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ERRTA SLIP

Re: A STUDY OF THE MI1BERSHIP OF THE SPECIAL AGENTS ASSOCIATION OF 
NORTHSTERN MUTUAL LIFE INSUl1ANCE COMPANY

Text - Page S, First Paragraph, Second Sentence under "EFFECT OF 
CONTRACT ON, AND ATTITUDES TO\1TARD, EXTRS AGREEMNTS" should read as
folloWs:

Of the latter group, consisting of 278 agents, 253 had had the agree..
meni; prior to the new contract, while the remaining 25 negotiated the
agreement for the first time after the adoption of the new contract.



NATIONAL OPINION RESEARCH CENTER
Universi ty of Chicago

To: The Executive Commttee
The Special Agents Association of The Northwestern

Mutual Life Insurance Comany

From: National Opinion Research Center

INTRODUCTION

:'n accordance with your request, we have carried out a study of the attitudes
of the membership of the Special Agents Association of Th Northwestern Mutual
Life Insurance Company toward certain matters and conditions, the results of
which are incorporated in this report.

We were furnished with the names and addresses of 878 Special Agents by the
Association, which, we were informed, comprised aU Special Agents who were
at the time reguar.members of the Association. We first maied questionnaires(Appendi A) to the membership on September 4, 1953, together with a covering
letter (Appendi B) explaining the purpose of the study and requesting completion
of the questionnaire. Replies , which, at our request were anonyous, wererni1ed
directly to us and the anonym ty of individual answers was assured. On September
21, 1953, we sent, by special delivery, a second questionnaire, together with
covering letter (Appendix C) to those Special Agents from whom we had not re-
ceived a reply to the first mailing. Through October 7, 1953, we had received
aompleted questionnaires from 710 Special Agerits. Questionnaires received sub-
sequent to that date, comprising 18 at date of this report, are not included
in the tabulations presented herewith.

The 710 completed questionnires consisted of replies from the followg:
Years of Northwestern Production..
Servce Number Year -Ended Ma 195:3 Nuber Nuber

Less than

3 years

. .

Under $1$0,000 . 

. .

147 30 or under
3 to 9 years 226 $150 000 to $250 000 197 31- 154
10 to 15 years $250 000 to $500,000 222 41-50 162
Over 15 years 343 Over $500,000 140 51.. 261
Qustion not Question not answered 65 or overanswred Ques. not

answered
Total 710 Total 710 Total 710

For purposes of this report, we have grouped the questions asked of the member-
ship into categories dealing with the following matters:

1. Attitudes Toward the Company, Company Servces, and Operations
2. A tti tudes Toward General Agents and General Agency System3. Attitudes Toward the New Special Agents Contract of August 1, 19524. Et'fect of New Contract on, and Attitudes Toward, Extras Agreements5. Attitudes Toward Representation Afforded by Home Office Agency Depart-

ment, General Agents and Special Agents AS$ociation.
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Tabuations presented herewith are grouped by the a.bove catego ies as are our
comnts pertainin to each group.

ATTITES TORD TH COMPANY, OOMPAN SERVICES, AND OPERATION

Sixty-two per cent of th replies expressed satisfaction as to comensation and
54% as to benefits and servces, while 37% expressed dissatisfaction as to the
former, and 41% expressed dissatisfaction as to the latter (Tables 1 and 2).

As"G no &1o8t thtouOlt. th ,entir qusti4Jre, essions Of dissatis-
faction tended to increase as length of servce, ag and production increased.
An exception to this tendency appeared in the greup 65 years of age or older,
which tended to be more satisfied than the average toward all matters excepting
the retirement plan, comented upon in followin sections.

Exressions of dissatisfaction as to compensation reached peaks in the groups
with over 15 years of servce (46%) and ages 51-64 (49%). Exressions of dis-
satisfaction as to benefits and services other than compnsation reached peaks
in the groups with over 1$ years of service (45%), ages 41-50 (47%) and pro-
ductionof $2$0,000 to $500,000 (44%).

About one out of every four agents was Viry muh satisfied tdth comensation,
and the sam proportion held true as to benefits and servces other than com-
pensation. One out of ten was very much dissatisfied with compensation, and
one out of six was very much dissatisfied with benefits and services other than
compensation.

It should be pointed out that throughout the estionnaire, the group with less
than three years of servce tended to exhibit a somewhat higher degree of satis-
faction than any other group. This group also teded to have the largest per-
centage answering "No opinion II or not answering questions. A nuber of agents
in this group comented that they were unble to express opinions on may matters
because they were not famiar enough with the considerations involve.

