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I N T R O D U C T I O N 

This r e p o r t describes the f i n d i n g s o f a study o f long distance 

telephone c a l l s conducted by the Survey Research Center o f the U n i v e r s i t y 

o f Michigan f o r the American Telephone and Telegraph Company i n the l a t t e r 

p a r t o f May and June 1958. This study represents a c o n t i n u a t i o n o f a 

se r i e s o f studies h e r e t o f o r e sponsored by the Michigan B e l l Telephone Com­

pany. The major emphasis i n the present study has been on long distance 

c a l l s and, i n p a r t i c u l a r , on the impact o f the economic recession i n 1958 

on the use o f the long distance telephone. 

The Sample 

The sample i n t h i s survey as i n i t s predecessors l a a p r o b a b i l i t y 

sample o f the p o p u l a t i o n o f the un i t e d States, exclusive o f the t r a n s i e n t 

p o p u l a t i o n and those l i v i n g i n i n s t i t u t i o n s . One i n t e r v i e w was taken i n 

every f a m i l y i n the sample. W i t h i n the f a m i l y , the respondent waa e i t h e r 

the husband or the w i f e , w i t h tha s e l e c t i o n between the two on a random 

bas i s . Altogether 1456 i n t e r v i e w s were taken. The response r a t e on the 

survey was 86 per cent; t h a t i s , 14 per cent o f designated respondents 

were l o s t because they were not a t home a f t e r repeated c a l l s , refused 

t o permit themselves t o be interviewed, or could not be interviewed f o r 

some other reason. 

The S t a f f 

This study was c a r r i e d out by the s t a f f o f the Survey Research 

Canter, a d i v i s i o n of the I n s t i t u t e f o r S o c i a l Research o f tha U n i v e r s i t y 

o f Michigan. The I n s t i t u t e i s under the d i r e c t i o n o f Rensis L i k e r t , while 

the d i r e c t o r o f the Center i s Angus Campbell. The Center's f i e l d s t a f f i s 



i i i 

d i r e c t e d by Charles Cannell, and the sampling s e c t i o n by L e s l i e Kish. This 

study was c a r r i e d out i n the Economic Behavior Program o f the Center, George 

Katona, d i r e c t o r . For t h i s p r o j e c t a n a l y s i s and r e p o r t w r i t i n g were the 

r e s p o n s i b i l i t y o f John B. Lansing. 
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SUMMARY 

Frequency o f Long Digtance C a l l i n g I n E a r l y 1958 

The p r o p o r t i o n o f a l l f a m i l i e s who make long distance c a l l s once a 
month or oftener d e c l i n e d i n e a r l y 1958. This p r o p o r t i o n , which had 
been s t a b l e at around 40 per cent, d e c l i n e d t o 35 per cent. 

People who have a telephone but never use i t f o r long distance say 
t h a t the reason i s t h a t they have nobody to c a l l or t h a t long distance 
c a l l s are expensive. 

More people r e p o r t declines than increases i n t h e i r use o f long d i s ­
tance i n the l a s t s i x months. Seven per cent o f a l l f a m i l i e s r e p o r t 
t h a t they are making more c a l l s , w h i l e 11 per cent r e p o r t fewer c a l l s . 
Most f a m i l i e s r e p o r t no change. About 3 or 4 per cent o f a l l f a m i l i e s 
have cut back on use o f long distance f o r f i n a n c i a l reasons. 

The impact o f the recession on long distance i s cushioned by the f a c t 
t h a t most people who use long distance are f a i r l y w e l l o f f . The 
people who are most l i k e l y t o become unemployed are those at the 
bottom of the Income d i s t r i b u t i o n , who are u n l i k e l y t o make many long 
distance c a l l s i n any event and may not even have t h e i r own phone. 

Of the f a m i l i e s who have t a l k e d about i n c r e a s i n g or decreasing t h e i r 
use o f long distance r e c e n t l y , n e a r l y a l l say the discussion was 
about a decrease. A l t o g e t h e r 12 per cent.of f a m i l i e s r e p o r t a con­
v e r s a t i o n about long distance; o f the 12 per cent, 11 per cent say 
the discussion was about a decrease. 

Moat people a n t i c i p a t e no change i n t h e i r use o f long distance. 
Eleven per cent foresee a decrease compared to 5 per cent who expect 
an increase. 

Reasons Why People Make Long Distance C a l l s 

People are much more l i k e l y t o c a l l t h e i r r e l a t i v e s than any other 
group. About one i n ten o f those who place long distance c a l l s from 
t h e i r home phone c a l l business associates. A group of s i m i l a r size 
c a l l f r i e n d s . 

More people say t h a t c a l l i n g i n an emergency i s very important to 
them than any other reason. This group i s less l i k e l y t o c a l l o f t e n 
than those who s e l e c t other reasons f o r c a l l i n g as very important. 

C a l l i n g " j u s t t o keep i n touch w i t h the f a m i l y " i s very important 
t o about o n e - t h i r d o f those who use t h e i r home phone f o r long d i s ­
tance . Those who c a l l f o r t h i s reason are l i k e l y t o be frequent 
c a l l e r s . 
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H a l f o f those who use long distance t h i n k o f c a l l s aa too important 
t o cut down. Some others take a middle p o s i t i o n , w h i l e three out 
of ten f e e l c a l l s are l u x u r i e s which can be cut back. 

People who use the telephone t o keep i n touch w i t h the f a m i l y are 
u n l i k e l y t o t h i n k o f long distance c a l l s as l u x u r i e s . 

Soclo-Economic C h a r a c t e r i s t i c s o f People Who Make Long Distance C a l l s 

Income i s c l o s e l y r e l a t e d t o use o f long distance. Of those f a m i l i e s 
w i t h incomes under $3000, 12 t o 19 per cent place a c a l l more than 
once a month. Of those w i t h incomes over $10,000, 52 per cent c a l l 
more o f t e n than once a month. 

