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buyers and sales representatives is probably a reflection of the basic method of
retailing such plans-—personal calls on prospective clients in their homes or places
of business.

The heavy incidence of visits to clients’ homes or places of business is evident
in table V-2. While about four-fifths of the meetings with contractual plan
purchasers occurred in this setting, the similar proportion was about three-fifths
for regular accounts. The more striking difference, however, is indicated in the
fact that well over one-quarter of regular account respondents (but little more
than 5 percent of contractual plan buyers) reported that the meetings took place
in the sales representative’'s office. The majority of the latter meetings were
undoubtedly in the offices of traditional broker-dealer firms.

APPENDIX XI-A: TABLE V-2.—Meetings with sales representatives

[Percentage distribution

Regular Contractual
Aspect of meeting
Interview Mall Interview Mail
Met with sales representative:
Yeos.. S - - 75 82 97 94
Do TSN 25 18 3 6
Total - o e m———————— 100 100 100 100
Place of meetings:
Respondent’s home. .. oo ooooocomecen s 48 50 63 62
Respondent’s office or place of business 16 13 25 18
Sales representative’s office...__....-_. 28 30 5 12
Some other place_ ... 8 7 5 3
NO GNSWer o o e oo cccemccmeeee 0 ] 2 5
100 100 100 100
25 20 26 8
22 23 28 24
17 23 25 24
5 6 11 28
1 2 4 5
4 0 2 4
2 0 1 0
2 1 1 0
22 26 2 7
100 100 100 100
Time spent during all meetings (hours):
QUP 0 L e e 10 8 2 0
e up to 1 s 18 12 7 2
23 24 17 18
17 22 20 22
12 15 22 16
7 10 18 27
3 6 5 9
Suptolo..._. - 4 0 3 6
10814 OVer o oo e 6 3 3 0
NOANSWEr. o e 0 0 3 1]
Total...__ - 100 100 100 100

For those who met directly with sales representatives, the median number of
meetings for each type of purchase was approximately the same—three times.
While the median time spent in these meetings by regular purchasers was be-
tween 1 and 2 hours, that for purchasers of contractual plans was between 3
and 4 hours. This relatively longer time which contractual plan buyers spent
with the sales representatives may reflect a number of considerations: (1) the
greater complexity of the contractual plan instrument, (2) the greater role of
the salesman in initiating the purchase of shares in the case of contractual plans,
(3) the greater sales incentive provided by the sales commission, (4) a possibly
larger relative financial commitment, and (5) the somewhat lesser experience
and knowledge of financial matters.

A further indieation of differences in sales techniques employed by traditional
broker-dealer firms and mutnal fund specialists is provided when replies by
regular account purchasers are regrouped according to the type of dealer through
which the transaction was handled. The results are shown in table V-3.
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AprpENDIX XI-A: TABLE V-3.—Classification of regular account purchases by
type of dealer

[Percentage distribution]

Classification by type of dealer
Member firm,
Meetings with sales representative stock exchange Member | Mutual
NASD fund Mail Not
(Except { special- trans- classi-
Member | Member | exchange ist actions fied
NYSE other [members)
exchange
1 or more meetings with sales representa-
tive:
Yes 65 100 71 78 11 57
No 29 0 29 20 2 26
No answer...- 6 0 0 2 87 17
Total 100 100 100 100 100 100
Place of meetings:
Respondengs h(t)ﬁme"""l;""[-i)-"i" 32 41 33 65 75 52
R ent’s office or ce of busi-
gse[gcsu_lii_n ...... P — 5 17 20 10 0 23
Sales representative’s office_ - ae---. 46 25 40 20 25 19
Some other place. _ cemmaaee 16 17 7 7 P, 6
LA 0 ;X U R 100 100 100 100 100 100
Time spent in meetings (hours):
0 ug 80 Moo cccemeeae 19 9 21 2 (1 P
Lsuptol. - - - 24 37 0 13 50 oo
lupto2 - - 19 18 15 31 [ P
2UD 10 B oo mm 20 9 43 13 [0
3uptod__._. ——— 4 18 7 13 [V 2 [
40up 0 6o e 6 0 7 10 0 foccocanee
Gupto8_.... —- 0 9 7 4 50 |caameeen
8 up to 10 4 0 0 4 [ 2
Over 10.___ 4 0 0 10 (11
001 7 Y SN 100 100 100 100 100 {oeoeo .

One inference which can be drawn from data classified by type of dealer
is that sales representatives working through firms specializing in mutual
funds seem to make the greatest selling effort. They typically had direct con-
tact with a larger percentage of their clients than did representatives of firms
engaged in a general securities business. They spent considerably more time
with prospective clients; they spent between 2 and 3 hours, in contrast to
between 1 and 2 hours for representatives of member firms of organized ex-
changes. Finally, the home-oriented selling techniques typically followed by
mutual fund specialists are clearly evident. Among respondents who dealt with
representatives of mutual fund specialists, the proportion reporting that meet-
ings took place at their homes was twice that for purchasers who acquired
shares through NYSE member firms or NASD members. If respondents’ of-
fices or places of business are included, the greater reliance of mutual fund
specialists on salesmen who travel among potential clients is even more marked.
Furthermore, while almost one-half of the transactions through NYSE member
firms occurred in the sales representative’s office, the corresponding figure was
one-fifth for mutual fund specialists.

D. Respondents who did not meet with sales representatives

About one-fifth of regular account buyers who bought through dealers and who
responded in the personal interview reported they did not meet with a sales rep-
resentative before or during the time they purchased mutual fund shares. An
analysis was undertaken to determine whether this group differed appreciably
from other regular account purchasers with respect to several aspects of the
sales process. The results are shown in table V-4,

On balance, a fairly large proportion of those regular account investors who
did not meet with a sales representative during the transaction included in
this survey seem to have bad previous contact with the salesman. These in-
vestors jinitiated a much larger proportion of the transactions; and in decid-
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ing to purchase the particular fund, they relied on their own independent
appraisal to a greater degree than regular account investors as a group.
The sales representative played a far weaker role in initiating the purchase,
and his influence on the decision in favor of a particular fund was less. A
relatively larger proportion of the no-meeting respondents than of those who
met with sales representatives transmitted their orders through NYSE member
firms, although about the same proportion originated with mutual fund special-
ists. The percentage of no-meeting respondents who reported they did not re-
ceive the prospectus of the fund they bought was about twice that for all regu-
lar account buyers. Half of those who did not receive the prospectus dealt
with NYSE member firms.

ArPENDIX XI-A : TABLE V4.—Comparison of all regular account respondents and
those who did not meet with sales representative

[Percentage distribution]
Respondents
All regular | who did not
Type of information respondents | meet with
sales repre-
sentative
Initiator of purchase:
Respondent. .. rmeemcmm—————m————— 50 66
Sales representative. _. - emmemcwm——— 30 14
Friend or relative - ———— emmeme———— 14 20
Some other Person.. . oo cccecmmmm———mc e e— e e m————— 6 0
Totalaececcman e e e m——ems——m.a———————————————————nm e 100 100
Most important influence on decision to purchase particular fund:
Respondent’s independent appraisal ——— 30 41
Sales representative . et c e ac——————— 34 29
Friend or relative........_.. - - 22 18
Advertising or sales literature ..o cvcomne- .o - 5 2
Business adViSer e cc e eemcacecvcmmecemcamem———am——n——— 3 2
Other influence........- ——mmmeem;———— 5 8
NO ADSWEL qaaee e m e e m e e —————— 1 2
Total ... e ———————————————— e e m 100 100
Dealer classification:
Member firm, New York Stock EXchange. ..o eeeeccvcmmccemccccmcmcane= 32 43
Member, firm, other exchange. ...t b 0
Member NASD (excluding exchange mMembers).....cacmcemmcncommcanamn 7 9
Mutual fund specialist 23 21
Mail transaction..... ... 13 2
Not classified. 20 25
B 1 7 | DO R 100 100
Receipt of prospectus:
es 76 56
NOo o ecmaees - - 19 40
Don’t remember —— - - 5 4
Total .__._. 100 100

The suggestion that the transaction under study was not, for many respondents,
the initial contact with the sales representative is supported by several bits of
additional evidence. About 55 percent of the respondents already owned mutual
funds, and about two-fifths of them had previously purchased mutual funds from
the same sales representative. Moreover, about 29 percent had previously bought
securities other than mutual funds from the same salesman. This pattern of
behavior implies that, for many of these respondents, the transaction may have
been simply another phase in a continuing business relationship. If this were so,
they may well have settled their business by telephone or mail without the neces-
sity of meeting with a sales representative who was already known to them.

E. Respondents who did not receive the prospectus

A significant percentage of mutual fund purchasers (20 percent of regular
and 10 percent of contractual plan buyers) reported that they did not receive
the fund’s prospectus. In addition, another 5 percent of regular purchasers
did not remember. It should be noted that a failure to deliver a prospectus in con-
nection with the purchase of mutual fund shares is a violation of law.
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Those who reported that they received no prospectus were examined separately.
In educational background, they were indistinguishable from other buyers in
their respective groups as a whole. However, their knowledge of mutual funds
(in its various dimensions as discussed below) was somewhat lower than that of
buyers as a whole. Whether they were poorly informed because they did not
receive prospectuses, or whether their reported failure to receive prospectuses is
simply evidence of ignorance of the prospectus itself, clearly cannot be deter-
mined.

Among sales representatives associated with investors who reported they had
not received prospectuses, close friends or relatives of the purchaser appeared
with less than average frequency. Among buyers of the no-prospectus group who
met with salesmen, regular investors spent less time with the salesmen than the
typical investor in the sample, and contractual buyers spent substantially less.
None of the no-prospectus contractual buyers indicated that the salesmen had
previously sold them mutual funds or other securities. Among regular buyers, a
percentage significantly higher than for regular buyers as a whole indicated that
the same sales representative had previously sold them both mutual funds and
other securities—thus reflecting a continuing business relationship.

Finally, when dealers handling these accounts were classified according to the
categories shown above, regular buyers in the no-prospectus group appeared with
above-average frequency as customers of member firms of the New York Stock
Exchange. These firms accounted for about 40 percent of regular account respon-
dents for whom dealers could be classified. But they accounted for about 50 per-
cent of the no-prospectus group as a whole, and about 65 percent of the no-
prospectus customers of all classified dealers.

A part (about 40 percent) of the higher incidence of no-prospectus buyers
associated with members of the New York Stock Exchange seems to be centered
in the 25 percent of all respondents who bought through broker-dealers and who
reported they did not met with sales representatives. But the remaining group
still constitutes a higher proportion of buyers dealing through these firms than
through others.

For contractual plan buyers, data were not available to make a dealer classifi-
cation, but over 80 percent of the respondents reported meeting the sales repre-
sentative in their homes or places of business, the remainder in other places.
None occurred in offices of the selling agency. Only about 5 percent of contrac-
tual respondents who said they did not receive the prospectus also reported they
initiated the transaction themselves; half said it was initiated by sales repre-
sentatives, and the remainder said some other person took the initiative. In con-
trast, among contractual buyers who said they received the prospectus, over 40
percent also reported initiating the transaction themselves. Finally, the failure
of contractual plan buyers to receive the prospectus cannot be readily explained
on the basis of a continuing business relationship established in the past, since
about 95 percent of this group reported they had not owned mutual funds before.

For regular account buyers, little distinction appears in initiation, place of
transactions, or the role of friends or relatives between those receiving and
not receving the prospectus. But about half of the no-prospectus group were
new purchasers, compared to 60 percent of all buyers of regular accounts in-
cluded in the survey.

VI. INVESTMENT COUNSELING

Investment counseling involves (1) a knowledge of the objectives and prefer-
ences of the investor, (2) a knowledge of his financial position—his assets, obli-
gations, and income, and (3) a broad knowledge of the characteristics and
prospects of the diverse financial instruments which provide alternatives for the
prospective investor, including tax and other legal provisions which may influence
choices. Finally, where the art of counseling is practiced by selling interme-
diaries in the distribution of securities as well as goods and services in general,
a nice balance is required between the self-interest of the sales representative and
the needs and interests of the buyer.

It was already noted that salesmen initiated from a third to a half of all pur-
chases of mutual funds, and in addition were the most important influence in
selecting the particular funds acquired by purchasers in one-third of the cases.
Thus the salesman played a major role in determining both the entry of mutual
funds into the portfolios of investors and the particular funds selected. This sub-
stantial reliance on salesmen for counsel is to be expected where many investors
are relatively uninformed about the characteristies of different funds, the terms
under which they may be acquired, and their suitability for their needs.
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A number of questions in the survey were directed toward this broad problem
of investment counseling by sales representatives of mutual funds. While it is
clear that the answers to these questions cannot reveal in detail the quality of
advice received, they do provide a broad impression of the extent of counseling
and the kind of evidence on which it was based. In this survey no examination
was made of salesmen’s knowledge of instruments or investment markets, but it
did deal with inquiries made by the sales representative which might have fur-
nished materials to provide the basis for investment advice. Questions also
covered elements of investment counseling that were initiated by the salesmen. In
addition to summarizing these responses, attention is given to a small but
significant proportion of mutual fund buyers who owned no other assets.”

A. Activitics of salesmen in investment counseling

The inquiries of salesmen about the financial positions of their customers are
shown in table VI-1, which is confined to responses from those who reported one
or more meetings with a sales representative. Apparently, sales representatives
made inquiries about the incomes, financial assets, and financial obligations of
about one-third of regular respondents, and a somewhat higher proportion of
contractual planholders. These responses seem to indicate that in about 60 per-
cent or more of the cases the sales representative made no inquiry into these
matters.

It may be noted that the Rules of Fair Practice of the National Association of
Securities Dealers requires that in recommending to a customer the purchase of
any security, a broker-dealer must have reasonable grounds for believing that the
security is suitable for the customer on the basis of the facts, if any, disclosed by
the customer as to his financial position and needs, and the NASD has taken the
position that the failure of a purchaser to volunteer information does not relieve
the salesman of his duty to inquire. While in many cases prior information which
the salesman may have gained through continuing customer-client relationships
or close personal ties may satisfy his obligation, the proportion of transactions
in which the salesmen seemingly made no inquiry into investors’ finanecial posi-
tions would appear inevitably to involve some violations of the rule.

APPENDIX XI-A: TABLE VI-1.—Inquiries of salesmen about financial positions
of investors

[Percent of those meeting with salesmen]

Regular accounts Contractual plans
Yes No Don’t Yes No Don’t
remember remember
Did the salesman make any inquiries con-
cerning investor’s—
Income.._.._._. - - 31 67 2 40 54 6
Financial assets e ———— 35 62 3 38 58 4
Financial obligations_.._____._._____.______ 28 70 2 33 61 6

The failure to inquire into these areas would seem of particular importance
in the case of periodic contractual plans because of the specialized role of this
investment instrument in financial planning. The concentration of sales charges
in early periods of such plans makes them appropriate investment media only if
there is a high probability that they can be carried through to completion; but
they are questionable choices for contingency or rainy-day savings which the pur-
chaser may need to fall back on to meet various emergencies.

Table VI-2 summarizes the extent to which sales representatives apparently
initiated discussions of a variety of topics relating to investment counseling.
Salesmen initiated discussion of the tax treatment of payments from the fund
with a little more than half of regular account investors with whom they met
and with somewhat fewer contractual plan buyers. This was supplemented by
discussions of the general income tax problems of investors in perhaps one-third
of the cases. About 40 percent of respondents reported that salesmen initiated
discussions of the quality of their other investments or securities. About one-

12 Data for this section were derived exclusively from the regular and contractual plan
interview samples.

96-746—63—pt. 4——21
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quarter of purchasers reported that salesmen discussed matters relating to taxes
on investors’ estates in the event of death, and with about one-third they also
initiated discussions relating to wills and trusts.

APPENDIX XI-A: TaABLE VI-2.—Reports of activities of salesmen in investment
counseling

[Percent of those meeting with salesmen]

Regular accounts Contractual plans
Yes No Don't Yes No Don’t
remember remember
Initiated discussion of—
Tax treatment of payments from the fund. 52 35 13 42 41 17
Respondent’s, general Income tax prob-
| 1310 ¥ S 36 58 6 32 59 9
Quality of investor’s other investments. __ 43 54 3 49 55 5
Taxes on investor’s estate in the event of
Lo L1217 o S 29 63 8 28 65 7
Willsand trusts_ ... - 31 65 4 33 60 7
Offered to do estate planning ... - 9 85 6 8 83 9
Offered to do portfolio analysis oo cae_oo___ 36 61 3 23 74 3
Offered other services..o o oceocmmaco oo 19 78 3 23 72 5
Compared other funds with the fund he was
SN N a e e c e 59 34 Y VRSP S RO
Compared securities in the stock and bond
markets with fund shares —— - _—- 46 33 21

Overall, between 80 and 90 percent of these respondents reported that sales-
men had initiated one or more of the topics indicated above. But despite this
substantial attention to a number of complicated legal and financial topics,
fewer than 20 percent of respondents said that the salesmen advised them to
consult an attorney or financial adviser.

On other related topics, fewer than 10 percent indicated that salesmen had
offered to do estate planning; but a larger proportion—about one-quarter for
contractual plan buyers and more than one-third for those buying on regular
account—reported that salesmen had offered to do portfolio analysis.

Regular account buyers were asked whether the sales representative had
compared other funds with the fund he was selling. About 60 percent reported
that he had made such a comparison. When asked about the content of these
comparisons, a few themes virtually exhausted the subject. Salesmen had
commented broadly on the suitability of the particular fund to the investor’s
needs, had referred to investment objectives of different funds, or had made
general statements indicating that the particular fund was best. Clearly,
these comments embrace a substantial amount of investment counseling. But
on such significant topics as comparative sales charges, comparative expenses,
or comparative performance, the responses indicated only negligible attention.

Contractual plan buyers were asked a somewhat different guestion: whether
sales representatives bad compared other securities with fund shares. Almost
one-half of those meeting salesmen indicated that such a comparison was
made. Here discussions apparently were confined to statements emphasizing
that small amounts invested in securities’ markets involve risk, that fund shares
are predominantly invested in large, well-known companies, and that mutual
fund shares generally move with the market.

As noted above, over a third of buyers of funds covered in this survey already
owned mutual fund shares. When this group was asked whether sales repre-
sentatives had advised them to sell shares in one fund and to buy another,
about 10 percent of regular shareholders and a considerably smaller percentage
of contractual plan buyers reported such recommendations. Beyond reporting
the simple incidence of the advice to shift from one fund to another, the ques-
tionnaires shed little light. They do not disclose whether the recommendations
reflected changes in circumstances of shareholders which might have indicated
shifts to funds with different objectives, or were motivated by changed esti-
mates of prospective performance, or were motivated by the self-interest of
sales representatives.

Finally, about 20 percent of respondents indicated that salesmen offered other
services. As a rule, however, these apparently encompassed little of importance
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beyond the elements of investment counseling already mentioned. Generally,
galesmen indicated their availability for advice and consultation, and in a
negligible percentage of cases they offered to arrange personal loans if needed.

B. The mutual fund investor without other financial reserves

Some information was collected in the course of the survey regarding the
portfolios of mutual fund shares purchasers. These data were limited to quali-
tative indications of the presence or absence of certain asset holdings at the
time of purchase of mutual funds. They do not, therefore, reveal much detail
on the holdings of mutual fund buyers. Nevertheless, they disclose some in-
teresting qualitative information relating to the asset positions of mutual fund
buyers that may have some significance in appraising the investment counsel-
ing received by these purchasers. This is particularly true of those buyers
who apparently hold no assets other than mutual fund shares.

These exclusively mutual fund investors constituted only about 3 percent of
buyers on regular account, but included about 10 percent of all contractual plan
buyers in the study. The characteristics of these contractual plan buyers are of
some interest. They had incomes generally concentrated at the low end of the
$5,000 to $10,000 range. Typically, they were males, married, and heads of
families, of early middle age, with three or four dependents. Their coverage by
life insurance was at the low end of the $5,000 to $10,000 range.