More than hal the agents listed low net cost as one of the chief advatages of
representing Northwestern Mutual (Table 3). An additional 8% who mentioned low
net cost qualified their statement by commnting tht it was no longer as great
an advantage as it had formerly been, or that while it had been an advantage in
the past, they no longer considered it so. Other advantages frequently mentioned
were the prestige or repUtation of the Coman (29%) and the quality or high
standards of the Company (25%). Ten per cent eithr did not answer the question,
or wrote "None. tt 
As to disadvantages, 9% listed low conmssions or low compensation, and an ad-
ditional 13% listed the lack of servces provided by theCompanw" causing a
high cost of doing business (Table 4). Thirteen per cent stated that restric-
tions as to the tye of insurance handled was a disadvantage" without Ii sting
any specific types tht they would like to be able to sen; another 1.3% stated
that lack of substandard coverage was a disadvantage. Thirty-six per cent
either did not answer the question or answered "None. 

With the exception of pension underwting, at least eig:a out of taft agent who
used the servces provided by the Company as listed in Table 5 were satisfied
v1ith those servces. Approximately haf the agents used pension underwting
sel'vices" and of those 37% were dissatisfied with the service.
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A IIjority of the apnt.s felt. that they woud find advantageous the expansion
of coverage toinc1ud the foUow new types of policies and policy features
(Table 6):

Substandard
Anal premumanujties, or anal premium anuities for uninsrables only
Aviation exclusion rider
Payor clause on juvenil policies

Sl:1g tlyless tha haf' the agents stated that they would find the addition of
double indemnity and junior estate builder plan advataeous to them. Of those
expressing an opinion, a majority felt that they woud find the addition of the
junior estate buider plan advantageous. A small proportiort of those answering
ths question qualified their answer by maki. it contingent upon the effect . 01'

the addition on policy cost.

About one out of every four agents exressed dissatisf'actioJ' as to the Company'
retirement plan (Table 7). In the grp ages 51-64 expressions of dissatisfact10!
rose to about on out of three. One out of every five agents 65 years of age or 
older stated tht they were very much dissatisfied with the plan and an addition-

aln% stated that thy were omewhat dissatisfied.

ATTITUES TOWAR GENRAL AGETS AN THE GENERAL AGENCY f\STEM

Haf of' the agents felt that Nortblstem' s general agency system was preferable
to a maagerial or semi-maeria system, whie a little less than one..fourth
preferred the mangerial t.yp (Table 8). Th balace either felt that the . t.wo

would be about the sam or expressed no opinion. Thse ratios showed no sign-
ficant variation amng groups, with the exception of those with less than three
years of service and those under 30 years of age. In each of these latter

groups only 4% expressed a preerence for the managerial tye. Table 9 presents
the reasons given .for the expressed preference.

Fity-seven per cent of the agents were at least .somwht satisfied with their
General Agen't as to his help in procurement of new business and 67% were satis-

fied as to his help in servcing of old business (Tables 10 and n). Again,
these proportions did not vary significantly, with the exception of the newest
agents and the youngest agents, both of which groups exhibited a somewhat higher
degree of satis.faction.

Table 12 presents the correlation between the agents' attitudes tovard their
General Agent and their preference for the general agency system or the manager-
ial type system. It. indicates that those agents who expressed a preference for
the generalagenay system were significantly more inclined to be satisfied with
their General Agents' aid to them than were those preferring a managerial typesystem. ' 
ATTITUES T01rJARD TH NEW SPECIAL AGENTS' CQNTRACT OF AU0ILST 1, 19.

Fity-three per cent of agents who returned questionnaires were either somewhat
or very much satisfied with the changes in the new contract, as opposed to 40%
\'Jho were somewhat or very much dissatisfied (Table 13). The trend previously
.:;ommnted on toward dissatisfaction as years of servce, production and age in-
creased may be noted in Table 13. Again, the exception to this trend is found
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in the group 65 years of age or older.

Table 14 shows the cumulative effect of length of service and production upon
satisfaction with the new contract. This table indicates that the greatest
degree of dissatisfaction exists in the 211 agents who have ten or more years
of service and had Northwestern production of $250 000 or more duing the year
ended May 31" 1953. More than one out of every four in this group was very
much dissatisfied with the changes in the new contract, and 56% were at least
somewhat dissatisfied with the changes. Table 14 also presents a comparison
of degree of satisfaction with the new contract changes as between those agents
64 years of age or younger with over 15 years of servce and those 65 or older
wi th the same length of service showing somewhat greater dissatisfaction in the
former group.

Four out of every ten agents listed additional commissions or additional first
year commssions as one of the advantages to them in the net" contract (Table 15).
One out of eight commented favorably on the restoration of the 9th renewal, and
one out of ten mentioned veflting provisions or persistency fees as an advantage.
Nine per cent said there 't1ere no advantages and an additional 12% did not list
ariyadvantages although they did list disadvantages in response to the same

question. 
. As to disadvantages in the new contract, 17% mentioned less commissions on short
term or older age or retirement income or limited pay policies, while an addition-
al 8% said less commssions without specifying type of policy (Table 16). About
one in six listed complaints as to vesting provisions. Eleven per cent stated
that one of the disadvantages to them was the 'reduction or elimination of their
extras agreements or uncertainty as to its continuation, while an additional 7%
whose extras agreements had been extended listed as a disadvantage the loss. of
Coman guarantee of these agreements or the loss of pension plan credit for
the extras.