The Time o f Day and Day o f the Week When People C a l l 

Most people do not c a l l on any p a r t i c u l a r days. Seventy-one per cent 
r e p o r t t h a t c a l l s by t h e i r f a m i l y are not made on any p a r t i c u l a r day, 
whi l e 18 per cent say they g e n e r a l l y c a l l on Sunday. 

Most people c a l l i n the evening. Seventy-seven per cent s t a t e 
s p e c i f i c a l l y t h a t they place t h e i r c a l l s from t h e i r home phone i n 
the evening. 

S t a t i o n t o S t a t i o n or Parson to Person 

Of people who ever make long distance c a l l s , 40 per cent s t a t e t h a t 
t h e i r l a s t c a l l was person to person. This p r o p o r t i o n holds about 
the same from one income group t o another and does not vary g r e a t l y 
from Infrequent t o frequent users o f long distance. 

Trends i n Telephone Ownership 

The p r o p o r t i o n o f f a m i l i e s w i t h a phone at home rose from 1956 to 
1957. The best estimate from the survey i s t h a t t h i s p r o p o r t i o n 
f e l l s l i g h t l y from 1957 t o June 1958, but the data are not conclusive. 
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I . THE FREQUENCY OF LONG DISTANCE CALLING IN EARLY 1958 

A- Trends l n the Frequency o f Long Distance C a l l i n g 

The p r o p o r t i o n o f a l l f a m i l i e s who make d i f f e r e n t numbers of long 

distance c a l l s has been s t a b l e , or has s h i f t e d only slowly, over a series 

o f surveys (Table 1 ) . I n June 1958, however, the d i s t r i b u t i o n s h i f t e d . The 

p r o p o r t i o n who c a l l once a month or o f t e n e r , which had been s t a b l e a t around 

40 per cent, declined t o 35 per cent. At the same time the p r o p o r t i o n of 

f a m i l i e s r e p o r t i n g t h a t they r a r e l y or never make long distance c a l l s from 

t h e i r home telephone rose from 25 t o 28 per cent. These s h i f t s suggest 

t h a t the dec l i n e i n the l e v e l o f economic a c t i v i t y i n 1958 has had an Impact 

on the use o f long d i s t a n c e . Other evidence to be presented below confirms 

t h a t the recession has had t h i s e f f e c t . 



Table 1 

Trend on the Frequency o f Long Distance C a l l s 

Frequency o f Long 
Distance C a l l s 

Every day 

Almost every day 

Once or twice a week 

A few times a month 

Once a month 

A few times a year 

Less o f t e n 

Never 

Not ascertained, 
Don't know 

T o t a l 

Number o f cases—^ 

A p r I I Aug r Nov. June Dec. 
1956 1956 1956 1957 1957 

17. 1% 

40 8 42 36 8 39 

i 19 19 14 15 

j 14 13 15 13 / 

34 34 38 35 35 

11 10 11 12 13 i 25 25 25 r 23 
14 14 11 12 15 

1 1 * 1 1 

1007. 1007. 100% TOOX 1007. 

1294 1014 1091 1035 1174 

1/ Those w i t h no telephone a t home are excluded from t h i s t a b l e . 

* Less than 0.5 per cent. 
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B. Reasons f o r Never Using Long Distance 

People who r e p o r t t h a t they have a telephone a t home but never 

make long distance c a l l s were asked i f there are any s p e c i a l reasons why 

they don't make long distance c a l l s . The r e p l i e s are tabulated i n Table 2. 

There are only two reasons which people mention: t h a t they have nobody t o 

c a l l and t h a t long distance c a l l s are expensive. People who say they have 

nobody to c a l l mean simply t h a t they have no close r e l a t i v e s or f r i e n d s 

who l i v e a t a distance. The frequency o f mention o f people's f i n a n c i a l 

s i t u a t i o n i n t h i s context would i n I t s e l f lead one to expect t h a t any­

t h i n g which a f f e c t e d the income o f la r g e numbers o f people would also 

lead t o changes i n use of long distance. 



Table 2 

Reasons Why People Never Make Long Distance C a l l s - ' 

Reasons 

Nobody t o c a l l 55% 

Too expensive 20 

Technical d i f f i c u l t i e s * 

No s p e c i a l reason 9 

Other comments 9 

Don't know, not ascertained 13 

To t a l ** 

Number o f cases—^ 196 

If Only those people who say they never make long 
distance c a l l s are included i n t h i s t a b l e . 

* Less than 0.5 per cent. 

** Adds t o more than 100% because more than one 
reason may have been given. 
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C. Changes i n People's Use o f Long Distance I n the Last Six Montha 

Those who r e p o r t t h a t they do not have a telephone a t home or have 

one but never make long distance c a l l s comprise 37 per cent o f a l l f a m i l i e s 

(Table 3 ) . The remaining f a m i l i e s were asked whether more, the same, or 

fewer long distance c a l l s were being made from t h e i r home a t the time of 

i n t e r v i e w than s i x months e a r l i e r , and they were asked f o r the reasons f o r 

any changes. Of a l l f a m i l i e s 6.8 per cent r e p o r t t h a t they made more c a l l s . 

The most common reason was some change i n t h e i r f a m i l y s i t u a t i o n , such as a 

s p e c i a l event or someone being away. Most f a m i l i e s , 44.8 per cent, report 

no change i n t h e i r long distance c a l l i n g . But 10.7 per cent o f a l l f a m i l i e s 

r e p o r t t h a t they are making fewer long distance c a l l s from t h e i r home t e l e ­

phone. Not a l l those who have reduced t h e i r c a l l s gave any reason f o r doing 

so. Some 2.5 per cent o f a l l f a m i l i e s , however, r e p o r t e d t h a t they had r e ­

duced t h e i r c a l l s because they were worse o f f f i n a n c i a l l y . The s i z e o f t h i s 

group i s one measure of the e f f e c t o f the recession on long distance. 

