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Distinguishing Direct Selling from
Investment Scams
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What is Direct Selling?



What is Direct Selling?

*A Distribution Channel

*A Business Opportunity



The Birth of Direct Selling




 When a company
introduces functional
products, it needs
someone to explain,
demonstrate and provide
consultation and service to
customers.

e Because of a product’s
effectiveness and
unigueness, it is most
useful to adopt direct
selling.
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Most Attractive Distribution dSas
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Channel of the 215t Century <D

* Selling High Function Products
* Selling Without a Physical Retail Store

» Face-to-Face Sales through Network
and Word of Mouth
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Direct Selling
Is a Form of
Business Opportunity



Startup
Costs

Competency
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Innovation Know How




No Risk, High Return Business Model

e Financial & ¢ Production
Operation & Supply Chain
Corporate e Information e Marketing
responsibilities: System & Branding
e Corporate e Product R&D
Development
Profit Sharing
e Sharing e Network
Distributors’ Selling Development
responsibilities: e Follow up e Coaching

& Service Training




A Business Model with Freedom <

* No Investment Barrier
* No Overhead, No Risk

* Flexible Time and Location
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The Business Model with

Most Impact and Potential In
the 21st Century )

The model attracted opportunistic individuals who
didn’ t adhere to proper direct selling that required

high quality products and sales through networklngm, | { It \

Instead, they came up with other payout scheme S |

i

h“l“ ”"Ji ]




Different Models Using i3
Network Marketing IS
Legal lllegal

» Single Level Direct Selling < Pyramid Scheme
* Ponzi Scheme

* Multi-Level Marketing * Investment Scam
* Money Game




Multi-level Marketing Pyramid Scheme

1. No Front Loading 1. Need to pay a huge
Criteria amount to invest in
account or stock

2. No Risk 2. Risk of the inability to
clear the stock

3. Every distributor 3. Company looks for
begins from a highest ranking investor
foundation leading to purchase a large
towards the selling volume of stock who
target. Promotion is distribute these to
achieved step-by-step. downlines.
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~ " Differentiate Direct Selling
/ / from Investment Scams




XXX

Company

Requires Huge
Capital Investment







No Actual
Product to Sell
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No Cooling-off Period




These scam companies will either purposely
close shop and run away with the money.
Otherwise, due to their illegal scheme, the

company will be closed down by the
authorities.
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No front-loading criteria, X
very minimal membership
fee

The company does not make
any false promise on
earnings. The earning ability
will go up with the
transparent plan.

Product-based business

Offers 5 - 7 days cooling-off
period

Complies with the law, a
DSAS member company

Require significant
investment to join

Makes false promise to
regularly pay high returns

There is no real product or
product is not a core.

Does not provide a cooling-
off period

Non-compliance with the
law, use deceptive tactics




Our Promise to Consumers: For Your Protection,

look out for this logo.
@ High Quality Products

9 Fair & Honest

Sales Practices

& 7 days Cooling-off
Period

http:/ /www.dsas.org.sg
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Fat better. Live better,

Amway
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Thank You!