Thirty-five per cent felt that there were groups of agents particularly bene-
fited by the changes in the new contract (Table 17), as compared with 49% who
felt that there were groups particularly adversely affected (Table 19), com-
mented upon in following paragraphs. Younger and newer agents were most often
adjudged to be the groups particularly benefited. Older agents and those t ithlonger servce particularly thought the contract benefited the younger agents
(Table 18). Nineteen per cent ' of those who felt that there were groups particu-
larly benefited listed agents with longer service as the benefited grcup.. This
conclusion was drawn proportionately most often by the groups with the least
servce.

Older agents, both as to length of service and age" were most often adjudged to
be the group adversely affected by the changes in the new contract (Table 20).
Of the 28% who mentioned agents writing high premium insurance as a group ad..
verse1y affected, many indicated tht this group consisted primarily of older
agents. The sa. held true for the 28% listing agents with extra commssion
gree:mnts .

Over 'twice as many agents felt that the Special Agents group as a whole was
not satisfied with the new contract changes as felt that the group as a whole
was sa.tisfied (Table 21). This may be compared with Table 13 wherein 53% of
the agents stated that they themselves were at least sOniwhat satisfied. One
out of every three agents did not express an opinion as to overall satisfaction
with the contract.
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Six out of every ten agents either expressed no opinion or felt that the
changes in the new contract would h 'Ve no effect as to its ability to attract
new agents to the Company (Tab:1e 22). Of those tha.t did feel that the new
contract would have an effect in this regard three times as may felt that
the new contract would be more likely to attract new agents as felt that the
old contract t'las more attractive to potential new agents.

Table 23 presents a breakdown as to the types of contract selected by the
various length of service, production and age groups. The groups wi th Contra
Forms 1583 and 1584 exhibited approximately the sam degree of satisfaction
toward persistency fees and vesting provisions offered by the CompCLT1Y, with
approxiwAtely two*thirds of each group being at least somewhat satisfied and
one-third exressing dissatisfaction (Table 24). However, of those with Con-
tract Fonn 1585, one-third were at least somewhat satisfied, one-third were
dissatisfied, and one-third did not ansV,rer the question, apparently because
the persistency provision did not apply to them. Four out of every ten in
this group who answered the question expressed extreme dissatisfaction (very
much dissatisfied).

EFFECT OF NEti CONTRACT 9.l! AND AT TOWARD, EXTRAS AGREEMENTS

Whle 55% of the agents had an agreement as to extra compensation with their
General 4gents prior to the adoption . of the new contract, 39;t had such an
agreement at the time they answered the questionnaire (Tables 25 and 26).. Of
the latter group, consisting of 368 agents, 343 had had the agreement prior to
the new contract, while the remaining 25 negotiated the agreement for the first
time after the adoption of the new contract. Tables 25 and 26 show that, al-
though extras agreements exist predominantly in the longer service groups, a
numer of the newer agents also have such agreements.

Of those agents who had an extras agreement prior to the adoption of the new
contract, only 4% felt that the present Company policy is best, while 74% felt
that the Companyt s policy regarding the extras agreements should be the same
as it was prior to the new contract (Table 27). Opinion among tpose agents
who had no extras agreements was fairly evenly split as to this question, 1'ith
one in four feeling the old Company policy was best and one in five feeling
that the present Company policy is best. Eight per cent felt that the Company
should guarantee payment of extras but should not extend Retirement Plan credit
to them. Nine per cent in 'tis group proposed other plans or felt that none
of the statements in Table 27 adequately described their opinion, and 38% did
not expres s an opinion.

Of the 132 agents who had extras agreements prior to but not subsequent to the
new contract, 45% felt that their General Agent was using the contract changes
as an excuse for the termination of the agreement (Table 28). Fourteen per cent
thought that their General Agent was willing to extend the agreement but would
not do so because he felt that the contract changes meant that the Companydis-
approved of such agreements.



ATTITUES TCWAR RESENATION AFFORD BY HOME OFFICE AGENCY DEPARTMENT 

GENE AGENTS, AN THSPEC:r ENS ASSOCIATION

Opinon as to the sort of job the. Hom Office Ageny Department and General
Agents do in representing Specia Agents 'GS evenly split, with about hal
of the agts who expressed opinions feelin that those 80urceIi did excellent
or good jobs and the other half feeling that those sources did only fair or
poor jobs. About one in tour exressed no opinion as to each source.

