










 
       

Report of the Mutual Fund Task Force: 
Mutual Fund Distribution   

 
 

NASD formed the Mutual Fund Task Force (“Task Force”) to consider issues relating to soft 
dollars, mutual fund portfolio transaction costs and distribution arrangements.  The Task Force 
was established after discussions between the Securities and Exchange Commission (“SEC”) and 
NASD staffs, to provide guidance to the SEC as it considers these issues.1
 
The Task Force is comprised of senior industry executives who represent broker-dealers and 
mutual fund management companies, as well as representatives from the academic and legal 
communities.  The Task Force divided its work into two phases.  In the first phase, it considered 
mutual fund portfolio transaction costs, particularly “soft dollar” services and disclosure.  On 
November 11, 2004, the Task Force submitted its Report on these issues to the SEC.2
 
Immediately following the submission of its Phase One Report, the Task Force commenced its 
work on Phase Two, which covered distribution arrangements, including fees paid pursuant to 
Rule 12b-1 under the Investment Company Act of 1940 (“1940 Act”) and revenue sharing.  This 
Report presents the results of the Task Force’s deliberations on these issues. 

 
I. Background and Summary of Task Force Recommendations 

 
Mutual fund investors pay for the distribution of fund shares in a number of direct and 
indirect ways, including front-end, back-end and spread loads paid directly by investors, 
Rule 12b-1 payments paid from fund assets, and revenue sharing payments made by the 
fund’s adviser.  The adoption of Rule 12b-1 in 1980 and the development of multiple 
class funds encouraged an array of fee structures.  As funds developed new distribution 
channels, such as fund supermarkets and the retirement market, the number of alternative 
fee structures increased.  Thus, for example, load funds can be offered on a load-waived 
basis in some markets, “no load” funds may pay service fees to broker-dealers and 
investment advisers, and multiple class funds offer an increasing number of choices to 
retail and institutional investors.3   

                                                 
1   See SEC Rel. No. IC-26313 (Dec. 18, 2003), 68 Fed. Reg. 74819 (Dec. 24, 2003).  See also SEC Rel. 
No. IC-26356 (Feb. 24, 2004), 69 Fed. Reg. 9725 (Mar. 1, 2004) and SEC Rel. No. IC-26591 (Sept. 2, 
2004), 69 Fed. Reg. 54727 (Sept. 9, 2004). 
 
2   See Report of the Mutual Fund Task Force on Soft Dollars and Portfolio Transaction Costs, November 
11, 2004 (“Phase One Report”), available at: 
 http://www.nasd.com/web/groups/rules_regs/documents/rules_regs/nasdw_012356.pdf. 
 
3  A multiple class fund has one portfolio and one investment adviser, but offers more than one class of its 
shares to investors.  Each class represents a similar interest in the mutual fund’s portfolio.  The principal 
difference between the classes is that the investor pays different types of distribution fees depending upon 
the class chosen. 



The Task Force reviewed the history of Rule 12b-1, including the purposes for which it 
was adopted and the use of the rule by the fund industry.  The Task Force also discussed 
different forms of distribution payments and the extent to which these payments serve a 
legitimate purpose in the distribution of mutual funds.  In particular, the Task Force 
considered investor understanding of the existence of revenue sharing and differential 
compensation and the potential conflicts that these payments may present.  Finally, the 
Task Force reviewed the development of multiple class funds and their effect on investor 
understanding of mutual fund distribution costs.  
 
The Task Force believes that many of the developments in distribution payments since 
the adoption of Rule 12b-1 have benefited investors by allowing them to choose to pay 
distribution costs up-front, over time, or when fund shares are redeemed.  At the same 
time, the variety and complexity of these choices, and the fact that many distribution 
costs are incurred at the fund level, may tend to obscure the extent of these costs and the 
incentives that they may create.  
 
The Task Force concludes that the most important changes that the Commission should 
consider are those that make the costs and potential conflicts associated with mutual fund 
distribution more visible to the retail investor.  In the Task Force’s view, the Commission 
should require that a broker-dealer make available to investors, at the point of sale, a 
short, easy to understand document that describes the salient features of a fund, including 
revenue sharing and differential compensation arrangements (the “Profile Plus”). While 
this disclosure would include fees and expenses and the existence of particular incentives 
at the dealer level, it also would summarize information about the fund’s investment 
strategies, risks and other significant features.  This disclosure would build upon the 
Commission’s recent initiatives in this area.4  
 
The Task Force recommends that a broker-dealer be required to provide the Profile Plus 
on its web site and refer investors to the disclosure, unless an investor opts out of this 
form of delivery.  By referring an investor to a point of sale document on its web site, a 
broker-dealer could provide disclosure in a timely and comprehensible manner at the 
point of sale.  Web site delivery of the Profile Plus also would provide investors with 
ready access to additional, more detailed disclosure through hyperlinks to the fund 
prospectus and a dealer disclosure statement concerning revenue sharing and differential 
compensation arrangements.  Web site delivery would allow investors to compare funds 
offered by their broker-dealer.  By giving investors a short disclosure document with 
access to further information through hyperlinks, the Profile Plus would allow investors 
to review as much or as little detail about a fund as may be desired.  The Task Force also 
urges the Commission to issue interpretive guidance providing that an investor’s access 
to the Profile Plus, the full fund prospectus and the dealer disclosure document through 
                                                 
4   Proposed rule and form amendments would require broker-dealers to provide certain information about 
mutual fund costs and dealer incentives at the point of sale and in confirmation statements. See SEC Rel. 
No. IC-26341 (Jan. 29, 2004), 69 Fed. Reg. 6438 (Feb. 10, 2004) (the “Point of Sale Proposal”).  The 
Commission recently reopened the comment period on these proposals and issued a supplemental request 
for comment.  See SEC Rel. No. IC-26778 (Feb. 28, 2005), 70 Fed. Reg. 10521 (March 4, 2005) (the 
“Supplemental Request for Comment”).  
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the Internet would constitute delivery of these documents for purposes of the federal 
securities laws. 
 
The Task Force’s recommendation of the Profile Plus and the manner in which it should 
be delivered were guided by the results of in-depth, in-person interviews conducted with 
individual investors.  These interviews indicated a high level of enthusiasm for the 
information set forth in the Profile Plus, and a preference for web site delivery of the 
disclosure.5   
 
In addition to its disclosure recommendations, the Task Force recommends that the 
Commission consider changes in the substantive regulation of mutual fund distribution 
arrangements.  The Task Force recommends that the Securities and Exchange 
Commission consider the following measures:   
 

• Update and modernize the findings that a fund board must make in approving and 
continuing a Rule 12b-1 plan; 

 
• List Rule 12b-1 fees in the prospectus fee table solely in a manner that describes 

their purpose, e.g., as “distribution and shareholder servicing fees,” without 
reference to a rule number that may be confusing to many investors; 

 
• Mandate better disclosure to investors about the costs of Class B shares and, 

along with NASD, consider other regulatory issues concerning Class B shares; 
and 

 
• Reconsider the unified fee proposal set forth in the SEC Staff’s 1992 Report 

Protecting Investors: A Half Century of Mutual Fund Regulation (the “Protecting 
Investors Report”). 

 
II. Disclosure of Revenue Sharing and Differential Compensation Arrangements 
 
Investors would benefit from better disclosure about mutual fund distribution costs, 
including revenue sharing and differential compensation arrangements. 
 
Broker-dealers and their registered representatives are compensated for the sale of mutual 
fund shares in various ways, and the disclosure that investors receive depends upon the 

                                                 
5  To conduct the investor testing, NASD retained Applied Research and Consulting (“ARC”), which 
conducted the investor interviews in White Plains, New York on February 22, 2005 and Alexandria, 
Virginia on February 25, 2005.  On March 17, 2005 in Bethesda, Maryland, ARC conducted further 
investor testing of a revised Profile Plus and the new mutual fund point of sale disclosure documents 
included in the Supplemental Request for Comments.   The investors interviewed were not told that one 
form was designed by NASD for the Task Force and the other by the SEC.  A copy of the resulting report 
(“NASD Investor Report”) is enclosed and posted on NASD’s web site along with a copy of this Report.  
The Task Force made a number of refinements to the Profile Plus in response to comments and questions 
received from investors during ARC’s interviews.  A number of these changes incorporated aspects of the 
point of sale disclosure forms proposed in the Supplemental Request for Comment.  
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particular compensation arrangement.  For example, compensation that is deducted from 
the purchase price or from fund assets, such as sales charges and Rule 12b-1 fees, is 
disclosed in the fee table that appears in the mutual fund prospectus.  Other forms of 
compensation, such as payments from a mutual fund adviser for “shelf space,” are not 
disclosed prominently.  
 

• Revenue sharing arrangements occur when an investment adviser  
agrees to pay a broker-dealer cash compensation not otherwise disclosed in the 
prospectus fee table.  Thus, revenue sharing includes payments for shelf space 
and marketing support to distribute the investment company’s shares, but does not 
include payments made to fund intermediaries for services such as sub-accounting 
for fund shareholders. 

 
• Differential cash compensation arrangements typically occur when a broker-

dealer provides higher payouts or similar subsidies to its registered 
representatives for the sale of certain investment company products, such as 
investment companies that are proprietary funds of the broker-dealer. 

 
Revenue sharing and differential cash compensation arrangements may create incentives 
to favor some funds over others inappropriately.  These compensation arrangements may 
encourage broker-dealers and their registered representatives to sell certain funds to 
maximize their compensation, rather than to best meet their customers’ needs.  Thus, they 
may provide point of sale incentives that could compromise proper customer suitability 
considerations.  
 
The Task Force recommends that the SEC address these concerns by requiring broker-
dealers to disclose these incentives to their customers in a simple, understandable way.  
Disclosure of revenue sharing and differential cash compensation arrangements would 
enable investors to ask informed questions and evaluate whether a registered 
representative’s recommendation may be inappropriately influenced by these 
arrangements.  Disclosure of these arrangements could be an important adjunct to 
existing suitability, sales practice, and disclosure requirements and may help to ensure 
that there is an appropriate match between the needs of an investor and the mutual fund 
in which he or she invests. 

 
The disclosure provided by the Profile Plus will give investors the tools they need to 
evaluate the potential conflicts of interest that these payments present. 

 
III.  Point of Sale Disclosure Through the Profile Plus  
 
In 1998, the Commission adopted significant changes to the disclosure requirements for 
mutual funds.6  First, it substantially revised Form N-1A, the mutual fund prospectus, in 

                                                 
6   The federal securities laws require delivery of a mutual fund prospectus to an investor at or before the 
time that the investor receives a confirmation statement for the investment.  In addition, an investor must 
be provided with a Statement of Additional Information upon request.   
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order to simplify its disclosure and put it in “plain English.”  The amendments to Form 
N-1A were designed to focus prospectus disclosure on the features unique to a particular 
fund, with less emphasis on technical, legal, and operational matters generally common 
to all funds.    
 
In addition, the Commission adopted Rule 498 under the Securities Act of 1933, which 
allows funds to deliver a short, simple summary prospectus, called a “profile.”  An 
investor who receives a fund profile may purchase fund shares based on the profile or 
request the full fund prospectus.  In any event, an investor who purchases fund shares 
based on the profile will receive the fund’s full prospectus with the purchase 
confirmation.  Profiles may be distributed through any means, including direct mail, print 
media, broadcast, and electronic media.  
 
To date, few mutual funds have used the fund profile in the retail market.  One concern 
that has been voiced about the fund profile is that it could expose funds to unforeseen 
liability.  For example, by summarizing disclosure that appeared in the full prospectus, 
some fear that the fund profile could be deemed to have omitted material information. 
 
In the Point of Sale Proposal and the Supplemental Request for Comment, the 
Commission proposed new confirmation and point of sale disclosure requirements for 
transactions in mutual funds.  The proposals are designed to improve the disclosure that 
investors receive at the point of sale and in transaction confirmations regarding the costs 
and potential conflicts of interest that arise from the distribution of mutual fund shares.  
 
The Task Force’s recommendations would enhance and build upon the Commission’s 
proposals and incorporate key concepts of the profile prospectus and the disclosure forms 
proposed in the Supplemental Request for Comment.  The Task Force recommends that 
the Commission adopt the following measures that would improve mutual fund 
disclosure: 
 

• First, the Commission should mandate delivery by broker-dealers of a Profile Plus 
document.  We have attached a sample Profile Plus for shares of a Class A equity 
fund.7  By mandating delivery of this document, the Commission would ensure 
that simple, clear disclosure reaches the retail investor.  Moreover, Commission-
mandated, line item disclosure might alleviate some of the liability issues that 
flow from voluntary disclosure in a simplified format.  The inclusion in the 
Profile Plus of hyperlinks to the full fund prospectus also should alleviate liability 
concerns.  

 

                                                                                                                                                 
 
7   See Attachment A.  The sample Profile Plus includes hyperlinks to a prototype fund prospectus and a 
dealer disclosure statement, which an investor may click for further information. Attachment B is a sample 
prototype prospectus.  Attachment C is a sample dealer disclosure statement.  For a demonstration of how 
the Profile Plus and hyperlinks would work for investors, please see: 
http://apps.nasd.com/_prototype/profile_prototype.pdf   
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• Second, disclosure on broker-dealer web sites, with broker-dealers referring 
investors to this disclosure, generally should be the mode of delivery mandated by 
the Commission. Web site disclosure provides the best means to provide 
meaningful disclosure to investors at the time the sale is being made.  The Profile 
Plus would contain hyperlinks to the full fund prospectus and to a dealer 
disclosure statement.  Therefore, web site disclosure would allow an investor to 
quickly obtain additional information about the risks, investment strategies, 
dealer-level incentives and other information associated with a particular fund.8  
Moreover, web site disclosure would provide an investor with access to similar 
disclosure for all of the funds that the broker-dealer sells, making comparisons 
easier.     

 
A. The Profile Plus  

 
The Profile Plus is a two-page, easy to understand document that includes key 
characteristics of the fund and all fees and expenses of the fund, including the costs and 
potential conflicts associated with mutual fund distribution.   
 
