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Get to Know the DSA

The Direct Sellers Association of Canada (DSA) was founded in 1954, and is the national organization of
Canadian direct selling companies and their affiliated independent sales contractors who market and distribute
products and services directly to the consumer.

The DSA currently has over 45 member companies, including such well-known names as Amway, Avon, Mary
Kay, Nu Skin, PartyLite, Regal and USANA. The combined income generated by the industry (employee
wages & salaries plus Independent Sales Contractor [ISC] compensation) was $1.36 million in 2009.

The Canadian DSA is also a member of the World Federation of Direct Selling Associations (WFDSA) that
represents 60 direct selling associations worldwide, with more than $132 billion US in retail sales, achieved by
more than 87.7 million Independent Sales Contractors.

Direct selling involves the marketing of products and services directly to consumers in a face-to-face manner,
away from permanent retail locations. Direct selling should not be confused with direct marketing, which
includes telemarketing and direct mail solicitation.

The strength of direct selling lies in its tradition of independence and its commitment to a free market system.
Each DSA member recognizes, however, that this freedom of enterprise carries with it an obligation to consider
not only one’s personal well being, but also that of others, and of the industry as a whole.

Membership in the DSA is not automatic. It includes an extensive review of a company’s marketing materials,
its marketing plan, and its product, as well as an agreement to be bound by the DSA’s Code of Ethics and
Business Practices, which must be renewed annually.

DSA member companies market a wide range of products including: appliances, auto care products, candles,
clothing, consulting services, cookware, cosmetics, crystal, educational publications, food, fragrances, herbs,
nutritional products, personal care products, skin care products, tableware, toys, vacuum cleaners, vitamins and
water filtration systems.

The DSA was instrumental in the development of G.S.T. Alternate Collection Mechanism for the industry. The
DSA works closely with Federal, Provincial and Municipal officials to achieve and implement a significant
degree of harmonization of direct selling legislation as well as adequate protection for consumers and a level
playing field for enterprises.

The DSA supports the industry through seminars, networking functions and the DSA Annual Conference and
its website: www.dsa.ca.



The DSA established the Direct Selling Education Foundation of Canada (DSEF) whose mission is to serve the
public interest with educational information and research, thereby enhancing acceptance and public awareness
of direct selling in the Canadian marketplace.

One of the strengths of DSA member companies is their commitment to building long-term relationships with
their customers, and their consultants/distributors/representatives. Additionally, it is important for our members
to build similar relationships with their suppliers so that they can provide the highest quality of products and
services to those who purchase their products.

The direct selling industry is a growth industry. It is an industry that provides great earning opportunities for
hundreds of thousands of Canadian men and women from coast-to-coast, in both urban and rural municipalities,
in an era when other industries are being challenged and the fabric of our Canadian life-style is in constant
mutation. The DSA is an association that has earned the respect on behalf of governments at the federal,
provincial and municipal levels, and works diligently to maintain this respect on behalf of its members, their
affiliated sales persons and most importantly, the consumer.

FACTS ABOUT DIRECT SELLING

Opportunity:

e  91% of direct sellers are women

e  75% are married

e  85% would recommend becoming a direct seller to family or friends

e 59% have some post-secondary education

e 91% have given to charity annually (compared to national average of 85%)

Sales Strategy:

e Individual/Person-to-Person selling: 69.0%

Party Plan/Group Selling: 28.5%

Customer placing order directly with firm (in follow-up to a face-to-face meeting): 1.7%
Other: 0.8%

NOT A DIRECT SELLER?
CONSIDER SUPPLIER MEMBERSHIP.

Supplier members are non-direct selling companies that play a select role in providing products and services to
active DSA members.

Exclusive benefits of being a Supplier Member include:
e Excellent access to potential customers, clients and contracts
e Listed in the member listing and the supplier directory
e Posted on the DSA web site
e Participation in Association meetings and conferences (Supplier Members are non-voting)



180 Attwell Drive, Suite #250
Etobicoke, Ontario

M9W 6A9
Phone: 416-679-8555

Fax: 416-679-1
Direct Sellers Association X . 679-1568
Mark of Trust and Integrity www.dsa.ca

DSA Member Services and Benefits

What can the DSA Member Services and Benefits do for you?

