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PREVAILING THE PANDEMIC 
What an unexpected year this has been. As the world continues to cope 

with COVID-19 and implement various quarantine measures, we are  

deepening our understanding of how to fully work from home. The global 

pandemic brings us closer to the reality faced by our distributors and helps 

us become even more attentive to their needs, hopefully sparking further 

development of online business tools to help them succeed in their  

day-to-day business life. 

Although this pandemic is a serious crisis, please remember that we will 

prevail and COVID-19 will eventually pass. And while it’s no doubt that direct selling has been affected, 

it’s also important to note that the negative impact on our industry is less severe than on traditional retail. 

By ensuring that our distributors can continue their businesses to the furthest extent possible, direct 

selling can emerge from the crisis stronger than before. 

Enabling continued business conduct for our distributors obviously presupposes that business can  

be conducted safely and fully compliant with any local restrictions. I urge you to rigorously follow all  

governmental and health authorities’ instructions. As physical meetings in many areas continue to be 

prohibited or restricted, we must take adequate measures to ensure that our distributors comply. 

In these times, I would also like to remind our entire direct selling community of how important it is that 

companies and distributors deliver only accurate, substantiated product and opportunity claims. We 

cannot allow this tragic crisis to be inappropriately exploited. Unsubstantiated or exaggerated product 

claims are never tolerable, but even more so now when there is so much at stake––you do not want your 

businesses to be perceived as profiting from a global pandemic. Any such infractions will be dealt with 

directly and immediately by our member DSAs as a violation of our World Code of Conduct and specific 

Codes of Ethics in individual countries. 

Even though we can’t meet in person, we can take the opportunity to help one another in every way 

possible. We can check in on friends, family and networks through calls and video chats. We can provide 

reassurance and encouragement. We can share best tips on how to conduct business from home. We 

can simply wash our hands and stay home if we’re sick. Only by working together will we get through 

hard times, stay connected and come out stronger on the other side.

I’m confident that the pandemic has permanently changed our lives––we will not go back to our old 

habits but instead create a new normal. The future is here and now, and if we embrace it, I am positive  

it will be positive for direct selling industry.

Magnus Brannstrom 
Chiairman, Chief Executive Officer & President
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Founded in 1978 by 12 Direct Selling 

Associations (DSAs), the World Federation  

of Direct Selling Associations (WFDSA) is the  

leading international organization representing 

the global direct selling industry in more than 170 

countries.  

Today, WFDSA is based in the United States capital, 

Washington, DC. Our members are a diverse, dedicated 

group of more than 62 national and regional DSAs who 

share a common vision and voice to pursue the highest 

ethical conduct;  foster partnerships with government, 

consumer and academic leaders; strengthen the  

management of DSAs and their member companies;  

and promote greater understanding and support of direct 

selling worldwide.

All WFDSA members must implement the WFDSA World 

Code of Ethics for Direct Selling in their national Codes. 

The cornerstone of our commitment to ethical business 

practices and consumer protections, our Code of Ethics 

is a living document that is regularly enhanced to meet 

the demands of direct selling. All direct selling companies 

agree to be bound by these Codes as a condition of  

admission and continuous membership in a national 

association.170 
COUNTRIES  

 

62DSAs

WFDSA
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Learn more about the WFDSA Code of Ethics at wfdsa.org.4



n  Advocate the industry’s positions  

and interests with governments, media 

and key influencers like academic and 

consumer group leaders 

n  Develop, maintain and promote  

the highest global standards for  

responsible and ethical conduct in  

direct selling

n  Serve as a trusted global resource  

for information on direct selling

n  Facilitate interaction among direct  

selling executives on issues of  

importance to the industry

WHAT  
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WE DO



 A $180.5 BILLION    
INDUSTRY  
          Direct selling is an industry that transcends geography, culture and age, 

and it does not require any education, experience or financial means. 

Which is why millions of people around the world choose direct selling  

as a path to entrepreneurship. 

