEHHBIA TOTOBOP, KOTOPHIH
TONITMCHIBAIOT KAK KOMIIAHUSA, TaK U IIPOJIaBeIl IPAMBIX
OpONak, MM IIMCbMEHHBIA akT. B IHcbMeHHOM
JOrOBOpe WMJIM aKTe [OJIKHA OBITh BKJIIOYEHA BCS
cyIecTBEHHASA nH@popMAaIIHs, CBsI3aHHAS c
OTHOIIEHUSMH MEKIYy IIPOJIABIIOM IIPAMBIX MpPOJIaK U
kommanrein. Kommammm wmMHQOPMHUPYIOT IIPOIaBIOB
OPSMBIX IIpojask 00 MX OIIpelelIeHHBIX 3aKOHOM
003aHHOCTSAX, B TOM YHCJIE, O BCEX IIPUMEHSIEMBIX
JUTEH3UAX, PETUCTPAIIUAX U HAJIOTaX.

Kommauny m mpogaBiibl IpAMEBIX HPOOAMK HE JOJIMKHEI
3JI0yIIOTPEOIIATE YacTHOU cepoit IpoaaBIia,
COITMAJIbHOM, MHTEJJIEKTYAJIbHON HJIM 3MOITMOHAJBHOM
YyBCTBUTEJBHOCTHIO, ¥ TI0JIb30BATHCS 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

Kommanny m mpomaBiibl IpSAMEBIX HPOOAMK HE JOJIMKHEI
TpeboBaTh OT IEeHCTBYIOIIUX WJIKM IIOTEHIIMAJIBHBIX
OPOIABIIOB HPAMBIX TPOJIAK IJIATHUTDL ITPEBHIMIAOIIHTE
pa3ymMHBIe IIpeJiesbl B3HOCHI, TaKWe Kak: IjaTa 3a
TOBAPHBLIA 3aIllac, BCTYIIUTEJbHBIE B3HOCHI, (PpaHIIN3Yy,
mIaTy 3a pekJaMHble MaTepuasbl WU 3a IOJIePIKKY
Oponask, WA Ipyrue IUJIaThl, KOTOpPBIE CBSI3aHBI
UCKJIOYUTEJILHO C TIpaBOM NPUHUMATL ydacTue B
IeAaTeJTbHOCTA KOMIaHUH.

Hu omma ©kommanmss He wmMeeT IIpaBa TpeboOBaTh
mproOpeTeHUsT IMMPOAYKTA KAK YCJIOBUS BCTYILJIEHUS B
CHCTEMY JTUCTPUOYIINH, 38 WCKJIUYEHHEM BKJIIOYEHHOTO

B craproBeiii Habop. Jlomyckaercas obasaTenbHas
HOKYIKa HAYaJbHOIO0 KOMILJIEKTa II0 pPa3yMHOM
PBIHOYHOM IIeHe.

IlocraBra mepunpepufHBIX WM  BCIOMOIaTeJIbHBIX

IIPOAYKTOB HJIM YCJIYI' HE OOJIXKHA ABJIATBCA IIEHTPOM
IIOJIy4YeHUud HpI/IGBIJII/I JJId KOMIIaHHMHM HWJIWM 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 ITPOAABIIOM IPSIMBIX IIPOJAK, JOJKHA OBITH
HEIOCPeJICTBEHHO CBSI3aHAa CO CTOMMOCTBI0 II0OJIyYaeMBbIX
MaTepuaJjioB, IPOAYKTOB HUJIN YCJIYT.

JIrobObre TpeOyemble B3HOCHI, YCTAHOBJIEHHEIE IJIS TOTO
4TOOBI CTATHh WJIM COXPAHHUTH CTATYC IIPOLABIIA IPSIMBIX
IPONA, BKJIKOYAS 00sI3aTeJIbHBIE [IOIIOJHUTEILHBIE
VCIIyTH, IpenocTaBiIsgeMble KOMIAHHed (Takue Kak OH-
JaiH TPEeHUHT, UHTepPHeT pellleHUus IJId 3JIEKTPOHHON
KOMMEPIIUY, KOHKPETHBIE TOPTOBbI€ MHPHJIOMKEHUS WJIN
KOHKpPETHbIEe MHTePHEeT-MarasuHbl, eCJIi OHU 0e3yCJI0BHO
He00XO0IMMBI IJIsT BeIeHUA KOMMePYeCKOH
OedaTeJbHOCTH, wuian ecau Hommamwsa Tpebyer oOT
IIpsamoro mpomasia mprobpecTy TaKue YCJIYyTH, PACXOIbI
Ha  JOTABKy) JOJIKHBEI  IIOJHOCTBIO  IIOMJIEKATH
BO3MeIIeHNo (33 HCKII0UeHHeM KOMUCCHH, IIOJIyIeHHOM
IIPOJIABIIOM IIPSAMEBIX IIPOJAXK) B CIIydae, eCId IIPOJABell
IPSMBIX IIPOJask IpeKpalraer paboTy TuCTpuOyTOpoOM B
TeueHre 30 pgHEH TII0OCTE OCYIIECTBJIEHUS ILJIaTeKa.
Bsuocer, moasieskaliye BO3MEIIEHNUIO, OTPAHNYEHBl TEMU
B3HOCAMHU, KOTOpble BHeceHBI B 30 mHEH 10 pelreHus