The following features of the Profile Plus should be highlighted: 
 

• The Profile Plus is, in some ways, broader than the profile permitted by Rule 498.  
In particular, the Profile Plus would require disclosure by a broker-dealer of 
revenue sharing and differential compensation arrangements.  

 
• The Profile Plus is, in other ways, less comprehensive than the profile.  For 

example, the Profile Plus does not include information on how to redeem fund 
shares, how often the fund intends to make distributions, or information about the 
portfolio manager. 

 
• Page One Disclosure: 

 
Page one sets forth a brief statement of the fund’s principal investment strategies 
and principal investment risks, with hyperlinks for more information.  

 
o Under “How We Invest,” an investor would receive information about the 

fund’s principal investment strategies, with a hyperlink to the relevant section 
of the fund prospectus for more information. 

 
o Under “Risks to You,” an investor would receive information about the fund’s 

principal investment risks, again with a hyperlink to the relevant section of the 
fund prospectus for more information. 

 

                                                 
8  See NASD Investor Report at 4, which states that investors favor a format that allowed them to “click 
through” for more information if desired. 
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o Page one also includes a bar chart that shows the fund’s total return for the 
past ten years, and a chart that shows average annual return of the fund over 
the past 1-, 5- and 10-year periods.    

 
The Task Force’s decision to include information in addition to mutual fund fees 
and expenses in the Profile Plus is supported by our investor research. The NASD 
Investor Report notes that all investors interviewed were interested in the 
information provided on page one of the Profile Plus regarding the fund’s 
investment strategies, risks and performance.  For example, concerning the risk 
disclosure investors had the following comments: 

 
� “This is good.  It’s common knowledge (i.e., volatility), but it’s scary to 

see it.” 
 

� “I think the risk factors are explained well.” 
 

� “I think they need to tell you that there is a risk.  No surprises there.  I 
would expect this information.”  

 
� “The [SEC form] is missing a couple of key features.  I would add the 

performance and risk information [to the SEC form] and the other basic 
information about the kind of fund.” 

 
� “I like this [the SEC version].  But [‘Page One’] is important to know.  If 

you forget about [the risks], you could be in a world of trouble.”   
 
The Task Force believes that it is extremely important to include information 
concerning investment strategies and risks in point of sale disclosure. 
 
• Page Two Disclosure:   
 
Page two highlights the costs associated with fund ownership and possible conflicts 
of interest.  

 
o The “Fees and Expenses” tables  (“You Pay When You Buy” and “You Also 

Pay Each Year”) show the total fees and expenses paid by a shareholder – 
both transaction fees and fund operating expenses – based on the fund’s 
current prospectus.  The Profile Plus would present the costs in dollars and 
percentages, based on $1,000, $50,000 and $100,000 hypothetical 
investments.  Moreover, total fund operating expenses would be presented as 
a single number, and not broken down into components (e.g., Rule 12b-1 fees, 
transfer agency fees).   In addition, the disclosure of fees based on 
hypothetical investment amounts is clearer and more helpful to investors than 
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a presentation of fees based on the customer’s actual investment.9  Based on 
the results of the NASD Investor Report, the Task Force believes that 
investors are interested primarily in the total amount of the fees that they pay, 
and the effect of these fees on fund performance, rather than in a detailed 
breakdown of the various components of total fees.  Investors likely will not 
find a breakdown of annual fund expenses either clear or useful.10  Several 
interviewed observed that only the total amount was relevant to them as 
individual investors.  Others found the breakdown categories to be vague.11 
Investor comments on a breakdown of fund annual fund expenses into 
component costs included: 

 
• “It adds up to 1.38%.  I already knew that from before.  Why    

should I care about this?  It won’t affect how much I’m paying.”   
 
• “What is this ‘other expenses?’  That doesn’t tell me anything.” 

 
• “This is where I tune out. It’s just gobbledygook.” 

 
o The attached sample Profile Plus relates to Class A shares of an equity fund.  

Consequently, we have included only those fees and expenses that pertain to 
Class A shares.  We recommend that the Commission require funds and 
distributors to include the specific fees and expenses that would apply to a 
substantial number of their investors in the pertinent class of mutual fund 

                                                 
9   The forms accompanying the Supplemental Request for Comment not only provide disclosure with 
respect to hypothetical investment amounts, but also provide an opportunity for an investor to request 
disclosure with respect to his or her actual investment.  See Supplemental Request for Comment at 10.  
This “actual investment” disclosure could confuse or mislead investors, particularly with respect to 
ongoing expenses.  Although the proposed forms would provide an “estimated 1st year” amount, and would 
disclose “This estimate assumes the value of your investment does not change,” many investors likely 
would believe that the dollar amount presented represents the investor’s actual share of expenses each year, 
for the life of the investment.  In fact, this would rarely be the case, since the value of the investment would 
change.   
 
In contrast, disclosure based upon the three hypothetical amounts allows the investor to compare the costs 
of different funds, without imposing the additional expense of actual investment disclosure, and without 
potentially confusing investors.   
 
If the Commission determines to the contrary, the Task Force believes that the best way to deliver that 
additional disclosure is by allowing an investor to access a Internet-based calculator that would display the 
pertinent information after the investor enters his or her actual investment amount.  This could be 
developed as an industry-wide utility, assuring consistency and radically decreasing expenses.  Provision 
of this tool depends on the use of the Internet to deliver the information. 
 
10   Of course, for those investors interested in a breakdown of total fund operating expenses, the Profile 
Plus allows them to obtain this information easily by clicking through to the appropriate section of the fund 
prospectus. 
 
11   See NASD Investor Report at 10. 
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shares, such as deferred sales loads with respect to Class B shares and dealer 
transaction fees (e.g., $25 charge per transaction).  In addition, we recommend 
that the Commission ensure that intermediaries disclose other comparable fees 
(e.g., wrap account fees charged by investment advisers, and fees charged by 
broker-dealers in fee-based brokerage accounts).  The Profile Plus also 
provides a hyperlink to the prospectus fee table. 

 
o Page two provides disclosure concerning the availability of breakpoint 

discounts and a hyperlink to further information.12  This disclosure would 
advance one of the goals of the Joint NASD/Industry Task Force on 
Breakpoints, which was to improve investor understanding of the nature and 
availability of sales discounts on large investments.13  

 
o Page two provides a brief explanation of portfolio transaction costs and 

portfolio turnover rate.  We have revised this section to address investor 
comments that our earlier proposed disclosure was confusing.  A hyperlink 
would connect an investor to detailed information about the fund’s portfolio 
transaction costs and portfolio turnover.14   

 
o Page two includes a “Potential Conflicts of Interest” section that provides 

information about revenue sharing and differential compensation 
arrangements.  This disclosure is made through the following two “yes/no” 
questions that, in the event of a “yes” answer, would include a hyperlink to 
more information provided by the broker-dealer:  

 
� Does the fund or its affiliates pay XYZ Firm extra to promote this 

Fund over other similar funds?  If the answer to this question is “yes,” 
an investor may click on a hyperlink to additional information about the 
revenue sharing payments that the broker-dealer receives.  The 
hyperlinked information would provide an explanation of the nature of 

                                                 
12   The Profile Plus presents breakpoint disclosure in a manner that makes clear that the discount applies to 
sales charges only and does not affect an investor’s share of total fund operating expenses.  The Task Force 
respectfully suggests that the breakpoint disclosure included in the forms proposed in the Supplemental 
Request for Comment may create the mistaken impression that breakpoint discounts apply to all mutual 
fund fees and expenses, not just mutual fund sales charges. 
 
13   See Report of the Joint NASD/Industry Task Force on Breakpoints, July 2003; available at: 
http://www.nasd.com/web/groups/rules_regs/documents/rules_regs/nasdw_006434.pdf. 
 
14   The Phase One Report recommended that the Commission improve the disclosure to fund shareholders 
of fund trading costs.  Specifically, the Task Force recommended that fund prospectuses include a chart 
covering a five-year period that shows total commissions paid; total commissions paid to affiliates; 
commissions as a percentage of net asset value; percentage of transaction volume executed on a 
commission basis; average commission rate per share; and portfolio turnover rate.  The web site version of 
our Profile Plus prototype includes a hyperlink to a sample of this disclosure as part of the prototype 
prospectus.     
 

 9

http://www.nasd.com/web/groups/rules_regs/documents/rules_regs/nasdw_006434.pdf


revenue sharing payments and a ranking of the fund families that make 
revenue sharing payments to the broker-dealer.15 (See dealer disclosure 
statement at Attachment C.) 

 
� Does XYZ Firm pay its personnel more for selling this Fund than for 

selling other similar funds?  If the answer to this question is “yes,” an 
investor may click on a hyperlink to additional information about the 
differential compensation arrangements that the broker-dealer has with its 
registered representatives.  The hyperlinked information would include an 
explanation of differential compensation and a ranking of the fund 
families offered by the broker-dealer.16  (See dealer disclosure statement 
at Attachment C.)  

 
B. Web Site Disclosure  

 
As discussed above, the Task Force recommends that the Commission require that all 
broker-dealers provide the Profile Plus, dealer disclosure statement and the fund’s 

                                                 
15   These internal rankings would list fund families based on the revenue sharing payments received per 
$1,000 in fund assets held by clients of the broker-dealer and per $1,000 in fund sales made by the broker-
dealer.  
 
Attachment 15 to the Supplemental Request for Comment includes the Commission’s proposal for 
Internet-based disclosure of compensation arrangements as a supplement to point of sale disclosure.  See 
Supplemental Request for Comment at 57-59.  With respect to revenue sharing, the proposed disclosure 
includes the rates of revenue sharing payments from the particular fund.  The Task Force believes that the 
ranking information recommended in this Report is critical to investor understanding of the potential 
conflict of interest presented by revenue sharing.  With respect to disclosure of revenue sharing rates, a 
majority of the Task Force believes that it is inappropriate to publicly disclose this information, thereby 
disclosing the proprietary financial arrangements of fund families to all others in the industry.  Some 
members of the Task Force, however, preferred rate disclosure. 
 
Attachment 15 also includes disclosure of other payments a broker-dealer receives from a fund family, for 
transfer agency or recordkeeping services performed. See id. at 61-62. The Task Force does not believe 
that this disclosure should be required, since bona fide performance of, and payment for, these services 
does not present the same potential conflicts of interest as revenue sharing.  Similarly, the Task Force 
questions the utility of the proposed disclosure in Attachment 15 of “compensation-related conditions.”  
See id at 63-64.  In the Task Force’s view, the most important information that may be conveyed through a 
dealer disclosure document is information that reveals the incentives that a registered representative may 
have to favor one fund over another offered by the broker-dealer.  Disclosure of the fact that the broker-
dealer only sells funds that charge sales fees or Rule 12b-1 fees does not advance this objective and may 
distract investors from other, more pertinent disclosure.      
 
16   Fund families would be ranked from highest to lowest, based on the payouts to registered 
representatives for fund sales. 
 
In Attachment 15, the Commission proposes disclosure of differential compensation that is centered on 
comparison to the “typical” compensation received.  See id. at 66-68.  The Task Force believes that the 
ranking it recommends is preferable. 
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prospectus on their web sites.17  We recommend that the Commission require that a 
registered representative either refer the investor to the Profile Plus on the broker-
dealer’s web site or e-mail a web site link to the investor.  This should occur 
contemporaneously with a recommendation to an investor that he or she invest in a 
particular fund.  In referring an investor to the disclosure, the registered representative 
should explain that the Profile Plus contains important information concerning costs and 
potential conflicts of interest.  
 
Most investors today have ready access to the Internet.18  Web site disclosure, as well as 
the availability of hyperlinks to additional information, will permit each investor to tailor 
the disclosure according to his own interests and needs.  Moreover, web site disclosure 
would facilitate an investor’s ability to compare different funds.19   
 
In its Supplemental Request for Comment, the Commission observed that a fundamental 
goal of point of sale disclosure is to provide investors with key information about costs 
and conflicts contemporaneously with their investment decision.20  Web site disclosure 
would, for most investors, be the simplest and most straightforward way to deliver 
information to investors quickly and in a format that allows them to easily review as 
much or as little detail as may be desired.  
 

                                                 
17   We also recommend that direct-sold mutual funds provide the Profile Plus, modified as appropriate, and 
the fund prospectus on the fund complex web site, so that investors in those funds have access to 
comparable disclosure. 
 
18   The Commission’s recent release concerning the disclosure regime for industrial companies states: 
 

“Internet usage in the United States has grown considerably since 2000 when we 
published our most recent interpretive guidance on the use of electronic media in 
securities offerings, including with regard to prospectus delivery by electronic means.  
For example, recent data indicates that 75% of Americans have access to the Internet in 
their homes, and that those numbers are increasing steadily among all age groups.  See, 
Three out of Four Americans Have Access to the Internet, Nielsen/NetRatings, March 
18, 2004; Robyn Greenspan, Senior Surfing Surges, ClickZNetwork, Nov. 20, 2003 
(citing statistics from Nielsen/Net Ratings and Jupiter Research).  In addition, there is 
evidence suggesting that the ”digital divide” is diminishing.  See, for example, Kristen 
Foundain, Antennas Sprout, and a Bronx Neighborhood Goes Online, The N.Y. Times, 
June 10, 2004, at G8; Steve Lohr, Libraries Wired, and Reborn, The N.Y. Times, Apr. 
22, 2004 at G1.” 

 
SEC Rel. No. 34-50624 (Nov. 3, 2004) at n.353, 69 Fed. Reg. 67391, 67438 n.353 (Nov. 17, 2004) (the 
“Prospectus Delivery Release”). 
 
19   The ability to deliver the Profile Plus to investors on broker-dealer web sites is fundamental to the Task 
Force’s support for the development of this new disclosure document.   Many Task Force members would 
not support the Profile Plus absent the ability to deliver the document to investors through the Internet.   
 
20   See Supplemental Request for Comment at 28.  
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As the Commission notes, there are distinct difficulties presented by oral and hard copy 
delivery requirements.  Oral delivery is difficult to monitor and, when information is 
complex as is the case at hand, hard for investors to digest.21  Requiring broker-dealers to 
provide investors with hard copy disclosure before acceptance of an order may prevent 
investors from executing telephone orders as quickly as desired.22  Web site delivery 
would avoid these issues and provides investors instantaneous access to information in a 
format that allows them to review the information at their own pace and level of interest. 
In discussing mutual fund disclosure reform, Chairman Donaldson indicated recently that 
the Commission should “examine ways that we can make better use of technology, 
including the Internet, in our disclosure regime.”23   The Task Force respectfully suggests 
that web site delivery of the Profile Plus would be an important step in this direction.  
 