As its name states, direct selling is just that––direct, person-to-person sales of products or services. It differs 

from the broader retail industry in an important way: More than merely getting exclusive products and  

services into consumers’ hands, direct selling gives aspiring entrepreneurs the opportunity to own an 

independent business with low start-up costs, low overhead and low risk. 

These independent representatives affiliate with a direct selling company but enjoy the freedom of building 

a business on their own terms and time. Many join because they love a company’s products or services 

and want to purchase them at a discount. Others sell to their friends, family and communities and earn 

commissions on their sales. The most successful sponsor other independent representatives and mentor 

them into building successful businesses, too.

Worldwide, more than 119.9 million entrepreneurs earn their income by direct selling, representing some  

of the world’s most sought-after brands in nutrition, beauty, home care, jewelry, clothing, home decor  

and other products, as well as energy, telecommunications, legal, financial planning, insurance and  

other services. People of all ages and backgrounds succeed in direct selling––and they do it without any  

specific level of education, experience, financial resources or physical condition. Sellers receive training 

and support from established companies.

In 2019, direct selling accounted for more than $180.5 billion in retail sales globally—setting a new sales 

record for the industry.
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 Low (or no) Risk Business Ownership 

It takes very little, if any, capital or  

start-up costs.

 Extra Income 

Individuals set their own financial goals,  

business plan and pace.

 Flexibility  

Individuals choose when, how and how  

much they want to work.

Training and Mentorship 

It offers the chance to develop business  

expertise through free training, education  

and mentoring by experienced leaders.

Performance pays 

The greater your effort, the greater your  

earning potential.

 A $180.5 BILLION    
INDUSTRY  
          

WHY  
DIRECT 
SELLING?
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     We continually work to ensure that we are  

financially stable and have the appropriate policies,  

procedures and resources to serve our constituents and  

resolve the critical issues facing our industry for years  

to come. Each year, we strive to minimize risks as we  

continue to accomplish these goals. Looking back on  

2019, we’re proud to know that we’ve done that and more.

    Josephine Mills  
    Assistant Treasurer

“

”

GOVERNANCE
& FINANCE

The WFDSA is governed by the CEO Council, which is comprised of chief executive officers  

of leading direct selling companies around the world. The WFDSA chairman is a Council member elected  

by the Board of Delegates to serve a three-year term.

The CEO Council directs WFDSA affairs and establishes priorities. The Council meets annually 

 to address challenges and opportunities facing the industry and chart the action plan. The CEO Council 

approves the annual operating budget and program of work prepared by the WFDSA Operating Group.

In November, the annual CEO Council meeting was held in Mexico City, Mexico and focused  

on WFDSA key initiatives, company presentations on “Doing Business in Mexico” and an interactive  

session with Keith Abraham, a renowned international speaker, strategist and award-winning author.  

The next in person CEO Council meeting will be held in October, 2021, in conjunction with the World  

Congress XVII in Bangkok.

8



2019/2020 HIGH POINTS
Direct selling is a highly personal industry that thrives on robust relationships between  

companies, independent sales representatives, consumers and suppliers. The WFDSA,  

along with member DSAs and their member companies, is heavily invested in improving  

the quality of relationships between these groups by fostering trust, confidence and high  

standards for conduct. 

WFDSA strategic initiatives are designed to increase public awareness, understanding  

and support for the real and meaningful difference direct selling makes in economies,  

political systems and people’s lives around the world, every day. WFDSA and the national  

associations work closely together to educate key regulatory, consumer and academic  

groups and to promote consumer protection initiatives. 
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ETHICS
      Year 2019 has been great and successful for the  

Ethics Committee : we have worked continuously to  

continue to raise our Ethics standards, giving our industry 

clear and strong rules. New code enforcement around the 

world, importance of our code administrators as well as 

Ethics in the more and more digital world have been in the 

center of our meetings.

    Philippe Jacquelinet 
    Chairman

“

” 
The WFDSA Code of Ethics states that direct selling companies and independent sellers shall not use 

misleading, deceptive or unfair sales practices––and our expectations exceed local legal requirements 

more often than not. 

