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Dear Friend,

For more than 40 years, The Direct Selling Education Foundation (DSEF) has championed the rights
of consumers around the world and advanced understanding of the direct selling channel through
its partnerships with leading consumer advocacy groups, educators and public policy leaders.

As part of our support of consumer protection, we are pleased to introduce a consumer protection
toolkit aimed at providing consumers with a one-stop-shop of information to help them avoid fraud
and scams in the marketplace.

We hope you’ll find the enclosed information valuable. For more educational resources visit
www.dsef.org and www.ncpw.gov.

Sincerely,

o b

Gary M. Huggins

1667 K Street, NW o Suite 1100 « Washington, DC 20006 e Tel: 202-452-8866 Fax: 202-452-9015 « www.dsef.org
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DSA/DSEF OVERVIEW

Members of the Direct Selling Association (DSA) are required to abide by a rigorous Code of Ethics that outlines
interactions with and protections for both independent sellers and customers. Educating consumers about these
commitments is a core area of focus for the Direct Selling Education Foundation (DSEF). We invite you to learn
more about our organizations:

DSEF

The Direct Selling Education Foundation engages, equips and

empowers educators to provide students with an accurate DS(a DIRECT SELLING
EDUCATION FOUNDATION

understanding of the direct selling channel as a powerful
go-to-market strategy, distribution model and entrepreneurial option.

To further support our overall mission, DSEF partners with professors
and educators who are interested in including direct selling as a topic
in their classrooms and provides teaching content to facilitate this
process. The Foundation also funds and sponsors direct selling-relat-
ed research, often conducted by DSEF Fellows, and hosts Campus
Events throughout the year, which include classroom visits by direct
selling company executives through our Speakers Bureau.

DSA

The Direct Selling Association (DSA) is the national trade association for
companies that offer entrepreneurial opportunities to independent sellers
to market and sell products and services, typically outside of a fixed retail
establishment. More than 20 million Americans are involved in direct selling
in every state, congressional district and community in the United States. In
20186, direct selling generated more than $35 billion in retail sales. For
more information, visti www.dsa.org.
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DSA’S CODE AND CONSUMERS

The cornerstone of the Direct Selling Association’s (DSA) commitment to ethical ’\
business practices and consumer service is its Code of Ethics. Every member
company pledges to abide by the code’s standards and procedures as a condition

of admission and continuing membership in DSA. DIRECT SELLING ASSOCIATION

The DSA Code of Ethics speaks to both the consumer and the seller. It ensures that
member companies will make no statements or promises that might mislead either consumers or prospective sales
people. Pyramid schemes are illegal and companies operating pyramids are not permitted to be members of the DSA.

The DSA Code of Ethics is enforced by an independent code administrator who is not connected with any member
company. The code administrator will do everything possible to resolve any complaints to the satisfaction of
everyone involved, and has the power to decide on remedies. All member companies have agreed to honor the
administrator’s decisions.

The Direct Selling Association (DSA) is the national trade association for companies that offer entrepreneurial
opportunities to independent sellers to market and sell products and services, typically outside of a fixed retail
establishment. More than 20 million Americans are involved in direct selling in every state, congressional
district and community in the United States. In 2016, direct selling generated more than $35 billion in retail
sales. For more information, visit www.dsa.org.

1667 K Street, NW, Suite 1100, Washington, DC 20006 - T: 202.452.8866 « F: 202.452.9015 - www.dsef.org
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As a consumer you should expect
salespeople to:

Tell you who they are, why they’'re approaching
you and what products they are selling.

Promptly end a demonstration or presentation
at your request.

Provide a receipt with a clearly stated cooling off
period permitting the consumer to withdraw from
a purchase order within a minimum of three days
from the date of the purchase transaction and
receive a full refund of the purchase price.

Explain how to return a product or cancel an order.

Provide you with promotional materials that contain
the address and telephone number of the direct
selling company.

Provide a written receipt that identifies the
company and salesperson, including contact
information for either.

Respect your privacy by calling at a time that
is convenient for you.

Safeguard your private information.

