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Re:

ERRATA SLIP

G

A STUDY OF THE MEMBERSHIP OF THE SPECTIAL AGENTS ASSOCIATION OF THE
NCRTRWESTERN MUTUAL LIFE INSURANCE COMPANY

Text - Page G, First Paragraph, Sécond Sentence under "EFFECT OF NEW
CONTRACT ON, AND ATTITUDES TOWARD, EXTRAS AGREEMENTS" should read as
follows: ’

Of the latter group, consisting.of 278 agents, 253 had had the agrees
ment 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
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To: The Executive Committee
The Special Agents Association of The Northwestern
Mutual Life Insurance Company

From: National Opinion Research Center

INTRODUCTION

in accordance with your request, we have carried out a study of the attitudes
of the membership of the Special Agents Association of The 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 Speeial Agents by the
Association, which, we were informed, comprised all Speecial Agents who were

at the time regular members of the Association, We first mailed questionnaires
(Appendix A) to the membership on September L, 1953, together with a covering
letter (Appendix B) explaining the purpose of the study and requesting completion
of the questionnaire, Replies, which, at our request were anonymous, were msiled
directly to us and the anonymity of individual answers was assured. On September
21, 1953, we sent, by special delivery, a second questiomnaire, together with
covering letter (Appendix C) to those Special Agents from wham we had not re-
ceived a reply to the first mailing. Through October 7, 1953, we had received
eompleted questionnaires from 710 Special Agents. 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 questionnairesbconsisted of replies from the following:

Years of , ' Northwestern Productione
Service Number Yoar Ended May 31, 1953 MNumber Age Number
Less than ’

3 years . . 78 Under $150,000 , ., . . 1k7 30 or under 66
3 to 9 years 226 $150,000 to $250,000 197  31-40 15l
10 to 15 years 61 $250,000 to $500,000 T 222 150 162
Over 15 years 34h3 Gver $500,000 . . . . 10 51-6L 261
Question not Question not answered L 65 or over 63

answered 2 _ Ques. not

— . answered L
Total . . 710 Total « o s o « » 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 Services, and Operations

2. Attitudes Toward General Agents and General Agency Systenm

3+ Attitudes Toward the New Special Agents Contract of August 1, 1952

. Effect of New Contract on, and Attitudes Toward, Extras Agreements

5. Attitudes Toward Representation Afforded by Home Office Agency Depart-
ment, General Agents and Special Agents Asscciation.
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Tabulations presented herewith are grouped by the above categories as are our
conments pertaining to each group.

ATTITUDES TOWARD THE COMPANY, COMPANY SERVICES, AND OPERATIONS

Sixty~two per cent of the replies expressed satlisfactlon as to compensation and
5L% as to benefits and services, while 37% expressed dissatisfaction as to the
former, and 1% expressed dissatisfaction as to the latter (Tables 1 and 2).

As tns noted almost throughaut the entire questiamnaire, expressions of dissatis-
faction tended to increase as length of service, age and production increased.
An exception to this tendency appeared in the greoup 65 years of age or older,
which tended to be more satisfied than the average toward all matiers excepting
the retirement plan, commented upon in following sections. :

Expressions of dissatisfaction as to compensation reached peaks in the groups
with over 15 years of service (46%) and ages 51-6L (L49%). Expressions of dise-
satisfaction as to benefits and services other than compensation reached peaks
in the groups with over 15 years of service (45%), ages 41-50 (47%) and pro-
duction of $250,000 to $500,000 (L4h%).

Avout one cut of every four agents was wery much satisfied with compensation,
and the same proportion held true as to benefits and services 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 questionnaire, the group with less
than three years of service tended to exhibit a somewhat higher degree of satis-
faction than any other group. This group also tended to have the largest per-
centage answering "No opinion" or not answering questions. A number of agents
in this group commented that they were unable to express opinions on many matters
because they were not familiar enough with the considerations involved.

More than half the agents listed low net cost as one of the chief advantages of
representing Northwestern Mutual (Table 3). An additional 8% who mentioned low
net cost qualified their statement by commenting that 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 Company {29%) and the quality or high
standards of the Company (25%). Ten per cent either did not answer the guestion,
or wrote "None." '

As to disadvantages, 9% listed low commissions or lew compensation, and an ad-
ditional 13% listed the lack of services provided by the Company, causing a
high cost of doing business (Table L). Thirteen per cent stated that restric-
tions as to the type of insurance handled was a disadvantage, without listing
any specific types that they would like to be able to sells another 13% 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 underwriting, at least eight out of tem agents who
used the services provided by the Company as listed in Table 5 were satisfied
with those services. Approximately half the agents used pension underwriting
services, and of those 37% were dissatisfied with the service.
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A majority of the agents felt that they would find advantageous the expansion
e(:f"cov_egge to include the following new types of policies and policy features
Table 6): :

Substandard

Anrmal premium annuities, or annual premium anmuities for uninsurables only
Aviation exclusion rider '

Payor clause on juvenile policies

Slightly less than half the agents stated that they would find the addition eof

donble indemnity and junior estate builder plan advantageous to them., Of those
expressing ah opinion, a majority felt that they would find the addition of the
junior estate builder plan advantageous. A small proportion of those answering
this question qualified their answer by making it contingent upon the effect of
the addition on policy cost.

About one out of every four agents expressed dissatisfaction as to the Company's
retirement plan (Table 7). In the group ages 51-6l expressions of dissatisfactior
rose to about one oub of three, One out of every five agents 65 years of age or
older stated that they were very much dissatisfied with the plan and an additione
al 11% stated that they were somewhat dissatisfied.

ATTITUDES TOWARD GENERAL AGENTS AND THE GENERAL AGENCY SYSTEM

Half of the agents felt that Northwestern's general agency system was preferable
to a2 managerial or semi-managerial system, while a little less than one-fourth
preferred the managerial type (Tsble 8). The balance either felt that the two
would be about the same or expressed no opinion. These ratios showed no signi-
ficant variation among 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 L% expressed a preference for the menagerial type. Table 9 presents
the reasons given for the expressed preference.

Fifty-seven per cent of the agents were at least somewhat satisfied with their
_General Agent as to his help in procurement of new business and 67% were satis-
fied as to his help in servicing of old business (Tables 10 and 11). Again,
these proportions did not vary gignificantly, with the exception of the newest
agents and the youngest agents, both of which groups exhibited a somewhat higher
degree of satisfaction. _ h

Table 12 presents the correlation between the agents’ attitudes toward 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 general agency system were significantly more inclined to be satisfied with
their General Agents'aid to them than were those preferring a managerial type
system, ‘ i

* ATTITUDES TOWARD THE NEW SPECIAL AGENTS' CONTRACT OF AUGUST 1, 1952

' Fifty~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 L0%
who were somewhait or very much dissatisfied (Table 13). The trend previously

~ommented on toward dissatisfaction as years of service, 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 1L 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 Nerthwestern production of $250,000 or more during 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 1l also presents a comparison
of degree of satisfaction with the new contract changes as between those agents
6L years of age or younger with over 15 years of service and those 65 or older
with 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 commissions as one of the advantages to them in the new contract (Table 158).
One out of eight commented favorably on the restoration of the 9th renewal, and
one out of ten mentioned vesting provisions or persistency fees as an advantage.
- Nine per cent said there were no advantages and an additional 12% did not list
any advantages 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 commissions 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 agreemenis or uncertainty as to its continuation, while an additional 7%
whose extras agreements had been extended listed as a disadvantage the loss of
Company 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 L9% 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 partieularly benefited. Older agents and those with
longer service particularly thought the contract benefited the younger agentbts
(Table 18), Nineteen per cent of those who felt that there were groups particue
larly benefited listed agents with longer service as the benefited greup, This
conclusion was drawn proportionastely most often by the groups with the least
service.

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 proup ad-
versely affected, many indicated that this group consisted primarily of older
agents, The same held true for the 28% listing agents with extra commission
agreements.

-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 satisfied (Table 21). This may be compared with Table 13 wherein 53% of
the agents stated that they themselves were at least somewhat 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 have no effect as to its ability to attract
new agents to the Company (Table 22)., Of those that did feel that the new
contract would have an effect in this regard, three times as many felt that
the new contract would be more likely to attract new agents as felt that the
0ld contract was 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 with Contract
Forms 1583 and 158l exhibited approximately the same degree of satisfaction
toward persistency fees and vesting provisions offered by the Company, with
approximately two-thirds of each group being at least somewhat satisfied and
one-third expressing dissatisfaction (Table 2ly). However, of those with Con-
tract Form 1585, one-third were at least somewhat satisfied, one-third were
dissatisfied, and one-third did not answer the question, apparently because
the persistency'provzslon did not apply te them. Four out of every ten in
this group who answered the question expressed extreme d1ssatisfact10n (very
much dissatisfied).