The Ethics Committee administers, promotes and enforces the Global Code of Ethics and  

implements programs to improve and strengthen the self-regulatory activities of WFDSA, local and 

regional associations, and their member companies. The committee facilitates interaction between 

association Code administrators and sharing of best practices across nations, as well as promotes 

awareness of the Code among member companies, media, regulators and consumer groups.
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ETHICS

2019/2020 HIGH POINTS
The Ethics Committee continued best practice discussions regarding Code of Ethics  

enforcement, the role of the Code Administrator and ethics in the digital era, as well as  

developing toolkits for DSAs to further enhance code enforcement and the membership  

review process. 

Congratulations to the following DSAs for participating in the global Code of Ethics  

Recognition Program and achieving Platinum Participant status for 2019: Colombia,  

Ecuador, Peru, Russia, Thailand and Ukraine.
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Around the world, our Advocacy Committee leads initiatives 

that develop and strengthen relationships with key industry 

stakeholders through third-party research and communication.   

      As I reflect on all that WFDSA has accomplished,  

I am proud of our collective efforts that have made a  

difference for so many societies and economies around 

the globe. We are united in our message, our brand and 

our purpose. Direct selling continues to evolve and thrive 

in the digital age, where people can work and earn on 

their own terms while being connected to a strong  

community. The Advocacy Committee is looking forward 

to the decade ahead, when industry innovators continue 

to support a path to entrepreneurship.  
    Kim Drabik      
    Chairman

“

”

ADVOCACY
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Advocacy Communications

Branding 
To build lasting brand equity worldwide, the Advocacy Committee unveiled a blended brand  

architecture, a rapid rollout approach that allows both our DSAs and Seldia to maintain their  

current logo identity within with the WFDSA brand structure.

Communications 
The WFDSA mobile App was enhanced and relaunched in the fall  

for greater connectivity, communication and sharing of resources, internally and 

externally. Download this digital tool on the Apple® App Store® or Google Play®.   

Media Outreach Guide 
The Concise Media Outreach Guide was launched to help DSAs and member companies  

more effectively communicate with the media. The guide offers practical tips on building  

relationships with journalists, including message development, effective media relations  

and media tips.   

2019/2020 HIGH POINTS
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WFDSA Board of Delegates & DSA of Italy 50th Anniversary

Hosted in May 2019 in Milan by the DSA of Italy, this meeting brought delegates from around the 

world together to discuss initiatives, exchange information and network with their peers.

A gala event followed celebrating the DSA of Italy’s 50th anniversary. WFDSA Chairman  

Magnus Brannstrom presented the DSA with a plaque commemorating its invaluable  

contributions for the development of the industry in Italy. 

Advocacy Events

2019/2020 HIGH POINTS
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Direct to the Consumer: What Stimulates the Development  
of the Direct Selling Industry in Ukraine

In 2018, Ukraine ranked third in Europe for direct selling market growth. In December 2019,  

DSA of Ukraine, in cooperation with WFDSA, held this conference in Kiev to further its growth and 

create a more favorable business environment in both Ukraine and its neighboring countries.

DSA representatives engaged in dialogue with various government bodies to carry out positive reforms 

that support independent entrepreneurs. A November 2019 social research “Raiting” study showed 

that microbusiness in Ukraine like direct selling had a significantly higher confidence rating (63%) over 

large corporations and other businesses. 

Advocacy Events

2019/2020 HIGH POINTS
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Advocacy Events

2019/2020 HIGH POINTS

Entrepreneur and Consumer—Steps Towards Each Other

In December, this XIV international conference was held in Moscow, Russia. Organized by DSA of  

Russia and the International Confederation of Consumer Societies (CONFOP), the event was conducted 

within the framework of the Asia-Pacific Economic Cooperation (APEC) and the Consumer Education 

and Protection Initiative (CEPI), with WFDSA support. More than 110 guests from Russia, Ukraine and  

Kazakhstan participated, including direct selling representatives; business associations; academia; the 

State Duma; the Eurasian Economic Commission; regional offices of the Federal Service for Supervision 

of Consumer Rights Protection and Human Welfare; and consumer advocate unions from more than 21 

regions of Russia, Belarus and Kazakhstan. WFDSA Chairman Magnus Brannstrom keynoted the event.
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DSA of France Academic Seminar

In April, WFDSA supported the seventh academic 

seminar at the EMLYON Business School in Paris.  