The NASD Investor Report demonstrates an investor preference for web site delivery.  
Investors interviewed cited the following reasons for this preference:  instant access; ease 
of comparing the information to other investment options; reduced paper clutter; and the 
ability to print part – or all – of the document, if desired.24  Surveyed investors had the 
following comments: 
 

• “It is much easier to navigate online than to sit down and read.  If I need to I can 
print it, but a big package mailed to me with all that stuff is too much.”   

 
• “The less paper I get the better.  I think e-mail is the way to go.” 

 
• “It is better to read it for yourself, and online is much better.  Waiting for mail is 

archaic.” 
 

• “The more I think about it, the more I’d like to have it online.  I’d like to receive 
an e-mail and then go to the website. Then I can look at the stuff I want to see.”   

 
We respectfully disagree with a conclusion of the Supplemental Request for Comment 
that “web site disclosure . . . could be ineffective at providing investors with key 
information about costs and conflicts contemporaneous with investment decisions as 
point of sale disclosure.”25  Web site disclosure – accompanied by the appropriate referral 
of the investor to the information – is the only mode of delivery that will ensure that 
                                                 
21   If the Commission rejects web site delivery, the Task Force supports optional oral delivery as an 
alternative to required delivery in hard copy.   For example, the Commission could allow firms to choose to 
deliver the required information orally if they have adopted policies and procedures reasonably designed to 
ensure that oral disclosure is properly carried out.  
 
22   Id. at 28-29. 
 
23   See Remarks before the Mutual Fund and Investment Management Conference, SEC Chairman William 
H. Donaldson, March 14, 2005, Palm Desert, California.  
  
24 See NASD Investor Report at 17. 
 
25   Supplemental Request for Comment at 28. 
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investors can obtain the right information at the right time.  By giving investors a short 
disclosure document with access to further information through hyperlinks, the Profile 
Plus would allow investors to review as much or as little detail about a fund as desired 
and to easily compare all funds offered by a particular broker-dealer.  To the extent that 
the Commission is concerned that investors will not actually go to the Profile Plus on the 
broker-dealer’s website, that is a matter of investor choice, exactly the same as choosing 
not to read hard copy disclosure or not to listen to oral disclosure.  The web site mode of 
delivery is, in the Task Force’s view, critical to effective and timely disclosure of this 
information for the benefit of investors. 
 
Some investors, however, may not have access to the Internet or for other reasons may 
not want to obtain this information in electronic form.  To address this situation, the Task 
Force recommends that the Commission require that broker-dealers offer their customers 
the option to elect to receive the Profile Plus and dealer disclosure statement in hard copy 
form.  If a customer elects hard copy delivery, the Commission should require that the 
broker-dealer transmit the Profile Plus and the dealer disclosure statement by e-mail or in 
paper form through regular mail or hand-delivery as soon as practicable after the mutual 
fund recommendation is made.   
    

C. “Access Equals Delivery” 
 
In November, the Commission proposed rules that would modernize the registration, 
communications, and offering processes under the Securities Act of 1933 (the “Securities 
Act”).26  The proposals include reforms to the prospectus delivery requirements under the 
Securities Act.    
 
The Securities Act requires delivery of a “final prospectus” meeting the requirements of 
Section 10(a) to each investor in a registered offering.  A final prospectus must accompany 
or precede a written confirmation.  Section 5(b)(2) of the Securities Act makes it unlawful to 
deliver a security “unless accompanied or preceded” by a final prospectus. 
 
The proposal would modify these prospectus delivery requirements.  In particular, the 
Commission proposes to adopt an “access equals delivery” approach to prospectus delivery.  
Under an “access equals delivery” model, investors would be presumed to have access to the 
Internet, and issuers and intermediaries could satisfy their delivery requirements if the filings or 
documents are posted on a web site.  The access concept is premised on the information or 
filings being readily available.  Under this model, issuers and broker-dealers can satisfy their 
final prospectus delivery obligations if a final prospectus is on file with the Commission within 
the required time. 
 
The proposal would not apply to registered investment companies.  In this regard, the 
Commission notes that funds “are subject to a separate framework and that it would be 
more appropriate to consider any changes to our prospectus delivery requirements as they 

                                                 
 
26   See Prospectus Delivery Release.  
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apply to registered investment companies and business development companies in the 
context of a broader reconsideration of this framework.”27

 
The Task Force urges the Commission to apply an “access equals delivery” approach for 
the mutual fund prospectus.  The Commission should take the position that an investor’s 
access to the fund prospectus through the Internet would constitute delivery for purposes 
of the federal securities laws.  The Commission’s release recognizes the need to 
modernize prospectus delivery obligations in view of technological and market structure 
developments of recent years.  These developments also justify an “access equals 
delivery” position with respect to mutual fund prospectuses. 
 
Few firms have used the Rule 498 profile.  One issue that has impeded its wider 
acceptance has been concern over the potential liability exposure that the profile presents.  
For example, a profile summarizes the risks associated with the fund, which are described 
in greater detail in the full fund prospectus.  By providing two levels of disclosure, the 
summary at the time of sale and the more detailed disclosure after the sale has been 
executed, the profile system presents an opportunity for litigation over the issue of 
whether the profile omitted material information.  The fact that the profile is a voluntarily 
used document, rather than an SEC-required disclosure document with line item 
summaries, may exacerbate this litigation risk. 
 
By mandating the Profile Plus and prescribing the line items of disclosure within the 
Profile Plus, the Commission could ameliorate some of these litigation concerns.  
Moreover, if the Commission were to adopt an “access equals delivery” approach to the 
full prospectus, then for liability purposes an investor would be deemed to have received 
the full prospectus on the Internet when he obtains the Profile Plus.  This simultaneous 
delivery should resolve the existing liability concerns. 
 

D.  Responsibility for Information in the Profile Plus 
 

The Task Force urges the Commission to carefully delineate the respective 
responsibilities of funds and broker-dealers to provide various items of information to be 
included in the Profile Plus.  In this regard, it will be important for the fund management 
companies and broker-dealers to work with NASD to develop common industry practices 
for the prompt delivery of information for inclusion in the Profile Plus.  A broker-dealer 
should be able to rely in good faith on information included in the Profile Plus that is 
provided to the firm by a fund management company.   Further, a fund manager should 
be permitted to transmit information for inclusion in the Profile Plus as part of its regular 
schedule for updating fund prospectuses.28  Otherwise, inconsistencies between the 
Profile Plus and the fund prospectus inadvertently may occur, to the detriment of 
effective disclosure.    
                                                 
 
27   Prospectus Delivery Release, 69 Fed. Reg. at 67439.  
 
28   A fund must keep its prospectus current, updating financial and other information on a periodic basis.  
A fund typically sends shareholders an updated prospectus annually.  
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E. Disclosure In Other Distribution Channels 

 
Mutual funds are distributed not only by broker-dealers, but also by other intermediaries, 
including banks, investment advisers, and retirement plan sponsors.  Distribution through 
these channels presents many of the same concerns about fee disclosure and sales 
incentives as distribution through broker-dealers or directly from the fund.  For example, 
investment advisers who recommend mutual funds may receive a service fee from the 
mutual fund sponsor and may impose their own “wrap” or other advisory fees.  Investors 
in the defined contribution market do not always receive adequate information 
concerning their underlying mutual fund investment choices.  Clear disclosure at the 
point of sale concerning the fees, investment strategies, risks, and other information 
associated with the purchase, as well as disclosure concerning the intermediaries’ own 
potential conflicts of interest, would benefit investors in these other distribution channels.    
 
The Task Force recommends that the Commission require that other regulated 
intermediaries provide investors with a disclosure document similar to the Profile Plus at 
the point of sale.  In addition, the Task Force recommends that the Commission work 
with other agencies, including the Department of Labor, toward a common goal of 
ensuring that all intermediaries provide point-of-sale information that will help investors 
reach an informed investment decision. 
 
IV. Substantive Changes in the Regulation of Mutual Fund Distribution Payments 
 
As noted above, the substantive regulatory scheme for mutual fund distribution payments 
is fundamentally sound, and improved disclosure at point of sale is the most important 
change that the Commission should consider.  The Task Force has the following 
additional observations regarding substantive regulation of mutual fund distribution 
payments.  
 

A. Deducting Rule 12b-1 Fees at the Shareholder Account Level 
 

In 2004, the Commission issued a release seeking public comment on ways to improve 
Rule 12b-1.29  The Release seeks comment on whether the rule should be rescinded or 
amended to provide that funds may deduct distribution-related costs directly from 
shareholder accounts, but not from fund assets. 
                                                 
29   SEC Rel. No. IC-26356 (Feb. 24, 2004), 69 Fed. Reg. 9726 (March 1, 2004) (the “Rule 12b-1 
Release”).  A 2001 SEC staff report on mutual fund fees and expenses noted some of the staff’s concerns 
with Rule 12b-1.  Report on Mutual Fund Fees and Expenses  (January 10, 2001).  The staff report 
recommended that the Commission consider whether it would be appropriate to review the requirements of 
Rule 12b-1.  The report notes that modifications may be needed to reflect changes in the manner in which 
funds are marketed and distributed and the experience gained from observing how Rule 12b-1 has operated 
since it was adopted in 1980.  The rule essentially encourages fund directors to view a fund’s 12b-1 plan as 
a temporary measure even in situations where the fund’s existing distribution arrangements would collapse 
if the Rule 12b-1 plan were terminated.  Under the rule, fund directors must annually approve any Rule 
12b-1 plan that will extend for more than one year.  
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Proponents assert that account-level fees would allow an investor to pay distribution 
costs over time, but would be more transparent to the customer than fund-level expenses 
such as Rule 12b-1 fees and revenue sharing payments.  Nevertheless, the conversion of 
Rule 12b-1 fees from the fund level to the shareholder account level would require costly 
systems changes by fund distributors, transfer agents and intermediaries.  Moreover, it is 
unclear where this approach would leave directly distributed funds that today pay their 
distribution costs out of fund assets.30  
   
A simpler way to make all fund fees and expenses transparent – including the costs of 
distribution – would be to mandate better point of sale disclosure to the investor.  The 
Task Force’s recommended Profile Plus would accomplish this objective.31

 
 B. Updating the Requirements of Rule 12b-1 

 
The Rule 12b-1 Release states, “[t]he current practice of using 12b-1 fees as a substitute 
for a sales load is a substantial departure from the use of the rule as envisioned by the 
Commission when we adopted the rule in 1980.”32  In this regard, the Task Force urges 
the Commission to review the provisions of the rule, particularly its procedural 
requirements, with a view to whether the requirements should be modernized.  For 
example, some suggest that the factors set forth in the Commission release adopting Rule 
12b-1 no longer provide helpful guidance to independent directors in determining 
whether to adopt or continue a Rule 12b-1 plan.33  Moreover, it appears unnecessary for 
directors to make quarterly findings as to continuing benefits to the fund and its 
shareholders in connection with the continuation of existing plans, as currently required 
                                                 
30   Requiring that distribution costs be paid at the shareholder account level may have adverse tax 
consequences for investors.  In this regard, the Task Force notes Rule 6c-10 under the 1940 Act permits 
installment loads.  Few funds have taken advantage of installment loads, apparently due to the tax effect of 
moving distribution charges from the fund level, where they are treated as deductible expenses, to the 
account level, where they are not deductible expenses and where they can produce gains taxation to the 
investor.  The SEC’s Division of Investment Management previously considered requiring that Rule 12b-1 
fees be deducted at the shareholder level, and rejected this approach because of its tax implications.  See 
Protecting Investors Report at 327.  We urge the Commission to consider the tax ramifications of any 
changes in mutual fund distribution payments.   
 
31   The Task Force also considered whether NASD should revise its sale charge limitations in Rule 2830.  
The Task Force concluded that these limits have served to maintain the level of Rule 12b-1 fees.  In 
particular, the annual limitations of .75% on asset-based sales charges and .25% on service fees have been 
effective at keeping total Rule 12b-1 fees at 1% or lower. 
 
32   See Rule 12b-1 Release, 69 Fed. Reg. 9731. 
 
33   These factors included the need for independent counsel or experts to assist the directors; the nature of 
the problems or circumstances that make implementation of the plan necessary or appropriate, and the 
causes of those problems or circumstances; the merits of alternative plans; the interrelationship between the 
plan and activities of any other person who finances the fund’s shares; the possible benefits of the plan to 
any other person; the effect of the plan on existing shareholders; and, in deciding whether to proceed with 
the plan, whether it has produced the anticipated benefits.  See SEC Rel. No. IC-11414 (Oct. 28, 1980). 
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by Rule 12b-1(e).  Rather, the board should annually review continuation of the plan, and 
in doing so focus on specific concerns, such as whether the plan or portion thereof will 
continue with respect to a fund that has been closed to new investors.   
 
 C. Prospectus Fee Table Disclosure of Rule 12b-1 Fees 
 
The prospectus fee table is a key source of information for investors about mutual fund 
fees and expenses.  Rule 12b-1 fees are listed in the fee table as “Distribution [and/or 
Service] (Rule 12b-1) fees,” a label that likely is meaningless to many retail investors.  
The Task Force suggests that it would be helpful to investors if Rule 12b-1 fees were 
listed in the prospectus fee table solely in a manner that describes their purpose, i.e., as 
“distribution and shareholder servicing fees,” without reference to a rule number that 
may be meaningless and confusing to most investors. 

 
D.  Class B Shares 
 

A single mutual fund, with one portfolio and one investment adviser, may offer more 
than one class of its shares to investors.  Each class represents a similar interest in the 
mutual fund’s portfolio. The principal difference between the classes is that the mutual 
fund charges different types of distribution fees depending upon the class chosen. 
 