DSA’s Member Services are designed to meet the needs of the one person critical to the industry’s growth and future
success — ‘you’ - the direct selling executive. In addition, the Association’s portfolio of services includes offerings to
meet the needs of your company, your staff specialists, and your people in the field. A broad-based array of services,
specifically geared to the needs of the direct selling industry, is as close as your phone or computer.

Government Relations Services

Keeping the marketplace open for your firm and your people in the field.
e Federal, provincial, and local legislative monitoring and lobbying
Regular reporting and periodic action alerts

Legislative Manual

Municipal Licensing Registry

Marketing plan/document review

Education and Information Services

Providing information to assist management in developing skills and expertise enabling them to make better informed
decisions for a more productive operation.

e Conference, seminars, networking functions

Quarterly Newsletter

Direct Selling Education Foundation of Canada (DSEF)

Fax/E-Poll Survey - Quick response to information of interest to members

Member Company Surveys

Consumer Education Services

Working to develop a greater awareness of direct selling as a convenient, economical, and reputable method of
purchasing products and services.

e Consumer brochures

e Regular meetings with various governmental agencies

e Participation in various consumer events

Great Savings on Everyday Items for DSA Members through DSARewards (www.dsarewards.com) including:
e Entertainment

Insurance

Auto/Fuel

Travel

Office Supplies
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OFFICERS

Chair

Greg Neath, President & CEO
Regal Gifts Corporation

130 Bell Farm Road, Units 2 & 3
Barrie, ON L4M 6J4

Tel.: 705-721-5454

gneath@regal.ca

Vice Chair

Angela Abdallah, Mgr. Corp.
Communications/Gov. Affairs
Amway Canada Corporation

P.O. Box 7777 — London Station Main
375 Exeter Road

London, ON N5Y 5V6

Tel.: (519) 685-7700

Angela_Abdallah@amway.com

Past Chair

Patricia E. King, Director of Sales
Nu Skin Canada Inc.

3530 Ridgeway Drive, Unit 1
Mississauga, ON L5L 579

Tel.: (905) 569-5100

pking@nuskin.net

Treasurer

Nathalie Cormack, Director, Finance
Mary Kay Cosmetics Ltd.

2020 Meadowvale Blvd.
Mississauga ON LSN 6Y2

Tel.: 905-858-0020
nathalie.cormack@mkcorp.com

President & Secretary

Ross Creber

Direct Sellers Association of Canada
180 Attwell Drive, Suite #250
Etobicoke ON M9W 6A9

Tel.: 416-679-8555

rossc(@dsa.ca

DSA of Canada

Board of Directors

2011-2012

DIRECTORS

Helena Alexandre, Managing Director
Arbonne International Canada, Inc.
7135 Kennedy Road

Mississauga ON L5S 0A6

Tel.: 905-795-4055
halexandre@arbonne.ca

Gina Bresciani

Director, Canadian Operations
USANA Health Sciences

80 Innovation Drive
Woodbridge, ON L4L 0T2
Tel.: (905) 264-9863
gina.bresciani@ca.usana.com

Bob Felton, Chief Operating Officer
Immunotec Inc.

300 Joseph Carrier
Vaudreuil-Dorion, QC J7V 5V5
Tel.: 450-510-4464

rfelton@immunotec.com

Garry Ford, General Manager
Nature’s Sunshine Products of Canada
Limited

90 Walker Drive, Unit #1

Brampton, ON L6T 4H6

Tel.: 905-458-6100

garryf@natr.com

John Lin, President

Avon Canada Inc.

