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The conclusion which I would draw from all this, and Y comment
in conclusion is that on behalf of IDS, we would urge the committee
not displace a system which we believe 1 working well and is working
offectively, with a new and an untried system, having unknown and
anforeseeable consequences. '

Mr. Chairman, this would conclude the remarks which 1 had on the
points which 1 particulaﬂy wanted to stress in my oral comments.
I shall be pleased to answer, or to attempt to answer, any questions
which the committee might have. _ :
Mr. WATKINS. Mr. Chairman, I have a question.

Mr. Moss. The Chair will recognize the gentleman from Pennsyl-
vania.

Mr. WATKINS. Thank you, Mr. Chairman. I just wonder what
your opinion would be. Let’s suppose now, let’s take for grante
that this bill is assed, what effect would it have upon you in employ-
ing salesmen ? ould you employ salesmen on this basis of 5 percent ?
r. LoErFLER. NO, sir; T don’t believe that we could: We would have
to go to some kind of a part-time <alesman system, I think.

Mr. WATKINS. YOU would have to do away with your regular trained
salesmen and goto part-time salesmen. :

Mr. LogrrFLER. We would have some who undoubtedly could con-
tinue under that, SOTe, but we could not maintain the distribution sys-
tem that we Now have 1n the manner i1 which we operate o1 that scale;
no, sir.

Mr. WarkiNs. In other words, I could be working for a grocery store
- and selling insurance at night. f ‘
" Mr. LOEFFLER. YeS, gir. I think we would almost have to g0 to that
kind of a system. :

Mr. WATKINS. Would you be left in a position where you would say
that that person would not be trained properly to consummate sales?

Mr. LogrrLer. I don’t think we could train them the way we do to-
day ; 1O, SiT-

‘Mr. WaTKINS. YOU don’t?

Mr, LoprrrEr. If 1 might elaborate one moment. We figure that it
costs IDS approx'mate].y $15,000 before we have a sales representa-
tive trained, validated, and on 2 permanent basis. We subsidize the
salesman during his first year and 1n his training period. Our training
material—one set of it would stack to here [indicat'mg]——-—is extensive
because our endeavor is to get men who remain full-time career sales
representatives. We simply couldn’t do it and the kind of men we want
couldn’t earn their living. X Lo

Mr. Warkins. I wouldn’t think so, not from your figures which you
give us on one of these pages, 12 or 13, where you Sy that $7,283 is the
salary, the complete salary for a man for a year. You would be reduc-
ing that salary. ‘

Mr. Lozrrrer. That would be reduced to $5,200 a year under the 5-
percent proposal. ‘

Mr. WATKINS. From $7.233 to $5,200¢
My, LogrrLEr. No, sir; I take it back. The reduction to $5,200 would
be from the 1966 figure of $8,100. From the 1967 figure it would be
much less.

Mr. Warkins. In other words, it would injure your business. NOW
would you g0 28 far as to say you would get out of the business if this
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