Academics, students, direct selling executives and 

other participants discussed various omnichannel 

strategies for attracting customers while optimizing 

and streamlining the user experience. WFDSA  

Executive Director Tamuna Gabilaia spoke on the 

global direct selling industry and worldwide  

entrepreneurship trends.

Advocacy Events

2019/2020 HIGH POINTS
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World Congress––Tomorrow is Now
Due to the COVID-19 pandemic, this global event has been postponed until October, 2021  

in Bangkok, Thailand. Register online at https://www.wfdsa2020bangkok.com/registration.  



The Global Regulatory Affairs Committee protects the direct selling opportunity by providing 

proactive, strategic and tactical government/regulatory affairs support to national DSAs, to  

ultimately address and resolve direct selling issues. The committee facilitates global information 

sharing by developing proactive best practices that are shared through education and training, as  

well as providing consulting and advocacy assistance, when appropriate. The committee encourages 

member companies to visibly promote good causes, conducts fundamental regulatory training for 

member companies and creates position papers on behalf of the direct selling industry.

      The regulatory framework for direct selling is under  

constant evolution, and over the last 12 months we have  

seen a heightened interest for both self-regulation and  

legislative actions in many parts of the world. I’d like to  

thank in particular the national DSAs of USA, Mexico,  

India and Indonesia for their outstanding advocacy  

efforts during the period.                             

     Pontus Andreasson 
     Chairman

GLOBAL
REGULATORY AFFAIRS

”

“

18



The Global Regulatory Affairs Committee continued to maintain the Global Threat Report  

and legal compendium, while developing boilerplate statements on common interest  

topics within direct selling like the rationale behind team-based compensation and  

general arguments for self-regulation. 

The committee also continued to expand its regulatory toolbox with examples of direct  

selling-specific consumer protection legislation around the world that should be promoted  

by the industry and used in discussions with global policymakers. Additional initiatives  

included enhanced collaboration with semi-governmental direct selling research centers,  

as well as supporting the WFDSA in the efforts to establish more direct selling industry  

advocacy platforms in China. 

GLOBAL
REGULATORY AFFAIRS

2019/2020 HIGH POINTS
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     This year’s high activity amid a booming world economy 

made recruiting a challenge. DSAs shared ideas on how to 

message and respond to regulatory and media-related issues. 

In 2020, we will need a paradigm shift in the global economy 

and upheavals in how we do business. The WFDSA will be 

more important than ever in helping members find ways to  

go forward. 
                            Garth Wyllie 
    Chairman

“

ASSOCIATION
SERVICES

” 

WFDSA Secretaries Seminar 

In May, in conjunction with DSA of Italy’s 50th anniversary convention and gala dinner, DSA  

Executive Directors from all over the world gathered in Milan for this event. They exchanged 

 information and shared best practices with one another. Secretaries and company executives from 

regional DSAs across Europe and Africa met to brainstorm industry issues, exchange best practic-

es and review DSA performance standards and new initiatives.
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In September, DSA of India hosted this program for  

the Asia/Pacific/Middle East DSAs in New Delhi, in  

conjunction with its own educational event. Secretaries 

and company executives from the above regions  

participated in both events. Honorable Minister of State 

for Finance & Corporate Affairs Anurag Singh Thakur, 

along with WFDSA Executive Director Tamuna Gabilaia 

and DSAs from the Asia Pacific region, launched the 

DSA of India Annual Survey Report.  

DSA Standards 
Level Achievements
Congratulations to members who requalified or 
reached the following DSA Standards in 2019.

Platinum

In November, DSA of Ecuador hosted this program 

for Latin America DSAs in Quito. Secretaries and 

company executives across Latin and Central 

America participated. See video highlights here:  

https://youtu.be/r4IMawksKjQ. Ecuadorian President 

Lenin Moreno visited the event and listened to  

updates on the industry and women’s economic 

empowerment efforts.  

