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Abstract: 

            The research carried out on general public in Shimla found out that many people have knowledge 

about network marketing but still there are some people who don’t know exactly what network marketing 

is. People are aware about different network marketing (MLM) companies in the market. Many people still 

confuse network marketing with Ponzi schemes. Majority of the respondents think that MLM is reliable 

which is a positive sign. People perceive that MLM companies offer high quality products. People think 

that the prices of products offered by MLM companies are high. This is also a perceived disadvantage that 

the product prices are high. Majority thinks that the products are not easily available. Higher prices and 

lack of availability are the main reasons given for switching to another product. It was found that people 

don’t have enough time or they think they cannot sell the products which is why they refrain from joining 

MLM business. People lack knowledge about the compensation plan. Many have responded that they have 

no idea about the compensation plan of these companies. But as people are becoming more and more 

aware, they feel that in future MLM companies will have huge growth. 
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I.     INTRODUCTION 

 

1.1. Network Marketing: 

 Network Marketing, also called Multi-level 

marketing, Pyramid marketing and direct selling, is 

the marketing style and strategy, adopted by many 

organizations in India just as around the world. In 

this concept, organizations underline on sales age, 

but also on workforce amplification. Organizations 

receive a workforce pyramid of various dimensions.  

In multilevel marketing, organizations sell their 

items directly through the distributers. They take 

the distributers from the general public. Here, every 

individual from the pyramid is supposed to create 

sales and also connect more individuals or 

distributers with the organization. Every one of 

these individuals further produce sales and join 

more individuals as distributers. In this way, the 

sales just as the workforce increment. These 

distributers are paid the commission on the base of 
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offers they create and additionally by the sale 

produced by the different level of the distributers, 

they connect to the organization. 

  

 Thus, we see that it demonstrations like a 

chain response. Here every part brings sales and 

work drive. Every part utilizes the item and makes 

other utilizing it. In this manner he procures and 

also earns for the organization. In the traditional 

marketing model, an item experiences numerous 

procedures before in reach to the client like 

Importer Whole Selling, Retailing, Distributing, 

Advertisement and so forth. This made a delay in 

delivery of the item, just as these all expansion the 

expense to the client. This made an item less 

productive to the organization.  

 

 In Network Marketing, the organizations 

simply take out all these middle processes and hand 

out the item directly to the clients. It cost less to the 

organization. Same way, it cost less to the client 

also. It helps in generating Employment 

Opportunities and if client finds the good items and 

the organization also, he might be the part of this. 

He may also acquire cash by simply utilizing the 

items as it were. 

1.2  OBJECTIVES OF STUDY: 

• To understand the general perception of public 

bout network marketing. 

• To understand how general public perceives the 

product quality and pricing offer MLM 

companies. 

• To do a comparative study on some of India’s 

biggest MLM companies. 

II.     LITERATURE REVIEW 

2.1 (Bhattacharya and Mehta, 2000) Socialization 

is another important aspect of Network 

Marketing Organizations (NMOs). However, 

AMWAY distributors also face a lot of criticism 

for exhibiting cult-behavior, that is, their 

business and social lives are centered largely on 

other AMWAY distributors alone it was found 

that NMOs provide social gratification as 

distributors hire their friends, relatives, and 

acquaintances as new distributors and also 

operate in atmospheres like homes that are 

cordial. NMOs rate high on “social output 

scale”, i.e. they generate high social satisfaction 

(which in turn increases proximity between co-

workers) that can be the reason for the tight-knit 

groups. While direct selling and network 

marketing companies have been researched 

upon a lot, not many studies exist that identify 

motives of individuals who join as distributors 

in such companies.  

 

2.2 (Kiaw and Cyril de Run, 2007) Most 

Malaysians were found to join MLM companies 

for financial benefits but there was a caveat 

associated with it. Product quality, credibility, 

and the prospect of enjoying high quality 

products at discounted prices were also found to 

be major driving forces for distributors to join 

MLM companies. Financial independence and 

personal freedom were also widely cited, which 

are the extensively asserted MLM companies’ 

promise. Incentives such as foreign trips, 

bonuses, and redemption schemes also draw 

individuals to join MLM companies. 