Another measure o f the e f f e c t o f the recession may be developed 

by comparing the s i z e o f the groups making more and making less c a l l s . I t 

i s reasonable t o assume t h a t s p e c i a l personal s i t u a t i o n s lead t o temporary 

increases and decreases i n c a l l i n g . O r d i n a r i l y these two tendencies should 

cancel, and the s i z e o f the two groups should be equal. I n f a c t i n t h i s 

study 10.7 per cent r e p o r t fewer c a l l s and only 6.8 per cent more c a l l s , 

a d i f f e r e n c e of 3.9 per cent. Thus, t h i s approach suggests t h a t 3.9 per 

cent o f a l l f a m i l i e s were reducing t h e i r c a l l s i n e a r l y 1958 f o r reasons 

having t o do w i t h the recession. 

Another approach t o the problem i s t o c l a s s i f y people according 

t o the impact o f the recession upon them, and compare the changes i n the 

use o f long distance by the d i f f e r e n t groups. The people who are most 
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Table 3 

Reasons Why More or Fewer Long Distance C a l l s 1 , 
Are Being Made Now Than Were Made Six Months Ago— 

Percent of A l l 
Reasons Respondents 

More 6.8% 

Special events or s i t u a t i o n s ( i l l n e s s , e t c . ) 2.0 
Someone i s away t e m p o r a r i l y or v i s i t i n g t e m p o r a r i l y 0.8 
Someone moved away 0.3 
Someone moved close enough t o c a l l 0.1 

Increased business use o f home phone 0.3 
Increased use o f phone f o r clubs, organized s o c i a l a c t i v i t i e s 0.1 
Phoning r e p l a c i n g some s o c i a l gatherings 0.2 
Phoning i s convenient, enjoyable 0.8 

D i r e c t d i a l i n g i s simple 0.1 
Telephone company a d v e r t i s i n g has increased awareness of phone 0.1 

Phone has been i n s t a l l e d during l a s t s i x months 0.4 
Children are o l d e r , using phone more 0.1 
Better f i n a n c i a l p o s i t i o n 0.1 
Other 0.3 
No reason given 0.9 

Same 44.8 

Fewer 10.7 

Worse f i n a n c i a l p o s i t i o n 2.4 
Cal l s are expensive, t r y i n g t o c u t down 0.8 
Higher telephone company r a t e s 0.3 
No emergency, no t r i p , no reason t o c a l l 1.0 
Special event, s i t u a t i o n i s past 2.7 

Someone moved c l o s e r 0.9 
Someone moved too f a r away 0.3 
Person who made c a l l s i s no longer I n home 0.3 
Decreased business use o f home phone 0.1 
Other 0.5 
No reason given 1.2 

Not Ascertained 0.5 

Does not have home phone or never made long distance c a l l s 37.2 

T o t a l 100.0% 

Number of cases 1456 

1/ Based on t o t a l sample 
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1 i k e l y t o be unemployed are those who are i n the lowest income groups and, 

hence, l e a s t l i k e l y to use long distance even i n normal times. Of those 

f a m i l i e s c o n t a i n i n g one or more workers who has been unemployed, 54 per 

cent do not have a telephone o r , i f they have one, say they never make 

long distance c a l l s (Table 4 ) . Of those f a m i l i e s which have been a f f e c t e d 

but only by having one or more members work s h o r t e r hours, 44 per cent say 

they never make long distance c a l l s . F i n a l l y , o f f a m i l i e s not a f f e c t e d 

e i t h e r by unemployment or s h o r t e r hours, only 33 per cent never make 

long distance c a l l s . This r e l a t i o n s h i p has a tendency t o cushion the im­

pact o f the recession on the use o f long distance. People who are a f f e c t e d 

are l i k e l y to be those who do not use long distance. 

Nevertheless, as Table 4 also shows, many people I n the a f f e c t e d 

groups do make long distance c a l l s o r d i n a r i l y . About one family i n s i x i n 

the a f f e c t e d groups sayj i t has cut down on long distance i n the l a s t s i x 

months, compared t o one I n eleven o f f a m i l i e s not a f f e c t e d by shorter 

hours or unemployment. 

The recession has been f e l t by people i n other ways than unem­

ployment and reductions i n hours o f work. 

I n Table 5 f a m i l i e s are c l a s s i f i e d according t o whether they 

are making as much money as they were a year ago. Of those who are 

making more i n s p i t e o f the general d e c l i n e i n economic a c t i v i t y , a 

l a r g e r p r o p o r t i o n r e p o r t t h a t they are making more c a l l s than o f those 

whose income i s the same or l e s s . This r e s u l t i s not s u r p r i s i n g ; i t 

suggests t h a t these people are a d j u s t i n g t h e i r use o f long distance t o 

t h e i r higher income. Of those who are making more, only 10 per cent r e ­

p o r t t h a t t h e i r use o f long distance has declined i n the past s i x months, 

compared to 28 per cent o f those who are making l e s s . There i s a c l e a r 

tendency f o r people whose income f a l l s t o reduce t h e i r use o f long distance. 
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Table 4 

R e l a t i o n Between Impact o f the Recession and Changes 
i n the Use o f Long Distance i n the Last Six Months 

Changes i n Long Dis­
tance C a l l s i n Past 

Six Months ALL 

More 7% 

Same 45 

Fewer 11 

Does not have t e l e ­
phone, or does not 
make long distance 
c a l l s 37 

Not ascertained * 

T o t a l ~L007o 

Number o f cases 1456 

How Family Has Been A f f e c t e d 
During the Last Twelve Months 

Unemployed-^ 

5% 

25 

15 

54 

1 

100% 

240 

Worked Shorter 
Hours 2/ 

7% 

31 

17 

44 

1 

100% 

105 

Family Not 
Affected 

8% 

50 

9 

33 

* 

100% 

1058 

If Includes f a m i l i e s i n which one or more members has been unemployed at 
some time i n the l a s t twelve months. 

2/ Includes f a m i l i e s l n which nobody has been unemployed but one or more 
f a m i l y members have worked shorter hours a t some time i n the l a s t 
twelve months. 