EFFECT OF NEW CONTRACT ON, AND ATTITUDES TGWARD, EXTRAS AGREBMENTS

While 55% of the agents had an agreement as to extra compensation with their
General fgents prior to the adoption of the new conbract, 39% had such an
agreement at the time they answered the questiomnaire (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
number 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 L% felt that the present Company policy is best, while 7h% felt
that the Company's policy regarding the extras agreements should be the same
as it was prior to the new contract (Table 27). Opinion among those agents
who had no extras agreements was fairly evenly split as to this question, with
one in four feeling the old Company policy was best and one in five feeling
that the present Company policy is best. ZEight per cent felt that the Company
should guarantee payment of extras but should not extend Retirement Plan credit
to them, Nine per cent in this group proposed other plans or felt that none
of the statements in Table 27 adequately described their opinion, and 38% did
not express an opinion.

Of the 132 agents who had extras agreements prior to but not subsequent to the
new contract, L5% 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 Company dis-
approved of such agreements.
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ATTITUDES TOWARD REPRESENTATION AFFORDED BY HOME OFFICE AGENCY DEPARTMENT,
AGENTS, AND SPECIAL AGENTS ASSOCYATION ’

Opinion as to the sort of job the Home Office Agency Department and General
Agenis do in representing Special Agents was evenly split, with about half
of the agents who expressed opinions feeling that those sources did excellent
or good jobs and the other half feeling that those sources did only fair or
poor jobs. About one in four expressed no opinion as to each seurce.

EZight out of ten agents felt that the Special 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 Asscciation
did only a fair job and 2%, a poor job, One in ten expressed no opinion on
this question, There were no particularly significant variations among groups
as to this series of questions,.

About 30% of the agents felt that the Home Office always, mearly always, or
usually gives adequate weight to the agents' views and requests when presented
by each of the three sources (Home Office Agency Department, General Agents
and Special Agents Association) (Tables 32, 33, and 3h). The largest category
of answers in each scurce to this series of questions was the "Sometimes does,
semetimes doesn't" eategory, with at least one out of four selecting this an-
swer as best expressing their opinion as to the weight given each source, A
conclusion that may be drawn from Tables 29 through 34 is that while the agents
are more confident that the Association does a2 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 and
requests., . ’ ) '

Table 35 presents the suggestions as to the courses of action the Association
should take to establish a better relationship between Special Agents and
Company management. It should be stressed that this tabulation includes only
suggestions received from the 50% of the agents who felt that the Company did
not usually give adequate weight to agents' views and requests as presented
by the Association. , : ’

GENERAL

Verbatim comments elaborating on opinions expressed or concerning matters not
taken up in the questionnaire will be forwarded under separate cover. We feel
that the vast majority of such comments show thoughtful consideration of issues
and problems concerning the agency force.

We should like to take this opportunity to express our appreciation for the
many courtesies extended io our representatives during the course of this study.

NATIONAL OPINION RESEARCH CENTER
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Group 1 Tabulations

Questions Dealing With
Attitudes Toward
the Company,
Company Services,
and

OCperations
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Table 1, Question k.

Q. In general how satisfied are you with Northwestern Mutual as to--agent's compensation?

AlX Years of Service {iProduction-Year Fnded -~. May 31, 1953 Age

. _ Less than 3-9  10-15 Jver 151 Under $150,000- 3250,000- Over  J30 or 65 or

Agents i 3 years years years years [$150,000 $250,000 $500,000 $500,000 funder 3140 }1-50 51-6L over

Very much satisfied | 28% § 13% 324 207 24 37% 27% 259 23% || 385 32 282 18% L3%
Somewhat satisfied 34 k 36 Ly 28 35 35 31 3L L2 37 35 31 2k
Scmevwhat dissatisfied | 27 8 26 28 32 17 26 3k 28 1} 22 26 35 19
: Very much dissatisfied } 10 5 6 8 1h 7 10 10 1k 3 6 10 1 1
No answer 1 5 - - 2 L 2 * 1 3 1 1 2 3
Total | 100% 100% 100% 100% 1009 100% 100% 100% 100% 100% 100% 100% 100% 100%

Table 2, Question k.

@m, In general how satisfied are you with Northwestern Mutual as to-~agent's benefits
and services other than compensation?

Very much satisfied 274 113 314 25%  22% 367 26% 27% 22% L% 3%  22%  20% Lo%
Somewhat satisfied 27 - 28 27 31 27 25 27 26 32 23 30 29 28 16
Somewhat disratisfied 2k 1k 25 23 27 18 2l 29 2k 15 21 30 27 19
- Very much dissatisfied | 17 12 15 16 1 16 17 15 18 12 1% 17 17 19
Mo answer 15 5 2 5 6 5 6 3 L 3 2 2 8 6
Total 100% 1005  100% 1003 100% 100% 100% 100%  ©100%  j100% 100% 100% 100% 100%

n= {(710) || (78) - (226) (61) (3k3) | (7)  (197) (222)  (140) [(66) (1s5L) (162) (261) (63)

¥* o :
Wherever an asterisk is used in these tables, it means less than one-half of one per cent,



Table 3, Question 5, PAGE 11T

Qs Whatdo you consider to be the chief advantages to
the agent in representing Northwestern Mutual?

Per cent
T mentiening
Advantage L speeified advantage
LOW net cost » L4 [ ] - L ] - * @ ’. L] L i - L ] . L] * L L ] . - . . L ] 52%

Prestige or reputation of COMPANY + o o « o o o o o o v o .+ 29
Capability or efficiency or standard or quality of fairness,
efficiency in service of Company, or specific company

departments, "best Company," €tCe « o o » o o o s o0 o o 25
No brokerage TULE « v v o s v ¢ o © o o o » o o o 4 v s a0 10
Quality of 2gency fOrCe v v v v o s v o v o o s o o o + o o 8
Option provisions, general comments on policy quality, come

petitive position of POLICY o « o o « o o o o o o 0 o o 37
Specialization--preferred risks--no substandard . . . . .. 8
National advertiSing L ] L . . e - L d * . [ S L] L 4 L 4 - » L] . . - l
Formerly low net cost, although becoming £2llaCy o o » « « o 8
Prestige of Company acquired in the past v v o o o o « « « . 2
Miscellaneous (freedom of activity, repeat business, agent's

contract, ete.) where no other codeable answer e e ae 1
Ho answers or MOME v ¢ 4 4 o s o o & 4 o s o o » o » o o « A0

To'bal A A T 2 e e S S S R S v 1913.
n= (10)
aPercentages add to more than 100 because some agents mentioned more than one
advantage, ‘ .
Table li, Question 6,
Q. What do you consider to be the chief disadvantages,
’ if any, to the agent in representing Northwestern
Mutual? : Per cent
mentioning
Disadvantage speeified disadvantage
Low eommissions, compensation « « o o o o o o o o o o o o 9%
Lack of services, have to pay for everything, high cost S

Of Going BuSINeSS o 2 o o o ¢ o o ¢ o 2.« s v o o » o o 13
General restrietions on type of insurance handled without

mention of specifie tYPEe v o « « ¢« o v o b 06 0 0 0 b e 13
Vo substandard o s o o s o o o s o o o s o o 5 o o v . 13
Requirement for physiecal exam, or lack of non-medical unders.

Writing LA A A I I e I DO D I DY S T TR T S OO Sy h
NOPOliCiBSforageSO‘h'oqc---o"9.0.0-0 . 3
General Ageney system (poor general agents, etc.) o « . . 3
Poor Company attitude, lack of public relations understand-

ing v Company, poor relations between Company and agents,

complacent management attitude, poor departments, etec., . 6
NOdisabilityincome L I T T T 1
Nodoubleindemity‘..'ovoc't-ovo...'b.' ?
No aviation hazardS o o s « o « ¢ o o o o « o o o o o o 4 3
Miscellaneous (training program, contract complaints other

than ecommission, such as complexity, having to choose,)

new agent does not get additional compensation provision

during first years, pension plan, rigidity of physical

exam, strict underwriting polieies, occcupation eliminations) 10
No answer or mome o 4 o 4 4 b e 0 v v e s e s ee . s 36

Total -o.obo--'ontcnva.o..r'a-o 121%3
n= (710)

2 Percentages add to more than 100 because some agents mentioned more than
one disadvantage.



Table 5,

Quastion 7«

Page IV

Q. To what gmwumm are you satisfied with the service you receive from the Home Office regarding the following?
Per cent The degree of satisfaction expressed by those
all agents using the service
Service indicating usage Very much  Somewhat Somewhat Very much
of such serviece satisfied satisfied dissatisfied dissatisfied Totall n =

