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OBJECTIVES

© CREATE INDEPENDENT IDENTITY OF INDIAN DIRECT SELLING ASSQCIATION
AND CORRECT FIGURES OF THE SECTOR T0 CREATE A POSITIVE DISPOSITION.

® CREATE CONDUCIVE ENVIRONMENT FOR REGULATION FOR THE DIRECT
SELLING SECTOR.
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BRIEF OVERVIEW

® The Indian Direct Selling Association IDSA is an autonomous,
self-regulatory body for the direct selling industry in India. The
Association acts as an interface between the industry and
policy-making bodies of the Government facilitating the cause
of Direct Selling Industry in India.

® IDSA was formed with five companies including current members
Amway, Avon and Oriflamme to protect the ideals and opportunities
of what was then a sunrise industry. The Association was
incorporated in Mumbai in 1996 and moved its registered office to

New Delhi in 1998, from where it continues to operate. Since
Inception the Association has grown to several members
representing over a million independent salespeople in India and
still counting.

http://www.idsa.co.in/
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BRIEF OVERVIEW

® IDSA's members are leading Indian and international organizations
engaged in the business of direct selling in India. IDSA strives to
create and further an environment conducive to the growth of direct
selling industry in India, partnering industry and government alike

through advisory and consultative activities.

® IDSA was formed with five companies including current members
Amway, Avon and Oriflamme to protect theideals and opportunities

of what was then a sunrise industry. The Association was

incorporated in Mumbai in 1996 and moved its registered of

New Delhi in 1998, from where it continues to operate.
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BRIEF OVERVIEW

® Since Inception the Association has grown to several members
representing over a million independent salespeople in India and
still counting. IDSA's members are leading Indian and international
organizations engaged in the business of direct selling in India.
IDSA strives to create and further an environment conducive to the
growth of direct selling industry in India, partnering industry and
government alike through advisory and consultative activities.

® IDSA catalyses change by working closely with government on policy

issues, enhancing ef

iciency and ushering in desired credibility,

clarity & confidence in Direct Selling. Impact PR has been servicing
Indian Direct Selling Association (IDSA) since 2008 Impact PR has
been instrumental in bringing out the guidelines for the direct selling
sector in India.

http://www.idsa.co.in/
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BRIEF OVERVIEW

® The industry is also hopeful for a full-fledged rules & regulations
from the centre. Impact PR took a multi-pronged approach to rectify
the negative imagery of the sector by hosting ‘Knowledge Forums’
across the country that not only brought about the positives of the
sector to the forefront but also showeased the sector as a potentially
viable sector for self-employment.In 2008 wrong industry figures
were circulated, for which agency spearheaded Annual Survey’ for
the sector every year.

® This gave the industry the impetus to Initiate dialogue with various
stake-holders. In the year 2011, Ageney initiated socio-economic report
on the sector by ICRIER and was instrumental with association with
FICCI and PHD Chambers following by new logo and talk show on
NDTV.
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BRIEF OVERVIEW

® Agency found that IDSA don’t have the news letter which is very
important for any association to address Information gap and in
2013 Launched ‘IDSA Direct” which is circulated amongst its
members and other industry stakeholders.In 2014 Agency made
corporate film picking top industry leaders and that was the game
changer which created very strong and positive image. Over past
8 years, Impact PR has placed IDSA in over 1000 publications and
30 News Channels and various press conferences and press
releases and supported advocacy plan to create a Conducive
environment for regulation for the direct selling sector.

http://www.idsa.co.in/



CRISIS MANAGEMENT

® Agency helped IDSA in crisis management with various activities
and tools like Press conferences in most of the cities in India and
Meetings with the Influencers to reducing ground level challenges.

http://www.idsa.co.in/



RESULTS

® Impact PR helped IDSA to meet all the objectives and results
through creative ideas and delivering commitments.

