DIRECT SELLING
ASSOCIATION

The Industry Body for Direct-to-Consumer Retail

Affiliate Code
of Conduct

Effective June 2025




DEFINITIONS

“The Association" means the Direct Selling Association;

“Affiliate selling or marketing”" is an advertising model where a Direct Selling company
compensates third-party publishers (affiliates) to generate traffic or leads to the company’s products
and services. Affiliates promote the Direct Selling company’s goods or services and receive a
percentage of the sales or web traffic made as a result;

"Member" means a Member of the Association and includes its employees;

"Product" means any goods or services;

"Third-party supplier” is a person or organisation which is not an Association Member and which,
as a result of Direct Selling activity by an Association Member (or a Seller acting for the Member),
enters a contract with a Consumer to supply products (goods or services) to the Consumer.
Typically, this occurs where the Association Member is a field marketing organisation
commissioned by the third-party supplier to market the latter’s products;

“SELDIA" refers to the organisation of that name which is the European Federation of Direct Selling
Associations;

"WFDSA" means the World Federation of Direct Selling Associations.

METHODS OF SELLING

1.1

1.2

1.3

In selling / supplying goods or services, Members will comply with this Code of Conduct and all
law relevant to that sale / supply.

Every Member shall follow the relevant Direct Selling Association Codes of Conduct.

Only Full Members may use the Direct Selling Association logo and state they belong to the
Association.

FAIR AFFILIATE SELLING & MARKETING

2.1

2.2

2.3

2.4

Affiliates shall not use aggressive, misleading, deceptive, or unfair selling or marketing methods.

Advertisements placed by Affiliates shall not make unrepresentative or exaggerated earnings
claims.

Any advertisement by an Affiliate, by whatever means, inviting someone to a business

opportunity presentation shall:

a) state the name of any sponsor or Affiliate issuing the invitation;

b) state the name of the Member;

c) clearly and accurately indicate the nature of the opportunity and not imply that it relates to
employment or that it is anything other than an occasion to be informed about a business
relationship with a Member.

Business opportunities advertised by Affiliates shall be open to prospective Affiliates without
discrimination or exploitation on any grounds.
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PRESENTING BUSINESS OPPORTUNITIES

3.1

3.2

3.3

3.4

3.5

At all times:

a) Affiliates shall only promote the opportunity as a business relationship with the Member;

b) no unrepresentative or exaggerated earnings claims shall be made;

c) any earnings claims must relate to actual earnings from the opportunity by an identifiable
person and be capable of verification;

d) income claims should not imply that earnings are quickly or easily achieved.

Affiliates shall not promote any business based predominantly on recruiting other Affiliates.
All Affiliates must promote the business as one where Affiliates sell products to Consumers.

It is permissible for an Affiliate to be rewarded (e.g. by retail mark-up or commission on sales
volume) for building a network of Consumers who purchase goods directly from the Member
company. However, Affiliates shall not encourage anyone to purchase a product on the basis that
the product cost they incur will be recovered, reimbursed or reduced if they get others to make
similar purchases.

Affiliates recruiting potential Affiliates 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.

INVESTMENT IN BUSINESS OPPORTUNITIES

4.1

Affiliates shall not require or encourage any Consumer to purchase products in unreasonable
amounts.

BUSINESS SUPPORT MATERIALS

5.1

5.2

5.3

Members shall require their Affiliates who sell promotional or training literature (sales aids) in hard

copy or electronic form:

a) to utilise only materials that are approved by the Member or comply with the same standards
to which the Member adheres;

b) to refrain from making the purchase of such sales aids a requirement for downline Affiliates;

c) to provide such literature (and any other sales aids) at no more than a reasonable and fair
price, equivalent to the price of similar material available generally in the marketplace, and;

d) to offer a written return policy that is the same as the return policy of the Member.

Members shall take reasonable steps to ensure that sales aids and other materials produced by
Affiliates are not misleading or deceptive and are sold only in compliance with the provisions of

this Code and applicable legislation.