Underwriting new business « o o « o« » » 96% 63% 259 10% 2% 1004 (679)

Competitive problems e v e e n e e s 86 51 28 1k 7 100§ (613)

Sales aidS « 4 v v 4 s e 0 e e 00w 92 52 30 11 7 100 { (652)

Settlement option practice . « « . . . 97 72 21 6 1 100 | (68L)

Advanced underwriting problems . . . . 86 68 23 7 2 100 (607)

Pension underwriting .« « o o « v o . 18 L2 21 20 17 100 | (3L3)

Death and disability claims . o o 4 o . | 90 89 8 3 #* 100 | (6L1)

Table 6, Question 10a.
Q« Would it be advantageous to you if Northwestern Mutual should go into the following?
il Per cent agents Per cent agents __"Per cent of all agents answering:
with 15 or more with over Somé- Not par-  Not ¥o
years of service $250,000 pro- Very what ticular~ at all opinion
answering duction answering | advan~ advan- 1y advan~- advan- or no

o =4mw< advantageous" "Very advantageous"”| tageous tageous tageous tageous answer Totall n =

Double indemnity « « + o « . 2L% ra k4 20% 23% 2L% 26% 7% 1004 (710)

Disability income o o » 4 . . 15 1l 1 18 2k 35 9 100 | (710)

Substandard . 4 ¢ 4 4 0 . . . 37 37 32 21 11 31 5 100 | (710)

Non-medical & o « o o 4 & o« 28 2k 23 18 17 36 6 100§ (710)

Group o o s v o o ¢ o o o 4 & 20 17 15 1k 15 L2 1L 100 | (710)

Health and accident . + 4 o . 9 9 9 8 16 55 12 100 | (710)

Annual premium annuities . . . || 31 29 28 33 15 10 1 10| (710)
Annual premium anmuities for

uninsurables only .« . . . . 2l 23 23 30 13 12 22 100} (710)

Aviation exclusion rider . . . 36 35 30 22 13 25 10 100 (710)

Junior estate builder vwms . 2h 22 22 2l L 17 23 100} (710)

Payor clause on juvenile policies if, Lo 31 33 28 1k 1 11 100 | (710)

Note: In response to the question "Are there any
5% of all agents mentioned 0~} years, 5%
aowwmmmm and insurance @Hms.

other fields that you would ﬁ&a&uoswmww% 1like to see Northwestern go wnﬁoo:
% mentioned other phases of pension plans, and 1% mentioned combination

Other fields were mentioned by less than 1%.



Page V
Table 7, Question 23

Qe To what degree are you mwﬁmwwmm with the Agents! Retirement Plan of the Company?

| 1
A1} Years of Service Twomﬁogosswmmd Ended =~ May 31, 1953 Age
Tass then  3=9 10-15 Over 15 Under $150,000~ §250,J00-  Over 30 or 65 or
E ,.bmmn@m.‘ 3 years years years years r@wmo ,000 $250,000 $500,000 $500,000 |lunder 31-40 L1-50 51-6L over
Very much satisfied 31% L5% 36%  33%  25% 32% 32% 30% 31% L84 LWo% 333 2a% 268
Somewhat satisfied 37 39 1 3b 3§ 35 35 37 Ll 38 ko 35 39 30
Somewhat dissatisfied; 17 6 i 23 19 9 21 19 .15 8§ 12 19 21 11
Very muchdissatisfied; 9 - 5 5 ik 12 6 10 7 %03 3 7 12 19
No answer e o o ¢ & m 10 h -5 7 12 6 L 3 3 3 6 7 1b
Total 100% 100% 1004 100% . 100% 100% 100% 100% 100% 1004 100% 100% 100% 100%
n= | (710} | (18)  (226) (61) (3b3) | (17 (197) (222) (1L0) .83 (ash) (162) (261) (63)




Group 2 Tabulations

Questions Dealing With

Attitudes Toward
General Agents
cand

General Agenecy System

APage VI



.Table 8, Question 8a,

Page VII

Qs From your viewpoint do you feel that Northwestern Mutual's pure CGeneral Agency system of operation is or is not
‘more satisfactory than the managerial or semi-managerial type used by many other companies?

L (78)

}

AI1] Years of Service Production-Year Ended -~ May 31, 1953 Age
Less than 3~9 10-15 Over 15; Under $150,000- $250,000-  Ower || 30 or 65 or
Agentsl 3 years years years years $150,000 $250,000 $500,000 $500,000} under 31-L0 L1-50 51-6L over
Pure General Agency
System is -more
satisfactory « « «| 50% 6h% 52% h6%  L6% L6% L9% 507 oh% 73% 55% Lh6% L3%  51%
Managerial or semi-
managerial- type
would be more
satisfactory « « o) 21 h 17 33 25 17 20 23 23 Ly 1 26 26 19
About the same .« ! b - 6 3 5 I L 5 5 2 g L 5 3
No opinion or no .
answer o+ +.s eoo| 25 1132 25 18 2h 33 27 22 18 21 2L 24 26 27
Total . |100% |- -100% 100% 100%  100% 100% 100% 100% 100% 100% 100% 1007 100% 100%
n = i(710) (206) (61) (33) | () (97 (222)  (10)

| (66) (1sk) (162) (261) (63)
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Table 9, Question 8b.

-

satisfactory than the managerial or Semi-lansgerial

From your viewpoint, do you feel that Northwestern Mutual's pure General Agency system of operation is or is not more

type used by many other companies?

(50% wwmﬁmwwm@ the pure General Agency system, 21% preferred the Managerial or Semi-Managerial type, 29%

expresed no preference.)

Reasons given by those preferring pure General Agency System | Reasons given by those preferring Managerial or Semi-Managerial
‘ . type
Per cent Per cent
giving giving
specified specified
reasons reasons
General Agent has more incentive than Manager, has Have to compete with General Agent or General Agentfs
more drive, is in business for himself, therefore . employees, conflicting interests « o o v v o » o » 192
more incentive for Special Agent « « ¢ ¢ ¢ « ¢« o o 18% The General Agents-themsélves are at fault, uncooper-
Agent feels more independent under General Agent ative, not efficient (based on experiences) . . .. 5
system, can plan own time . . « & o 4 o o « o . o 18- General Agents too powerful, independent, selfish,
Satisfied with treatment under General Agent systen, Home Office does not control « « e o.s o o .0 o« » » 2L
has been proven betlter « o+ v o ¢ ¢ o o 5 s v » o 17 Too much favoritism, grafi, diserimination, feudal
Greater flexibility in General Agent system « + « o 9 SYSEEM & o o o o 5 o« o 4 v 4 o v 5 6 6 s 6 o e e 6
More effieiency, cooperation, more lesadership, better Uniformity of operation under Managerial- system means
relations between General Agents and Special Agents, economy, better supervision o+ ¢« ¢ « o o o &+ ¢« ¢« « 17
what benefits General Agents benefits Special Agents 20 CGeneral Agents inclined to work hard;-then-coast . » 12
Miscellaneous (lower cost to policy holder, Agent's Miscellaneous (lack of continuity with Special
position is better, economy, higher morale, etc.) 9 Agent, General Agent does not have encugh time
No reason given « + ¢ ¢ ¢ o o ¢ 4 o o o ¢« 2 s ¢+ o o 18 to work with Special Agant, poor training, manager-
— ial system provides occasional personnel change,
General Agents do not have experience of selling
aoﬁmw Tt e e s .. 1097 in field, costs General Agent too much to get
n = {354) underway, goes in debt, Home Office does not move
General Agent who fails to produce, etce) o » . + - 21
No reason given o o v o o o o o o o 8 o 6 o o s 0 o 1T
Total .-.ooonnAqroLc.cm-ctHHHw\mm.
w n=  (150)

a .
Percentages add to more than 100 because some Agents ga

ve more ‘than one reason.



Table 10, Question 9a.

Qe mew.mmmu.&.sm personal relationships, to what degree are you satisfied with your General Agent as to his help
to you in--procurement of new business?

A1l Years of Service Produetion-Year Ended fuiimy 31, 1953 T hge x

Iess than  3=9 10~15 Over 15| Under $§150, 000- $250,000~  Over 30 or 65 or

Agents; %» 3 years - years years years |[$150,000 $250,000 $500,000 $500,000 junder 31-hO 11-50 51-6} over

Very much satisfied { 36% L9% 35% 26k  36% Ui - 30% 35% Wi L% 3h%  36% 322 L37
Somewhat sabisfied - 21 26 22 25 19 20 22 23 19 27 2h 18 20 19
Somewhat dissatisfied | 17 b 20 15 16 13 22 16 1 9 17 22 18 11
Very much dissatisfied| 21 9 20 26 23 22 21 22 18 15 21 20 2L 16
No answer 5 2 3 8 6 L 5 L 8 - l Y 6 1l

Total 100% 1002 1004 100% 100% 100% 100% 100% 100% 100%¢ 100% 100% 1009 1009

Table 11, .Question Sa.
Q. Disregarding personal relationships, to what degree are you satisfied with your General Agent as to his help
to you in~-servicing of old business?

