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ABSTRACT
The purpose of the thesis is to investigate the relationship among the education/ training design, commission/ remuneration system
and the retention propensity of new insurance agents. Furthermore, | test whether and how performance affects the retention
propensity. The questionnaire was designed for new agents of * T” Life Insurance Company. The sample includes 36 branches of
“ T” Life Insurance Company and 105 responses are valid. The results indicate that the education/ training design of “ T”
Company has no significant impacts on the retention propensity of new agents. However, the commission/ remuneration system
plays a significant role on new agents’ retention propensity. The interaction between the commission/ remuneration system and
new agents’ performance also impacts on their retention propensity, implying that except for the commission/ remuneration
system, new agents’ performance does interfere in new agents’ propensity to retain. This thesis suggests that the education/
training design of “ T” Life Insurance Company need to be reviewed.
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