5500 Trans Canada Highway
Pointe Claire, QC H9R 1B6
Tel.: (514) 630-8761
john.lin@avon.com

W. Jack Millar, Senior Partner
Millar Kreklewetz LLP

3rd Floor — 24 Duncan St.
Toronto, ON M5V 2B8

Tel.: (416-864-6200
wim@taxandtradelaw.com
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DIRECTORS

Ray Patrick, President

Mary Kay Cosmetics Ltd.
2020 Meadowvale Blvd.
Mississauga, ON  L5N 6Y2
Tel.: 905-858-0020
ray.patrick@mkcorp.com

Jim Smith, President & CEO
Princess House Canada

6535 Millcreek Drive, Unit 30
Mississauga, ON  L5N 2M2
Tel.: 905-858-4642
jsmith@phproducts.com

Judson Whiteside, Senior Partner
Miller Thomson LLP

60 Columbia Way

Suite 600

Markham, Ontario

L3R 0C9

Tel.: (905) 415-6700
jwhiteside@millerthomson.com

John Zurn, President

Creative Memories, Canada
3001 Clearwater Road

St. Cloud, MN 56301 USA
Tel.: (320-529-5748)
jzurn(@creativememories.com
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How To Apply For Membership in the DSA

1. Review the Direct Sellers Association “Code of Ethics and Business Practices”
http://www.dsa.ca/content/consumerprotection/codeofethics.php .

2. Complete the “Membership Application” and “Documentation Checklist” included in this package. Ensure
that you have collected all of the documents and information we require.

3. Forward these forms and all required documents to:
Direct Sellers Association of Canada
180 Attwell Drive, Suite #250
Etobicoke, Ontario
M9W 6A9

Eligibility

Companies manufacturing or dealing in merchandise intended ultimately to reach the Consumer through an in-
person sales contact (as distinguished from sales contacts made by mail or in stores of the seller) are eligible for
“Active Membership” in the Association.

“Direct Selling” or “Direct Seller”, or similar terms, are used here in a broad and non-technical sense to indicate the
method by which merchandise manufactured or distributed by members reaches the Consumer, regardless of
whether the manufacturing and distributing functions are performed by a single business entity, or two or more
independent business entities.

Companies are eligible for membership regardless of which one or more of the steps in the manufacture and
distribution are performed by them, so long as the trade names or make of the product(s) or service(s) offered differ
from that utilized by a present member corporation and is owned or controlled by the proposed active member.
Dues

Dues are payable in advance for each fiscal year (January 1 to December 31) and are not refundable.

Dues computation is based upon the Fee Schedule (copy attached).

Dues are based upon “net sales”. Net Sales include all money received by a member from sales of merchandise by
agents and independent contractors, less commissions, discounts, or refunds. No deductions shall be made for

bonuses or other compensation paid or allowed district, field, regional, divisional, provincial, or other managers,
recruits, or supervisors.
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Membership Application
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Etobicoke, Ontario
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Fax: 416-679-1568
www.dsa.ca

Our company hereby applies for Active Membership in the Direct Sellers Association of Canada (DSA) and
submits the following information and documentation, on a confidential basis, for your consideration:

Company:

Phone: (

Address: Fax:

City and Province/State:

Postal/Zip Code:

Web site:

General E-mail:

Name and position of the most Senior Executive who has responsibility for the Canadian operations
and who resides in this country or U.S. contact:

Name: Title:

Phone: Email:

Date of Incorporation in Canada:

Federal Incorporation:

or Provincial (indicate the province):

Name and address of foreign company with which you are affiliated:

Affiliation: The year your company began direct selling operation in Canada:
1. Are your products sold nationally?
2. In which provinces are you presently licensed as a vendor (or equivalent)
for the sale of:
3. Have you been refused a business license or had a business license suspended or cancelled
under any federal or provincial law, within the last ten years? Yes No O
If so, please specify:
4. Have you applied for [J received [ an advisory opinion from the Competition Bureau.
5. Have you been convicted of an offense under any federal or provincial law, within the last ten
years, or any actions now pending? Yes [ No I
If so, please specify:
6. Please list your products that are regulated and are required to have clearance by any government authority:
Date that these products have been approved for sale in Canada:
7. What were your company’s net sales in Canada last calendar year? 20
Previous year? 20
8. What would be the retail sales in Canada of the last calendar year? 20
Previous year? 20