Very much satisfied L% 5h% Ls% 374 h2% L6% 403 Lh% L5% 65% 1% L% 37%  L6%
Somewhat satisfied 23 22 24 26 22 21 26 22 22 21 29 19 2k 16
Samewhat dissatisfied | 1k 1k 18 16 11 12 16 13 15 8 15 20 13 8
Very much dissatisfied 12 1 10 1 16 i 1 13 8 3 12 9 17 1
No answer 7 9 3 10 9 7 L 8 10 3 3 7 9 16
Total 100% 100% 100% 100% 100% 100% 100% 1009 100% 100% 100% 100% 100% 100%

n= | (72001 (78)  (226) (61) (343} | (7))  €97) (222) (1k0) |i(66) (15k) (162) (261) (63)
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Table 12, Question %a.

Degree of Satisfaction with Ceneral Agent's Help, Averaged Over

the Two Types of Services (Prosuring New Business and Servicing

0ld Business), in Relation %c Agent's Preference for General Agency
System or Managerial~Type Systems.

Agents who Agents who
indicated preference indicated preferenc
for General Agency for Mainagerial-type
system Fyslems
in answer to .. in answer to
Question Ba. Question 8a.
Very much satisfied « o o o s o o o 5332 : 16%°
SQmWhat Satisfied * ¢ & & & & » 0w 23 19
Somewhat dissatisfied ¢« « « « o o » 12 23
Very much dissatisfied . + « « & & 7 38
NO 2nSWer - ¢ v v o o o« v o o « « o 5 b
Total v ¢« o o ¢ 6 5 ¢ « .8 & 100% 100%
n= (35h) , (150)

2 The percentage given represents the average degree of satisfaction with
the General Agent'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.



Group 3 Tabulations

Questions Dealing With
Attitudes Toward
the New Speeial Agents' Contract

of fugust 1, 1952
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-Table 13, Guestion 11

Page XIT

. Q4 To what degree are you satisfied with the changes incorporated in the new m@mowmw Agents' contract of August 1, 19527
A1l Years of Service Production-Year Ended e gm% 31, 1953 Age

Less than 3-9 10-15 Over 15) Under $150,00- $250,000- Over |30 or 65 or

FApentsi 3 years years years years [$150,000 $250,000 %moouooo $500,000 ?ﬂﬁ@mw_uwttb 11-50 51-6l over

' Very much satisfied 20% 20% 25% 25%  17% 29% 18% 17% - 20% i 2h% 302 1734 13%  32%
Somewhat satisfied 33 52 3L 29 28 33 Lo 3k 23 50 3% 3% 3 20
Somewhat dissatisfied 2k 8 25 29 26 19 22 27 26 12 19 .30 2h 27
Very much dissatisfied] 16 5 11 15 22 8 13 18 27 6 12 13 25 10
No answer 7 13 5 2 7 11 7 b h 8 3 g 8 11
eoﬁmw woo& 100% 100% 100% 100% 100% 100% 100% 1004 11100% 100% 10094 100% 100%

—mm——" -

Table 1lj, Question 11 _ v
Qs To what degree are you satisfied with the changes incorporated in the new Special Agents' contract of August 1, 19527

Very much satisfied
Somewhat satisfied
Somewhat dissatisfied
Very much dissatisfied
No answer

Total

|___less than 10 Years' Service .. .4 10 Years' Service or More Over 15 Yoars' Service.
Production less Production Production less Production Age Age
than $250,000 $250,000 or mors than $250,000° $250,000 or more or;oa,zuamw 65 or over
21% 274 2h% 12% 1h% 30%
Ll 3L 31 27 31 20
17 123 2h 29 24 30
7 13 1L 27 2h 7
11 3 | 7 , 5 7 13
100% 100% 100% 100% 100% 100%
(15h) (150) (189) (211) {285) (56)




Table 15, Question 12a.

Q. What do you consider to be the advantages and -disadvanbages to you in the new contract?

Distribution of wmmvowmmm_d% type -of advantage listed

Y

Page XIII

Per. cent zw5¢H0595m the Specified >Q<mﬁ¢mmm

S

. A11 Years of mmudwom Production Age
Advantage - I 1ess  Over || Under $150,000~ $250,000-  Over || 30 65
than 3 3-9 wo:wm 15 : , or 31- h1- B1- or
Agents | years years years years |I$150,000 $250,000 $500,000 $500,000 ljunder 4O 50 6L over
Additional commission, extra| .
5% in first year s o o v o1 LOZ I 272 k7% W% 3% 22% -h6% 38% 50% heZ 50% 51% 29% 25%
Additional commissions on ‘ .
younger ages--long term
- premium policies or low
‘pay policies « « o v ¢ 4 o h 1 3 5 6 1 2 9 3 6 1 5 § 3
‘Restoration of 9th wmmwzmw 13 i 7 10 20 6 1 1k 18 3 9 23 15 -
Vesting provisions or * :
persistency £e€s o« o« o o o 9 8 10 11 7 7 7 11 9 i 13 11 &5 2
Miscellaneous (choice of ) _
renewal period, choice of ’
contract, generally sst-
um?&%ﬁ etcs) o 4 4 . 2 3 2 3 2 1 3 2 2 3 3 2 1 5
Nome v v v 6 v v 6 o 0 0 9 3 7 6 32 10 6 11 9 3 5 5 15 13
No answer ‘“ e+ 2 8 e e @ . wWG WW 3o wr. wm mw 32 28 26 .wm 31 26 39 mr
Total o« v o v v o v o ol 11272111002 106% 11L% 116% 106% - - 1104 113% 117% 106% 112% 12% 109% 102%
n = 58 (78)  (226) at (3h3) | (1h7) @d (222) (10)  (66) (5l (162(261)63)

& The total of the percentages in each column mxnmmam 100 ‘because some" mmmz&m Smsawoumm more than one advantage.

b .The 35 per cent who did not answer the

disadvantages and 23 per cent who -

question on mm<muemmmm is composed of 12 per cent who answered zummw

gave no answer under either qumS&mmmm or @wmma<mudmmmm.



Table 16, Question 12a. Fage X1V
Qs What do you consider to be the advantages and disadvantages to you in the new contract?
| Distribution of responses by type of disadvantages listed . ,
, Per cent mentioning the specified disadvantage

Years of Service . Production Age
Disadvantage AlY |l Lesg  3-9 10~15 Over Under $150,000 $250,000 . Over 30 31 L1 51 65
than 3 15 to to or %0 to to or
Agents| vears years years years|$150,000 $250,000 2E0Q,000 $500,0000under h0 50 6L over

Less commissions (type unspeci-
,wwmawu hence less pensions, re-
tirement plan « « v o 2 4 o o o 8%

No 5% on 2nd year--reduction of
commissions after first year

(agents who do not have extras
NWW@@B@HH.U@ ¢ & 2 & s o s 8 » w .w r 2 2 r 2 r 1 m W 2 2 m

Less commission on short term, or
older age policies, or retire-

ment income, or limited pa
policies e e e w & - 17 1 11 5 25 7 16 28 18 3 9 21 25 13

Reduction or elimination of ex- . i ’
tras agreement or uncertainty ]

Wt 6% 2% 12% 5% 8% 8% 1% 3% 6% %1% 8%

R

as to its continuation .+ . . 1t 5 6 11 16 5 12 11 16 3 10 15 12 8
Complaints as to vesting pro- .

ViSions ea o VSUEDTO L ol Mg w23 g 8 17 20 19 |26 31 20 8 2
Complaints as to persistency fee

stopping at 65 ow not &mdeWOdH<m L - 2 7 6 2 7 3 b ~ 3 3 1 2
Complaints on 9th renewal not :

being made retroactive « « . . 3 5 2 2 2. 1 3 2 l 6 1 2 3 -

Loss of Company guarantee of ex-
tras, loss of pension plan _
credit from extras e e e 7 - i 11 10 1 5 9 iy - 51 8 5

Miscellaneous--generalized ans-

wers--contract terms, sliding
scale, don*t dike to have to

e R ERMEEE R Ly | 3w s w3 w3 s L2 oy ozu
zosm L N L ] . @ L] * L] * L L4 L] m m m .W N% .N ) q m le HH m -N w .W
No anSwer o o o o o o v oo+ o |36° W 6h 32 3, 33 60 38 27 23 _lih5 35 31 33 56

Total ¢ o« &« o v ¢ o o+ o . 11532 {1305% 113% 105% 118% || 103% 119% 1173 1227 [nOSY 115%122%116% 108%
n= |(710) |I(78) (226) (61) (3L3)li (1h7)  (197)  (222)  (1hO) |(66) (15h)(162)(2€1)(63)

@ The total of the percentages in each column exceeds 100 because some agents mentioned more than one disadvantage.

b ewm.mm& who did not answer the question on disadvantages is coswowmw,om 13% who answered under advantages and 23%
who gave no answer under either advantages or disadvantages.



