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INDIAN DIRECT SELLING ASSOCIATION 

(IDSA)

IDSA is autonomous & self-regulatory  body 

championing  the cause 

of Direct Selling Industry in India
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IDSA AFFILIATION 

• Founded in 1978 • Founded in 1978 

• WFDSA is a Non-governmental, Autonomous Body 

• Globally Represents The Direct Selling Industry
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WFDSA BOARD

Andrea Jung 

Chairperson
Magnus Brännström

Vice Chairman

Douglas DeVos
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Alessandro Carlucci

Treasurer
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ACTIVITIES & SERVICES TO INDUSTRY 

• Self regulation via implementation of the Code of Ethics 

• Lobbying with the Govt. for policy framework

• Provide an Industry face to the Govt. & Stakeholders in 
all pertinent areas

• Profiling & Enrolling new memberships
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• Educating consumers about Direct Selling

• Leveraging with issue based Platforms 

ACTIVITIES & SERVICES TO INDUSTRY 

• Image Augmentation of direct selling industry

• Operational details provided to new companies

• Work with WFDSA on various projects
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IDSA AUTHENTICITY SEAL 

IDSA Authenticity 

Seal ensures a 
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Seal ensures a 

high standard of 

business ethics is 

maintained by its 

member company



DEFINITION OF DIRECT SELLING

‘Direct Selling’ means marketing of consumer

products / services directly to the consumers. Through

Explanation or Demonstration of the products by aExplanation or Demonstration of the products by a

Direct Seller. Generally in their homes or the homes of

others, at workplace & other places away from

Permanent Retail Locations’
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INDUSTRY ANALYSIS INDIA

Direct selling started in India in 1995

Grown Accelerating since then

•• 2006 = 2315 Crore
• 2007 = 2522 Crore
• 2008 = 2851 Crore
• 2009 = 3300 Crore

Knowledge Forum, Chandigarh, 1st July 2010



SWOT ANALYSIS

STRENGTH

Earning Potential

Minimal  Investment 

WEAKNESS

Lack of awareness in masses

Personal Development

OPPORTUNITIES

Gateway for Entrepreneurs

Promoting self employment

THREATS

Emergence of Pyramid & fraud Cos.

No Legislation governing the Industry
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WHAT MAKES DIRECT SELLING  

ATTRACTIVE

• No Risk

• No Education/Qualification Required

• No Experience required• No Experience required

• No Manpower Expense

It’s a Business like other business which needs efforts and 

confidence, as required in other businesses....
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• High earnings for high level 
management

• Less earnings at ground 

• More earnings for people 
who do more business

• Less earnings for people 

SOME SIMILARITIES

OFFICE JOB DIRECT SELLING 

• Less earnings at ground 
level  

• High level earnings 
supported by ground level 
efforts.

• To grow need consistency

• Less earnings for people 
who do less volumes 

• Gain more through team 
efforts

• Consistent efforts lead to 
achievement of goals
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DIRECT SELLING 

DIFFERENCES 

• Have to work as per office 
timings

• Flexibility in timing – work 
as per your convenience

OFFICE JOB

• Definite Working area,   

decided by your office

• Have to work with people 
which you don’t decide 

• No restriction  in working 
area – ‘work from home ‘ 

• Build your own network , 
work  with people you 
want to

16
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WHY PEOPLE FAIL?

HOW MUCH TIME IT TAKES

�.to become a DOCTOR

�.to become an IT PROFESSIONAL

�.to be at higher position in your Job 

�.to become a Sportsperson

One has to LEARN, gain EXPERIENCE and it requires time

FACT – IF YOU QUIT NO SUCCESS
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WHY PEOPLE QUIT THE BUSINESS

• Most people don’t take Direct Selling as a business 

• People take it as a “Miracle” and  perceive that this 
can happen to only a fewcan happen to only a few

• People don’t follow the rules of business

• To sell product first you need to feel & experience it  

• People don’t give sufficient time to business
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STEPS TO SUCCESS

• Find a reputed company to join business

• Use the product yourself – this will give you confidence

• Wear the business – have a consistent entrepreneurial attitude

• Talk to people about your products and make them your customers

• Follow the marketing plan  – No need for innovations

• Bring people in your business who have the desire to be successful 
and can make efforts

• Train your team and support them to grow
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INDUSTRY FACING THREATS 

Direct selling in India today facing threats from the
following Challenges:

• Fly by night operators who claim to work under• Fly by night operators who claim to work under

the umbrella of direct selling

• Lack of knowledge

• Misinterpretation & Miscommunication
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