Provide accurate and truthful information regarding
the price, quality, quantity, performance, and
availability of their product or service.

EDUCATION FOUNDATION

Offer a written receipt in language you
can understand.

Offer a complete description of any warranty
or guarantee.

As a salesperson, you should expect
a DSA member company to:

Provide you with accurate information about
the company’s compensation plan, products,
and sales methods.

Describe the relationship between you and the
company in writing.

Be accurate in any comparisons about products,
services or opportunities

Refrain from any unlawful or unethical recruiting
practice and exorbitant entrance or training fees.

Ensure that you are not just buying products solely
to qualify for downline commissions.

Ensure that any materials marketed to you by

others in the salesforce are consistent with the
company’s policies, are reasonably priced and
have the same return policy as the company’s.

Require you to abide by the requirements of the
Code of Ethics.

Safeguard your private information.
Provide adequate training to help you operate ethically.

Base all actual and potential sales and earnings
claims on documented facts.

1667 K Street, NW, Suite 1100, Washington, DC 20006 e T: 202.452.8866 © F: 202.452.9015 ® www.dsef.org



* Encourage you to purchase only the inventory you
can sell in a reasonable amount of time.

* Repurchase marketable inventory and sales aids
you have purchased within the past 12 months
at 90 percent or more of your original cost if you
decide to leave the business.

e Explain the repurchase option in writing.
¢ Have reasonable start-up fees and costs.

The Direct Selling Association (DSA) is the national trade
association for companies that offer entrepreneurial
opportunities to independent sellers to market and sell
products and services, typically outside of a fixed retail
establishment. More than 20 million Americans are
involved in direct selling in every state, congressional
district and community in the United States. In 2016,
direct selling generated more than $35 billion in retail
sales. For more information, visit www.dsa.org.

1667 K Street, NW, Suite 1100, Washington, DC 20006 - T: 202.452.8866 « F: 202.452.9015 » www.dsef.org



If you SpOt a SCam... If you spot a scam, report it at

ftc.gov/complaint. I o

things you

Your reports help
Tell someone the FTC and other

Then tell the FTC law enforcement

investigate scams

can do to

AVOID
FRAUD

and bring crooks
to justice.

ftc.gov/complaint

1-877-FTC-HELP
(1-877-382-4357)

FEDERAL TRADE COMMISSION
July 2016




Spot imposters.

Scammers often pretend
to be someone you trust, like a
government official, a family member,
a charity, or a company you do
business with. Don’'t send money
or give out personal information in
response to an unexpected request
— whether it comes as a text, a
phone call or an email.

Do online searches.

Type a company or product
name into your favorite search
engine with words like “review,”
“complaint” or “scam.”
Or search for a phrase
that describes your
situation, like “IRS call”
You can even search
for phone numbers to
see if other people have
reported them as scams.

Don’t believe your
3 caller ID. Technology makes

it easy for scammers to fake caller

ID information, so the name and
number you see aren’t always real. If
someone calls asking for money or
personal information, hang up. If you
think the caller might be telling the
truth, call back to a number you know
is genuine.

Don’t pay upfront for a promise.
Someone might ask you to pay
in advance for things like debt relief,
credit and loan offers, mortgage
assistance, or a job. They might
even say you’'ve won a prize, but
first you have to pay taxes or fees. If
you do, they will probably take the
money and disappear.

Learn where to get real .

help with these issues at
consumer.ftc.gov.

Consider how you pay.

Credit cards have significant
fraud protection built in, but some
payment methods don’t. Wiring money
through services like Western Union or
MoneyGram is risky because it’s nearly
impossible to get your money back.
That’s also true for reloadable cards
like MoneyPak, Reloadit or Vanilla.
Government offices and honest
companies won'’t require you to use
these payment methods.

Talk to someone.
6 Before you give up your money
or personal information, talk to
someone you trust. Con artists want
you to make decisions in a hurry. They
might even threaten you. Slow down,
check out the story, do an online
search, consult an expert — or just tell
a friend.

Hang up on robocalls.