 

2.3 B.C.Y. Lee (2009) Supported by the growth of 

information technology, the virtual stores have 

increased their importance in the modern 

marketing environment. The purpose of this 

research is to investigate the relationships 

between consumer attitude toward virtual stores 
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and its correlates. A conceptual model with four 

postulated hypotheses is proposed and verified 

by empirical data. Our study results show that 

consumer risk averseness is negatively related 

to consumer attitudes. 

 

2.4 Berry, Coughlan & Grayson et al (1998-

2001) the term “Network Marketing” is used by 

practitioners it appears in academic articles and 

trade publications (including in publications 

titles, such as the Network Marketing Business 

Journey and The Network Marketing 

Times.com. Other labels are also common, 

including “Multi-level Marketing” (Clothier 

1994). 

 

2.5 Campbell (2008) in his study revealed that the 

business of direct selling is different from other 

business because here, the level of sales 

depends very much on how the members of the 

sales force feel about the products and 

promotion. Sales in this type of business depend 

a great deal on the size of active sales force and 

their productivity. The study revealed that fore 

casting in direct selling business is very unique 

and very important but it is difficult to 

understand the dynamics of the mind of 

distributors. 

 

2.6 Douglas Black (1999) has conducted a study on 

how and why people become involved in this 

industry and how are they facing the challenges. 

The study pointed out that the survival of 

Network marketing industry depends upon the 

educating the public about the network 

marketing and also educating the distributors , 

because the real product of the industry are the 

trained distributors, who can expand their skills 

anywhere 

 

2.7 Effiong & Effiom (2015) studied the role that 

MLM companies play in poverty alleviation in 

Calabar, Nigeria, and have used Forever Living 

Products (Nig.) Ltd. (FLP) as a case study. They 

found out that although MLM was a means of 

wealth creation and income generation, 

companies do not target it at poverty alleviation. 

The rich and the poor are treated alike and 

compensations are paid based solely on the 

business generated by them. They also found 

out that education is not a bar to join MLM, as a 

result of which many Nigerians join the 

company. 

 

2.8 James Muncy (2004) in his study observed that 

within the direct selling industry, sellers are 

compensated not just for the sales they 

personally generate but for the sales generated 

by the people they recruit, because those 

involved are compensated down through 

multiple level of recruits. The study revealed 

that, Multi-Level Marketing is a huge, global 

industry. Estimates of worldwide sales are as 

high as ninety billion dollars (Dyers 2001). 

Estimates of number of people who purchase 

products and services from Multi-Level 

Marketing Companies are high, with one study 

finding that over half of the respondents had 

purchased at least one item from a Multilevel 

Marketing companies. 

 

2.9 Mathews, Manalel, & Zacharias (2007), in 

their research, found out that relationships are 

exploited in network marketing as distributors 

approach their friends and relatives to join the 

business since they are also paid a 

compensation for the sales made by people 

recruited by them. They found out that 
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distributors with less than 2 years’ experience 

would contact relatives more than friends while 

distributors more than 2 years of experiences 

would approach friends more than relatives. 

III. RESEARCH METHODOLOGY 

 
The purpose of the methodology is to design the 

research procedure. This includes the overall 

design, the sampling procedure, the data collection 

method and analysis procedure. Quantitative 

research technique has been used in this study. 

Survey was conducted to collect primary data and 

to prove the hypotheses. Participants were invited 

to complete the questionnaire with a schedule to 

collect personal information. All subjects were 

asked to respond to the questionnaire and their 

responses were guaranteed to be confidential. 

 

3.1 RESEARCH DESIGN 
 

The Research design of this study is descriptive. 

Survey method is used to collect the data.  

 

3.2 DATA COLLECTION 

The goal for all data collection is to capture 

quality evidence that then translates to rich data 

analysis and allows the building of a convincing 

and credible answer to questions that have been 

posed. 