Significantly, about two-thirds of the purchases of this group were reported
as initiated by mutual fund salesmen, as compared with a little less than half
for contractual plan buyers in the sample as a whole. Given the weaknesses
of the contractual form of mutual fund buying as a means for establishing con-
tingency reserves, a serious question is raised as to the propriety of recommend-
ing this form of asset acquisition to this group.

It must be borne in mind in assessing the quantitative significance of this
finding that the 10-percent figure for contractual plan buyers with no assets other
than mutual funds is a figure disclosed from the responses of those who indi-
cated they held no other assets of the listed types—no savings bonds, no savings
accounts, and no other securities. Clearly it excludes those who may have held
some of these assets, but in relatively minor amounts.

VII. DESCRIPTION OF FUND SHARES

A. Statements in sales presentations

To obtain an impression of the sales representative’s general description of
mutual fund shares, investors were asked a series of questions concerning state-
ments which might have been made during the discussion of the transaction
covered in the survey. The statements and responses are shown in table VII-1.

In interpreting these tabulations, several points should be kept in mind. First,
the percentages apply only to those investors who met with sales representatives.
Excluded are (1) investors who purchased their shares by mail (about 16 per-
cent of all regular account respondents) and (2) investors who acquired shares
through personal contact (perhaps by telephone) but who also replied they did
not meet with a sales representative before or at the time of the purchase.
Second, respondents were asked to recall, after a number of months, whether
specific statements were made during meetings which lasted for an average of
2 to 3 hours. Consequently, some of the respondents’ recollections perhaps had
faded somewhat by the time they completed the questionnaire.

Moreover, aside from these difficulties, it is impossible to tell whether respond-
ents obtained the information reported from sales representatives, other sources
subsequent to the transaction, or even whether they had absorbed it in the gen-
eral environment prior to their initial contact with salesmen. These and other
uncertainties limit the analytical burden which can be placed on the respondents’
accounts of the sales representatives’ activities.
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ApPENDIX XI-A: TaABLE VII-1l.—Description of mutual fund shares by sales
representatives as reported by respondents in personal interviews

[Percentage distribution]

Regular accounts Contractual plans
Statement by sales representative
Yes No Don’t { Yes No Don't
know know
1. That fund shares could decrease in value__________ 76 16 8 72 23 5
2. That the investment wassafe. .. o _.____ 85 9 6 74 21 5
3. That fund shares were like insurance._.___.._______ 26 64 10 35 57 8
4. That fund shares were like savings accounts_...__. 51 41 8 60 38 2
5. That fund shares could be cashed in easily _______. 84 8 8 77 19 4
6. That fund shares provide a hedge against inflation_ 45 34 21 35 49 16
7. That fund shares encouraged you to save regularly. 59 36 5 87 12 1
8. That fund shares provided professional manage-
44T ¢ | AN —- 94 Q) 6 87 10 3
9. That fund shares provide diversification._.__._... 94 ) 6 75 14 11
10. That shares of the fund were registered with the
Securities and Exchange Commission._..__...___ 59 10 31 60 12 28
11. That the management of the fund, or its invest-
ment policies or practices were supervised or
controlled by the Securities and Exchange Com-
mission or other agency of the Federal Govern-
ment. 50 22 28 41 28 31
12. That fund shares offered tax benefits 26 43 31 18 57 25
13. That there were other advantages 25 53 22 10 65 25
Average of responses 59 26 15 56 31 13

1 Negligible.

‘While these limitations apply to both mail and personal interviews, they do
so with less force in the case of personal interview responses. Interviewers
had been introduced to the terms used, and the objectives of the survey, and
could aid respondents in their interpretation of the questions. The divergences
between the personal interview and mail replies for both regular and contractual
plans suggest that mail respondents may have had some difficulty in dealing
with some of the points raised in the questions. Finally, in the case of the mail
responses, no control could be maintained to insure that the appropriate person
answered the questionnaire under the conditions intended. For these reasons,
the following summary of statements made by the sales representative is based
on the personal interview responses.

The overall image which emerges about investors’ conception of mutual funds
as derived from sales representations seems to be as follows: mutual fund
shares are safe, relatively liquid assets which simultaneously provide the bene-
fits of professional management and diversification. While a large majority of
respondents indicated they were told fund shares could decrease in value, about
half also reported that sales representatives said that shares were like savings
accounts. Finally, a substantial proportion of all purchasers reported receiving
an erroneous account of the extent of the Securities and Exchange Commission’s
supervision or control of mutual fund operations.

Apparently, a substantial proportion of the salesmen distributing mutual
funds told investors that their shares could decrease in value. About three-
quarters of both regular and contractual plan respondents reported such a
warning was given. Approximately 85 percent of the purchasers of regular
accounts and 74 percent of contractual plan buyers also reported that salesmen
said the investment was safe. The percentage of investors who reported that
sales representatives suggested that mutual fund shares were like insurance
was relatively small, but the proportion was heavier among buyers of contractual
plans than among regular purchasers. The slightly greater margin of positive
reports among contractual plan buyers may well be explained by the option
to buy insurance which is frequently associated with contractual plans. A
slightly larger proportion of contractual plan investors (about three-fifths)
than regular account purchasers (about one-half) reported that the sales repre-
sentative told them mutual fund shares were like savings accounts. It should
be noted that the Securities and Exchange Commission’s Statement of Policy on
mutual fund selling material forbids any representation or implication that
shares of an investment company are similar to savings accounts. The relative
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positions of the two groups were reversed with respect to the ease with which
mutual funds shares could be redeemed. Nevertheless, more than four-fifths
of regular account buyers and over three-fourths of contractual plan purchasers
indicated they were told their shares could be easily liquidated.

About one-fifth of regular account and one-sixth of contractual plan investors
did not remember whether the sales representative discussed mutual funds as
a possible hedge against inflation. Among those who did recall, affirmative
replies accounted for over half of the total for regular account respondents and
for somewhat more than two-fifths for contractual planholders.

The emphasis on contractual plans as a means to encourage savings is clearly
evident in the replies. Virtually every plan purchaser recalled discussing the
guestion. Eighty-seven percent of contractual plan buyers said the sales repre-
sentative did mention the point; in addition, about three-fifths of regular account
purchasers indicated the same point was made. The advancement of con-
tractual plans as a source of discipline in saving is in line with what one would
expect. But recalling that three-quarters of the regular accounts included in
the survey were outright purchases rather than voluntary accumulation pro-
grams, the relatively high frequency of regular investors mentioning this feature
should be noted.

The opportunity to obtain professional investment management was apparently
a highlight of a vast majority of sales presentations. More than 90 percent of
regular account holders and nearly the same percentage of contractual plan
buyers reported that this was said to be an advantage of owning fund shares.
The stress on diversification of assets through ownership of mutual funds is also
evident.

About three-fifths of regular account and contractual plan investors reported
that sales representatives said the shares of their funds were registered with the
Securities and Exchange Commission. In addition, about one-half of regular
account holders and two-fifths of contractual plan investors also said that mutual
funds’ management and investment policies were presented to them as being
supervised or controlled by the Securities and Exchange Commission or other
agency of the Federal Government. It should be noted that the Statement of
Policy also forbids any reference to registration or regulation of a mutual fund
without explaining that this does not involve supervision of management of
investment practices or policies.

Because the above statement, if made as alleged, would involve clear mis-
representation, the characteristics of investors reporting that the statement was
made were studied in detail. Attention focused on their education, their overall
knowledge of mutual funds, their relationships to sales representatives, and the
classes of dealers through whom the shares were acquired. The conclusion
emerged that, in general, there was little to distinguish this group of buyers from
mutual fund investors as a whole.

A sizable proportion of investors did not recall whether the sales representa-
tive said that mutual funds afforded tax benefits; but among those who did
about one-quarter of regular account buyers and one-fifth of contractual plan
buyers reported that this feature was mentioned. A few other minor benefits
were apparently indicated, among which the availability of insurance under
contractual plans was the only one worth noting.

B. Influence of the sales presentation on investment decisions

Some evaluation of the impact of sales representatives’ statements on investors’
decisions to buy mutual funds can be made—but not with much precision. In
general, according to respondents’ replies, the effect was greater among con-
tractual plan purchasers than among those who acquired regular accounts.

Investors were asked to identify up to 5 of the 13 statements shown in table
VII-1 which may have influenced them. Among those who assigned weight to
some of the statements, a few respondents did not identify any particular state-
ment while others selected up to five. Among respondents who met with sales
representatives, about 69 percent of regular purchasers said some of the state-
ments affected their decisions, and approximately 74 percent of contractual plan
buyers reported in the same vein,

Selections can be summarized to show what proportion of respondents at-
tached some significance to each, but it is difficult to infer in what degree these
statements were influential in shaping investment decisions. If the mean of the
percentage of respondents selecting each statement is taken as a reference point,
the relative significance of a particular statement on investors’ decisions may
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then be determined rather broadly by noting whether the frequency is above
or below the average for the set as a whole. This rough procedure clearly does
not permit any inferences about the actual impact of a particular staten_lent.
Instead, it might be viewed simply as a device for reporting the appraisals
made by respondents themselves.

The responses are summarized in table VII-2. This table shows, for regular
account and contractual plan investors, the percentage of respondents who said
(1) that sales representatives made the statements indicated, and (2) that
particular statements at least partly influenced their decisions to purchase
mutual funds. It will be noted that in a few cases, the percentage of investors
reporting (2) is larger than the percentage reporting (1). This suggests that
some investors misinterpreted the question. Their answers may have reflected
the influence of the description of mutual fund shares implied in the statements
of table VII-2, but derived from sources other than the sales representatives.

There seems to be no systematic link between salesmen’s reported focus on a
particular feature of fund shares and the influence of such statements on in-
vestors’ decisions. For example, nearly all regular account purchasers said
sales representatives mentioned that fund shares provide professional manage-
ment and diversification; references to professional management and the
encouragement to save were reported by almost 90 percent of contractual plan
investors. But, it seems that these statements evidently influenced a substan-
tially swaller proportion of investors in each group. About two-fifths of both
regular and contractual plan buyers attributed some influence to the availability
of professional management and diversification of assets. (See table VII-2.)

APPENDIX XI-A: TABLE VII-2.—Statements by sales representatives which
influenced respondents’ purchase decisions

[Percentage distribution}

Regular accounts Contractual plans
Statement by sales representative
Statement | Statement | Statement | Statement
was made | influenced | was made | influenced
decision decision

1. That fund shares could d2crease in value..__ 76 3 72 3
2. That the investment wassafe_____._.__ 85 37 74 30
3. That fund shares were like insurance.._ 26 29 35 36
4, That fund shares were like savings accounts 51 48 60 54
5. That fund shares could be cashed ineasily.._...___.. 84 22 77 31
6. That fund shares provide a hedge against inflation.. 45 33 35 45
7. That fund shares encoura.ed you to save regularly._. 59 16 87 52
8. That fund shares provide professional management. 94 39 87 39
9. That fund shares provide diversification..______.____ 94 37 75 38

10. That shares of the fund were registered with the
Securities and Exchange Commission_...__.__..__ 59 15 60 10

11, That the management of the fund, or itsinvestment

policies or practices, wer supervised or controlied

by the Securities and Exchange Commission or
other agency of the Federal Government._.__.___ 50 13 41 14
12, That fund shares offered t :x benefits. .. coccaeouooo 26 15 18 13
13. That there were other advantages - c.ooooocee oo 25 25 10 33
AVErage Of reSPONSES. - - v vccccccrcrcccoc e anaee 60 26 56 31

The suggestion that fund shares are like savings accounts, if respondents’
replies are accepfted as a guide, apparently was the statement with the most
influence on their decisions. Approximately one-half of them assigned some
importance to it. Contractual plan buyers apparently were also impressed
with the argument that this type of plan encouraged saving; more than one-half
of them said it influenced them to make the purchase. A much smaller percent-
age of regular account investors implied they were guided by similar considera-
tions. The differences in proportions, of course, are partly traceable to the
differential emphasis on compulsory saving in the two types of investment
media. On the other hand, both groups attributed some significance to the
statement that fund shares provide a hedge against inflation, but the frequency
was somewhat higher among contractual plan investors. While one-third of
regular account purchasers cited this claimed advantage as a factor shaping
their decision, 45 percent of contractual plan investors cited it. Finally, while
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a sizable proportion of all investors may well think mufual funds’ management
and investment policies are supervised or controlled by the Securities and Ex-
change Commission, few explicitly mentioned this as a factor in their invest-
ment decisions. (Only 13 percent of regular buyers and 14 percent of con-
tractual plan investors cited this.)

Still another attempt was made to highlight the possible influence of state-
ments attributed to sales representatives on purchase decisions. Respondents
were classified according to the reasons given for buying fund shares and the
frequencies were compared with the influential statements reportedly made by
salesmen. The results are shown in tables VII-3 and VII-4, for regular account
and contractual plan purchasers, respectively. The figures are the percentages
of investors, with given motivations, who said that the statements listed influ-
enced their purchase decisions.

AprPENDIX XI-A: TABLE VII-3.—Reason for choice of mutual funds against
statements by salesmen that influenced purchaser’s decision, regular accounts

[Percentage distribution]

Reasons for choice of mutual funds
Statement by sales representative Benefit

Benefit | Hedge Eco- from Benefit Disci-

from rise | against | nomic profes- from pline in

in stock | inflation | growth | sional | diversi- | saving

prices manage- | flcation
ment
1. Fund shares could decreasein value?. .} ___..____| . _____ 1 2 ) U S,
2. Investment was safe? _ooeecmmomeeeo o 15 8 16 16 13 24
3. Shares like insurance? o cocovmaa . 7 2 3 2 3 12
4, Like savings accounts?. . o ceceeono.. 15 8 14 9 10 35
6. Could be cashed in easily? .. -_._ 12 4 13 8 8 15
6. Hedge against inflation?_ ... ... 10 16 11 13 14 12
7. Encouraged you to save regularly?.____ 2 2 11 6 4 21
8. Provided professional management?._. 20 22 30 33 20 12
9. Provided diversification?.ceoeo___ 12 18 25 30 30 18
10. Registered with SEC?____ . _____.__ 2 4 4 3 4 9
11. Supervised or controlled by SEC or

other Federal agenCy?.ooooooooo_ . 7 6 4 5 {131 I
12. Offered tax benefits?. . oo .. 2 4 4 2 |7 P,
13. Other advantages? o oo oocaceeeoo. 5 4 5 3 b2
AVverage reSponSeS - ume—c-cacamcaman 8 7 11 10 10 12

APrENDIX XI-A : TABLE VII-4.—Reason for choice of mutual funds against state-
ments by salesmen that influenced shareholder’s decision, contractual plans

{Percentage distribution]

Reasons for choice of mutual funds
Benefit
Statement by sales representative Benefit | Hedge Eco- from Benefit Disci-
from rise | against | nomic | profes- from pline in
in stock | inflation | growth | sional | diversi- | saving
prices manage- | fication
ment
[

1. Fund shares could decrease in value?.. A PR 3 2 2 1
2. Investment wassafe? ... ... 31 7 22 22 23 27
3. Shares tike insurance? ... _._.__ 17 1 17 12 11 15
4. Like savingsaccounts?. __.___________ 31 11 33 30 27 40
5. Could be cashed ineasily?_.__________ 31 30 25 28 18 29
6. Hedge against inflation?_________.______ 14 | 67 30 22 21 13
7. Encouraged you to save regularly?____ 453 52 47 49 46 51
8. Provided professional management?___ 24 44 30 45 39 30
9. Provide diversifieation?_ . _______.____ 28 44 33 32 50 21
10. Registered with SEC? . ______________. 10 7 10 4 4 9

11. Supervised or controlled by SEC or
other Federal ageney?. ... 7 4 5 [ 2 P 9
12, Offered tax benefits?__ __ .o feoomaan 7 3 2 4 1
13. Other advantages?. . _______._._ ... ___ 3 11 3 4 4 2
AVeErage responses. oo cvecvmcecannaen 19 23 20 20 19 19
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The central issue posed is this: Is there an apparent link between investors’
motivations and the salesman’s description of fund shares? Again, while any
jinference based on these figures must be drawn with special caution, the re-
sponses seems to suggest that salesmen’s activities had somewhat less effect on
decisions of regular account purchasers than on the decisions of contractual
plan investors. Only a few of the salesmen’s statements and motivations of
regular account buyers appear as though they may be related in a meaningful
way: These are (1) “shares are like savings accounts” versus ‘“discipline in
saving,” (2) “shares provide professional management” versus ‘benefit from
professional management,” (3) “shares provide diversification” versus “benefit
from diversification.”

In contrast, contractual plan buyers seem as though they may have been some-
what more under the sway of sales representatives. The suggestion of an asso-
ciation appears to be strongest in those cases where a relationship may be sup-
posed to exist. Note, for example, the following reported salesmen’s statements
versus investors’ motivations: (1) “shares provide a hedge against inflation”
versus “hedge against inflation,” (2) ‘“‘shares encourage you to save regularly”
versus ‘‘discipline in savings,” (3) “shares provide diversification” versus “bene-
fit from diversification,” (4) “shares provide professional management” versus
“benefit from professional management.” Thus, the overall pattern of response
sketched in table VII-4 seems to support the conclusion that, if statements
attributed to sales representatives had any impact at all on investors’ decisions,
they were probably of more significance for contractual plan than for regular
account buyers.

Of course, it must be emphasized again that the broad statistical summaries
of investor’s responses presented here do not really chart the influence of sales
representatives on decisions to purchase mutual funds. At most, one may infer
from the evidence that a sizable proportion of all fund purchasers, and an even
larger proportion of those who acquired contractual plans, may have been
induced to buy shares because of the salesman’s description of mutual fund ad-
vantages. Perhaps another sizable proportion was influenced by the salesman,
although the latter may not have ultimately tipped the scales in favor of the
decision to purchase. On the other hand, numerous investors, especially some of
those who were most optimistic about the future market value of their shares,
probably were attracted to funds by the generally buoyant atmosphere which
has prevailed in the securities market for the last decade. This issue is
examined more closely in section XI.

VIII. DESCRIPTION OF FUND OPERATIONS

To shed light on the role of sales representatives as sources of information
concerning certain technical aspects of mutual funds, investors who met with
salesmen were asked about the latter’s explanations of several basic features
of mutual fund operations. The questions posed to purchasers and the pattern
of responses are shown in table VIII-1 and VIII-2 for regular account and
contractual plan respondents, respectively.

A. Investment objectives and management expenses

The vast majority in both groups said that sales representatives explained
the investment objectives of their particular funds, although there apparently
was a little more uncertainty among contractual plan than among regular ac-
count buyers.

Over three-quarters of contractual plan respondents and one-half of regular
plan investors indicated that salesmen explained to them the expenses incurred
by the fund for investment management and administration. It may be noted,
however, that the relatively smaller frequency of positive answers by regular
account purchasers may reflect, in part, their frequent uncertainty rather than
a definite recollection that the salesman did not discuss this question. One
might be tempted to account for the higher proportion of contractual plan
buyers who received an explanation of fund expenses by recalling that, on the
average, they had more meetings with sales representatives and the sessions
lasted longer. Yet, as shown in section X, and commented on below, their ap-
parent knowledge of fund operations does not support the supposition that the
extra time was used effectively.
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ArPENDIX XI-A : TaBLE VIII-1.—Description of mutual fund operations, regular

accounts
[Percentage distribution)
Yes No Don’t
remember
Did the sales representative explain:
Investment objectives of fund 85 4 1
Expenses of the fund for investment management and administration__. 50 29 21
Sales charge paid as percent of amount invested ——— 79 5 16
Applicability of sales charges to reinvested dividends. ... .. oo .- 43 26 31
Applicability of sales charges to reinvested capital gains.____.___ ... .. 36 27 37

APPENDIX XI-A: TaABLE VIII-2.—Description of mutual fund operations,
contractual plans

[Percentage distribution]

Yes No Don't No
remember answer
Did the sales representative explain:
Investment objectivesof fund . s 88 5 6 1
Expenses of the fund for investment management and ad-
ministration._..._... - - 77 12 10 1
Sales charge paid as percent of amount invested:
During the 1st year. .. e ———————— 82 6 11 1
During the 1st 2 years - 65 12 21 2
During the life of the contract... oo oo 67 12 19 2
‘Whether purchase money would be refunded if dissatisfied
with the investment:
All respondents. . 46 41 12 1
Time limit mentioned:

Within 30 days....-... - 68

Over 30 dayS_caecoaa.. 14

NO anSwer...eacoeca.- - 18

Member firms versus nonmember firms of Association of
Mutual Fund Plan Sponsors:
Member firms 48 44 10 0
Time limit mentioned:

Within 30 days.... 66 —

Over 30 days b (i 7 PO S [

No answer_. 18 i -
Nonmember firms.___._._ 41 39 17 3
Time limit mentioned:

Within 30 days. 74 -

OVer 30 daYS . oo 5 - -

No answer. . 21 |.