New Zealand 

Peru 

Philippines

Poland 

Russia 

South Africa 

Thailand  

Ukraine

United States

Costa Rica

Croatia

Czech Republic

WFDSA Performance Programs

Gold

Silver

Bronze

Portugal

Slovakia

Slovenia

Argentina 

Australia 

Brazil 

Colombia

Ecuador

France

India

Italy

Malaysia

Mexico

Korea

Latvia

Lithuania

Spain

Chinese Taipei

UK

Canada 

Chile

Estonia 

Indonesia

Japan

Kazakhstan

Bolivia

Finland

Guatalmala

Hong Kong

Hungary

Ireland

Netherlands

Singapore

Sweden

UAE



4 0F 4 REGIONS had sales growth, if we exclude China 

78% of GLOBAL SALES are generated by The top 10 countries.

During Q1 of 2019, the Chinese Government implement a 100 Day Review of the nutrition 

supplement industry. While this action was not related specifically to the direct selling  

industry, it had a significant impact on certain sectors of the industry. The disruptive nature 

of this event affected the availability of some data, therefore the WFSDA estimate of China 

sales is based on the data sources available and is directional only.

GLOBAL BUSINESS  
RESULTS
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GLOBAL SALES 
IN USD BILLIONS 180.5

Asia excluding China* 54.9—up 2.2%

 China*  24.0—down 0.3% 

Americas  61.8—up 0.7%

Europe  37.9—up 0.8%

Africa & Middle East        1.9—up 11.6%

GLOBAL SALES FORCE 
119.9 MILLION

Asia excluding China* 64.3—down 0.9%

 China*    4.1—down 26.0% 

Americas  30.9—up 0.1%

Europe  14.1—down 1.6%

Africa & Middle East        6.5—up 2.1%

Asia* 
57%

Americas 
26%

Europe 
12%

Africa & 
Middle East 
5%

Africa & 
Middle East 
1%

Asia*
44%

Americas
32%

Europe
21%



TOP 10 MARKETS

GLOBAL DIRECT SALES

UP AGAIN
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Excluding China sales, the industry continued growth with a three-year compound annual

growth rate of 1.5% for the 2016-2019 period. (CAGR including China was -0.3%)

149.6
2016

150.0
2017

154.4
2018

156.5
2019

IN USD BILLIONS

IN USD BILLIONS

Sales figures are expressed in 2019 Constant USD at Estimated Retail, less value-added tax.

 1.   United States  35,210

 2.  China   23,954

 3.  Korea 17,683

 4.  Germany   17,453 

 5.  Japan   15,624

 6.  Brazil    9,760

 7.  Malaysia      6,116

 8.  Mexico    5,385

  8.  France       5,184

 10.  Taiwan, China  3,650

United States is the #1  
Top Selling Market in the World in 2019.  

182.1 188.7 180.5185.6 Including China

Excluding China
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ON RAMP TO SUCCESS

Direct Selling is equally attractive as an earning opportunity among all age groups.

7%
Aged 18-24

19%
Aged 25-34

26%
Aged 35-44

25%
Aged 45-54

23%
Aged 55+

PEOPLE 
OF DIRECT SELLING



25

119.9 MILLION  
 PEOPLE IN DIRECT SELLING

113.6
2016

119.6
2017

122
2018

119.9
2019

IN MILLIONS

As the “gig economy” and more flexible earning options become more common, we see  

a steady increase in the percentage of men involved in direct selling.

74% WOMEN / 26% MEN

Global sales were generated by 119.9 million independent representatives,  

a decrease of 1.7% from 2019. The sales force has expanded at a  

three-year compound annual growth rate of 1.8% from 2016-2019.

OF THESE 119.9 MILLION…

n    15.2 million are full-time, devoting 30+ hours weekly  

to building their direct selling businesses.

n    44.2 million are part-time, devoting up to 30 hours  

weekly to building their businesses.

n    60.5 million others include those who have recently  

joined; many who join because they love the product and want  

to purchase at a discount; and others who join but just never  

become active.

