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al the tj’[ﬁ-(! r{fmufnhqrtnf "“”'I\'t’unx ”‘, . IHH ons of 5- 10 _74_}.1,{”._”,{{3 are frmkmg_ﬁu' work This study /””%J{!
research was conducted with 4 ('lH'rvn: {Af;; x'ﬂ tnemployment and poverty in India, with a focus on Kcm/r: | he
and job creation, on the one hand and M business owner The findings revealed that multilevel marketing
significant posilive association T]w.m” :, "””mh’“” marketing and revenue production, on the other., had a
new downlines, as well as high produc 'r}(_”{"_ ”f‘mlf/nk:rvl marketing distributors have difficulties in recruiling
The Mudy suggests that the government Iu:x‘h l'.xp/m!mrm; and inventory piling, on the other hand, Fww rare
nation to assist local economie and i-:;;”f( 8 RECAL Jikmes fn el i SSSRSIOCIENE R ”;;
prm*idc business pu(-kages specifically fair rh; jn:;:;:ﬁf;?;w”' among other things MIM businesses shou

' shed
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According 1o the

Introduction

India 1s fa.cmg big national issue js unemployment. India is a very young and vibrant
employee community compared to other nations Keeping in mind the current scenario of the Indian
ecc_)nomy and the sgate of employment across the country, the "Skill India” campaign has hit the right
strings. The lndugtrles too have realized the importance of having a skilled workforce and hence there
have been conscious ef_forts on their part to value add to the skills of their resources. "Make in India”
IS a_nolher mlt!atwe which has given impetus to all Indian origin manufacturers to invest more across
various domains and has generated many employment opportunities for the people. Direct Selling
0\.’61’ lhf—‘_ last two decafles, this industry has made it way to every corner and strata of the country and
it 1s getting popular W!th every passing day. In 2014-15, the Inc{ustry generated close to 40 lakh self-
employment opportunities In the country and expect the number to grow In the coming days. At a
time when bua_;messes are not expanding as a fast pace, the employment generation in the country has
also taken a hit. In such a scenario direct selling has been one of the few industries that has continued
to make steady progress and pushing boundaries towards overall growth.Direct Selling Industry has
been instrumental in shaping up careers of millions of Indians, especially the unskilled ones, who
could not find a place in the mainstream. This industry transforms a common man into a leader, who
later on mentors thousands of people like him, helping them to be a part of the mainstream.The
successful Direct Sellers are now helping other people to set up their businesses. Clearly, it is a
people's business, where one helps the other; resulting in building the nation.

Statement of the Problem
Unemployment still remains one of the biggest concerns for the Government. it will need a combined

effort of government and industries to improve the unemployment ratio, whichtook over a period of
time," believes Secretary-General, Indian Direct Selling Association. Direct Selling embraces

everyone with open arms.” They do their MLM as a money chain model business strategy. In this

situation. MLM faced so many rammers and illegal arguments. MLM provides huge employment
opportunities in the present scenario.This is an excellent concept for establishing people's careers.

However, many individuals are unaware of this approach. In such circumstances, | chose the last six
annual reports of the Indian Direct Selling Association (IDSA) to have a better grasp of the MLM
industry in India. So this study is conducted to summarize the importance of innovative practices in

multi-level marketing.

Objectives of the Study
1) To study the role of ML

2) To study the importance of

M in unemployment reduction
MLM for employment opportunity generation,

Review ol‘ReIateg Literature
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. ways (0 define the "direct marketing-
g waya ©- 15 a component of Interny) L‘r.,
- behaviour and adilDlinL',Tr;”L
contribute FO the aChiC\’ﬁntl“
esources. It 1S appropriate furm
.o The difficulties of imm.,h'
mined. The key benefis (}[Ll]:;l

consume

are the most effective means of infl o ‘
activities to market conditions and that ‘hFIr |mP!U
enterprise's corporate goal and mission WIET o
businesses 1o use direct marketing strateg1e
direct marketing through the usc of intera
Integrated Marketing Communications

discussed. ed the role Of mu!tlle

Njita Nvancho Fabrice (2019)
reduction and poverty alleviatio
interview was carried out with al
hvpotheses tested showed that there |

i(ig) creation on the one hand, and multilevel marketine -
multilevel marketing distributors Werc
down lines, and the high cost of products.

minimal.

