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LIVING LONG DYING SHORT
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But Inflation Is A Silent Killer

How Inflation Changed The Price Of A Cup Of Tea Over 33 Years.
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TRADITIONAL BUSINESS

High Investment - Capital
Overheads - Debt & Liability
Risk Factors - Fire Theft & Losses
Limited Scope - Competition & Low Margins
Uncertainty - Lockdown, Govt. Policy

DIRECT SELLING BUSINESS

Investment - Minimum Purchase
Time Freedom - Yes
Money Freedom - Yes
Position - Learn More - Earn More
Generation Future - Yes, 100% Secure
Scope - Luxurious Lifestyle & Fulfill Dreams/ )

JOB

Freedom Of Time - No

Money Freedom - No

Position - Eat & Earn
Status - Follow The Boss
Generation Future - No
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What is Direct Selling
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"The Movement Of A Product Or Service From The Manufacturer To The End Consumer
Through A Network Of Consumers, It Is A Direct Selling Business"

Mfg.

Manufacturing /

Brand / Company

DIRECT
SELLING
BUSINESS

50-60% Of Cost Is
Increased By The
Middleman

National Distributor

C & F Agent
Super Stockiest
Retailer

Advertisement

Customer
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[ Govt. Of India Ministry Of Consumer Affairs,

Food & Public Distribution

Department Of Consumers Affairs
Issues A Guideline For Direct Selling Industry

Dated - 9th September 2016

F.No. .21/18/2014-IT(Vol-l)
Government of India
Ministry of Consumer Affairs, Food & Public Distribution
Department of Consumer Affairs

Krishi Bhawan, New Delhi
Dated the 09" Sep, 2016

OFFICE MEMORANDUM

Subject:- Advisory to State Governments /Union Territories on Model Guidelines
on Direct selling

An Inter-Ministerial Committee was constituted by the Government to look into
matters concerning the direct selling industry consisting of representatives from Ministry of
Finance, the Department of Industrial Policy and Promotion, Department of Legal Affairs,
Department of Information Technology and Ministry of Corporate Affairs, besides
representatives of State Governments of Delhi, Andhra Pradesh and Kerala. Consultations
with stakeholders were also held

2. Based on the deliberation of the Inter Ministerial Committee and consultation with
Stakeholders, the model guidelines on direct seling have been formulated. State
Governments/UTs may kindly take necessary action to implement the same. It is envisaged
in the guidelines that the State Governments will set up a mechanism to monitor/supervise
the activities of Direct Sellers, Direct Selling Entity regarding compliance of the guidelines for
Direct Selling

3 Any direct selling entity conducting direct selling activities shall submit an undertaking
to the Department of Consumer Affairs within 90 days, stating that it is in compliance with
these guidelines and shall also provide details of its incorporation

Enclosure: Model Guidelines on Direct Selling. f] I
C-E”'&{ o4 2al¢
(Mohd. Zakir Hussain)
Director (IT)
Phone.No.23384390
To
All Chief Secretaries of States/ Administrators of UTs

Copy for Kind information to:

1. Prime Minister Office.

2. CEO,NITI Aayog

3. Department of Financial Service, Department of Industrial Policy and Promation,
Department of Legal Affairs, Department of Information Technology and Ministry of
Corporate Affairs.

www.anantammarketing.com
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About Karnataka State Open University
(KSOU)-Manasagangothri.

Karnataka State Open University (KSOU) is 2 well-known university imparting quality
education for all without any physical boundaries. KSQU is a wing of reputed Mysore
University, popularly known as Manasagangothri. People who are willing to obtain knowledge
and certificate KSOU is the best university. KSOU was established in 1996.

ndustry Recognition & Guidelines
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MINISTRY OF CONSUMER AFFAIRS, FOOD AND PUBLIC DISTRIBUTION
(Department of Consumer Affairs)
NOTIFICATION
New Delhi. the 28th December. 2021

GSR. B89(E).—In exerise of the powers conferred by clause (zg) of sub-section (2) of
section 101 read with section 94 of the Consumer Protection Act. 2019, the Central Government hereby
makes the following rules, namely:-

1. Short title and commencement. — (1) These rules may be called the Consumer Protection (Direct
Selling) Rules, 2021

(2) They shall come into force on the date of their publication in the Official Gazette.
2. Application. — (1) Save as otherwise expressly provided, these rules shall apply to—
(a) all goods and services bought or sold through direct selling;
(b)all models of direct selling:

(c) all direct selling entitics offering goods and services to consumers in India:

(d)all forms of unfair ira

e practices across all models of direct selling

Provided that existing direct selling entities shall comply with the provisions of these rules within ninery
days from the date of publication of these rules in the Official Gazette;

(2) Nowithstanding anything contained in sub-rule (1), these rules shall also apply to a direct selling entity
which is nat established in India, but offers goods or services to consumers in