If you answer the phone and
hear a recorded sales pitch, hang up
and report it to the FTC. These calls
are illegal, and often the products are
bogus. Don’t press 1to speak to a
person or to be taken off the list. That
could lead to more calls.

Be skeptical about free trial offers.

Some companies use free trials to
sign you up for products and bill you
every month until you cancel. Before
you agree to a free trial, research the
company and read the cancellation
policy. And always review your
monthly statements for charges
you don’t recognize.

Don’t deposit a check and wire

money back.
By law, banks must make funds from
deposited checks available within
days, but uncovering a fake check
can take weeks. If a check you
deposit turns out to be a fake, you're
responsible for repaying the bank.

Sign up for free scam alerts
7 from the FTC at ftc.gov/scams.
Get the latest tips and advice about
scams sent right to your inbox.




4 WAY DSA'S CODE OF ETHICS
PROTECTS BUYERS & SELLERS

(D) (D)

PRODUCT BUYBACKS COOLING OFF PERIOD
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All DSA member companies must The cooling-off period protects
adhere to an inventory buyback policy. consumers from buyer’s remorse.

() (0
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EARNINGS CLAIMS PRODUCT CLAIMS

Any claims a direct seller makes about Any claims a direct seller makes about a
earnings must be accurate and truthful. product must be accurate and truthful.

To learn more about the Direct Selling Education Foundation's Ethics Initiative and the Direct
Selling Association’s Code of Ethics, visit www.dsef.org/what-we-do/ethics-initiative/

D S(a DIRECT SELLING

EDUCATION FOUNDATION
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Shopping Online

Want to get a great product at a great price when you shop online/?
Some extra research can really pay off.

Set a Budget .- |
How much do you h i

want to spend? Include

Decide What Matters

What are your “must-have”
features vs. those that are nice

W L]
W "
W

CHECK OUT

delivery costs.

| 1o have?

Use Search Engines Read Reviews Consider

To find out more about Online Reputation | 34

a brand, product, or Reviews from other people, Does the \
site, type the name into experts, and columnists brand or

a search engine with
wards like “review, ™
"complaint,” or “scam.”

B Sesich “'i“l

can give you an idea of

how a product performs,
Don’t put all your trust in
any one review.

site have a reputation
for quality and good
customer service?

Check Shopping Consider 7 Read Return

Comparison Sites Coupons /o | Policies | |
coupon G Mot all ==
codes can stores have i

Some sites show the
price of a product at
several online stores.
Keep shipping costs in
mind when computing
the best deal.

impact your final costs,
Da a search for the

store with terms like
“discount,” “coupon,” or
“free shipping.”

the same rules
for returns, Some
charge fees for
return shipping or
restocking.

-

Decide How To Pay
When you shop online,
credit cards can offer
extra protections.

| Look for a Secure Checkout

Does the website address start
with https {the "s* stands for
secure) when you're checking out?

Learn more at OnGuardOnline.gov




Job Scams

Scammers might promise you a job, lots of money, or work you can do at home. But they make you
pay them before they help you. If you pay them, you will lose your money and will not get a job.

How do | spot a job scam?

Look for these signs of a scam. Scammers might:

® promise you a job

® promise you a government job

e offer you the secret to getting a job

e promise that you will make lots of money by working at home

e offer you a certificate to improve your chances of getting a job

Scammers always will ask you to pay first. That is the biggest sign of any scam. Never pay in
advance. Someone might say you cannot lose. It is not true. You will lose money.

How can | avoid a job scam?
e Never deal with anyone who promises you a job. No one can promise you a job.
e Do not pay in advance for information about a job. Even if there is a money-back guarantee.
e Do not deal with anyone who says you have to act fast.
® Ignore promises to make thousands of dollars working in your own home. Those

promises are lies.

What if | already paid someone but | did not get
anything?

If you sent money and did not get help finding a job, report it to the Federal Trade Commission (FTC).
e Call the FTC at 1-877-382-4357

e Go online: ftc.gov/complaint

The FTC uses complaints to build cases against scammers. Any information you can give helps investigators.