An emerging trend is the increase of “Preferred Customer” programs,  

withover 40% of countries reporting such programs in 2019. These  

programsoften attract those who would previously have signed as 

independent representatives and been included in the “Others” count above.
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GLOBAL

SALES BY PRODUCT

Cosmetics/Personal Care (28.6%) and Wellness Products (35.6%) together account for more than

64% of category sales (consistent with prior year). Household Goods & Durables are slightly down

from 2018 at 11.5% vs 12.8% in 2019. Other categories remain fairly stable.

12.0
6.1%

28.6%

11.5%

35.6%

2.8% 2.1% 3.1% 1.7% 3.0% 3.9% 1.6%

51.6

3.9

20.8

64.3

3.8 5.6
3.1

5.4 7.0 2.9

Clothing & 
Accessories

Cosmetics 
& Personal 
Care

Home Care Household 
Goods & 
Durables

Wellness Books, Toys, 
Stationery, 
Etc.

Foodstuff & 
Beverages

Home  
Improvement

Utilities Financial 
Services

Other

IN USD BILLIONS



EMERGING V. ADVANCED 

Direct Selling is in more than 170 countries, covering both  
emerging and advanced economies.
Advanced markets hold a 60.5% share of global direct selling. The emerging markets, including  

China hold 39.5% of the global direct selling share in 2019.

Emerging markets continue to present growth opportunities.
Excluding China, emerging markets grew by 3.7% over 2018, with a three-year compound annual

growth rate of 4.5% (2016-2019), outpacing overall industry growth.

EmergingAdvanced
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ECONOMIES



We are a global industry made up of direct sellers who, through corporate philanthropy, have the  

privilege and pleasure of giving back to people and communities where we live and work around the 

world. More than four in five direct selling companies (82%) have corporate philanthropy activities,  

based on a WFDSA survey of 63 companies. 

Direct sellers have a history of stepping up to help the less fortunate by making an enduring impact 

through supporting education, arts, culture, environmental protection, economic development and other 

causes. While the origins of our giving, how we give, what we give and who benefits differ by direct 

selling company and individual representative, they share a common commitment to lead with a servant’s 

heart. Of particular note is the way in which gave generously and positively as the Coronavirus pandemic 

swept the globe from January to May 2020. 

GLOBAL

PHILANTHROPY

The Origins of Our Giving
How direct selling companies began their involvement in philanthropy is as diverse as the companies in the industry:

• One in four with philanthropy activities (27%) has had such activities since the inception of their  

companies, and often it is rooted in the values of the companies’ founders.

• Some companies start their philanthropy by establishing a charitable organization.

Source: WFDSA 2020 Direct Selling Worldwide Corporate Philanthropy Survey.

Philanthropy After 
Founded, 73%

Philanthropy 
Since Founded, 
27%

DIRECT SELLERS WITH PHILANTHROPY ACTIVITIES SINCE THEIR FOUNDING
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GLOBAL

PHILANTHROPY How We Give
Giving back to charities and non-governmental organizations (NGOs) plays a central role in direct sellers 

with philanthropic activities––nine in 10 support or partner with charities or NGOs. Fifty percent support  

or partner with one or two such organizations; 25% with three to 10; and 25% with 11 or more. One-half 

(48%) of direct selling companies with philanthropy work with other charitable organizations or other  

direct sellers on causes of mutual interest.

The top three criteria in determining financial contributions are:

 1. Sharing the same values and goals as the company

 2. The impact and effectiveness of the organization 

 3. The reputation and legal status of the organization

The top three criteria in determining non-financial contributions are:

 1. Sharing the same values and goals as the company

 2. The impact and effectiveness of the organization 

 3. The needs of the organization

Direct seller contributions take many forms. Nine in ten (88%) make cash donations; 62% use  

cause-related marketing; 53% donate employee and representative time; 50% make in-kind donations; 

44% sponsor charitable events and 35% match a pre-set percentage of employee and representative  

donations. Most commonly, companies use a mix of three forms of contribution (26%).