Research Methodology

The Indian direct selling as

data) to evaluate the objective of i
t02020-21 through my studies. The data collected OSFA > nals
was also collected in the various annual report of IDSA ] ,

Unemployment and Mim in India | | . .
y The main attraction of working 1n this mdustr)./ 1S _the c_)ptlon of ﬂex'bll‘; hours Peoplg Work
their own leisure and time, without being bound to_smct nmelm‘es. Many working people join Dy,
Selling as a supplementary earning opportunity. Direct Selling 1s a booming industry, a boon fy

economy and employment generation towards better I _ |
therefore leading the industry as well as the workforce volved. to a higher growth trajectory. It i

attractive option, allowing people to manage their own business with _mmu_nal Oytla_y as well y
generate an income. The need of the hour 1s 10 give boost 10 an Industry like Direct Selling that has ;
socio-economic impact to the lives of many. Not only 1t generates employment, as a result, i
Industry also empOowers s workforce with skill. knowled_g‘e., power 0 express, IMproving
interpersonal skills and above all, lead a life of a 'leader. inspiring other to replicate their succes
Every month, a million Indians become age-eligible to join the workforce, but the growth n jobs ha
not kept pace with the rising number of aspirants. Employment creation will be one of our greates
challenges for the next decade.In the next two decades, the world 1s Tikely to have too many worker
without the skills to land full-time employment. In both developing and advanced economies, policy
makers will need to find ways not only to produce high-skilled workers but also to create more job:

for those who aren’t as highly €

economies (food processing creal
finding opportunities for workers wit

the current situation, how can we creale
problem 1S promoting entrepreneurship. Entrepreneurs hold the key to the growth of a pation s

economic development and growth.The direct selling industry provides a potential SO

promoting entrepreneurship and selt-empowerment.
Following is the table showingthe unemployment rate of India for a few years

ith the challenges of recry;,,,

d to be con e : am
foun of exploitation and 1nventory loadiy, ey,
S \‘-trt

officially published used (sec,
)

collected only 6 annual report data from 2013,

he study 1S only secondary. The secondan, i
books. and websites. e

sociation (IDSA) the
this study. |

es more employment than growing export Crops, for example) and
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these many jobs? The one possible solution to this grave
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the Opportunity to earn an INnCOmMe and allows the
¢mployment. Direct selling also provides personal
'nterpersonal skills and career development in terms of
offer people the chance to feel empowerag Lo cnCe At the heart of direct selling is the ability to

reneurship, self-emp] POWered, 1o take control of their lives and to value. This fuels
:ﬁ:ﬁgthe“ d cou‘mry‘s ecopn(())%mm:’ and. micro-enterprises. Research shows that such ventures
year, the direct selling industry ?n |n§?0rdmg 10 a report by KPMG and FICCI published earlier this

crore by 2025 and is likely to PTOVidea has the potential to grow almost nine times to touch Rs 64,500

self-employment to around 1.45 million people. The report said

the direct selling industry has been recordine ? 3
four years. The direct selling industry rding double-digit growth of over 16 per cent over the past

rofessionals. In fact, direct sell; 'S putting a dent in the unemployment cycle for numerous
Eigniﬁcant substantial traininsg,e tmg ;Ompameg are some of the only organizations that offer

‘ | 0 the people who n | — urrentl
unemployed—for little to no cost.Comp ; tod. It most—those who ae ¢ Y

; .anies In the direct selling industry provide invaluable training
skills. Not only do people learn financial principles, which they can use to build their business, the

training th;:v;e?:':’: thlPS thf’-‘m_ Witl} their personal growth that is also transferable to other careers
they may € Tuture.While direct selling is a relatively new industry in India at less than 20

years, _1t ?als ?Rro‘\?f;c:)e(;i a live:lihood to0 over 4 million Indian households and has generated
approximately Rs. /7500 crores in revenue. Taxes to the exchequer on account of the direct selling

indgsny are In excess of Rs 600 crores.[_ast year an Inter-Ministerial Committee was set up under the
aegls qf the Mln]stry of (;onsumer Affairs to understand and formulate the requisite legislation
governing the Dl_rect. Selling Industry. Among other things, the committee is considering the
enactment of legislation to regulate direct selling/Multi-Level marketing companies; formulate
guidelines for such companies, and promote and to some extent adopt international best practices to
protect consumers.We hope that with time and with the above measures. the direct selling sector In
the country will only flourish and add to the economic growth of the country.