Eight out of ten agents felt that the Specia;: Agents Association did at least
a good job of representing them, and half the agents felt that the Association
did an excellent job in that respect. Eight per cent felt that the Association
did only a fair job and 2%, a poor job. One in te expressed no opinion on
this question. There were no particularly significant variations amng groups
as to this series of questions.

About 30% of the agents felt that the Home Office always, Dearly always, or
usually gives adequate weight to the agents' views and requests when presented
by each of the three sources (H01e Office Agency Department, General Agents
and Specia Agents Association) (Tables 32, :33, and 34). 1he largest category
of answrs in each source to this series of questio s was the "Sometis does,
sometimes doesn't" category" with at least one out of four selectin this an-
swer as best expressing their opinon as to the weight given each source. 
conclusion tht may be drawn from Tables 29 through 34 is that while the agents
are more confident. that the Association does a good job of representing them
than either the Home Office Agency Department or the General Agents" all threE
representatives are thought to be about equally effective (or ineffective) in
getting the Home Office to give adequate weight to Special Agents' views 
requests.

Table 3$ presents the suggestions as to the courses of action the Association
should take to estcblish a better relationship between Special Agents and
Company management. It shold be stress$d that this tabulation includes only
suggestions received from the ,0% of the agents who felt that the Coany did
not usually give adequate weight to agents' views and requests as presented
"by the Association.

GENRAL

Verbatim co:ments elaborating on opinions expressed or concernng matters not
taken up in the questionnire wi be forwed under separate cover. . We feel
that the vast majority of such comments show thoughtful consideration of issues
and problems conoernin the agency force.

We should like to take this opport\Uity to express our appreciation for the
may courtsies extended to our representatives during the course of this study.

NATIONAL OPINION RESERCH CENTER
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Table 3" Question 5.
Q. Wha o you co sider to be the chief advaritages to

the agent ir representing Northwestern Mutual?

Advantage
Low net cost

. . . . ,. . . . . . ,. . . . . . . . . . . . . 

Prestige or reputation of, Company

. . . . . . . . . . . . .

Capability or efficiency or standard or quality of fairness,
efficiency in service of Company, or specific company
departments

, "

best Company, " etc. .
No brokerage rue 

.. . . . . . . . . . . . . . . . . . . . ,

Quality of agency force

. . . . . . . . . . . . . . . . . .

Option provisions, general comments on policy quality, com-
petitive position of policy

. . . . . . . . . . . . . . .

Specialization.-preferred risks--no substandard

. . . . . .

National advertising

. . . . . . . 

. . 0 , 0 . . 

. . . . . . .

Formerly low net cost, although becomig fallacy. 

. . . . .

Prestige of Company acquired i:l the past

. ". " . . . . . . .

Miscellaneous (freedom of activity, repeat business, agent'
contract, etc. ) where no other codeab1e answer. 

. . . . .

No answers or none

. . . . . . . . . . . . . . . . . . . .

Total

.. . . . . . . . . . .. . " . " . . .

PAGE III

Per cent
mentioning

specified advantage
J..L

52%

n '"
191

( /10)
percentages add to more than 100 because some agents mentioned more than one

advantage.

--,

Table 4, Question 6.

Q. What do you consider to be the chief disadvantages,
if any, to the agent in representing NorthwesternMutual? 

Per cent
mentioning

specified disadvantageDisadvantage
Low commissions, compensation

. . . . . . . . . . . . . .

Lack of services, have to pay for everything, high cost
of doing business

. . . . . . . . . . . . ,. . . . . . .

General restrictions on type of insurance handled without
mention of specific type

. . ,. . . . . . ' ' ' ' ' ' .

No substandard

. . . . . . . . . . . . . . . . . . . . .

Requirement for physical exam, or lack 0+ non-medical under..
writing 

. . . . .. . . . 

No policies for ages 0-4 

. . . . . . . . . . . . . . . . .

General Agency system (poor general agents, etc.

) .

Poor Company attitude, lack of public relations understand-
ing r Company, poor relations between Compq.ny and agents,
complacent management attitude, poor departments, etc. 

No disability income . 0 . . . 

. . . . . . . . . . . . .

No double indemnity

. . . . . . .. . . . .. .. . . . . . . .

No aviation hazards

. . , . . . . . . . . . . . . . . . .

Miscellaneous (training program, contract comp1atnts other
than commssion, such as complexity, having to choose,
new agent does not get additional compensation provision
during first years, pension plan, rigidity of physical
exam, strict underw ting policies, o cupation elimations)

No answer or none .

Total 

. . . . '" . . " . . . . . . . . . . . .. . .

1.3

n ..

121%8-

(710 )

. .

Percentages add to more than ).00 beca'Use some agents mentioned more than
one disadvantage.
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Page X

Table 12, Question 9a.