Funds distributed through intermediary channels frequently offer investors at least three 
classes of shares – A, B, and C.34  Class A shares typically charge a front-end sales 
charge.  When they also impose an asset-based sales charge, it generally is lower than the 
asset-based sales charge imposed by the other classes.  Class B shares typically do not 
charge a front-end sales charge.  Instead, they impose Rule 12b-1 fees that are greater 
than those of Class A shares, as well as a contingent deferred sales charge (CDSC) that is 
paid if shares are redeemed within a certain period of time.  The CDSC normally declines 
and eventually is eliminated after a specified number of years.  Once the CDSC is 
eliminated, Class B shares often convert into Class A shares.  Upon conversion, the 
shares will charge the asset-based sales charge of Class A shares. 
 
Rather than charging a front-end load, Class C shares typically impose higher asset-based 
sales charges than Class A shares.  Since their shares generally do not convert into Class 
A shares, their asset-based sales charge will not be reduced over time.  Class C shares 
often impose a small CDSC if the investor sells his shares within a short time of 
purchase, usually one year. 
 
Many factors affect whether a particular share class may be appropriate for a particular 
investor.  These factors may include the length of time the investor expects to hold the 
                                                 
34   Although the use of Class A, B, and C shares is common in intermediary channels, some intermediaries 
do not offer all three classes of shares or may offer other share classes depending on the circumstances.  
The discussion in the text above reflects the more common situation where an intermediary distributes 
Class A, B, and C shares, and not situations in which other classes or combinations of classes may be 
offered.  
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shares, the size of the investment, whether the investor is eligible for a breakpoint 
discount, and the expenses charged by each class.  In particular, an investor purchasing 
Class B or C shares cannot take advantage of breakpoint discounts available on large 
purchases of Class A shares. 
 
The sale of Class B shares has been the subject of regulatory scrutiny in recent years, 
resulting in a number of enforcement actions. One way to address these concerns is to 
provide better disclosure to investors of the costs of a Class B share investment.  While 
the attached prototype Profile Plus concerns Class A shares, we also recommend that the 
Commission require a Profile Plus for every class.  Requiring delivery of the Profile Plus 
for Class B shares, as with the other classes, would make the fees and expenses more 
transparent to the investor and would facilitate a comparison of those fees between 
classes and funds.  In particular, the Profile Plus for Class B shares should present the 
annual, total fund operating expenses (which would include the Rule 12b-1 fee) and the 
maximum contingent deferred sales load.  Both should be presented in dollar amounts, 
based upon  $1,000, $50,000 and $100,000 hypothetical investments. The broker-dealer 
disclosure should describe the dollar amounts of the total fund operating expenses and 
the CDSC that are retained by the mutual fund and the dollar amounts that are paid to the 
broker-dealer. 
 
In addition, the Task Force identified the following areas that may be appropriate for 
regulatory consideration:  
 

• Limitations on the length of time before a holding of Class B shares convert to A 
shares.  The higher Rule 12b-1 fees associated with Class B shares generally 
permit a mutual fund distributor to recoup the up-front distribution costs that it 
has incurred.  The Task Force does not believe that a mutual fund should continue 
to charge an investor the higher Rule 12b-1 fees after it has recouped its up-front 
distribution costs.  Regulatory guidance on when conversion from Class B to 
Class A shares should take place may be appropriate.        

 
• Guidance on when a closed fund may no longer charge distribution related Rule 

12b-1 fees.35 When a mutual fund closes to new investors, it may continue to 
charge Rule 12b-1 fees in order to recoup its up-front distribution costs, or to 
support the continued bank financing of those costs.  It also is appropriate for a 
closed fund to continue to charge Rule 12b-1 fees if the fees are charged for 
shareholder servicing or ongoing advice to existing fund shareholders.  It is 
inappropriate for a closed fund to charge Rule 12b-1 fees or distribution-related 

                                                 
35   This issue generally affects Class B shareholders only.  Class A shares typically pay a Rule 12b-1 fee 
for shareholder servicing only, and Class C shareholders may pay a Rule 12b-1 fee that covers ongoing, 
well-defined advisory services.  Neither of these payments should be affected if the fund closes to new 
investors.  For example, service fees, which may not exceed .25% of the fund’s average net asset value 
under NASD Rule 2830, are intended to pay for personal service and the maintenance of existing 
shareholder accounts.   
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expenses in other circumstances, and regulatory guidance on this issue may be 
needed.     

 
• Possible limitations on the size of cumulative Class B sales, and guidance 

concerning the mutual fund sponsor’s responsibility to police these limitations.  
The principal enforcement issue associated with the sale of Class B shares has 
concerned the availability of Class A breakpoints that would have provided a 
lower-cost alternative to the investor.  Many funds and broker-dealers have 
established their own limitations on the size of Class B share sales that they will 
accept.  The Task Force recommends that the Commission and NASD consider 
providing guidance on this issue, including placing limitations on the size of 
cumulative Class B share sales.  In addition, the Commission and NASD may 
wish to provide guidance on the extent to which the mutual fund distributor must 
monitor for compliance with any limitations that the Commission might establish, 
and the procedures that the distributor should adopt to make this monitoring most 
successful.36 

 
E. Unified Fee Funds  

 

The Task Force recommends that the SEC reexamine the unified fee investment company 
(“UFIC”) concepts that were set forth in the Protecting Investors Report and considered 
by Congress in the mid-1990s.37  A UFIC structure should be permitted as an option 
under mutual fund regulation.  This would allow fund investors to choose to invest in a 
UFIC if they considered its fee structure to be an attractive alternative to traditional fee 
structures.  

A UFIC would be a new type of investment company structure under which all fund 
expenses would be paid out of a single fee, with no separate sale charges or redemption 
fees.38  This single fee could be prominently disclosed to investors, which would allow a 
fund and investors to understand the fund’s costs without having to analyze various 
components of the total cost.  The proposed single fee structure could facilitate cost 
comparisons among funds, which, in turn, could increase competition and place 
downward pressure on fee levels.  Under a UFIC approach, Rule 12b-1 would no longer 
be necessary.  Instead, “unconscionable or grossly excessive” unified fees would be 
prohibited.  

                                                 
36   Mutual fund advisers, of course, cannot monitor the suitability of share class investments, except with 
regard to size limitations.  
 
37   The UFIC model was considered as part of the Investment Company Act Amendments of 1995, H.R. 
1495, 1st Sess, Sec. 6 (1995).  H.R. 1495 was not enacted.  The following year, Congress enacted the 
National Securities Market Improvement Act of 1996, Pub. Law 290, 104th Cong., 2d Sess. (1996), which 
made a number of major changes to the Investment Company Act.  
 
38   Some funds already have a type of  “unified fee” structure, in which the fund adviser pays all or most of 
the fund’s expenses, including distribution expenses, directly out of the management fee.  These fee 
structures do not include Rule 12b-1 fees or sales charges.  
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As envisioned by the 1995 legislation, a UFIC generally would have the same corporate 
structure as that of a typical mutual fund, including a board of directors.  The fee would 
be set by the fund’s investment manager, which could impose no additional sales charges 
or other fees.  To make investors aware of the fee paid in connection with their UFIC 
investment, the legislation would have required the fee to be prominently disclosed on 
the cover of the fund’s prospectus.  The fee could not be changed more frequently than 
annually and only upon adequate notice to shareholders.  In addition, to provide a check 
on the amount of the unified fee and the manager’s control over the UFIC’s operations, 
the legislation would require at least two-thirds of a UFIC’s board of directors to be 
independent. The directors would be responsible for approving the management contract 
and other key service arrangements.  
 
V. CONCLUSION 
 
Mutual fund distribution practices and costs present very important policy issues.  The 
Task Force commends the Commission for addressing these issues and believes that the 
most important changes that the Commission can undertake are those that would improve 
the disclosure that investors receive, at point of sale, about the total costs of fund 
ownership and the potential conflicts that may affect a broker-dealer’s recommendation. 
The Task Force greatly appreciates the opportunity to presents its views on possible ways 
to address some of these issues.  The Task Force and its members stand ready to help in 
any way that they can as the SEC and its staff proceed in addressing these important 
matters. 
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This bar chart shows the Fund’s change in value
for the past 10 years. It illustrates how returns can
differ from one year to the next.  

This chart shows the average change in value, with
maximum sales charges, of the Fund over the past
1, 5 and 10 years.

How We Invest

The Fund’s principal investment strategies include: 

• Normally investing at least 80% of assets in
common stocks of smaller companies
(companies with market capitalizations similar
to companies in the Russell 2000® Index or the
Standard & Poor’s® Small Cap 600 Index (S&P®

Small Cap 600)). 

• Investing in U.S. and foreign companies. 

• Investing in either “growth” stocks or “value”
stocks or both. 

• Using fundamental analysis of each company’s
financial condition and industry position and
market and economic conditions to select
investments.

Risks to You

The Fund is subject to the following principal risks: 

• Stock Market Volatility. Stock markets are
volatile and can decline significantly in
response to adverse developments. Particular
funds can react differently to these
developments. 

• Foreign Exposure. Foreign markets can be
more volatile than the U.S. market due to
increased risks of adverse developments and
can perform differently from the U.S. market. 

• Company-Specific Changes. The value of an
individual security or particular type of security
can be more volatile than the market as a
whole and can perform differently from the
market as a whole. 

• Small Company Investing. The value of
securities of smaller, less well-known
companies can be more volatile than that of
larger companies and can perform differently
from the market as a whole and other types
of stocks. 

John Doe Small Cap Fund Class A (the Fund)

Investment Objective: The Fund seeks long-term growth of capital.

Year-by-Year Performance Average Performance

For the periods Past 1 Past 5 10
December 31, 2003 year years years

15.76% 7.07% 10.57%

Click here for more information. Click here for more information.

When you sell your shares they may be worth more or less than what you paid for them, which means that
you could lose money. 

Percentage (%) change in value
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Results do not include a sales charge. If a sales charge were
included, results would be lower.

http://apps.nasd.com/profile_plus/john_doe_sm_cap.html#strategies
http://apps.nasd.com/profile_plus/john_doe_sm_cap.html#risks


Fees and Expenses

This Table shows the total fees and expenses that you would pay as a Class A shareholder in the John Doe
Small Cap Fund.

You Pay When You Buy

You pay a sales fee for Class A
shares when you buy them – up
front. The amount of this fee is
based on your total payment
amount. If you and your family
invest at least $50,000 in the John
Doe Family of Funds, then you
may be eligible for a reduction in
this fee.

*XYZ Firm receives most of the up front sales fee.

Click here for more information.

You Also Pay Each Year

In addition to the up front sales
fee, you will pay ongoing fees
every year you hold shares in the
fund. These fees, paid from fund
assets, are based on the value of
your investment and will change
as your investment value changes.

Click here for more information.

Portfolio Turnover

• In addition to its operating expenses, when the Fund buys and sell securities (or “turns over” its
portfolio), the Fund pays transaction costs. A higher portfolio turnover may mean higher portfolio
transaction costs. These costs affect the Fund’s performance.

• Last year the Fund bought and sold 47% of the value of its whole portfolio.

Click here for more information.

Potential Conflicts of Interest

XYZ Firm also receives other payments from the Fund or its affiliates.

• Does the Fund or its affiliates pay XYZ Firm extra to promote this Fund over other similar funds? Yes
Click here for more information.

• Does XYZ Firm pay its personnel more for selling this Fund than for selling other similar funds? Yes
Click here for more information.

John Doe Small Cap Fund Class A (the Fund) Page 2

Information current as of prospectus dated January 29, 2004. See XYZFirm.com for comparable information
about other funds we offer.

Total
payment amount

$1,000.00

$50,000.00

$100,000.00

Estimated 
up front fee 

you pay*

$57.50

$2,250.00

$3,500.00

Your investment
amount

$942.50

$47,750.00

$96,500.00

Up front fee as
% of your

investment
amount

6.10%

4.71%

3.63%

Investment
value

$1,000.00

$50,000.00

$100,000.00

Estimated 1st year
annual fees you pay

$13.80

$690.00

$1,380.00

Annual fee %

1.38%

1.38%

1.38%

http://apps.nasd.com/profile_plus/john_doe_sm_cap.html#distribution
http://apps.nasd.com/profile_plus/john_doe_sm_cap.html#annual
http://apps.nasd.com/profile_plus/john_doe_sm_cap.html#transaction
http://apps.nasd.com/profile_plus/conflict.html
http://apps.nasd.com/profile_plus/conflict.html#a
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NASD  Mutual Fund Point of Sale Disclosure 
March 2005   Investor Research Findings 

 

BACKGROUND & OBJECTIVES 
 
In 2004, the SEC retained Siegel & Gale and Gelb Consulting Group to design and test 
forms for broker/dealers’ disclosure of mutual fund sales fees to investors.  The design 
process was conducted iteratively, with changes made to the forms after each round of 
research.   
 
NASD engaged the services of Applied Research & Consulting (ARC) to conduct a 
further round of research to: 
 

• Evaluate the usability of an alternative form designed by NASD; 
 
• Understand how the effectiveness of NASD’s alternative form compares to the 

effectiveness of the SEC’s proposed form; and, 
 

• Gather in-depth investor feed-back on a few specific design components of 
NASD’s form. 
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NASD  Mutual Fund Point of Sale Disclosure 
March 2005   Investor Research Findings 

METHODOLOGY 
 
In order to achieve the research objectives, ARC conducted in-depth, in-person 
interviews with individual investors in White Plains, NY; Alexandria, VA; and Bethesda, 
MD.  Respondents were screened to ensure eligibility on several criteria, including:  
  

• Having sole or shared responsibility for making decisions regarding purchases of 
investments; 

• Having recently purchased at least one of the following categories of investment 
through a broker: 

o “loaded” mutual funds,  
o variable annuities, or 
o 529 plans where the underlying investment are mutual funds; 

• Having total investments of at least $2,000 and less than $500,000; and, 
• Being a high school or college graduate (excluding persons with graduate 

degrees). 
 
In all three research locations, the NASD document was presented on a laptop computer 
as a PDF file with active online links to the underlying prospectus.  The SEC forms were 
presented in hard-copy paper format. 
 