Multi-Level Marketing (Mlm): Growth In India

The growth of MLM 1n India shows the following data published by IDSA ina possible manner and

their credible data. Number of direct sellers in India, gender base classification for few vyears,
discussed 1n the following table

Table 2
No of Direct sellers and gender classification

| _ . | clf-esteem.
business, entrepreneurial skills and selling e

No of Direct [ T ]
Year sellers Male sellers % Female %
sellers
2015 | 400.000 | 230.400 | s76 | 160600 | 424
2016 5$10.000 | 260.100 S20 | 249,900 r 47.0
| 2017 540.000 | 275400 510 r 264600 490 4
2018 570.000 285000 | 50.0 285000 S0.0
2019 627.000 312873 | 499 314127 1:50 l
| 2020 R00.000 ININOO | 481 407200 519
2071 [ 005 000 424400 48 0 470600 | 52.0

Source: IDSA Annual Report | | | | o
The data and table shows that the number of direct sellers, In lnt_:ha., registered distributers and
business owners for the pertod 20 15 to 202 1. The gender base evaluation shows thatfemales are more

trusted than men in the MLM strategies. | |
In the year 2015, 4 lack people do their strategies with MLM but in the year 2021, 9 lack above

people trusted in MLM

The following chart shows the actual position of MLM businessesdoing numbers at a good manner
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th of MLM business In the past yearg. the

| , » actual grov .
Following is the table shows the actudt: ¢ help of 2 table

dl; 9
| ' ovaluated on th /i
in the IDSA annual report as €3 aluated or

Table 3Table of gross sales — T Gross sole
[ Financial vear (In millions) ]
| L -
79S8
——
2014-15 me:‘i
| 20)15-10 I(}_‘:E._lj_' 1
016-17 1 )0
| 2010 | 11670 ]
| 2017-13 130800 .
2015-19 143700
2019-20 %150910 i 1
2020-21 -

Source: IDSA Annual Reports | _ o |
The data available in the annual report of the Indian direct seller association POssib]

. . . y Sh{ .
growing impact of the MLM n Indian marketing. The association expected 64,50 Cror )

. ¢ gro&ﬂ F.':
L, | in 2025 in India. iy
and 1.45 million employment opportunism in : _ e B
The chart shows the growing impact of the MLM business in India In recent years. The Char .,

v - irection 1n different years. _ e
[heposnllr:etflzg“v(e);rdl;clél-l5, the MLM business vaUlfﬂ_i 79-533 million in gross
compared to 20 1‘5-l6, that will show an increase of 3502 million Indian rupees
Findings o . _

1) Multi-level marketing or direct marketing 1S thefa_stest-growmg strategy 1n India, Provig
huge employment opportunities for people. lnn_ovatwe adyancements help to grow rapid. "
2) Multi-level marketing 1s the new future of ll_ldlan marketing -and' employment Creation, ,
year grows rapidly with the help of information and communication technology . " ‘
3) As per the IDSA report, they expected 64,500 crore sales and 1.45 million emp),,
opportunities in 2025. P
Suggestions and conclusion
It should be suggested that more people and industries choose MLM strategies for developine L 1
customer base and sales. MLM includes many money chain activities and money scamg z” |
government should take the necessary step and rules and regulations for avoiding miSIeadin'u and |
fraud. )
There 1s evidence to note that MLM strategies arethe fastest growing in nature with the help of !
innovation. Future marketing in India 1s builtupon based of MLM strategies. Many frauds ang money |

scamsinclude the model. But government regulation and time to time monitoring are helped 1o deteg
and prove a good model.
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