September 2012 | Federal Trade Commission | consumer.gov
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1-877-FTC-HELP

FTC FACTS for Business

Ads for Business Opportunities:

How To Detect Deception

I t’s not hard to see why ads for business opportunities that promote the benefits of
being your own boss and making money quickly are appealing. But the Federal Trade
Commission (FTC), the government agency that monitors advertising for deception, says that
some ads for business opportunities feature empty promises and false claims that potential

entrepreneurs could never realize.

Promoters of fraudulent business opportunities run ads where their targets are likely to
see them: in daily and weekly newspapers, in magazines, and on the Internet. The FTC is asking
for your help in finding these ads first. By doing so, you can protect your company and your
readers from being left holding the bag.

As part of an advertising sales or production staff, you customarily review ad claims for
taste and appropriateness. It’s just good sense to take that extra moment to review a business
opportunity claim for telltale signs of fraud, too.

¢ [t can protect your company from being known as one that promotes rip-offs. Your readers
may believe an offer is legitimate because it’s in your publication or on your website. When
the claim turns out to be false, they may well blame you for running the ad.

¢ [t can keep you from getting cheated by those who are making the false claims. There’s a
good chance they won’t pay their bills, and will have left town by the time you try to collect.

¢ [t can keep you from harming your readers and your legitimate advertisers.

SpotTiNG FaLse CLAIMS

How can you spot claims for a fraudulent business opportunity? One clue may be the type of
opportunity being advertised. Fraud has most often been associated with promotions for vending
machine, display rack, pay phone, medical billing, and some Internet-related businesses.

Here are several other claims that have made it into the pages of legitimate papers,
magazines and websites recently:

“WORK PART-TIME FROM HOME.” Most scammers promise an ideal work situation — the
ability to set your own hours, be your own boss, or work from home. In fact, this rosy
scenario is far from reality for most small business owners.

“Be Your Own Boss” “Own a Dealership Today”

“EARN $2,000 A MONTH.” If an ad claims buyers can make a certain amount of money,
the law says the promoter must give the number and percentage of previous purchasers
who earned the income. If an earnings claim is there, but the additional information isn't,

ask for more information: the business opportunity seller may be violating the law.
“$50K/yr” “Vending route nets $1,700/wk”



Facts for Business

“NO RISK! GUARANTEED!” Ads that promise a big payout with little or no risk are usually a telltale
sign of a fraud. Legitimate business ventures involve risks — usually in proportion to the

promised return.

“Huge Income” “100% return on your investment!”

“QUICK AND EASY!” Successful start-up businesses, including franchises, require a lot of work to get
off the ground, let alone manage. Only a few are profitable from the start. If ads promise vending
locations, they may not be current or high-traffic; the merchandise also may be out-of-date or of poor
quality.

“Start Earning Today” “Prime locations available now”

These are examples of possibly deceptive claims. If you see them, highlight them for the appropriate
person in your company. At the same time, know that many fraudulent business opportunity promoters use
more subtle language when making promises, guarantees, and claims that they can’t possibly keep.

By taking a few moments to review the claims made in business opportunity ads, you can protect the
reputation of your company — and the consumers in your community.

For MoRE INFORMATION

For information on red flag claims for weight loss products, visit ftc.gov/redflag. If you see an ad you
think is deceptive, you can report it to the FTC using the complaint form at ftc.gov.

The FTC works for the consumer to prevent fraudulent, deceptive, and unfair business practices in the
marketplace and to provide information to help consumers spot, stop, and avoid them. To file a complaint or
to get free information on consumer issues, visit ftc.gov or call toll-free, 1-877-FTC-HELP
(1-877-382-4357); TTY: 1-866-653-4261. The FTC enters Internet, telemarketing, identity theft, and other
fraud-related complaints into Consumer Sentinel, a secure, online database available to hundreds of civil and
criminal law enforcement agencies in the U.S. and abroad.

Your OPPORTUNITY TO COMMENT

The National Small Business Ombudsman and 10 Regional Fairness Boards collect comments from small
businesses about federal compliance and enforcement activities. Each year, the Ombudsman evaluates the
conduct of these activities and rates each agency’s responsiveness to small businesses. Small businesses can
comment to the Ombudsman without fear of reprisal. To comment, call toll-free 1-888-REGFAIR
(1-888-734-3247) or go to sba.gov/ombudsman.