All interviews began with a brief discussion of the respondents’ general approach to 
investing (including the type of investments they make and the ways in which they use 
brokers) to provide a context for their responses to the document.  Following the 
introductory section, respondents were asked to evaluate the relevance and utility of the 
NASD prototypes and in Alexandria and Bethesda to compare them to the most recent 
version of the SEC form, as noted in the table below.  Respondents were not told that one 
form was designed by NASD and the other by the SEC. 
 
 
White Plains 
February 22, 2005 
7 interviews  
 

 
Alexandria, VA 
February 24, 2005 
5 interviews  

 
Bethesda, MD 
March 16, 2005 
8 interviews  

NASD Disclosure Form NASD Disclosure Form Revised NASD Disclosure 
Form 

 SEC Disclosure Form (v3 pos 
class A, 11.10.04 from 
Gelb/Siegel & Gale research) 

Revised SEC Disclosure Form 
(as of 3.16.05) 
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RESEARCH FINDINGS – DAYS 1 AND 2 (WHITE PLAINS, NY AND ALEXANDRIA, VA) 
 
Overall, the research yielded consistent results:  respondents welcomed the information 
provided on the NASD Disclosure Form and generally reported that the two-page 
document is easy-to-understand, relevant, and informative.  The document achieved its 
purpose of informing individual investors about the various sales charges and other fees, 
as well as brokers’ potential conflicts of interest.  
 
However, while respondents reported that they understood the main points of the 
document, they evidenced confusion in two areas: 
 

1) On page two, some of the language and the order in which information was 
presented decreased the clarity of the message.  

  
2) Respondents’ understanding of the material occasionally decreased when they 

“clicked through” to the fund prospectus. 
 
Other key findings include the following: 
 

• Most of the respondents indicated that they preferred to receive the information 
online, instead of by mail or having their broker read the information over the 
phone. 

 
• All respondents appreciated the information that was provided on page one 

regarding the fund’s investment approach, risks, yearly performance and average 
performance. 

 
• While respondents indicated that they are unlikely to read all the “fine print” 

included in the underlying fund prospectus, they valued having the ability to “click 
here for more information” without requesting a mailed prospectus or having to go 
to an online version of a prospectus. 

 
• Following are the specific research findings about the document, organized by the 

same evaluative criteria used in the Gelb/Siegel & Gale report for the SEC: 
 

o Utility 
o Navigational Ease 
o Relevance 
o Clarity, and 

  4 



 
  
NASD  Mutual Fund Point of Sale Disclosure 
March 2005   Investor Research Findings 

o Educational Value 
 
 
Utility 
 
The document created by NASD is organized into two pages.  The first page provides 
“big picture” information to the investor about the fund’s investment approach, principal 
risks, and performance history.  
  

• Investment Objective  
• How We Invest 
• Risks to You 
• Year-by-Year Performance 
• Average Performance 

 
The second page details the fees, other charges and potential conflicts of interest a broker 
may have when recommending/selling the fund (i.e., revenue-sharing issues). 
 

• Fees and Expenses 
o Sales Charges – Paid Directly By You 
o Annual Fund Expenses – Deducted from Fund Assets 
o Portfolio Turnover 

• Potential Conflicts of Interest 
o Does the Fund or its affiliates pay us extra to promote this fund over other 

Funds? 
o Do we pay our personnel more for selling this Fund than for selling other 

funds we offer? 
 
 

Findings: 
 
Page One:  The information provided on page one was familiar to respondents, 
and they all indicated that this is the kind of information that they would expect to 
receive from their broker when considering an investment in a mutual fund.  They 
liked having this information summarized for them and did not indicate any 
impatience or boredom in receiving the basic fund specifications, even if they 
were to receive similar information from other sources.  On the contrary, several 
respondents indicated that they want even more in-depth data:  specifically, a 
percentage breakdown of the kinds of industries that the fund invests in, with 
representative companies listed.   
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“This is good.  It’s common knowledge (i.e., volatility), but it’s scary to see it.” – 
White Plains 

 
“I think the risk factors are explained well.” – Alexandria 

 
“I think they need to tell you that there is a risk.  No surprises there.  I would 

expect this information.” – White Plains 
 

“I wish there was more information about what’s in the fund.” – Alexandria 
 
Page Two:  Respondents reported that the information on page two was not 
information that they typically receive before making an investment.  While some 
respondents asserted that such fees and financial incentives are to be expected and 
would not change how they work with their broker, others indicated that the 
disclosure would prompt them to inquire more closely why their broker was 
recommending this particular fund over another. 
 
“That’s interesting.  That seems like a lot of money. . .  It’s direct, it’s clear.  I’ve 

never seen the conflicts of interest spelled out before, but I suspected that they 
were there.”  – Alexandria 

 
“It breaks it down into layman’s terms.  Normally it’s not like this.  You never see 

numbers like this – I’ve never seen a dollar fee before.” – White Plains 
 
 
Navigational Ease 
 
Respondents viewed the document as a PDF file on a laptop computer.  Links to the 
additional information were “live” and brought the respondents to a website.   
 
Each of the two pages was organized in vertical columns with horizontal heading breaks.   
 

Findings:   
 
Computer Literacy:  All the respondents reported considerable experience with 
reviewing investment information online and demonstrated ease and comfort 
navigating through a computer-based document.  In addition, no one demonstrated 
any problems with accessing more information by means of the “click-through” 
prompts.   
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“It is much easier to navigate online than to sit down and read.  If I need to I can 
print it, but a big package mailed to me with all that stuff is too much.” – White 

Plains 
 
Delivery Mode:  When asked what method of delivery they preferred, the majority 
indicated a strong preference for online delivery.  A small number of respondents 
were less firm in their preference, stating that either online or mail would be fine.  
No one indicated a preference for disclosure by phone. 
 

“The less paper I get the better.  I think e-mail is the way to go.” – Alexandria 
 

“It’s better to read it for yourself, and online is much better.  Waiting for mail is 
archaic.” – White Plains 

 
“The more I think about it, the more I’d like to have it online.  I’d like to receive 

an e-mail and then go to the website.  Then I can look at the stuff I want to see.” – 
Alexandria 

 
Layout:  While most respondents reported no difficulties with the document set-up 
and layout, two respondents indicated that they prefer a horizontal orientation to a 
vertical one.  One of those respondents also indicated a preference that the 
information be presented as hyperlink headlines (like the online Wall Street 
Journal), so that he can quickly assess all the topics and then click only on the 
ones that interest him.   

 
 

“This is easy to focus on section-by-section.  I like that.” – White Plains 
 

“I don’t see why there are two columns like this with a tall section on one side 
(i.e., Fees and Expenses) and short on the other (i.e., Potential Conflicts of 

Interest).  I’m more into balance.” – White Plains 
 
 
Relevance 
 
Respondents demonstrated a very high degree of enthusiasm for the content of the NASD 
Disclosure Form.  They asserted that if they were asked by their broker to read this 
document, they would do so, and that the information provided would be valuable in 
helping make investment decisions.   
 

“If someone I trusted sent it and said I should read it, I would.” – Alexandria 
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“All of this is basic, but you need to read it. . .  But I still need to talk to someone – I 

would call [my broker] and ask what’s going on.” – White Plains 
 

“I’ve never seen an upfront acknowledgement of getting paid more for promoting certain 
funds.” – Alexandria 

 
“From what I’m hearing I’m constantly giving somebody money. . .  I’m complaining, but 

it’s good for me to understand.  For the most part, you’re telling me what I need to 
hear.” – White Plains 

 
However, not surprisingly, respondents generally demonstrated a great deal of trust 
toward their brokers – such trust being part of a successful, ongoing relationship.  
Respondents reported that the disclosure information might lead them to ask additional 
questions of their brokers about the merit of the fund, but implied that – given the 
underlying trust of the relationship – it probably would not lead to a strong movement 
away from their brokers’ initial recommendations.   
 
“The bottom line is that it’s not enough of an incentive for the broker to push it.  I would 

have a problem if they’re pushing crap, but if [two funds are equivalent], I’m 
comfortable with what my broker recommends.  He was referred by my father.” – White 

Plains 
 

“As long as it doesn’t cost me more, that’s o.k.  But it would make me wonder – is the 
fund not doing well if they’re trying to get the broker to push it more?” – White Plains 

 
 
Clarity 
 
All the respondents reported that the information provided on the two-page disclosure 
document was clear and understandable.  However, when asked to explain to the 
interviewer what each section meant, respondents often “read back” incorrect 
information.  The mis-readings seemed to stem from a combination of unclear language 
(e.g., the use of indefinite pronouns), a misleading hierarchy of information, and 
individual respondents’ inability to understand the meaning of the text.   
 
Furthermore, as indicated above, clicking for more information sometimes actually 
increased misunderstanding.  Because the NASD is not currently engaged in changing 
formats or specifications for investment prospectuses, ARC will only focus on text that 
the NASD can immediately make improvements upon (i.e., the two-page disclosure 
document and the “Message from XYX Broker”). 
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Findings 
 
Sales Charges – Paid Directly By You:  Although there is a general understanding 
among respondents that brokers receive compensation for executing a mutual fund 
sale, respondents report that the exact amount of that fee is rarely – if ever – 
explicitly disclosed.  Respondents liked to see the actual fee in dollars for each 
$1,000 investment and reported that they clearly understood what the fee 
represented.  One respondent, however, misunderstood the term “Sales Charge” to 
mean a fee he would pay when he sells the fund.  Others demonstrated a lack of 
understanding that the fee is a one-time charge.   
 

• Therefore, ARC recommends that the section be re-titled “One-Time Sales 
Charges – Paid Directly By You.” 

 
In addition, the sentence immediately preceding the section referring to break-
point fee reductions caused respondents to be distracted from the key point about 
the sales charge.   
 

• ARC recommends that the sentence be moved after the Sales Charges 
disclosure and that it be re-written as follows for greater clarity:   

 
“If you and your family invest at least $25,000 $50,000 (NB: the dollar amount 
should match chart in the click-through) in the John Doe Family of Funds, then 
you may be eligible for a fee reduction in this charge.”   

 
“I want to know what a fee reduction is . . . [After click-through].  It’s not what I 

expected. . . I’m a little confused with this page.  As a Class A shareholder, I might 
be eligible for a fee reduction, but I clicked on it and didn’t see anything.” – White 

Plains 
 

When they compared the NASD document to the SEC document, respondents 
indicated that they liked the SEC chart that presented three examples under the 
following column headings: “Contribution amount,” “Up front fee you pay,” 
“Your net investment value,” “Up front fee %.”  Respondents were attracted by 
the easy interactivity of the bold fill-in boxes – and they assumed that if the 
document were online, the fees they would actually pay would be automatically 
calculated.   
 

• ARC recommends at least providing additional examples of fees in a chart 
form, as well as an auto-calculation function, if feasible. 
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“Do I have to pay 25 times $57.50 if I were investing $25,000?”  – White Plains 
 
Only one respondent in Alexandria explicitly noted that he/she valued the fee 
comparative scale provided on the SEC document.  This seemed to be a feature 
that was less necessary than others, but because of the small number of interviews, 
the findings on this feature are inconclusive. 
 
Annual Fund Expenses: 
 
While respondents claimed to understand this section, not all of them actually 
grasped that the fees are charged annually.   
 

• Therefore, ARC recommends altering the heading to “Annual Fund 
Expenses – Deducted from Fund Assets Each Year.”   

 
• ARC also suggests that the parenthetical phrase “(per $1,000 investment 

over 12 months)” be edited as indicated and, for consistency, suggests it be 
moved below the phrase “Total Fund Operating Expenses.”  

  
• To help respondents fully understand that they themselves will be paying 

these operating costs, it is recommended that “Total Fund Operating 
Expenses” be changed to “Estimated Annual Fee You Pay.”   

 
• As with the “Sales Charges” section, respondents appreciated the SEC 

version, which featured a small chart of examples, as well as fill-in boxes 
that automatically calculate the annual fees they would pay.   

 
Respondents did not find the detailed breakdown of Annual Fund Expenses 
(available by “clicking” for more information) either clear or useful.  Several 
respondents observed that only the total amount was relevant to them as individual 
investors.  Furthermore, respondents found the breakdown categories to be vague. 
 
“It adds up to 1.38%.  I already knew that from before.  Why should I care about 

this?  It won’t affect how much I’m paying.”  – Alexandria 
 

“What is this ‘other expenses?’  That doesn’t tell me anything.” – White Plains 
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Portfolio Turnover: 
 
This section seemed to be the source of the most confusion.  Many respondents 
did not fully understand the implications of portfolio transaction costs.  And a few 
even thought that the turnover percentage of 47% indicated the return on 
investment.   
 

“Turnover of 47% – I could use more of an example.” – White Plains 
 

“47%.  That’s high.  That’s good.  Remember, they lost money in 2002.” – White 
Plains 

 
“47%.  That sounds like profit to me.” – White Plains 

 
However, research indicated that the wording was clear for most respondents and 
need not be changed.  
 
Potential Conflicts of Interest: 
 
Most respondents volunteered that they liked the question-answer format of the 
Conflicts of Interest Section.  A majority of the respondents understood that this 
section revealed that their broker might not be working in the investor’s best 
interest by recommending this fund over funds with similar investment objectives 
and performance.   
 
“It’s telling you that they get more if they end up selling the fund, which I look at 

somewhat negatively, because it’s not in my best interest.” – Alexandria 
 

“To think that there’s a conflict of interest is interesting.  It’s good that you’re 
being told up front – it’s not so sleazy.” – White Plains 

 
“That’s interesting information – not information I’d expect to see.  I can see why 

the SEC would want us to know that.” – White Plains 
 

“As long as they pay, I don’t care.” – White Plains 
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The greatest misunderstanding in this section stemmed from the use of indefinite 
pronouns instead of proper nouns.  The two main bullet points would be easier for 
respondents to understand if they were edited as follows: 
 

• Does the John Doe Small Cap Fund or its affiliates pay us XYZ Brokerage 
Firm extra to promote this the John Doe Small Cap Fund over other funds?  
Yes 

 
• Do we pay our Does XYZ Brokerage Firm pay its own personnel more for 

selling this Fund than for selling other funds we XYZ Brokerage Firm 
offers?  Yes 

 
In addition, the first sentence in the section (“Of the $57.50 in sales charges, XYZ 
Broker receives $50.”) misdirects investors from the main point of the Conflicts of 
Interest section: namely that the brokerage firm receives additional payments from 
the Fund, over and above the sales charges paid by the investor.  
 