* Less than 0.5 per cent. 
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Table 5 

Re l a t i o n Between Change i n Rate o f Income Compared to a 
Year Ago and Change i n the Use o f Long Distance i n the 

Fast Six Months 

Income Now Compared to a Year Ago 

Changes i n Long Distance 
C a l l s i n Past Six Months 

Making 
More Same Less 

More 11% 15% 9% 9% 

Same 71 74 74 63 

Fewer 17 10 16 28 

Not ascertained 1 1 1 * 
T o t a l 100% 100% 100% 100% 

Number o f cases 914 280 415 210 

1/ Those who do not have 
excluded. 

a telephone or never make long distance c a l l s 

* Less than 0.5 per cent. 
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Perhapa the most d i r e c t way t o show the e f f e c t of the recession 

on use o f long distance i s by d e s c r i p t i o n o f i n d i v i d u a l cases. The f o l ­

lowing quotations are from i n t e r v i e w s w i t h people who r e p o r t fewer long 

distance c a l l s i n e a r l y 1958 f o r f i n a n c i a l reasons: 

White woman, husband a r a i l r o a d s witch man at a s t e e l company. Income 
$6000-7499. 

R'e husband has been unemployed since October 1957. R and daughter 
are both working. Asked how they made ends meet R r e p l i e s "We d i d n ' t ; 
we're s t r u g g l i n g through i t ; we're behind on our mortgage payments." 
They have had to borrow money, get help from r e l a t i v e s and f a l l be­
hind on debt payments. The f a m i l y i s making fewer long distance c a l l s 
because they are "Too expensive, wc can't a f f o r d them." 

Wife o f t r u c k - d r i v e r , income $2000-2999 

R's husband s t a r t e d a new business and l o s i n g a l l h i s savings i n I t , 
he then got a j o b as a t r u c k d r i v e r . They are " l i v i n g from pay-day 
t o pay-day" and R stresses the f a c t t h a t they are c u t t i n g down on 
a l l expenses, and gives t h i s as the reason f o r c u t t i n g down long d i s ­
tance c a l l s . 

Negro woman, husband a farm l a b o r e r ; income under $1000 

Husband gets only two or three days work a week hauling labor t o the 
c o t t o n f i e l d s ; gets no unemployment compensation when out o f work. 
R works as a maid. Hakes fewer long distance c a l l s now "because I 
don't have the money t o pay f o r i t . " They are behind on payments 
and have had t o borrow money t o make ends meet as w e l l as " c u t t i n g 
down on e v e r y t h i n g . " 

Male, machinist, income $6000-7499 

R and w i f e have two c h i l d r e n under 18. He has not been unemployed 
but considers h i m s e l f lucky "because I'm s t i l l working." His reason 
f o r c u t t i n g down long distance c a l l s i s "Expensive." 

Widow, white, e l d e r l y ; l i v e s w i t h son who i s a pipe f i t t e r 

R explains t h a t they are worse o f f now than they were a year ago be­
cause "my son does not work steady now." Family has cut down on long 
distance c a l l s because o f "No money." 
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R e t l r e d miner, 74 years o l d , income under $1000 

Lives alone. Has cut down h i s long distance c a l l s to h i s daughter 
"Because my daughter i s making less money and she pays f o r them.'1 

E l d e r l y woman, a s p e c i a l machine operator, now unemployed, husband i s re­
t i r e d , daughter i s an o f f i c e worker. Income l a s t year $7500-9999. 

Expects income to be "much less t h i s year." When asked what measures 
family has taken t o make ends meet, R r e p l i e d : "Just have to c u t 
down, you can't buy things you would normally." Family has c u t down 
on long distance c a l l s "'count of the money." 

Young woman, husband an inspector i n an e l e c t r o n i c s f a c t o r y , employed but 
h i s over time work has been stopped. 

R has stopped working because o f a new baby. Income $4000-4999. R 
says t h a t they have barely managed t o make ends meet —"we dipped 
i n t o our savings." They are making fewer long distance c a l l s because 
of "The expense o f i t . " 
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D. Family Dlacusslon About Long Distance 

A f t e r a se r i e s o f questions about the use o f long distance people 

whose f a m i l i e s ever make long distance c a l l s were asked whether i n the past 

few months they have t a l k e d about e i t h e r i n c r e a s i n g or c u t t i n g down on long 

distance c a l l s . I n i n t e r p r e t i n g the answer t o t h i s question, not too much 

stress should be placed on the l i t e r a l correctness of people's r e p o r t s of 

act u a l conversations. I f a person f e e l s t h a t there has been a discussion 

about c u t t i n g down on long distance, t h a t f e e l i n g may i n f l u e n c e h i s be­

ha v i o r , w h i l e conversations now f o r g o t t e n are not l i k e l y t o be important. 

Most people, 87 per cent, r e p o r t no conversation about increasing 

or c u t t i n g down on long distance (Table 6 ) . Of the 12 per cent who do re­

p o r t such a conversation i n the few months p r i o r t o i n t e r v i e w , nearly a l l , 

11 per cent, say the discussion was about decreasing the number o f long 

distance c a l l s . Of those who have t a l k e d about decreasing, one t h i r d r e­

p o r t an a c t u a l decrease. Of the others, some r e p o r t an increase. Pre­

sumably t h e i r discussions were prompted by the increase, and represent a 

dec i s i o n to reverse i t i n the f u t u r e . The l a r g e s t group r e p o r t s t h a t , at 

l e a s t as y e t , there has been no change compared t o s i x months ago. 
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Table 6 

R e l a t i o n Between Family Discussion o f Changing the 
Frequency o f Long Distance and Changes i n the Use 

o f Long Distance i n tha Last Six Months 

Changes i n Long Dis­
tance C a l l s i n Past 
Six Months 

More 

Same 

Fewer 

Not ascertained, 
Don 1t know 

T o t a l 
1/ Number o f cases— 

Per cent o f f a m i l i e s 
who make c a l l s 

1/ 
A l l " 

11% 

71 

17 

1 

100% 

914 

100% 

Whether Talked About Increasing or C u t t i n g Down 

About About Didn't Talk 
Increas ing Both Decreasing About E i t h e r 

9 

1% 

1/ 
1 

19% 

48 

33 

100% 

105 

11% 

10% 

75 

14 

1 
100% 

790 

87% 

1/ Those who don't have a telephone a t home or never make a long distance 
c a l l are excluded. 