MpoJaBIla  IPSAMBIX  IIPOJAX  II€PeCTaTh  OBITh
IUCTPHUOYTOPOM.
KomuccuonHble €O BCTYIHUTENBHBIX WA UICHCKHUX

B3HOCOB IIPOJABIIOB IIPAMBIX IIPOJAMK HAXOOATCA IIOL
3arrpeToM.

B.h. VBamenwne npuBaTHOCTH

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

Kommauny w mpogaBIlbl HPSAMBIX OPOMAMK IOJISKHEI
KOHTaKTHUPOBATH C IIPOJABIAMHU IIPSIMBIX TIPOJIAK
TOJIBKO B Pa3yMHBIX IIpeJieJlaX M B pPasyMHOE BpeMd,
4yTOOBI  M30eskaTh HaBS3YHBOCTH, u cobsronasa
COOTBETCTBYIOITIEE HAITMOHAJIBHOE 3aKOHOJIATEJIBCTBO,
ecaIM OHO IpHUMeHHMO. lIpomaBIbl HpPSMBIX IIPONAK U
KOMITAHUU JOJI:KHBI TPUHUMATH HAJJIERaIlue Mepbl
s obecrieueHnsT 3aIUThI BCel YaCTHON WHQOPMAIIUH,
IIPeIOCTABJIEHHON  IoTpeduresieM,  IIOTEHIIMAJIBHBIM
morpedbuTeseM, WA [POAABIIOM MPSIMBIX IIPOIAK.
Kommaunu u IlpogaBiibl IpAMEBIX mpogask 00I3yI0TCS He

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.

JOILyCKaTh 3JI0yIoTPe0IeHN ST YacTHOM cepoii,

COITMAJIbHOM, MHTEJJIEKTYAJIbHONU HJIU SMOITMOHAJBHOM

ysi3BuMocThbi0 [IpomaBiia IIpsAMBIX IIPOJasK, KOTOpPOE

MIPUBOIUT K 9KCIIIyaTAIlUH.

B.i. OrcyreTBHe qrcKpAMUHAIIH B.i. Non-discrimination

Busuec-BoamokHOCTH KOMOaHUHI OoTKpHITEL | Business opportunities of companies are open to

MMOTEHITNAJBHBIM JTUCTPUOyTOpaM 0e3 ITUCKPUMUHAIINN
B OTHONIEHUMW pAachl, ITHUYECKOU IIPUHAIJIEKHOCTH,
IPUHAJIEKHOCTH K PEJIMTUO3HON MJIU TYXOBHOM TPYyIIIIe
WU TPUBEPIKEHHOCTH OIpPEJIeJIEHHBIM ITOJUTHUYECKUM
B3TyIsAnaM. HKoMmmaHwuM  JO/KHBI — BOCIPEINaTh B
MUCHMEHHOM BHje J00oe cMerieHme Ou3Heca C OJHUM

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.



M3 IIepeYrCJIEHHBIX BHBIIIIE aCIIEKTOB YaCcTHOM JKU3HMU.

