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PREAMBLE

Since its introduction into Malaysia, direct selling has created a new
spectrum of business opportunity for Malaysians from all walks of life.

As the industry forges on to new heights, direct sellers must play a more
active role to ensure the industry remains competitive and continues to be
held in high regard through ethical direct selling.

The Direct Selling Association of Malaysia (DSAM), being the standard
bearer of ethical direct selling, has adopted a stringent Code of Conduct by
which member Companies in the Association are to adhere to in every
aspect of their business. This Code of Conduct (April 2026, version 4) is now
enhanced to better provide a framework for;

« Conduct towards Consumers

« Conduct towards Direct Sellers

+ Conduct between Direct Selling Companies
* Code Enforcement

Through the Code of Conduct, DSAM aims to further inculcate the spirit and
practice of ethical direct selling within its member Companies, setting
examples for others to follow. The DSAM Code of Conduct complies and
exceeds the global standards set by the World Federation of Direct Selling
Associations (WFDSA).
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GLOSSARY OF TERMS

For the purposes of understanding the Code of Conduct,
capitalized terms have the following meaning;

Code | The independent person or body appointed by DSAM to monitor a
Company's compliance with the Code and to resolve complaints under

Administrator | the code.

A business entity that;
Company - utilizes a Direct Selling distribution system to market its

Products or Services.
* is a member of DSAM.

Consumer | Any person who purchases and consumes Products or Services from a
Direct Seller or a Company.

Dlglta| Sales of goods or services through online/electronic/digital means,

including sales via company websites, social media, e-commerce, and

Transaction | any other related legal means with the purpose of receiving
commission, bonus or any other economic advantage.

i A person or entity that is entitled to buy and/ or sell the Products or
Direct Seller services of a Company and that may be entitled to recruit other Direct
Sellers.

Direct Sellers predominantly market consumer products and services
directly to Consumers away from a permanent or fixed retail location.
Marketing transactions may include digital, social gatherings (eg
parties or events), one-to-one, which involves explanations or
demonstrations of Products or Services.

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.

DSAM The Direct Selling Association of Malaysia.
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SCOPE

Companies

Companies pledge to adopt and enforce a code of conduct that incorporates the
minimum of the provisions of this Code as a condition of admission and
continuing membership in DSAM. Companies also pledge to publicize this Code,
its general terms as they apply to Consumers and Direct Sellers, and information
about where Consumers and Direct Sellers may obtain a copy of this Code.

Direct Sellers
Direct Sellers are not bound directly by this Code, but, as a condition of
membership in the Company's distribution system, shall be required by the
Company with whom they are affiliated, to adhere to the standards of this Code.

Self-Regulation

This Code is not law, but its obligations require a level of ethical behavior from
Companies and Direct Sellers, which conforms with or exceeds applicable legal
requirements. With termination of its membership in DSAM, 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 DSAM.




Local Regulations

Companies and Direct Sellers must comply with all requirements of
Malaysian Law. Therefore, this Code does not restate all legal
obligations; compliance by Companies and Direct Sellers with laws
pertaining to Direct Selling is a condition of acceptance for continuing
membership in DSAM.

Extraterritorial Effect

DSAM shall make reference to this Code of Conduct for Direct Selling with
regards to Direct Selling activities for Malaysian-based DSAM Member
Companies operating outside Malaysia, unless those activities are under the
jurisdiction of the Code of Conduct of another country's WFDSA-affiliated Direct
Selling Association (DSA) to which the member also belongs.

Should a Company be a subject of a Code Complaint in a country in which it is
not a Member of the local WFDSA-affiliated Direct Selling Association, 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 cost incurred (if any) by the home
country Code Administrator associated with the resolution of the Complaint. 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;

I. the standards of the Code of Conduct in the country in which the
complaint is filed;

Il. the standards of the Code of Conduct in the subject company's home
country;

IIl. at a minimum, the standards set forth in WFDSA Code of Ethics
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CONDUCT FOR
PROTECTION O
CUSTOMERS

Prohibited Practices

Direct Sellers shall not use misleading, deceptive or unfair sales practices as
defined by prevailing national laws and additional practices identified by DSAM.
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Identification

At the initiation of a sales presentation or the first onboarding with a potential
Direct Seller or Consumer, Direct Sellers shall, without request, truthfully and
clearly identify themselves, the identity of their Company, the nature of their
Products, and the purpose of their engagement with the prospective Consumer
or Direct Seller. In party selling, Direct Sellers shall make clear the purpose of the
occasion to the hostess and the participants.

Explanation and Demonstration

Explanation and demonstration of the product offered shall be accurate and
complete, in particular with regard to price and, if applicable, credit price terms,
terms of payment, cooling-off period, return policies, terms of guarantee,
after-sales service, and delivery dates. For claims with respect to product
efficacy, Direct Sellers shall make only those verbal or written product claims
that are authorized by the Company.

Answer to Question

Direct Sellers shall give accurate and understandable answers to all questions
from consumers concerning the product and the offer.