2/ Too few cases t o percentagize. 

* Less than 0.5 per cent. 
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E. Expected Changes i n Use o f Long Distance 

People who do make long distance c a l l s were asked whether they 

expect t h a t there w i l l be more long distance c a l l s made from t h e i r home 

s i x months from now. About four out o f f i v e expect no change (Table 7 ) . 

Eleven per cent expect a decrease, compared t o 5 per cent who expect an 

increase. Of those who have had a discussion r e c e n t l y about decreasing 

the number o f c a l l s , h a l f expect a decrease i n the number o f c a l l s Ifrom 

t h e i r phone i n the next s i x months. 

Those who expect a change were asked the reason. Their answers 

f a l l i n t o three p r i n c i p a l c a t e g o r i e s , those t h a t r e f e r t o t h e i r f a m i l y 

s i t u a t i o n , those t h a t r e f e r t o t h e i r f i n a n c i a l s i t u a t i o n , and those t h a t 

r e f e r t o business use o f the home telephone (Table 8 ) . This r e s u l t i s 

reminiscent o f the answers given by a d i f f e r e n t group o f respondents I n 

e x p l a i n i n g why they never make long distance c a l l s ; they, too, t a l k e d 

i n terms o f finances and o f t h e i r f a m i l y s i t u a t i o n (Table 2 ) . 

F i n a n c i a l reasons are mentioned by about 10 per cent o f those 

who expect t o increase t h e i r c a l l s , but by 35 per cent o f those who ex­

pect to decrease them. More people seem t o have d e f i n i t e i n t e n t i o n s t o 

decrease t h e i r c a l l i n g f o r f i n a n c i a l reasons than the opposite set of 

i n t e n t i o n s . 

I t may be t h a t more people expect t o decrease than t o increase 

c a l l i n g p a r t l y because i t i s easier t o foresee the end o f a temporary 

s i t u a t i o n which r e q u i r e s c a l l i n g than t o foresee the development o f a new 

s i t u a t i o n which w i l l tend t o create a need f o r c a l l s . And i t must be kept 

i n mind t h a t c a l l s need not be planned f a r i n advance. Most people, q u i t e 

reasonably, do not now expect t h e i r c a l l i n g behavior t o change i n the next 

s i x months. 



-17-

Those who do expect to c u t down on t h e i r c a l l s may not have i n 

mind any d e f i n i t e category o f c a l l s . Of those who do mention such a cate­

gory, the l a r g e s t group expect t o cut down on c a l l s which they make t o 

keep i n touch w i t h t h e i r f a m i l y (Table 9 ) . 
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Table 7 

Re l a t i o n Between Past Discussions About Increasing or C u t t i n g 
Down on Ca l l s and Changes i n C a l l i n g Expected i n the Future 

Whether Talked about Increasing or Cu t t i n g 
Down During Past Few Months 

Expected Number o f 
Future C a l l s Six Months About About Didn't Talk 
from Now Compared t o Now A l l Inc r e a s i n g Both Decreasing About E i t h e r 

More 5% 87. 4% 

Same 79 42 85 

Fewer 11 48 6 

Not ascertained, 
Don't Know 5 2 5 

T o t a l 100% 2/ 2/ 100% 100% 

Number of cases 914 9 1 105 790 

1/ Those who don't have a telephone at home or never make a long distance 
c a l l are excluded. 

2/ Too few cases t o percentaglze. 

* Less than 0.5 per cent. 
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Table 8 

Reasons f o r Expected Changed i n Long Distance C a l l s 
Six Months From Now 

Expected Future C a l l s 
Expected Change and 
Reasons f o r the Expectation A l l More Fewer 

Reasons f o r increasing c a l l s : 5.3% 92% * 

F i n a n c i a l reason 0.5% 10% 

Family s i t u a t i o n w i l l change 2.0 36 

Business reasons 1.8 30 

Social reason, committee work * * 

Others 1.0 18 

Reasons f o r decreasing c a l l s : 10.2 93% 

F i n a n c i a l reason 3.8 35% 

Family s i t u a t i o n 3.4 31 

Business reason 0.3 3 

Friends, associations less 0.3 2 

Others 2.4 22 

Not ascertained, Don't Know 

No reason given 

T o t a l 

Number o f cases 

* Less than 0.5 per cent. 

** Respondents might mention more than one reason f o r expecting a change 
i n the number o f c a l l s . 

1.0 

83.7 

914 50 

_4 

** 

99 
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TabXe 9 

Kind of Ca l l s Which W i l l Be Cut Down l n F u t u r e ^ 

Percentage D i s t r i b u t i o n 
o f Those Who Expect to 

Kind o f C a l l s Which W i l l Be Cut Down Cut Down 

Those keeping i n touch w i t h the f a m i l y 34% 

Those keeping i n touch w i t h f r i e n d s 9 

Greetings 1 

Emergency c a l l s C 

When planning or making a t r i p 1 

When worried about someone 2 

Those i n connection w i t h work 3 

Others 24 

Not Ascertained, Don't Know 21 

T o t a l 100% 

Number of cases 99 

1/ Includes only those who own a telephone, make long distance c a l l s 
and mentioned t h a t fewer long distance c a l l s w i l l be made from t h e i r 
home s i x months from now. 
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I I . THE REASONS WHY PEOPLE MAKE LONG DISTANCE CALLS 

Several approaches were used i n t h i s study to the question o f 

what are the reasons why people make long distance c a l l s : people were 

asked t o whom c a l l s are g e n e r a l l y made by t h e i r f a m i l y ; they were asked 

which o f a ser i e s o f reasons f o r making c a l l s a p p l i e d t o them; and they 

were asked I f they t h i n k o f long distance c a l l s as l u x u r i e s . 