Table 17, Question 1kha.

Page XV

Qs Do you think there are any groups of Special Agents (relative to size, location, years of service, etc,)
who were particularly benefited by the changes incorporated in the new contract?

. Years of Service Age

A1l Less 3-9 . 10-15  Cver 30 31 L1 51 65

than 15 or to to to or
Agents 3 years years years years under LO 80 8L over
.N.mmonooocoooo’acooqoco'-o.c. WWN .NWN .Wm& wm& W\N& WW& WQNWW&WQNNH&

L 20 5 21 15 23 12 19 20 20 26
No opinion Or NO 2NSWEL o « « « v « o o o o + o o o o LS 72 Lk L7 Lo .mm LS h1 L mm.
Total o ¢ 4 ¢ ¢ 4 ¢ & o 2 8 6 0 o o o o 4 . » 100% 100% 100%  100% 100% 100%  100%100% 100% 100%
n = Zﬁov (78) (226) (61)  (3h3) }(66) (15h)(162)(261)(63)

Table 1R, Question k.

Qs What groups do you have in mind (asked

Per cent Distribution by Groups

of those answering "Yes" to preceding question)

Older agents (where reference apparently to age) .
Younger agents, younger agents who write younger
ﬁmo.xcou;m L » » L > » L ] L] * 4 . * L . L d L d L] - * » *
Longer service--over 12 years with Company, over
15 7earss €5Ce 4 v ¢ 4 v 4 e 0 4 b oes e .. .
New agents--agents with little service~-under 5 years
Miscellaneous (all, small producers, younger agents with
long service, those Mu,Hmumm.mmgmamw dgeneles, those
not getting extres) . e e e e

* s 4« & s @

No answer as t0 ZroubsS v « o o o o o « = o o o P

H_o.ﬂm.wnn¢.0¢000~n000|tao.00'

(218)

i

3

0% 66 104 -3 29 5% 9% 2% 2% 8%
Lkt 28 32 35 56 Ls 20 37 61 62
19 33 o8 17 10 9 Ww 24 5 1%
31 bl 21 L3 3L 32 20 38 36 15
9 - 10 17 8 5 11 10 9 8
L - S - N 5 5 - 5 =
‘H11ga 1% 1068 1124 1% |[101¢  1057111% 118% 1087
(18)  (80) (23) (127)

|22) (55) (63) (93) (13)

a
The total of the percentages in each

column exseeds 100, because some agents mentioned more

than one group.



Table 19, Question 15a.
Q. Do you think that there are any groups of Special Agents who were particularly adversely affected

by the changes incorporated in the ney contract?

Page XVI

Yoars, of Service Age

A1l Less 3-9 10-15 Over 30 31 k1 51 65

than 15 or t0 to to or

Agents 3 years <years years years under 40 50 6L over
M@Wuttv...o.o‘.-uoooo-c-. FWN N.N& VW& WHN mm& \WWN N—.‘wm W.w& W‘NN wm&
zoo-.-t-.c-'OOl'coﬁo'oo;-n. u-w w u-m m Hw U'N HW Hm H.o HW
No opinion Or NO SNSWEY « « o « « o o o s » o » o 38 70 36 Ik 31 53 Ik 31 33 rw
TOLAL o s o o o o o s o o o o 5 5 o« o o « of 100% 100% 100% 10094  100% 100%  100% 100% 100% 100%

n= 1 (710) (78) (226) (61)  (3L3) (66)  (15h) (162)(261)(63)

Table 20, Question 15b.
Q. What groups do you have in mind? (Asked of those answering "Yes" to preceding question)

Per cent Distribution by Groups

Agents who had extra commission agreements,

older men who have lost the extra second

year Premiul o o o o o o6 o o 6 ¢ o 2 5 s 0 8 o
Older agents (where reference apparently to age)
Younger agents (where reference apparently to age)
(Older) agents who write short pay policies, high

premium insurance, large policies, 5-10 pay 1lifd

Those writing pension trust or retirement plan . .
‘Agents with long service, oid contracts . « « « o
New agents, agents with little service . . . .

awmnmwwmsmocmnlmdmm mﬂomcomamwdsommsw¢wocwmwm
office, those with small General Agents, etc.) .

No answer. as 1o Zroups « s+ o « o o o o & o s
.H.O#NH ® 5 & & % 2 & & & 8 s e st s e @

26% Wk 25% 268 329 1% 29% 354 27% 20%
2h 2h 19 10 29 35 21 7 32 30
3 - T - 2 15 3 L 1 -
6 6 8 30
2 2 mm m i m_ mm _ WW Ww WW
Hm mm 2l 10 .,“ 17 26 18 6 5
7 - 10 19 I - 8 9 7 8
2 - 1 6 1 N - 2 1 -
125%a 106%- 120%  129%  128% 116%  126% 133% 121% 1103
(353) (21) (110) (31) (191) [[(23) (66) (%3) (1u8)(20)

a The total of the percentages in each column exceeds 100, because some agents mentioned more than one group.,



Table 21, Question 13.

Page XVII

Q. Do you think that the Special Agents! mwoﬁu as a whole is satisfied with the oumummm incorporated
in the new contract?
_..D.Hu. .. Years of Service ii Production-Year Ended May 31, 1953 Age
~ Hiless than 3-% 10-15 Over Hmw Under $150,000~ $250,000-~ Over 30 or 65 or
Agentsil 3 years years years years [1$150,000 $250,000 $500,000 $500,000 il under 31-h0 L1-50 51-6L over
Yes o a o o o of 219 Hm&. 29% . 10% 17% 12% 2h3% 23% 22% 27%  30% 204 15% 1L%
No o o v oo of L6 2l W, sk 51 35 Iy 50 55 29 41 5 55 32
-Ko opinion or -
no answer . . 33 58 27 36 32 53 32 27 23 Ll 29 30 30 5L
Total ...} 100% 100% 1004 100%  100% +100% Hoo&.. 100% 100% 100% 100% 100% 100% 100%
Table 22, Question 16
Q. In general, do you feel that the new contract is or is not more u.pwmwu» Yo attract new agents to the
Northwestern Mutual “than the one that preceded it?
The new con~. . ¥ T
“tract is more w
likely to at- !
tract Sms .
agents . ., 31% 26% 36% 25%  30% 27% 28% 31% Log 6% 33% 3% 28% 19%
The old oosgm&"
was more u.wwmuq
- to attract new
agents o + . o] 10 - 10 13 11 6 8 13 10 5 6 1 10 1
About the same |33 I 29 39 33 30 I 2 b1 35 29 )3 M 3 29 3
“No epinion: er .
no answer . .| 26. Ly 15 29 29 43 23 21 21 2L 20 18 33 37
Total ., .'100% 100%  100% 100% 100% || 100% 100% 100% 100%  1{100% 100g 100% 100% 100¢-
n= 710) . (718)  (226) (1) ‘(W)U Ly  (97) (222) - (o) 11(66) (aslh) (162) (261) (63)
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Table 23, Question 21
@. Under which type of contract are you currently operating?
Years of Service {Production-Year Ended May 31, 1953
411 Less  3-9..10-15 Over ; Under $150,000 $250,000 Over i 30 31 Bl 51 65
ithan 3 .18 . 1o to or to to to or
Agents|| years years years years|/$150,000-$250,000 $500,000 $500,000under 4O 50 6k over
Form 1583, providing persis-
tency fees, and nine renew~
als fully vested after 15 : : _
years of continuous service h7% 172 3h%E 512 62% 3L% 8% L6% 61% || 27% W1% 59% 557 19%
Form 158L, providing eight
vested renewals and persis-
tency fees . o« o o o o v o 4 | 29 ™ 51 16 6 28 34 32 17 70 54 30 10 2
Form 1585, providing nine
renewals fully vested with- H
out persistency fees « « « & 18 - 1 31 2% 28 1 16 16 - 1 bk 29 66
OA.LQQH- s & & & @& & & 0 2 ¢ & H u. U. Raed u. .W - H. -~ - Mv - w. w
NO BNSWET o o o =« o o o o « » 5 8 3 2 6. 1 l 5 6 3 3 7 5 10
Total « . .« ...+ 2004 [1100% 2100% 100% 100% | 100% 100% 100% 100% {1100% 100% 100% 100% 100%
n=_ 1 (710) jj (78) (226) (61) (3u3)f (1)  (197)  (222)  (140) [[(66) (15h)(362)(261)(63)