9. What are the main commodities that your company distributes?

___Air Purification Systems __ Event/Convention/Trade Show Svcs.
__ Candles & Accessories __ Food & Beverage

__ CD & DVD Replication & Packaging ~_ Graphic Design

__ Clothing __Home Care Products

__ Commission Rebate Programs __ Home Décor & Accessories

__ Consulting Services __ Housewares/Kitchenware/Tableware
__ Communication __ Insurance Services

__ Cosmetics __Jewellery/Accessories

__ Courier/Mail Services _ Legal Services

__Customs/Freight __ Logistics

Forwarding/Logistics

__ Custom Gifts __Natural Health & Nutritional Prod’s.
__ Direct Mail Services __ Patent & Trademark Services
__Distribution Services/Warehousing __ Personal Care/Skin Care

__ Educational Software __ Printing Services

OTHER (Describe product and/or
service):

__ Promotional/Incentive Products
__ Prospecting Tools

__Record Keeping Products
__Relocation Services

__ Scrapbooking/Stamping

__ Sleep Systems

__ Speakers

__ Telecommunications

__ Training

__ Transportation Services

__ Vacuum Cleaners

__ Water Filtration Systems

__ Website/Internet Services

__ Weight Management Products

10. What is your company’s sales strategy?
O Person to Person O Party Plan

11. What is your company’s compensation structure?
O Multi-level O Non multi-level

12. REFERENCES:
Names and particulars of two (2) business references:

1)

2)

Your bank:

DSA Executive Contact (EC): Title:

Phone: Email:

How did you hear about the DSA of Canada? What is your reason for joining the DSA of Canada?

STATEMENT OF COMPLIANCE

We understand that upon receipt of this application, the DSA Membership Application Review Committee will conduct a
routine investigation of the company’s business reputation (including its marketing and distribution plans) and credit ratings.
Results of these investigations are considered prior to a Vote on the application by the DSA Board of Directors. If accepted
into membership, and as a condition for continuing membership in the DSA, we agree to be bound by the Association By-
laws, Code of Ethics and Code of Business Practices (all of which we have read) as well as all Association Rules and

Regulations that have been, are or will be adopted by the DSA for people in direct selling.

Company:

Dated: Signature:

Name: (Please Print) Title:
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Annual Membership Dues Schedule - 2012

Voting Members dues are calculated on your 2011 net sales in Canada. NET SALES shall be as stated on regular financial statements
e.g. include all monies received by a member from the sale of merchandise to agents and independent sales contractors, LESS
discounts or refunds. No deductions shall be made for bonuses or other compensation paid or allowed district, field, regional,
divisional, provincial or other managers, recruiters, supervisors, or other Independent Sales Contractors.

PLEASE ENSURE THAT YOU ADD 13% H.S.T. TO DUES AMOUNT

NET SALES FEE

Over $100 million  cooeeivieeececee $35,748

50,000,001 - 100,000,000.........ccecveererrerrrerreerienranns 29,694 Base of $29,694 + $80 per each additional $1,000,000 up to $100,000,000
25,000,001 - 50,000,000........ccccrverirrenrerrrrnrererrnrennne 24,990 Base of $24,990 + $150 per each additional $1,000,000 up to $50,000,000
24,000,001 - 25,000,000.........ccoecerrerrerrrerrerereerenienenns 23,551