Degree of Satisfaction with General Agent t 8 Help, Averaged Over
the Two Types of Services (P:'

(;(;'

ldng New Business and Servicing
Old Business) I in Relation to Agent' s Preference for General Agency

System or M&.mgeria1-Type Systems. "

Agents who
indicated preference
for General Agency

system
in answer to
Question 8a.

Agents who
:i.ndimlt,ed preferenc'
fo:!' M1ili1gerial.. type

8"j' ;jems
in .,!l!' il'er 

lic '3-;ion 8a.

'rota 1

. . 

53%a

100%

16%8.

100%

Very much satisfied

. . . . . . . .

Somewhat satisfied

. . . . . . . .

Somewhat dissatisfied

. . . . . . . 

Very much dissatisfied

. . 

No answer .

n = 0,4) (1,0 )

a The percentage given represents the average degree of satisfaction with

the General Agent t s help in procuring new business and in servicing
old business, obtained by adding together the percentages in each
satisfaction group for the two types of service and dividing the re-
sult by two.
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Table 27 Question 19

Page XX);

'Wich of the following statements most accurately describes your opinion
of what the Company's policy should be regarding the extras assignment?

The Company' s policy should be the same as it 

was prior to the adoption of the new con-
tract: it should recognize extras agree- 

ments by guaranteeing payment of terminal
extras and extending Retirement Plan credit 
for extra commissions

. . . ., . . . . . . . 

The Company should recognize an assignment 

which would guarantee payment of terminal
extras but would not extend Retirement Plan 
credit for extra commissions

' . . . . . . .

The present Company policy is best : it should
recognize neither agreements nor assignments 

. . . . . . . . . . . . . . . . . . .j

No opinion or no answer

. . . . . . . . . . . '

Total

. . . . . . . . . . . . . . . . . .

n = 

Other

52%

.. (I
Cd +'-.- H .:

IS 

tJ CD !5

+' 

.: H 
CD 0 b.
hO -.- Cd
c: H

74%

:: (I

.. H

.p.p .:-.- 

tJ H CD
.p 0 H
.: -.- f.()
CD H 
t1 P,

25%

100% .

(710) !

100%

(395)

100%

(315)

Table 28, Question 20

Which of the followig statements most accurately describes your opinion
of the reason why you have been unable to extend your extras agreement
with the same terms?

My General Agent is willing to extend the agreement but feels that
the Special Agent's contract changes mean that the Company dis-
approves of these agreements

. . . . . . . . . . . . . . . . . 

My General Agent is using the Special Agent t s contract changes as
an excuse to terminate or alter the agreement

.. . . . . . . .

The Special Agent's contract changes had little or no effect on the
extension of the agreement. My General Agent would have taken
the same stand regardless of the contract changes

. . . . . . .

Other

. . . . . . . . . . .. . .. .' . . . . . . . . . . . . 

Total

" . . . . . . . . . . . . . . . . . . ..

100%n = (132)
The above tabulation is based on the 132 agents who indicated that they hac

an extras agreement prior to the adoption of the new contract, but did
not have an agreement at th time they completed the questionnaire.

No opinion or no answer

Note:

. . . . . . . . .

All Agents

14%



Group 5 Tabulations

Attitudes Toward Representation

Afforded by Home Office Agency Department,

General Agents and Special Agents t Association
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Table 35, Question 29b.

Page 

Q. What course of action do you feel the Mssociation should take to establish a
better relationship between Special Agents and Company management regardi
Agents ' views and requests?

Per cent of those
who answered

"Sometimes does,
sometime s doesn It, 

"Usually doesn

"Seldom or never does,
to preceding question

Just as you are now doing, you are heading in the
right direction, present "get tough" policy is
best, this survey will bring results

. . . . . . 

Go to top Company management with grievances

. . . .

Go to board of trustees

. . . . . . . . . 

Go to policy holders examining committee

. . . . 

Get representation on board of trustees, Hanagement

Establish grievance committee to review complaints be-
fore presentation to higher authorities

. . . . .

Find out actual feeling of members of Association--

Officers of Association are from big cities and do
not represent feeling of smaler agents

. . . . .

1eet with General Agents' comittees to iron out
problems--join hands with General Agents

. . . 

Really get tough--obtain legal counsel, place business
with other companies for a couple of years--emp10y
public relations man, investigate Home Office prac-
tices, insist on action, raise Cain

. . . . . . 

Company should pay more attention to our needs, aompany's
attit;!de . wrQng,. change must come from Company,
Company is unreasonable

. . . . . . . . . . . . 

JYIiscellaneous (get membership of all agents for greater
sOlidarity, get membership on various Home Office
committees, --advertising and publicity, make Company
understand that we are the most important part, etc.

No answer or Don t know

. . . . . . . . . . . . .

n =

16%

115%

(356)



APPENDU A

NATIONAL OPINION RESEARCH CENTER
Univ rsi tyof Chicago

Survy 346

How many years have you bee:h associated with Northwestern Mutual?