® Independent Image

® Address Information Gap

® Conductive environment for regulation

® Successful crisis management

http://www.idsa.co.in/
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Absence of regulator has hit
direct selling industry: Amway

e, agor iy of whom we

whioh o oo
Wiy of 83 U mentons whach
wotriete e e PNOG
Aot wling ndutry Ths
W prvgese [ada ae a dests
At wha® agart from was

hrarg

wten snd rerdd bndia can
ol dook Somseds ecoming
& source of coesuset goodn
Jrodae L6 ot s,

G What b the slre of e
oot

wiliag
A Acoording o e
TDSATFHD Chamber of
Commarce and Industry
Seivey NG, O
Krons sades for the indus.
try sood ot Rs 13003
crore in FY' 1415 The

Y tek .
wronth of €.5% s come
pared 50 29% growth in
MWL, In the gt of
various reforms
announced by the gove
rament, we expect S
Medigpit growth rate In
The coming 35 yoars,

http://www.idsa.co.in/




COVERAGE SNAPSHOT

r

BY SOUNAK MITRA
¢ sounakm@évemint.com

—

NEWDELHI

agents and ensure full refund
or buy-back guarantee for

and services sold to
them, said the advisory, titled

irms like Amway India
Enterprises Pvt. Ltd,
Tupperware Brands
Corp. and Oriflame India,
which are engaged in direct
selling in the country, must
stop charging entry or regis-
tration fee from theiragentsor
*“direct sellers™, ensure buy-
back of unsold stocks and
avoid pyramid schemes, the
consumer affairs ministry said

havetoenterinto agreements
with their direct sellers or

Direct Seiiing Guidelines |
2016, In its effort to clean up
the direct-selling industry, the
ministry asked the state gov-
emmentstoconsider the advi-
soryas “guiding principles™to
regulate direct selling and
multi-level marketing compa-
niestoprevent fraud and pro-
tect consumer interests.
Companiesoperating pyra-
mid schemes reward users for
signing up more customers,
and as the scheme grows, it
inevitably collapses, leading to
losses for a large number of
customers. Such schemes are
illegal in many countries,

-Govt issues norms to regulate dl A
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“It (dlmctselllnodoeanot
require a participant to pay
any entry or registration fee,

~cost of sales demonstration |
equipment and materials or
other fees relating to partici-
pation. It provides a partici-
pant with a written contract
the ‘material terms’
of participation,” noted the
guidelines.

It further added: “It has no
provision that a direct seller
will receive remuneration or
incentives for recruitment or
enrolment of new participants.
It does not require a partici-
pant to purchase goods or ser-
vices for an amount that
exceeds an amount for which

such goods or services can be
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The Indian Direct Selling
Association (IDSA), a lobby
group, han'e(nemlyaked
the for separate
for the direct-sell-
lnglndumyandelearemlu-

sion from the Prize Chitsand

Money Circulation Schemes

(Banning) Act, 1978, which

currently governs the sector.

“In the absence of proper
policy or guidelines, numer-
ous fraudulent players have
been taking advantage of the
situation. Now that the guide-
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Rural Marketing

Direct Selling Industry helps big
brands to make in-roads into rural
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TOP DIRECT SELLERS ISSUE NOTICE TO E-TAILERS

Amway and Tupperware Seek
to Halt Sales at Online Retailers

Online sales hit their dlstrubutor model and dent earnings, feel direct selling firms

Ratna.Bhushan
@limesgrovpcom

New Delhi: Direct selling firms
are facing the heat from online
retallers. Amway Tupperware
and Ovifame have lssued no
thoos 10 ecommence shtes In.
cluding Snapdeal, Flipkart and
cBay, asking them to stop sell:
ln:lbelrpmdu«s.
merchandise of  these
lhmd.ilm sellers ks notonly of
fered atdiscounts as high as 0%
bt also bypass and strike at the
wery heart of the directsakes dis
tributor model that these flrms
follow obaliy
In the direct selling model,
there are no sales through trad |
tional retall outlets — compa:
nies hire distridutors who, in
turn, sell 10 consum.
m.\lmnlmmmdmrlha-
tors themselves supply unsold
SOCKS to ecommerce tlm ard
thefirms ane ity

Facing The Heat

affairs at Oriflane, maker of
cosmetios and
Ing products, told ET.

Katoch sald from a consumer
point of view, some products
need recommendations and us.
mﬁf{gwh'khhmmmo

and penalise thom.

