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June 9%, 2006

Dear Federal Trade Commission,

First of all, I am writing this letter to ask you not to pass the newly proposed Business Opportunity
Rule. I will be directly affected as an Independent Representative for Sensaria Natural Bodycare. I have
only been in business as an “IR” since December of 2005 but rely on the extra income this great job
provides me with. Both my husband and myself work full-time jobs outside of the home, plus I work from
home selling Sensaria’s line of health and beauty products. We couldn’t make it otherwise!

Secondly, the general public is just now catching on to the notion of direct sales and how convient and
service oriented it is. The new rule would require a 7 day waiting period for purchases which would
negatively impact sales and trust of the consumer. Also, this waiting period would create more paperwork
and administration issues for the direct selling companies. I speak for many other hard working
professionals when I say that “I don’t want or need more paperwork.”

Last of all, litigation reporting is something I believe is covered by the Better Business Bureau. They
give consumers a general overview of the company and feedback from other consumers who have
purchased from that company. [ believe they also give information on any negative action taken against
the company by consumers. The litigation reporting mentioned in the new rule would not give a

“complete picture” of the direct selling companies. Regarding the Reference portion of the ruling: It

would be impractical and time consuming to find the 10 nearest distributors. Also, there are privacy and
safety issues relating to identity theft. 1 appreciate what you are trying to do but it is unfair to those of us
who rely on direct sales for their livelihood.

Thank you for your time,