Less than 3 years

3 to 9 years

10 to 15 years

Over 15 years

2. 'Wat was your Northwestern pro'ductionfor the agents' year ended May 31,
1953 ?

Under $150,000

$150 000 to $250 000

3. 1Aat is your age as of your last birthday?

$250,000 to $500 000

Over s500 ,000

30 or under 51 - 64

31 - 40 65 or over

41 - 50

4. In general how satisfied are you with Northwestern t-lutua1 as to the follow-ing: 
1) Very much satisfied

2) Somewhat satisfied

3) Somewhat dissatisf:ied

4) Very much dissatisfied

(4)

Agents
Compensation

(5)
Agents Benefi ts
and SerVices Oth
than COI1p nsati6n

( .,.,

. 5. 'Wat do you consider to. be the chief advantages to . the agent in represerit:i!lg
Northwestern MUtual?



Survey 346 - 9 -2';

What do you consider to be the chief disadvantages, if any, to the
agent in repre enting Northwestern Mut1al?

To what degreeat'eyou satis,ied with the service you receive from
the Home Office regardin the following.

Have no

' , -, 

occa.. ,Very Somewhat SomeWat Very sion . to .mush dU- mushdis" use 'Such
tatisfied: satisfied : satisfied:sati$fied:service:

8) Underwiting new business

9) Comptitive problems

10) "'Sales aids

11) Settlement option practice

12) Advanced Underwiting problems

13) Pension Underwriting

14) Death and Disability claims

8a. F.;tom your 'teW'oint t do you feel thatNorthwesterf t1al ' s pur General
Agency; system of operation :is or is not moresati factOl than the ma-
age rial orsemi-man erial type used by many other comanies?

15)

Maagerial or sem-maagerial tyevrould jJe mqre satiSfactory 

Pue General Agenc:y system is more satisfactory

About the same

No opinion

b. Please giveraasons inluencing your answer.

16)

17)



Survey 346 - 9-53 -3-

9a. Disregarding persona relationships , to what degree are you satis-
fied with your General Agent as to his help to you in:

1) Very much satisfied

2) Somewhat satisfied

3) Somewhat dissatisfied

4) Very much dissatisfied

b. Any comments?

18)
Procurement

of new business

19)
Servicing

of old business

lOa. Would it be advantageous to you if Northwestern Mutual should go
into the following?

21) Double indemni 

22) Dis abili ty income

23) Substandard

24) Non-medical

25) Group

26) Health and Accident

27) Anual premium annuities

28) Annual premium annuities for
uninsurables only

29) Aviation exclusion rider.

30) Junior estate builder plan

31) Payor clause on ju' ni1e policies

2) 3) 
:8011e- :Not pa-: Not

Very : what :tiular-tat all : No

advan- !advan- :1yadv-:advan- :opin-
tageous eous tageous eous
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Survey 346 - 9-53 4":

. .

10b. Are there- l3nyother .t:i ' thatypu wO.\ld, particu;tar1y like to see

NorthwestE?rn go int?? .

' ' . . 

32)

.: :,

11. To what -degree are yoti satisfied with the changes incorporated in
the new Special Agents I contract of )mgust :1, 19521

33)

Very much satisfied

Somewhat satisfied

Somewhat dissatisfied

Very mu h d1.ssati$i

12. 'Wat do you consider t.o be 'the advantages and disadvantages to 
in the ne'll contract?

Advantages:
34)

Disadvantages:

35)'

13. Do you think that the Special Agents ' group as a whoJ,e is satisfied
wi th the changes incorporated in the new contract?

Yes

36)

No opinion

14a, Do you think there are any groups of Special Agents relative' to
siz.e, location, yearS-of service, etc. ) who were particularly

benefited b the chag incorporated in th?new ,c9ntraot? 

Yes

37)

1) 

2)'

3)'

No 

Nd d"pini01

' . . .

I,,

!. '

r. '
If your ' answetr:ts" 

ll: ' What groups do you have in mind?'

. ' ... ,

38)
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Survey 346 - 9-53

42)

15a..

39)

40)

-5-
Do you think that' ttere are any groups of Special Agents l-1ho ,..ere
particularly adversely affected by the chages incorporated in the
new contract? ,

" '

;. Yes

No opinion

;. 

If your ans'Wr is "Yesll 

: .

Wht gro'ups dg you ,have" i,n mind?

'. - -

- I16.. ; In general, do yOu 
te'el the het.rcontradtis oi- ,is !nq;t more .likely to at.tra-ct new agents to North,vestern r'1utual tnan the one

that preceded it? 

-- 

41)

17..

3) 

-- 

About the same

4F,

The new conu- tis mme likly to 
8: 
ttract ne,'!- agents

The old cQntract' was more liy ? attractnff agents

No opinion

As you know,1 som.e Special Agents receive , or have received, extra
commissions, expnse :aowances or the equivalent from their
General Agents based an first and/or second year preium..
Did you have an agreement vrlth your General 

Agent Qrior to th
adoption of the new contract whereby you received such extras?