FeperAL TRADE CommisSION ftc.gov

1-877-FTC-HELP For THE CoNSUMER

Federal Trade Commission
Bureau of Consumer Protection
Division of Consumer and Business Education

December 2006
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PYRAMID SCHEMES:
What you need to know to protect
yourself from illegal scams

What is a pyramid scheme?

Pyramid schemes are illegal scams in which large
numbers of people at the bottom of the pyramid pay
money to a few people at the top. Each new participant
pays for the chance to advance to the top and profit
from payments of others who might join later. For
example, to join, you might have to pay anywhere from
a small investment to thousands of dollars. In this
example, $1,000 buys a position in one of the boxes
on the bottom level. Five-hundred dollars of your money
goes to the person in the box directly above you, and
the other $500 goes to the person at the top of the
pyramid, the promoter. If all the boxes on the chart fill
up with participants, the promoter will collect $16,000,
and you and the others on the bottom level will each be
$1,000 poorer. When the promoter has been paid off,
his box is removed and the second level becomes the
top or payoff level. Only then do the two people on the
second level begin to profit. To pay off these two, 32
empty boxes are added at the bottom, and the search
for new participants continues.

Each time a level rises to the top, a new level must be
added to the bottom, each one twice as large as the one
before. If enough new participants join, you and the other
15 players in your level may make it to the top. However,
in order for you to collect your payoffs, 512 people would
have to be recruited, half of them losing $1,000 each.

Of course, the pyramid may collapse long before you
reach the top. In order for everyone in a pyramid scheme
to profit, there would have to be a never-ending supply
of new participants.

EDUCATION FOUNDATION

Things you should know about
pyramid schemes

* Pyramiding is based on simple mathematics:
many losers pay a few winners.

¢ They are fraudulent. Participants in a pyramid
scheme are, consciously or unconsciously, deceiving
those they recruit. Few would pay to join if the
diminishing odds were explained to them.

e They are illegal. There is a real risk that a pyramid
operation will be closed down by the officials and
the participants subject to fines and possible arrest.

To look like a multilevel marketing company, a pyramid
scheme takes on a line of products and claims to be

in the business of selling them to consumers. However,
little or no effort is made to actually market the products.
Instead, money is made in typical pyramid fashion, from
recruiting. New distributors are pushed to purchase large
and costly amounts of inventory when they sign up.

The best way to avoid a disguised pyramid fraud is to
know what to look for in a legitimate income opportunity.

Multilevel marketing—legitimate
income opportunities

Multilevel marketing is a popular way of retailing in
which consumer products are sold, not in stores by
sales clerks, but by independent businessmen and
women (distributors), usually in customers’ homes.

As a distributor you can set your own hours and earn
money by selling consumer products supplied by an
established company.

In a multilevel structure you can also build and manage
your own salesforce by recruiting, motivating, supplying
and training others to sell those products.

1667 K Street, NW, Suite 1100, Washington, DC 20006 e T: 202.452.8866 © F: 202.452.9015 ® www.dsef.org



Your compensation then includes a percentage of the
sales of your entire sales group as well as earnings on
your own sales to retail customers. This opportunity has
made multilevel marketing an attractive way of starting
a business with comparatively little money.

How to tell the difference between a
legitimate business and a pyramid scheme

Pyramid schemes seek to make money from you (and
quickly). Multilevel marketing companies seek to make
money with you as you build your business (and theirs)
selling consumer products. Before you sign up with a
company, investigate carefully. A good way to begin is
to ask yourself these three questions:

e How much are you required to pay to become
a distributor?

e Will the company buy back unsold inventory?
e Are the company’s products sold to consumers?

The start-up fee in multilevel companies is generally
small (usually for a sales kit sold at or below company
cost). These companies want to make it easy and
inexpensive for you to start selling. Pyramid schemes,
on the other hand, make nearly all of their profit on
signing up new recruits. Therefore, the cost to become
a distributor is usually high.