• ARC strongly recommends that this sentence be moved to the Sales 
Charges section:  1) to prevent a misunderstanding that the investor is 
paying for revenue sharing and 2) to focus investors on the potential 
conflict of interest, itself. 

 
A Message From XYZ Broker:  One of the biggest differences between the SEC 
form and the NASD form is the NASD’s “Message From the Broker” document.  
Investors expressed great appreciation for the additional information provided in 
this “click-through” document.  However, respondents also demonstrated a wide 
range of interpretations of the document.  In some cases, the language served to 
obfuscate – rather than clarify – the payments made by the Fund family to the 
Brokerage Firm and the incentives paid by the Brokerage Firm to its own 
registered sales reps.  The greatest misunderstanding seemed to stem from the 
chart of fees:  the headings were confusing to respondents and some respondents 
did not understand the rankings provided in parentheses.  
 

“It’s their ranking according to the best. . .  Because it’s so popular, they [the 
broker] are getting more money.” – White Plains 

 
“They’re comparing their fees to others?. . . This is confusing to me. . .  And I 

don’t know what this 5, 3, 2 means.” – White Plains 
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• It is also recommended that the table heading “Annual Asset Fees” be re-
titled “Fees Paid Annually By John Doe Small Cap Fund to XYZ 
Brokerage Firm” and “Sales Fees” be retitled “One-Time Fees Paid by John 
Doe Small Cap Fund to XYZ Brokerage Firm.”  In addition, ARC suggests 
that the columns be switched to reflect the progression of fee payments.   

 
 
Educational Value 

 
Most respondents were demonstrably surprised to learn the specifics of the purchase fees 
and on-going charges they pay when purchasing a mutual fund through a broker.   Their 
comments often focused on their perceptions that the fees seem high, and that this is 
information that is important for them to know. 
 
“On top of sales charges, the fund has an operating expense.  I think it’s pretty high.  It’s 

good to know this information up front.” – White Plains 
 

“It’s good.  I like that it tells what the fund invests in, the risk, and the performance.  
How much it would cost per year.  Right now, with my broker, I don’t really see that too 

often – it’s been kind of nebulous.  It’s good to know that up front.”  – Alexandria 
  
Overall, the five respondents in Alexandria preferred the NASD Disclosure Form to the 
SEC form for two main reasons: 
 

1) the ease of reading and working with an online document, including the 
convenience of the “click-through” options, and 

2) the inclusion of investment objectives, approach, risks and performance on page 
one. 

 
The greatest relative advantage of the SEC version over the NASD alternative seemed to 
be the examples of the fees for varying investment amounts and bold fill-in boxes. 
 

“There’s more information on the NASD version, because of page one.  Often 
prospectuses leave you wondering what you’re looking at.  The NASD version gives me 

enough to make a decision – the SEC form would require me to look for more 
[information].  I’d go with the NASD, except possibly for the fees broken out by dollar 

amounts.” – Alexandria 
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RESEARCH FINDINGS – DAY 3  (BETHESDA, MD) 
 
The reactions from respondents were consistent with those of the first two days of 
research.  In this final day of research, investors responded favorably to “Page One” of 
the NASD prototype and typically preferred the SEC’s format to the NASD’s “Page 
Two.”  As before, most respondents indicated a preference for electronic delivery, citing 
the benefits of instant access, ease of comparing the information to other investment 
options, and reduced paper clutter. 
 
Page One 
 
Respondents indicated that they value the first page of the NASD form, and they noted its 
absence from the SEC version.  One respondent pointed out that the “Page One” material 
addresses the aspects of mutual funds that are of greatest interest to investors, suggesting 
that the inclusion of that information will increase the likelihood of the document being 
read.  Some respondents stated that the performance information provides an essential 
context for evaluating the fees and other disclosed data.  Everyone agreed that the “Risks 
to You” column was relevant, clear and helpful. 
 
“This was informative.  I think it’s really smart.  I think it’s good that it’s the first page.  

Immediately you’re grounded.” – Bethesda 
 

“[The SEC form] is missing a couple of key features.  I would add the performance and 
risk information [to the SEC form], and the other basic information about the kind of 

fund.” – Bethesda 
 

“There isn’t any fund performance stuff [on the SEC form].  That’s the only advantage 
[of the NASD form] that I see.” – Bethesda 

 
“It’s well-written, brief and to the point.  The first word I see is ‘Risk.’” – Bethesda 

 
“I like this [the SEC version].  But [‘Page One’] is important to know.  If you forget 

about [the risks], you could be in a world of trouble.” – Bethesda 
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Page Two 
 
Almost all respondents thought that the SEC’s presentation of the sales fee information 
was superior to the NASD version.   
 

o Introductory Language:  Several respondents mentioned and appreciated that the 
SEC form included an “Ask before you buy” section at the top of the form, which 
made clear that the primary purpose of the document was the disclosure of fees 
and conflicts. 

 
“It’s good.  Right up top, it warns you upfront: we are required to tell you about fees and 

conflicts.  ‘Ask before you buy.’” – Bethesda 
 

“’Ask before you buy’ is at the top of the page.  This seems like a much more 
straightforward presentation.” – Bethesda 

 
o Section Titles:  Most respondents preferred the SEC’s language to the NASD’s 

language for the two fee sections:  “You pay when you buy” and “You also pay 
each year.”  These two labels were considered to be perfectly clear and user-
friendly. 

“I like the wording – ‘You pay when you buy.’” – Bethesda 
 
“This is easier to understand. ‘You pay when you buy.’  It shows you exactly how much 
you’re investing.  The percentage is nice to see – it shows that the more you invest, the 

lower the fee you pay.” – Bethesda 
 

“Here it makes it clear that it’s going to be every year.  It slaps you in the face.” – 
Bethesda 

 
o Layout of Sales Fee Disclosure:  Investors appreciated the four-column approach 

of the SEC document: “Total payment amount,” “Estimated upfront fee you pay,” 
“Your investment amount,” and “Upfront fee as % of your investment amount.”  

 
“This is shorter, more concise [than the NASD version].  It has both numbers and 

percentages.” – Bethesda 
 

“This is considerably more user-friendly.  It’s got the percentages.” – Bethesda 
 

“It immediately shows you what you have to invest and what’s being taken off the top.  
It’s very clear.  I think that’s good.” – Bethesda 
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o Fill-In Boxes:  The blank boxes received mixed reactions.  Some investors found 
the interactivity to be appealing and the (inferred) automatic calculation helpful.  
Others found the presentation of the boxes to be condescending. 

 
“I’d use this on a website.” – Bethesda 

 
“I like the blocks that let you put in the amount you’re going to invest.” – Bethesda 

 
“What do you need that for?” – Bethesda 

 
“I think it’s a gimmick.  I always feel that they treat me like a half-wit.” – Bethesda 

 
 

o Annual Fund Expenses:  Some respondents were misled by the use of a fixed 
dollar amount rather than a percentage in the annual fee section of the NASD 
form.   The table of examples in the SEC document was puzzling to some because 
the percentage did not change.  A simple statement of the percentage would be 
less likely to confuse investors.  

 
“I guess I’d like to see a percentage.  That’s typical.” – Bethesda 

 
“I read it as $13.80 coming out every year as a flat amount.  [After respondent clicked 

through for additional information]  It’s a percent. Not a flat amount.  The 1.38% is 
helpful.” – Bethesda 

 
“It expresses [the fee] in dollars that the average layman understands.  I deal in 

percentages.  Maybe it could do both – it wouldn’t hurt.” – Bethesda 
 

“It’s always good to have the percentage.” – Bethesda 
 

“Why are you showing four different figures?  It’s the same percentage.” – Bethesda 
 

“Get rid of the blank boxes [in the SEC form] because that’s just more confusion. . . The 
fee is a percentage of the value.” – Bethesda 

 
 

o Account Fee:  The annual account fee was noticed by a few respondents and was 
seen as being a relevant disclosure that was missing from the NASD form.  
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o SEC’s Annual Fee Breakdown:  Most respondents considered the breakdown of 
the annual fee to be unnecessary and unhelpful.  When they tried to interpret the 
fee sub-categories (distribution, management, and other), they were unable to do 
so. 

 
“I guess I don’t care.  These fees are used to fund the company.  They’re not all going to 

one person.” – Bethesda 
 

“’Other’ – whatever the hell that means.  Just call these management fees and give the 
total.” – Bethesda 

 
“This is what it’s going to cost.  Whether you call it a management fee – what does it 

matter to me?  It doesn’t help any.” – Bethesda 
 

“This is where I tune out.  It’s just gobbledygook.” – Bethesda 
 
 

o Portfolio Turnover:  The turnover section was very confusing to many 
respondents, especially because it appears in a document that focuses on 
disclosing the fees being charged to investors.  In several cases, respondents 
assumed that “transaction costs” referred to would be charged directly to them, 
which made them question the validity and meaning of the annual fee disclosures 
they had just finished reading. 

 
“I don’t know if turnover is relevant.  I think it’s excess information.” – Bethesda 

 
“They put [that information] there to tell me they’re aggressive. . . It’s an impressive 

number if things are going well.” – Bethesda  
 

“Why are you charging me transaction fees if I’m already paying an operating 
expense?” – Bethesda 

 
“I think the average layman would be upset by this. . . They can charge anything they 

darn well please.  Why are you charging me more?” – Bethesda 
 

“Maybe it’s [included] so that when they sell a stock they used to own when I bought the 
fund, I won’t complain . . . But what are these transaction costs you’re going to hit me 

with?  Boy, this is really getting confusing now.” – Bethesda 
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Delivery Mode 
 
Consistent with the first round of research, most respondents said they would prefer to 
receive these disclosures electronically through some combination of e-mail and online 
access.  They cited the following reasons for this preference:  instant access; ease of 
comparing the information to other investment options; reduced paper clutter; and the 
ability to print part – or all – of the document, if desired.  Seniors are more likely than 
younger investors to indicate a preference for hardcopy over electronic delivery. 

 
“I’d like it by e-mail, where I can go to the web and read it.” – Bethesda 

 
“I prefer a piece of paper.” – Bethesda 

 
“Just send it to me in an email.  In the email, not an attachment. . . [A website] would be 

nice.  Those kind of links are good.” – Bethesda 
 

“I don’t want it over the phone.  Email or mail.  Email now is a pretty secure thing.” – 
Bethesda 

 
“Probably mailed would be better. . . It would be interesting if it was on a web page 

where you could enter in an amount and it would calculate for you.” – Bethesda 
 
 
 

### 
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BACKGROUND & OBJECTIVES 
 
The SEC has proposed a mutual fund point of sale fee disclosure form to be used by 
brokers and investors.  One of the recommendations of the NASD Mutual Fund Task 
Force was to deliver this disclosure form to investors through the Internet.   NASD 
wanted to test the proposed online delivery method and process for effectiveness.  To this 
end, NASD engaged Applied Research and Consulting LLC (ARC) to conduct research 
that would: 
 

• Gauge the level of in-home computer and Internet usage; 
• Determine attitudes, capacity and facility regarding simultaneous use of telephone 

and Internet; 
• Observe investor comprehension of the mutual fund fee disclosure form, when 

delivered over the Internet, in a more “real world” context. 
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OVERALL APPROACH AND METHODOLOGY 
 
In order to determine the viability of an online mode of delivery for the fee disclosure 
form, a mixed methodology was employed.  Quantitative research, conducted through 
participation in an omnibus, national telephone survey, was used to evaluate the broader 
questions of computer and telephone usage.  Qualitative research, consisting of twenty in-
depth telephone interviews with investors, provided insight into the effectiveness of the 
proposed process.  Detailed below is the explicit process for each methodology. 
 
Quantitative Methodology 
 
In an effort to reach the broadest audience, most representative of the larger populace, 
ARC submitted four questions to be included in an omnibus survey, conducted by 
Opinion Research Corporation (ORC). The findings of the research reflect a telephone 
survey conducted among a national probability sample of 1005 adults comprising 505 
men and 500 women 18 years of age and older, living in private households in the 
continental United States. 
 
Interviewing for ORC’s omnibus survey, known by the product name, CARAVAN® 
Survey, was completed during the period of June 30 – July 3, 2005.  All data collection 
efforts took place at ORC’s Central Telephone Facility, where interviewers are 
continuously supervised, monitored and reviewed in order to maintain the highest quality 
interviewing standards. 
 
The most advanced probability sampling techniques were employed in the selection of 
households for telephone interviewing.  This study utilized an unrestricted random 
sampling procedure that controlled the amount of serial bias found in systemic sampling 
to generate its random-digit-dial sample.  The sample was fully replicated and stratified 
by region.  Only one interview was conducted per household.  All sample numbers 
selected were subject to up to four attempts to complete an interview. 
 
Completed interviews were weighted by four variables: age, sex, geographic region, and 
race, to ensure reliable and accurate representation of the total population, 18 years of age 
and older.  The raw data was weighted by a custom designed program, which 
automatically develops a weighting factor for each respondent.  Each respondent was 
assigned a single weight derived from the relationship between the actual proportion of 
the population with its specific combination of age, sex, geographic characteristics and 
race and in the CARAVAN® Survey sample that week.
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Qualitative Methodology 
 
The qualitative research consisted of twenty in-depth telephone interviews with investors 
from four regions of the country centered around but not limited to major cities (New 
York, Chicago, Atlanta and Los Angeles).  Respondents were recruited through research 
facilities located in these cities; however, they were selected to be representative of 
urban, suburban and rural regions.  Respondents were screened to ensure eligibility 
according to several criteria, incorporating several requirements used by the SEC in their 
usability testing, including: 
 

• Having sole or shared responsibility for making decisions regarding purchases of 
investments; 

• Being a user of a Windows PC (ARC was advised by NASD that the test 
prototype of the online disclosure form would not work correctly on a Macintosh 
platform, but that the final production version will work across operating 
systems).  However, one respondent used both a PC and MAC and conducted the 
interview using their MAC computer, which did result in problems with the fee 
calculator feature later in the interview; 

• Having access to the Internet (all forms of connection to the Internet were 
included) from home; 

• Having recently purchased at least one of the following: 
 “loaded” mutual funds, 
 variable annuities, or 
 529 plans where the underlying investment are mutual funds; 

• Being a high school or college graduate (excluding persons with graduate 
degrees). 