B. Description of sales charges

Almost 90 percent of investors in both groups remembered that sales repre-
sentatives discussed sales charges during their presentations. Investors re-
ported considerable variation, however, in the extent to which salesmen treated
this issue. The questions on sales charges covered somewhat different ground
for the two kinds of investors. Regular account investors were asked simply
whether the salesman described the amount of sales charges which would be
deducted from the amount paid for the fund shares. About four-fifths said that
he had explained this fact; approximately one-sixth did not remember.

Periodic contractual plan buyers were asked about the salesman’s description
of the sales charges which would apply during the first year, during the first
2 years, and over the life of the plan. Well over 80 percent of planholders said
they had been told what proportions of their payments would constitute sales
charges during the first year of the plan. Approximately two-thirds also re-
ported receiving an explanation of the proportion of payments which would
be absorbed as sales charges during the first 2 years and over the life of the
contract. The reports of salesmen’s references to sales charges during the first
year and over the periods of the plans do not appear to be unreasonable. How-
ever, the high proportion reporting an explanation of sales charges during
the first 2 years must be viewed with considerable reservation. A description
of the sales charges in contractual plans in terms of the proportion of the pay-
ments which would be absorbed in 2 years is not commonly explicit, and normally
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must be inferred from tabular information given in prospectuses. The fact
that the response to the question of sales charges over 2 years is not different
from that retating to such charges over the life of the contract suggests caution
in interpreting these accounts of the salesman’s activities. On the uther hand, it
should be noted that the high sales charge in the early years of contractual plans
is so strategic that it inevitably would receive major attention.

Regular account buyers were asked if the sales representative explained
whether sales charges would apply to reinvestment of dividends and capital
gains. Approximately two-fifths replied affirmatively, about one-quarter said
“no,” and the rest did not remember. As a watter of fact, the question was not
equally applieable to all respondents; this would depend on the particular fund
in which they acquired shares. Amoug mutual funds in the industry which
impose sales charges, about half apply them also to reinvested dividends and
a far smaller proportion to capital gains. The firms in the sample were classi-
fied on the basis of their own practices with regard to dividends,'® and the re-
sponses of investors in each fund were again tabulated. On balance, respond-
ents who bought shares in funds which do not deduct sales charges on re-
invested dividends reported “no” to the question at a ssmewhat greater frequency
than respondents who were in the group where the deduction is made. Howerver,
the differences between the percentages recorded in each of the two groups
proved to be of no statistical significance.

C. Refund option in contractual plans

Investors in contractual plans were asked whether salesmen indicated that
the amount paid would be returpned if the purchasers were dissatisfied and
changed their minds in a short period of time; and, if so, what time limits
were mentioned. Just under one-half of respondents reported that they had
been told of this option. Two-thirds said the time limit was 30 days, and one-
seventh said it was over 30 days. An attempt was made to determine whether
the frequency of positive replies was appreciably higher for investors who pur-
chased shares through member firms of the Association of Mutual Fund Plan
Sponsors (AMFPS). This organization recomniends that its members provide
a refund option and allow at least a 30-day turnaround period. The data in
table VIII-2 show that there was no substantial difference between the responses
by customers of AMFPS-member and nonmember firms. Purchasers through
AMFPS members were a little less uncertain of the explanation of this option
than those who purchased through nonmembers, and they gave a slightly higher
percentage of affirmative replies. However, the observed differences were
not statistically significant. Moreover, the reports of time limits mentioned
diverged only slightly.

D. Description of fund operations and investor knowledge

A brief effort was made to determine whether one could observe a link between
sales representatives’ description of fund operations and the level of investors’
understanding of these operations. The overall results are mixed, and the
findings must be interpreted with caution.

With respect to general knowledge of the sales charge, expenses of funds, and
sources of fund incomes (as appraised by methods explained in section X), those
buying funds through dealers and who met with salesmen did not exhibit higher
levels of understanding of these matters than those who did not have such
meetings. For regular account buyers, the degree of information demonstrated
seemed to improve somewhat with the number of meetings held, but this was not
true of contractual plan investors. But for both groups there was no apparent
relationship between aggregate time spent with salesmen and the level of
knowledge.

Regular account investors reporting that the salesman had explained the
sales cl_largp exhibited somewhat more understanding in this area than those
answering in the negative (whose knowledge was indistinguishable from that
of respondents who answered that they did not remember whether the salesman
had made this explanation). There was a smaller difference in favor of those
reporting that the salesman had described the fund’s expenses for investment
management and administration.

Th.e relationship disclosed between what salesmen were reported as saying
and 1nvest9r knowledge in the area was similar for contractual buyers—with
one exception. As noted above, respondents reported salesmen desecribed sales

32 Only one fund in the sample deducts the sales charge from reinvested capital gafns.
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charges for contractual plans over a period of 2 years with the same frequency
as over the whole period of the plans. But their apparent knowledge of these
two rates was significantly lower for the 2-year rate than for that for the life
of the plan. This finding reinforces the reservation expressed above about the
validity of the reported description of the charges over 2 years.

On the whole, however, even the groups who reported they received an
explanation of fund operations exhibited modest levels of understanding in
these areas. Again, it must be emphasized that the finding of some relationship
between reported statements by salesmen and knowledge must be interpreted
with caution. A positive finding may well indicate that sales presentations
were informative; but to some degree they may also reflect an inherent bias
in the way respondents typically reply to questionnaires of the sort used in
the survey; namely, respondents who are not familiar with the information
requested or terms used may be inclined to suggest that the salesmen had not
discussed the relevant points.

IX. REPRESENTATIONS ABOUT CHANGES IN MARKET VALUES

A. Representations of probabilities of changes in share prices

Among those mutual fund investors who had direct contact with their mutual
fund salesmen, about 90 percent indicated that salesmen commented upon pos-
sible changes in market values of shares.* Respondents were asked about sales-
men's emphases on various probabilities of changes in the market value of shares
in a year or less as well as for periods longer than a year. The reported year-or-
less estimates of mutual fund salesmen are given in table IX-1. As indicated,
between 50 and 60 percent of respondents reported that salesmen emphasized
that share prices were equally likely to rise or fall in a year or less, and from
30 to 40 percent indicated that share prices were more likely to rise than to fall
in this same period. About 10 percent of regular respondents and a somewhat
higher percentage of contractual plan buyers reported that even in the short
period of a year or less salesmen had emphasized either a strong chance of a rise
with almost no chance of fall, or the prospect of an almost certain rise in prices.

Forecasts of share price changes emphasized by salesmen for periods longer
than a year are reported in table IX-2. Here about three-quarters or more of
the responses indicated relatively restrained comments. Thus about 30 percent
indicated an equal likelihood of rise or fall, and 40 to 50 percent, the somewhat
greater likelhihood of a rise than a fall. A fourth of the respondents reported
that salesmen indicated either that there was a strong chance of a rise with
almost no chance of a fall, or that a rise in price was certain. Moreover, among
this last group, 10 percent or more of respondents meeting with salesmen reported
that salesmen emphasized that in the long run the rise in value was certain.

APPENDIX XI-A: TaBrE IX-1.—Reported emphases of salesmen about changes
in the market values of shares in a year or less

[Percentage distribution of investors meeting with salesmen]

Statement closest to salesman’s emphasis Regular Contractual
accounts plans
Equally likely to rise or fall__ 51 60
8 mewhat more likely torise than fall____________ 39 28
Strong chance of rise with alinust no chance of fall____ - 7 7
Rise in value is certain.__ —— 3 5
U N1 PR 100 100

1 Data for sec. IX were derived exclusively from the regular account and contractual
plan interview samples.
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ArpENDIX XI-A : TABLE IX-2.—Reported emphases of salesmen about changes in
the market values of shares for periods longer than a year

[Percentage distribution of investors meeting with salesmen]

Statement closest to salesman’s emphasis Regular Contractual
accounts plans
Equally likely to rise or fall oL 29 30
S(?mewhat more likely torise than fall _________ . ____________________ 47 43
Strong chance of rise with almost no chance of fall. .. ___ .. ____________ 11 16
Rise in value is certain . . e ccmeacean 13 11
B 1] 7 U Uy OU U 100 100

B. Representations of specific rates of growth of market values of shares

In addition to questions of the probabilities of general rises and falls in share
prices, an attempt was made to elicit information regarding any specific rates of
change suggested as likely by mutual fund salesmen. About 20 percent of all
respondents who met with salesmen reported stress on some specific amount or
rate of growth.

Among respondents who reported stress on specific amounts or rates of growth
in share values by salesmen, a majority reported 10 to 14 years as the period
emphasized in connection with the forecast of growth. This period was reported
by 70 percent of contractual buyers in this subgroup, with the remaining 30 per-
cent equally divided among periods with limits 0 to 5 years, 5 to 8 years, and 15
to 20 years.

The Commission’s Statement of Policy on selling literature for mutual funds
requires that charts and tables used in such material cover the life of the com-
pany or the preceding 10 years or longer periods in multiples of 5 years. The
concentration of reported emphasis of growth by salesmen over a period of 10
to 14 years suggests an association of future prospects with the historical record
as described in the prospectus and associated material. In addition comments
by contractual plan investors also suggest an attempt to link prospective per-
formance with the periods of the plans, which largely had a similar duration.

For regular accounts buyers, about one-quarter of the group under discussion
did not mention any amount or rate of growth. But about half of this group,
or almost 10 percent of those meeting with sales representatives, reported that
salesmen had emphasized rates of growth of market values of shares of double
or triple or more. In addition a number suggested other substantial prospective
increases, such as 20 percent in a year, 40 percent in a year, up to a tenfold in-
crease in 15 to 20 years. A small percentage also specifically mentioned “the
rate of growth indicated in the prospectus.”

Among those buying contractual plans, again about one-quarter of those report-
ing some sales emphasis on a specific rate of growth could report no particular
quantities. But over one-half suggested that a doubling or more of fund asset
values might reasonably be anticipated. Among the remainder there was con-
siderable variation, ranging from the suggestion that growth in asset values
might be expected to exceed the performance of time deposits in a bank to the
prediction of a gain of 22 percent per anpum.

The overall impression conveyed by the responses summarized in the pre-
ceding discussion (and in tables IX-1 and IX-2) is that a majority of mutual
fund salesmen exercised restraint in discussing prospective changes in the mar-
ket values of mutual funds shares with buyers. But this record also discloses
much less restraint by a substantial minority of fund salesmen. This group
apparently put heavy emphasis on the growth in market values of mutual fund
shares during the stock market boom of the 1950’s, and conveyed to buyers a
strong impression that a similar performance was a reasonable likelihood for
the future.

ParT III. INVESTOR KNOWLEDGE AND KEXPECTATIONS

X. INVESTOR KNOWLEDGE

This section appraises investors’ knowledge of several basic elements of funds’
operations. These relate to sales charges of their own and other funds, ex-
penses of funds for investment management and administration, and the im-
portant source of funds’ earnings. In addition, attention is given to a few
special characteristics of contractual plans. Finally, relationships between in-
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vestors’ knowledge of mutual funds and various characteristics of investors,
the funds, and sales intermediaries are also explored.”

In appraising the extent to which mutual fund investors are informed about
their underlying investment, it is well to bear in mind that guidelines do not
exist which would make it possible to compare mutual fund investors with other
classes of participants in financial markets. Thus one cannot conclude that
mutual fund investors are either better or more poorly informed than purchasers
of listed or over-the-counter stocks, or holders of savings accounts in general,
or purchasers of insurance, among others.

Moreover, it is well to bear in mind that a survey of investor knowledge of
mutual funds does not necessarily imply that mutual fund organizations or
salesmen are primarily responsible for whatever state of knowledge is found
to exist, or are responsible in greater degree than are the sellers of any other
commodity or service. Nevertheless, despite the lack of comparative data for
buyers of other financial claims, information on the state of knowledge of buyers
of mutual funds is important in revealing the nature of the market in which
the funds are sold, the kind of sales strategies likely to be operative, and the
nature and extent of competitive pressures which are likely to bear on those sell-
ing funds. For this purpose what is relevant is not only investors’ knowledge
of the securities they actually bought, but also their comparative knowledge
of sales charges, expenses, and performance of other funds, and other available
alternatives.

From the evidence derived from the survey it seems clear that mutual fund
buyers had only a modest understanding of their investment. While they made
.some use of the prospectus, they appeared to place heavy reliance on informa-

ion from and the recommendations of sales representatives, friends, and rela-
tives, and to use relatively few outside sources of financial information.

A. Sources of information

1. The prospectus.—Among investors reporting receipt of the prospectus, the
median time devoted to reading it by those able to make such an estimate was
a little over an hour for regular purchasers, and a little less than 114 hours
for those who bought contractual plans. About 15 percent of both classes de-
voted less than one-half hour to the prospectus, and 10 percent of regular and
20 percent of contractual buyers devoted over 3 hours to it. The statistical
summary above includes about 65 percent of buyers on regular account in the
interview sample and about 85 percent of purchasers of contractual plans. Ex-
cluded are those reporting they had received no prospectus (this group is de-
scribed in section V), those who did not remember whether they had received
it, and those who could make no estimate.

2. Other sources of information—Purchasers apparently made little use of
information other than that provided by sales representatives or the funds.
About 40 percent mentioned other sources of information, but these were con-
fined largely to references to friends, relatives, and other purchasers. About
11 percent of purchasers mentioned financial sections of newspapers, and only
about 15 percent of regular and 5 percent of contractual mentioned other finan-
cial publications of any kind.

B. Sales charges

Purchasers’ knowledge of sales charges, while better than that relating to
other elements of their investment security, was nevertheless weak. Regular
account buyers were asked: “When you bought shares in your fund, did you
pay a sales charge?’ The results, broken down for funds with and without
sales charges, are presented in table X-1. Among those buying funds with sales
charges, 13 percent apparently thought they had not paid a sales charge, and
15 percent did not know whether they had or not. On the other hand, over
90 percent of those buying no-load funds appeared to know that they had paid
no such charge.

15 Data for this section were derived exclusively from the regular account and con-
tractual plan interview samples. This was desirable, in part, because of the faet that
in mail responses there was no control over the extent to which the respondents relied
on reports or prospectuses or assistance from others. Moreover, it was important in this
area, as in others, to avoid inherent biases stemming from voluntary returns of a mail
questionnaire. As noted above, interviewers were instructed to exclude members of the
securities Industry from the sample, Nonetheless, a small number of mutual fund sales-
men amounting to 4 percent of regular accounts were interviewed. Responses of this
group, included in the summary appendix, are excluded here.
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APPENDIX XI-A : TABLE X~1.—Percentages of regular account buyers of load and
no-load funds aware of whether they had paid a sales charge

Funds with sales {Funds without sales
charges (percent | charges (pereent
in each class) in each class)
YO8, et - 72 8
No.. e [N 13 91
Don’'t KnOW. e ccmemmcm e maemee 15 3
Total ~ 100 100

Those aware of a sales load were asked to estimate its amount.

For those

buying funds with typical sales charges, the results are given in table X-2,

APPENDIX XI-A : TABLE X-2.—FEstimates of the sales charge by those buying funds
with typical sales charges

Percent of responges

Size of the sales charge (percent) :

OQuptol 1
1upto3 1
3upto? 5
Tupto 9.5 37
9.5 and over 1
Don’t know 27
No answer 28

Total 100

Thus in addition to the 28 percent who believed that they did not pay a
sales charge or did not know whether they did or not, an additional 27 percent
answered, ‘“don’t know” to the question asking an estimate of its amount.
Another 7 percent thought it was lower than it actually was, and about 1 percent
thought it was higher. Overall, about 37 percent provided a reasonable esti-
mate of the sales charge they had paid.

In contractual plans, as noted in section I, the nominal sales charge as a per-
centage of payments over the life of the plan is typically between 8 and 9 percent.
But a substantial part of the sales load is deducted from early periodic payments
(the “front end load”). TFor most monthly payment plans (and all but 1 in this
survey), the sales load for the first 12 payments was about 50 percent, to which
was added custodian fees and other administrative charges.! The distribu-
tion of these charges over time is of critical importance for purchasers of con-
tractual plans because if the plans are not carried to conclusion, the overall
sales charge would be higher than that applicable over the life of the plan; and
if the plan is terminated in early years, the load can result in substantial ab-
solute losses unless the stock market experiences sharp gains. For example,
assuming stock prices constant, if the plan were terminated within the first year,
the net asset values returned to the plan-holder would be less than 50 percent of
his payments; if it were terminated toward the end of the second year, his
receipts would be on the order of 70 percent. These implications of the front-
end load are stated in the prospectuses of the plans.

To appraise their understanding of the level and structure of contractual
sales charges, planholders were asked to estimate these charges for the first
year, during the first 2 years, and over the life of the contract. The results are
indicated in table X-3.

16 As noted in section I, the effect of prepaying a substantial part of the total sales
charge is to make the effective rate of sales charge over the life of the plan greater than
the nominal or stated rate. In this section, however, attention Is given only to investors’
understanding of the more sfmple concept of the nominal rate.
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APPENDIX XI-A: TABLE X-3.—Contractual plan investors’ estimates of sales

charges
Estimate (percent) : Percent Estimate (percent)—Con.
During the 1%t year: " "l‘“’g During the 1st 2 years—Con. ’,’,f’;’,f,';ﬁ
goulglypt(t)o246 """"""""" 6 Don’t know______._______ 76
40 up t0 60— ____ 49 No answer 2
60 and over— __ . _______ 2 _—
Don’t know——————————____ 40 Total 100
No answer____ . ___ 1 .
— Over the life of the contract:

OQuptob 8
Total _100 5 up to 10— 16
During the 1st 2 years: }g up ;0 15 '{

Oup tob G and over—_ .. _______
5 ap to 10 7 Don’t know______________ 67
10 up to o5 1 No answer 1
25 up t0 3 e 5 N
35 and over- - —__ 3 Total 100

Table X-3 shows that 40 percent of contractual plan purchasers did not know
what the first year sales load was, and another 15 percent believed that it was
substantially lower than it was. Another 2 percent thought that it was higher.
Taking 40 to 60 percent as an acceptable response, only about two-fifths of these
investors placed the first year charge within this range.

Their knowledge of the sales charge over the life of the contract was con-
siderably weaker. About two-thirds could make no estimate of what it might
be. Another 8 percent believed it was much lower than it was in fact. If we
take the broad limits of 5 to 15 percent as an acceptable response, somewhat
fewer than one-fourth of contractual purchasers answered correctly. As regards
the effective sales charge which would be applicable if the funds were redeemed
within 2 years, estimates were weakest of all. Over 75 percent attempted no
estimate, and of the 25 percent who did, most were much too low. Only 5 per-
cent of contractual respondents placed their estimate within the reasonable
range of 25 to 35 percent.

Respondents were asked whether they were aware of mutual funds with sales
charges different from those they actually paid. The questions were intended
to assess investor information about alternatives available to them within their
chosen sector of the financial market. The answers reflect the sources of in-
formation used by investors, the comprehensiveness of their investigation, and
the information possessed and provided by sales representatives. Responses to
these questions are given in table X—4 below.