, 1) Yes - for first and second y-ear premium

Yes - fo:r first yea.r pre1)i only

Yes ..'f or- second year premiiims only
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18a Do you now have an agreement with your General Agent whereby you
receive -Sh extras?

* Yes - for first and secorid year premiums

* Yes .. for first year premiums only
43)

-* Yes - for second year premiums only

If youranslver is "Yes Has any provision been made guaranteeing
paymento.f ext as due to ou after, termination-of the General Agent'contract? (Please read preamble to question 19 before answering.

44)
2) 

Yes

19. Until the adoption . of the new contract, the extras agreements between
General and Special Agents were recognized by the Company, in that the
Company guaranteed payment of .euch extras after termnation of the
General Agents contract for business written prior to the termination.
Also; such extra commissions q,ua1 ned for credit under the Agents'Reti);ement Plan. 
With 1il1e adoption of the new contract the CompanY no longer recognizes
thes6?.greemerits and hence does not guarantee payment of. terminal extras
or e*:tE!!ld Retirement Plan credit for extra. commissions. In addition, the
Company will not recognize an assignment which would guarantee payment
of terminal extras but would not extend Retirement Plan creditfo:r extra
commissions.

Which of the followig statements !Jost accurately describes your opinion
of what the Company s policy should be regarding the extras assignments?

. '

1)' The Company' s policy should be the same as it 1"as' prior to
the adoption of the new contract.: it should recognize extras
agreements by guaranteeing payment of terminal extras 

extending Retirement Plan credit for extra commissions. 

The Company should recognize an assignment which would guaran-
tee payment of terminal extras but would not extend Retirement
Plan credit for extra comm.1ssidn

The present Company policy is best: 'it should recognize neither
extras agree ents nor gnments45)

Other (please state.

5) NQ opinion
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20. It :pas been reported by some agents that while they had agreements
whereby they received extras prior to the adoption of the new con-
tract, they have been unable to negotiate the extension of those
agreements. Gnthe other hand, the Company has given its assuranCE!
that the General Agents I margins were not to be affected by the in4

crease in commission to the Special Agents and that nothing would
be dQnate interfere with negotiations between the General Agent
and his Special Agents.

ANffl/R THIS QUESTION ONLY IF YOU HAD AN EXTRAS AGREEHEN1' PRlon
TO THE ADOPTION OF TH NEW CONTRCT AND HAVE BEEN UNABLE TO 

EXTEND THE AGREE11ENT 1JI'f THE SAME ER1'1S: 
Which of the followig statements most accurately describes your
opinion of the reason why you have been unable to extend your extr
agreement with the same terms? 

' .

My General Agent is willing to extend the agreement but
feels that the Special Agents ' contract changes fuean that
the Company disapproves of these agreements. 

iy Qeneral Agent is using. the Special Agents ' contract
changes as an excuse to terminate or a:!ter the agreement.

The Special Agents ' contx'act changes had 11 ttle or no
effect on the extension of the agreement. My Ge.rieral
Agent would have taken the same stand. regardless of the
contract changes. 

46) 4) Other (please state.

No opinon.
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21. Under which type

/1)

47)

of contract are you currently operating?

Form 1583 ,providing persistency fees, and nine renewals
fully vested after fifteen years of continuous service

Form 1584, providing eight vested renewals and persistency
fees

IT.
Form 1585, providing nine renewals fully vested without
persistency fees, available only to agents who did not
elect persistency fees in 1947

22. To what degree are you satisfied with the persistency fees and vesting
provisions offered by the Company?

48)

Very much satisfied

Somewhat satisfied

Somewhat dissatisfied

Very much di;:satisfied

23. To what degree are you satisfied with the A ents Retirement Plan of
, th Com?

49)

Very much satisfid
Somewhat satisfied

Somewha t dissatisfied

Very much dissatisfied

24.. As far as you know, what sort of a job wou d you say the Home Office
Agenc:( DeRartment does in representing your point otview in. dealing

th other Hom Office departents?

Excellent

Good

50) On fair
Poor

No opinion
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25. Do you feel that other Home Office department$u al1ygiveade-

quate weight to agents' views and requests as preseuted by the
Home 0fficeA ency Depar1) Always or nearly always do

----

2) 

---- 

Usually do

51) 4) Usually don

Sometimes do, sometimes don 't (about 50-50)

Seldom 0 r never do

No opinion

26. ..A8 far as you know, what sort of a job would you
' say General Agents

do . whenrepresent:jg Special Agents ' poihts of. view' lldealing wi 
the Home Office?

52)

53)

27.