3. Definitions. — (1) In these rules, unless the context otherwise requires,—
(@) "Act” means the Consumer Protection Act, 2019 (35 of 2019);

(b) “cooling-off period” means a period of time given to a participant to cancel the agreement he has
entered into for participating in the direct selling business without resulting in any breach of contract or
kevy of penalty;

(¢) "direct seller” means a person authorized by a direct selling entity through a legally enforceable writlen
contract to undertake direct sclling business on prncipal o principal basis;

(d) "direct selling entity” means the principal entity which sells or offers to sell goods or services
through direct sellers, but does not include an entity which is engaged in a Pyramid Scheme or money
circulation scheme:

(f) "money circulation scheme” means the schemes defined in clause () of section 2 of the Prize Chits and
Money Circulation Schemes (Banning) Act, 1978 (43 of 1978);
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Guidelines for high growth potential direct
selling ind in final stages

1y ENS Economic Bureau A
Last Uy 9th June AM AvA A 1D

KOCHI: The direct selling industry in the country has the potential to
reach a size of Rs 64,500 crore by 2025 from Rs 7,500 crore now,
according to a FICCI-KPMG report.

The report, titled, ‘Direct Selling: - A Global Industry, Empowering
Millions', attributes the growing share of middle income households,
growth in consumer markets and an increase in the penetration of
direct selling to globally comparable levels as reasons for the growth of
the industry.

The industry in 2013-14 provided self-employment to nearly 145,000~
175,000 female direct sellers. It will provide self-employment
opportunities to 400,000-500,000 people in nine years.

TOTAL QUALITY MANAGEMENT

“We acknowledge the contribution of this industry and we have worked
hard on preparing the guidelines for the industry. It is in the final stages.

CONTACT Information :
ANITECH

bl Floor, Shree Tulasi Towers, Plot # 672, 11° main, ¢ Block, Jayanagar,
Bengaluru-560011.

Ph: 8904080802/9886648259. 080-42351180/81

of app and will be released very soon,” said Chandralekha
Malviya, Principal Advisor, Ministry for Consumer Affairs, Food and
Public Distribution.

At a CAGR of 43 per cent, Delhi has been one of the fastest growing
direct selling states in India between FY10 and FY14. While the direct
selling industry has witnessed reasonable growth in the past few years,
the industry faces certain which i the
industry in FY13 & FY 14, it noted.

Anukul Agrawal, CEO at Vestige Marketin said, “We are very encouraged
to learn from the Ministry that the guidelines will be issued very soon.
Direct selling industry will strictly follow the guidelines.”

Highlighting the growth contributors, the report suggests that the

Direct selling industry could expand
to Rs 64,500 cr by 2025: FICCI-

KPMG

Gujarat market potential estmated 3¢ Rs 5.000 cr by 2025
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An Introduction To India's Growing Startup Ideas And Help Create Jobs For Indian Youth Who Dream Big.
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Profile And Vision Of Dur Founders ) aNANTAM -
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MR. DEVKI NANDAN YADAV MR. LEELA RAM SAINI

C.E.0 & FOUNDER MARKERING HEAD & FOLINDER

Anantam Marketing Private Limited Anantam Marketing Private Limited

PROFESSIONAL EXPERIENCE

3 YEARS + Rich Corporate Professional Experience in
ICICI Bank

8 YEARS + of Strong Network Marketing Experience 3
Traveled Abroad, Bought 3 Cars And Today Is Living A
Luxury Lifestyle Through Network Marketing.

PROFESSIONAL EXPERIENCE

8 YEARS + of Strong Network Marketing Experience
Traveled Abroad, Bought 2 Cars And Living A Luxury
Lifestyle Today, He Has Proved Himself In Network
Marketing.

| Strongly Believe In Robert T. Kiyosaki's Words

INNETWORK MARKETING, THE WHOLE POINT IS NOT TO SELL A
PRODUCT BUT TO BUILD A BIG NETWORK, AN ARMY OF PEOPLE
REPRESENTING THAT SAME PRODUCT OR SERVICE TO SHARE WITH OTHERS. ’ ’

| Strongly Believe In Thomas Edison’s Words ‘

MANY OF LIFE'S FAILURES ARE PEOPLE WHO DID NOT REALIZE
HOW CLOSE THEY WERE TO SUCCESS WHEN THEY GAVE UP. ’ ’

Our Vision Is To Create A Thriving And Impactful Organization That Not Only Excels
In The World Of Business But Also Plays A Significant Role In Empowering Women
And Addressing Unemployment Challenges.

b Our Commitment Is To Provide A Nurturing And Inclusive Environment Where
Women Can Unleash Their Potential, Take Charge Of Their Financial Independence,
And Fulfill Their Entrepreneurial Dreams.

As A Responsible Corporate Entity, We Are Committed To Addressing
Unemployment Challenges In The Regions Where We Operate. We Envision Our
Company As A Source Of Opportunities, Not Just For Our Direct Sellers, But Also For
The Broader Community.