ArPENDIX XI-A: TABLE X—4.—Knowledge of sales charges of mutual funds
[Percentage distribution]

Investors buying funds Investors buying Investors buying
Enowledge of whether there with normal loads no-load funds contractual plans
are mutual funds in which

the sales charge is—
Yes No No Yes No No Yes No No
answer answer answer
Higher than that of fund
ought o 23 74 3 76 24 9 13 85 2
Lower than that of fund
hought. oo 26 72 2 30 67 3 19 78 2
Zero (no sales charge). ... 24 74 2 55 46 0 12 85 3
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Table X-4 indicates that about three-quarters of regular purchasers had no
knowledge of funds with sales charges which were higher or lower; about the
same proportion was unaware of the existence of no-load funds. Among inves-
tors in contractual plans a somewhat higher percentage was unaware of funds
that could be purchased with sales charges different from that of the fund they
bought. A similarly high proportion was not aware of the availability of no-load
funds.

Responses by buyers of no-load funds are difficult to interpret. Over 90 percent
apparently knew that they had paid no sales charge (see table X-1, above), and
about three-fourths had indicated that they knew there were funds with sales
charges higher than the fund they had bought. But 30 percent also apparently
believed there were funds with lower sales charges. Finally, 46 percent indi-
cated they did not know whether there were funds with zero sales charges, even
though they had themselves bought such a fund. A survey of comments made in
association with this question suggests that a high proportion of these respond-
ents may have interpreted the question to refer to funds without a sales load
other than their own, and of these they had no information. But the comments
do not explain the views of the 30 percent who believed there were funds with
lower sales charges.

C. Fund expenses

Respondents’ knowledge of annual expenses incurred by their funds for invest-
ment management and administration was approached in two ways. They were
asked to estimate these expenses as a percentage of assets and as a percentage
of funds’ annual incomes. Estimates on the asset base (which is the form most
prominently stated in the prospectus) are presented in table X-5.

APPENDIX XI-A: TABLE X-5.—Respondents’ estimates of annual expenses for
investment management and administration as percentages of fund assets

[Percentage distribution]

Regular Contractual
Percent of assets accounts plans Expected
Q) 2) 3) ¢

OUPt0 Yo e cccccamcccccceecmenammemmeenm——mmmem— e e e een 4 1 0
£ up to 34 -- 3 2 6
35 up to 54 8 3 23
Suptol 3 3 1
Tup to 3 ccaamnaee 6 4 0
3upto b [ 2 P
7upto9.5... 2 1 0
9.5 and over_. 2 8 0
Don't know____ - 68 74 70
No answer.. . 0 ) U P,

Total. 100 100 100

Columns (2) and (3) show actual estimates of regular account and con-
tractual buyers. It appears that about 70 percent of all purchasers could make
no estimate. Of those that could, estimates tended to be too high. Among the
40-0dd funds included in the regular and contractual samples, the bulk of funds
had ratios of these expenses to assets close to 0.5 percent. At the low end, six
were in the range of one-eight to three-eighths percent, and at the high end two
were in the range of five-eighths to 1 percent. None were above 1 percent or
below one-eighth percent. Taking account of the number of respondents appear-
ing in the sample from each fund, we can set up the distribution of estimates
which would have occurred if those who made estimates had done so correctly.
These results are presented in column (4) of table X-5. If for comparison we
assume that 70 percent of respondents could make no estimate, and if the re-
maining 30 percent were correct, the results would be distributed as shown. It
seems apparent in comparing columns (2) and (3) with (4) that even those at-
tempting estimates may have had little knowledge of the underlying facts.

Shareholder estimates of these same annual expenses as percentages of fund
incomes are presented in the first three columns of table X-6.
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AprpENDIX XI-A: TABLE X-6.—Respondents’ estimates of annual expenses for
investment management and administration as percentages of fund incomes

{Percentage distribution]

Regular Contractual
Percent of incomes accounts plans Expected

o #)] @ 4

16 8 0

7 6 4

0 2 14

2 2 2

0 2 0

75 81 80

V] 0 0

POtAY - e e e e e m 100 100 100

Overall, almost four-fifths of purchasers were unable to make any estimate;
and the remaining one-quarter to one-fifth who did, generally made estimates
which were far too low.

The median ratio of these expenses to incomes of the 40-odd funds in the sam-
ple was 15 percent, and most funds exhibited ratios in the range 11 to 20 percent.
Six funds had ratios below 11 percent, and four in the range 21 to 30 percent.
None appeared in the two extreme classes.

If the roughly 20 percent who made estimates had made them correctly (assum-
ing that the percentages of respondents making estimates were about equal for
all funds), the distribution of estimates would have been as indicated in column
(4). Again a comparison of actual with “expected” estimates provides little
reason to believe that many of the estimates actually made were based on firm
underlying knowledge of fund expenses.

To determine whether investors in funds with low expense ratios were aware
of differences in the expense ratios of their funds as compared to funds as a
whole, estimates of purchasers of six funds at the low end of the expense ratio
scale were segregated. These are presented in tables X—7 and X-8 along with
those of regular investors as a whole. There appears to be no significant differ-
ence between the estimates of shareholders in funds with low expense ratios and
shareholders as a whole. The lack of knowledge of fund expenses generally, and
the apparent inability by buyers to discriminate among them would suggest that
comparative expenses of funds would have little competitive effect on sales.

APPENDIX XI-A : TABLE X-7.—FHstimates of expense-asset ratios by all purchasers
and by purchasers of 6 funds with low ratios

[Percentage distribution]

Response All purchasers Purchasers of
low-ratio funds

0P t0 Y8 e e 4 1
L D 10 3o e e e e e 3 3
3 D 0 S e moe 9 8
B U 60 e e e 3 3
1 and over... - 15 12
Don't kKnow _ . eeeeeee 66 73
No answer, 0 0

Total 100 100

96-746—63—pt. 4——22
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APpENDIX XI-A: TABLE X-8.—HKstimates of expense-income ratios by all pur-
chasers and by purchasers of 6 funds with low ratios

{Percentage distribution]

Response All purchasers Purchasers of
low-ratio funds

0tob e e e e e ————————— 16 16
B 80 10, c oo mm——————————— 8 11
1160 20 e oo e ————————— 1 1
28 80 B0 e e e e e e —————— 2 1
OVT B0 e e e e e e e e e — e ——————— 1 0
Don'tknow. .. . . 72 71
NO BOSWET oo e e e e e oo m——— e ————————— 1 0

TObAL. o e e e w—————————————— 100 100

D, Sources of earnings

Investors’ knowledge of the sources of earnings of their funds, which is a
rough indication of their understanding of how mutual funds operate, was some-
what greater than their information on quantitative aspects of expenses. But
there was evidence that a considerable number hagd either a vague impression
or a clear misconception of the functions performed by their funds. Orverall,
almost 20 percent did not know whether funds derived earnings or profits from
buying and selling securities in the stock market, and another small percentage
indicated that they derived no such earnings. More than 30 percent of purchas-
ers did not know whether sales charges paid by new investors contributed to
earnings of their funds, and a significant percentage (22 percent for regular pur-
chasers and 36 percent for contractual buyers) thought that they did. Forty-
five percent of regular buyers and about one-third of contractual buyers stated
correctly that these elements did not enter into earnings of their funds. About
80 percent of mutual fund buyers overall knew that dividends and interest on
stocks and bonds held by the fund were an important element in fund earnings.
But somewhat more than one-sixth did not know whether these elements entered
into fund earnings, and another small percentage thought that they did not.
Somewhat more than 10 percent of mutual fund buyers thought that their funds
gained earnings or profits from rents or fees from the ownership or management
of real estate and other property. About one-half were uncertain as to whether
they did or not, and about 40 percent indicated correctly that they did not.
Finally, almost 30 percent of contractual respondents and about 18 percent of
regular respondents believed that brokerage fees and commissions contributed to
their funds’ earnings. In addition, about 85 to 40 percent did not know, and a
similar proportion indicated that they did not.

E. Further aspects of contractual plans

The front-end load and periodic payments associated with contractual plans
suggested two questions bearing on purchasers' understanding of these features.
On the issue of whether, having begun the contractual periodic investment plan,
there was any financial disadvantage if the plan were not carried out, 61 per-
cent indicated that there was a disadvantage, but, significantly, 31 percent said
that there was not, and an additional 8 percent did not know. A majority of
those indicating that there was a disadvantage identified it in general terms as
related to losses that might occur because of the nature of the sales charge. A
somewhat lesser percentage identified this potential loss somewhat more
precisely.

In an attempt to assess the extent to which contractual plan buyers view the
periodic payment feature of such plans as a binding commitment on them to
make payments over the life of the plan, they were asked, “In your opinion, does
your plan impose on you any legally binding obligations?” About 8 percent of
plan holders thought that a legally binding obligation existed, but about 91 per-
cent did not, and about 5 percent did not know.

F, The relationship between knowledge of mutual funds and other factors

To facilitate comparisons of knowledge and other characteristics or variables
the responses to the questions covered in this section were summarized in an
overall knowledge score for each investor. Each investor’s responses, matched
against the characteristics of his own fund, were weighted to give a summary
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score on a scale running from one to nine. A score of one indicates virtually no
reasonable answers, while a score of nine indicates all answers in an acceptable
range. The questions included and weights applied differ somewhat for regu-
lar and contractual respondents, reflecting differences in the questions posed,
and for this reason overall scores are not necessarily comparable between groups.
The scores were intended for intragroup comparisons as indicated below. .

¥or purchasers on regular account the questions entering into the combined
score and their weights are as follows:

Question Weight
‘Whether a sales charge was paid. — e ——— 1
The amount of the sales charge _— - e 3
The expense-asset ratio e - — 2
The expense-income ratio ..o ________ e e et ;‘

9

Sources of fund earnings —

For contractual purchasers the weights given knowledge of saleg charges
and expense-asset ratios were reduced to make room for other topics. The
content and weights of the summary score for this group are as follows:

Question Weight
Amount of the 1st-year sales charge - 1.5
Amount of the sales charge over the life of the plan 1.5
The expense-asset ratio 1.0
The expense-income ratio 1.0
Whether there is any financial disadvantage if plans are terminated before

maturity e 1.0
Whether the plan embodies a legally binding obligation__ 1.0
Sources of fund earnings - - - 2.0

Total —_ - —— 9.0

The overall distribution of summmary scores of buyers through regular accounts
and contractual plans {s given in table X-9 below.

APPENDIX XI-A: TaABLE X-9.—Distribution of summary knowledge scores of
regular and contractual buyers

[Percentage distribution]

Summary knowledge score Regular investors | Contractual plan
investors

S 22 17
2... - - ——- 19 24
3.... mcmemmmcemcm———a 8 15
4. - ——— (] 15
5.. - 19 12
[ T - - —— 12 11
Taen 7 4
8 ... 6 1
9... 1 1

B N01 2 O 100 100

Both distributions are concentrated at the lower end of the scale, with the
contractual distribution somewhat more so. The arithmetic means of these
distributions are 3.8 for regular investors and 3.4 for buyers of contractual
plans. As indicated above, because of differences in the tests, these measures
in themselves do not necessarily imply that contractual plan buyers are less
informed; but an examination of responses of the two groups to common ques-
tions, as noted in the discussion of individual topics above, does suggest that this
is in fact the case.

These two groups of buyers were classified in a number of ways, and within
each classification the distribution of scores was derived. As a summarizing
device, we present in table X-10 a number of such classifications together with
percentage distributions of buyers and arithmetic means of the applicable knowl-
edge score distributions of each class.
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ApPENDIX XI-A: TasLe X-10.—Average summary knowledge scores of various

classes of mutual fund investors

Regular Contractual
Percent Average Percent Average
Totaloraverage. ... . __________._. 100 3.8 100 3.4
1, Sex:
JLY €« T 59 4.3 77 3.6
WOIMeI . e e oo 41 3.0 23 2.8
2, Age
Under 30 . o eeeeee 5 3.8 22 3.3
B0 t0 39 e 17 4.8 29 3.5
408049 e mc—m——ee 24 4.3 28 3.6
50 60 59 o e 21 3.8 17 3.4
60 t0 64 e emeees 10 3.0 ) U P
65and OVer ..o e 20 2.7 [ 2 [
NO ANSWeT oo e e e e e F: 2 [ [ P,
3. Marital status:
Married . .o e 67 4.1 73 3.5
WIAOWS - oo 17 2.8 7 2.3
Single . e 15 3.6 20 3.3
NO ABSWOL . oo c oo o e e ) NN (RO (11
4, Education—Those whose education terminated in—
QGrade school.oueo e oee s c—— —- 10 2.5 15 2.3
High sch00l oo oo 35 3.5 46 3.2
COllege. e e 38 4.2 29 3.8
Postgraduate education. ..o __________ 15 4.3 9 4.5
NO ANSWOT e e ceem e e meme 7% —— [V [,
5. Income:
0up t0 $5,000. oo eeeeeee 19 2.5 20 2.4
$5,000 up £0 $10,000. o a oo oo eeeee 30 3.6 48 3.3
$10,000 up to $15,000. ... 18 4.2 18 3.8
$15,000 up t0 $25,000. « o oo oo oo 18 5.0 9 4.3
$25,000 up to $50,000 - - . 6 3.9 7S P
Over $50,000. oo ccveeeaameas b R PR ) 1 P
NO ANSWer e et c e e e [ 7 C— b2 P,
6, Geographic area:
New England. e 10 3.3 13 2.7
Middle AtlantiC.- .o 31 4.5 52 3.6
MiAWeSt o o e 30 3.3 21 3.1
(51010 A o VR - b2 3 P, 4 2.7
West.. —— - - - 27 3.7 9 3.9
7. Initiator of purchase:
Respondent . . oo omm oo 50 4.5 38 3.6
Sales representative . . - oo ___ 30 2.8 48 3.3
Friend or relative______________.____ 14 2.9 13 2.8
Other. ... .. —— —— ) S PR, ) B
NO QNSWET o oo e e e e e e 1 2 P, (1 8 P,
8. T'ype of dealer:
Member of New York Stock Exchange.--.-___ 32 k200 U OO FSIUI
Member only of other exchanges___._.__________ b 30 % PR I
General broker-dealer unaffiliated with ex-
ChaNZeS. - o ce oo 6 3 S ISR F N
Mutual fund speclahsts ......................... 23 3.8 |occmamcemcaa]amoan
Mail . e —————————— 14 5.9 [ . -
Not classified. oo 20 [ PRSI SR,
9, Most important influence on selection of the par-
ticular fund:
Sales representative. — 35 3.0 32 3.1
Advertising and sales literature. .- —___ 5 4.2 4 3.0
Respondent’s independent appraisal ___________ 29 4.8 17 4.7
Friend orrelative. - oo . 22 3.4 45 3.2
Business adviser. e em——————cm———— b 3 D /2 SRR
Others . oo e [ 3 PO b I P,
10, Portfolio policy of fund:
Balaneed. .- oo e ecmemac oo ccceciceae 25 2.9 16 3.3
Common stock. - 63 4.1 83 3.4
Specialty.cacaoccanoaas - 12 3.8 2 |ccmcmocacae
113 Investment ob]ectlves of funds:
INCOME- e e 14 3.4 4 1.4
Growth____ ... 39 4.7 58 3.4
Mixed e m——— 47 3.0 37 3.4
123 Method of distribution:
Controlled selling organization________.__.._.... 11 3.3 21 3.2
Through independent broker-dealers. . _._._..._ 74 3.4 31 3.1
Combination ofabove._. ____________________ — 48 3.6
B £ | DO 15 5.9 [1 ) PO

(Continued)
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ArprENDIX XI-A: TABLE X-10.—Average summary knowledge scores of various
classes of mulual fund investors—Continued

Regular Contractual
Percent Average Percent Average
: e spent reading the prospectus (hours):
1 rI‘imN 2 P 4 4.3 7 2.8
8 4.0 8 3.7
17 3.8 16 3.2
14 4.1 16 2.9
PN 2 e
8 4.3 16 4.0
) I PO 2 e
10 4.3 19 3.7
9 2.9 ) B PR
No answer (didn't receive or doubtful of receiv-

ing prospectus)._. 27 3.4 13 2.8

It was not feasible to carry out generally more than a two-way classification
of the data. The result is that the variations in knowledge recorded as asso-
ciated with one variable may reflect substantially the influence of closely asso-
ciated variables. For example, the variations in knowledge associated with
income may reflect also variations in knowledge associated in part with educa-
tion and in part wtih sex—both of which are also related systematically to
income. In some cases where further subclassifications were made, the results
are indicated in the comments which follow.

It may also be noted that because of the greater concentration of contractual
plan investor scores at the lower end of the scale, average scores of this group
are less sensitive to changes in classification, and are thus somewhat less reveal-
ing of factors associated with differences in knowledge. This is indicated by
the lesser variation in average scores as one moves up or down the average
knowledge score column for contractual plan investors.

Comments on these classifications below are numbered to correspond to the
numbers of the classifications in table X-10.

1. Table X-10 indicates that women typically are considerably less knowledge-
able about mutual funds than men, but their disadvantage is somewhat less in
contractuals. In part the lower level of knowledge of women may be associated
with a somewhat lower level of education, but it also appears that women'’s
knowledge scores are lower than men’s for groups with comparable education.

2. Knowledge of mutual funds also varies with age. In regular accounts, those
in the age group 30 to 50 appear best informed, with the level of knowledge drop-
ping off rapidly at higher ages. Higher age groups are less important for con-
tractuals, but in any case age seems to have little influence on the performance
of this group.

3. Married respondents seemingly indicate levels of knowledge at or somewhat
above their group averages, and single respondents, while maintaining the group
average among contractual buyers, do less well in the regular group. Widows,
accounting for about one-sixth of regular respondents, reveal minimal levels
of information in both groups.

4. As might be expected, lowest levels of knowledge were exhibited by those
whose formal education did not progress beyond grade school, and levels of
knowledge increased consistently with higher levels of schooling.

5. Table X-10 indicates lowest levels of knowledge for low incomes, rising with
rising incomes to $25,000, with some indication of decline for incomes beyond
$25,000. The low level of knowledge indicated by low income groups may be
accounted for in part by associated low levels of education and in part by the
concentration of women investors in the lowest income class.

6. Knowledge appears to vary in a geographic pattern. Scores were below
average in the South (where our sample was small), New England, and the
Midwest, and above average in the Middle Atlantic States. In the West, con-
tractual scores were above average, and regular scores were about average.

Moving away from personal characteristics, geographic area, and education,
table X-10 also suggests relationships between knowledge of mutual funds and
various aspects of the mutual fund security or transaction.
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7. For regular accounts, those respondents who had indicated they had initiated
the purchases also demonstrated above average knowledge scores. Regular
account purchases reported as being initiated by sales representatives or friends
or relatives were associated with below average scores by their buyers. For
contractuals, the scores were somewhat above average when the purchases were
initiated by respondents, but about average when initiated by sales representa-
tives, and below average when initiated by friends or relatives.

8. Classification by types of dealers, as noted above in the section on selling
organizations, was carried through only for those buying on regular account.
The knowledge scores appear to indicate that customers of member firms of
the New York Stock Exchange, the most numerous class in our sample, were
least well informed, suggesting perhaps that they were relying primarily on the
reputations of the selling firms. Customers of member firms of other exchanges
(but not the New York Stock Exchange) and firms specializing in mutual funds
appeared average, and those of general broker-dealers unafiiliated with exchanges
appeared somewhat below average. Those purchasing by mail achieved scores
well above average.

9. Those respondents who reported that they themselves were the major in-
fluence in selecting the particular fund also demonstrated above average knowl-
edge of their investment instrument. Those depending on sales representatives
or friends and relatives for this decision demonstrated significantly lower levels
of knowledge. Wahile these results do not suggest new insights—ability to select
a particular fund is clearly itself a measure of knowledge—these relationships
provide some check on the plausibility of the knowledge scores themselves.

10. When classified by portfolio policies of the funds they purchased, no
important distinction appears between contractual buyers of plans involving
balanced or common stock funds. But among regular buyers, those buying com-
mon stock funds, making up about two-thirds of the group, score somewhat above
average on the knowledge scale; those buying specialty funds achieve results
equal to the average; and the 25 percent of regular investors in balanced funds
score cousiderably lower. This result may well reflect the heavy proportion
among balanced fund investors of widows and older individuals, who, as seen
above, also exhibit low scores.

