Do’s and Don’ts for sale of MF products:
Do’s:
1. Keep track of the expiry date of your NISM certification and ensure that your AMFI registration is valid.
2. Keep yourselves updated about latest information pertaining to the Mutual Fund Industry including scheme specific information.
3. Help customers fully understand the features, benefits, risks and costs of the financial products they buy by doing the following:
a. Provide complete and latest information of schemes to investors in the form of SAI, SID, addenda, performance reports, fact sheets, portfolio disclosures and brochures.
b. Encourage investors to go through SAI/SID/KIM before deciding to make investments.
c. Highlight risk factors of each scheme 
d. Disclose all material information to the investor including all the commissions (in the form of trail or any other mode) received for the different competing schemes of various Mutual Funds from amongst which the scheme is being recommended to the investors.
4. Ensure that critical operations such as forwarding forms and cheques to AMCs/registrars and despatch of statement of account and redemption cheques to investors are done within the time frame prescribed in the SID/SAI and SEBI Mutual Fund Regulations.
5. Maintain confidentiality of all investor details, deals and transactions.
6. Follow the Top picks and other house views provided by the Central team. The house view is what you should be sharing with the customers.
Dont’s:
1. Do not misrepresent or exaggerate information
2. Do not assure returns in any type of scheme, unless the SID is explicit in this regard.
3. Collude with investors in faulty business practices such as bouncing of cheques, wrong claiming of dividend/redemption cheques, splitting of applications in the schemes to circumvent regulations for any benefit, etc.
4. Do not undertake commission driven malpractices such as:
a. recommending inappropriate products solely because of higher commissions
b. encouraging over transacting and churning of Mutual Fund investments to earn higher commissions.
c. Splitting of applications to earn higher transaction charges / commissions.
5. Abstain from making negative statements about any AMC or scheme and ensure that comparisons, if any, are made with similar and comparable products along with complete facts.
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