B.j NsnumHAA 3akynka # 0OPATHEH BEIKYIT ITPOTYKITHH

LATVIJAS TIESAS TIRDZNIECIBAS ASOCIACIIA
LATVIAN DIRECT SELLING ASSOCIATION

B.j. Inventory Loading and Repurchase

Kommannn me JOJIXKHBI Tpe6OBaTB HJIN IIOOIIIPATH

IIpomasiior IIpameix Ilpomgasx mpuobperaTs 3amac
MMPOJYKTOB  IIPEBBIMIAIONINY  pa3yMHBIE  IIPeIeJIHL.
Kommamwm  mo/uKHBI — TpeAIpMHUMATE — SICHBIE U

pas3yMHBIE IIATH C IIeJbI0 yOoeouThes, dTto IIpomaBIibr
IIpsamerx [Ipomask, moJrydaroliipe BBITLIATHI 34 IIPOIAKH
MX HUMKECTOAIe OpraHM3aluy, oTpebsdnT Jamdo
IeperpoIaioT HPOIYKT, SABJISIONIANACSA
KBaJIN(PUKAIIMOHHEIM JIJISI IIOJIYYEHNS BBIILIATHL.

Ecin 1npum  mpekpalneHMy — B3aMMOOTHOIIEHHHR  C
OPOJABIIOM MPSAMBIX IIPOJAK KOMIIAHUS IIOJIydaeT
TAKOM 3aIIpoc, KOMIAHHS 00sS3aHA BBIKYIHNTH BeCh
HENpPOJaHHBIA U MOAJIEKAIINN IIpojaske TOBapPHBIN
3amac, IIPOMOIIMOHHEIE U BCIIOMOTaTe/IbHbIE MaTepHaJIbI
v Habopel, IIpHOOpPeTeHHbIe B IIPEIIIeCTBOBABIINE
JIBEHAIIATh MECSIeB ¥ BO3MECTUTH IIPOJABILY HPSIMBIX
OpPOJa’k HUX CTOMMOCTb, 34 BBIYETOM pPAacXoJO0B Ha
JOCTABKY IIPOJABILY IIPAMBIX IIPOJASK, COCTABJIAIOIINX
He bosree 10% 1ensl moKkyIKkyu. KoMIIaHMS TaKske MOMKET
BBIUECTH BBIMJIATHI, HOJIYUEHHBIE IIPOJABIIOM IIPAMBIX
Ipoaask, OCHOBAHHBIE HA MOKYIKE BEIKYIIA€MOI'0 TOBapa.
Ilomutrka o00paTHOrO BBIKYHA TOBAPHBLIX 3aIIACOB
JIOJBKHA OBITh YETKO 00O3HAuYeHa MPOJaBIIAM IIPAMBIX
IPOIasK.

TpeboBanve WM CTUMYJIUPOBAHWE CO  CTOPOHBI
KOMIIAaHUN WJIW [OPOJABIIA 3aKyIKU He3aBUCHUMBIM
TIPOJIABIIOM IPSAMBIX IIPOJAK HEOIIPaBIaHHBIX TOBAPHBIX
3amacoB WJIM BCIOMOTATEJIbHBIX MAaTEpPHAJIOB CJIEIyeT
CYHUTATH HEYECTHBIM U BBOJSAIIUM B 3401y KICHHE.

B.k. O6pasoBaune 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 obecreunBamT OpOmaBIOB IIPAMBIX IIPOSAK
COOTBETCTBYIOIIMM 00pa3oBaHMEM M OOydYeHHEeM [IJIs
TOTO, YTOOBI OHH MOTJIM paboTaTh ITUYHO, B TOM YHCJIIE
nHpoOpMaIiel 0 [PUMEHSEeMOM KOIeKCe JTHKH,
COOTBETCTBYIOIIIEM pPBHIHKe # mpoaykrax. OOyueHue
MOkeT OBITH IIPEJOCTABJIEHO HA TPEHUHTaX, B BHIE
MMUCHMEHHBIX MPAKTUYECKHUX TOCOOMH, PYKOBOACTB WU
ayIM0—BU3YaJIbHBIX MAaTepHuaoB, KOTOpBIE
IIPEJOCTABJIAIOTCSA TI0 Pa3yMHON IleHe HJIN GeCIIaTHO.
KoMmamwm He JO/MKHBI HCIIOJIB30BATH — yueOHEIE
IIPOrPaMMBbI B KAYECTBE IEHTPA OJIYYEeHUS TPUOBLIH.

B.1. JIpyrue maTepmuant

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

Kommannm mo/sxHBI BocHpeInaTh IIPOJABIAM IIPSAMBIX
OpoJask IIPOABHMIKEHHE [PYTUM IIpOJaBIaM IIPAMBIX
IPOJAk MaTepHAaJIOB, He OJOOPEeHHBIX KOMIIAHWEH U He
COOTBETCTBYIOIITHAX HOJTUTUKAM u IpoIleIypam
KOMIIAHUH.