 
3.3 PRIMARY DATA 

Primary data was collected from various people and 

their opinion and information for the specific 

purposes of study helped to run the analysis. In 

essence, the questions asked were tailored to elicit 

the data that will help for study. The data was 

collected through questionnaire to understand their 

experience and preference towards e-learning. 

3.4 SECONDARY DATA 

 

To make primary data collection more specific, 

secondary data will help to make it more useful.. 

Secondary data was collected from various sources 

such as different business websites and published 

papers. 

3.5 SAMPLING PLAN 

Sample of 200 responded were randomly selected 

from different Shimla area & these are the few 

universities/colleges Shoolini University, Govt. 

College, and Solan Market to the questionnaire and 

their responses were guaranteed to be confidential.  

3.6 RESEARCH INSTRUMENT: 

A structured questionnaire has been prepared to get 

the relevant information from the respondents. The 

questionnaire consists of variety of questions 

presented to the respondents for their responses. 

The researcher has been used structured 

questionnaire, support and cooperation of the 

selected respondents of various fields.  
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IV. DATA ANALYSIS 

Most of the respondents i.e. 65% are people 

between 21-35 years of age. 24% respondents are 

between 36-50 years of age and 8% respondents are 

between 51-65 years of age. 2% respondents 

include people below 20 and above 66 each. So, we 

can say that the questionnaire is filled by all age 

groups. 39% respondents who filled the 

questionnaire are private employees. 18% 

respondents have their own business, 16% are 

students and 16% people are government 

employees. Thus, we can say that the questionnaire 

is filled by people from all occupation. 33% 

respondents have income level between 2,00,000

4,00,000.  29% respondents have income below 

2,00,000. 28% respondents have income between 

4,00,000-6,00,000 and 10% have income above 

6,00,000. 

4.1. Have you heard about Network marketing?

 

Figure 4.1 
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Most of the respondents i.e. 65% are people 

35 years of age. 24% respondents are 

50 years of age and 8% respondents are 

65 years of age. 2% respondents 

include people below 20 and above 66 each. So, we 

the questionnaire is filled by all age 

groups. 39% respondents who filled the 

questionnaire are private employees. 18% 

respondents have their own business, 16% are 

students and 16% people are government 

employees. Thus, we can say that the questionnaire 

s filled by people from all occupation. 33% 

respondents have income level between 2,00,000-

4,00,000.  29% respondents have income below 

2,00,000. 28% respondents have income between 

6,00,000 and 10% have income above 

about Network marketing? 

 

88% respondents have knowledge about Network 

marketing and only 12% don’t know about network 

marketing. 

 

4.2. Have you ever heard about any of the 

Network marketing companies?

 

Options No. of respondents

Yes 94% 

No 6% 

  

Table 4.1 

 

 

Figure 4.2 

 

94% respondents have heard about network 

marketing companies whereas 6% respondents 

haven’t heard about any network marketing 

company. 

4.3. If yes, which Network marketing companies 

among the following do you know about?
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marketing and only 12% don’t know about network 

4.2. Have you ever heard about any of the 

Network marketing companies? 

No. of respondents 

 

94% respondents have heard about network 

marketing companies whereas 6% respondents 

haven’t heard about any network marketing 

4.3. If yes, which Network marketing companies 

among the following do you know about? 
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Options No. of counts

Amway 86.1% 

Vestige 40.7% 

Tupperware 46.4% 

FLP 19.6% 

Herbalife 23.2% 

Modicare 16% 

Avon 31.4% 

Oriflame 26.3% 

Others 8.8% 

Table 4.2 

 

 

Figure 4.3 

 

 86.1% respondents know about Amway, 46.4% 

respondents know about Tupperware 46.4% 

respondents know about Vestige and 31.4% know 

about Avon. Thus, we can say that these four 

companies are popular amongst people. 19.6% 

respondents know about FLP and 16 % kn
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No. of counts 

 

86.1% respondents know about Amway, 46.4% 

respondents know about Tupperware 46.4% 

respondents know about Vestige and 31.4% know 

about Avon. Thus, we can say that these four 

companies are popular amongst people. 19.6% 

respondents know about FLP and 16 % know about 

Modicare which shows very few people know about 

these companies. 