A. To Whom C a l l s Are Made 

People's answers t o the question about t o whom c a l l s are made 

are summarised i n Table 10. Some 57 per cent o f those who use long d i s ­

tance s a i d simply t h a t "we c a l l our r e l a t i v e s , " without s p e c i f y i n g what 

r e l a t i v e s . Twenty per cent d i d s p e c i f y t h a t the c a l l s were to t h e i r 

parents or t o t h e i r c h i l d r e n . A much smaller group, 6 per cent, mention 

s i b l i n g s . I t i s apparent t h a t the overwhelming m a j o r i t y of people who 

place long distance c a l l s from t h e i r homes do so t o t a l k t o r e l a t i v e s . 

I n a d d i t i o n t o r e l a t i v e s , about one f a m i l y i n ten which uses 

long distance mentions t h a t they c a l l f r i e n d s . Another group o f about 

the same s i z e place business c a l l s from t h e i r home telephones. Very few 

people mention long distance c a l l s on personal business to doctors, 

h o s p i t a l s and the l i k e or c a l l s t o i n s t i t u t i o n s such as hot e l s and stores. 
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Table 10 

To Whom C a l l s are Made 

Percent o f Those 
who Make Long 

Type of Person Called Distance C a l l s 

Family 

Son, daughter, f a t h e r , mother 20 

S i b l i n g s 6 

Spouse 2 

Relatives other than those mentioned above 5 

Rela t i v e s , r e l a t i o n s h i p not s p e c i f i e d 57 

Friends 11 

Business associates 13 

Other associates: e.g. church work, c i v i c a f f a i r s , 

doctors, h o s p i t a l s , e t c . 1 

I n s t i t u t i o n s : e.g. r e s e r v a t i o n s , h o t e l s , s t o r e s , e t c . * 

Not ascertained 2 

T o t a l ** 

Number o f cases 914 

* Less than 0.5 per cent. 

** Adds to more than 100 because more than one mention was p e r m i t t e d . 
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B. Reasons f o r C a l l i n g 

On the basis o f previous s t u d i e s o f long distance c a l l s a l i s t 

o f seven reasons f o r c a l l i n g was prepared. People who make long distance 

c a l l s were shown the l i s t and asked f o r which o f these reasons they make 

long distance c a l l s . They were also asked which o f these reasons were 

very important t o them. The frequency o f mention o f the d i f f e r e n t reasons 

i s shown I n Table 11. 

F i f t y - e i g h t per cent o f a l l those who make long distance c a l l s 

say t h a t c a l l i n g i n an emergency i s very important. The next l a r g e s t 

group, 36 per cent, say t h a t c a l l i n g j u s t t o keep i n touch w i t h the f a m i l y 

i s very important t o them. The t h i r d l a r g e s t group, 24 per cent, r e p o r t 

t h a t c a l l s "when I have had no news from someone and am anxious about them" 

are very Important to them. 

Table 11 also i n d i c a t e s the p r o p o r t i o n who do not mention a 

p a r t i c u l a r reason f o r c a l l i n g as important to them. Three-quarters o f 

the p o p u l a t i o n mention c a l l i n g " i n an emergency" as important; only 24 

per cent make no mention o f t h i s reason. At the other extreme 82 per cent 

do not mention c a l l i n g " j u s t to keep i n touch w i t h f r i e n d s " as important; 

only 18 per cent r e f e r to i t as important. 

For a person to say t h a t a reason f o r c a l l i n g i s "important" to 

him i s not e q u i v a l e n t t o saying t h a t he places l a r g e numbers o f c a l l s f o r 

t h a t reason. I n Table 12 the r e l a t i o n between people's reasons f o r c a l l ­

i n g and t h e i r a c t u a l frequency o f c a l l i n g i s shown. I n preparing the f i r s t 

row i n the t a b l e , a group was formed c o n s i s t i n g o f a l l those who mention 

c a l l i n g " j u s t t o keep i n touch w i t h the f a m i l y " as very important. The 

frequency o f c a l l i n g o f these f a m i l i e s was t a b u l a t e d , and i t proved t h a t 

42 per cent o f them s t a t e t h a t they place c a l l s more f r e q u e n t l y than once a 

month. I n preparing the second row, a s i m i l a r sequence o f steps was c a r r i e d 
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Table XI 

The R e l a t i v e Frequency o f D i f f e r e n t Reasons f o r 
Making Long Distance C a l l s 

Reasons f o r C a l l i n g 

Just to keep i n touch 
w i t h the fa m i l y 

Just to keep i n touch 
w i t h f r i e n d s 

For b i r t h d a y or h o l i ­
day greetings 

I n an emergency 

When planning or making 
a t r i p 

When I have had no news 
from someone and am 
anxious about them 

I n connection w i t h your work 

Makes C a l l f o r 
This Reason but 

This Reason Does Not Select No Mention 
Very Impor- I t as Very o f This 

t a n t important Reason 

36% 

8 

58 

24 

16 

30% 

14 

22 

18 

23 

25 

10 

34% 

82 

70 

24 

68 

51 

74 

T o t a l 

100% 

100% 

100% 

100% 

100% 

100% 

100% 

Number o f cases 914. 
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Table 12 

Comparison o f the R e l a t i o n o f D i f f e r e n t Reasons 
f o r C a l l i n g t o Frequency o f C a l l i n g 