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, mpomaBiibl MpPAMBIX HPOIAsK, IIPOJAIOIILE
0I0OpeHHbIe KOMIIAHHEH, JIeraJbHO pa3pelleHHbIe
IIPOMOITMOHHEIE UJIX 00yJaloIe MaTepuasibl, Oyab TO B
IIeYATHOM, 2JIEKTPOHHON HJIM IPyro opme, JOJIFKHBI
91) mpenIaraTh TOJIBKO MATEPHAJIBI, COOTBETCTBYIOILIME
cragmapraM KoMmmaHmu, (i) HEM B KoeM cJIydae He
JO/LKHBI CTABUTH IIPHUOOpPETEeHHE TaKMX MATEepPHAJIOB
YCIIOBHEM /I IPYTUX IIPOJABIIOB IPAMEIX ITpojask, (iii)
IIPEJOCTABJIATL  BCIIOMOTATEJIbHBIE  IJIA  IIPOHAMKH
MaTepUaJbl 110 PAa3yMHOM M YECTHOH IieHe, 0e3 KaKom-
anb0 3HAUYMMOM NPHOBLIM JJISA IIPOJAaBIA IIPSIMBIX
IIPOJAasK, SKBHBAJIEHTHOM IleHe TAKWX MATEePHAJIOB Ha
peiEke u (iv) IIpemoCTaBIIATH IIHCHMEHHYIO IIOJIHTHKY
BO3BpaTa  IMIPOAYKIIUH, IIOBTOPAINYI  IOJUTHKY
KOMIIAHHWU KOTOPYIO OH IIPEJCTABJIAET.

KoMmmannu qo/sxHBl IPpUHATE JOIMKHBIE MEPHL JJIS TOTO,
4TOOBI 00ECIIeYUTh COOTBETCTBHE BCIIOMOTATeJILHBIX U
CXOKMX € HHMH MAaTepHaJioB, IIPEeJOCTABIISIEMBIX
IIPOJABIIAMY IPSIMBIX IIPOAAXK, TPEOOBAHUAM KOgeKca, 1
JIJISI TOTO, YTOOBI OHM HEe BBOIAWUJIN B 3201y KIeHHe.

Kommencarmm mpogaBily IpaMBIX HIPOJAXK 34 IIPOIAKY
00yJaroImx ¥ IIPOMOITMOHHBIX MAaTEePHAJIOB C IIeJIbI0
CTaTh WJIW OCTABATBHCA IIPOJABIIOM IIPAMBIX IIPOJAK,
KOTOpBIE IT0 CYTH SIBJISIIOTCSI IIJIATOM 3a HA00p HOBBIX
ITPOIABIIOB HMPSAMBIX IPOIAK, JOJIAKHA OBIThH 3aIIpeleHa.

C. IIOBEAEHUE MEAKIY KOMITAHUAMN

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-yyacrankam LTTA He00X0IMO

O6XOZ[I/ITBCH YeCTHO C IPpYyIrMHU YJIEHaMHU.

C.b. Ouepuenne

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

C.b. Denigration

Taxke ROMIIAaHUSM HEJb3sI OUYEPHATH U II03BOJIATH
OpONaBIIaM IMIPAMBIX IIPOJAK HEYECTHO OYepHATH
OpyTHe KOMIIAHWH, WX IIPONYTHI, IIJIaH IIPOgask U
MApPKETUHIOBHIM IIJIAH WJIM JII0OBIe Jpyrue YepThl
KOMIIaHUU.

D. BBITIOJTHEHUE KOAEKCA

D.a. OTBeTCTBEHHOCTH KOMIIAHNN

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 OTBETCTBEHHOCTH 3a COOJIOIEHME KOIeKca
JICKUT HA KaKIOM OTHeJbHOM KoMIaHuwu. Eciam Komekc
HapyIlleH, KOMIIAHUSA OCYIIeCTBJISET BCE Pa3yMHBIE
YCHUJIMA [JIs  TOro, dYTOOBI YIOBJIETBOPUTH JIHUIIO,
monagiee :xasiody. Kasmol koMIaHWUU-yUYaCTHHUKY U
Oyayimum KOMITAaHUAM-yIaCTHUKAM HE00X0IruMO
HA3HAYMUTL OTBETCTBEHHOE JOJIKHOCTHOE JIMAII0 KOJeKca
LTTA. OrtBeTcTBeHHOE IOJIKHOCTHOE JIMIIO KOIEKCa
SABJISETCS OTBETCTBEHHBIM 34 TO, YTOOBI OOJIEIYHUTh