 

4.4. Have you ever heard about Ponzi schemes?

 

Options No. of respondents

Yes 49% 

No 51% 

Table 4.4 

 

 51% respondents have heard about Ponzi schemes 

and 49% respondents haven’t he

schemes. So here responses are almost equally 

divided. 

 

4.5. Do you think there is difference between 

Ponzi schemes and Network marketing?

 

Options No. of respondents

Yes 67.2%

No 32.8%

Table 4.5 

67% respondents think there is no 

between Ponzi schemes and network marketing and 

32.8% respondents thinks that there is no difference 

between them which is also a huge percentage.

4.6. Do you think Network marketing companies 

are reliable? 
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Modicare which shows very few people know about 

4.4. Have you ever heard about Ponzi schemes? 

No. of respondents 

 

 

51% respondents have heard about Ponzi schemes 

and 49% respondents haven’t heard about Ponzi 

schemes. So here responses are almost equally 

5. Do you think there is difference between 

Ponzi schemes and Network marketing? 

No. of respondents 

67.2% 

32.8% 

67% respondents think there is no difference 

between Ponzi schemes and network marketing and 

32.8% respondents thinks that there is no difference 

between them which is also a huge percentage. 

Do you think Network marketing companies 



International Journal of Scientific Research and Engineering Development-– Volume 2 Issue 6, Nov-Dec 2019 

        Available at www.ijsred.com                                 

ISSN : 2581-7175                             ©IJSRED: All Rights are Reserved Page 580 

Options No. of respondents 

Yes 152 

No 46 

Total 198 

Table 4.6 

76.8% respondents think that MLM companies are 

reliable and 23.2% respondents think that MLM 

companies are not reliable.  

4.7. How did you come to know about the 

network marketing companies? 

Options No. of respondents 

Newspaper 11.2% 

Magazine 2,5% 

Television 12.2% 

Internet 18.3% 

Personal selling 15.7% 

Family/friends 40.1% 

Table 4.7 

40.1% respondents came to know about Network 

marketing through family/friends, 18.3% 

respondents through Internet, 15.7% through 

personal selling and 12.2% came to know about 

network marketing through television. 

4.8. What are the main benefits of Network 

Marketing in your opinion?  

Options No. of respondents 

Small amount of risk 15.2% 

Good quality products 25.9% 

The income potential 23.4% 

Financial Independence 12.7% 

Low operation cost 15.7% 

Others 7.1% 

Table 4.8 

25.9% respondents think that good quality product 

is the main benefit offered by MLM companies and 

23.4% people feel that income potential is the main 

benefit. Whereas, 15.7% respondents feel that low 

operation cost is the main benefit and 15.2% 

respondents feel that small amount of risk is the 

main benefit offered my MLM companies. 

4.9. What is the main disadvantage of Network 

marketing in your opinion? 

Options No. of respondents 

Difficult to trust 31.8% 

Incompetency of 

salesperson 

4.5% 

Lack of awareness 30.3% 

Products are overpriced 27.8% 

Others 4.5% 

Table 4.9 

31.8% respondents feel that the biggest 

disadvantage of MLM companies is that it is 

difficult to trust. 30.3% respondents feel that the 

main disadvantage is lack of awareness. 27.6% 

thinks that the products are overpriced. So, 

according to respondents these three are the main 
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disadvantages. Only 5.6% respondents think 

incompetency of salesperson is the main 

disadvantage and 4.5% people feel there is any 

other disadvantage. 

4.10. What is your opinion about the product 

quality offered by Network marketing 

companies? 

Options No. of respondents 

Very High 7.1% 

High 46% 

Average  42.8% 

Low 2.6% 

Very Low 1.5% 

  

Table 4.10 

46% respondents feel that the product quality 

offered by MLM companies is high. 42.3% 

respondents feel that it is average. 7.1% thinks that 

it is very high. Only 2.6% respondents feel that the 

product quality is low and 1.5% feels that it is very 

low. 

 

4.11. What is your opinion about the price of 

product offered by these companies is 

comparison with market products? 

Options No. of respondents 

Very High 20.9% 

High 50.5% 

At par with market 24.5% 

prices 

Low 4.1% 

Table 4.11 

 50.5% respondents feel that the prices of the 

products offered by these companies are high while 

20.9% feels that it is very high. 24.5% respondents 

feel the prices are at par with the market prices and 

only 4.1% feels that prices are low. No respondent 

feel that the prices are very low when compared 

with the market product. 

4.12. Are the products offered by the Network 

marketing companies easily available? 

Options No. of respondents 

Yes 47.2% 

No 52.8% 

Table 4.12 

52.8% i.e. majority of respondents feel that the 

products offered by MLM companies are not easily 

available. 47.2% feels it is easily available. 

 

 

4.13. According to you, who is most likely to 

succeed in Network marketing business? 

Options No. of respondents 

Students 18.9% 

Businessman 28.6% 

Salaried individuals 20.4% 

Professionals 25% 
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Others 7.1% 

Table 4.13 

28.6% respondents thinks that business are most 

likely to succeed in MLM business while 25% 

thinks professionals are most likely to succeed. 

20.4% thinks salaried individuals and 18.9% feels 

students are most likely to succeed in MLM 

business. 7.1% respondents suggested other options 

such as unemployed and motivated individuals are 

more likely to succeed. 

4.14. Have you ever used any of these 

companies’ products? 

Options No. of respondents 

Yes 74.6% 

No 25.4% 

Table 4.14 

74.6% respondents have used MLM company 

products and 25.4% have not used it. 

 

 

 

 

4.15. If yes, which company do you prefer? 

Options No. of counts 

Amway 71.3% 

Vestige 18% 

Tupperware 34.1% 

FLP 10.2% 

Herbalife 10.2% 

Modicare 4.8% 

Avon 10.8% 

Oriflame 12.6% 

Others 10.2% 

Table 4.15 

The users who have used these products prefers 

Amway the most which includes 71.3% 

respondents. 34.1% prefers Tupperware and 18% 

prefers Vestige. 

 

4.16. If you have ever used these products before 

but not using it now than what is the reason? 

Options No. of respondents 

Lack of availability 33.9% 

Improper service 

delivery 

6% 

Not satisfied with the 

price 

38.9% 

Not satisfied with the 

quality 

6.5% 

Others 14.9% 

Table 4.16 

 

The people who have used these products before 

but not using it now gave reasons such as they are 

not satisfied with the price 38.7% respondents feel 

so. 33.9% feels that the products are not easily 

available. 6.5% respondents are not satisfied with 

the quality and 6% respondents gave reason of 
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improper service delivery. 14.9% other reasons for 

not using the products. 

4.17. Would you join Network marketing 

business in future? 

Options No. of respondents 

Yes 13.4% 

No 31.4% 

Maybe 55.2% 

Table 4.17 

55.2% respondents feel that they may join MLM 

business in future. 31.9% feels they will not join 

and 13.4 % feels they will join MLM business. 

4.18. If yes, what is the reason? 

Options No. of respondents 

A way to earn additional 

income 

30% 

Personal growth 23.6% 

Good products, services 

and benefits 

25% 

Financial Independence 15.7% 

Early retirement 3.6% 

Minimum Investment 2.1% 

Table 4.18 

Amongst those who may or will join MLM 

business, 30% respondents gave reason as it is a 

way to earn additional income and 25% respondents 

feels good products, services and benefit is the 

reason.  23.6% will join it for personal growth. 

15.7% gave financial independence as the reason. 

Only 3.6% thinks minimum investment is the 

reason and 2.1% feels early retirement is the reason. 

4.19. What stops you from joining any network 

marketing company?  

No. of respondents No. of respondents(in 

percentage) 

Higher prices 19.1 

Fear of losing 

relationships 

12.2 

Cannot sell products 26.1 

Lack of time 29.3 

Lack of contacts 9 

Fear of losing money 4.3 

Table 4.19 

29.3% respondents are not joining MLM companies 

due to lack of time. 26.1% cannot sell the products. 

19.1% thinks that the products have priced high that 

is why they will not join. 12.2% respondents have 

fear of losing relationships and 4.3% respondents 

have fear of losing money. 

 

4.20. According to you, which network 

marketing company in India offers the best 

compensation plan? 

Options No. of counts 

Amway 50.3% 

Vestige 24% 

Tupperware 17.5% 

FLP 12% 
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Herbalife 3.3% 

Modicare 2.7% 

Avon 8.7% 

Oriflame 6% 

Others 16.4% 

Table 4.20 

Figure 4.5 

According to 50.3% respondents, Amway have the 

best compensation plan. 24% thinks Vestige has the 

best compensation plan. 17.5% thinks Tupperware 

and 12% think FLP has the best compensation plan. 

16.4% thinks there is other company or they don’t 

have knowledge about the compensation plan. 

 

4.21. What do you think about the future of 

Network marketing companies? 

Options No. of respondents

Huge growth 48% 

Low growth 23% 

Stagnant 25% 

Decline 2% 
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According to 50.3% respondents, Amway have the 

best compensation plan. 24% thinks Vestige has the 

best compensation plan. 17.5% thinks Tupperware 

and 12% think FLP has the best compensation plan. 

16.4% thinks there is other company or they don’t 

edge about the compensation plan.  

21. What do you think about the future of 

No. of respondents 

Deep Decline 2% 

Table 4.21 

47.7% respondents feel that MLM 

have huge growth, 24.9% feels that the growth will 

be stagnant and 22.5% feels that there will be low 

growth. Only 2.6% respondents feel that they will 

decline and 2.1% thinks they will have deep decline 

in future. 

V. FINDINGS 

• Majority of the respondents i.e. 88% have 

knowledge about Network Marketing and 

majority which includes 94% of the total 

respondents have heard about Network 

marketing companies. 

• Most of the respondents know about Amway 

or have heard about Amway. Tupperware is 

on second position, 46.4% know about it and 

Vestige is on third position, 40.7% know 

about it. 

• Almost half of the respondents have heard 

about Ponzi schemes. 

• Majority i.e. 67.2% respondents feel that 

there is difference between Ponzi schemes 

and network marketing. But

large percentage of people i.e. 32.8% who 

feels that it is same. 

• Most of the respondents feel that Network 

marketing companies are reliable. 23.2% 

respondents think that it is not reliable.

Volume 2 Issue 6, Nov-Dec 2019 

www.ijsred.com                                 

Page 584 

47.7% respondents feel that MLM companies will 

have huge growth, 24.9% feels that the growth will 

be stagnant and 22.5% feels that there will be low 

growth. Only 2.6% respondents feel that they will 

decline and 2.1% thinks they will have deep decline 

espondents i.e. 88% have 

knowledge about Network Marketing and 

majority which includes 94% of the total 

respondents have heard about Network 

Most of the respondents know about Amway 

or have heard about Amway. Tupperware is 

sition, 46.4% know about it and 

Vestige is on third position, 40.7% know 

Almost half of the respondents have heard 
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respondents think that it is not reliable. 
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• Majority of the respondents came to know 

about network marketing through family and 

friends. Many respondents also came know 

about Network marketing through Internet, 

personal selling, television and newspaper. 

• Most of the respondents feel that good 

quality product is the main benefit offered by 

MLM companies. Income potential, low 

operation cost, small amount of risk and 

financial independence are also some of the 

main benefits offered by MLM companies. 

• The biggest disadvantage of MLM 

companies include that it is difficult to trust 

and Lack of awareness amongst people. 

Many people also feel that the products are 

overpriced which is again a disadvantage. 

• According to majority of respondents, 

product quality offered by MLM companies 

is high and Average. Very few people feel 

that the product quality is low or very low.  

• According to majority, the product prices of 

MLM companies in comparison with the 

market prices are high. 24.5% feel that it is at 

par with the market prices while many 

respondents i.e. 20.4% think that the prices 

are very high. 

• According to majority the products offered 

by these companies are not easily available. 