Per Cent o f Those Who Say This 
Reason i s Very Important to 

Reason f o r C a l l i n g 
Them Who C a l l More 

• a Month 
Than -

Just to keep i n touch w i t h the f a m i l y 42% n = 3 2 ^ 

Just t o keep i n touch w i t h f r i e n d s 48 n = 35 

For b i r t h d a y or h o l i d a y g r e e t i n g s 44 n » 68 

I n an emergency 28 n ^ 529 

When planning or making a t r i p 33 n « 83 

When I have had no news from someone 
and am anxious about them 37 n = 214 

I n connection w i t h your work 55 n - 149 

Average f o r a l l those who ever c a l l 3 1 % 

1/ Since an i n d i v i d u a l might mention several reasons as very important 
to him, respondents may appear I n t h i s t a b l e several times. 
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out f o r those few people who say t h a t I t i s very Important t o them to c a l l 

" j u s t t o keep i n touch w i t h f r i e n d s . " For each row a s i m i l a r procedure 

was f o l l o w e d . As a r e s u l t i t i s p o s s i b l e t o rank the reasons according to 

the per cent o f those who say t h a t reason I s very important who are f r e ­

quent c a l l e r s . On t h i s system, the highest ranking reason f o r c a l l i n g i s 

" i n connection w i t h your work." As shown i n the preceding t a b l e only 16 

per cent mention t h i s reason as very important, but those who do are f r e ­

quent c a l l e r s . I t also seems t o be t r u e t h a t the very small group who say 

i t i s very important t o them t o c a l l " j u s t to keep i n touch w i t h f r i e n d s " 

are frequent c a l l e r s . At the other extreme, people who say i t i s very im­

p o r t a n t t o c a l l " i n an emergency" c o n s t i t u t e a l a r g e group, but they are 

the l e a s t l i k e l y o f a l l to be frequent c a l l e r s . Those t o whom i t i s very 

important t o c a l l " j u s t t o keep i n touch w i t h the f a m i l y " form a sizeable 

group, and they also tend t o be frequent c a l l e r s . 
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C. Are Long Distance C a l l s Luxuries? 

Tha v u l n e r a b i l i t y o f long distance t o economic recession may 

reasonably be assumed t o depend on whether people t h i n k of them as l u x ­

u r i e s which can e a s i l y be cut down or whether they t h i n k they are so im­

p o r t a n t t h a t they can't be c u t . Respondents i n the survey were asked 

t h i s question d i r e c t l y . Their r e p l i e s are t a b u l a t e d i n Table 13. 

H a l f o f the respondents s t a t e t h a t they f e e l t h a t long distance 

c a l l s are Important and cannot e a s i l y be c u t . About 14 per cent f e e l 

t h a t some but not a l l c a l l s can be c u t . Three out o f ten s t a t e t h a t i n 

t h e i r o p i n i o n c a l l s are l u x u r i e s which can be cut down. These answers 

were given t o a question which immediately followed the sequence about 

reasons f o r c a l l i n g and which reasons were Important to the i n d i v i d u a l . 

Thus, the context o f the question was such t h a t people were t h i n k i n g 

about how important c a l l s are. I n a context i n which they were t h i n k i n g 

about the v i r t u e s o f t h r i f t , t h e i r answers might have been less favorable 

to long distance c a l l s . I t seems safe t o conclude, however, t h a t there 

i s a s u b s t a n t i a l group o f people who are not l i k e l y t o t h i n k o f long d i s ­

tance c a l l s as the f i r s t t h i n g t o be cut i n times o f f i n a n c i a l pressure. 

There i s another group, however, who speak as i f they would be w i l l i n g to 

cut t h e i r o u t l a y s f o r t h i s purpose. 

I n an attempt t o understand why some people f a l l i n one group, 

and one i n the o t h e r , a t a b l e has been prepared which r e l a t e s whether 

people t h i n k o f long distance c a l l s as l u x u r i e s to the reasons f o r c a l l ­

i n g which are important to them. I n Table 14 two groups are shown f o r 

each reason, those who t h i n k c a l l i n g f o r t h i s reason i s very Important, 

and those who make no mention o f c a l l i n g f o r t h i s reason. W i t h i n each 

group the p r o p o r t i o n who t h i n k c a l l s are a luxury i s shown. The major 
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Table 13 

1/ Are Long Distance C a l l s Luxuries or Can They Be Cut?— 1 

Feeling About whether C a l l s are Luxuries 

P o s i t i v e f e e l i n g ; long distance c a l l s are 
too important t o be cut 

Per Cent of Those Who 
Make Long Distance C a l l s 

51% 

Middle p o s i t i o n ; some can be cut but not a l l 14 

Negative f e e l i n g ; c a l l s are l u x u r i e s which 
can be cut down 31 

Don't know; f e e l i n g s about c a l l s not 
ascertained 

T o t a l 

Number of cases 

4 

100% 

914 

II The exact question was: Some people t h i n k o f long distance phone 
c a l l s as l u x u r i e s which can e a s i l y be cut 
down. To others they are so important 
t h a t they can't be cut down. How do you 
f e e l about i t ? 
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Table 14 

Re l a t i o n Between What Reasons f o r C a l l i n g are 
Important t o People and Whether They Think o f 

Long Distance C a l l s as Luxuries 

Reason f o r C a l l i n g 

Juat to keep i n touch w i t h 
the f a m i l y 

Just t o keep i n touch w i t h 
f r i e n d s 

For b i r t h d a y or ho l i d a y 
greetings 

I n an emergency 

When planning or making a t r i p 

When I have had no news from 
someone and am anxious 
about them 

I n connection w i t h your work 

Per Cent o f Those Who 
Say This Reason i s 
Very Important Who 
Think o f C a l l s as 

Luxuries 

22% n « 324 

31 

29 

31 

25 

n « 35 

n = 68 

n = 529 

n = 83 

Per Cent of Those Who 
Make No Mention o f 

Cal l s f o r This Reason 
Who Think of Calls as 

Luxuries 

24 n « 214 

24 n - 149 

39% 

30 

31 

33 

31 

34 

34 

n - 313 

n = 746 

n = 638 

n - 221 

n = 620 

n = 467 

n - 672 

Average f o r a l l those who ever c a l l 31%,. 
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r e s u l t i s t h a t o f Chose who say t h a t c a l l i n g " j u s t t o keep i n touch w i t h 

the f a m i l y " i s important only 22 per cent say c a l l s are a l u x u r y , while 

o f those who do not mention t h i s reason as important f o r them, 39 per 

cent t h i n k o f c a l l s as l u x u r i e s . People who t h i n k of long distance f o r 

keeping i n touch w i t h t h e i r f a m i l i e s tend not t o t h i n k o f long distance 

c a l l s as l u x u r i e s . 