11. When buyers are classified by the investment objectives of their funds,
buyers of contractual plans involving funds with growth or mixed objectives,
and accounting for 95 percent of contractual buyers, exhibit average scores.
Buyers of plans involving income funds show evidence of less knowledge, but
they compose a very small sample. Among regular buyers, those purchasing
funds with growth objectives appear to score above average on our knowledge
scale, those purchasing funds with income objectives score somewhat below
average, and those buying funds with mixed objectives appear to score even lower.
The low level of knowledge disclosed by buyers of funds with income and mixed
objectives again may reflect in part the relatively large influence of widows and
other older individuals among such investors.

12. When buyers of funds are classified by the general channels of distribu-
tion through which funds were sold, those buying through selling organizations
controlled by fund managements or through independent broker-dealers indicate
levels of knowledge somewhat below average. Buyers of contractual plans dis-
tributed by organizations using a combination of these methods score somewhat
above average for their group. As noted in other classifications, buyers negoti-
ating their transactions by mail appear significantly better informed.

13. There appears no clear relationship between time spent reading the
prospectus and knowledge of the mutual fund instrument. We have already
noted that those who indicated that they did not receive the prospectus or were
doubtful of receiving it score below average. For those who had received
the prospectus but reported not reading it (a relatively small group in each
case), regular buyers scored above average, and contractual buyers helow aver-
age. For contractual buyers, those who spent additional time bevond some
minimal amount did not demonstrate greater knowledge, and for regular buyers
knowledge was essentially unrelated to time. These results raise a question
about the effectiveness of existing prospectuses as devices to promote investor
understanding.

XI. INVESTOR EXPECTATIONS

A. Overall expectations of mutual fund performances

One of the findings of the present study was the high investor expectations
regarding the prospective performance of both the stock market in general and
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of mutual funds relative to the market. Regular account buyers had high
expectations, and those purchasing contractual plans were even more optimistic.

These expectations were derived from (1) investors’ estimates of the funds’
future performance compared with their estimates of past performance, (2) in-
vestors’ estimates of the funds’ future performance compared with the stock mar-
ket as a whole, and (3) investors’ estimates of the prospective performance of the
funds compared with Government bonds. The first and third comparisons pro-
vide some indication of stock price movements expected by mutual fund investors
at the time of their purchase. The second is suggestive of the benefits which
they expect to derive from the professional management of their funds.

To chart expectations, investors were asked (1) whether they were familiar
with the investment performance of their funds during the last 10 years or so,
(2) whether they had any views as to how their funds might perform in com-
parison with the stock market generally during the next 10 years or so, and
(3) whether they had views as to how their funds would perform in comparison
with Government bonds during the same period. Those answering “yes” to any
of these questions were asked whether they expected their funds to perform over
the next 10 years about the same as, better than, or poorer than, the performance
benchmark used for comparison in each case. The responses are indicated in
table XI-1 below.

AprPPENDIX XI-A: TaBLE XI-1.—Investors’ views as to the expected performance
of their funds in the next 10 years or so

Percent of responses
Regular Contractual
accounts plans
In comparison'with the performance of the fund in the last 10 years:
About thesame._ o . ... - 34 32
Better mcecccmc————————— ——- 24 37
P OO e o e ceccmcmemameam——————— 14 11
NO VIOWS o o oo oo 28 20
OtA] o oot mc—e e ama————— 100 100
In comparison with the stock market generally:
About the same______ - —— 35 31
Better rmmm——————— ——- 26 33
POOTOT - e mm e e e m e e e e mme e eaamaemmm—————————————— 1 2
NO VIBWS e oot cc e ————m e m—————— 38 34
Total - e - 100 100
In comparison with Government bonds:
About thesame_ . _ . oo - - 3 2
Bt el oo oo mememm————— e 59 54
POOET e et e e eecccceecm e ccmccmc—e——mmeccceemmmmm————————— 0 0
NO VIeWS. e e 38 44
Total e m e — e e e mm e emem—mme—mmme——m—m—eema—am—em——— 100 100

Despite the sharp rise in stock prices over the preceding 10 years, one-third of
regular investors and almost one-half of contractual plan buyers who indicated a
familiarity with the past performance of their funds, expected them to do even
better in the next 10 years. More than 80 percent of both groups expected them
to perform as well or better, and fewer than 20 percent expected them to do less
well than during the preceding decade.

Those who were able to compare their funds with other corporate stocks almost
unanimously expected their funds to do as well as or better than the stock
market generally in the 10 years ahead. Fully half of the contractual buyers ex-
pressing an opinion expected their funds to do better than the market, and about

45 percent of comparable regular account buyers expressed the same opinion.

: In comparing the performance of their funds with Government bonds, those
expressing an opinion almost unanimously expected their funds to do better.
It is interesting to note the relatively high percentage of contractual plan buyers
who would not venture a comparison between their funds and bonds in the future,
even though a large proportion of them indicated that they expected their funds
in the next 10 years to do as well as or better than in the past.
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B. Expectations of various classes of mutual fund investors

In order to ascertain differences in optimism among mutual fund investors,
the views of various subclasses were examined. The results are recorded in
table XI-2. In this table, a “0O” opposite any classification indicates that the
views of the reported group were not significantly different from those of all
regular or contractual mutual fund shareholders on the average. Wherever a
group reported significantly higher expectations than the average, a “4” was
entered in the appropriate row ; whenever the views reported indicated a pattern
of expectations significantly below the average a “—* was entered in each column.

AprPENDIX XI-A : TABLE XI-2.—Ezpectations of classes of mutual fund investors
compared with expectations of mutual fund investors in general

On performance of the | On performance of the

fund in the future as fund in the future as
compared with the past { compared with stocks
in general
Class of investor

Regular |[Contractual] Regular |[Contractual
accounts plans accounts plans

163 @ 6)) @

1. Sex:
Men
‘Women....

2. Marital status:
Married..___.
Widowed -
Single..._ -

3. Education: Those whose formal education termi-

nated in—
Grade school_.
High school-..
College
QGraduate school.

4. Income:

0 up to $5,000
$5,000 up to $10,000. .
$10,000 up to $15,000..
$15,000 up to $25,000.__
$25,000 up to $50,000_... ) (O] 8
Over $50,000. oo - 0] o m t
b. O}megship of corporate stock other than mutusa
unds:
Owners of stock before mutual fund purchase.._.
Nonowners of stock before mutual fund pur-

+1
o +o

0

ot+eo
I+o oo
olo oo

+ol+

loot coot
lloo oleoce

OO0 SO

+oool

!

chase__

6. Previous or initial purchasers of mutual funds:
Previous....
Initial

7. Class of fund:
Balanced, mixed -
Common stoek, income
Common stock, growth -
Common stock, mixed
Specialty._.. -

8. Period of purchase:
March
June

le o o
e o

® O]

+o0 © o0 o o
ce + 4+

o O]

oo ollot 4o +

I o

oo coool

oo

1 Small sample.

Two aspects of this table deserve emphasis. First, each column records the
comparative expectations of the particular class with contractual or regular ac-
count investors as a whole. As we have seen, both groups generally exhibited
high levels of expectations. Thus, a minus entry on performance of the fund
in the future as compared with the past, does not mean that the class of investors
expects the fund to perform less well in the future than in the past, but only
that a smaller than average proportion of the group expects it to perform better.
Similarly, a zero entry does not imply that the corresponding group of investors
expects the fund to perform the same in the future as in the past, but only that
it expects performance comparable to the average expectation of the regular
account group or contractual plan group as a whole. Second, the departures
indicated by pluses or minuses are departures from the average structure of
responses sufficiently large to be significant.
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We turn first to views of regular account respondents on the prospective
performance of their funds as compared to the past (col. (1)). Among those
whose optimism was above average were women, widows, those with low levels
of formal education, those with low incomes, those whose entry into equities
was exclusively via mutual funds, those who were purchasing mutual funds for
the first time, and purchasers of balanced funds with mixed investment objec-
tives. Below average in expected performance were men, upper income groups,
previous owners of other corporate stock, and purchasers of common stock funds
with mixed and growth objectives.

Among contractual plan investors (col. (2)) the only class above average
which was also above average among regular account holders was widows.
They are joined here by purchasers of plans based on common stock funds
with mixed objectives.

Among regular account holders comparing the prospective performance of
their funds with the stock market as a whole (col. (3)), those with low levels
of formal education again appear above average, but they are joined by those
with graduate school training and upper income groups. Those whose educa-
tion ended in high school, low income groups, initial purchasers of mutual
funds, and balanced fund buyers express less optimistic views. Among con-
tractual plan buyers comparing their funds with the market as a whole, women
were more optimistic about the performance of their fund managers than men
or plan holders on the average. They were joined by initial purchasers of
mutual funds and buyers of balanced funds with mixed objectives. Less opti-
mistic than average about the future performance of their funds were single
individuals, and those who held mutual funds before the purchases covered in
this survey.

It is interesting that few differences appear between the attitudes of the
investors purchasing in March (before the sharp market decline of May) and
the group in June. The only significant difference is that those buying con-
tractual plans in June were less optimistic than average in comparing the
future performance of their funds with the past.

C. Fund salesmen and expectations of mutual fund buyers

It was noted in section IX that an important minority of mutual fund sales-
men apparently put heavy emphasis on substantial prospective rates of growth
of share prices in their sales representations. It was also noted in the discus-
sion above that mutual fund investors were highly optimistic about the future
of share prices and about the ability of their funds to outperform the market,.
The question may be raised about the possible relationship between reported
sales representations about prospective share prices and the level and variations
in expectations held by mutual fund shareholders.

To examine this issue regular account and contractual plan investors were
grouped in accordance with (1) reported salesmen’s stress on share price
changes (¢) with a year and (b) over longer periods, and (2) by the direction
and likelihood of changes emphasized. These included representations that
share prices: (a) were equally likely to rise or to fall, (?) were somewhat more
likely to rise than fall, (¢) had a strong chance of rising with almost no chance
of falling, and (d) were certain to rise. The expectations of all these groups
concerning the prospective performance of their funds compared with the past
and with the stock market in general were not significantly different from each
other and from the entire samples of regular or contractual plan investors in
the survey.

In addition, an examination was made of the expectations of those who re-
ported that sales representatives had stressed a particular prospective rate of
growth in share values; this group composed about 20 percent of mutual fund
purchasers studied. The expectations of regular account buyers in this class
were not significantly different from those of other mutual fund buyers on
regular account. Contractual plan buyers of this class, however, provided some
variation. In comparing the expected performance of their funds with their
performance in the past, this group’s views did not differ significantly from those
of other mutual fund investors. But they were considerably more optimistic
about the expected performance of their funds compared with the stock market
as a whole. About half of contractual plan buyers who had views on the subject
expected their funds to do about the same as common stocks generally in the
future, and about half thought their funds would do better than common stocks
generally. However, of those reporting salemen’s specific emphasis on some
prospective rate of growth of share values, about one-third expected their



324 REPORT OF SPECIAL STUDY OF SECURITIES MARKETS

funds to do about as well as the stock market generally, and about two-thirds
to do better.

The limited evidence available is consistent with the view that the buoyant
expectations of mutual fund shareholders may be related primarily to such fac-
tors as the generally high level of postwar prosperity and general investor
optimism, with undoubtedly a large role assigned to the boom psychology de-
veloped in a rising stock market. There is some suggestion also that for some
contractual plan buyers the representations of salesmen may have promoted—
or perhaps exaggerated—these investors’ views about the ability of mutual fund
managements to outperform the market in the years ahead.

D. Attitudes relating to additional purchases of mutual funds

The question whether to purchase additional mutual fund shares involves not
only the investor’s expectations but also his motives and objectives, and his knowl-
edge of this form of investment as well as others. When the survey was con-
ducted in October 1962 the level of stock prices was lower than it was at the time
of purchase for those investing in March, but it was about the same as it was at
the time of purchase for the June group. Willingness to purchase additional
shares in October could reflect the impact of the intervening price experience on
investors’ attitudes; it could also reflect an increase in information about and
understanding of mutual fund and other financial instruments.

1. Overall attitudes—In the survey, regular account investors were asked
whether, if they had the money to invest, they would have bought an additional
amount of mutual funds. Contractual plan investors were asked two questions:
whether, having the money, they would have invested more in contractual plans,
or, under the same conditions, they would have invested more in mutual funds
generally (other than through periodic contractual plans). Overall responses
are summarized in table XI-3.

APPENDIX XI-A: TABLE XI-3.—Attitudes toward purchase of additional amounts
of mutual funds

[Percentage distribution]

Type of investor Yes l No Don’t know
Regularaccount._...____..______ rmcmc——————— 53 37 10
Contractual pian:

Purchase of additional contractual plans. ... __.__.___. 65 27 8
Purchase of other mutual funds.____._______._____.________ 44 44 11

A majority of investors of both classes clearly favored further investment in
the type of mutual fund security they then held. Among those who could re-
port a decision, the ratio of positive to negative responses was 3 to 2 for
regular account holders and 7 to 3 for purchasers of contractual plans.

As indicated in table XI-3, contractual plan investors who would have bought
more mutual fund shares through regular accounts were far fewer than those
who would have bought additional plans. This pattern may reflect simply a pref-
erence for the periodic contractual form of investment. But other considera-
tions tend to weaken this conclusion. A reading of the questionnaires suggests
that some respondents did not give weight to the conditional clause: “If you
had additional money to invest now.” Their answers apparently reflected the
belief that other forms of purchases were out of their reach. In addition the
generally modest level of familiarity of contractual plan investors with the
mutual fund industry as indicated in section X suggests that many were not
familiar with voluntary accumulation plans or other means of purchasing mu-
tual fund shares.

2. Attitudes of various subgroups.—Decisions to purchase additional mutual
funds by regular account holders or to expand holdings of contractual plans
by planholders were classified (1) by expectations of investors, (2) by those
who were previous owners of mutual funds versus those who were first pur-
chasers, (3) by those who owned other corporate stock before their mutual fund
purchase versus those whose entry into equities was via mutual funds, and
(4) by time of purchase. The responses appear in table XI—4.
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APPENDIX XI-A : TaBLE XI-4—Decisions to purchase additional shares, classified
by expectations, stock ownership, and time of purchase

[Those who would purchase as percentage of those coming to a decision]

Classification Regular Contractual
accounts plans
1. Expected performance of the funds as compared with fund performance
in the last 10 years:
[T 1 T 58 70
HigNe o o o e e e e 61 78
3 N 66 71
2. Expected performance of the funds as compared with the stock market:
SRINIC - e e e e e 55 65
DR T . 1) 69 71
B o 0}
3. Previous or first purchasers of mutual funds:
Provious PUrCHASeTS. - - e ememnn 63 71
First purchasers.. . .o v oo e 58 71
4. Corporate stock ownership:
Owners of stock before mutual fund purchase ... oo ... 54 58
Nonowners of stock before mutual fund purchase_______._______.._.... 65 75
5. Time of purchase:
March 1962 e 55 69
TUNE 3962 . - o e e — 63 73
B 0 2 R 59 71

1 Small sample.

The table suggests that the relationship between expected performance of
funds and willingness to purchase additional mutual funds is somewhat mixed.
Regular account holders who expected their funds to do better in the future
than in the past were not significantly more willing to purchase additional funds
than those who expected their funds to perform the same in the future as in the
past. There is some indication that among those who were less optimistic about
their funds’ future performance compared with the past (who may be considered
as dubious about a simple projection of the preceding stock market boom) were
a greater proportion who were willing to purchase additional funds than among
those expressing a more optimistic view of the market.

Among contractual plan buyers who expected their funds to do better in the
future than in the past, the proportion willing to extend their investment was
greater than for those who expected their funds to perform as well as in the past.
But among those who expected their funds to perform less well in the future
than in the past, as great a percentage was willing to purchase additional plans
as among those who expected them to perform as well.

The relationship between attitudes toward purchase of additional shares and
expected comparative performance of funds with the stock market is much
simpler. Those who expected funds to outperform the market were also more
willing to purchase additional shares in October. The relationship was more
significant for those purchasing on regular account than for those holding con-
tractual plans. When decisions to purchase additional shares are classified by
whether respondents were previous holders of mutual funds or first purchasers,
no significant difference appears.

When prospective purchasers of additional shares are classified by whether
they were previous owners of corporate stock other than mutual funds before
they purchased mutual funds originally, those who apparently gained entry into
the stock market via the medium of mutual funds were considerably more eager
than average to add to their holdings, while previous holders of corporate stock
were about average (possibly slightly less than average for regular account
purchasers).

When respondents are classified by time of purchase, those purchasing after
the sharp decline of May 1962 show some indication of greater willingness to
purchase additional shares than those purchasing in March, but the differences
are not statistically significant.

3. Reasons for and against additional purchases—A number of motives were
given by regular account holders for their favorable attitudes toward purchase
of additional mutual funds. About one-seventh of those who would buy more
gshares gave lower prices as a reason for additional investment. This group
apparently interpreted the downtrend in prices earlier in 1962 as a tenmporary
interruption of a generally upward price movement. Other reasons given gen-
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erally mirror investors’ motives in buying mutual funds originally. On this list
the desire for diversification, professional management, and higher income or
dividends stand high, each being indicated by about a fifth of those who would
buy additional shares. A higher rate of capital growth was mentioned by one-
seventh of regular account investors, and others mentioned a number of mis-
cellaneous investment objectives.

For the almost 40 percent of regular account buyers who would not have pur-
chased additional shares, the reasons given reflect a number of sources of
dissatisfaction. The most important was the fall in market prices, mentioned
explicitly by almost 40 percent of the negative responses. Much lower in im-
portance, but together accounting for about another third of reasons given for
not purchasing additional shares, were mention of a preference for better invest-
ments, and “pessimistic views” or “negative talk.” Inasmuch as some part of
these responses also probably reflects the fall in stock prices, market movements
could well have accounted for a majority of negative attitudes. Other reasons
given for unwillingness to invest further in mutual funds were high sales costs,
high management costs, a preference for cash or savings accounts, and lack of
knowledge of mutual funds.

Among contractual plan buyers who would not purchase additional contractual
plan shares, it is difficult to appraise the influence of stock market developments
on their decisions. Less than a tenth of those with negative attitudes specifically
mentioned the previous fall in market prices, but another 20 percent reported a
generally pessimistic outlook—which may also partly reflect market develop-
ments. While sales or other costs of mutual funds were given only negligible
attention, a fourth of those who would not invest further gave as a reason the
availability of other investments which they considered superior to fund shares.

Among contractual purchasers who explained why they would not buy regular
accounts, one-seventh mentioned the availability of better investments, a tenth
mentioned a preference for monthly investment plans, a tenth, a lack of knowl-
edge of mutual funds, and a tenth, the existence of pessimism.

Part IV. REDEMPTION OF MUTUAL FUNDS
XII. CHARACTERISTICS OF INVESTORS WHO REDEEMED MUTUAL FUND SHARES

A. Investor characteristics

With few exceptions investors who redeemed mutual fund shares were essen-
tially similar to those who purchased shares covered in the survey. The few
observed differences were typically associated with those who redeemed contrac-
tual plans. The characteristics of those who redeemed shares are compared with
the characteristics of purchasers in table XII-1.

Professional and executive people were a somewhat larger percentage of the
redemption group than they were of the group which purchased shares in mid-
March and mid-June 1962. When the redemption group is compared with the
purchase group in terms of education, those with college training appear in a
somewhat higher proportion among redeemers than among purchasers. The
difference is due entirely to those who redeemed contractual plans. The simi-
larity in the percentages of college-educated investors and those with professional
status among contractual plan redeemers reflects the considerable overlap between
the two categories.