Note: Percentages do not sum 100% because more than one criterion could be volunteered.
Source: WFDSA 2020 Direct Selling Worldwide Corporate Philanthropy Survey.

TYPES OF CONTRIBUTIONS MADE BY DIRECT SELLING COMPANIES 
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Cash Donations

Cause-Related Marketing

Matching Fund Programs

Sponsorships

In-Kind Donations

Volunteerism

88%

62%

53%

50%

44%

35%



HIGHLIGHTS

GLOBAL

PHILANTHROPY
Where We Give
The philanthropy of direct selling companies spans the globe. Twenty-nine survey respondents reported 

philanthropy activities in 81 countries, including one in Africa, 18 in Asia/Pacific, 47 in Europe, one in the 

Middle East, seven in North America and seven in South America. Of the 29 respondents, 34% are in 1 or 2 

countries, 31% are in 3 to 10 and 34% are in 11 or more.

Among the 81 countries, the number of respondents with philanthropy activities in each country ranges  

from one to 14.

Note: Percentages do not sum 100% because more than one criterion could be volunteered.
Source: WFDSA 2020 Direct Selling Worldwide Corporate Philanthropy Survey.

NUMBER OF COUNTRIES IN WHICH DIRECT SELLING COMPANIES HAVE PHILANTHROPY
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11+, 34%

1 – 2, 34%

3 – 10, 31%



GLOBAL

PHILANTHROPY
What We Give
Direct selling companies and their representatives continue to make financial contributions to charitable and 

philanthropic causes worldwide. 

Twenty-five respondents reported contributions of $44.8 million to charitable or philanthropic causes in 2019, 

for an average contribution of $1.8 million. Twenty-four companies reported donating $41.6 million in 2019, 

for an average corporate contribution of $1.7 million.

Eight companies reported that their independent representatives donated $3.1 million in 2019, for an  

average of $389,000. These contributions accounted for 7% of total contributions in 2019.

AREAS SUPPORTED BY FINANCIAL DONATIONS OR VOLUNTEERING

Who Benefits From Our Giving
Causes, communities and people around the world benefit from the philanthropy of the direct selling industry. 

Ninety-one percent of direct selling companies with philanthropy activities support health and human services 

through financial donations or volunteer participation. Education is supported by 66%; environmental  

protection and conservation by 47%; economic development by 28%; and art and culture by 19%.

Twenty-eight percent of respondents with philanthropy support just one area through financial donations 

or volunteering, while 22% support two areas, 28% support three; 16% support four and 6% support five. 

These activities benefit many types of people, particularly children (69%) and women (25%). 

In 2019, 11 companies reported that 3.4 million people benefited from their corporate support and six  

companies reported that 188,000 people benefited from charitable/philanthropic causes supported by their 

independent representatives.

Note: Percentages do not sum 100% because more than one criterion could be volunteered.
Source: WFDSA 2020 Direct Selling Worldwide Corporate Philanthropy Survey.

31

Health & Human Services

Education

Arts & Culture

Economic Development

Environmental Protection/
Conservation

91%

66%

47%

28%

19%



WHAT THE  

WORLD 
IS SAYING

“WFDSA brilliantly leads and supports DSAs across the world with  

outstanding opportunities to promote the industry, share experiences, train 

on how to improve as non-governmental organizations and identify practical 

solutions that solve challenging problems and, most importantly, assist our 

member companies with robust ethics standards and market knowledge.” 
– Alfonso Silva, Director and Secretary to the Board, DSA of Chile 

“We remain thankful for the enormous pool of continuous, shared  

knowledge. Performance Seminars and other international events have helped 

our understanding of international best practices. WFDSA has emerged as  

a vital platform for working collectively to better our global industry.”– Chetan Bhardwaj, General Manager, DSA of India

“A direct selling industry based on personal contact between  

manufacturers and consumers is quite significant in a crisis. Self-regulation, 

consumer opinions, advocating for the interests of small entrepreneurs and 

discussing regulations have been on our and the WFDSA’s agendas for 

years. Representing collective interests is necessary.”  
– Dmitry Yanin, Chairman, International Confederation of Consumer Societies (CONFOP)