 
[See Appendix for Screening Questionnaire]
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Profile of Qualitative Research Respondents 

Gender Age Region Education Computer 
Competence 

Broker/ 
Direct 

Invested 
Assets 

Female 52 West College 
Graduate 

Highly Broker $2-$24K 

Female 42 Southeast College 
Graduate 

Moderately Broker $2-$24K 

Male 24 Midwest College 
Graduate 

Highly Broker $2-$24K 

Male 33 Midwest College 
Graduate 

Moderately Broker $2-$24K 

Male 40 Southeast College 
Graduate 

Moderately Broker $25-$99K 

Male 43 West College 
Graduate 

Highly Both $25- $99K 

Female 33 West College 
Graduate 

Highly Both $25- $99K 

Female 34 Southeast Some 
College 

Minimally Broker $25-$99K 

Female 24  Northeast Some 
College 

Highly Broker $25-$99K 

Male 55 Northeast College 
Graduate 

Highly Broker $25-$99K 

Female 53 Southeast College 
Graduate 

Moderately Both $100-$499K 

Male 56 West College 
Graduate 

Highly Both $100-$499K 

Female 45 Southeast College 
Graduate 

Moderately Both $100-$499K 

Female 37 West College 
Graduate 

Minimally Both $100-$499K 

Male 34 Northeast College 
Graduate 

Moderately Both $100-$499K 

Female 34 Midwest College 
Graduate 

Highly Both $100-$499K 

Male 61 Midwest Some 
College 

Moderately Both $100-$499K 

Female 55 Southeast College 
Graduate 

Moderately Broker $100-$499K 

Male 72 Midwest High School Highly Both $100-$499K 
Male 68 Midwest High School Minimally Broker $100-$499K 
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All respondents were called at a prescheduled time.  Each interview began with a 
discussion about the respondent’s experience with and usage of computers, particularly 
their home computer.  [See Appendix for complete Interview Guideline.]   
 
Respondents were asked to describe: 

• The type of computer they used (desktop, laptop operating system), 
• What type of Internet connection they had, 
• The type of printer they used (laser or inkjet) and whether they had it hooked up 

all the time. 
 

Responses to these questions, in terms of amount of detail, knowledge and perceived 
competence were used to provide a context for later responses to their experiences with 
the fee disclosure form.   
 
During this portion of the interview, respondents were also asked about their level of 
comfort with reviewing materials online while simultaneously speaking on the telephone.  
This question was posed in a more general way during the quantitative research but was 
used in this portion of the research to probe for responses in a more “real world” setting. 
 
If respondents indicated they were not comfortable reviewing materials online while 
simultaneously speaking on the telephone they were given the option to review the fee 
disclosure form and use the fee calculator on their own.  A follow-up call was scheduled 
for later to complete the interview.   
 
Following the introductory section, respondents were asked to characterize their 
experience and orientation toward investing, including their investment background and 
history of working with brokers as well as the perceived benefits and drawbacks. 
 
Respondents who chose to participate in the interview while simultaneously viewing the 
form were asked to provide the interviewer with a commentary regarding their overall 
impressions of the process of receiving the link and opening the form, to what they 
noticed on the form itself.  They were asked to imagine that this link was sent to them by 
their broker prior to investing in a mutual fund.  Respondents were encouraged to 
indicate if they experienced difficulty with any part of this process, technically or 
otherwise.  Researchers were instructed to ask respondents to describe difficulties if they 
encountered them, but not to offer solutions.  Only after the problem had been accurately 
described and if the respondent was unable to solve it were researchers allowed to 
provide minimal assistance in order to allow the interview to continue.   
 
After reviewing the form freely, respondents were asked (if they had not noticed already) 
to look at the automatic Fees and Expenses section.  They were first asked what fees they 
would expect to pay on an investment of $2,500. If they did not immediately use the 
automatic fee calculator they were asked to explain why.  Once respondents were aware 
of and had used the automatic fee calculator, they were then asked what they would 
expect to pay on an investment of $50,000.  Following that exercise they were asked to 
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describe what they had noticed about the fees related to the different investment levels in 
the exercise as well as their overall impressions of the automatic fee calculator feature.  
 
Respondents were then prompted to review the Potential Conflict of Interest section, if 
they had not already done so, and asked to discuss its meaning. 
 
Finally they were asked to elaborate on the process itself, and their expectations of 
actually utilizing this website and disclosure form if their broker were to send it to them.  
They were also asked several questions about their preferences in terms of mode of 
delivery of this information as well as for recommendations for improving delivery of the 
form. 
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RESEARCH FINDINGS 
 
Quantitative Findings from the CARAVAN® Survey 
 

• 64% of American adults access the Internet from home.  This percentage 
increases sharply as income and education increase.   

 For example, 83% of college graduates access the Internet from home, and 
88% of adults with household income above $75K access the Internet 
from home.   

 Seniors are the least "wired" segment: 63% of people aged 65+ do not 
access the Internet from home. 

 
• Of those adults who access the Internet from home, 56% use a high-speed service, 

such as DSL or cable modems.  The other 44% use traditional dial-up service. 
 

• Of those adults who access the Internet from home, 70% say they have accessed 
the Internet while simultaneously talking to someone on the telephone.   

 47% say they do it at least once a week.   
 30% say they have never accessed the Internet while simultaneously 

talking to someone on the telephone.   
 An additional 12% say they almost never do so. 

 
• Of those adults who DO access the Internet from home, 57% say it would be not 

at all difficult to talk on the phone to a broker or financial adviser while reviewing 
online information.   

 14% say it would be somewhat difficult.   
 24% say it would be very difficult. 

 
• Of those adults who access the Internet from home, when asked how they would 

respond if their broker/adviser asked them to review online information while 
staying on the phone: 

 42% say they would review the information while staying on the phone. 
 54% say they would not. 

 
• Of those adults who access the Internet from home, 39% say they have purchased 

shares of a mutual fund through a broker or financial adviser.   
 This percentage rises to 49% for people between the ages of 45 and 54.   
 It rises to 61% for people aged 55 and above.   
 This percentage also rises with income and education. 
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Qualitative Findings from the In-Depth Interviews 
 
Respondents were generally very comfortable with computers. 
 
Respondents ranged from people who built their own computers to those who learned the 
minimum they needed to function online.  
  

• All respondents, even the self-professed “technophobes” said they used their 
computers regularly to perform multiple functions both off and online.   

 
“I use it for everything, from doing financial research to grocery shopping.” 

 
“Initially, I bought this so I could just get email at home, but now I am finding that I can 

use it for much more than that.” 
 
“I have had a computer in my home since 1985.  Now everyone I know has a computer in 

their home and can at least do email.” 
 
A large majority of respondents, sixteen of twenty, had more than one computer in their 
household.  One respondent said she had five computers in her household including 
laptops for each member of the family plus one desktop for an in-home business.   
 

• One respondent has had the same computer for approximately nine years.   
 
• All other respondents had their computers for an average of two-three years. 

 
“It just got too difficult to share one computer, it was causing fights.” 

 
“I know it is ridiculous, but the kids are expected to do so much of their homework using 
the computer and my husband and I really need to have our own, so we just kept adding 

computers.” 
 

• Four respondents had one computer in their household, but two of these 
respondents planned to purchase an additional computer in the near future. 

 
“I thought this one would be more than enough, but now I want a laptop.” 

 
Generally respondents were comfortable in varying degrees maintaining their computers, 
either by recognizing changes in performance or knowing if they should update software. 
 

“I know when it is not running right.” 
 
“If it is taking longer to download something or open a web page, I think I might need to 

update the software I use for that.” 
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• Approximately half felt comfortable addressing these issues themselves, others 

said they would have someone else, usually a more technologically savvy family 
member, do it.  

 
“I am comfortable with my computer that I can usually figure out what’s wrong if it is 

not working right and fix it.” 
 

“I think I can figure out what is wrong, but just to be sure I usually wait for my 
husband.” 

 
 Only one respondent did nothing to maintain her computer, either 

inspecting hardware or installing or updating software, such as virus 
protection.  (Not surprisingly, this respondent had some difficulty 
receiving the email and opening the link.) 

 
“My friend set up my computer a few years ago and other than use it I have done nothing 

to it since then.  As long as it runs I am not going to mess with it.” 
 
Seventeen respondents out of twenty said they have printers in their homes.  All 
seventeen have at least one computer that is hooked up to the printer at all times.   
 

• While most had inkjet printers, two respondents said they had laser printers in 
their homes. 

 
“It would be too much hassle to set it up every time.  If I need to print something quickly I 

always have one place ready to do that.” 
 
 
Respondents demonstrated considerable comfort with and dependence on the 
Internet. 
 

• The Internet is an integral part of the lives of most respondents. 
 

 Almost all said they were accustomed to receiving information via email or 
accessing information online.   

 
 Many said they logged on at least “one or two times a day,” while 

others claimed they were online either checking email or performing 
other functions upwards of six times a day.   

 
 A small number described their Internet usage as “constant.” 

 
“Since I stopped working to be a full-time mom I go online much less than I used 
to when I worked at an office but I still go online at least once a day.” 
 

 - 10 - 



NASD  Mutual Fund Point of Sale Disclosure 
July 2005  Implementation Research Findings 

“I don’t necessarily count how many times I am online, but I would say at home I 
go online in the morning and then again at night.” 

 
“I am online all the time.” 

 
 
Almost all respondents used a high-speed Internet connection. 
 
Three respondents used a dial-up Internet connection. The other seventeen said they had 
some form of high-speed connection.    
 
• The 85% penetration of high-speed Internet access among these respondents is 

considerably higher than the 56% measured in the CARAVAN® Survey.  This may 
be a reflection of the fact that the population of active investors skews somewhat 
upward socio-economically compared to non-investors.  

 
“I know I have not always had a high-speed connection, but I am so used to it I can’t 

remember when I had dial-up.” 
 

“I have a high-speed connection through my cable company.  I am online so much, I 
would go bananas if I didn’t have it.” 

 
 
Nearly all respondents were able to open the link easily and navigate quickly regardless 
of the method they used to connect to the Internet including the dial-up users. 
 

• All three with a dial-up connection had an additional phone line or a “splitter,” 
which allowed for them to be online and talk on the phone at the same time.   

 
“I have been happy with my dial-up, it has not been a problem for me.” 

 
All respondents had a personal email account, which they accessed via their home 
computer. A couple of respondents had multiple accounts that they used strategically to 
manage the information they receive. 
 

“I have an email account other than my work address because I want personal 
information to come to me.” 
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Respondents acknowledged the trade-offs between do-it-yourself investing and 
using a broker. 
 
Most respondents checked their bank balances online and some performed other finance 
functions online. 
 
• Ten out of the twenty respondents used a broker as well as invested directly.  Most of 

these respondents had handled their own mutual fund allocations for their retirement 
accounts.   

 
 Brokerage fees were the most commonly cited motivation for investors to 

begin purchasing mutual funds and stocks without a broker.  
 

“I didn’t start doing this right away, but the fees were getting to me.   I built my 
knowledge and confidence and now I think I can handle my investments better than 

someone else.” 
 

 Those who continue to work with brokers said they didn’t mind having to pay  
fees because they preferred someone who knew their goals “looking out for 
them” and did not have the time to do the investment research themselves.   

 
“I know it probably costs me more, but I just don’t have time to be doing all of that 

research.” 
 

“I think I am a smart investor because I know my own limitations.  I am happy to have 
someone help me with these things.” 

 
• When asked, all respondents cited unexplained fees as the biggest drawback to 

working with brokers. Generally fees were viewed as being a part of the “service,” 
however respondents were bothered by not knowing exactly how fee allocation 
worked. 

 
“I guess the fees are the biggest drawback, but then again I have to look at it as paying 

for a service, all the research and expertise.” 
 

“Sometimes I will ask what the fees are but I never understand what they are talking 
about.” 

 
 A smaller number of respondents cited brokers receiving higher commissions 

for some investments as a potential drawback to working with brokers. 
 
“I know they get more money for some investments than others, so it is up to the investor 

to watch out for that.” 
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Respondents were generally comfortable with participating in a telephone interview 
and viewing materials online simultaneously. 
  
While a handful of respondents said this [talking on the phone while online] was not 
something they did as matter of routine, they had done it before and did not find the 
request to be unusual. 
   

“I don’t do it all the time, but I can.” 
 
“I think it is rude, so I usually don’t surf and talk at once, but if I have to then I have no 

problem doing it.” 
 
• Early in the interview, respondents were given a choice to review the online 

information independently and schedule a time to resume the interview after they 
finished reviewing the information.   

 
 Of the twenty interviews, four respondents requested the “call back” option. 

The remaining sixteen chose to do the interviews “in real time.” 
 

“If it is okay, I think I would like to take my time and read this through.” 
 
“Since I have a choice I am going to look at this on my own and you can call me back.” 

 
 

Overall, respondents appreciated the form, citing the mode of delivery, easy 
accessibility and clarity of content as reasons for praise. 
 
“If they are sending this to you via email before investing, that implies they want you to 

get this and look at it.” 
 

“It opened right up, no problem.” 
 

“I like the layout.  It gives you all the information up front and there are no access 
problems.” 

 
“It’s pretty organized.  There’s not a lot of digging around.  They are not hiding 

anything.  It is right here for you.” 
 

“No link problems it’s all right here.” 
 
 
Disposition was a factor in how respondents interacted with the form.   
 
• A few respondents indicated that they might not look at this information every time 

they received it. 
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 Respondents, however, were unanimous in their preference for being provided 
with this information so they could decide how they used it on their own, 

  
“I might not look at it, but I would rather decide that on my own.” 

 
“Of course I would read this.  I am happier with more information than less.” 

 
• Almost all respondents were more likely to notice information at the top of the form, 

particularly the information in the “Risks to You ”section, as well as the fund 
performance graph and table.   