Regular account investors in nonprofessional occupations represented a much
smaller proportion of those who redeemed than of those who purchased this type
of mutual funds. In contrast, contractual plan investors employed in nonprofes-
sional occupations constituted about the same percentage of the redeemers as
they did of the 1962 purchase group. Heads of households were somewhat more
heavily represented among those who liquidated contractual plans in 1962 than
among those who purchased contractual plans in the same year. But heads of
households who closed out regular accounts were a substantially smaller per-
centage of the redemption group than they were of the 1962 purchase group.
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ArPENDIX XI-A: TaBLE XII-1.—Comparative characteristics of investors who
redeemed or purchased mutual fund shares, by type of account

[Percentage distribution]

Redemptions Purchases
Investor characteristics L
Regular {Contractual] Regular |Contractual
Sex:
Male oo ool - N 64 80 59 77
Female_..--_ - - 35 20 41 23
No answer_._ - 1 0 0 0
Maritalstatus:
Married__.. - 73 80 67 73
Widowed . oo oo - 18 7 17 7
Single e eeeeaean 8 13 15 20
NOADNSWer - e e e ——cmaee 1 0 1 0
Age:
UBAer 30 e e 5 19 5 22
B0 0 B89 o e 11 30 19 29
40 60 49 e 30 34 24 28
50 60 59 e et ccceeaee 20 10 21 17
60 £0 64 - o e m 11 3 10 1
65 ANA OVer o oo oo ccccmcmaee 19 2 20 3
No answer-_ e —————— 4 2 1 0
Education:
Elementary school__. - 5 2 10 16
High school. - 34 49 35 46
College . o e e 38 41 38 28
Postgraduate 19 8 15 10
NO ANSWer - - e ecmm e 4 0 0 0
Qccupation:
Professional and executive_ .. ________________ 37 42 32 29
Self-employed._ —— 11 10 11 15
Nonprofessional- . .ol 22 37 30 39
Retired. .o 13 5 12 1
Other.._._____ 14 4 14 16
No answer 3 2 1 0
Family status:
Head. woo o _o__. 59 80 71 73
34 17 28 26
7 3 1 1
12 9 15 8
26 24 34 17
16 19 19 20
16 32 17 27
12 10 9 17
6 or more 11 5 5 11
NO ANSWer o . oo e e ae 7 1 1 0
Family income:
Under $5,000_. 19 17 19 20
$5,000 to $9,999._ _ 32 47 31 48
$10,000 to $14,999 20 24 18 18
$15,000 to $24,999 9 7 18 9
$25,000 to $49,999 15 0 6 2
$60,000 and over._ ... 0 0 1 0
No ansSwer e 5 5 7 3
78 93 86 93
17 b 14 7
5 2 0 0
Face amouvnt:
Less than $5,000- o _______.__ 16 14 21 19
$5,000 t0 $9,999 _ _ - o 10 14 13 22
$10,000 to $14,999_ ____ . . __ 9 22 11 22
$15,000 to $24,999_ _ __ . ... 15 12 10 12
$25,000 to $49,999_ _ ... 17 22 11 13
$50,000 and OVer oo oo 11 8 15 4
None or no answer_ ..o 22 8 19 8
Home owned by respondents:
Yes.ooo.. 67 46 68 56
NO e 28 52 32 44
No answer._. 5 2 0 0
Home mortgaged
Yes 31 32 32 45
34 12 36 11
35 56 32 44

(Continued)
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ApPENDIX XI-A: TaBLE XII-1.—Comparative characteristics of investors who
redeemed or purchased mutual fund shares, by type of account—Continued

[Percentage distribution]

Redemptions Purchases
Investor characteristics

Regular [Contractual]l Regular {Contractual

Financial and other assets:
Owned at time of acquisition:

Other mutual funds._ .- ________ 40 14 36 18
Other corporate stock . oo ool 46 27 57 24
Government bonds e m e ————————— 40 32 51 45
Other bonds- - - - a2 9 5 15 10
Savings aCCOUNtS o oo oo 60 56 92 89
Realestate_ .. 33 22 28 17
Owned at time of redemption:
Other mutualfunds. . _____________ 49
Other corporate stock 51
Government bonds..___ 30
Other bonds_ - - ... 10
Savingsaccounts_.___ . ______________.._ 66
Realestate. ..ol 36

In general, sellers of mutual fund shares seemed to have had fewer assets
than purchasers covered in the survey. This was particularly true of assets in
liquid forms—i.e., Government bonds and savings accounts. The types of assets
considered are shown in table XII-1. The relative paucity of financial resources
was especially marked for those who sold contractual plans. About half of the
latter group had no savings accounts at the time they closed out their plans.
One-third of regular account redeemers were in the same position. Moreover,
approximately one-third of those who sold contractual plans, but less than 10
percent of those who redeemed regular accounts, reported they had no financial
assets or real property of any kind—except the mutual fund shares they redeemed.

Table XII-1 also shows the proportion of respondents in the redemption group
who owned specified types of assets at the time they acquired the mutual fund
shares covered in the survey and the time they redeemed them in 1962,

It should be noted that the proportion of regular account investors who held
each type of asset increased slightly, except in the case of Government bonds
where the proportion of investors who reported such securities dropped ap-
preciably. Among redeemers of contractual plans, there was generally no in-
crease in the proportion which reported ownership of the indicated types of assets
between the acquisition of fund shares and their redemption in 1962. In fact,
the only striking change was in their holdings of savings accounts where the per-
centage with such accounts declined substantially.

The differences are put into sharper focus by comparing the pattern of asset
ownership at the time persons in the redemption group acquired shares same
years ago with the pattern of asset ownership reported by persons who purchased
shares in 1962. (To facilitate the comparison, those in the redemption group
will be designated as pre-1962 purchasers.) A much higher proportion of 1962
than of pre-1962 purchasers reported holding a variety of financial assets. The
percentage of 1962 buyers with savings accounts was from one-half to two-fifths
higher than that for pre-1962 purchasers. The proportion of the 1962 group
who held Government and other bonds was also higher. The above differences
apply to both regular account and contractual plan investors. However, the
proportion of 1962 and pre-1962 purchasers with mutual funds and other corporate
stock showed a mixed pattern. A slightly smaller percentage of 1962 regular
account buyers (but a slightly larger percentage of 1962 contractual plan buyers)
already owned mutual funds compared with pre-1962 purchasers who acquired
the same types of mutual funds. The reverse was true with respect to the
ownership of other corporate stock.

No quantitative estimates could be made of the sizes of the asset holdings of
the 1962 purchasers and those who redeemed shares in that year. However, the
vulnerability of the reserve positions of the redeemers is evident. This fact
assumes special significance in light of the personal characteristics of the in-
vestors without financial reserves. A substantial proportion of the contractual
plan redeemers had incomes below $5,000, while the incomes of regular account
redeemers were concentrated in the lower end of the $5,000 to $10,000 bracket.
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Among contractual plan redeemers, there was a high representation of married
men, in the 40 to 50 age range, who were heads of families, and who had three
or four dependents. In the light of these circumstances, one might question
whether these investors should have purchased mutual funds in the first place.

B. Investor objectives and motives for selecting mutual funds

When investors acquired the shares they redeemed at the time of the survey,
they were seeking objectives quite similar to those projected by 1962 purchasers.
This was true of both regular and contractual plan buyers. In fact, the only
noticeable variation was in the relatively small weight given by pre-1962 pur-
chasers to the provision for retirement or the financing of children’s college edu-
cation. (See table X1I-2.)

Investors who redeemed shares reported somewhat different investment mo-
tives at the time of acquisition compared with 1962 purchasers studied in the
survey. In general, those shifting out of mutual funds appeared to be initially
attracted to these assets because of a somewhat greater interest in capital ap-
preciation than that shown by investors who purchased shares in 1962. For
example, the desire to benefit from a rise in stock prices and to hedge against
inflation were reported 50 percent more frequently by sellers than by purchasers.
On the other hand, more purchasers than sellers had hoped to achieve a higher
return on investment.

In addition, a higher proportion of regular account redeemers than pur-
chasers initially acquired shares because they expected to benefit from pro-
fessional investment management. The hope of benefiting from diversification
was reported by a considerably higher proportion of the redeemers of regular
accounts than by 1962 investors who purchased the same type of shares.

AprPENDIX XI-A: TABLE XII-2.—Investor objectives and choice of mutual funds,
redempiions compared with purchases

[Percentage distribution]
Redemptions Purchases
Investor objectives and choice of mutual funds
Regular Contrac- Regular Contrac-
tual tual
Investor objectives:
Provide a means of general saving________..________ 40 64 41 58
Provide for retirement_ _._____________. - 31 27 46 42
Provide for children’s college education. - 10 27 17 38
Provide for purchase of business or hom - 4 5 0 7
Accumulate an estate.__. — - 29 19 28 20
Provide for current income._..ooeeeonooo . 14 3 16 0
Some other objective ... ______ 5 2 7 6
Factors influencing choice of mutual funds:
Benefit from a rise in stock prices. ... ... ._.___. 35 25 16 16
Hedge against inflation_. ... . _______ 3t 22 19 15
Benefit from professional investment management. 58 54 48 52
Benefit from diversification. ... .. ... .__. 50 32 41 31
Protect capital ... - 14 5 14 8
Acquire discipline in saving... 10 46 13 49
Benefit from economic growth._ 34 42 36 33
Hicher return on investment.. 1 2 11 15
Some Other reason. ... evcecmcaccecaon - 2 5 9 11

XIIT. MOTIVES FOR REDEMPTION
A. Size of redemptions

The vast majority of regular account investors had purchased the shares
they redeemed, but a small proportion received them as gifts or legacies. All
contractual plan holders had bought the shares they liquidated. (See table
XIII-1.) In a few of the regular account cases involving inheritances, the
shares may have been redeemed in the process of settling an estate. Some of
the shares received as gifts were apparently redeemed because the beneficiary
preferred to use the funds for some other purpose. These are included in the
following analysis, but in the main the reasons given for redeeming shares relate
to those who bought and sold their shares.

As indicated in table XIII-1, about two-thirds of regular account, but about
four-fifths of contractual plan sellers, liquidated all of their shares in the mutual
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funds covered in the survey. Among those making partial redemptions the
percentage of holdings cashed in was about the same in each group. No sub-
stantial differences were observed with respect to size distribution of total and
partial redemptions by regular account holders. But among contractual plan
investors who liquidated their holdings, there was a marked tendency for those
with large accounts to close them out completely.

In terms of relative size, redemptions of shares by regular and contractual
plan investors reflect the differential size of initial purchases which is typical
of the two groups—as explained in section III. The median value of shares
redeemed through regular accounts was between $1,000 and $2,000; for con-
tractual plan holders the figure was between $300 and $500. (See table XIII-2.)
(It may be recalled from section III that the median value of purchases was
between $500 and $1,000 for regular accounts, and the median initial payment in
contractual plans was $80.) Well over one-quarter of regular account redemp-
tions exceeded $2,000, and 10 percent exceeded $5,000. Only 10 percent of con-
tractual plans redeemed provided more than $2,000 in cash, and very few were
larger than $5,000.

ArPENDIX XI-A: TABLE XIII-1.—Method of share acquisition and type of re-
demption, by type of account

[Percentage distribution]}
Method of acquisition Regular | Contractual Method of acquisition Regular [Contractual
and type of redemption account plans and type of redemption account plans
Method of acquisition: Partial redemptions (per-
Purchase 88 100 cent of holdings re-
[& 513 F—— 4 0 deemed):
Inheritance.. —— 8 0 Oto24_______ ... 8 5
Type of redemption: 25to 49.__ 7 5
0] 7:) 67 78 50 to 74... 8 3
Partial. oo 32 22 75 to 99 b 7
NO anSWeraeecacacea- 1 0 NO 8DSWer e maaceeee 4 2

AprrENDIX XI-A : TABLE XITI-2.—Size and type of redemptions, by type of
account

[Percentage distribution]

Regular accounts Contractual plans
Size range
All Total Partial All Total Partial
redemptions redemptions
0 to $50.._ 1 1 0 b 6 0
$50 20 $99_ o o cmceaeee 1 0 2 10 9 15
$100 to $199___ - 4 6 0 15 17 8
$200 to $299. 8 11 2 15 14 23
$300£0 8499 e 14 15 15 13 9 23
$500£0 $999_ e eeae 18 17 20 15 15 15
$1,000t0 $1,999. oo oeeees 25 23 29 13 15 8
$2,000t0 $4,999_ oo 18 15 20 10 11 8
$5,000 and OVer..-oocccrccnee- 11 12 12 4 4 0
Total- - emceceeeceeee 100 100 100 100 100 100

This behavior seems to be another facet of the tendency already noted for
some investors with high income or large holdings of assets to shift from mutual
funds into other types of assets. It may be recalled that the percentage of
contractual planholders in professional and executive positions (with relatively
high incomes) who liquidated shares was somewhat above their representation
in the sample as a whole. They also owned a substantial proportion of the larger
accounts redeemed. For both regular and contractual plan investors, a significant
percentage of the larger accounts was closed out after the sharp decline in stock
market prices in the late spring of 1962. The proceeds from many of these
liquidations were shifted into other types of financial assets, especially by those
holding regular accounts. This pattern of behavior is examined further below.
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B. Intervals between purchase and redemption

The intervals between purchase and redemption for respondents to the redemp-
tion questionnaire are shown in table XIII-3. The table indicates that those re-
deeming regular purchases had held them longer than those redeeming con-
tractual plans. The median interval between purchase and redemption was al-
most 6 years for those in the former group, but less than 3 years for those in
the latter.

As a check on possible bias from returns of a mail questionnaire, purchase-
redemption intervals were also determined for plan redeemers on the total
redemption lists of plan sponsors from which the respondents were drawn. These
intervals are shown in table XIII-4. As indicated, the median purchase-redemp-
tion interval for those redeeming in total was somewhat less than 3 years; the
median interval for those accomplishing partial redemption was between 3 and 4
years (reflecting the fact that to be worth redeeming in part, 2 somewhat greater
accumulation must exist). An examination of the underlying data indicated no
differences in intervals held between those redeeming in March as opposed to
June.

ArpPENDIX XI-A : TABLE XIII-3.—Intervals between initial purchase and redemp-
tion of regular accounts and contractual plans of questionnaire respondents

[Percentage distribution]

Type of account
Interval between purchase and redemption
Regular Contractual
plan
‘Within 30 days - 0 0
30days upP t0 6 MONLNS . ca e o e 1 3
6 MONthSUP £0 1 JeaT- oo oo e 2 5
1 year up to 2 years o 9 26
2 YearS UP £0 3 FOATS mmm et o oo e e e e e 10 20
3 years up to 6 years e e ememamme e — - m—— 20 29
6 years up to 10 years - - 24 14
10 years up to 15 years 9 3
15 years and over. - 1 0
No answer. - —— 24 0
ArPENDIX XI-A: TABLE XIII-4.—Intervals between initial purchase and re-
demption of periodic contractual plans, from plan sponsor sample date
[Percentage distribution]
Type of redemption
Interval between purchase and redemption
Total Partial
Within 30 days 1 0
30 days up to 6 months 2 2
6 months up to 1 year. .. 5 5
1 year up to 2 years__. - - 20 12
2 years up to 3 years - . 24 18
3 years up to 4 years. 15 23
4 years up to 5 years. 11 14
5 years up to 6 years - 10 9
6 years up to 10 years.. 9 11
10 years up to 15 years 2 b
15 years and over. 1 1

Actually the time between purchase and redemption indicated in tables
XIII-3 and XIII-4 would overstate the actual period of contractual plan invest-
ment if periodic payments were terminated significantly before redemption.
The intervals between the dates of last periodic payments and redemption are
shoyvn in table XIII-5. The majority of contractual plan investors had ended
periodic payments within 6 months of the redemption date. But the important
proportion who ended them more than 6 months before liquidation reduced the
average period of actual investment significantly below the 2- to 8-year period
of investment already noted.

96-746—63—pt. 4——23
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€. Reasons for the redemption of mutual fund shares

As already mentioned, a sharp dichotomy is evident in the factors_inducing
regular account holders and those with contractual plans to rgdegm t-heu' shares.
(See table XIII-6.) Uses of money derived from the liquidation of_ con-
tractual plans were dominated by expenditures on household or personal items.
Household and personal consumption expenditures were also important for thos_e
redeeming regular accounts, but they account for only about half of the indi-
cated uses. For this group, asset transfers take on almost equal importance.

APPENDIX XI-A: TABLE XIII-5.—Interval between last periodic payment and

redemption of contractual plans
Interval Percent

Within 30 days ———— 27
30 days up to 6 months — - 17
6 months up to 1 year o — 14
1 year up to 18 months_ _ 18
5

3

24

18 months up to 2 years

2 years up to 3 years._____
3 yearsup to 6 years_________________ -
No answer

APrpPENDIX XI-A : TABLE X11I-6.—Reasons for the redemption of shares

[Percentage of respondents indicating each reason} t

Reason Regular Contractual
account plans

Consumption expenditures:

Purchase of durable consumer g00dS. v v oo ceeeceecccen cmne 10 9

Payment of medical or hospital bills. . ... ... 5 []

Payment of other debts.__ e me——n - - 12 34

Educational expenditures. o . ... e eee 5 7

Other household or personal expenditures 12 21
Purchase of a home. ___.voomeeen.. 9 9
Investment in a business...... 3 5
Acquisition of other financial assets:

Purchase of common stock other than fund shares. ...« ___. _...___ 16 3

Purchase of shares in another mutual fund. - . cooven oo 9 5

Purchase of other types of seeurities . .. oo aeoes 5 0

Open or increase savings aCCOUNTS . . oo oo oo e e i ae e 9 7
Other PUIPOSES - oo o oo e e e eee 4 3
NO AW e e e ————————— e 21 14

1 Because some investors indicated more than 1 reason for the redemption of shares, percentages add to
more than 100,

The purposes for which funds were redeemed can be ranked roughly from the
most- to least-pressing need to obtain cash. Payment of medical or hospital
bills, payment of other types of debts, or household or personal expenditures would
appear to be the most urgent purposes. Lower on the scale would be the purchase
of a home or investment in a business. These would be followed by shifts into
other financial assets—including other mutual funds, corporate and other secu-
rities, and savings accounts.

In terms of this ranking, the use by contractual planholders of mutual fund
shares as a source of “rainy day” savings is clearly evident. Three-fifths of those
redeeming contractual plans reported they used the proceeds for household or
personal expenditure purposes. Repayment of debts other than medical bills was
reported by one-third of contractual plan respondents. Medical bills and per-
sonal household outlays were reported by another one-fourth. These uses of
proceeds from redemptions for emergency or immediate needs were listed by only
one-quarter of regular account holders. Relative uses of proceeds for expendi-
tures on durable consumer goods and education were similar for both groups.

Almost 40 percent of regular account sellers shifted from mutual funds into
other financial assets. About 10 percent liquidated shares of one mutual fund and
acquired shares in another mutual fund. About 16 percent used the money from
redemptions to purchase corporate stock and a much smaller percentage to pur-
chase other types of securities. In contrast, the proportions of contractual plan
sellers who switched from one mutual fund to another or from mutual funds
into other corporate securities were negligible. Overall a relatively small pro-
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portion of investors redeemed mutual funds to purchase homes or invest in
businesses. Finally, almost 10 percent of investors redeemed mutual funds and
left the proceeds in savings accouuts.

A fairly large proportion of the asset switches described above were probably
induced by the sharp decline in stock market prices in May 1962. The effects
of the break in prices are especially evident among those who liquidated regular
accounts.

D. Eapectations and decisions to redeem muitual fund shares

Expectations about future share prices played different roles in the decisions
to liquidate shares by these two groups of investors. The relevant data, classified
by type of respondent and period of redemption, are shown in table XIII-7.
Overall, at the time of redeeming shares about a third of former holders expected
prices to change significantly within a year. Moreover, of this group with
established expectations, the overwhelming majority expected prices to fall.
Expectations of changes apparently influenced redemption decisions of about 20
percent of former holders of contractual plans and about one-third of regular
account holders (virtually all who reported expectations of price changes).

Stock market movements between March and June 1962 had no discernible
impact on expectations and decisions of those redeeming contractual plans in this
period. The market decline did not affect the proportion of these investors hold-
ing definite expectations, the nature of the expectations, or the contribution of
expectations to redemption decisions. It may be concluded, therefore, that for
those liquidating contractual plans, expectations and associated investment mo-
tives played a minor role. This conclusion supports the finding drawn from re-
ports of investors’ motives for redemption that redemptions were dominated by
household and personal expenditure considerations.

