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1. This section does not bring “proselytizing” or “salesforce raiding” disputes under the Code’s jurisdiction, 
unless such disputes involve allegations of deceptive, unethical or unlawful recruiting practices or behaviors 
aimed at potential salespeople. In those cases, the section applies. As used in this section, “unethical” means 
violative of the U.S. DSA Code of Ethics 

 The DSA Code Administrator has the authority to make a determination of what is a deceptive, unlawful or 
unethical cons



 



in the possession of that salesperson and purchased by that salesperson for resale prior to the date of termination 
of the salesperson’s business relationship with the company or its independent salespeople. For purposes of this 
Code, “reasonable commercial terms” shall include the repurchase of marketable inventory within twelve (12) 
months from the salesperson’s date of purchase at not less than 90 percent of the salesperson’s original net cost 
less appropriate set offs and legal claims, if any. For purposes of this Code, products shall not be considered 
“currently marketable” if returned for repurchase after the products’ commercially reasonable usable or shelf 
life period has passed; nor shall products be considered “currently marketable” if the company clearly 
discloses to salespeople prior to purchase that the products are seasonal, discontinued or special promotion 
products and are not subject to the repurchase obligation. 

 
7a. The purpose of the buyback is to eliminate the potential harm of “inventory loading;” i.e., the practice of 

loading up salespeople with inventory they are unable or unlikely to be able to sell or use within a reasonable 
time period. Inventory lo



7b. 1998 amendments made it clear that sales aids, kits and promotional materials, while not inventory or 
necessarily intended for resale, are subject to the repurchase requirement if a company requires their purchase or 
if there is a financial incentive associated with their sale. It was recognized that “loading” of these items can 
cause the same harm to plan participants as loading of “inventory.” 

 With respect to the final paragraph of Section 7b., disclosure of an item’s eligibility or ineligibility for the 
buyback is key. Provided that repurchase is not required by this Code provision, for those items a company 
chooses not to repurchase, the company should clearly and conspicuously disclose to the buyer that the items 
are not subject to the repurchase requirement. Under such disclosure, a refusal to take an item back will not 





e. Individual salespeople are not bound directly by this Code, but as a condition of participation in a member 
company’s distribution system, shall be required by the member company with whom they are affiliated to 
adhere to rules of conduct meeting the standards of this Code.  

 
f. This Code is not law but its obligations require a level of ethical behavior from member companies and 

independent salespeople that is consistent with applicable legal requirements. Failure to comply with this 
Code does not create any civil law responsibility or liability. When a company leaves the DSA membership, a 
company is no longer bound by this Code. However, the provisions of this Code remain applicable to events 
or transactions that occurred during the time a company was a member of DSA. 

 
2. Required Code Communication 
 
a. All member companies are required to publicize DSA’s Code of Ethics to its salespeople and consumers.  At a 

minimum, member companies must have one of the following: 
 

i. an inclusion on the company’s web site of DSA’s Code of Ethics with a step-by-step explanation as to 
how to file a complaint; or 

ii. a prominent link from the company’s web site to DSA’s Code of Ethics web page; or 
iii. an inclusion of the company’s Code of Ethics, or its complainant process, in its web site, or with an 

explanation of how a complainant may appeal to the DSA Code Administrator in the event the 
complainant is not satisfied with the resolution under the company code, or the company’s complaint 
process, with a reference to the web site of DSA’s Code of Ethics. 

 
a. The link should be clear and conspicuous.  The location of the link on the company’s web site should be 
prominent so as to be accessible and visible to salespeople and the consumer; companies should place the link on 
a web page which is commonly accessed by salespeople and consumers. Inclusion of a statement, such as, “We 
are proud members of the Direct Selling Association.  To view the Code of Ethics by which we abide please click 
here,” is also ideal.  Companies should specifically link to either www.dsa.org/ethics/ 
or www.dsa.org/ethics/code/. 
 
b. All member companies, after submission of their program, are required to state annually, along with paying 

their dues, that the program remains effective or indicate any change. 
 
3. Code Responsibility Officer 
Each member company and pending member company is required to designate a DSA Code Responsibility Officer. 
The Code Responsibility Officer is responsible for facilitating compliance with the Code by their company and 
responding to inquiries by the DSA Code Administrator. He or she will also serve as the primary contact at the 
member company for communicating the principles of the DSA Code of Ethics to their independent salespeople, 
company employees, customers and the general public. 
 
