


GENUINE DIRECT SELLING 
MODEL

• The Company name is registered legal direct selling entity 
incorporated under the provisions of the Companies Act 2013;

• The Company abides by Memorandum of Association and Article of 
Association;

• It is in compliance with the Consumer Protection (Direct Selling) 
Rules, 2021 and all the relevant laws in the country.



Code of Conduct 

The direct sellers associated to this business opportunity should 
company ensure compliance with the following : 

• Promote the products approved and distributed by the company.

• Promote and use the marketing and communication material produced 
by the company without making any alterations.

• Ensure that the language including all communication used to 
represent the business model of the company is factually correct.



Code of Conduct 

• Share the marketing and communication materials only with 
individuals interested to be a part of the opportunity.

• Ensure that the business opportunity is clearly explained to the 
prospect and the fact that it is dependent on the sales of products.

• Ensure that the prospects registering for the opportunity are 
completely aware of the compensation plan and the money back 
policy of the company.

• The company believes in theory of “HARD WORK HAS NO 
SUBSTITUTE” and “HARD WORK PAYS BACK”, hence does not promote 
Quick Rich Schemes; Hence the direct seller shall ensure to inform the 
restrain themselves from making and falling for lucrative false 
promises. 



Code of Conduct 

► The direct sellers should abide by the policies and the procedures of the company and not 
engage in unethical practices including unfair trade practices.

► Non compliance with the code of conduct and other policies of the company will result in 
termination of the direct seller. 

► The direct sellers should inform the prospects of the intention of solicitation and provide 
accurate and truthful information.

► The direct sellers should carry their identity cards issued by the company during presentation 
and display the same. 

► The direct sellers should only make use of and honestly present the content produced by the 
company even while presenting the same in any local dialect. 



Code of Conduct 

► The Direct Sellers shall not exaggerate or misrepresent the benefits associated with Keva 
Business or its Products and Services

► Never mislead any prospect or direct seller or customer by giving false representation of Keva 
Business Plan / Products / Services 

► The importance of hard work, consistency and effort must be conveyed to new direct sellers 
every time.

► Direct Seller must comply with Responsibilities of Direct Seller section as per Keva Policy & 
Procedure

► The direct sellers must keep themselves updated with the additions in the  policies and 
procedures and comply with the same.

► The direct sellers must comply with the local laws and regulations.



Most Trusted Brand name in Healthcare & 
FMCG Sector in India

In 2010, Dr. Karan Goel coined a company Keva 
Industries in direct selling model, recently he 
launched the company Keva Kaipo Industries Pvt. 
Ltd (Referred as ‘Keva’ now onwards). 
Keva is an ISO 9001-2015 Certified Company 
positioned as one of the most trusted brand & a 
conglomerate in Healthcare & FMCG sector in India 
with a dominant network footprint, contouring as 
one of the emerging forces in the industry. 
Keva is a Natural Healthcare company since its 
inception, backed by a strong track record of 
innovation.

Abides by the Consumer Protection (Direct Selling) Rules, 2021 
issued by Ministry of Consumer Affairs, Govt. of India.



To be the most trustworthy, competent & dedicated 
company bringing forth its exceptional & innovative 
healthcare and wellness products with a sense of 
utmost commitment to fulfil the best quality with 

delivery obligations to each customer & moving a step 
towards betterment of human health by improving the 

life expectancy of as many people as possible & hence 
helping mankind. To provide the best business 

opportunity.

To make the benefits of all its products 
reach every customer through a well 

defined distribution channel & to let the 
distributing leaders succeed ahead in 
Business development by awarding 

promotional plans

MISSION VISION



DR. KARAN GOEL 
MD

o Dr. Goel was conferred the ‘Distinguished Services Award’ that was bestowed 
upon him By Her Excellency Ms Pratibha Devisingh Patil, Hon. Ex- President of 

India, in President House, for outstanding contribution in the field of 
Cardiology



On the occasion of 57th National seminar The Indian Economic 
Development & Research Association presented ‘Bhartiya 

Udyog Ratan Award’ to Dr. Goel for “Outstanding Contributions 
to Nation Building & World Peace”

In September, 2010 presented ‘Indian 
Achievers Award for 

Healthcare Leadership’ for ‘National Economic 
Development & Social Responsibilities’



MANAGEMENT & OPERATIONAL 
WING

Management

ADMIN HR IT DEPARTMENT

DIGITAL 
MARKETING

PRODUCT DEV WAREHOUSE 
CONTROL SUPPLY CHAIN ACCOUNTS

PROMOTION

DESIGN

LEGAL COMPLIANCE 

PROCUREMENT QUALITY TESTING & 
ANALYSIS

BILLING



WORLD CLASS PRODUCTS

THE COMPANY OFFERS VERSATILE RANGE OF PRODUCTS 
which covers different categories such as 

Healthcare, FMCG, Home Care, Food Products, Cosmetic and Beauty 
Products, Personal Care Products, Agriculture Products, Appliances & many 

more 

The Direct Sellers are advised to purchase products only if required for sales to the customers or consumption.
The products should not be stocked/stored for the purpose of increasing the earnings and neither should 

entice/encourage/persuade other direct sellers to do the same.



KOSHER 
Certificate for 

Keva 
Products

HALAL 
certificate 
for Keva 
Products

WHO GMP 
Certificate of 
Compliance

HACCP 
Certificate 

(Hazard 
Analysis Critical 
Control Points)



ORGANIC CERTIFICATE

USFDA Certificate 
with Keva Industries

IRA & IDSA 
Membership 
Certificate



Satisfaction Guarantee: Whenever a customer shows dissatisfaction with the products or services within the guarantee 
period of 30 days, a Direct seller shall immediately offer the individual his or her choice of a (a) full refund, (b) exchange, as 
soon as the customer submits the invoice / receipt copy. 

Please read section 4 of Policy & Procedure carefully.
They have to provide a reason and return the said product. In case the customer returns the product, it is the direct seller's 
obligation to satisfy the customer's need for money refund or replacement of products.
The direct seller can then return these products, with original Invoice to the Company. The Company will exchange 
these products free of cost or will issue refund, as the case may be.
Documents Required
· Product Return Form
· Reason for return
· Copy of Invoice
· Products to be returned

Original packaging

Exchange and full refund are available for all products/services that returned in Marketable, Saleable and Unexpired
condition within 30 days from the date of invoice. 

Cooling Off Period & Buy Back Policy



Buy Back rule: Upon resignation, the resigning direct seller may apply to the company to return the unsold 
inventory that he/she may possess, provided such products are in marketable, saleable , non - expired and 
original condition. 
Please read Section 3 of Policy & procedure carefully to understand the rule.

GRIEVANCE REDRESSAL MECHANISM
The company has a robust grievance redressal mechanism for handling the complaints which cannot be 
resolved by the customer care. the committee consists of 2 members and the grievance redressal officer 
(contact details on the website).
Acknowledgement on registration of grievance within 48 hours and solution within 30 days will be provided.
Direct sellers should make the customers aware of this mechanism while selling the products and while 
delivering the products.
Primary Email Id : grievance@kevaindia.org & Grievance1@kevaindia.org

Cooling Off Period & Buy Back Policy














































































