APPENDIX XI-A : TABLE XIIT-7.—Eapectations and the decision to redeem shares,
by type of respondent and period of redemption

[Percentage distribution]

Regular accounts Contractual plans

March June Total March June Total

Expectation that price of shares would
change significantly in next year:
es

YeS.cau-- . 24 48 33 29 29 29
No._-.... - 71 50 61 71 71 71
NO aNnSWer .« v cieene 5 2 6 0 0 0
Expectation that price of shares would—
Rise.. - [, 4 (] 5 9 8 8
Fall. e en 20 40 29 26 21 24
Noanswer._ o . 76 54 66 65 71 68
Did expectation of future price movement
influence decision to redeem shares?
Yes - 23 46 32 20 21 20
No.... — ———- 41 27 35 31 29 31
No answer - 36 27 33 49 50 49

The role of expectations was particularly significant in regular account liquida-
tions. The market decline of May 1962 doubled the number of account holders
who reported opinions of future market prices, adding them predominantly
to those who expected future prices to fall, and doubled the number who at-
tributed to pessimistic expectations an influence on their redemption decisions.

XIV. INVESTOR EXPERIENCE WITH MUTUAL FUNDS

As indicated in table XIV-1, a substantial majority of investors liquidating
contractual plans reported losses on their investments. This was as true in
March as in June. Since the bulk of contractual plan installments had Dbeen
made before the stock market peak of December 1961, and prices in March had
fallen only slightly from the December level, the losses reported by those re-
deeming contractual plans in March would seem to reflect the structure of sales
charges rather than market changes.

The majority of regular account liquidators reported gains rather than losses,
but the margin of those gaining to those losing diminished from March to June.
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The preponderance of regular account sellers liquidating at a profit reflects
their longer average interval between purchase and redemption, the general rise
in stock prices during the period, and the lower effective ratio of sales charges
to amounts invested.

ApPENDIX XI-A : TABLE XIV-1.—Reported gains and losses, by type of account
and time of redemption

[Percentage distribution]

Regular accounts Contractual plans
Estimate of gain or loss

March June Total March June Total

Net galn oo 60 42 52 25 30 27
LSS e cceeemmee 19 40 28 64 52 59
Don’t remember. 5 4 5 11 13 12
No answer_._._ ——- 16 14 15 0 4 2

When contractual plan and regular account sellers were asked to compare
the actual investment performance of their shares with that expected at time of
purchase, both groups reported similar evaluations of fund performance. About
45 percent of those responding indicated that their funds had performed the
same as expected; about 10 percent reported they had performed better; and
about 45 percent evaluated their performance as worse. These appraisals of per-
formance are consistent with the gain-loss experience of regular investors as noted
above. But there is some incongruity in the reports by some 55 percent of con-
tractual investors that the performance of their funds was the same or better
than expected, while at the same time almost 60 percent reported having realized
losses. This suggests that a number of contractual plan investors distinguished
between their own experience and that of their funds—that is, they recognized
the incidence of sales costs. The extent of knowledge in this area is suggested by
other data below.

Among contractual plan redeemers, a dominant majority, reflecting the fact
that their investment programs were not completed, indicated that they had not
accomplished their general investment objectives. A slight majority of those
who liquidated regular accounts thought they had. However, when one in-
cludes consideration of the benefits expected from the mutual fund instrument,”
a majority of those liquidating shares thought their shares had provided some of
the saving objectives or investment benefits indicated. Over a third thought they
had not.

Those liquidating contractual plans explained benefits received by emphasiz-
ing the encouragement of discipline in saving; regular account liquidators
stressed the increase in market values, followed by mention of good management
and benefits of diversification.

Regular account sellers who were disappointed with their purchase stressed
elements of performance: that better performance could be obtained by direct
investment in the stock market, that stock prices had fallen, and that fund shares
had not performed as expected. But dissatisfied sellers of contractual plans em-
phasized a theme related to sales charges: they had not held their shares long
enough, and the sales load was high. Price performance received minor atten-
tion.

Investors who redeemed shares were asked whether they had acquired any
knowledge after their purchase which would have affected their decision to
invest. About a third of contractual plan sellers and about a fifth of those
liquidating regular accounts suggested that they had acquired information which
would have had significance for their purchase. Again the themes were dif-
ferent. Topics mentioned by regular account holders included : a growing aware-
ness through reading various publications that better performance might be
available in other funds, and a concern for “high management costs.” On the
other hand, former contractual planholders mainly stressed topics relating to
sales charges: they reported learning of front-end loads after the sale (10 per-

17 Contractual plan sellers had expected to benefit primarily from professional invest-
ment management, the acquisition of discipline in saving, economic growth, and diversifica-
tion. Regular investors had stressed expected benefits from professional investment man-
ngement, diversification, and price appreclation.
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cent of contractual redemptions), misreprg}sentation of sales charges by the
sales representative (5 percent), and learning of methods of acquiring mutual
funds without a front-end load (5 percent).

The lack of awareness by contractual plan buyers of the nature and implica-
tions of the structure of sales charges was pointed up in another fashion. The
relatively short intervals already noted between purchase of such plans and
redemption (and even shorter between purchase and discontinuance of pay-
ments) suggests heavy redemptions by those with incomplete plans. Over
90 percent of contractual plan sellers reported that their plans had not been
completed. About half of these investors were aware at the time of re-
demption that the effective sales charges they had paid were greater percentages
of their investments than if the plans had been completed. Almost an equal
number indicated either that the charges were not greater, or that they didn’t
know. Of those who did recognize the effects of front-end loads on effective
sales charges at redemption, over a fourth reported that they did not anticipate
this effect at the time of purchase in the event their plan had to be redeemed
before completion.

When those who redeemed contractual plans were asked how they regarded
the * ‘front-end-load,” or a large proportion of the sales charge deducted in the
first year of the plan,” about 60 percent reported it was a disadvantage, about
30 percent reported that it was an advantage, and 10 percent that it was neither
an advantage or disadvantage.

Altogether this evidence derived from those who redeemed funds of lack of
information and confusion about contractual plan sales charges would seem
to reenforce the findings about investor knowledge drawn from purchasers in
section X,

PArT V. SUMMARY AND CONCLUSIONS

XV. SUMMARY AND CONCLUSIONS
I. Introduction

The purpose of this study was to obtain information about the general char-
acteristies, expectations, and motivations of mutual fund investors, representa-
tions made by mutual fund sales representatives, and investors’ use and under-
standing of the prospectus.

The Survey, conducted in October 1962, was based on a nationwide sample
of investors who purchased or redeemed mutual fund shares in mid-March and
mid-June 1962. The basic lists of purchasers included all those who opened
new accounts with a particular fund or contractual plan sponsor on given days
in March and June, and the lists of those who redeemed shares included all
those who liquidated shares, totally or partially, from the same organizations
on the same days. The selection of individual funds and plan sponsors was
designed to provide a representative cross-section of the industry by type, size,
and location of these organizations. A stratified random sample of 450 pur-
chasers was interviewed by the field staff of a national market research organi-
zation. In addition mail questionaires were sent to random samples of 500
investors who purchased and 500 investors who redeemed shares. (Almost
half of the mail questionnaires were returned in usable form.) The investors
were divided into two basic groups; namely, those who acquired or redeemed
“regular” accounts, and those who acquired or redeemed “contractual plans.”
Sixty percent of each sample was drawn from lists of regular accounts, and 40
percent from contractual plans. The allocation of 40 percent of each sample to
contractual plans overstates the relative quantitative importance of these plans
in the mutual funds industry, but the relatively large weight given to contract-
ual plans was necessary to permit collecting a number of responses large enough
to allow for significant subclassification.’®

The regular account is simply an outright purchase, with or without a saleg
charge, in which the investor receives his stock certificates shortly after the
transaction is completed. In addition to outright sales, many mutual funds
also sell shares through “voluntary accumulation plans.” These provide for
the accumulation of shares by a sequence of purchases over time as determined
by the investor, and involve sales charges comparable to those on regular ac-
counts for the same organization. In the present study outright purchases
as well as shares acquired under voluntary accumulation plans are included
in “regular accounts.”

18 The characteristics of the samples are discussed more fully in app. L
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Investment programs administered by contractual plan sponsors embrace es-
gentially two types of plans; namely, periodic and single payment. The typical
characteristics of periodic plans are: (1) the purchase of shares by regular
periodic payments which are expected to be kept up over the period of the plan;
(2) a large proportion of first-year installments allocated to sales charges (nor-
mally 50 percent); (3) retail distribution by salesmen who call in person on
their customers; (4) automatic reinvestment of dividends and capital gains
without a sales charge; and (5) optional completion insurance. Single-payment
plans, being essentially similar to outright regular purchases, were excluded
from the Survey. Thus, in the present study the term “contractual plan” re-
fers exclusively to periodic payment plans issued by contractual plan sponsors.

II. Characteristics of mutual fund investors

The typical mutual fund purchaser covered in the Survey was a man in his
mid-to-late forties, married, with three dependents. His formal education ended
with the completion of his high school work. His employment, involving spe-
cialized skills, provided an annual income between $5,000 and $10,000. He was
covered by life insurance of between $10,000 and $15,000.

Although the majority of purchasers were buying mutual funds for the first
time, the proportion which held other financial assets was greater than for the
public at large. Almost one-third already held mutual fund shares, and more
than two-fifths owned corporate stock other than mutual funds. Half of those
reporting owned Government bonds, and a few also owned other types of bonds.
Eighty percent or more of those who replied had savings accounts.

Behind this overall view of typical mutual fund purchasers, several significant
differences are evident between regular account and contractual plan investors
considered as groups. One of the most striking is the proportion of shares of
each type purchased by investors in different occupational groups. The prefer-
ence for regular accounts appeared to be strongest among those professional
and executive people—accountants, bankers, lawyers, and securities’ brokers
and dealers—whom one might assume to be more familiar with financial mat-
ters. In contrast, a substantial majority of the investors in the semiskilled and
service worker group bought contractual plans. These choices highlight a
general tendency for the proportion of contractual plan purchasers to rise as
levels of education, income, and occupational skills decline.

Another sharp contrast was observable in the characteristics of regular and
contractual plan investors with incomes below $5,000. About the same pro-
portion of buyers in each group was in this income category, but the people
involved were quite dissimilar. A fairly large percentage of regular account
investors with relatively low incomes were retired men or elderly widows, while
another sizable percentage were young, single individuals. In contrast, many
of the contractual plan purchasers with low incomes were heads of families
employed in low-paying jobs. Finally, although the proportion of married
respondents did not differ much between groups, the proportion of wives con-
tributing to family income was much higher for contractual plan holders.

The proportion of regular account purchasers who already owned a variety of
financial assets was considerably higher than for contractual plan buyers. The
incidence of prior ownership of mutual funds by regular account buyers was twice
that for contractual plan buyers. Three-fifths of regular account buyers, but
only one-quarter of contractual plan holders covered by the Survey owned other
corporate stock.

The characteristics of mutual fund shareholders—especially the large number
of new investors from unskilled occupations and with little experience in financial
matters, the high percentage of retired men and older women (including many
widows)—should be kept in mind when appraising the investors’ objectives, their
knowledge of mutual funds, and their expectations about the future performance
of their investments. These characteristics explain why many of these investors
rely heavily on others (particularly on friends and relatives and sales inter-
mediaries) for advice and guidance in managing their affairs.

III. Size and financing of mutual fund purchases

Data from the Survey confirm the description of mutual funds as primarily
a vehicle for mobilizing the savings flows of small-to-medium-sized investors.
More than half of regular account investors made purchases involving less

than $1,000. More than half the contractual plan buyers invested initially less
than $100.
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Most contractual plans purchased involved long-term commitments—10 to 12
years being typical. No plan involved a commitment for less than 5 years. The
average initial payment under contractual plans was approximately $80, or
more than three times the average periodic payment of $25. Although plans
occasionally are sold involving quarterly or annual payments, all of the plans
covered in the Survey called for monthly payments. In the typical transac-
tion, two monthly payments were made in advance as required by most of the
plans. But in a substantial proportion the initial outlays represented a larger
number of periodic payments.

For investors as a whole, the mutual fund purchases described above rep-
resented a relatively modest commitment in terms of buyers’ annual incomes.
Among all regular accounts, the median ratio of purchase to annual income was
between 5 and 9 percent. However, this relationship was somewhat erratic,
reflecting the investment of cash received as gifts or inheritances, as well as
other asset transfers which are essentially unrelated to income.

For contractual plan investors, the median ratio of monthly payments to
monthly income was between 3 and 4 percent. However, the ratio was partic-
ularly high for those having incomes of less than $5,000. For more than a half
in this class it was above 10 percent, and for more than a third it was above
12 percent. By conventional standards these undertakings represent substan-
tial financial commitments. If periodic payments of other kinds were added
(e.g., repayment of consumer installment credit), the prospect of discontinuance
or delinquency increases. Because of the structure of sales charges already noted,
the considerable financial commitment represented by the periodic payments in
contractual plans carries the danger of a financial sacrifice if the plans cannot
be maintained.

A substantial majority of investors paid for their mutual fund shares out of
current income or by withdrawals from savings accounts. Some, however,
switched from other financial assets into fund shares, and still others put es-
sentially windfall receipts into mutual funds. Regular account buyers used
resources other than current income or savings accounts somewhat more fre-
gquently than purchasers of contractnal plans. The latter group relied almost
wholly on current income and savings accounts for the initial payment. More-
over, virtually all plan holders expected to make future payments out of
current income.

The Survey provides no marked support for the thesis that mutual funds en-
courage significantly higher rates of saving out of income. No regular account
investors reported that they paid for fund shares by reducing spending on dur-
able goods or other personal household items. About 3 percent of contractual
plan respondents indicated they obtained money for the initial payments in this
way, and 6 percent said they intended to reduce current expenditures in order to
make future payments. But in view of redemptions and lapses in purchases,
such intentions may not always be carried out. Life insurance benefits, gifts,
and legacies provided the funds for about 13 percent of regular account buyers,
but for virtually none of those who acquired contractual plans. Moreover, a
scattering both of regular account and contractual plan investors indicated that
they borrowed against life insurance policies or converted such policies into cash
in order to purchase mutual funds.

About a fifth of regular account buyers financed the acquisition of mutual funds
by the sale of other assets. The majority in this group switched from corpo-
rate stock into fund shares, while a relatively small percentage liquidated Gov-
ernment bonds. A very small percentage (2 percent) of regular account buyers
switched, some at salesmen’s suggestions, from one mutual fund into the fund
covered in the Survey.

IV. Investors’ objectives and the choice of mutual funds

Investors were asked to report the general savings objectives they had in mind
and the motives which induced them to purchase mutual funds. In both cases
a number of options were provided, to which investors could add others. The
majority of investors indicated they purchased mutual funds without specific
savings objectives in mind. The least specific objective, general saving, was re-
ported by nearly half the respondents. Among the specific targets, the pro-
vision for retirement was about twice as important as the next most frequently
mentioned objectives, which were the accumulation of an estate and the financing
of children’s college education. Apparently few investors acquired mutual funds
with the hope of enjoying larger current income. A small number bought shares
to save with the ultimate desire of purchasing a business or home. For the most
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part, there was little difference in specific objectives between regular accoupt
and contractual plan purchasers. The outstanding observed difference was in
the greater proportion of contractual plan buyers planning to finance children’s
college education.

The most frequently encountered reason given by both regular and contractual
plan investors for acquiring mutual funds (mentioned by about 60 percent) was
the desire for professional investment management. Portfolio diversification
was also deemed of considerable importance. Almost one-half of contractual
plan buyers cited discipline in saving as a chief reason for acquiring this type of
investment.

The desire for capital gains was an investment incentive reported by a sizable
proportion of regular and contractual plan investors. Somewhat less than 20
percent of respondents in each group indicated that they became owners of mutual
funds to benefit from a rise in stock prices, but two other motives which are
essentially variants of capital appreciation accounted for higher percentages
of responses. Thus, the expectation of gains from economic growth was men-
tioned by more than one-third of all respondents. The belief that mutual funds
provide a hedge against inflation was a consideration for one-quarter of each
class of respondents.

The investors most interested in capital appreciation included proportionately
more men than women, young people, those with higher education, professionals
and executives, the middle and upper income groups, and investors who had pur-
chased mutual funds or other- corporate stocks previously. In contrast, it is
interesting to note that women, older people, lower income groups, and new in-
vestors in equities of any kind emphasized professional management, diversifi-
cation, and discipline in saving as reasons for purchasing fund shares.

Over 10 percent of regular account investors switched from other corporate
stocks into mutual funds. (But at the same time, as noted below, some 16 per-
cent of those redeeming regular account mutual fund holdings used the proceeds
to acquire other corporate stocks.) Many of the investors who switched after
the break in stock prices in May 1962 apparently became pessimistic about the
outlook for individual corporate stocks and decided to shift into fund shares.
Their comments and other responses suggest that they expected professional
management in mutual funds to yield benefits superior to those they could have
enjoyed by retaining the corporate stocks they sold.

V. I'nvestor contact with sales representatives

The distribution of mutual fund shares takes several basic forms. The pri-
mary technique of distributing regular accounts is through principal under-
writers who sell to independent broker-dealers, and this was the method employed
by the majority of the funds included in the Survey. A small number distrib-
ute directly through fund-controlled selling organizations; the rest sell by mail ;
virtually all of which are no-load funds. One-quarter of the firms in the survey
which sponsor contractual plans offer them primarily through their own affiliated
organizations. Somewhat over one-third rely mainly on independent broker-
dealers, and more than two-fifths use a combination of controlled selling arrange-
ments and independent broker-dealers. Furthermore, a substantial proportion
of the independent broker-dealers handling contractual plans specialize in the
distribution of mutual funds rather than in issues traded generally in the securi-
ties market.

For four-fifths of regular accounts in the survey, the identity of the dealers
who distributed the shares was known. Member firms of the New York Stock
Exchange handled one-third of the transactions. Members of other exchanges
accounted for 5 percent, and nonexchange members of the National Association
of Securities Desalers (NASD) who do not specialize in mutual funds were re-
sponsible for 6 percent. Member firms of NASD specializing in mutunal fund
shareg handled 23 percent, and 13 percent of the regular purchases were by
mail.

Sales representatives could influence the decision to buy mutual funds at two
stages: (1) the initiation of the transaction and (2) the choice of a particular
fund. It should be noted that the concept of “initiation’” in the present context
lacks precision, and therefore permits differences of interpretation by re-

1% Virtually all of the mail purchases were accounted for by no-load funds. As explained
in app. I, the 3 largest no-load funds were selected for inclusion among the 28 funds in the
Survey in order to provide enough responses in this category to permit significant sub-
classifications and comparisons. The effect of this selection is to give greater weight
to mail purchases in the Survey than they actually have in the industry.
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spondents. In addition some investors may have a tendency to enhance th.eir
role in the transaction. On balance salesmen appear to have been _more im-
portant in the investment decisions of contractual plan buyers than in (hg de-
cisions of regular account purchasers. Sales representatives reportedly initiated
half of the contractual plan transactions, and in one-third of the cases they were
identified as the most important influence in the choice of the particular fund.
One-third of regular account investors assigned the strategic role to sales.me'n
in each phase of the investment decision. Half of regular account buyer§ indi-
cated that they took the initiative, and one-third said they selected their own
fund. Two-fifths of contractual plan investors took the first step, and less than
one-fifth chose their own funds. Furthermore, well over two-fifths of contractual
plan buyers (compared with one-seventh of regular purchasers) reportefl the
advice of friends and relatives as the most important influence on the choice of
the particular fund. .

Close personal relationships between buyers and sellers have considerable
bearing on the conditions under which mutual funds are sold. About a fifth of
regular account, and about a third of contractual plan, transactions appeared to
be handled by a sales represeniative who was also a friend or relative of the
purchaser. Comments made in the personal interviews suggest that the personal
relationships between buyers and sellers also have significance for the character
of responses at many points in the Survey. A considerable number appeared re-
luctant to provide interviewers with information which might reflect adversely
on the sales representative, and some seemed to attribute certain statements to
the sales representatives on the assumption that such statements were required
by securities regulations.

