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quitable opens the door

“This is Your FBI™ program helps 704000

life insuranece salesmen expand business
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1947 764,234,500 $69,261,616 2.1 % 950,000

1948 5666,884,789 368,326,660 10,7 $1050,000
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by spproximately the same amaunt of
business they could trace directly to
their radio ||r-nII||||i|rlll.

Equitable decid: in the ?'-|II iJI;.: af
15945 1o wse network radio 1o help open

daors Lo leeir agents aind back up Ui
selli B with  instetutienal  messages.
The agency, Warwick & Legler, New
York, corcerved a program based on
actual case histerics from the files of
the Federal Bureau of Invest

Director 1. Edgar Hoover apgproved
the idesw, and thus was o This fs
Your FRI.

Thl' "-Itll'ﬂ is 1'.lrl'fLI||\ chiecked v
FEI afficials nad alone for technical ac
curacy, bat for the {aithiulness wiih
which it poriravs the thinking and ol
jectives of the FBI and for s “crime
does not pay™ theme, This coopera

n
enaldes the npenng  announcemend o

label the progran * . the offieial

breadeast from the Files of the Fed-
eral Burean of Investips:

semiedd as a public service. |

The program, produced (also writ-
ten and directedl for the ncy by
J-l'l'l':. I:II"I.iIJI'. larted on ABC in 1|||:i.|_
1945, A carclol studv of the audicnes
“ral-

ag

compasition of progroms with g

Iv zimyilar Formals convimeed
aflicinls thar This Is Your FBI sucln

i allracl a mmpss= I’.Iillill.-l'ulll' atplienee

with a high proportion of listeners in
upper and middle income groups.
Men and women should strongly
dominate, and a substantial proporiia
aof the families should inclode adults
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highly proft

to. The progrs

bl wie 1o talk insurance

1 saceeeded even lsetler

than expected in altracting just =uch

an audience

.I.I:II' el recend ,|l|.|i|'||-c~|' RHETRIN L B
| 515 .IJI.||:|I-i'\-, ]I-\IIVI'I‘I wun '\i-|l|-ul|| dalka
{awr Fl'll,-"ul.,llrh_ 1948, shows tha 33°
and 3%, respectively, of the families
who listen to Your FBI are in the
upper  and  middle  income  groups
I'-Illl:l'ﬂlrl:'\l' per cent of the listeming
families represented have 1o lwo
-||i|-:|r-:~|r. B h.“r' |i||nl' O FeEr e
:'."i\l:u bW per ooenl of the Tamilies have
|'|L2|!| sihi cducations, 21° I'||||||'r'l'_
-I-I-"'n' i® Lk L LT h"lll"il' 1!|.|t the
apdicnee paltern is substantially  the

same loday.
Children compose only 17.
the audience, only slightly maore, Tor
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- EQUITABLE OPENS DOORS
| (Continged from page 200

example, than Lux Radic Theatre's
16,55 juvenile fans, I's interesting Lo
compare this ratio with the 35.7% kid
listenership to Lote Ranger.

Advertising mannger Leslie R, Shope
redurned to Equitable from the
in December of 1945, Oee of the first
jobs assigned Col. Shoje was to find a
wiy 1o make that advertising budget—
about SRELEKD, practically all going 1o
radie—mmore productive,

A big reason that more insurance air
advertising hax failed than secceeded
in the last 20 years is a failure to un-
derstand the role of audioselling. The
reason for such a lack of understand.
ing oaly becomes clear when it is real
iwed that few real advertising men sit
in the adverticing manager's chair ot

imis] iNAHEATEY O puEies.

By May of 1946 the Equitable had
worked ouf a plan to harmess some
of the tremendows persuasive power
of radio to help sell Equitable policies.

The idea wo= 1o organize the air
solling around & series of promotions
over & period of about ten weeks, The
promotions would cover some five
fundamenial themes, such as home-
owiership. adecationsl fund, retire
ment incoms, ete. Key to the plan was
to persaade the men and women of
Equitable’s field foree to scoept and
follow carcfully s campaign  boilt
a:;n:nd the series of broadeasts on each

itlea.
| The erucial point is that individaal

unlerwriters, or salesmen, work for
agencies whe are affiliated with the in-
| surance company by contract. They
i are free 1o follow their own devices
in obtaining and selling prospects, sub-
| ject only to the head of the ageney.
For each scheduled promotion s
| rales kit explains, illustrates and dem-
 onstrates each step of a procedure
by which an agent can make immedi-
ate sales. The program commereials for
the period of cach promotion sinesses
the particular phase of protection fea-
tared in the sales kit, and refterate the
improrimnee of the ogend,

Preceding each scheduled broadesse
promotion. each ageney manager re-
| evives an advance sabes kit accompanied
| by o letter froms Equitable’s agency
vice-president Yineent 5. Welch, which
sells the new promeotion.  Incheded is
an sulline for conducting sgency and
dhistrict meetings relative 1o the pro-
ik o, i Please furn o page 520
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| sibilities for agents,

| ape mailed 10 pew prospects plugging

[ 215, nmd has consistently been among
| the toprated shows regardless of class.

EQUITAEBLE OPENS DOORS
iContinaed from page 441

Eguitabde  ftems, carrpes  [ealure
articles that high-light the sales ps.

The first wight-week promoticn § May
S June 28, 1996} featured an * Assured
Home Ownership”™ plan.  Seventy-four
ngents  participated.  They soldl 208
policies amounting to 1500000 5= a
direct :rr;u'l af uging thi |m|;ru'rl4;q.il;||1.
The  fourth IJI‘umulinrl foundd 489
I].FEIL‘L‘F III:I Ll “lE I'.IIII I“nr L‘I'H" I:IlllllJI
||ru||11.lliu:| 1,1.“3 were o on the fnte
grated campaign,  They sold BN
predicies amounting to §13, 1534402,

Some LN poctcards each wesk

the currenl promotion and ihe radio
program, to which the prospect is in-
vited to listen for furiher details, Just
starting the nermal winter climb in
pafing, the show had a Hooper 112
i Ovtober 70 and o Niclsen 12,01 1 Saopi,
5. It has had a mid-Winier NE1
soting a5 high as 2008 | lagt Janusry

ilication, since s first year.

Thes Is Your FBI puts the Esgujt
able sales mesages inlo th= rars of an
average of 160U people ol the
rate of approximately 51 for each
1170 listeners.  Here are some typical
ways in which agents in the Gebd ose
the pronwdions:

Charles  J.  MeGinn | Dickenson
Ageney b, Philadelphia, sent a better on
hinamcing of momgages with a radis
posticard  urging  prospects Qoo lisZen.
From ihese iwe pieces plus ihe pro-
gram he got 257 of the inierviews |
wshod for and sald 350,000 warth of i
business,

In Providemee, R, 1. Jacksen H.
Skilling= (). D, E. Jones Agerevi |
mibed 50 cards a week for the period |

[ of the Retirement Income promoetion |

and followed with calls. He sold 17
prospects in the eight weels of the |
promation.  Bosiness  amounted o |

| BT 000,

The moal recend  prommein 1J'HH|.‘I
17-Aug. 199 for which resulis have
bewn aalited reveal thar 8282 agents
wok pant in selling 8,739 policies
amounting 1o 518,185,251, These fig.
wris as well as those jor the oo previ.
ous promedions feprescns 8 subs antial
increase over the same period in "3
Equitable believes they hove only be
gun o tap the opporiunities for fur
ther sales imtegration and market de
velaguent, A