“Oriflame products ane not al
bowed to be sold by unauthorised
persons, entities and means ard
we have bssued notbees to these o
commerce platforms that are
selling our products. The sale of
our products on these online
platforms not only diverts sales
from our distributors bt also
undermines the essence of di-
rectsellingas aproposition,” Vi-
vk Katoch, director - corporate

hnppmnr\'. which sells plas
tie storage contalners, 100, has
wWritten 1o eCommence sites
'\Mnuw written tomany of the
commerce  sites  Informing
lhun nbout the disruption they
are causing to our distributors
and sales force and requested
them to stop selling our prod-
ucts on thefr wobsites,” Tupper
ware CMO Chandan Dang sald.
lnnxaddcdlhaubemynam
bility of di P o

coommence sitos has been dis
ruptive for the firm’s distribu.
tors and sales force and |s hit

ting thelr earnings.
Thecmergence
— of  ecommence
Thefirms sites, which are
havealio online -
et vendons r:n,:l“;
povt throwgh
the WAt A range of prod-
Issve clear u«l.mhn dis
mmn llo:al models of
retalling. Earll

Roppers against buy-

ing thelr products from ccom-
merce sites, which they said
wore not aulhormd sellers,

L which has anetwork

+  the "only’ authorised sellers

of more than S0000 merchamts
and brands, said all vendors on
s site are registorod only after
m_&!nppllfmlon:nmq-\'m

ketplace where businesses can
List and sl (el products scross
divorso entegorios. All sellors arne
scroened and roglstoned  busd
Ionaes, Tho deciston on the pric
g sodelly rests with thesellors."a

and growing at 12-14%, ks ome of
the Exstest growing noa store re
il formats in the country.

A spokesperson for the coun:
try’s bargost direct selking flrm,
Amvwiy, which sells nutrition
and boauty ets, sadd: “Our
codeot explicitly states
that unauthorised Internet sell:
ing violates agroements with
Amany and our rules depart.
ment monitors thisace
tivity to prevent prohibited seld.
Ing. We have taken Jogal action
in the past when these rules ane
violated and will continue to do
sotoprotectcustomens and indi.
vidual entreprencurs - Amway
basiness owners (ABOs).™

Amway business owners AON“
Amway products. The firms
hane adso written to the govern:
ment through the Indlan Direct
Sellers Assoclation (IDSA) to i
s120 clear guidelines on this mat.
Lew Lo protect the lndustry
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THE ECONOMIC TIMES | NEWDELHI | TUESDAY 1 13SEPTEMOER 2026

Govt Issues Guidelines to
Regulate Direct Selling Cos

Move aimed at protecting consumers and forbidding firms from exaggerating benefits of products

Owr Bureaw

New Delhk: The government has
Issued guidelines to regulate db
rect selling companies such as
Amwag Oriflame, Avon and Tup-
perware, with clear provisions to
profect consumens and forbid
firms from exaggernting the bese-
fits of products or charging & foe
from thelr agents,
Dirvet solli [

anolan

response, then we may come with
A rogudation. As of mow it will be
voluntary To and grow
direct selling, we neod guidels
s, e sald.

The guldelines seck to protect
consumers and sales agents and
bar ecommence platforms from of-
fering products o servioes of di-
rect sales companies without the-
Irwritten consent,

mwmlmnwmmm

M(bommummmﬂnmlnhln
for the guidelines, which industry
executives sald would weed out
froudulent plagyers, help serlous
mmpam RIOW, Profect consu-

wen a P s bosin
ummmummwmm
Contract

Fair Play

platforms from offering their peo
ducts without consent,

The Centre has aodud the states to
Imgdement the guidel s for com
panios frvolved (n direct sakes tocus-
fomens, by poss g retall stores,

“We have sent an advisory to sta-
te governments on the model
framework for gusdelines on di-
rect solling after consultation
with industry and stakelolders.
Some states have already made
thelr guldelines and can make
changes locally” sald Hem Pande,
socretary in the Departmsent of
Consunser Affairs,

“Thestate governments will also
sot up a mechanism to monitor/
superviso the activithes of direct
sollers, direct solling entity rogar-
ding compliance of the guidell
nes,” the consumer affairs mink
stry sald In a note dated Septem-
berd,

Pande said curnently. direct sel-
ling had no guldelines, “Some
companies took foos from mem-
bﬂ\o()n-rldldnl 1 wo et a pood

A recent report by Flock KPMG
showeased the potential for direct
selling in India, projecting poten:
tlal growth of more than 800% for
the Industry « roaching a volume
of 4500 crove by 2025, up from
the curnent 28,000 croce.