Pyramids often disguise entry fees as part of the
price charged for required purchases of training,
computer services, product inventory, etc. These
purchases may not even be expensive or “required,”
but there will be considerable pressure to “take full
advantage of the opportunity.”

Legitimate companies which require inventory purchases
will usually “buy back” unsold products if you decide to
quit the business. Some state laws require buy-backs for
at least 90% of your original cost.

How to protect yourself from a bad investment

1. Take yourtime. Don’t let anyone rush you. A good
opportunity to build a business in a multilevel structure
will not disappear overnight. People who say “get in
on the ground floor” are implying that people joining
later will be left out in the cold. BEWARE!

2. Ask questions:

¢ About the company and its officers.

¢ About the products—their cost, fair market value,
source of supply, and potential market in your area.

e About the startup fee (including
required purchases).

¢ About the company’s guaranteed buy-back
of required purchases.

¢ About the average earnings of active distributors.
3. Get written copies of all available company literature.

4. Consult with others who have had experience with
the company and its products. Check to see if the
products are actually being sold to consumers.

5. Investigate and verify all information. Do not assume
that official looking documents are either accurate
or complete.

Where to go for help

For help in evaluating a direct selling company, visit
the Direct Selling Association at www.dsa.org, the
Better Business Bureau at www.bbb.org, your local
district attorney or your state attorney general.

If you suspect that a company may be an illegal pyramid
scheme, contact your state and local law enforcement
offices and the Federal Trade Commission at www.ftc.gov.

For more information about direct selling, visit
www.dsef.org. To find out more about ethical
business practices, visit www.dsef.org

This brochure was originally published in cooperation
with the National District Attorneys Association’s
Economic Crime Project.

© 2015 Direct Selling Education Foundation, quotes
and reprints permitted with attribution.

1667 K Street, NW, Suite 1100, Washington, DC 20006 e T: 202.452.8866 ® F: 202.452.9015  www.dsef.org
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CONSUMER INFORMATION

Multilevel Marketing

In multilevel or network marketing, individuals sell products to the public — often by word of mouth and
direct sales. Typically, distributors earn commissions, not only for their own sales, but also for sales made

by the people they recruit.

Not all multilevel marketing plans are legitimate. If the money you make is based on your sales to the public,
it may be a legitimate multilevel marketing plan. If the money you make is based on the number of people
you recruit and your sales to them, it’s probably not. It could be a pyramid scheme. Pyramid schemes are

illegal, and the vast majority of participants lose money.

If you’re considering buying into a multilevel marketing plan, get the details.

Consider the Products

Many companies that market their products through
distributors sell quality items at competitive prices. But
some offer goods that are overpriced, have questionable
merits, or are downright unsafe to use.

Find out what will you be selling. Are similar products on
the market? Is the product priced competitively? Is it safe?
Can your sponsor — the distributor who is recruiting you —
support the claims about the product’s performance?

Almost any product or service could be sold through
multilevel marketing, including health, beauty, and fitness
products that aren’t available on store shelves. Apply

a healthy dose of skepticism before buying or selling
products advertised as having “miracle” ingredients or
guaranteed results. Many of these “quick cures” are
unproven, fraudulently marketed, and useless. In fact,
they could be dangerous. You may want to check with a
health professional before using them — or selling them.

If you decide to buy into the program and promote the
products, you must be sure your marketing materials
are truthful and that there’s solid evidence to back up
the claims you make about the products. Before you
repeat any claims the company has made, verify that
there’s competent and reliable research to back them
up. That’s the standard the FTC uses when evaluating
advertising claims.

Learn More About the Company

Find — and study — the company’s track record.
Do an internet search with the name of the company
and words like review, scam or complaint. Look through

several pages of search results. You also may want to
look for articles about the company in newspapers,
magazines, or online. Find out:

¢ how long the company has been in business

e whether it has a positive reputation for customer
satisfaction

what the buzz is about the company and its product
on blogs and websites

e whether the company has been sued for deceptive
business practices

Check with your state Attorney General for complaints
about any company you're considering, although a lack of
complaints doesn’t guarantee that a company is legitimate.