@®ee e =
e www.anantammarketing.com 3
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We Are Completing All The Legal Documents Required As A Direct Selling Gompany.
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Our Joining Methads with 1000 PV
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RETAIL PRI]FIT lIP 10 40%

If A Direct Seller Buys The Product As
Per His/Her Choice, He/She Will Get
The Product At DP And Not At MRP.

MRP - DP = RETAIL PROFIT

MRP DP RETAIL PROFIT

2999 2300 699
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FAST TRACK BONUS= 40%

0 a2l/-

A A A A
N’ N’

1000 BV {000 BY

10 PAIR MAXIMUM CAPPING IN A SINGLE CLOSING CYCLE
10 PAIR X 927 = 2270/

CYCLE1- 1200 AMTO1Z00PM
CYCLE 2 - 12:00 PM T0O 12:00 AM

pemmmansy j <1010

MAXIMUM EARNING WITH BOTH CYCLE IN 24 HOURS = 5270 (cycLe 1) + 2270 (cycie 2) = 10940/ PER DAY
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Anantam Success Plan & Types of income Wanantam
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Maximum Earning With Unlimited Depth Without An_y Limit
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Anantam Success Plan & Types of income DENANTAM -
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TEAM LEVEL BONUS= 107

/ \
LEVEL - { 0% \
-- +» 10000 ]10% of L1=1000
LEVEL - 5% / \
LEVEL = 50000 | 5% of L2 = 2500
., 7 X
LEVEL - 4 > 1lac | 2% of L3=2000
LEVEL - 5 1% / \
[ - 2 9lac
RN
[ o ) 10 Lac ]1% of L5 =10000

] 2% of L4= 10000
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Anantam Rank Auhievement Bonus INananTam T
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RANK ACHIEVEMENT BONUS

RANK REWARD POINT MATCHING REWARDS
BRONZE 10:10 BRANDED T-SHIRT
SILVER NEXT 20: 20 BRANDED BAG + DIARY
BOLD NEXT 55 : 55 15 LAC ACCIDENTAL COVER
PEARL NEXT 110 : 10 DOMESTIC TOUR
TOPAZ NEXT 250 : 250 BRAND NEW MOBILE/TAR
EMERALD NEXT BBO : B INTERNATIONAL TOUR + 50 K CASH
RUBY NEXT 1250 : 1250 SUPER SPLENDOR BIKE + | LA CASH
DIAMOND NEXT 4500 : 4500 4.5LAC GOLD
DOUBLE DIAMOND NEXT 12500 : 12500 INTERNATIONAL COUPLE TOUR + & LAC CASH
TRIPLE DIAMOND NEXT 25500 : 25500 15 LAC CASH
VENLS NEXT 45K : 45K 25 LAL CASH
MERCURY NEXT 70K : 70K AUDY CAR UPTO 45 LAC
CROWN DIAMOND NEXT 100K - 100K INTERNATIONAL COUPLE TOUR + B0 LAC CASH
e NEXT 200K : 200K LUXURY VILLA IN JAIPUR LTD | GR
e 1 - Vo eo®
g www.anantammarketing.com 3
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Download Our Education System App

AU
SMALL

FINANCE
BANK

ANANTAM MARKETING PRIVATE LIMITED
Bank - AU Small Finance Bank
A/C No.- 2302218948584407

|FSC CODE - AUBLDOD2189

Branch - Raghu Marg Alwar
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TEJAS MEN CARE JUICE WITH CORDYCEPS |
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Urban Signature Premium Suit Length l I‘ aYananTam

Urban Signature Has Always Maintained Its Splendid Reputation In The Clothing Industry By
Introducing Simplistic Yet Classically Intricate Designs That Not Only Reflect The Luxury Of
< Apparels But Also Produce An Appearance That Sets Anyone Away From The Ordinary.

WHY URBAN SIGNATURE SUIT LENGTH?

Stylish And Sophisticated, A Fine Clothing Fabric.

» AVersatile Fabric Makes It A Perfect Choice For Business Clothing, Suits, Formal
Wear, Party Wear, Casual And Evening Wear.

 This Fabric Has A Soft Touch Finish To It, Making It Feel Like A Very High-end
Fabric.

 This Fabric Is Slightly Absorbent, And IS Great For Perspiration, Making It Feel

l

NananTam

HLONTTLI7S
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o Even Better On Skin.
 This Fabric Is For All Indian Seasons - Summer Wear, Spring Wear, Winter Wear Or
Autumn Wear.
: » AGreat Style And Perfect Fit Are Instrumental For Dressing. Look Cool And
th(lj \“\ 3 Smart, Feel Comfort And Make The Right Impression With This Suits Fabric.
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""" Stay On Present &
; Dreamlng Big Dreams

See The Future With /¥

Anantam & Complete ".'
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