Amit Chadha, secretary general

Ll —

~ wemm

é anadvisoryto

stategovtson

the model framework for

guidelinesondirect selling
after consuitation with

industry and stakeholders

ommwtmmmnmmnm
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disaliow ecommernce platforms from dl«iu her products
consent

without

of the Indian Direct Selling Asso-
clation, sald the sector has the po
tential to reach 15,000 crore by
201020, The assoclation compri
:lng " nmnhn sasd lhe guml!

'ln the nmd ptopn po!lty
or guldelines, numerous fraudu.
bent players have boon taking ad-
vantageof thesituation, Now that
the guidelines are out, it shall add:
ress the current concerns of the
Industry and provide much mee
ded Impetus,” sald Chadha,

Amvway, which has ivested more
than ¢0 crore and sells more
than 130 dally.use products, wel
comed the guidelines. “We, along
withothers inthe Industry, planto
CONtinue 10 engage with the cen-
tralgovernnsent inpursuitof app-
ropriate regulations for the direct
selling Industry: The Industry pro-

vides parttime employment op-
portunity to hundreds of thou
sandsof direct sellers as well asal-
ternate career path to those who
opt for §1." Anyway India CEO An-
shu said

Budhrajasaid,

Acconding to Jitendra Jagota,
chalrman of [DSA, the draft gul-
delines were formulated after se
veral rounds of moetings by an in-
terministerial committoe. The
committee comprised of ropre
sontatives from the corpornte af.
fakrs and Ninance ministrios, Do
partmsent of Industrial Policy &
Promotion, Department of Rove
nue, Department of Information
Technology and t of
Law, along with the chief secreta-
ries of Andhra Pradesh, Kerala
and Delhi, Interactions took place
with Industry stakeholders and
trwdo bod los.
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® Empowering women

Direct selling, a lucrative
opportumty for many
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Shareof menin direct sellingup t042. 9%

\'.v

Globallymmen accountfor20 per,cent@fthe workforce in directselling
SHAREOW@Y]M‘RIES IN2014 S SOHINIDAS . %rﬁmwnmge&ﬁmﬂ Keep

s ~ gy Ahmedabad, 8 January g low,” sal

Raﬁk ‘Country Sales %shareln Directsellers % sharein head of corporate affairs at Amway. \ or, KLij 'Healthcaremdla
| " ($mn). " (zom) g}obalsellers Direct selling is largely hailed as an  and chairman of the Indian Direct “Indian men are Iooking to this
industry that offersapart-timework  Selling Assoclation (IDSA). §ectoras asupy tary

opportunity for women, however, “We are seeing direct ek o (

things are differentin India. selling growing in the inte-
“ Indian men account for 42.4 per riorswithsmanoompanles
oentofthe workforce in the direct beingstate or regionspecif-
451 seliing industry against the global ic, which may uxp;‘alnf-

figure of 20 per cent. greater numb ol men

it g, The S o menn he i foningpasd m?
Aes s direct selling workforce has been ,
 steadily rising from 375 per cent in “The i
4,31 201112 to 424 per cent in 201415, ‘ so swelled $0 men are
055 happened at a time when the  offers self: explorlngem;)\oymemopportuni ,
.10 ,,number of direct sellers declined employment to more than 39 mil- ties for alternative income;”
from4,383.2871n2013~14t03.929.105 lion Individuals. he added.