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 1is required to designate a LDSA Code
Responsibility Officer. The Code Responsibility
Officer is responsible for facilitating compliance

9
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KOMIIAHHMHU COOJIIONeHNe KogeKca M 0TBeYaTh Ha 3aIIPOCh
agvmuaHncrpaTopa komexca LTTA. Taxske oH miam oHa
SABJISIETCS TJIABHBIM KOHTAKTHBIM JIMIIOM B KOMIIAHHMH,
KOTOpPOE€ CTaBUT B  M3BECTHOCTh  HE3aBHCHUMBIX
IpPOJABIIOB, pPAOOTHHMKOB KOMIIAHMKA M OOIIECTBO O
npuanunax Kogexca stuxu LTTA.

D.b. OrBercrBerHOCTE LTTA

LATVIJAS TIESAS TIRDZNIECIBAS ASOCIACIIA
LATVIAN DIRECT SELLING ASSOCIATION

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 upenocraBisier  JIMIIO, KOTOpOE  SIBJISIETCS
OTBETCTBEHHBIM 3a paccMmorpenme xaimod. LTTA
IIpUjIaraeT BCe pPas3yMHBIE YCHJIHA [JIsI TOrO, YTOOBI
00ecIIeYnTs paspelreHne aao0kbI.

D.c. AnMuEmMCTpaTOp KOJEKCca

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 Ha3Hauvaer aIMUHUCTPATOPOM KOoIeKca
He3aBUCHUMOe JIUIT0 WJIM yUYpeskiaeHue. AIMUHHUCTPATOD
KOJIeKCa, OCYIIECTBJISISI OTBETCTBEHHYIO IesTEJIbHOCTD,
BeJeT HAI30p 3a TeM, KaK KOMIAHWH COOJIIIAI0T
KomeKc. AIMUHMCTPATOpP KOJEeKCa paspellaeTr JI0bie
HepaspelleHHble JKaJIOOBl  IIOTpeOuTesieil, KOTophIe
OCHOBBIBAIOTCS HA HAPYIIEHHUAX KOJEKCa, W II0JaeT
€yKeroJHbIe U3BEeIIeHNs O IeHCTBUY KoleKca.

D.d. JeiictBua

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

JleficTBUsI, KOTOpPBIE AIMHHHCTPATOP KOIEKCA MOKeT
OIpeNeJIUTL [IJIs KOMIIAHMH B CBA3HM C KaJI000H
OpOJaBIla MPSAMBIX IIPOJIAK O HAPYIIEHWSIX KOJIeKca,
MOeT OBITHL CJIEAYIOIIAsS — IPepPhIBAHIE JOTr0BOpa MJIN
OTHOIIIEHUH ITPOJaBIla IPAMBIX IIPOJAK C KOMITaHUEH,
BO3MeEIleHNe TIJIaTe:Ka, BBIHECEHUE MpPeIyIIpeskIeHU
IJIsT KOMIIAHUM WJIM €€ IIPOJIaBIIOB MPAMBIX ITPOJAK,
WJIN JPYTHEe COOTBETCTBYIOIINE TeHMCTBUS U IIyOINKAIIMS
TaKUX TeACTBUY UJIN CAHKIIIH.

D.e. PacemoTpernue ciopos

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

Kommamnmu, LTTA wu ApgvmuancTpaTtop  Kolexca
00s13yI0TCSI YCTAHOBUTDH IIOPSI0K PabOTHI ¢ sKaI00aMu U
00€eCIIeunThb MOATBEPIKICHNE TTOJTYIeHU JIF000H KaI00bI
B TeyeHWe MHUHHMYM JBYyX HeIeJdb, a IIPUHATHE
peIleHuii — B TedyeHHWe Tpex MecdalleB IIociae ee
TIOJIyYEHHUSsI.

D.f. #ano6nsr KoMIanHMit

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

Kanobbr wommanwmit Ha gpyrue xommanuu wiau LTTA
paccMaTrpuBaeT aJIMUHHCTPATOP KOJeKca WIu
HE3aBUCHMBIA TPETEMCKUI CyIbsd B COOTBETCTBUU C
mporeaypamvu LTTA.

D.g. Illy6mmrarsa

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 nybaukyer KomeKC M IO BO3MOKHOCTH IITHPOKO
ero monyisipusupyet. [ledaTHbIe 9K3eMILTISPHI KOOEKca
JIOCTYIIHBI JIJIs 0011tecTBa GECIIaTHO.

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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