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Research Analysis: Fraternal Mapping

If surplus and member base are indicators of fraternal success...

Map of Exlsting Fraternals
(hased on NFCA data In 2007)

Where’s the scale
going to come
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* Size of bubbles represents total assets
* Thrivent’s bubble is for illustration purpose only, not representative.



We think this is
the right model
for fraternals!

Key Attributes Purchasing/Shared Services Co-ops Producer Co-ops

Example: Hardware Co-ops, GPOs & CUNA Mutual | Land O’Lakes, Ocean Spray

Role in the market: I Buyer [ Seller

Function: | Supply aggregation Demand aggregation
Benefits to members: [ Greater bargaining power with suppliers | Greater bargaining power with buyers
I Leverage scale to lower costs I Stimulate demand through promotion
Ownership: : Independent businesses or organizations | Individual producers
I —Customers I —[Customers
I Owners I S
I Suppliers »{ Co-op »«Community I Suppliers Co-op >Community|
[
: L Others I LS| Others
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“You might be asking, how does a
small collective of three cranberry
growers transform itself into an
American icon and the number one

brand of canned and bottled juice
drinks in the United States?’,







Glad we could help.’













For 85% a
co-op has
Intuitive appeal
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1.Compliance
2.Reinsurance
3.Group Benefits

4. Fraternal programming

(" I
'
PR 9F0r85%a

g co-op has
Intuitive appeal

v




1.Compliance 65% interested in
2.Relnsurance mergers & strategic

3.Group Benefits partnerships

4. Fraternal programming
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1.Compliance
2.Reinsurance
3.Group Benefits

4. Fraternal programming
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Intuitive appeal
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65% interested in
mergers & strategic
partnerships

IS also of Interest
plus much more!









Can't
Won't
Shouldn’t
Me, My, |

Could
We, Us




Breakout #1.:
Compliance

N

Facilitator: C. Kopka

Action: Group brainstorm
of shared services
compliance needs.

Outcome: 2-3 ideas for
further exploration.

Breakout # 2;
Compliance

>

Facilitator: J. Felling

Action: Discuss/gather
reactions to a specific pilot
idea presented at the table.

Outcome: See if the table
would commit to piloting.

Facilitator: J. Annotti

Action: Discuss/gather
reactions to a specific pilot

idea presented at the table.

Outcome: See if the table
would commit to piloting.

A

Breakout #3:
Reinsurance

Facilitator: M. Belz

Action: Group brainstorm
of approaches to group
benefits for agents.

Outcome: 2-3 ideas for
further exploration.

N

Breakout # 4:
Benefits
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Breakout #2:
Compliance
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Facilitator: J. Felling
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Breakout #4:
Benefits
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Facilitator: M. Belz