Table 2k, Question 22

Qo

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

(Degree of satisfaction Whth persistency feocs ahl vooting provisions by Lype
of contract under which agent.is curvently operating)

Y

~

:Degree of satisfaction

No

{

mmnmsmu. Total n=

Form 1583, providing persistency fees and nine renewals
fully vested after 15 years of continuous Service « +. ...
Form 158l, providing eight vested renewals and persistency
&-mm“ L J L ] - - - » L] . L » .. * L] * L] L 2 1 * . - L ] ] L . . *
Form 1585, providing nine renewals fully vested without
persistency fees, .available only to agents who did not
elect persistency fees in 1947 + v 4 v v v 4 0 v v . . .
bu.u..mmg.ﬂmo-cooo.r-c-o-ow'.rcnv‘o

Very much.Gomewhat  Somewhat  Very much
satisfied satisfied dissatisfied dissatisfied
32% 2319 18% 17%
27 wm 21 12
19 jil) 9 28
29 . 17 17

2%
2

30
10

1007 (33k)
100 (205)

100 (128)
100 (710)

27



Group L Tabulations

Effect of New Contract
on, and Attitudes Toward,

Extras Agreements

Page XIX



Page XX

Table 25, Question 17

Q. Did you squ;mm agreement with your General Agent prior to the adoption of the new contract whereby you received

such extras?
and/or second year premiums.)

(Extra commissions expense allowances or the equivalent from their General Agents based on first

i A1l Years of Service
Agents Less than 3 years 3.9 years 10~15 years Over 15 years
Yes--for first and second ¥ear pref-

Mgm.o.h4cﬂa « 8 2 & 9 & & e v =% u..m& uwm .NN Hm& MW&
Yes-~for first year premiums only . . N k 3 5 5
Yes-~for second year premiums only . | 36 13 27 12 L
M/Ho . & . ', * » . L3 L3 - ” L [ ] ° * ° . rww .Nm mw wm N?
H/MOWBMéQH.OQoo,oauncc-ooo “_- r - - H

Total s o s o o o o s o o « « ¢ |100% 100% 100% 1009 100%

Qs Do you now have

Table 26, Question 18a.

an agreement with your General Agent whereby you receive such extras?

Yes--for first and second year prem-

u.lgwm * .9 . * L] . L - = * o " L4 A4 L2
Yes~~for first year premiums only . «
Yes--for second year premiums only .

zo ® @ a2 & e * B 2 8 " e+ & © & @ B &

No answer « o o o o ¢ o ¢ s ¢ o ¢ o »

HO&NH ® # & & + 5 e+ 6 & a2 o > o«

10% L% 5% 15% 13%
7 10 5 10 1
22 9 20 29 26
59 73 69 Lk 52
2 L 1 2 2
100% 100% 100% 1009 1009
L (710) (78) (226) (61) (343)

Note: Of those agents indicating that they now have an extras agreement, in response to the question "Has any pro-
vision been made guaranteeing payment of extras due to you after termination of the General Agent's con-
tract?", 90% answered "No," 5% answered "Yes," and 5% gave no answer.
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Table 27, Question 19

Q. Which of the following statements most accurately describesyour opinion

” of what the Company's policy should be regarding the extras a351gnment°

o | S8s| 23
£ | FEE | 55%
) ﬁ =] Exl B
¥ B8 FYE
= S o m W O
H | S2%| g8%
= | <R BR7
<
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 « » » o .5 » o s o o « 52% h 25%
The Company should recognize an assignment
which would guarantee payment of terminal
extras but would not extend Retirement Plan
oeredit for extra commissions » + ¢ ¢ « o »+ B 8 8
The present Company policy is best: it should
recognize neither agreements nor assignments 11 b 20
Other 9 L] . . * * * ® ® » * L 4 - L d * * » L] . L] 6 l—‘- 9
NO opinion OF NO ANSWED + o « o « o o » « » o & 23 10 38
To‘bal......-....;-...c. 100% loo% 100%
n = (710) (395) (315)

Table 28, Question 20

G+ Which of the following statements most accurately desecribes your opinion
of the reason why you have been unable to extend your exiras agreement
with the same terms?
All Agents
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 agreenents o o ¢ o ¢ o s s 2 o s ¢ ¢ s o o o+ s 1L
My General Agent is using the Special Agent's contract changes as
an excuse to terminate or alter the agreement o+ o« o « o + « o » L5
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 contracht changes .« + « » « « & 6
Other . L - - L L ] » hd * L] » * L4 - L] * v - L] - » - - . L 3 L4 » » L] . lh
No opinion or no answer P T L T S _g;
Total * L - - . L 2 » * Q » . - . - L] - . - * * - * L » L] . . L] L] L 100%
‘ ' n= {132)
Note:

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 the time they'ccmpleted the questlonnalre.
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Group 5 Tabulations

Attitudes Toward Representation
Afforded by Home Office Agency Department,

General Agents and Special Agents! Association



Table, 29, Question 2 . Page XXIII

Qs As far as you know, what sort of a job would you say the Home Office Agency umvmwdamsd does in representing your point
of view in dealing with other Home Office departments?

; ALl Years of Service Production-Year Ended May 31, 1953 | Age
! iLessthan 3-9 10-15 Over 15 Under $150,000~ $250,000=~ Over || 30 or 65 or
Agentsl 3 years years years years || $150,000 $250,000 $500,000 $500,000} under 31-h0 L1-50 51-6l over
“Excellent « o 15% 13% 6% 184  1L% 16% 137 Ve 1% 8% 17%  12% L% 16%
Good « v el 23 2h 26 31 19 20 26 23 21 21 30 19 19 2h
Only fair . .; 23 18 27 10 23 21 2h 22 25 17 23 23 24 24
Poor + + « «of 13 h 10 18 17 8 12 15 19 1 5 16 17 9
No opinion or
no answer . 26 hl 21 23 27 35 25 26 18 2h 25 30 26 271
Total . 100% “ 1004 1004 100%  100% 100% 100% 100% 100% m 100% 100% 100% 100% 100%

Table 30, Question 26
Q. As far as you know, what sort of a job would you say General Agents do when representing Special Agents' peints of

view in dealing with the Home Cffice?

Excellent « o' 15% 265  17% 108 13% I 193 17 1L% 15% 2L 20% 12% 10% 223

Good « e e o 24 2k 32 28 18 23 26 23 25 29 32 26 20 14

Only fair . 21 17 18 21 2l 17 23 21 2h 18 13 20 2k 29

Poor « o+ . . 18 5 17 18 21 12 18 19 22 11 1% 20 21 1k

No opinion or!

no answer .. 22 28 16 23 2k 29 19 23 1L 18 19 22 25 21
Total .. 100% 100% 100% 100% 100% |  100% 100% 100% 100% I 100% 100% 100% 100% 100%

Table 31, Question 28
Qs+ As far as you know, what sort of a job would you say the m@wawmw Agents! Association does in representing your point
of view in dealing with the Home Office?

‘Excellent . .. L9% 21%  L9% L9%  53% 52% 7% 118% rmm 354 W% L9% L9t  63%
Good . .. 32 f 33 33 35 31 24 33 36 33 38 3k 33 33 16
Only fair » ¢ 8 8 9 3 9 5 9 9 11 9 6 9 8 11
HuOOH- s o @ m N N«. W hnd H w. N M N .W .W N u. -
No opinion or
no answer o 9 28 6 13 6 18 9 5 6 15 10 7 9 10
Total .w 100% 1004 100% 100%  100% - 100% 100% 100% 100% 100% 100% 100% 100% 100%
n = (710) I (78)  (226) (61) (3L3) (a7 (197) (222) (140) ] (66) (1sh) (162) (261) (63)




the mOam ommwam Ageney Department?

Table 32, GQuestion 2b
- Q% Do you-feel” that-other Home-0ffice Departments usvally: give -adequate-weisht to Agents? views: msa H.m@cmmdm as @wmmmu&og dw

Page AxLV

A1L . )
Less than 3-9 10~15 Over 1 Under $150,000- $250,000- Over §30 or .. . ‘ mm or
Agents! 3 years years years years 1$150,000 $250,000 $500,000 mmoouooo under ww..ro E.lmo mu...mr over
Always or nearly al- . :
_;«sﬁwwWao_. . &_,u. « | 119 6% g 187 9% 11% 11% 13% 9% wu& 162 mﬂ Ho& Ho&
Tsually do «.e ¢ o » » | 18 13 22 15 18 20 18 16 21 11 21 19 18 20
Sometimes do, some-
~bimes don't o e-e o 8 | 27 2 26 20 29 18 27 26 37 32 22 29 28 25
Usually dontt 8 k4 8 11 7 5 8 8 8 6 g 9 8 10
Seldom or never do « . 2 - 2 2 2 - 2 3 2 2 2 2 1 3
No opinion or no answer| 3k 53 28 34 35 L6 3l 3l 23 36 3, 33 3% 32
Total . « . ... 1100% 100% 100% 100%  100% 100% 100% 100% 100% :100% 100% 100% 100% 100%

Q. Do you feel that the Home Office usually gives

General Agents?