W52 inpo1d15, ~ “direct seller's ob Is misper-  Gross sales by the direct selling
- NEN accoun er gcelved as sor g that invo irystood at ¥7958.3 crore in
. ' 5, up from ¥7472.2 crore in

.
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TUCSOAY « SEPTEMBER 13200

entre moves to regulate direct selling industry

L
el norm bar e-comm sites from selling said The guidelines defineadirect  the move. “Doe to prodibicion of  cation, sakd: “in the absence of
It ADDIOVA selieras 2 “person appointedoran:  the pyramsd scheme by the gov  peoper  poliky  or  guidelines,
“ e mhnan m' Bave b kang adv the
oW - _«5
and defs I claring” be sadd,  sinuasion. Now that the Guidelines

sites won't be able to sell the The new guidelines have been
peodes of direct sellingcompan:  framed as the direct selling in-
hes without their appeoval®, duitry Is facing problems In the

Amit Chadha, Secretary Gen  abmence of clear leghbation that
eral, Indan Direct Selling Awso  defines the regulatory framework,

e

Setting the terms Dir et seling, a0Conding 10 the pukdefnes, means
" Mrketing, dtridution and sake of gO0dN O OV ServiCes 1.2 part

haded  of ¥ et seling, other oL 2 py (e
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Sector has
potential to grow
atover 10% a year
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Direct selling industry
favours uniform norms :

We expect the Mintsery will |
come out with
wilations for the Industry.
:muwm’ |
the soctor’s issues, |
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Central Governement:
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Govt issues model guidelines for states on direct selling

NEW DELHI: To protect con-
sumers from frauds, the
Government on Monday
issued new norms mandating
direct sellers to maintain con-
fidentiality of private infor-
mation of buyers as well as
maintain record of complaint
redressal.

It also makes it mandato-
ry for e-retailers and online
marketplaces to ﬁﬂ rior writ-
ten consent of the direct sell-
inf entities like Amway before
soliciting sales.

The model guidelines,
which have been sent to
states, also seek to define
direct selling and direct sell-
ers as well as pyramid
schemes involving chain of
subscribers wherein a buyer
enrols one or more sub-
scribers and the chain con-
tinues.

The norms also provided
for direct selling companies
for setting up a Grievance
Redressal Committee to
attend to consumer com-
Klaints that will necessarily

ave to carry a unique num-
ber through which they can
be tracked for redressal.

Also, the guidelines man-
date such firms to provide
name of purchaser and seller,
delivery date, procedure of
returning goods and warran-
ty.
Y The direct selling indus-
try was pitching for a clearcut
guidelines for the sector to
remove legal ambiguities to
differentiate between fraudu-
lent ponzi schemes and gen-
uine businesses run by them.

The process for framin,
proper guidelines was starte
in 2013 by the Government

after the police arrested the
then Amway’s India
Chairman William §
Pinckney and two company
directors over allegations of
fraud in Kerala under the
Prize Chits and Money

Circulation Schemes
(Banning) Act.
The  Ministry  of

Consumer Affairs issued the
Fuidelines for states to regu-
ate direct selling and multi-
level marketing (MLM), that
prohibited pyramid scheme as
well as money circulation
schemes under the garb of
direct selling business.

The ‘Direct Sellin
Guidelines 2016’ framewor
was released by the Consumer
Affairs Minister Ram Vilas
Paswan and has been sent to
the states/Union Territories
for adoption.

The industry welcomed
the move saying that it will
bring clarity in the ¥7,500
crore-sector and end regula-
tory conflicts, leading to
future growth in direct selling
segment,

The Government has
defined legitimate direct selling
and differentiates it from pyra-
mid and money circulation
schemes to help investigating
agencies identify fraudulent
players.

“We are sending the model
guidelines to all State
Governments, States can make
some changes as per their
localised requirements. The

idelines were nece for
etter growth in the direct
selling business,” Consumer
Affairs Secretary Hem Pande
told reporters here.
Guidelines are always

optional, he said when asked
whether it would be mandato-
ry for states to adopt these
norms.

Indian Direct Selling
Association (IDSA) President
Jitendra Jagota said: “In the
absence of proper policy or

idelines, numerous fraudu-
ent players have been taking
advantage of the situation. Now
that the guidelines are out, it
shall address the current con-
cerns of the industry and pro-
vide much needed impetus”.

“The guidelines on direct
selling, issued by the Ministry
of Consumer Affairs, represent
an important step which will
both safeguard the interests of
consumers, as well as identify
and help protect ethical direct
selling companies,” Amway
India CEO Anshu Budhraja
said. PTI
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