23,000,001 - 24,000,000.......c.cceeerrereeirreieerieieeenenne 23,221

22,000,001 - 23,000,000.......c.cceeerrereeerreieeereieeenenns 22,891

21,000,001 - 22,000,000.........ccoecrrrerrerrerereeerenreeennns 22,561

20,000,001 - 21,000,000.........ccoecrrrerrerererrerererreneenenns 22,231

19,000,001 - 20,000,000.......c.cceeerreeeenreieeerereeenenns 21,901

18,000,001 - 19,000,000.......c.cceeirrerrerrrreieeererieeennns 21,571

17,000,001 - 18,000,000.........cceeerrerrerarerierererreniennns 21,241

16,000,001 - 17,000,000.........ccoecerrerrerereriererenreneennnns 20,911

15,000,001 - 16,000,000........c.ccceerrereeirriieinrerieneenenne 20,581

14,000,001 - 15,000,000.........cceirerrerrreieeerereeneenenns 19,150

13,000,001 - 14,000,000........c.ccoevirrerreiererienrererreniennns 18,640

12,000,001 - 13,000,000.......c.ccoevirrerrerrrriieeererrenienenns 18,130

11,000,001 - 12,000,000.......c.cceeererenirrerieeererieneenenns 17,620

10,000,001 - 11,000,000.......ccceeerrerrerarerieiererieeennns 17,110

9,000,001 - 10,000,000 .......ccerveirrirrererinrerereereeenennes 16,459

8,000,001 - 9,000,000 .......coevererrirrereerirererrererenene 15,514

7,000,001 - 8,000,000 ......ccoeeerereiieeiriiieeeiieieeenen 14,569

6,000,001 - 7,000,000 ......ccoevererreieirriieierieeeeeenee 13.624

5,000,001 - 6,000,000 ........cceeirrirrerirrireierirreeenene 12,679

4,500,001 - 5,000,000 .......ccoecvrirreieriereieierereeenenns 12,243

4,000,001 - 4,500,000 .....c.coeeirireirerieieeeeeeeeenne 10,983

3,500,001 - 4,000,000 .......corvereerenieieinieieiereeeeeenns 9,723

3,000,001 - 3,500,000 .....cccevverrrrinreierieieierereieieeenns 8,463

2,500,001 - 3,000,000 .......ccoeereierireieririeeeriereeenns 7,203

2,000,001 - 2,500,000 .....coeereieiriiieieienieeeeeeeeenne 5,943

1,500,001 - 2,000,000 ......oecerrenreiririeierenieeereeeeennne 4,683

1,000,001 - 1,500,000 ......occerrerrerrereierenieeeeeieeenene 3,423

500,000 - 1,000,000  ..ooiiiiieieeeee e 2,255

UNDER $500,000 VOtINg .....oevveeererieieririeieeerieieenns 1,688

Subscriber non-voting (no active sales force) .............. 1,688 1% year
Subscriber non-voting (no active sales force) .............. 3,376 2" year

Supplier NoN-voting  .....cccocvevvevieeriieieeieeeeseesieenenn 1,000
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Active Member Company Profile

COMPANY INFORMATION

COMPANY NAME:

ADDRESS:

CITY, PROVINCE/STATE:

POSTAL/ZIP CODE:

TELEPHONE NUMBER:

FAX NUMBER:

GENERAL E-MAIL ADDRESS:

COMPANY LOGO

(Please Forward LOGO
Via E-Mail)

WEB SITE ADDRESS:

NUMBER OF EMPLOYEES

PRODUCTS AND/OR SERVICES

KEY EXECUTIVES

NAME:

POSITION:

TELEPHONE NUMBER (IF DIFFERENT):

FAX NUMBER (IF DIFFERENT):

PERSONAL E-MAIL:

COMPANY SUMMARY
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Documentation Checklist

INSTRUCTIONS

To help you fill out the attached application, we would like to bring this information to your attention. Be sure to complete
and sign the Membership Application and forward with your cheque to the DSA Office. This application for membership
should include TWO COPIES of each of the following documents or accompanying information:

CHECKLIST

a) Company profile sheet

b) Product catalogue and sales literature

c) Statement of product guarantee

d) Customer order form (or sales contract)

€) Salesperson’s agreement or dealer contract

f) Brief history of company

g) Letter of confirmation regarding the company incorporation including the dates and location.
h) List of names of company officers

1) Price list

j)  Training and sales manual

k) Company’s Code of Ethics

1) Detailed description of marketing and distribution method (including recruiting and investment policy)
m) Description of your sales organization (including number of persons and average earnings)

n) Signed Hyperlink Agreement

N I [ [ | O [

0) Copy of Company’s Compensation Plan
Has your Company’s Compensation Plan received a favourable review by the Competition Bureau? Yes: No:
If yes, please provide a copy.

NOTE: If you are a United States Corporation entering the Canadian Market and you do not have your Canadian
materials in order, please forward 2 sets of your U.S. materials with the anticipated date the Canadian material will
be available.

ALSOQO: Indicate where the following information is found in the literature:

PRODUCT GUARANTEE:
BUY BACK POLICY:

CUSTOMER CANCELLATION POLICY:
EARNINGS REPRESENTATION:




