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[bookmark: _Toc518914974]Executive Summary
I had a number of choices in my mind about what sort of business I should look into.  I looked at a Cake Making business, a Photography business and a Body Shop at Home Consultant.  All had a wide variety of their own pro’s and con’s, but my choice eventually was to become a Consultant with The Body Shop at Home,
The Body Shop at Home is a unique way for a shopping experience, right at home.  A branch out from the high street store, The Body Shop, this is a chance for customers the have a wonderful experience of sampling products and having some pamper time, in the comfort of their own homes.  My target market is to be aimed at initially a female customer base, however, the Body Shop products along with pamper events are becoming increasingly popular with men also.  I would also look to target customers to provide larger events outside of home, such as schools and other educational facilities.  I would also look to offer business to events such as Christmas Fayres and Wedding Fayres.  Marketing these events would be by using products supplied by The Body Shop at Home, such as leaflets, business cards and catalogues.  However, I would also look to produce my own advertising, and also look to use every online facility, such as Facebook or Instagram.  I would initially work alone, being supported by a Senior Consultant and Area Manager, however this would progress to myself becoming a Senior Consultant, and I would look to build my own team of Consultants.

[bookmark: _Toc518914975]
Business Overview
Background
The Body Shop was founded in Brighton in 1976 by Anita Roddick, a name that became famous worldwide for her love of her products, and for the values and campaigns that she felt so passionate about.  Originally selling her items in urine bottles sourced from a local hospital, with handwritten labels, Roddick sold her products through local press.  
       [image: ]	   Dame Anita Lucia Roddick, DBE
(23 October 1942 – 10 September 2007)

                                       
The Body Shop at Home was launched in 1994, offering customers the opportunity to be able to shop at home, normally as an event such as a party, giving groups of people the benefit of trying products, watching makeovers, and purchasing products, in the comfort of their own living room.  Run by consultants who would demonstrate the products, gain sales and commission, and hopefully look to recruit new salespeople along the way.
Anita continued as Managing Director over the years with huge success, alongside her husband Gordon.  Tragically, Anita passed away in 2007 due to a brain haemorrhage 
Today there are around 3,000 stores worldwide and franchise outlets in over 60 countries.  The company is famous for its ethical approach to its products, using natural ingredients, and its cruelty free outlook regarding animal testing.
Today, with over 1,000 products available for market, the Company offers everything for Face, Body, Make-Up and much more.  With a relatively reasonable price range it appeals to a wide customer market.
The huge popularity of The Body Shop products has led to many years of success.  From the initial small shop in Brighton, leading to many stores on the high streets and shopping complexes, and eventually taking the products into the customer at home.  Below is listed a table of some of the most notable dates in The Body Shop history. 
The History of The Body Shop

[image: ]
The Business Idea that I would like to put forward in this assignment, is to become a Body Shop at Home Consultant.  This is something that I pursued about 15 years ago.  At the time, I ran my business, holding client parties, private events, and events such as Christmas Fayres and Wedding Fayres.  Over the course of two years, becoming a Senior Consultant, I also looked after a team of fourteen Consultants, who I would work alongside, to train and share events.  I would also acquire a percentage of the commissions made by the Consultants.
Therefore, in setting up this franchise once again, I would anticipate that I would initially look to start with basic parties and catalogue selling, and then progress to build my customer profile, and bring as many consultants on board as I can in order to boost my sales and my commission package.
I have anticipated that I would currently have various strengths that would hold me in good stead to set up this role once again.  To make a success of it, I realise that unfortunately I do have weaknesses also, so I have listed them below in a SWOT diagram (Cottrell 2015) , to evaluate how I can proceed.
[image: ]
Hopefully by securing any additional funding along the way, either from a loan or from competitive events, I would be able to purchase additional stock at a reduced rate, either catalogue items or incentive products.  I can then sell these items to my customers or offer items as prizes in competition-based events such as raffles.
Of course, there may be many hurdles along the way that may pose a threat to the business.  This could be from various factors such as other competitors like Lush Cosmetics and Neal’s Yard.  In order to beat the competition, it would have to be a committed effort in securing my client base, making sure that they are given the best customer service, such as being able to look after their needs e.g. advise them when their favourite items are on offer.
To provide an insight into the business idea, and how I can run it smoothly and productively, I have detailed in a PESTLE diagram, to provide a strategic analysis of my intention to run a smooth business. [image: ]


In order to determine a good turnout at a home party, I would recommend a hostess to handout between 20 – 30 invitations included in the party pack that is given by the Consultant.  This would encourage as many people to attend as possible.  Those who are unable to attend may be interested in placing a catalogue sale that can be added to the party total.  This offers a higher benefit to the hostess, as a party value offers a higher reward in personal gifts, and also offers a higher commission rate to the Consultant.  In addition, it can also offer more recruitment opportunities for the hostess at the party, to speak to the party guest’s bout the benefits of working for The Body Shop at Home.

[bookmark: _Toc518914976]
Markets and Competition
[bookmark: _Toc518914977]Target Markets

My main customers for The Body Shop at Home would initially be people at home, mainly women but also men.  Home parties have been very popular throughout the years, with companies such as Tupperware providing a door-to-door sales service to housewives.  Salespeople would offer products and catalogues.  This popularity in such events became the new way of shopping for The Body Shop. It is an easy and fun way to be able to get together with friends and family in the comfort of home, to try products and shop, and to have food and a drink.  The popularity then grew to the option to host larger events outside the home, such as school fundraisers, hospital charity events, summer fayres and coffee mornings.  In addition to being able to take entire commission from events, consultants are often asked at large events to pay a ‘table fee’ or offer a donation of commission or a gift as a raffle prize.
Customers like to tell you what they like and what they want.  However, they also like to be shown new and exciting products, or products that they may never have tried before.  So being able to be one step ahead of them and offer the potential to gain new sales is so important.  Know your products, know your customers, and sell the products to them instead of them approaching you to buy them.
I have looked at the travelling distance that I would anticipate covering for my business.  On a personal level, I would start locally and focus on a specific radius, in order to bring in the sales and be able to encourage more business within my immediate location.  This would also give me the opportunity to be able to recruit suitable consultants to my business.
Following from this, with encouraged sales and word of mouth, the sales target can be extended to a larger distance, and in time, can be stretched to a distance that I would be comfortable with in order to manage the business well.  I could also look to team up with other consultants to attend larger gatherings, and thus to potentially take more sales and potential recruitment leads.  I have detailed the following maps, to give an idea of areas that I would cover, as shown overleaf;



[image: ]
Using the Snipping Tool, I have added the following maps.
This first map shows the area of South Wales and the surrounding coastline across into the area of Bristol, Bath and beyond.  It is deemed an accessible area in which to trade.  My business plan to accommodate as much trade into each area, would be to focus on particular areas on particular days, with a rota basis.  
My team of consultants would hopefully be employed in these areas, if I was to recruit, and so this would be my plan to expand further afield.
[image: ]
This second map shows the initial locality of towns and villages that I would target as my initial sales areas.  As before, I would look to add a weekly schedule for these areas, targeting specific areas on certain days.  This would enable maximum input from me in the areas and my customers.  I would be able to deliver orders and make new sales.  I would also take the opportunity to canvas for potential parties, contact schools and offices for larger events and fayres.  Also, contacting hotels in those areas for events such as Wedding Fayres and Fashion Shows.

[bookmark: _Toc518914978]Competition
As mentioned previously, my main competitors for my business would be primarily Neal’s Yard Products which offers high street stores, online sales, and home events.  In addition to this, Lush Cosmetics who trade on the high street also, online, and offer events instore.
Both Lush Cosmetics and Neal’s Yard Remedies are seen to be very different from each other, and from The Body Shop products.  All companies benefit from using organic, natural, and ethically produced ingredients.  However, the pricing range for both Lush Cosmetics and Neal’s Yard is substantially higher than that of The Body Shop.  I feel also that customers are not only swayed by perhaps not purchasing solely for that reason, they are more inclined to use The Body Shop as they know that it is a well-known and widely used brand, and that they are guaranteed to have excellent value for money and are less likely to be dissatisfied with any purchase they make (Medlin & Ellegaard 2015).
The advantages that I feel I would hold with my business would be that customers seem to be able to relate more widely with The Body Shop products.  It is a company that we have all pretty much grown up with, many women would have started their perfume collection with White Musk, for example.  People tend to put their trust in the products that they are familiar with and know that they will always get value for money.  They are aware that in today’s market, anything sold today has a higher value, but they trust the brand and the labels, and will therefore return time and time again.  It is vial therefore to keep them happy, and to make sure that they are offered value for money at every opportunity.
I have detailed in a comparison table the main factors that would potentially pose a threat to my business.  
Pricing Strategies[image: ]

Obviously, I would be unable to offer my exact pricing, as I would have to follow the pricing guidelines as drawn out by The Body Shop.  The pricing set out in the stores and in the catalogues is a fixed one, and therefore the ability to change any of this would be out of my hands.  
However, in order to make this work to my potential, I would make sure that I follow the guidelines and rules as set out by The Body Shop, offer any selected lines that are presented by the company.  But I would also put together my own offers, such as facial cleansing packages, make up packages, fragrance packages.  In addition to this I would offer perhaps a gift as an incentive, for the customer to buy the selected items altogether, or perhaps offer the items to be gift-wrapped or boxed.
[bookmark: _Toc518914979]Sales and Marketing
[bookmark: _Toc518914980]Product Positioning
In terms of competition against the other leading sales brands, The Body Shop leads in all aspects of quality and value.  In addition, by being able to offer services at home and in outside venues, all customers’ needs, and requirements are met.  The personal service of the consultant is very welcomed.
Looking at the products available to a customer in a basic party makeover, I have detailed the following products, using just a small selection as an example of how I would offer my products.  I could increase my sales by promoting additional items as a form of ‘power selling’, known as link - selling, such as Vitamin E products. I would look to promote the night cream and the facial spray as well as the regular day cream.  This would offer maximum sales potential.  Usually, the company would offer special deals to customers such as buying a selection of items in a range at a reduced price or offer incentives to attract custom (Crane, 2017).
An example of Combined selling at a home party event– using several items during a makeover session, and offering to the customer, perhaps as a special offer package if purchased together.  Or an incentive can be offered such as a free headband or face mask sample.

Part 1 of the makeover session – the skin cleansing routine – Camomile Eye Make-up remover, Organic Cotton Wool Pads, Vitamin E Moisture Cream

[image: ][image: ][image: ]

Part 2 of the makeover session – the make-up.  The sales boost here would be to sell the make up brushes as well as the make-up.  If the customer can see how well the make-up is applied with the tools being used, then they may be inclined to purchase new.
Remember to include as many items as possible, including items such as powders to set make-up, pencil sharpeners and make up bags, all small extras that can add to boost your sales.
Shown below is just a small selection of the make-up selection – Make Up Brush selection, Foundation, Eyeshadow, Lipstick
[image: ][image: ][image: ][image: ]

Part 3, in addition to the smaller extras that are suggested to boost sales, I would also offer higher priced items.  For example, from the Vitamin E range that I had used in the initial cleansing routine prior to make over, I would offer the Vitamin E Face Mist, which is a very popular product for the Body Shop.  This product can be used alone on the face as a refresher or can be used the spray over the face over make-up, to set the products and produce a glow.  I would also offer the Vitamin E Lip Balm, as a product that can be used throughout the day as a lip conditioner.  These two products offer a very high sales turnover.

[image: ][image: ]



[bookmark: _Toc518914981]Marketing
[bookmark: _Toc518914982]The Body Shop is a worldwide brand and is famous throughout.  Therefore, it is very easy to be able to promote the business with the very minimum effort.  However, it is not wise to rely on this as personal progress relies solely on the individual, and it is vital to be able to talk, demonstrate, offer every opportunity to get your voice heard.  
This can be done in so many ways in this day.  From simple technological methods such as Facebook, Instagram and Twitter, to trade and general press, local door to door catalogues.  Door to door canvassing is probably the simplest way to network.  Offer opportunities to visit local businesses or schools with free demonstrations, perhaps leaving leaflets and free samples.  Leave behind some catalogues with order forms also.  And get business cards printed, either through The Body Shop press department or from a personal level.

Sales
To develop, maintain and keep a successful and continuous customer database, it is essential to keep each and every customer happy from the start.  As with everything else in life, first impressions count, and it is that that a customer will remember, and will pass on to the next potential customer, and so on.
Networking and canvassing is the vital basis of any business.  So it is essential to target to right client.  Who, where, why?  The obvious clients would be female, to offer home parties in the home.  However, those people may be school mums, so what about the school summer or Christmas fete?  And what about charity coffee mornings?  Has someone experienced illness, would they be interested in a fundraising opportunity? By contacting local schools, clinics, hospitals, the opportunities for sales, parties and potential new recruits can be endless.  
Only by offering a first-class service first time, will the customer be happy to return a second time.  And if they stay loyal, be sure to offer them incentives to stay.

[bookmark: _Toc518914983]
Management
I would not be looking to recruit anybody on a personal level with this business venture.  As this is a Franchise, I would be working solely initially, and from home.  Over time, once I have gained sufficient experience and I am able to provide suitable information to people to offer the benefits of The Body Shop at Home as a career, I would then be able to have Consultants on board as part of the team.  Once I have recruited a personal level of approximately six to eight people, I would be able to establish my own team.  I would become a Senior Consultant at that level, and so my role would change significantly by being responsible for the team by means of maintaining their weekly sales figures and providing support and training.  I can share the larger events with other Consultants, encouraging more opportunities to offer pamper sessions and encourage larger sales figures.
I have put together a diagram to show the management structure of The Body Shop at Home,
[image: ]
[bookmark: _Toc518914986]I would not look to employ an Accountant for this business.  I would not look to employ a Business Advisor, as any business information such as training and new product information, along with any other company information, would be fed down from Head Office.  Any legal requirements, including Insurance, would also be covered by The Body Shop at Home.  This information is detailed and communicated with the Consultant when signing with the company.  I have included a copy of the Consultant Application Form for The Body Shop at Home, which I have attached at the end of this assignment in the Appendix.  I have also attached a copy of my personal CV, also in the Appendix, so that this can be provided if my suitability for any further potential job opportunities should become available relating to this business venture.













Operations
I have compared various computers and printers on an online store (Curry’s).  Using the Snipping Tool, I have transferred the information that I have compared onto this assignment document.  
Firstly, looking at the computers, I have decided to opt for a laptop.  A laptop computer is the most widely used today, as it is very versatile and portable. I have always used laptops myself, so they are very user friendly, especially for me.
By looking at these products, most seem to be very similar in what they offer.  The prices also seem to be very similar in range, offering an average of around £421.50.
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Secondly, I have looked at prices of printers for my business.  I am focusing on a wireless printer as I believe that provides a better performance and ease of use.  I am looking to have a piece of equipment that can do the whole process for me, in printing, scanning, and copying.  I am also conscious of the consumables of the machine, and therefore it must be a printer that I could purchase reasonably priced ink for.  I can see from my choice of selection of comparable above, that there are specific makes and models that prove to be very popular in purchase, so I am also aware of what may be available.
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I would also need to use a room at home to use as an office space.  Using a room at home would enable me to be able to save on costs of renting a premises to run my business.  The rental of my home, along with household bills such as gas and electric would remain the same, so I would not look to spend any additional costs, except perhaps in winter months when I would perhaps run the heating a little more during the day whilst I was working.  The only additional cost would be fuel and maintenance costs for my car.  

Initially I would look to equip the office with the essentials for my office, including furniture.  I have looked at a comparison of furniture at two high profile retailers, Dunelm Mill and Ikea.  I have looked at various items of furniture and have compared the items, and placed in a comparison table, shown overleaf;









OFFICE FURNITURE PRICE COMPARISON

[image: ]


TOTAL PRICE OF FURNITURE FROM DUNELM MILL = £258.00
TOTAL PRICE OF FURNITURE FROM IKEA = £185.00

Based upon these costs, I have concluded that I would purchase my furniture items from Ikea, based on the following reasons:
•	It is good value for money
•	Products are well built 
•	Customer service is excellent 
•	The items that I have chosen to complement each other so would look good in the workplace 
•	The filing cabinet is better value as it is larger and is lockable, which would be very important in a home business, as I would hold customer information which would need to be kept locked away and out of sight.

I have compiled a list to determine exactly what products I may need altogether for my business.  I have detailed everything from household bills, through to electrical equipment if I decided to purchase new, stationery, and vehicle costs;


	 
	 
	HobbyCraft
	Asda
	Amazon

	Site/Office Space
	Foc
	 
	 
	 

	Work from home
	Foc
	 
	 
	 

	House rental
	£550 pcm
	 
	 
	 

	Electricity/Gas
	£77 pcm
	 
	 
	 

	Home Insurance
	£12 pcm
	 
	 
	 

	Bank account
	Already open
	 
	 
	 

	 
	 
	 
	 
	 

	Desk
	Ikea
	 
	 
	 

	Office chair
	Ikea
	 
	 
	 

	Computer
	N/A
	 
	 
	 

	Printer
	N/A
	 
	 
	 

	Telephone
	N/A
	 
	 
	 

	Bank Card machine
	 
	 
	 
	9.99

	Cash tin
	 
	 
	 
	4.99

	Filing Cabinet (lockable)
	Ikea
	 
	 
	 

	 
	 
	 
	 
	 

	Printer Paper
	 
	 
	2.99
	 

	Printer Ink
	 
	 
	14.99
	 

	Pens
	 
	 
	1.5
	 

	Pencils
	 
	 
	0.79
	 

	Ruler/Eraser/sharpener set
	 
	 
	0.49
	 

	Envelopes
	 
	 
	2.99
	 

	 
	 
	 
	 
	 

	Additional Items
	 
	 
	 
	 

	Table cloths
	Provided by
	The Body Shop
	 
	 

	Table tealights
	 
	3.99
	 
	 

	Table decorations
	 
	Various
	 
	 

	Bowls for treatments
	Provided by
	The Body Shop
	 
	 

	Towels
	Provided by
	The Body Shop
	 
	 

	Mirrors
	Provided by
	The Body Shop
	 
	 

	 
	 
	 
	 
	 

	Advertising
	Provided by
	The Body Shop
	 
	 

	Business Cards
	Provided by
	The Body Shop
	 
	 

	Leaflets - Main
	Provided by
	The Body Shop
	 
	 

	Leaflets - Offers
	Provided by
	The Body Shop
	 
	 

	 
	 
	 
	 
	 

	Motoring Fees
	 
	 
	 
	 

	Petrol
	25.00 p/w
	 
	 
	 

	Vehicle - MOT
	Various
	 
	 
	 

	Vehicle - Tax
	140.00 p/a
	 
	 
	 

	Vehicle - Insurance
	13.00 p/m
	 
	 
	 




I have detailed in the following PDP Analysis a structured outlook of my progression throughout one year with The Body Shop at Home.  As I would initially be working alone, I have tried to focus on what skills I already hold and the timescale that I would give myself to achieve these goals.
	Time Plan
	Core Organisational Objectives
	Working with
	Deadline

	Short Term 
1-3 months
	· Attend Training Courses
· Advertise new venture
· Gain rewards to boost Kit levels
· Collect orders to gain commission
· Collect a regular database of customers
· Determine a sales plan
· Determine customer offers
· Utilise customer communication skills
· Use available resources to grow business and learn about products available for sale
· Networking
· Canvassing
	· Fellow consultants
· Customers
· Sales Managers
· Area Manager
	Sep 2020

	Mid Term
3-6 months
	· Knowledge of the company should be building well by now
· Start to discuss opportunities in depth with customers, to attract new consultants
· Continue management situation to build commission levels
· Continue to build larger selection of products
	· Fellow consultants
· Customers
· Sales Managers
· Area Manager
	Mar 2021

	Long Term
6-12 months
	· Have a team of consultants on board, minimum of 10 to produce satisfactory commission levels
· Own a large selection of gifts, which can be used as customer incentives
· Be able to offer services more towards larger events, such as fund raisers, fayres, hospital events such as ante-natal clinics (offering treatments to new mums, hopefully leading to sales)
· Providing continuing training events to my team
	· Fellow consultants
· Customers
· Sales Managers
· Area Manager
	Feb 2022
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Financial Forecast
The Body Shop at Home will be whatever I make it.  If I put the 100% effort into the business, I can make it a success, and can enjoy the benefit of a generous turnover and a very enjoyable career.  However if I do not put in the work and effort, it can quickly fail, and I would not only fail myself, but would potentially upset a lot of customers, and of course the name of The Body Shop.  Having my own business could be very rewarding in many ways.  As well as the financial side of this project, I could also enjoy the benefit of working from home, thus being able to manage my own diary, and choosing my own working hours to suit my home life.  I would enjoy a reward from my sales of between 25 and 30% commission from my sales each month, if I manage to reach a predicted sales target set each month.  I would also gain additional commission from consultants that I have introduced into my team as my business grows.  I would also look to gain fantastic rewards, some of which I could add to my demonstration kit to build my products that I can show at parties and events.  
I can also enjoy the benefit of sharing my knowledge of the Body Shop products and their ethical projects with my customers. 
[bookmark: _Toc518914994]




Financing
I have determined that I would potentially need a very small amount of money to set up my business.  I would only look to access a minimal loan to purchase items such as furniture, items to use as display props at my events, and various stationery items.  I have decided that I will not purchase a new computer for this project but may possibly invest in a new printer. I have looked at a small loan of £2000 to purchase the basic equipment and furniture for my business.  My plan is to repay this loan in full as soon as possible, hopefully within the given time period.  
[image: ]
An alternative to this would be to add an overdraft facility to my bank account.
I would keep a small amount to one side to purchase stock such as incentive products, so that I can offer as gifts with purchases or raffle gifts.
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Appendix

1. Original Business ideas, process of elimination to decide on my chosen business.
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2.  The Body Shop at Home Consultant Application Form


3. Louise Jane Puresevic – Curriculum Vitae

	Louise Jane Puresevic


	18 Primrose Close
Cowbridge
Vale of Glamorgan
CF71 7DZ
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    07530 183183
louise.ackland@hotmail.co.uk




	About Myself
	I am an efficient, hardworking individual with extensive administrative experience gained from private and health service sectors, specialising in reception / front of house operations. An enthusiastic and committed team player with a high capability of working across projects and with excellent customer facing and people skills. Flexible, self-motivated, and conscientious, with a strong ability to work under pressure and to deadline whilst maintaining attention to detail.
During my time with the NHS, I have gained a vast amount of knowledge of systems, procedures, and policies. I have taken various work-related courses including Manual Handling, Fire Safety (department Fire Warden), and Violence & Aggression. I am also a departmental First Aider. I have completed the European Computer Driving Licence (ECDL) award (an IT related award), undertaken the Institute of Leadership and Management (ILM) Level 3 Management award, and have an introductory knowledge of Sage 50 Accounting. I am also currently working on my Business Admin Level 2 course.
I have previously worked as a Body Shop at Home consultant, to the level of Team Manager.  Therefore, I do have the skills and capabilities in order to re-visit this venture.  My aim is to consider working on a part-time basis with The Body Shop at Home, along with my full-time career with the NHS, and would hopefully look to be able to concentrate on The Body Shop at Home, once I have gained suitable experience, customer portfolio and a team of consultants who would be a part of a team rum by myself.

	Skills & Abilities
	- Being able to work well with a greater team, using prior and ever-expanding teamwork skills
- Variable communication skills, which are adaptable across many situations, with both colleagues and patients
- Being able to adapt to any change, or mitigate to achieve the next best outcome, where necessary
- Proficient use and understanding of Office 365 and similar software
- Confidently able to meet any deadlines laid ahead of me, and ensure I can pull my own weight as part of a greater team


	Education	Barry College of Further Education, 1989:
Diploma in Hotel and office, Pass in Personal Grooming/Healthcare, and RSA Typing Level I/II
Cowbridge Comprehensive, 1987:
4 O-Levels (incl. Mathematics and English), 3 CSE Levels

	Experience
(Most Recent 
First)




























References

	Patient Pathway Co-Ordinator – Cwm Taf University Health Board 
(8/2019 – current)

Roles and Duties:
Responsible for maintaining the patient waiting list for approximately 400 patients, working with four Trauma & Orthopaedic Consultants
Answering telephone calls from patients, internal and external colleagues
Handling daily running of the Consultant clinics and the surgery Pre-Assessment clinics
Helping to work as a team
Receiving mail

Team Secretary - Cardiff and Vale University Health Board 
(03/2017 – 8/2019)

Roles and Duties:
Acting as point of contact for all visitors to the VLMHT
Maintaining confidentiality of data at all times
Helping to work as a team
Receiving and sorting incoming mail and faxes
Answering telephone calls from internal and external bodies
Handling daily running of out-patient clinics
Undertaking typing duties including reports, letters, notes
Ordering including all stationery items, furniture and electrical
Co-ordinating booking of meeting rooms
Reason for Leaving – Career Progression

Temporary PA to Directors - Herbert R Thomas Estate Agents 
(10/2016 – 12/2016)

Roles and Duties: 
Secretarial duties, including typing and fielding telephone enquiries
Managing the Directors team diaries.
Meeting attendance for minute taking
Reason for Leaving – Temporary Position
Personal/Character Referee:
Lindsay Hague-Morgan – Family Friend

Contact Information:
Glebe Farm, 
Shackerstone Walk,
Carlton, 
Leicstershire,
CV13 0BY
07870 270852

Professional Referee:
Sonia O’Loughlin – Admin Manager

Contact Information:
Vale Locality MHT, 
Barry Hospital, 
Colcot Rd., 
Barry,
Vale of Glamorgan,
CF62 8YH 
01446 454300
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YEAR  NOTEABLE DATES IN THE BODY SHOP HISTORY  

1976  The Body Shop is born, as the first store opens in Brighton, England .  Two years later the first  overseas branch opens, as a kiosk, in Belgium.  By 1982,  throughout the UK, new stores at a rate of  two shops in every month  

1986  Save the Whale   Campaign  –   Founded by Anita Roddick, working alongside Greenpeace.  The first  cam paign to be set up by the Body Shop  

1987  Community Trade   –   A scheme founded to give something back to the community.  Wooden  products such as massage rollers, made and distributed from India.  By trading with this part of the  world, enables finance to be  fed back into the community to provide facilities to the locals, such as  community projects or education.  

1988  In 1988, the founder of The Body Shop,  Anita Roddick, is awarded the OBE  

1990  The Body Shop Foundation is created   –   A Human Rights, Environment al and Animal Protection  Charity  

1994  The Body Shop at Home is  launched  –   A new way for shopping, home shopping.  A great new  venture, creating a stay at home shopping experience.  Enabling products to be tried and tested at  home, mostly in a party enviro nment.     The events are held by Body Shop at Home Consultants  

1996  Against Animal Testing   –   In 1996, 4,000,000 signatures were collected to ban animal testing.  This  was the largest petition at the time.  Two years later, the campaign enabled a UK ban on all animal  testing on cosmetics  

1997  Humane Cosmetics Standard   –   The Body Shop became the   first cosmetics company to be recognised  under the  Humane Cosmetics Standard   

2002  Choose Positive Energy   –   Along with Greenpeace, the Body Shop runs a campaign promoting  Renewable Energy  

2003  Stop Violence in the Home   –   This campaign was launched to ra ise money for the support of those  victims of  domestic violence  

2009  Stop Sex Trafficking of Children and Young People Campaign   –   In 2009, along with EPCAT, this  campaign was launched.    The largest ever campaign for The Body Shop, with over 7,000,000  sign atures, the petition led to many, many countries worldwide to commit to the adoption of a new  legislation to stop this terrible act  

2009  First Values Report   –   From responses to customers, the report was presented, to answer the  questions about what matter s most to the customers  

2009   The  RSPCA ‘Lifetime Achievement Award’   is awarded to The Body Shop  

2011  The Global Shea Alliance   –   established by the Body Shop to help with the production of Shea  products, and offering significant benefits to the women who work in the Shea industry  

2012  In partnership with Cruelty Free International, the  ‘Against Animal Testing’ Re - Launch   is under way  

2013  EU ban on sales of animal tested products and ingredients   -   Named  International Responsible  Business ,  2013 , by the  Business in Community Organisation .  This was a wonderful celebration, after  nearly 20 years of campaigning  

2014  Business in the C ommunity Award   is awarded for the second year in a row  

2015  Global Shea Alliance Award   is given, in   recognition of  the   sustainable Shea industry   work  

2016  The  Bio Bridges   Campaign was launched along with   World Land Trust in Vietnam .  It was then  followed by subsequent projects in other countries, such as  Indonesia and Malaysia.  The project  enables forest regeneration, and protection against hunting and illegal harvesting, thus creating an  environment  that is safer and more sustainab le to the local people  

2017  Forever Against Animal Testing   –   launched to end testing of all cosmetics everywhere, for good.   Currently the biggest ever petition launched by The Body Shop  

2017  World Bio - Bridges Mission   –   the launch of the World Bio - Bridge s Mission has provided The Body  Shop a commitment to work with some of the world’s most threatened areas.  There was a  commitment to build 10 new Bio - Bridges by 2020  
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P olitical     Against Animal Testing      Fair Trade products      Trading countries can cause political unrest    

  E conomic     Exchange rate worldwide affects the company’s revenue      Products need to be  affordable    

  S ocial     Lifestyle changes -   Social Issues      Environmental changes      Produc t and ingredients sourcing    

  T echnological     Internet access has a huge impact on footfall business  

  L egal     Health & Safety regulations are becoming tougher                   eg Prohibition of refilling bottles for cosmetic purposes                   (The Body Sh op, 2009)    

  E nvironmental       Animal protection (Animal Aid, 2011)      Energy Consumption      Fair Trade      Climate Change    
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 The Body Shop  Neal’s Yard Remedies  Lush  Cosmetics  

Retail Outlets  Approximately 3000,  including shopping outlets  such as McArthur Glen  Approximately 54 stores across  the UK, including Therapy  rooms  Approximately  109 stores  across the UK  

Retail  coverage  Worldwide, covering  approximately 65 countries  Worldwide.  Approximately 240  stores in addition to the above,  which are stockists, including  John Lewis plc, Wholefoods and  Planet Organic  Nationwide  and Channel  Islands  

Pricing range  Mid - range pric ing  Mid to High range pricing  Mid to High  range pricing  

Ethical/Environmentally  Friendly  Yes  Yes  Yes  

Online Sales  Yes  Yes  Yes  

Home Sales  Yes, including home,  fayres, charity events  Yes, plus Spa events  In Store events  such as Spa  events  

Products  Skin Care   Body Care   Fragrances   Home Fragrance   Aromatherapy   Make Up   Foot Care   Hand Care   Wellbeing   Hair Care   Gifts  Skin Care   Bath & Body   Hand Care   Foot Care   Aromatherapy   Wellbeing   Gifts   Therapies   Online and Venue Courses  teaching about  products and  therapies   Home Fragrance   Gifts  Bath & Shower   Face Care   Body Care   Hair Care   Fragrance   Gifts   Experiences  
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ITEM        

DESCRIPTION  PANAMA DESK  EJLER DESK  TATE MESH BACK  OFFICE CHAIR  FLINTAN OFFICE  CHAIR  JUO FILING CABINET  ERIK FILING CABINET  

PRICE  £49  £50  £69  £55  £140  £80  

STORE  DUNELM MILL,  BRIDGEND    CF31 3XX  IKEA, LECKWITH,  CARDIFF   CF11 0XR  DUNELM MILL,  BRIDGEND   CF31 3XX  IKEA, LECKWITH,  CARDIFF     CF11 0XR  DUNELM MILL,  BRIDGEND    CF31 3XX  IKEA, LECKWITH,  CARDIFF     CF11 0XR  

TRAVELLING  DISTANCE FROM  COWBRIDGE FOR  COLLECTION  BRIDGEND CF31 3XX   5.7 MILES  CARDIFF   CF11 0XR   14.6 MILES  BRIDGEND CF31  3XX   5.7 MILES  CARDIFF   CF11 0XR   14.6 MILES  BRIDGEND CF31 3XX   5.7 MILES  CARDIFF   CF11 0XR   14.6 MILES  

ONLINE ORDER  YES  YES  YES  YES  YES  YES  

DELIVERY  YES  YES  YES  YES  YES  YES  
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Consultant_Application_Form_May_2019.pdf


THE BODY SHOP INTERNATIONAL LIMITED


The Body Shop International Limited, Building 7, Watersmead Business Park, Littlehampton, West Sussex, BN17 6LS.
Telephone: 08000 92 90 90 E-mail: tbsah.salesoperations@thebodyshop.com 


CONSULTANT APPLICATION FORM


We are delighted you are considering joining The Body Shop At Home™ as an independent Consultant. Please complete the sections below as there are 
some essential details we need to know about you and there is information you will need to know about The Body Shop At Home™. There are some legal 
terms of appointment which you should be aware of set out below and in the Terms and Conditions to protect your individual rights. Details on the way we 
collect and use your personal data is contained in The Privacy Policy. We look forward to welcoming you to The Body Shop At Home™ tribe.


Please fill out all fields marked with an asterisk. 


YOUR PERSONAL DETAILS


First Name* .................................................................     Last Name*  ..........................................................	                            Date of Birth*  (dd/mm/yy)


Address*..................................................................................................


City *.........................................................................................................


County/Region *.....................................................................................


Postcode* *...............................................................................................


Email* *......................................................................................................


Home Telephone (Incl.STD Code)*.........................................................................................    Mobile Telephone* ....................................................


Driving Licence Number (This will help speed up your application) .................................................................................................................................


Are you VAT Registered?  YES         NO	                                     VAT Registration Number ............................................................................


YOUR BANKING DETAILS (Please check to ensure your details are correct. Incorrect details will result in processing delays)	


Account Holder Name*...................................................    Sort Code* .........................................   Account Number* ................................................


CONSULTANT INTRODUCTION DETAILS


Please provide the name of the Consultant introducing you to the business


First Name* ......................................................................   Last Name* ...................................................  	Consultant ID* .......................................


HOST JOINING OFFER


	 I took up the Host Joining Promotion. I have read and understood the terms and conditions of the Host Joining Promotion 


	 My order reference number is  ..............................................................


	 I did not take up the Host Joining Promotion 


OFFICE USE ONLY


ID No.


NOTICES AND CONSENTS


NOTICES
• �It is illegal for a promoter or a participant in a trading scheme to persuade anyone to make a payment by promising benefits from getting others to join the scheme


• Do not be misled by claims that high earnings are easily achieved 


• If you sign this contract, you have 14 days in which to cancel and get your money back


• You may not purchase or commit to purchase, more than £200 within your first 7 days of signing this agreement 
• If you require a visa to work in the United Kingdom, a copy of your visa must be emailed to tbsah.salesoperations@thebodyshop.com to support your application


CONSENTS*


	 I have read and understood the above notices and Terms and Conditions


	 I apply to be a Consultant with The Body Shop At HomeTM on the terms set out in the Terms and Conditions below


	� I understand that whilst processing this application my personal details will be checked using an online verification service. If my details fail these checks I understand 
my application cannot be processed until I submit further supporting documents


	 I have read the Privacy Notice before ticking this box


	� I consent to The Body Shop International Limited to give my shipping phone number and email to my order carrier to assist with shipment tracking updates and enquiries


	 I consent to The Body Shop At HomeTM giving my phone number(s) and email to my upline manager/s


	 I have the right to run a business in the UK and to be self employed


 	 I can confirm my e-mail address is accurate and can be considered my electronic signature


DATE* ................................  SIGNATURE* ............................................................................. EMAIL ADDRESS*.....................................................................................................


(minimum age of 18yrs)*


(no dashes)


PLEASE USE THIS EMAIL ADDRESS TO EMAIL YOUR APPLICATION TO CONSULTANT SUPPORT


........................................................
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INDEPENDENT CONSULTANT AGREEMENT 
 
A. Preamble 
This Agreement signed by you (“Consultant”), once received and approved 
by The Body Shop International Limited (the "Company”) approval of which 
is within its total discretion, forms a valid and binding agreement between 
the Company and the Consultant. The terms contained herein are legal 
terms to protect your rights as an individual on appointment as a Consultant. 
 
The effective date of the Consultant’s appointment and of this Agreement is 
the date on which the Company issues the Consultant with a consultant 
number (the “Effective Date”). 
The documents forming the entire agreement between the parties are this 
Agreement,The Body Shop At HomeTM (“TBSAH”) ‘Be Inspired’ Consultant 
website www.thebodyshopathome.com/business (‘Be Inspired’) (under 
Business Information/Business Manual /FAQ’s), as amended from time to 
time (the “Business Manual”). This Agreement and the Business Manual 
supersede all previous agreements and understanding between the parties 
and each party agrees that by entering into this Agreement it does not do so 
on the basis of or in reliance upon any representations, promises, 
undertakings, warranties or other statements (whether written or oral) of any 
nature whatsoever except as expressly provided in this Agreement and the 
Business Manual save that nothing in this clause shall exclude or limit the 
liability of either party in respect of fraudulent misrepresentation. 
 
The products to be acquired and or supplied are a select range of THE 
BODY SHOP® branded cosmetics, personal skin and hair care products 
and such other products and services as the Company may market for 
TBSAH from time to time (“Products”). 
 
B. Status, rights and responsibilities of a Consultant. 
1. The Consultant agrees that he/she shall: 
a. represent him/herself as a TBSAH consultant at all times when contacting 
customers or dealing with the Products; 
b. organise and hold parties and presentations at which the Consultant will 
present and promote the Products and collect orders for the Products from 
customers; The Consultant is responsible for ensuring that all party or event 
hosts are a minimum of 18 years old; and 
c. purchase Products from the Company for sale by direct sales method 
only or such other method as may be expressly approved by the Company 
from time to time and delivery by the Consultant to customers in the United 
Kingdom. The Consultant shall sell Products in the United Kingdom only and 
shall not sell (or send) Products in any other country. 
2. The Consultant is only eligible to promote and sell the Products within the 
United Kingdom to ultimate consumers and shall not sell Products to a 
customer where the Consultant is aware or it would be reasonable to 
suspect that the customer is reselling the Products in the United Kingdom or 
in any other country. The Company shall be entitled to refuse to fulfil an 
order and terminate this Agreement immediately if it knows or suspects that 
the Consultant is in breach of this provision. 
3. The Consultant shall not sell the Products except by the direct selling 
method or such other method as may be approved by the Company from 
time to time. In particular, but without prejudice to the generality of the 
forgoing, the Consultant shall not sell Products via unapproved internet 
channels (for example but without limitation eBay/Facebook or other 
auction/selling web sites) or via any retail store or counter or thru any 
services establishment. The Company shall be entitled to terminate this 
Agreement if the Consultant sells the Products via unapproved channels/ 
countries or otherwise in violation of this clause. 
4. As an independent, self-employed business person, the Consultant is: 
a. not authorised to act on behalf of the Company, is not its agent or 
employee, does not represent it and is not authorised to, and must not 
purport to, negotiate and or conclude contracts on behalf of the Company. 
The Consultant is not authorised to incur any obligation, debt or liability on 
behalf of the Company and must not purport to do so. 
b. entitled to arrange for such assistance as he/she determines appropriate 
to be provided to the Consultant by such persons as he/she appoints, at 
his/her expense, in the conduct of the business, and to delegate the 
performance of his/her obligations to those persons; however the Consultant 
remains personally responsible for ensuring that all obligations under this 
Agreement are performed. 
5. The appointment as a Consultant, and the obligations contained in this 
Agreement, are personal and may not be transferred. 
 
C. The Consultant agrees: 
1. to present the Products in a truthful, sincere and honest manner and to 
conduct all business in a manner that will reflect the highest standards of 
integrity and responsibility in keeping with the reputation of the Company at 
all times when dealing with customers at parties, hosts, other Consultants, 
prospective consultants and the Company and shall hold the Company 
harmless from damages resulting from any misrepresentations by the 
Consultant; 
2. at all times to comply with the ‘Be Inspired’ terms and guidelines, as 
amended from time to time. 
3. to ensure that invitations to prospective customers to attend parties and 
or presentations make clear the purpose of the occasion; 
4. as an independent self-employed business person, to abide by all 
applicable legal requirements in the United Kingdom; 
5. to meet the expenses incurred in the running of the business in the 
purchase of Products from the Company and facilitating the sale of the 
Products to customers; 
6. as an independent, self-employed business person to assume sole 
liability and to be fully responsible for all taxation and insurance issues 
relating to their business (this includes national insurance contributions, VAT 
and other reports required). The Consultant shall take personal 
responsibility to abide by all statutory regulations that relate to his/her 
business including registering his/her trade activities with any authorities or 
by obtaining any licenses if required by law; 
7. to honour promptly the Company’s exchange of Products guarantee and 
refund policies on the order form and as detailed in the Business Manual; 
8. not to use any of the Company’s trademarks or trade names including 
THE BODY SHOP® and THE BODY SHOP AT HOMETM trade names, 
trademarks and logos (“TMs”) except in relation to the sale of the Products 
or the Consultant’s TBSAH business and in the manner set out in ‘Be 
Inspired’ and shall not use such TMs in any other manner whatsoever 
without first obtaining the prior written consent of the Company and to cease 
making any use of the same on termination of this Agreement. The 
Consultant understands that the display of any of the Products or the TMs in 
any public, retail or service establishment of any kind is inconsistent with the 
terms of this Agreement. 
9. not to advertise the Products or the business of the Company except in 
accordance with the ‘Be Inspired’ system; 
10. to comply with the provisions governing the appointment and conduct as 
a Consultant as outlined in ‘Be Inspired’; 
11. to accept the responsibilities of a sponsor for any consultants introduced 
by the Consultant as given to the Consultant by their manager; 
12. to adhere to the social media policy and all other policies provided by 
the Company; 
13. that where the Consultant takes an order for Products from a customer 
but fails to place the order for the Products with the Company within 7 days 


of taking the customer order, then the Company shall be entitled to place 
the order itself on the Consultant’s account and deliver the Products ordered 
to the customer and the Consultant shall pay the Company for those 
Products within 7 days of the Company demanding payment from the 
Consultant; 
14. that the Company’s genealogies (being the information held by the 
Company relating to its consultants, including without limitation its 
relationship with each of its consultants, the sponsorship of each consultant, 
each consultant’s upline and downlines, and historical purchasing 
information for each consultant, each consultant’s customer database and 
customer order forms) and information in relation to the Company’s 
business practices, sales techniques, marketing methods and know-how is 
proprietary and confidential information which is highly sensitive and 
valuable to the Company’s business and the Company’s legitimate business 
interests require the non-disclosure of that information. If the Company 
discloses details of any of its genealogies to the Consultant during the term 
of this Agreement: 
a. the Consultant shall at all times and without limit in time treat such details 
as confidential information and shall not disclose such details to any other 
person (including any company or person in competition with the Company) 
and shall take all reasonable steps to protect and maintain the security of 
the information, and shall use the details solely for the benefit of the 
business of the Company and for the stated purpose for which they were 
provided; and 
b. the Consultant shall return copies of any such information to the 
Company forthwith upon the termination of this Agreement for whatever 
reason; 
15. that a Consultant shall not for a period of 3 months after termination or 
expiry of this Agreement, directly or indirectly entice any other Consultant 
away from TBSAH, to another business or company which competes 
directly or indirectly with the Company and a Consultant who becomes a 
“Manager” under TBSAH Career Plan shall not for a period of 6 months after 
termination or expiry of this Agreement directly or indirectly entice any 
Consultant away to another business or company which competes directly 
or indirectly with the Company; 
16. that during the term of this Agreement the Consultant shall only present 
TBSAH Products and shall not promote or sell any range of products which 
competes with the Products. 
17. to pay for Product orders by credit or debit card where such card is 
registered in the Consultant’s own name, save for (a) payment for the initial 
Starter Kit purchase or (b) where expressly permitted by the Company in 
writing prior to the placement of the order. 
18. The Consultant further agrees that he/she shall not use the Be Inspired 
system in a manner otherwise than expressly authorised herein, and that 
the Consultant shall not use or attempt to use the system for unauthorised 
or fraudulent purposes, including but not limited to (i) the Consultant re-
applying to become a consultant in a different name; (ii) sharing bank 
accounts or payment methods with other consultants; (iii) purchasing 
products other than for immediate provision to the customer (i.e. party 
organisers, attendees and the Consultant’s personal use); (iv) purchasing 
products for re-distribution abroad or otherwise for the purposes of resale; or 
(v) purchasing or attempting to purchase products over and above the levels 
permitted by the Company’s bulk ordering policy as stated from time to time 
by the Company. In the event that the Consultant breaches the terms of the 
this Agreement, or uses the system in any manner that the Company 
reasonably deems fraudulent or otherwise outside the scope of the 
permissions set out herein, or where the Company has a reasonable 
suspicion of the same, the Company may, in addition to its other rights 
which are hereby reserved, terminate the Consultant Agreement 
immediately in accordance with clause E3 below. 
 
D. On the appointment of the Consultant, the Company shall: 
1. sell the Products to the Consultant and pay the Consultant other bonuses, 
incentives and commissions (including any credits for returned Products) at 
the rates, intervals and for the events announced by the Company from time 
to time; 
2. provide the Consultant with not less than 10 days written notice prior to 
changing commission, bonus or incentive arrangements (which the 
Company has the right to do unilaterally), such notice will not be given 
where the Consultant has not placed an order with the Company for a 
period of twelve consecutive weeks or more; 
3. use reasonable efforts to fulfil orders promptly on receipt of payment, 
subject to stock availability, to the Company’s right to recall Products, 
change suggested prices, change the selection of the range and the 
specification of its Products at its total discretion; 
4. on request, provide to the Consultant a clear and adequate record (in the 
form of an itemised order form, invoice, receipt or commission) of all 
transactions in respect of which payments are due following the placing of 
orders for Products by the Consultant; 
5. honour promptly the Company’s Product guarantees and refund policies; 
6. at any time during which this Agreement remains in force, if requested by 
the Consultant, buy back any Product returned by the Consultant which was 
purchased at any time within one year of the date of such request, upon the 
terms set out in clause 6 of the following Section E; 
7. provide the Consultant with up-to-date marketing and product materials, 
for all customers that have opted in to being contacted by the Company 
shall receive TBSAH information directly from the Company; 
8. not sell the Products directly to any customers without the name of 
Consultant attached to the order so that a commission can be paid to the 
correct Consultant accordingly. 
 
E. Ceasing to be a Consultant, Product refunds and recovery of commission: 
1. The Consultant shall have the right to terminate this Agreement at any 
time without charge or penalty by giving fourteen (14) days written notice to 
the Company. 
2. During the first thirty days of this Agreement, the Company shall have the 
right to terminate this Agreement immediately without liability by giving the 
Consultant written notice. 
3. After the first thirty days, the Company may terminate this Agreement 
without liability, 
a. immediately if the Consultant (i) breaks any terms of this Agreement 
including clauses B2, B3 and C17 above or (ii) does not place an order with 
the Company for a period of eight consecutive weeks or more or 
b. by giving the Consultant not less than thirty (30) days written notice. 
4. Upon ceasing to be a TBSAH Consultant, the Consultant shall: 
a. be entitled to retain any commission paid and earned up to the date of 
termination, except any such commission in respect of Products returned to 
the Company. The Consultant must repay the Company any commission 
paid and claimed by it in respect of the returned Products within 120 days of 
the date of receipt of written notice from the Company for the recovery of the 
same, including VAT where applicable. 
b. return all unsold Products (provided that such unsold Products remain in 
the condition in which they were delivered to the Consultant at the time of 
their purchase, whether or not any external wrappings have been broken), 
training materials, manuals, promotional materials, business paperwork and 
starter kits to the Company at Watersmead, Littlehampton, West Sussex, 
BN17 6LS within 21 days of the date of termination to be eligible to receive 
the following refunds: 
i. if this Agreement is terminated by the Consultant after the first 15 days of 
the Effective Date but the Product to be returned is less than 90 days old at 
the date of termination, the price payable by the Company upon the return 
of such Product shall be equal to the VAT inclusive price paid by the 


Consultant for the purchase of such Product, less (i) an amount equal to the 
diminution in value of the Product caused by the Consultant and (ii) a 
reasonable handling charge equal to 10% of the VAT inclusive price paid by 
the Consultant for the purchase of those Products; 
ii. if this Agreement is terminated by the Company more than 15 days after 
the Effective Date but the Product to be returned is less than 90 days old at 
the date of termination, purchase price payable by the Company upon the 
return of such returned Product shall be equal to the VAT inclusive price 
paid by the Consultant for the purchase of such Product; and 
iii. if this Agreement is termination by either the Company or the Consultant 
and the Product is more than 90 days but less than 1 year at the date of 
termination, the price equal to 90% of the VAT-inclusive price paid by the 
Consultant for the purchase of those Products less an amount equal to (a) 
any commissions, bonuses or other benefits (in cash or in kind) received by 
the Consultant in respect of those Products; (b) any amounts due from the 
Consultant to the Company; and (c) a handling charge equal to 10% of the 
VAT-inclusive price paid by the Consultant for the purchase of those 
Products, provided that: (i) such Product has not been purchased or 
acquired by the Consultant in breach of this Agreement; (ii) the Consultant 
returns such Product to the Company in an unused, commercially resalable 
condition not more than 14 days after the date of termination; and (iii) the 
Company did not clearly inform the Consultant prior to the purchase that the 
Products were seasonal, discontinued or special promotion Products which 
were not to be subject to the buy-back provisions of this Agreement. 
c. The Company shall bear the postage to return the Product provided it is 
returned to the above address within 21 days of the date of termination. 
5. The Company reserves the right to ensure continued service to the 
Consultant’s customers after the termination of this Agreement and as such 
upon termination of this Agreement all customer data collected by the 
Consultant (as discussed in G below) shall be securely transferred by the 
Consultant to the Consultant’s up-line Consultant or regional manager. 
 
F. Other Provisions. 
1. This Agreement shall commence on the Effective Date for a period of 1 
year and shall thereafter automatically renew on the anniversary of the 
Effective Date for additional terms of 1 year. 
2. The Consultant shall have no financial obligation as a Consultant during 
the period of 12 months from the Effective Date of this Agreement other 
than to pay for the Products ordered, and the initial purchase of the 
Consultant’s Starter Kit. The Company shall give sixty (60) days written 
notice of any subsequent change in the above financial obligations. The 
Consultant is not required to order any Products or services from the 
Company. 
3. The Company reserves the right to promote and sell the Products through 
its other consultants, licensees, employees or other participants or 
otherwise itself. 
4. The Company may deduct any amount owed by the Consultant to the 
Company from any amount the Company owes the Consultant. 
5. Both the parties acknowledge that the Consultant is not an employee of 
the company and will not be treated as an employee with respect to this 
Agreement for tax purposes or otherwise. 
6. The Company shall inform the Consultant of any changes to these terms 
and conditions when the Consultant logs into Be Inspired. 
7. This Agreement is governed by English law and the parties hereby 
irrevocably submit to the exclusive jurisdiction of the English Courts in 
respect of any dispute arising here or from any other contractual relationship 
between the parties. 
G. Data Protection 
. The Consultant shall be legally responsible for any personal data relating 
to customers, other Consultants, and any other individual that it processes 
in the course of its activities as a Consultant. The Consultant agrees to 
comply with its obligations (to the extent such obligations are applicable) 
under applicable data protection laws (including all laws regulations, 
regulatory requirements, guidance and codes of practice, including 
Regulation (EU) 2016/679 ("GDPR")) applicable to the processing of 
personal data in the course of its activities as a Consultant. 
 
H. Online Ordering 
1. The Consultant agrees that he/she is not acting as a consumer and that 
the requirements of the Electronic Commerce (EC Directive) Regulations 
2002 in relation to provision of information when concluding contracts by 
electronic means (Regulation 9) and placing of online orders (Regulation 11) 
shall not apply to orders placed online by the Consultant. 
2. The Company is the promoter of this selling system in the United 
Kingdom with its registered office at Watersmead, Littlehampton, West 
Sussex BN17 6LS, England. Any Products the Consultant wishes to return 
or notice to be served should be sent to the Company by prepaid post to its 
registered office. 
 
Terms & Conditions Host Joining Promotion 
1. This offer is available to all party hosts. 
2. This offer is available strictly to hosts only and to qualify the Host must 
have achieved party sales of £150 or more and selected to utilise this offer 
instead of £25 FREE shopping. 
3. The correct Consultant Application form must be used and completed 
fully to participate in this promotion, the following conditions apply: 
a. The Consultant Application form must be completed in full and include the 
Party Order Number. 
b. The host Name and Address on the Party Order must match that on The 
Consultant Application form. 
e. This offer is available for new consultants only – and may not be used for 
Consultants wishing to rejoin the business within 6 months of leaving 
(reinstated consultants). 
NOTE: Incorrect forms or incomplete forms will be rejected by the Care 
Centre 
4. All standard terms and conditions of joining TBSAH apply to hosts joining 
under this promotion. 
5. All party hosts and Consultants must be a minimum of 18 years old.  
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The Body Shop at HomeTM Consultant Privacy Notice - UK 


The Body Shop International Limited, a company registered at Watersmead, Littlehampton, West Sussex BN17 6LS, 
United Kingdom, ("TBS", "we" or "us") has prepared this Privacy Notice ("Notice") for individuals who run their own 
independent The Body Shop at HomeTM business (“Consultant” or “you”) as we have to process your personal 
information. The purpose of this Notice is to give you information about how TBS collects, processes, stores and 
otherwise uses, information about you, and your rights in relation to that information.  


TBS needs to process your personal information in order for you to perform crucial aspects of your Consultant 
Agreement, such as facilitating payments to you and selling products to customers.   


In certain limited circumstances we may need to ask for your specific consent to process your personal information 
for a particular purpose.  Where we do so, you will be entitled to withdraw your consent at any time by contacting us 
as set out at the end of this Notice.  However in most cases we will process your personal information for the reasons 
set out in this Notice and it won't be appropriate or necessary for you to provide consent.   


We may update this Notice from time to time, for example if we implement new systems or processes that involves 
the use of personal information. All updates to this Notice will be communicated to you via email and on Be Inspired. 


Your rights in relation to your personal information, and details of how organisations should protect it are included in 
the EU General Data Protection Regulation (the "GDPR"), which is a European law. 
 
What categories of personal information does TBS collect about me and why does TBS use it? 


"Personal information" means any information relating to you. TBS will collect, process and use the following 
categories and types of personal information about you: 


• identification data, such as your name, signature, email address, address, landline, citizenship, 
passport/national identification data, driver's licence information;  


• information about you, such as your date and place of birth, gender;  
• information about being a Consultant, such as the contract start date, details of your regional manager, 


information about the commissions you receive and trips/incentives reached or conferences and 
meetings attended,  bank account details and payment dates; 


• complaint handling information, such as the handling of any complaints about you or other Consultants, 
together "Consultant Information". 
 
We collect and use this Consultant Information for a variety of reasons linked to your work as a Consultant. The exact 
reasons that we collect and use the Consultant Information will differ depending on how you are engaged as a 
Consultant. To help clarify these we have set out below a list of reasons why we collect and use this information (the 
"Processing Purposes") along with examples of some of the Consultant Information used for each of the Processing 
Purposes: 


• administering and processing your application, including identification data, information about you and 
contact details;  


• administering and providing Commission payments for being a Consultant, including contact details, 
information about the sales you have made and levels you have reached, and details of your bank 
account; 


• complying with applicable laws along with the administration of those requirements, including tax laws 
which involves the processing of identification data; 


• monitoring and ensuring compliance with applicable policies and procedures and laws, including 
conducting investigations into compliance with the Consultant’s Agreement, which involves the 
processing of identification data, contact details, and information about being a Consultant;  


• communicating with you and third parties (such as existing or potential business partners, suppliers, 
customers, end-customers or government officials) which involves the processing of identification data, 
contact details, information about being a Consultant and organisational data; 
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• responding to and complying with requests and legal demands from regulators or other authorities in 
the UK which involves the processing of identification data, contact details, information about being a 
Consultant, your commission and organisational data; 


• complying with corporate financial responsibilities, including audit requirements (both internal and 
external) and cost/budgeting analysis and control which involves the processing of identification data, 
contact details, information about being a Consultant, your commissions, and organisational data. 


In addition to the collection, processing and use of the Consultant Information, TBS collects, processes and uses the 
following special categories of personal information about you which we describe as "Sensitive Information":  


• criminal records data, in the event that TBS has conducted or received the results of criminal records 
background checks in relation to you, where relevant and appropriate to your role as a Consultant; 


• race or ethnicity data such as information contained in your passport or other citizenship and right to 
work documentation, and information which you have provided to TBS for the purposes of compliance 
checking.  
 


Why does TBS need to collect, process and use my Consultant Information and Sensitive Information? 


Both the Consultant Information and Sensitive Information are needed by TBS to carry out a variety of activities that 
are linked to being a Consultant and TBS's compliance with its obligations as a result of those services and as a 
business. 


We are required to explain to you the legal bases for our collecting, processing and use of your Consultant 
Information and Sensitive Information as listed below: 


For Consultant Information, our legal bases are: 


• performance of the contract with you; compliance with legal obligations, in particular element in the 
areas of, data protection law, tax law, and corporate compliance laws; the legitimate interests of TBS, 
TBS affiliates or other third parties (such as existing or potential business partners, suppliers, customers, 
end-customers or governmental bodies or courts); your consent, where that is appropriate, meets the 
requirements of data protection law and has been separately obtained; protection of vital interests of 
you or of another individual; performance of a task carried out in the public interest or in the exercise of 
official authority vested in TBS. 


For Sensitive Information, our legal bases are: 


• explicit consent as allowed or required by local data protection law; to carry out the obligations and to 
exercise the specific rights of TBS or you in the field of social security and social protection law as 
permitted by local data protection law; to protect the vital interests of you or of another individual 
where you are physically or legally incapable of giving consent; public data as made public manifestly by 
you; to establish, exercise or defend legal claims or whenever courts are acting in their judicial capacity; 
and for substantial public interest as permitted by local data protection law. 


We want to be as clear with you as possible over what this means, so where we talk about legitimate interests of TBS 
or third parties, this can include:  


• implementation and operation of a group-wide organisational structure and group-wide information 
sharing; 


• right to freedom of expression or information, including in the media and the arts; 
• customer Relationship Management and other forms of marketing; 
• prevention of fraud, misuse of IT systems, or money laundering; 
• operation of a whistleblowing scheme; 
• physical security, IT and network security; 
• business investigations e.g. intellectual property law breaches; 
• proposed mergers and acquisitions. 
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When relying on the legitimate interests basis for processing your personal information, we will balance the 
legitimate interest pursued by us and any relevant third party with your interest and fundamental rights and 
freedoms in relation to the protection of your personal information to ensure it is appropriate for us to rely on 
legitimate interests and to identify any additional steps we need to take to achieve the right balance. 
 
Got it - but who might TBS share my personal information with? 


TBS may transfer personal information to third parties, including to entities within and outside the TBS Group located 
in any jurisdictions where TBS Group entities are located, for the Processing Purposes as follows: 


• Communication with third parties.  As necessary in connection with business operations, contact details 
and communication contact details may be transferred to existing or potential business partners, 
suppliers, customers, end-customers or government officials and other third parties.  


• Regulators, authorities, and other third parties.  As necessary for the Processing Purposes described 
above, personal information may be transferred to regulators, courts, and other authorities (e.g., tax and 
law enforcement authorities), independent external advisors (e.g., auditors), internal compliance and 
investigation teams (including external advisers appointed to conduct internal investigations). 


• Acquiring entities.  If the TBS business for which you work may be sold or transferred in whole or in part 
(or such a sale or transfer is being contemplated), your personal information may be transferred to the 
purchaser or potential new purchaser as part of the transfer itself or as part of an initial review for such 
transfer (i.e. due diligence), subject to any rights provided by applicable law, including jurisdictions 
where the purchaser or potential purchaser are located. 


• Data processors.  As necessary for the Processing Purposes described above, personal information may 
be shared with one or more third parties, whether affiliated or unaffiliated, to process personal 
information under appropriate instructions ("Data Processors"). The Data Processors may carry out 
instructions related to administration, IT system support and maintenance, commission payments, 
training, compliance, and other activities, and will be subject to contractual obligations to implement 
appropriate technical and organisational security measures to safeguard the personal information, and 
to process the personal information only as instructed. 


For a full list of the categories of third parties that we may share your information with, please contact us as set out 
below. As you may have noticed, some of the recipients we may share Consultant Information and Sensitive 
Information with may be located in countries outside of Europe. In some cases, this may include countries located 
outside the European Union and/or European Economic Area ("EEA"). Some countries where recipients are located 
already provide an adequate level of protection for this data such as Switzerland, and transfers to other countries 
such as the USA may be protected under arrangements such as the EU-US Privacy Shield. 


If recipients are located in other countries without adequate protections for personal information, TBS are committed 
to taking all necessary measures to ensure that transfers of your personal information out of the EEA are adequately 
protected as required by applicable data protection law. This will include using appropriate safeguards such as the EU 
Standard Data Protection Clauses. You can ask for a copy of these safeguards by contacting us as set out below ("Who 
can I contact about this stuff?"). 
 
How long will TBS keep my personal information for? 


It is our policy not to keep personal information for longer than is necessary.  We may, for example, keep your 
personal information for a reasonable time after you stopped being a Consultant to ensure that any on-going 
obligations can be complied with. Where personal information is kept, that period will be determined based on the 
applicable local law. For further information, please contact us as set out below to request further details on how long 
TBS will retain different categories of personal information. 
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What rights do I have in respect of my personal information? 


You have a number of rights in relation to your Consultant Information and Sensitive Information which can be 
summarised in broad terms as follows:  


(i) Right of access - You have the right to confirm with us whether your personal information is 
processed, and if it is, to request access to that personal information including the categories of personal 
information processed, the purpose of the processing and the recipients or categories of recipients. We do 
have to take into account the interests of others though, so this is not an absolute right, and if you want to 
request more than one copy we may charge a fee. 


(ii) Right to rectification - You may have the right to rectify inaccurate or incomplete personal 
information concerning you.  


(iii) Right to erasure (right to be forgotten) - Under certain circumstances, you may have the right to ask 
us to erase personal information concerning you.  


(iv) Right to restriction of processing - In limited circumstances, you may have the right to request that 
we restrict processing of your personal information, however where we process Consultant Information and 
Sensitive Information for the Processing Purposes we have a legitimate interest in processing that 
information which may override a request that you make. 


(v) Right to data portability - You may have the right to receive personal information concerning you, 
which you have provided to us, in a structured, commonly used and machine-readable format and you may 
have the right to transmit that information to another entity. 


(vi) Right to object and rights relating to automated decision-making - Under certain circumstances 
you may have the right to object, on grounds relating to your particular situation, at any time to the 
processing of your personal information, including profiling, by us and we can be required to no longer 
process your personal information. This may include requesting human intervention in relation to an 
automated decision so that you can express your view and to contest the decision. 


To exercise any of these rights, please contact us as stated under below (Who can I contact about this stuff?).  


You also have the right to lodge a complaint with the competent data protection supervisory authority, which in the 
UK is the Information Commissioner's Office (the 'ICO'). 
 
Anything else? 


If we are not able to carry out the processing activities we describe in this Notice, there is a chance that we may not 
be able to comply with the terms of the Consultant Agreement, and in certain very exceptional cases, you may not be 
able to continue as a Consultant.  Of course, we don’t expect it would ever come to that, and this is simply 
information we are obliged to provide you as part of this Notice.  
 
Who can I contact about this stuff? 


If you have concerns or questions regarding this Notice or if you would like to exercise your rights as a data subject, 
you can get hold of the right person here: 


The Body Shop International Limited, Watersmead, Littlehampton, West Sussex BN17 6LS, United Kingdom. 


The contact details of our data protection officer are as follows: 


The Data Protection Officer, The Body Shop International Limited, Watersmead, Littlehampton, West Sussex BN17 6LS, 
United Kingdom. 


 





		ID No: 

		First Name: 

		Last Name: 

		Address: 

		City: 

		minimum age of 18yrs: 

		CountyRegion: 

		Postcode: 

		Email: 

		Home Telephone InclSTD Code: 

		Mobile Telephone: 

		Driving Licence Number This will help speed up your application: 

		NO: Off

		undefined: Off

		VAT Registration Number: 

		Account Holder Name: 

		Sort Code: 

		Account Number: 

		First Name_2: 

		Last Name_2: 

		Consultant ID: 

		I took up the Host Joining Promotion I have read and understood the terms and conditions of the Host Joining Promotion: Off

		I did not take up the Host Joining Promotion: Off

		My order reference number is: 

		I have read and understood the above notices and Terms and Conditions: Off

		I apply to be a Consultant with The Body Shop At HomeTM on the terms set out in the Terms and Conditions below: Off

		I understand that whilst processing this application my personal details will be checked using an online verification service If my details fail these checks I understand: Off

		I have read the Privacy Notice before ticking this box: Off

		I consent to The Body Shop International Limited to give my shipping phone number and email to my order carrier to assist with shipment tracking updates and enquiries: Off

		I consent to The Body Shop At HomeTM giving my phone numbers and email to my upline managers: Off

		I have the right to run a business in the UK and to be self employed: Off

		I can confirm my email address is accurate and can be considered my electronic signature: Off

		EMAIL ADDRESS: 
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