Evaluate the Plan

Don’t pay or sign a contract in an “opportunity meeting.’
Take your time to think over your decision. Your
investment requires real money, so don’t rush into it
without doing some research first.

Ask your sponsor for the terms and conditions of the

plan, including:

e the compensation structure

e your potential expenses

e support for claims about how much money you can make

¢ the name and contact information of someone at the
company who can answer your questions

Get this information in writing. Avoid any plan where the
reward for recruiting new distributors is more than it is for
selling products to the public. That’s a time-tested and
traditional tip-off to a pyramid scheme.




Keep in mind that when you recruit new distributors, you
are responsible for the claims you make about how much
money they can earn. Be honest, and be realistic. If your
promises fall through, you could be held liable, even if
you are simply repeating claims you read in a company
brochure or heard from another distributor.

If you don’t understand something, ask for more
information until it is absolutely clear to you. Your sponsor
and other distributors should be willing to answer your
questions. Remember that your sponsor (and others
above your sponsor’s level) will make money if you join the
program. So take your time, and resist pressure to join.
Be aware of shills — fake references paid by the company
or distributor to pretend they were successful earning
money through the plan.

Find out about refunds.

Get the company’s refund policy in writing. Make
sure it includes information about returning any unused
products, including restrictions and penalties. It may
seem like you’re minimizing your risk if you can return
products for a reimbursement, but policies vary on
whether you'll get a full refund — and how long it may
take. Many plans require you to buy training or marketing
materials, or pay for seminars if you want to get product
discounts or create your own network of distributors.
Find out how much time and money other distributors
spent on training, marketing materials, and seminars
when they joined the plan, and whether the plan requires
you to participate in periodic training. What happens if
you opt out of the training?

Ask a friend or adviser to read
the materials.

You may want to consult with an accountant, a lawyer,
or someone else you trust who is not affiliated with the
plan to review the terms of compensation, determine
whether the plan can back up its claims about the
amount of money you can make, and analyze the
information you’ve been given.

Think about whether this kind of work
suits your talents and goals.

Ask yourself whether you would enjoy selling products
to the public. Find out how many hours a week your
sponsor and other distributors spent on the business
when they joined and how much time they spend now.
Remember that no matter how good the product and
how solid the plan, you’ll need to invest sweat equity
and money for your investment to pay off. Consider
the other demands of the business — for example,
going to training, recruiting new distributors, managing
paperwork, recording inventory, and shipping products.

Ask Questions

Ask your sponsor and other distributors tough questions,
and dig for details. Don’t consider it nosy or intrusive: you
are on a mission to check out a potential business deal that
will require your money and your time.

Their responses can help you detect false claims about the
amount of money you may make and whether the business
is a pyramid scheme. Here are some questions to ask
before making any decisions:

e What are your annual sales of the product?
e How much product did you sell to distributors?

e What percentage of your sales were made to
distributors?

What were your expenses last year, including money
you spent on training and buying products?

How much money did you make last year — that is,
your income and bonuses, less your expenses?

How much time did you spend last year on
the business?

How long have you been in the business?
How many people have you recruited?

What percentage of the money you've made —
income and bonuses less your expenses — came
from recruiting other distributors and selling them
inventory or other items to get started?

It's important to get a complete picture of how the plan
works: not just how much money distributors make, but
also how much time and money they spend on the plan,
how long it takes before they’re earning money, and how
big a downline is needed to make money. One sign of

a pyramid scheme is if distributors sell more product to
other distributors than to the public — or if they make
more money from recruiting than they do from selling.

Federal Trade Commission. (2016, July). Multilevel
Marketing. Retrieved from www.consumer.ftc.gov/
articles/0065-multilevel-marketing




Avoiding Identity Theft

Identity theft can make it hard for you to get credit, a job, a place to live, or utilities. But you
can reduce your risk of being hurt by identity theft.

How can | protect my identity?

Protect your personal information. That helps you protect your identity. Here are some things
you can do:

e Athome
> keep your financial reco