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going. Tt means that he will get $1.75 every. month if this client puts
in $50. If he has 50 of these plang going let’s say, this is $87.50 a

month income to him; Assuming 20 bercent attrition along the way,

open accounts to anywhere near ag high a degree, However, this
would result in about $450 3 month income to the salesman ag com-
Pared with $60 g month in the cage of the open accounts, or level
charge plans, Ll e e R
I think you will agree this is not, g very high income,‘average or
below average. So the registered representative would have to have
many, many more than 50 plans going, and in the case of the average
Tepresentative, it will take him af least a year to institute 50 plans,
Well, if we had to sell only the open account, as T said before, we
would just be out of business. The only other alternative would be for
the registered representative, and we ourselves as dealers, to deal only
~ with wealthy people who ‘could put in thousands of dollars, and
- thereby we could get, an adequate commission and income for our-
selves, or we could go into another businegs, SRR
Mr. Moss. Mr, Allen, do I understand you to say that this condition

Mr. Arrnx, Yes, sir. G €0 ; :

‘Mzr. Moss. How do you explain then the strange phenomenon of my
State of California, where with about 10 bercent of the population of
the Nation, we merchandise 23 percent of the mutual fund shares?
There isn’ another State that equals it, kS . :

r. Arren, T ‘understand that, : : SR
r. WaTkiNs, Ttiss large State, : . S o

Mr. Moss. Does that give the selling forces more vigor, more
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Mr. ArreN. T think that one interesting statistic to investigate
‘would be what the. average sale is in California, Ry :
- Mr. Moss, We'agre'goi_ngto do that. i ‘ S

a decent income in California, or anywhere else, he would have to
make‘relatively large sales, and it would seem to me that this might