Table 33, Question 27

adequate weight to Special Agents! views and requests when presented by

Always or nearly al- .
Smuww does « . u.x “ v 12% 182 13% Hw& 10% 16% 9% 13% 11% 1% 1h% 112 118 13%
,mmsmwu‘% does o o v o« | 20 18 2h 25 17 18 26 16 19 15 29 17 17 21
. Sometimes does, some- ,
times doesn't e « v « | 25 15 25 25 28 21 25 25 30 26 19 28 26 30
Usually doesn®t . . . 9 8 9 10 9 6 11 9 10 6 8 6 12 9
Seldom or never does . k 3 3 1 6 3 2 5 9 5 2 5 5 m
No opinion orno answer 30 38 26 26 30 36 27 32 21 33 28 33 29 2
Total . . . . . {100% | 100% 100% 100% 100% 4§ 100% ° 100% 100% 100% 100% 100% 100% 100% 100%

Table 3L, @cmmwwos mwm.

Do, s ' 8 esented the Special
Q. »mmswmﬁ_mm mwwwwmww m me Office usually m:mm adequate smwmww to .pmmn&m 5msm and requests as @H. ented by Spec
Always or nearly al- . A .

WayS dOS « o s o o & 9% 5% 12%  11% Nw 10% 6% % 10% 1 11% % 8% 6% 8%
Usually does o » +» & o | 22 19 26 28 19 22 25 23 16 20 26 21 19 28
Sometimes does, some- B _

times doesn't . . . | 32 i 31 28 37 19 33 33 L 27 21 37 3% 24
Usually doesn't .. . . | 14 13 16 H.H 13 9 v .Hm i 16 15 9 ww 6 13
Seldom or never does . L -1 w 6 3 5 m m 3 5 8
¥o-opinion or no answer | 19 L8 mo 18 37 wm 16 2 21 19 19

Total & o 4 o s 00% 00%  100% 00% 00% 00% o& 00% 100 oo& 00% . 100%
n= %) | 1% wmme ©5 B | s @ i) 68 1% 8 83 1




Page XXV

Table 35, Question 29b.

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

Per cent of those
who answered
"Sometimes does,
sometimes doesn't,”
"Jsually doesn't,"
or
1Seldom or never does,"
to preceding guestion

Just as you are now doing, you are heading in the
right direction, present "get tough" policy is

best, this survey will bring results o o « « o o o 16%
Go to top Company management with grievances .« « « . 1l
Go to board of trustees o o« o « ¢ o o o o o o o o > 13
Go to policy holders examining committee . . . - 8
Get representation'on board of trustees, Hanagement 3

Establish grievance committee to review complaints be-
fore presentation to higher authorities . . « o« & 2

Find out actual feeling of members of Association--
Officers of Association are from big cities and do

not represent feeling of smaller agents «+ » « » o 4
Meet with General Agents' committees to iron out
problems--join hands with General Agents . « + » 1

Really get tough--obtain legal counsel, place business
with other companies for a couple of years--employ
public relations man, investigate Home Office prac-
tices, insist on action, raise Cain . « o o « o 10

Company should pay more attention to our needs, CGompény's
attitude  wrong, change must come from Company,
Company 15 unreasonable .« « o o ¢ o o ¢ o o s o « 17
Miscellaneous (get menbership 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.) 10
NO anSWBI‘ OI‘ Don't knOW e e % 8 e s . & » LI R . N 20
115%

n = (356)



1)

2)

1

24

3

3’

L.

6)

APPENDIX A

NATTIONAL OPINION RESEARCE CENTER Survey 3L6
University of Chicago o 9-53
How many years have you beeh associated with Northwestern Mutual?
1) less thanA; years . 3) . 10 to 15 years
2) 3 to 9 years » o W) Over 15 years

What was your Northwestern progduction for the agents' year ended May 31,
19532

1) Under $150,000 3) _ $250,000 to $500,000

2) leo 000 to &250 000 ,,f' L) _ Over 500,000

What is your age as of ybur last bmrthday”
1) __ 30 or under L) 51 - 6k

2) 31 —‘hO | 5) 65 or over

3) 11 - 50

In general how satisfied are you.w1th Northwestern Mutual as to the follow-

ings
(k) (s)
Agents Benefits
Agents and Services Other
Compensation ~  _than Compensation
1) Very much satisfied —
2) Somewhat satisfied ‘

3) Somewhat dissatisfied

i) Very much dissatisfied

P

Whnat do you consider to be the chief advantages:to- ‘the agent in representlng
Northwestern Matual?
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6. _What do you consa.dsar to be the- chief disadvantages, if any, to the
agent in representing Nort.hwestern Mutpal?

7

7. To what degree are you satisfied with the service you receive from
the Home Office regarding the follomng.
1

2) 3 L) 5)
: Hava no
, o o - oceaw
Very Somewhat Somewhat Very sion o
nueh : dis~ mueh: dige uge such

atlsi‘a.ed ssatisfiedssatisfied:sa V:Ls figeds serva.ce

8) Underwriting new business

 9) Competitive problems

10)=Sales aids

11) Settlement option practice

12) Advanced Underwrit'i‘r.ig problems

13) Pension Underwriting

tanscenmy
S
M
G st e
————
————at—
sl e

1) Death and Disability claims

tep s

8a. From youbr v:s,ewpolnt s do you feel that. Nor‘c.hwestem Mutial's pure .Genheral
Agency system of operation is or is not. more satlsfactoxy than . the man~
agerlal of semi-managerial type used by many other companies?
1) Pure General Agency system is more satisfactory .
2)
15) - 3)

) No opinion

Managerial or semi-managerial type would be more satisfactory

.. About the same

b. Please give reasons influencing your answer.

16)

17)
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Ja. Disregardiﬁg peréonal relationéhips, to what degree are you satis-
fied with your General Agent as to his help to you in:

18) 19)
Procurement Servicing
of new business of old business

1) Very much satisfied

2) Somewhat satisfied
3) Somewhat dissatisfied .
I} Very much dissatisfied

b. Any comments?

10a. Would it be advantageous to you if Northwestern Mutual should go
: into the following? . '
1) 2) 3) L) 5)

o iSome~ Mot par-t Not :,
Very :what ticudlar-tat all ::Xo
advan~ *advan- iy advan-tadvan=~ topine
tageous:tageous:tageousstageous: ion

21) Double indemnity .

22) Disability income

23) Substandard

2l) Non-medical

25) Group

26) Health and Accident:

27) Annual premium anrnuities

28) Annual premium annuities for
uninsurables only

29) Aviation exclusion rider.

30) Junior estate builder plan

31) Payor clause on juvanile policies




Survey 346 - 9-53 eljm.

.,10bs . Are there-any other fields- that you would. particularly like to see

32)
11,

33)
12,

34)

35)
13,

36)
; 1la,

37)

b.
38)

Northwestern go into?, .

To what degree are yoli satisfied with the changes ‘incorporated in
the new Special Agents! contract of August 1, 19527. :

1) _____ Very much satisfied

2) _____ Somewhat satisfied

3) ____ Somewhat dissatisfied
1) Very much dissatisflied

What do you consider to be the advantages and disadvantages to you
in the new contract?

Advéntagés :
Disadirantage st
Do you think that the Special Agents'group as a whole is satisfied

with the changes incorporated in the new contract?

——a——

1) Yes

' 2) No

3) - Yo | opipj.f;e?? |

Do you think there are any groups of Special Agents (relative to

‘size, location, yeard of sérvice, ete.) who were particularly
benefited by the changes incorporated in the new eontract?

1) * Yes
e -
3) . ~N6 dpinfon T

If your ahswer 1§ "¥es"i What groups do you have in mind?
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15a. Do you think that threre are any groups of Special Agents who were
particularly adversely affected by the changes incorporated in the
new contract? TR et ' N

prd

l) E: YeS ) T E .

39) 2) Yo

Vo ———_———

3) _____  No opinion

o
by

© If your answer is HYes!s if.Wha?c groups do you Have in mind?

ko)

16, In general, do you feel thatiths Enew-'icontra&t; is or .is}'mjﬁ more
likely to attrect new agents to Northwestern Mutual than the one
that preceded it? o .