• When it comes to people who are most likely 

to succeed in MLM business, there were 

mixed responses. The main answers include 

businessman, professionals and salaried 

individuals. 

• Majority of the respondents i.e. 74.6% have 

used these companies’ products. 

• On the basis of usage, people prefer Amway 

the most. Many respondents also prefer 

Tupperware and Vestige. 

• Respondents who have used the products 

before but not using it now feel that high 

prices and lack of availability are the main 

reasons for switching. 

• Majority of the respondents answered that 

they may join MLM business in future. 

• The major reasons for joining that the 

respondents chose were it is a way to earn 

additional income, it offers good products, 

services and benefits and for personal 

growth. 

• Lack of time and people cannot sell the 

products are the main reasons people refrain 

from joining MLM business. Higher prices 

and fear of losing relationships are also some 

reasons given by respondents. 

• According to majority, Amway offers the 

best compensation plan followed by Vestige. 

Many respondents also think that 

Tupperware and FLP offers best 

compensation plan. 16.4% respondents think 

there is some other company and many 
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answered that they have no idea about the 

compensation plan offered. 

• According to majority of respondents i.e. 

47.7%, MLM companies will have huge 

growth in future.  

VI. CONCLUSIONS 

 

Network marketing is the future of business in 

todays’ world. In all good terms, it has evolved over 

time. Earlier it was perceived as a part-time job, but 

now it has a proper path in career building 

opportunities. In a span of the last five years, it has 

emerged as a feasible source of income and growth 

in business marketing. Multi-level marketing 

growth in India has drastically spiked in recent 

times. While MLM has gained popularity in the US 

and other western & European countries, it is yet to 

establish an identity among the Indians. In India 

people are still pretty negative regarding the idea of 

multi-level marketing. Listing out the main reasons 

here, one is the perception or we can say stereotype 

people have created regarding network marketing in 

India.Despite all pessimistic vibes it lets out, MLM 

still has a future in India. Asia has become hub of 

marketing. People somehow purchase any item or 

follow any belief mostly based on 

recommendations. Like if a friend recommended 

some TV show, a good restaurant, any particular 

gadget, we will believe him. It all bottles down to 

recommendations from a trusted source like friends, 

family or even media.  

The research carried out on general public in Solan 

found out that many people have knowledge about 

network marketing but still there are some people 

who don’t know exactly what network marketing is. 

People are aware about different MLM companies 

in the market. Many people still confuse network 

marketing with Ponzi schemes. Majority of the 

respondents think that MLM is reliable which is a 

positive sign. People perceive that MLM companies 

offer high quality products. People think that the 

prices of products offered by MLM companies are 

high. This is also a perceived disadvantage that the 

product prices are high. Majority thinks that the 

products are not easily available. Higher prices and 

lack of availability are the main reasons given for 

switching to another product. It was found that 

people don’t have enough time or they think they 

cannot sell the products which is why they refrain 

from joining MLM business. People lack 

knowledge about the compensation plan. Many 

have responded that they have no idea about the 

compensation plan of these companies. But as 

people are becoming more and more aware, they 

feel that in future MLM companies will have huge 

growth. 

VII. RECOMMENDATIONS 
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• Some people still don’t know exactly what 

network marketing is. So, focus be there on 

making people aware about network 

marketing and the different compensation 

plans offered by MLM companies. 

• Some people still confuse it with fraud 

pyramid schemes. So, for this also 

awareness is needed. 

• Many people lack awareness about Network 

marketing. So, people need to be educated 

about the concept of network marketing. 

• People feel that the products offered by 

MLM companies have high quality. So, the 

advertisement should be based on the 

quality of products.  

• People believe that the prices of the 

products offered by MLM companies are 

high when compared with the market 

products. So, MLM companies can bring the 

prices at par with the market products. By 

this, they can attract more customers. 

• Efforts should be done on making the 

products easily available to the general 

public so that it is convenient for them to 

purchase the products. 

• According to the respondents, Amway is on 

first position when it comes to usage and 

compensation plan. So, other companies 

should take steps to gain competitive 

advantage in the market. 
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