4. Extraterritorial Effect 
 
Each member company shall comply with the World Federation of Direct Selling Associations’ Code of Conduct 
with regard to direct selling activities outside of the United States to the extent that the WFDSA Code is not 
inconsistent with U.S. law, unless those activities fall under the jurisdiction of the code of conduct of another 
country’s DSA to which the member company also belongs.  
 
C. ADMINISTRATION 

1. Interpretation and Execution 
 



The Board of Directors of the Direct Selling Association shall appoint a Code Administrator to serve for a fixed 
term to be set by the Board prior to appointment. The Board shall have the authority to discharge the 
Administrator for cause only. The Board shall provide sufficient authority to enable the Administrator to properly 
discharge the responsibilities entrusted to the Administrator under this Code.  
 

The Administrator will be responsible directly and solely to the Board. The Board of Directors will establish all 
regulations necessary to administer the provisions of this Code.  

 
2. Code Administrator 
 
a. The Administrator shall be a person of recognized integrity, knowledgeable in the industry, and of a stature that 

will command respect by the industry and from the public. He shall appoint a staff adequate and competent to 
assist him in the discharge of his duties. During his term of office, neither the Administrator nor any member of 
his staff shall be an officer, director, employee, or substantial stockholder in any member or affiliate of the DSA. 
The Administrator shall disclose all holdings of stock in any member company prior to appointment and shall 



believe that a violation has occurred. Further, the Code Administrator shall honor any requests for confidential 
treatment of the identity of the complaining party made by that party. 



Board of DSA who, at that time, shall select the three-person panel in accordance with Section 4 above. That 
selection shall take place within 30 days of the member’s request for the review.  

 
b. As soon as the panel has been selected, the Administrator shall inform the Appellant of the names of the 

panelists, including the name of the chairman of the panel. Within 14 days of that notification, the Administrator 
shall send a copy of the Complaint and all relevant documents, including an explanation of the basis of the 
decision to impose remedial action, to the panelists with copies to the Appellant. Upon receipt of such 
information, the Appellant shall have 14 days to file with the panel its reasons for arguing that remedial action 
should not be imposed along with any additional documents that are relevant. Copies of that information should 
also be sent to the Administrator.  

 
c. Once the information has been received by the panelists from both the Administrator and the member company, 

the panel will complete its review within 30 days or as soon thereafter as practicable. The panel shall decide 
whether the Administrator’s decision to impose remedial action was reasonable under all of the facts and 
circumstances involved and shall either confirm the Administrator’s decision, overrule it or impose a lesser 
sanction under Part E. The panel shall be free to contact the Administrator and the Appellant and any other persons 
who may be relevant witnesses to the Complaint, formally or informally as deemed appropriate. A decision by the 
panel shall be final and shall be promptly communicated both to the Administrator and the Appellant. The costs 
involved in the appeal such as costs of photocopying, telephone, fax and mailing, shall be borne by the Appellant. 

 
6. Codes of Ethics of Member Companies 
 
a.  Approval by Administrator:  
 

i.  If a complaint is against a member company that has a code of ethics, which has been registered with the 
DSA Code of Ethics Administrator, and the Administrator has issued an opinion that the company code is 
compatible with DSA’s Code of Ethics, the Complainant must first exhaust all remedies under the company 
code of ethics before filing a complaint with DSA’s Code Administrator. If the Complainant has exhausted 
those remedies and is of the opinion that the company’s disposition of the Complaint was unsatisfactory the 
Complainant can appeal the company’s decision to the DSA Code Administrator. The Complainant must first 
notify the company of the intent to appeal to DSA. The Complainant must also forward all relevant 
documentation from the company code proceeding to DSA’s Administrator. 

ii.  After receiving such an appeal, the Administrator shall confer with the company to obtain any additional 
information concerning the matter as well as an expla-



ii.  The company has adopted an appeal process to the steps outlined in Paragraph 1 above that includes review 
by a neutral and competent third party, as approved by the DSA Code of Ethics Administrator; 



3. Refusal to Comply 
 
If a member refuses to voluntarily comply with any remedy imposed by the Administrator, and has not requested a 
review by the Appeals Review Panel, th



 
3.     Pending Members of DSA 
Nothing in Part F shall prevent the Administrator from notifying, at his discretion, 