C1) . The new contract is more likely f;o’a:’t'f:’ract new. agents

+

2) The old contract was move llkely ‘to ?ttragt.,nex«i" agents
1) 3) __ About the same o
Col) No opinion
17« As you know, some Special hgerts receive s Or have received, extra

_ commissions, expense allowsnces or the equivalent from their
- General Agents based on first and/or seeond year premiums.

Did you have an agreement with your General Agent prior +to the
adoption of the new contract whereby you received such extras?

S . Tes - for first and second year premiums

h ) 2) Yes « for first year premiums only
2 , : ‘ : S '
3)

1y

Yes = for-second year premivms: only

]

No
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43)

Lk)

L5)

18a.

b.

Do you now have an agreement with your General Agent whereby you
receive such extras?

1) _;____"*’ies - for-first-andFSecaﬁd‘year premiums
2y ___ * Yes - for first year premiums only‘

3) _____ ¥ Yes - for second year premiums oﬁly

L) No

If your answer is "Yes": Has any provision been made guaranteeing

. payment of extras due to you after temmination of the General Agent's

" contract? (Please read preamble to question 19 before answering.)

19.

1) Yes

2) . Mo

|

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 such extras after termination of the
General Agents' contract for business written prior to the termination.
Also, such extra commissions qualified for credit under the Agents'

- Retirement Plan,

With the adoption of the new contract the Company no longer recognizes
these agreemerits and hence does not guarantee payment of terminal extras
or extend 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 credit for extra

. commissions.

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

21} Y The Company's policy should be the same as it;was’pfior to

- the adoption of the new contract: it should recognize extras
agreements by guaranteeing payment of terminal extras and
extending Retirement Plan credit for extra commissions.

2) “The Company should recognize an assigrment which would guaran~-
tee payment of terminal extras but would not extend Betirement

" Plan ceredit for extra commissions,

3) The present Company policy is besf: it should recognize neither
extras agreements nor assignments. .

h) __ Other (please state.)

5) Mg opinion.
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16)

20,

Tt has been reported by some agents that while they had agreements
whersby they received extras prior to the adoption of the new con-
tract, they have besn unable to negotiate the extension of those
agreements. On the other hand, the Company has given its assurance
that the General Agents' margins were not to be affected by the ine
crease in commission to the Special Agents and that nothing would

B be done to interfere with negotiations between the (eneral Agent

and his Special Agents.,

ANSWER THIS QUESTION ONLY IF YOU HAD AN BXTRAS AGREEMENT PRIOR
. TO THE ADOPTION OF THE NE&W CONTRA ACT AND HAVE "BE"FN UNA"B"L‘E TT0
"XT'E'N‘ T THE ACREEVENT WITH THE SAME TERMS- .

Which of the following statements most accurately describes your
opinlon of the reason why you have been unable to extend your extras
agreement with the same terms”

1) My General Agent is willing to extend the agraement but
feels that the Special Agents' contract changes mean that
the Company disapproves of these agreements.

2) My General Agent is using the Specilal Agents contract
changes as an excuse to terminate or alter the agreement.

3) _ The Special Agents' contract changes had little or no
' effect on the extension of the agreement. My Ganeral
Agent would have taken the same stand regardless of the
contract changes. . .

D

L) ... Gther (please state,)

S) i No opinion. .
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L7)

L8)

L49)

50) -

22.

21, Under which type of contract are you currently operatiﬁg?

“1) ______ Form 1583, providing persistency fees, and nine renewals

fully vested after fifteen years of contmuous service

2) Form 158k, providing elght vested renewals and persistency
' fees , , , ,

3) ’------ Form 1585, providing nine renewals fully vested without

persistency fees, available only to agents who did not
elect pers:Lstency fees in 19h7

To what degree are you satisfied with the 'peréistency fees and vesting

provisions offered by the Company?

1) -~ Very mich satisfied

2) Somewhat satisfied

| 3) Somewhat dissatisfied

2.3-.

2k

L) . Very much dissatisfied

To what degree are you satisfz.ed with the éaents' Retirement Flan of
the Company?

1) _____ Very much satisfied

2) ________ Somewhat satisfied

3) __________ Somewhat dissatisfied
L) ____ Very much dissatisfied

As far as you know, what sort of a job would you say the Home Office
Agency Department does in representing your point of view in dealing
with other Home Office departments?

1) . Excellent
2) . Good
3) . Only fair
k) _____ Poor

5) _____ No opinion



Survey 3L6 - 9-53 ' “9-
25,

51)

52)

. 53)

5k)

264,

27.

28,

Do you feel that other Home Office departments usually give ade-

- quate weiglit to agents' views and requests as presented by the
Home Office Agency Department? : '

‘ 1) ______ Always or nearly always do ,.

2) — Usually do

'3) Sometimes dé, sometimes don't (abont 50-50)

-t

) . Usually don't
5) Seldom or never do

6) No opinion

As far as you know, what sort of a Job would you say General Agents

do when represénting Special Agents' points of view in dealing with

" the Home' Office?

1) . Excellent
2) _____ Good
3) _____ Only fair
L) _____ Poor
5) _____ YNo opinion

Do you feel that the Home Office usually gives adequate weight to
Special Agents! views and requests when presented by General Ag;emsw’:’w

1) Always or nearly always does
2) e Usually does
3) Sometimes does, sometimes doesn't (about 50-50)
LY Usually doesn‘t
5) ______ Seldom or never does
6) _ No opinion

As far as you know, what sort of a Job would you say the Special
Agents' Association does in representing your point of view in
dealing with the Home Office? '

1) . Excellent

2) Good

]

3) o Only fair
L) Poor
5) | '__’ No opinion



Survey 316 « 9-53 «10-

- 29a+ Do you-feel that the Home Office usually gives é.dequate weight to Agents®
, © . views and requests as presented by the Special ~Agents? Association? ;

1) | Always or nearly always does
2) _____ Usually does
55) - 3) — * Sometimes does, sometimes doesn't (about 50-50)
| Lo * Uéually doesn't |
5) e * Seldom or never does
. 6) . Wo opinion
3

b, If ;z;our answer is "Somelimes does, scmetimes doesn't,” or "Usually
. doesn't" or "Seldom or never does®: wWhat course of action do you feel
- the Association should take to establish a better relationship between

"Special Agents and Company management regarding Agents' views and re-
quests? ’ -~ -

56)

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




APPENDIX B

'NATIONAL OPINION RESEARCH CENTER

UNIVERSITY OF CHICAGO
'5'711 SOUTH WOODLAWN AVENUE TELEPHONES FAIRFAX 4-7374
CHICAGO 37, ILLINOIS

Y oeeron T September L, 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 Mutusl Life Insurance Company to aid in determining
how the Association's membershlp feels about certain matters.
Your cooperation in answering the enclosed questiomnaire 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

s will be anonymous.

All of the questions are designed to be self-explanatory. On the

questions for which 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 us in the
PLEASE | enclosed stamped, addressed envelope. Please £ill out and mail
the enclosed post-card as well. The card informs us that you
NOTE ‘§ have mailed your questionnaire, so that we will not mail you a
second one.,

Again, I would like to emphasize the value of complete, frank anw
- swers. Your promptness will be greatly appreciated. -

Sincerely yours,

¢ Jj ‘4‘/ & L/( ’/f‘?/ff /'T:fj

Clyde We Hart
Director



APPERDIX C

NATIONAL OPINION RESEARCH CENTER

UNIVERSITY OF CHICAGO
5711 SOUTH WOODLAWN AVENUE TELHPHONH: FAIRFAX 4-7354
CHICAGO 37 ILLINOIS

CLYDE W. HART
DIRECTOR

September 2%, 1953

Dear Special Agent:

Perhaps the questionnaire that we sent you several weeks ago was
mislaid, or put aside; as we have not yet received a postecard in-
forming us that the completed questionnaire has been mailed to us.
We have received what we consider to be an excellent response to -
the original mailing, and we hope and trust that you will com~-
plete yours and mail it back to us right away. We want our Bum-
mary report, when it is prepared, to represent every agent's frank
and independent views about all the matters covered in our gues=-
tionnaire, | :
We would like to repeat briefly the information included in our
letter accompanying the original mailing., This study is being
earried out by the National Opinion Research Center at the re-
quest of the Special Agents Association of the Northwestern

- Mutual Life Insurance Company. The results 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 remzin the property of the Center and will
not be made awvailable either to the Association or the Company..

When you have completed the gquestionnaire, mail it to us in the
enclosed stamped, addressed envelope. Please fill out and mail
the enclosed postcard 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 and return the material to us at your
earliest opportunitys

Sincérely yours,

Clyde W. Hart
Director

P4 It may be that your postcard has been forwarded to us and
s still in the mail, If so, thank you very much for your.
consideration.

CWH/mns



