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AGREEMENT BETWEEN COMPANY AND MRECT SELLER/DISTRIBUTOR

THIS AGREEMENT is made on __ond between RUDRAMANI SMART BUSINESS LLP . waith its principal place of business located at
Repd. {(ffice:- A 06, 0STWAL TOWER 3, BHAYANDAR, KHAREGAON, BHAYANDAR EAST, MIRA BHAYANDAR, MAHARASHTRA 401105 [ fthe company) and
Sir/Ms. Addidress. {the “[stributor” ).

WOW, THEREFORE, in consideration of the promises herematter made by the parties hereto, it 15 agreed as follows:

L Appointment:-. The Company hereby appoints Mr./Ms as 1 [irect Seller| Distributor) From dated d Mo,

and grants Direct seller nght to sell the Products of the Company listed i the Product List by following new model guidelines of direct selling issued by the
Crovernment.

LKYC Documents:-. Company has authonty te Collect the KYC documents ot the time of distributorship as per the new model guidelines, Incomplete KYC of the
direct selbers will act as a voud Contract as a resalt will be not eligible for joining any activities of the company.

3.Price:-, Distnbutor can only sell the product on the company price list

4. Taxations:_ . The Company herchy agree te Pay all the taxes e TDS on Commission. Company will act as o medium tor the payment of the tax. Tax wll deduwcted
From the Commission of the Direct selker.

5.Commission dishursement:-, Company will anly pay the commission as per the Company Income Plan. All payment will be disburse with the deduction of tax if
applicable.

bisi_pd_g Of Payment-. For any Commussion Disbursement Company will use Chegque, RTGS or NEFT as 8 mode of the payment .

T.Customer care:-For any complaimt & enguiry regarding Products compuny has online & offline facality 1s available.

#.1dentity card:- Company will provide proper Identity Card to the Direct seller including your company name, direct seller name & address, [0 no.. Direct seller
mohile no., date of joining, office address & customer care no.

. Buy-Back Policy:-Company has a facility of buy back guaraniee e Any Consumer or Direct Seller can take benefit of Buy back guarantee only after the
investigation by Redressal committee which can be exercised within a pesiod of 30 days from the buying date of the products.

10.Cooling off period:- Company provide coaling —off period 1o direct seller Le any direct seller can take benefit of cooling-off perind only after the investigation
b redressal committee which can be exercised within period of 25 days from the jomning of the company.

11.Contract validity:- Validity of contract will be for two years from the last purchase of goods of the company by the Direct Seller. In that case company will
provide o notiee of 30 days before the termination of the contrace. Termination of the contract will lead 1o the Blocking the 1D no. frem the electronic system of the
company.

12.Marketing Touds:-Company will provide marketing tools such as Product brochure, [ncome Flan Brochure for marketing. any other tools which is made by

[irect sellers before implementation its bos to be venfied from the management of the company.

13.Records of business:-Company will mamtain Direct Sellers business records electronically 1.e your commission taxes, product purchase & everything which is
important for sur business.

14.Fees:-Company will not charge any fees such as repewal fees, traming, product demonstration. or to be paricipate m any activities of the company.
15.Commission Payvment:- Company will pay the all commission on the daily,weekly.monthly as per the Income plan.

6. Area of Operation:-Direct seller can sell or promote the product anywhers in Indin.

17.Free Joining:-Company not compel or induee the Direct Seller to purchase goods m an amount that exceeds an amount that can be expected to be sold to
consumers within o reasonable period of time.

18.Convevance:- Company does not provide any type of convevance bo the Direct sellers for Marketing such as travelling expenses, accommaoduation cte.

19.Direct sellers & Consumer Complains:- Company has o facility of recewving complains regarding anything which is part of the company will solved within

45 dovs from the date of complaining. Complain can be filed online or offline. Company  Redressol commigtee wilk be incharge.

W.GET:- Company will menitor all the purchases of the direct selber on 0 monthly basis once the purchase vabwe crosses the (ST threshold the direct seller has to pay
the GST.

11.Fullowing Bules to be followed by Direct Sellers:-

aj[hrect seller should carry wentity card while performing histher activities in the market.

biDirect seller does not visit the customer premises without pror appomtment (approval.

cirect seller should provide complete & truth information about himeher selt . company details, product details, buy-back polty. cooling of penod, customer care no.,
consumer redressal committes detazls.

diDirect seller should follow the system of after sales service.

ejDarect seller should keep record of order date total amount to be paid by the consumer along wath proper bill & recept.

filrect seller should keep records of t ime & place for inspection of sample and delivery of goods.

iDirect sellers should keep proper book of accounts stating the details of the products, price, tx and the quantity and such other details m respect of the goods sold
by him'her, in such form as per applicable o,

12.Direet sellers Shall not:-

n)Lse misleading ,deceptive or unfair trade practices

bUse misleading false deceptive or unfair recruiting practices, including misrepresentation of actual or patential sabes or eomings and advantages of direct selling t
any prospective direct seller, in their interaction with prospective direct sellers.

¢}Make ony factual representation o a prospective direct seller that cannot be venfied or make any promise that cannot be fulfilled.

d)Present any advantages of derect selling to any prospective direct seller i false and / or o deceptive manner.

efKnowingly make, omit, engage, or cause permit to be made, any representation relating to the direct selling operation, including remuneration system and agreement
hetween the direct selling entity and the direct seller, or the goods and ! or services being sold by such direct seller which is false and ( or misleading.

fiRequine or encourage direct sellers recruited by the first mentioned direct seller to purchase goods and | or services in unreasonably lorge ameunts.

EiProvided any literature and |/ or training material not restricted to collateral issued by the direct selling entity, to @ prospective and / or existing direct szller both
within and outside the parent direct selling entity, which has not been approved by the parent direct selling entity.

b Fequane prospective or existing direct sellers to purchase any literature or fraining matenals or sales demonstration equipment.

23 Incase of distnbutor found guilty in any matters regarding exploiting company.breaking policies ebe.company hus night fo take amy action,

24 Incase of any distnbutor joined other company & found glty for harming company m any manner such as team disturbing et company has right to take any action,
5 Incase of any disputes & conflicts Management decision will be final.
26 Incase of any begal matters will subject to Mumbai Jurisdiction onty.

Authorised Signatory

Direct Seller / Distributor Signature
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