The sale of sales aids shall not be permitted to be a profit centre for either an Association
Member or any of its Affiliates.
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ADVERTISING

6.1

6.2

6.3

6.4

Affiliates must be able to satisfy the Association that they comply with the British Codes of
Advertising Practice and Sales Promotion where relevant and any other recognised self-regulatory
codes.

Any communication with a Consumer should respect their privacy and be carried out at a
reasonable hour.

Affiliate advertisements or promotional material (including social media posts) shall be truthful
and accurate. Advertisements must be easily recognisable as marketing communications and
must disclose their commercial intent.

Affiliates must identify themselves as working with a Direct Selling Association Member in all
profiles.

RELATIONS BETWEEN MEMBERS

7.1

7.2

Affiliates shall behave ethically towards other Members.

Affiliates shall not denigrate other Members of any of their Direct Sellers.

INTERNATIONAL DIRECT-TO-CONSUMER SELLING

8.1

8.2

Where an Affiliate sells internationally it shall do so in accordance with the legislation relating to
Affiliate Marketing transactions in that country and all Codes of Conduct of the local Direct Selling
Association (whether it is a Member of that Association or not).

If there is no local (WFDSA affiliated or SELDIA affiliated) Direct Selling Association, the Member
will ensure that all its Affiliates in that country abide by the provisions of SELDIA's European
Codes of Conduct (if the country is in the European Economic Area) or by the provisions of the
WFDSA's Codes of Conduct (if the country is outside of the European Economic Area).

CODE REGULATION

9.1

9.2

Direct Selling Association Codes of Conduct are supervised and administered by an independent,
legally qualified Regulator appointed by the Board on behalf of the Association.

The Code Regulator shall:

(@) satisfy themselves that Members' trading practices and documentation comply with the
Association Codes of Conduct and all relevant legislation

(b) report any breaches of the Codes of Conduct to the Members' Chief Executive and
recommend appropriate remedial action

(c) investigate any failure by a Member to act upon any recommendation

(d) report any failure by a Member to remedy any breach to the Board of the Association

(e) publish an annual report which includes any suggestions the Regulator has for the
improvement of the Codes of Conduct, in the light of experience
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(f)  if the complainant is dissatisfied with the recommended action, or if the Member fails to act
as required by the Director, the Director shall refer the complaint to the Code Regulator.

BREACHES OF THE DIRECT-TO-CONSUMER CODE

10.1 Any complaint about a breach of the Affiliate Code of Conduct shall be treated in the following
way:

(@) The complainant may refer it:
(i) to the Chief Executive of the Member; or
(i) the Director of the Association.

(b) If the complainant is dissatisfied with any solution proposed by the Member, or it is referred
initially to the Director, the following procedure will be used:
(i) The complainant will be asked to set out details of the complaint in writing;
(i) The Director will send a copy of the written complaint to the Member requesting prompt
remedial action; the complainant will be kept informed at all times;
(iii) If the Director is not notified within 21 days that the matter has been resolved, they shall
refer it to the Code Regulator and may notify the Board of the Association.

(c) If the complainant is dissatisfied with the recommended action, or if the Member fails to act
as required by the Director, the Director shall refer the complaint to the Code Regulator.

INVESTIGATIONS BY THE CODE REGULATOR

11.1 The Code Regulator will investigate any complaint referred to them, obtain evidence from the
complainant, from the Member and any other relevant person and make a written adjudication as
quickly as possible.

11.2  The adjudication is binding on the Member and any Affiliate. The complainant is not bound by
the adjudication.

SANCTIONS

12.1 Where a Member is found to be in breach of the Affiliate Code of Conduct, the Code Regulator
may require the Member:

(a) to repay all money paid by the complainant;

(b) to buy back any unsold product at a price to be fixed by the Code Regulator;

(c) to replace or repair any product without charge; to pay any costs incurred by the Code
Regulator for technical advice or testing;

(d) to give a written undertaking to observe the Code of Conduct and to take all reasonable
steps, including any specified steps, to prevent a recurrence of the breach; to pay to the
complainant compensation (not exceeding £5000) in respect of any financial loss.

12.2 The Code Regulator may require that the Member or Affiliate appear before the Disciplinary
Committee and may make recommendations as to the action it should take.
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