About 25 percent of regular purchasers reported no meetings with the sales
representative, but virtually all contractual plan buyers reported that such meet-
ings did occur. This different pattern of contact with the sales representatives
suggests that regular account buyers more frequently relied on the broker-dealer
firms with which they traditionally did business. Greater contact between con-
tractual plan buyers and sales representatives is probably a reflection of the
basic method of retailing such plans—personal calls on prospective clients in their
homes or places of business. While a large majority of the meetings with con-
tractual plan purchasers occurred in this setting, the proportion was much smaller
for regular accounts. The more striking difference, however, is indicated in the
fact that, in relative terms, five times as many regular account respondents as
contractual plan buyers reported that the meetings took place in the offices of
traditional broker-dealer firms.

Investors who met directly with sales representatives had an average of three
meetings. The average time spent in all meetings by regular purchasers was
between 1 and 2 hours, while purchasers of contractual plans spent approxi-
mately twice as much time with the salesmen. Sales representatives working
through firms specializing in mutual funds seemed to make the greatest selling
effort. They typically had direct contact with a larger percentage of their
clients than did representatives of firms engaged in a general securities busi-
ness, and they spent considerably more time with them. Finally, mutual fund
specialists saw relatively twice as many clients at home as representatives of
NYSE member firms or other member firms of NASD.

Surprisingly, 20 percent of regular account and 10 percent of contractual plan
purchasers reported that they did not receive the fund's prospectus. In addi-
tion, a small number of regular purchasers did not remember. It should be
noted that a failure to deliver a prospectus in connection with the purchase of
mutual fund shares is a violation of law. Investors who did not receive the
prospectus knew less about mutual funds than buyers as a whole. Yhether they
were poorly informed because they did not receive a prospectus, or whether
their reported failure to receive a prospectus is simply evidence that they did
not know what a prospectus was, clearly cannot be determined. In any case,
regular account investors in the no-prospectus group who met with salesmen
spent less time in the meetings than the average investor in the Survey, and
contractual buyers spent substantially less. A majority of regular buyers in
the no-prospectus group were customers of member firms of the New York
Stock Exchange, and the same sales representative had previously sold to many
of them both mutual funds and other securities.

VI. Investment counseling

As indicated above, salesmen were reported to have initiated from a third to
a half of all purchases of mutual funds, and in addition were the most important.
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influence in selecting the particular funds acquired by one-third of all purchasers.
Thus the salesman played a major role in determining both the entry of mutual
funds into the portfolios of investors and the particular funds selected. A num-
ber of questions in the Survey were directed toward the problem of investment
counseling or provision of investment advice by sales representatives of mutual
funds. While it is clear that the answers to these questions cannot reveal in
detail the quality of advice received, they do provide a broad impression of
the extent of this activity.

Apparently, sales representatives made inquiries about the incomes, financial
assets, and financial obligations of about one-third of regular respondents with
whom they had contact, and a somewhat higher proportion of contractual plan-
holders. These responses seem to indicate that in about 60 percent or more of
the cases the sales representative made no inquiry into these matters. It may
be noted that the Rules of Fair Practice of the National Association of Securi-
ties Dealers requires that in recommending to a customer the purchase of any
security, a broker-dealer must have reasonable grounds for believing that the
security is suitable for the customer on the basis of the facts, if any, disclosed
by the customer as to his financial position and needs, and the NASD has taken
the position that the failure of a purchaser to volunteer information does not
relieve the salesman of his duty to inquire. While in many cases prior informa-
tion which the salesman may have gained through continuing customer-client
relationships or close personal ties may satisfy his obligation, the proportion of
transactions in which the salesman seemingly made no inquiry into investors’
financial position would appear inevitably to involve some violations of the rule.

The failure to inquire into investors’ financial positions would seem of particu-
lar importance in the case of periodic contractual plans. The concentration of
sales charges in early periods of such plans makes them appropriate investment
media only if there is a high probability that they can be carried through to com-
pletion, but they are questionable choices for contingency or “rainy-day” savings
which the purchaser may need to fall back on to meet various emergencies.

Between 80 and 90 percent of all purchasers who had contact with salesmen
reported that salesmen had initiated one or more of such topics as: tax treat-
ment of payments from the funds, general income tax problems, quality of invest-
ments, taxes on investors’ estates in the event of death, and problems relating
to wills and trusts. Fewer than 20 percent of respondents said that the salesmen
advised them to consult an attorney or financial adviser. Whether the training
of mutual fund sales representatives equipped them to handle this array of com-
plicated legal and financial topics is an open question.

In comparing funds, it was reported that salesmen had commented broadly on
the suitability of a particular fund to the investor’s needs, had referred to invest-
ment objectives of different funds, or had made general statements indicating
that a particular fund was best. But on such topics as comparative sales
charges, comparative expenses, or comparative performance, the responses indi-
cated only negligible attention.

Some information was collected in the survey regarding the portfolios of
mutual fund share purchasers. These data were limited to qualitative indica-
tions of the presence or absence of certain asset holdings at the time of purchase
of mutual funds. They do not, therefore, reveal much detail on the total port-
folios of mutual fund buyers. Nevertheless, they disclose some qualitative infor-
mation relating to the assets of mutual fund buyers that may also have some
significance in appraising the appropriateness of the investment decisions of
these purchasers.

Of particular interest are those buyers who apparently held no assets other
than mutual fund shares. These investors whose sole investments consisted of
mutual funds constituted only about 3 percent of buyers on regular account, but
included about 10 percent of all contractual plan buyers in the study. These
contractual plan buyers had incomes averaging about $5,000. Typically, they
were heads of families, of early middle age, with three or four dependents.
Their coverage by life insurance was at the low end of the $5,000-$10,000 range.

It should be noted that about two-thirds of the purchases of this group were
reported as initiated by mutual fund salesmen, as compared with a little less than
half for contractual plan buyers in the sample as a whole. Given the deficiencies
of the contractual form of mutual fund buying as a means for establishing con-
tingency reserves, a question is raised as to the propriety of the sale of con-
tractual plans to this group.
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VII. Description of fund shares

To obtain an impression of the general description of mutual fund shares by
sales representatives, investors were asked a series of questions concerning state-
ments made during the discussion of the transaction covered in the survey. The
overall image which emerges about investors’ conception of mutual funds as de-
rived from sales representations seems to be as follows: mutual fund shares are
safe, relatively liquid assets which simultaneously provide the benefits of profes-
sional management and diversification. A large majority of respondents indi-
cated they were told fund shares could decrease in value. A sizable number
also reported that sales representatives said that shares were like savings ac-
counts. It should be noted that the Securities and Exchange Commission’s State-
ment of Policy on mutual fund selling material forbids any representation or
implication that shares of an investment company are similiar to savings ac-
counts. A fair proportion of regular account and a somewhat larger proportion
of contractual plan investors said the sales representative discussed mutual
funds as a possible hedge against inflation. The vast majority of contractual
plan buyers said that the sales representative mentioned such plans as a means
to encourage savings.

About 60 percent of investors reported that sales representatives said the
shares of their funds were registered with the Securities and Exchange Com-
mission. In addition, some 40 to 50 percent also said that mutual funds’ man-
agement and investment policies were presented to them as being supervised
or controlled by the Securities and Exchange Commission or other agency of
the Federal Government. It should be noted that the Statement of Policy also
forbids any reference to registration or regulation of a mutual fund without
explaining that this does not involve supervision of management or investment
practices or policies.

Some evaluation of the impact of sales representatives’ statements on in-
vestors’ decisions to buy mutunal funds can be made—but not with much preci-
sion. In general, according to respondents’ replies, the effect was greater
among contractual plan purchasers than among those who acquired regular
accounts. The suggestion that fund shares are like savings accounts apparently
was the statement with the most influence on investor decisions. Moreover, a
large proportion of contractual plan buyers were impressed with the argument
that this type of plan encouraged saving. Both groups attributed some signifi-
cance to the statement that fund shares provide a hedge against inflation, but
the frequency was somewhat higher among contractual plan investors. Finally,
while a sizable proportion of all investors may well think that mutual funds’
management and investment policies are supervised or controlled by the Securi-
ties and Exchange Commission, few explicitly mentioned this as a factor in their
investment decision.

VIII. Description of fund operations

To shed light on the role of sales representatives as sources of information
concerning certain technical aspects of mutual funds, investors who met with
salesmen were asked about the latter’s explanations of several basic features of
mutual fund operations. The vast majority in both groups said that sales rep-
resentatives explained the investment objectives of their particular funds. A
substantial proportion of contractual plan respondents, but fewer regular plan
investors, indicated that salesmen explained the expenses incurred by the fund
for investment management and administration.

A substantial majority of regular account investors reported that the sales-
men described the amount of sales charges which would be deducted from the
amount paid for the fund shares. Eighty-two percent of contractual plan pur-
chasers said that they had been told what proportions of their payments would
constitute sales charges during the first year of the plan; 6 percent answered in
the negative, and the rest did not remember. About two-thirds of the contrac-
tual plan buyers also reported receiving an explanation of the sales charges over
the life of the contract.

An attempt was made to determine whether a link between sales representa-
tives' description of fund operations and the level of investors’ understanding
of these operations could be found. The overall results were mixed. For
regular account buyers who met with salesmen knowledge of sales charges, ex-
penses of funds, and sources of fund incomes seemed to improve somewhat with
the number of meetings held, but this was not true of contractual plan investors.
For both groups there was no apparent relationship between aggregate time
spent with salesmen and the level of knowledge.
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Regular account and contractual plan investors who reported that the sales-
man had explained sales charges showed greater understanding in this area
than those who answered in the negative. Investors who reported that the
salesman had described the fund’s expenses for investment management and
administration also knew more about these matters than those who said they
did not receive such an explanation. Nonetheless, as noted below, even the
groups who reported being informed of fund operations exhibited modest levels
of understanding in these areas.

It must be emphasized that the finding of some relationship between reported
statements by salesmen and knowledge must be interpreted with caution. A
positive finding may well indicate that sales presentations were informative;
but to some degree they may also reflect an inherent bias in the way respondents
typically reply to questionnaires of the sort used in the survey—namely, re-
spondents who are not familiar with the information requested or terms used
may be inclined to suggest that the salesmen had not discussed the relevant
points. Alternatively, investors may have assumed that the issues were covered
because the questions were asked.

IX. Representations about changes in market values

Among those mutual fund investors who had direct contact with their mutual
fund salesmen, about 90 percent indicated that salesmen commented upon pos-
sible changes in the market value of fund shares. Between 50 and 60 percent
of respondents reported that salesmen emphasized that share prices were equally
likely to rise or fall in a year or less, and from 30 to 40 percent indicated that
share prices were more likely to rise than to fall in this same period. About
10 percent of regular respondents and a somewhat higher percentage of con-
tractual plan buyers reported that even for the short period of a year or less
salesmen had emphasized either a strong chance of a rise with almost no chance
of fall, or the prospect of an almost certain rise in prices. With respect to fore-
casts of share price changes emphasized by salesmen for periods longer than a
year, about three-quarters or more of the responses indicated relatively re-
strained comments. Thus about 30 percent indicated an equal likelihood of rise
or fall, and about 45 percent, the somewhat greater likelihood of a rise than
a fall. A quarter reported that salesmen indicated either that there was a strong
chance of a rise with almost no chance of a fall, or that a rise in price was
certain. Moreover, among this last group, 10 percent or more of respondents
meeting with salesmen reported that salesmen emphasized that in the long run
the rise in value was certain.

In addition to questions of the probabilities of general rises and falls in share
prices, an attempt was made to elicit information regarding any specific rates
of change suggested as likely by mutual fund salesmen. About 20 percent of
all respondents who met with salesmen reported stress on some specific amount
or rate of growth. Among respondents who reported stress on specific amounts
or rates of growth in share values by salesmen, a majority indicated that a
periodh of 10 to 14 years was emphasized in connection with the forecast of
growth.

The Commission’s Statement of Policy on selling literature for mutual funds
requires that charts and tables used in such material cover the life of the com-
pany or the preceding 10 years or longer periods in multiples of 5 years. The
concentration of reported emphasis of growth by salesmen over a period of 10
to 14 years suggests an association of future prospects with the historical record
as described in the prospectus and associated material. In addition comments
by contractual plan investors also suggest an attempt to link prospective per-
formance with the periods of the plans, which largely had a similar duration.

For regular account buyers, almost 10 percent of those meeting with sales
representitives, or about half of the group reporting salesmen’s emphasis on
specific rates of growth, reported that salesmen had emphasized rates of
growth of market values of shares of double or triple or more. Among those
buying contractual plans over one-half of those reporting salesmen’s emphasis
on specific rates suggested that a doubling or more of fund asset values might
reasonably be anticipated.

The overall impression conveyed by the responses summarized in the preced-
ing discussion is that a majority of mutual fund salesmen for both regular
accounts and contractual plans exercised restraint in discussing prospective
changes in the market values of mutual fund shares with buyers. But this
record also discloses much less restraint by some fund salesmen. This latter
group apparently put heavy emphasis on the growth in market values of mutual
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fund shares during the stock market boom of the 1950’s, and conveyed to buyers
a strong impression that a similar performance was a reasonable likelihood

for the future.

X. Investor knowledge

The study included a survey of investors’ knowledge of sales charges of their
own and other funds, expenses of funds for investment management and
administration, and the important sources of funds’ earnings. In addition,
attention was given to a few special characteristics of contractual plans.
Finally, relationships between investors’ knowledge of mutual funds and various
characteristics of investors, the funds, and sales intermediaries were also
explored.

fn appraising the extent to which mutual fund investors are informed about
their underlying investment, it is well to bear in mind that guidelines do not
exist which would make it possible to compare mutual fund investors with other
classes of participants in financial markets. Thus one cannot conclude that
mutual fund investors are either better or more poorly informed than pur-
chasers of listed or over-the-counter stocks, or holders of savings accounts in
general, or purchasers of insurance, among others.

Moreover, it is well to bear in mind that a survey of investor knowledge of
mutual funds does not necessarily imply that mutual fund organizations or
salesmen are primarily responsible for whatever state of knowledge is found
to exist, or are responsible in greater degree than are the sellers of any other
commodity or service. Nevertheless, despite the lack of comparative data for
buyers of other financial claims, information on the state of knowledge of buyers
of mutual funds is important in revealing the nature of the market in which the
funds are sold, the kind of sales strategies likely to be operative, and the nature
and extent of competitive pressures which are likely to bear on those selling
funds. For this purpose what is relevant is not only investors’ knowledge of
the securities they actually bought, but also their comparative knowledge of sales
charges, expenses, and performance of other funds, and other available alter-
natives.

From the evidence derived from the Survey it seems clear that mutual fund
buyers had only a modest understanding of their investment. While they
made some use of the prospectus, they appeared to place heavy reliance on in-
formation from and the recommendations of sales representatives, friends, and
relatives, and to use relatively few outside sources of financial information.

Sources of information.—The average time devoted to reading the prospectus
was a little over an hour for regular purchasers, and a little less than 14 hours
for those who bought contractual plans. Few purchasers apparently made use
of information other than that provided by sales representatives of the funds.
About 40 percent mentioned other sources of information, but these were mainly
friends, relatives, and other purchases. About 10 percent of purchasers men-
tioned financial sections of newspapers or other financial publications.

Sales charges.—While more purchasers were informed on sales charges than
on other elements of their investment security, for most their knowledge was in-
complete and often inadequate. Among those who bought funds with sales
charges on regular account, about one-eighth apparently thought they paid no
sales charge, and an equal proportion did not know whether they did or not.
In addition to those who believed that they did not pay a sales charge or did
not know whether they did or not, over one-quarter could make no estimate of
its amount. Overall, less than 40 percent provided a reasonable estimate (taken
here as 7 to 9.5 percent) of the sales charge they had paid. On the other hand,
over 90 percent of those who purchased no-load funds stated that they had paid
no such charge.

In contractual plans, a substantial part of the sales load is deducted from
periodic payments made in the first year (the “front-end load”). For most
plans (and all but one in this survey), the sales load during the first year was
about 50 percent, to which was added custodian fees and other administrative
charges. As noted at various points above, the distribution of these charges
over the number of instaliments is important for purchasers of contractual
plans because if the plans are not carried to conclusion, the overall sales charge
would be higher than that applicable over the life of the plan; and if the plan
is terminated in early years, the loan can result in substantial absolute losses
unless the stock market exhibits substantial gains.

To determine their understanding of the level and structure of contractual
sales charges, planholders were asked to estimate these charges for the first
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year, during the first 2 years, and over the life of the contract. Forty percent
of contractual plan purchasers could make no estimate of the first-year sales
charge, and only about two-fifths of purchasers of these plans placed the first-
year charge within a reasonable range (taken here as 40 to 60 percent of the
payments in the first year).

Considerably fewer contractual plan buyers knew the level of the sales charge
over the life of the contract. About two-thirds could make no estimate of
what it might be, and somewhat fewer than one-fourth of contractual purchas-
ers provided a reasonable estimate (here taken as 5 to 15 percent). As regards
the effective sales charge which would be applicable if the funds were redeemed
within 2 years, over 75 percent attempted no estimate, and only 5 percent of
contractual respondents made a reasonable approximation of the charge.

Generally, mutual fund buyers had little knowledge of alternatives. About
three-quarters of regular purchasers who paid normal sales charges did not
know whether there were funds with sales charges which were higher or lower;
about the same proportion was unaware of the existence of no-load funds.
Among investors in contractual plans, a somewhat higher percentage was una-
ware that fund shares could be purchased with sales charges different from that
of the fund they bought. A similar proportion was not aware of the availability
of no-load funds.

Fund erpenses.—Investors’ knowledge of annual expenses incurred by their
funds for investment management and administration was approached in two
ways. They were asked to estimate these expenses as a percentage of assets
and as a percentage of funds’' annual incomes. About 70 to 80 percent of all
purchasers could make no estimates of these expenses. Of those that could, esti-
mates on the asset base tended to be too high, and those made on the income
base tended to be too low.

To determine whether investors in funds with low expense ratios were aware
of differences in the expense ratios of their funds as compared to funds as a
whole, estimates of purchasers of six funds at the low end of the expense ratio
scale were compared with those of regular investors as a whole. There appeared
to be no significant difference between the estimates of shareholders in funds
with low expense ratios and shareholders as a whole. Buyers’ lack of knowledge
of fund expenses and their apparent inability to compare such expenses suggest
that funds’ expense ratios will have little competitive effect on sales,

Sources of earnings.—Investors’ knowledge of the sources of earnings of their
funds, which is a rough indication of their understanding of the performance
and risk implications of mutual fund investment, was somewhat greater than
their knowledge of expenses. But there was evidence that a considerable number
had either a vague impression or a clear misconception of the functions performed
by their funds. For example, almost 20 percent did not know whether funds
derived earnings or profits from buying and selling securities in the stock market,
about 25 percent thought that sales charges paid by new investors contributed
to earnings of their funds, and an additional 30 percent were uncertain on this
point.

The front-end load and periodic payments associated with contractual plans
suggested two questions bearing on purchasers’ understanding of these features.
On the isue of whether there was any financial disadvantage if a contractual plan
were not carried out, 60 percent indicated that there was a disadvantage, but
almost a third said that there was not. This evidence of lack of knowledge of
the implications of the front-end load is reinforced by reports from those re-
deeming plans, as discussed below.

XI. Investor expectations

One of the findings of the present study was high investor expectations regard-
ing the prospective performance of both the stock market in general and of mutual
funds relative to the market. Despite the sharp rise in stock prices over the
preceding 10 years, one-third of regular investors and almost one-half of con-
tractual plan buyers who indicated a familiarity with the past performance of
their funds expected them to do even better in the next 10 years. More than 80
percent of both groups expected them to perform as well or better, and fewer
than 20 percent expected them to do less well than during the preceding decade.

Those who were able to compare their funds with other corporate stocks almost
unanimously expected their funds to do as well as or better than the stock market
generally in the 10 years ahead. Half of the contractual plan buyers expressing
an opinion and almost as high a proportion of comparable regular account buyers
expected their funds to do better than the market. In comparing the perform-