 
 Those who self-described as “thorough” or “detail-oriented” were more likely 

to read through the whole form, click on links and also appeared to be 
comfortable taking their time while on the telephone with another person.   

 
 Respondents who wished to review the information independently 

seemed very comfortable expressing this preference and said they 
would do so with their broker as well. 

 
“If they are sending this to me I am going to look at it and take my time doing it.” 

 
 Respondents who “skimmed” the form were less likely to notice all of 

the information presented and had to be prompted to look at specific 
sections during the interview. 

 
• These tended to be people who either preferred “not to think” 

about the details of investing or believed they were already 
aware of this information. 

 
“I know I am paying fees to my broker.  I didn’t know how much I 

paid, but I don’t want to do all of the things he does myself.” 
 
“I get the picture, but this is not news to me.” 

 
There was a clear preference for receiving this fee disclosure information 
electronically rather than via traditional postal delivery or being given the 
information over the phone by their broker. 
 
• Many respondents indicated that having the information available electronically was 

“more direct” than receiving it either in the mail, where they “might not look at it” 
right away, or over the phone, where they “risked” missing critical information. 

 
“I definitely prefer receiving this electronically.” 

 
“I get so much junk mail, I might never see this if it was sent snail mail.” 
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“If my broker wants to tell me about the fees that is great, but this way it is in writing, I 
don’t have to file it myself and I could go back and look at it whenever I need to access 

that information.” 
 
“I think he’s tried to explain this before and it just goes in one ear and out the other.  No, 

this is much better and I can print it out if I want to.” 
 

 Even the three respondents who had difficulty accessing the form online, the 
preference for online information remained. 

 
 Two of these respondents were able to view the form either by 

diagnosing the problem or by entering the URL. 
 

“I had a little trouble, opening the link, but you gave me the URL and I would much 
rather be looking at this online than getting a hardcopy.” 

 
 One respondent, who did not have difficulty receiving or accessing the 

link suggested a return receipt notification so the broker would know if 
the investor had received it. 

 
“They can’t make someone read the form, but they should do everything they can to make 

sure they get it.” 
 
The Fee Calculator was universally appreciated for the information it provided. 
 
Not all respondents noticed the calculator right away. 
 
“I didn’t see that right away, but now that you pointed it out I can’t believe I missed it.” 

 
“Next time I will know it is there.” 

 
Respondents were mostly unsurprised by the breakpoint discount.  Some already knew 
about it, others said they were not aware of the specific amounts involved before using 
the calculator, but that it “made sense” and were appreciative to have it provided to them 
in a manner that was “straightforward” and easy to understand. 
 

“This is great! It takes all the guess work out of those fees now.” 
 

“I respect that they are telling you this stuff up front and give you a way to access the 
information.” 

 
• The interactive feature did not work for three respondents; however, they were able to 

glean the essential information from the table provided in the “Fees and Expenses” 
section. 
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“I can see from the table what the percentage is and use my own calculator.  Either way, 
this is more information than I usually have.” 

 
• Respondents were almost unanimous in their preference for receiving this information 

“in writing” as opposed to orally, and having it accessible to either “print out” and 
review or “look at online.” 

 
“They are giving you the information and you can handle it however you want.  I like to 
print things out, but my husband would be happy just to be able to go to the website.” 

 
“They are giving you something.  It makes it much less suspicious if they are willing to 

put the information out there.” 
 
 
Generally, respondents were less likely to notice the “Potential Conflicts of Interest” 
section than the other sections.   
 
• Many respondents indicated that the position of this information at the bottom of the 

form made them less likely to notice it.   
 

“I am glad to see this posted somewhere, but if they really want to you to know about it 
they would put it up front.” 

 
 Once asked to review this section most respondents appreciated having this 

information communicated “in writing.”   
 

“I would not have expected to find this information provided so publicly.” 
 

 Several respondents indicated that they were already aware of such conflicts, 
but appreciated it being communicated in a public way that would protect 
novice investors. 

 
“I knew about his already, but I had to learn it over time, I am glad that more 
inexperienced investors could have access to information like this directly.” 

 
“I am not surprised.  I knew things operated this way, but I think this information 

should be public in a way that is clear and easy to understand, as it is here.” 
 

• Most respondents expressed appreciation for having access to this type of 
information, particularly during the process of a mutual fund transaction, when it is 
most “relevant.”  

 
“You would not think to ask for this information when you are hot to buy something or 

when you are not thinking about investing.” 
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Qualitative Research Screener 
 
We are offering $XX incentive for participation in this interview.  Each interview will 
last about 45 minutes. 
 

1. Would you be interested in participating and sharing ideas with us? 
 

Yes    
No THANK and TERMINATE 

 
2. Have you participated in a focus group discussion or research project with any 

research firm within the past 6 months? 
Yes     THANK and TERMINATE 
No  
Don’t Know/Don’t remember  THANK and TERMINATE 
 

3. Are you the person in your household responsible for making decisions regarding 
purchases of investments, such as stocks, bonds, retirement accounts, college 
savings plans or mutual funds?  [If this is not the person, ask to speak with that 
person]. If person responsible for investment decisions is not available 
TERMINATE. 

 
4. What kind of computer do you use? 

MAC  THANK and TERMINATE1  
PC  

 
5. Do you have Internet access? 

Yes 
No THANK and TERMINATE – [Track # who terminate here] 

 
6. Please tell me which describes the highest level of education you have attained: 

Some high school THANK and TERMINATE – GROUP IS FULL 
High School 
Some College 
College degree 
Graduate degree THANK and TERMINATE – GROUP IS FULL 

                                                 
1 ARC, had been advised by NASD, that the test prototype of the online disclosure form would not work 
correctly on a Macintosh platform, but that the final production version will work across operating systems. 
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7. Which of the following statements best describes your experience with making 

investments in things like stocks, bonds, retirement accounts, college savings 
plans or mutual funds? 
 A I have made investments like this through a broker over the phone. 
 B I have made investments like this through a broker in person. 
 C I have made investments in stocks or bonds through a broker online. 
 D I have made investments in mutual funds or 529 plans through a broker 

online. 
 E I have made investments like this directly (not through a broker). 
 F I have never made investments like this [THANK and TERMINATE] 
 G Don’t know/Don’t remember [THANK and TERMINATE] 

 
Note: If respondents are only in C or only in E or only in C&E, then THANK and 
TERMINATE. 
 
Note: Do not recruit more than 1/3 of participants in category C. 
 
8. Which of the following have you purchased from your broker or financial 

representative in the past two years? 
 A Individual Stocks 
 B Mutual Fund 
 C Section 529 Plan where the underlying investment is a mutual fund 
 D Variable Annuity 
 E No-load Mutual Fund 
 F Don’t know/Don’t remember [THANK and TERMINATE] 

 
Note: If respondents are in only A or only E or in A&E then THANK and 
TERMINATE. 
 

9. How would you describe you criteria for deciding which stocks, bonds or mutual 
funds to invest in?  TEST FOR ARTICULATENESS 

 
10. What is the total of all assets you have invested in stocks, bonds or mutual funds, 

outside of 401(k)s but including IRAs?  I will read several ranges to you.  Please 
tell me which range includes your assets: [RECRUIT A GOOD MIX] 
 A Less than $2,000 [THANK and TERMINATE] 
 B $2,000 - $24,000 
 C $25,000 - $99,000 
 D $100,000 - $499,000 
 E $500,000 – or more [THANK and TERMINATE] 
 F Don’t know/Don’t remember [THANK and TERMINATE] 
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11. I will read several age ranges to you.  Please tell me which range includes your 

age:  Recruit for good mix. 
Under 25 
25-39 
40 – 54 
55 and over 

 
Thank you for agreeing to take part in this research.  We will schedule a day and time 
where it will be convenient for you to be called at home by one of our researchers.  At 
that time, you will be asked to open a URL link for a form sent to you via email.  You 
will be interviewed specifically about this form, its mode of delivery and your ability to 
navigate it using your home computer. 
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NASD Mutual Fund P.O.S. Disclosure Forms Research 
Interactive “In-Home” Interviews 

Interview Guide  
 

Introduction 
 

• Explain/review research process and purpose. 
− Evaluation of interactive version of form that brokers would be required to 

provide prior to purchase of mutual funds 
• Assure respondent of confidentiality. 
• Confirm receipt of URL and ability to get online during phone call. 

 
Context: Computer usage 
 
Before we get started, I want to ask you a few questions about how your computer system is set 
up and how you tend to use the Internet. 
 

1. How long have you had a computer in your home?  How many people in your home 
regularly use the computer you’re using today?  Do you have more than one computer in 
your home? 

 
2. Generally, how comfortable are you using computers?  [PROBE to determine level of 

proficiency vis-a-vis issues such as software used, Internet, virus protection, etc.] 
 

3. Are you able to access the Internet and talk on the phone at the same time?  Is this 
something you do relatively often?  If no, ask the respondent why not?  (If the 
respondent answers that they are uncomfortable or simply don’t like to work this way, 
offer to have them review the URL independently and schedule a time to call them back 
– complete the first section of the interview).  

 
 
4. How old is your computer?  [IF RELEVANT: What about the other computers in your 

home – what kind are they and how old are they?]  When do you think you will next be 
considering a new computer purchase? [PROBE for specifics: type of computer, reason 
for purchase, etc.] 

 
5. Do you have a printer?  What kind – laser or inkjet?  Is it hooked up all the time or do 

you have to hook it up whenever you need to print something?  How often, on average, 
do you print documents?   

 
6. What kind of Internet connection do you have?   

 
7. Do you have an online e-mail account at home?  How often do you use your e-mail?  
   
8. What about your phone connection?  Are you using a second line right now or a cell 

phone? 
 

9. How often do you go online to access information through the Internet?  What kind of 
web sites do you typically visit?  What kind of information are you usually looking for? 
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10. Do you buy merchandise online?  What kind?  How often? 
 

11. Do you conduct your banking or other financial transactions online?  Please describe.  
What are the benefits of doing those kinds of transactions online?  What are the 
downsides? 

 
12. What about stock purchases, sales, trades or allocations in retirement accounts?  Have 

you done that type of transaction online?  What are the pros and cons?  Do you receive 
account statements for these or any other investments electronically?   

 
If respondent has asked to review URL independently and has scheduled the interview for a later 
time instruct them as follows: 
 
Describe to the respondent a hypothetical scenario in which the respondent is working with a 
broker who has recommended an investment in the John Doe Fund.  Before deciding to invest, the 
broker asks his client to review a form that can be accessed online.  Inform them that the later 
interview will include questions about their experience accessing and using this form. 
 
Instruct them to approach the form initially based on a $2,500 investment and then again based 
on a $50,000 investment.  Ask them to make note of the fees they would expect to pay based on 
these amounts—they will be asked about them in the later interview. 
 
Also instruct them to look at the Potential Conflict of Interest section and be prepared to discuss 
their impressions. 
 
Resume Interview with the next section. 
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Context: Experience with and orientation toward investing 
 

1. What is your investment background?  
 
2. What is your history of working with brokers? 

 
3. What do you feel are the biggest benefits of working with a broker?  What are the 

problems? 
 
Overall impressions 
 

• Describe to the respondent a hypothetical scenario in which the respondent is working 
with a broker who has recommended an investment in the John Doe Fund.  Before 
deciding to invest, the broker asks his client to review a form that can be accessed online.  
(If respondent has already reviewed URL skip instructions and begin with questions). 

 
• Ask the respondent to access the form on his/her computer.   (If respondent is viewing 

form separately from interview – ask if they were able to access the form?) 
 

• Invite the respondent to take a few minutes to explore the form.  Encourage the 
respondent to click on all of the links. 

 
1. Did you have any trouble accessing it?  How long did it take to load on your computer?  

Was the process slow or fast compared to other online materials that you have accessed 
in the past? 

 
2. Tell what links are visible on your screen.  Did you have difficulty accessing the links or 

any other part of the form on your computer?  
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Automatic fee calculation 
 
Now, let’s assume that you are thinking of investing $2,500 in this particular fund.   
 

1. Based on this form, how much would you expect to pay in fees? 
 
2. Did you use the fill-in-boxes that automatically calculate your fees? [IF NO, PROBE the 

reason and then ask respondent to use the boxes.] 
 
Now, please re-calculate the number for an investment of $50,000.   
 

3. Based on this investment, how much would you expect to pay in fees?  Did you notice 
anything about the fees for the different investment amounts?  What did you notice?  Is 
that something you expected?  Why or why not?  

 
4. What is your reaction to the fee calculation feature?  Was there anything confusing about 

it?  Was it helpful or not helpful? 
 
Conflict of Interest 
 

1. Now I would like you to take a look at the Potential Conflict of Interest section (prompt 
only if respondent has not mentioned this).  Please take a moment and read the 
information provided there. 

 
2. Is this new information to you?  Does it surprise you to see it in this form?  Ask 

respondent to elaborate on this information, the form, and method of delivery. 
 

Wrap-up 
 
1. If your broker were to send you this web address before you invested in a fund, how 

likely would you be to actually go to the web site?  
 
2. Would you prefer receiving this information by mail rather than by e-mail with an 

Internet link?  Why or why not? 
 

3. Would you be more likely to look at the form if it were sent to you by mail or e-mail?  
Why? 

 
4. Would you prefer to be given the information over the phone?  Why or why not? 

 
5. Do you have any recommendations for improving the delivery of this form?  Any other 

comments? 
 
Thank you very much for your participation.  We appreciate it. 
 
 

### 
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NASD Disclosure Form  
Omnibus Survey Questions 

 
 

A1. Which of the following best describes your access to the Internet from your home?   
1. I do not access the Internet from home. 
2. I access the Internet from home using a traditional “dial-up” service. 
3. I access the Internet from home using a “high-speed” service, such as DSL or 

cable modem. 

A2. How often, if ever, do you access the Internet at home while simultaneously talking 
to someone on the telephone? 

1. Frequently 
2. Occasionally 
3. Rarely 
4. Never 

A3. Have you ever purchased shares of a mutual fund through a broker or financial 
adviser?   

1. Yes 
2. No 

A4. If you were talking on the phone to your broker or financial adviser, and he or she 
asked you to review some information on the Internet while staying on the phone, 
would you be willing to do so? 

1. Yes 
2. No 
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