5) 

---- 

No opinion

Excellent

Good

Only fair

Poor

Do you feel that the HaIne Office usually gives adequate t\!eight to
Special Agents' views and requests when1?resented by Qeneral 

Afe:q'

Ahiays or nearly always does

Usually does

Sometimes does, somet:jes doesn't (about 50'-50)

Usually doesn

Seldom or never does

No opinion

28. .As far as you know , what sort of a job would you say the Specia+
gents I Association does in representing your point of view in

dep.lipg with the ijo!te Office? 

54)

:j)

3) 011J.Y f
. 1 :1

5) No opinion

Exc;e ge!rt;

Good
\ I -

! 1 

Poor
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29a. Do you feel that the gome Office usually gives adequate weight to Ag&ntt'
. viewsand requests . sen ed . by . the, S ecia1A entsIA!so i9-n

55)

Lb.

5) 

, 6) No opinion

Always or nearly always does

Usually does

Sometimes does , s9letimes doesn't (about 50-50)

Usually doesn't

Seldom or never does

r .. nswe is omeii1efl.. etime$ doesn'tt fl or "Usually 

oesn: t' or "Seidom or never do : Wht courss of action do you feel
the Association should take to establish a better relationship between

. Speial Agents and Company management. regarding Agents' views and re-quests? .
,6)

30. Any coments on matters not covered by this questionnaire?



APPENDIX B

NATIONAL OPINION RESEARCH CENTER
UNIVERSITY OF CHICAGO

J711 SOUTH WOODLAWN AVENUE TELEPHONES FAIRFAX 4-7314

CHICAGO , ILLINOIS

CLYDE W, HART
DIRECTOR September 4, 1953

Dear Special Agent:

As you have been informed, the National Opinion Research Center
has been engaged by the Special Agents ' Association of the
Northwestern Mutual Life Insurance Company to aid in determining
how the Association' s membership feels about certain matters.
Your cooperation in answering the enclosed questionnaire frankly
and completely will be of great assistance in obtaining the de-
sired information.

The unsigned questionnaires are to be returned directly to the
National Opinion Research Center and will remain the property
of the Center. They will not be made available either to the
Association or the Company. The results of the study will be
presented to the Association in tabular form, without identifi-
cation of specific questionnaires. Any quotations from the ques..
tionnaires that may be included in our report to the Association

&a 22 
on:Z11ous

All of the questions are designed to be self-explanatory. On the
que.stions for1'ihich alternative answers are presented, simply put
a check-mark on the line next; to the number of the appropriate an-
swer. On the questions set up in tabular form, put the check-mark
on the appropriate line.

When you have completed the questionnaire, mail it to 'lS in the
nC1o sed amped, addressed envelope. Please fill out and mai;b
the enclos d post-card as well The card informs us that you

. have mailed your questionnaire, so that we will not mail you a
secorid one.

Agai.n, I would like to emphasize the value of complete , frank an-
swrs. Your promptness will be greatly appreciated.

Sincerely yours,

jf 

.; - 

LJ -1 1'j-r..

' ,,

/ I 

y. .. ,,-

C1yd W. Hart
Director



CLYDE W. HART
DIRECTOR

APPENDIX C

NATIONAL OPINION RESEARCH CENTER
UNIVERSITY OF CHICAGO

5711 SOUTH WOODLAWN AVENUE TELEPHONE, FAIRFAX 4-7354

CHICAGO 37, ILLINO IS

September 21 1953

Dear Special Agent:

Perhaps the questionnire that we sent you several weeks ago was
misla.id, or put aside, as we have not yet received a postcard in-
formg us that the completed questionnaire has been mailed to us..
We have received \\at we consider to be an excellent response to
the origial mailing, and we hope and trust that you will com-
plete yours md mail it back to us right away. We want our sum-
ma report, men it is prepared, to represent every agent's frank
and independent views about aU the matters covered in our ques-
tionnaire.

We would like to repeat briefly the information included in our
letter accompanying the original mailing. This study is being
carried out by the National Opinion Research Center at the re-
quest of the Special Agents Associa.tion of the Northwestern

. Mutual Life Insurance Company. The :tesults 'of the study will be
presented to the Associat ion in tabular form and will not identi-

fy either you or your General Agent in any way. The unsigned
questionnaire will remai n the property of the Center en d wil
not be made available either to the Association or the Compan.

When you have completed the questionnaire, mail it to us in the
enclosed stamped, addressed en'\elope.. Please ril;t out and mail
the enclosed postca. as well.. 
In the interest of. time, we will eventually have to "cut off"
replies and ignore those received after the cut-off date.. We ask.
therefore,. that you complete atidreturn the material to US at yoUi
earliest opportunity.

Sincerely yours,

(!1
Clyde W. Hart
Director

It may be that your postcard hAs been forwarded' to us and
is still in the mail., If so, thank you very much tor your
consideratiQn.

CW/mn