The other reasons f o r c a l l i n g seem t o be less c l o s e l y r e l a t e d 

t o whether people t h i n k o f long distance c a l l s as l u x u r i e s . There does 

Beem t o be a tendency f o r people who c a l l i n connection w i t h t h e i r work 

not to t h i n k o f c a l l s as l u x u r i e s . To the extent t h a t they were t h i n k i n g 

o f business c a l l s , one would not expect people t o see them as l u x u r i e s . 

There also i s some tendency f o r people who say I t i s very important t o 

them t o use the phone "when I have had no news from someone and am anxious 

about them" t o f e e l t h a t c a l l s are not l u x u r i e s . 
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I I I . SOCIO-ECONOMIC CHARACTERISTICS OF PEOPLE 
WHO MAKE LONG DISTANCE CALLS 

The data c o l l e c t e d I n t h i s survey permit an analysis o f the r e ­

l a t i o n between the s o c i a l and economic c h a r a c t e r i s t i c s o f a fa m i l y and the 

frequency o f long distance c a l l s by the f a m i l y . This analysis i s essent­

i a l l y s i m i l a r t o t h a t c a r r i e d out i n e a r l i e r s t u d i e s , and the r e s u l t s are 
/ 

s i m i l a r . The independent v a r i a b l e s analyzed here are the income o f the 

f a m i l y , the occupation of the head o f the f a m i l y , and i t s stage i n the 

fa m i l y l i f e c y c l e . 

Of these v a r i a b l e s f a m i l y income i s e a s i l y the most powerful 

(Table 15). Of those f a m i l i e s w i t h incomes under $3000, about 12 per cent 

to 19 per cent c a l l more o f t e n than once a month. Of those f a m i l i e s w i t h 

incomes over $10,000, about 52 per cent c a l l more o f t e n than once a month. 

S i m i l a r l y , o f those w i t h incomes below $3000 from 24 to 32 per cent r e ­

p o r t t h a t they never c a l l , w h i l e o f those w i t h incomes over $10,000 only 

6 per cent say they never c a l l . 

Since the Income o f a f a m i l y t y p i c a l l y depends upon the occu­

p a t i o n o f the head, i t i s t o be expected t h a t f a m i l i e s whose head i s i n a 

w e l l - p a i d occupation w i l l make more c a l l s than f a m i l i e s whose head i s i n 

a p o o r l y - p a i d occupation. Thus, I t i s not s u r p r i s i n g t h a t over 40 per cent 

o f f a m i l i e s whose head i s a p r o f e s s i o n a l or t e c h n i c a l worker place c a l l s 

more than once a month, compared to 16 per cent of f a m i l i e s whose head i s 

a laborer (Table 16). The r e s u l t s f o r other occupations can be i n t e r p r e t e d 

s i m i l a r l y . Self-employed businessmen and managers are b e t t e r paid than 

c l e r i c a l workers, and t h e i r f a m i l i e s place more long distance c a l l s . 
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TabXe 15 

R e l a t i o n between Frequency o f Long 
Distance C a l l s and Income— 

Income 
Frequency o f 
Long Distance Under $1000 $2000 $3000 $4000 $5000 $6000 $7500 $10,000 
C a l l s A l l $1000 -1999 -2999 -3999 -4999 -5999 -7499 -9999 and Over 

Every day *70 *% *% *% *% *% *% *% 1% 2% 

Almost every day 1 * I 1 1 1 1 3 

Once or twice 
a week 7 2 1 2 4 5 5 6 10 20 

A few times 
a month 16 17 10 10 17 11 13 17 19 27 

Once a month 11 2 8 12 9 12 11 16 12 13 

A few times 
a year 37 27 34 41 31 41 48 32 39 24 

Less o f t e n 10 22 14 8 12 11 7 9 9 5 

Never 18 30 32 24 26 19 15 18 9 6 

Not ascertained * * 1 3 * * * 1 * * 
T o t a l 100% 100% 100% 100% 100% 100% 100% Too% 100% Ioo% 
Number o f 

cases 1117 41 73 78 113 175 168 139 162 119 

1/ Those who do not have a telephone a t home are excluded. 

* Less than 0.5 per cent. 



Table 16 

R e l a t i o n between Frequency o f Long Distance C a l l s and Occupation o f Head 

Sel f -
employed 

Frequency o f Profess- Business-
Long Distance 
C a l l s A l l 

i o n a l , men, 
Technical Managers 

Sales 
C l e r i c a l personnel Craftsmen Laborers 

Farm House-
Operators R e t i r e d wives 

Student; 
Unemplo' 

*% Every day *% *% 1% 1% 1% *% *% *% *% *% 

Student; 
Unemplo' 

*% 
Almost every day 1 1 4 * 1 * * 4 * * 
Once or twice 

a week 7 11 16 7 20 5 2 * 4 2 4 

A few times 
a month 16 29 23 10 23 11 14 28 13 9 4 

Once a month 11 8 13 10 12 13 4 14 7 17 13 
A few times 

a year 36 32 30 40 17 41 38 42 33 37 35 
Less o f t e n 10 5 8 7 9 13 12 2 13 12 5 
Never 18 11 5 24 17 17 29 10 29 23 39 
Not ascertained 1 3 * 1 * * 1 * 1 * 
T o t a l 1007. 100% 100% 100% 100% 100% 100% 100% 100% 100% 100% 
Number o f 

cases 1118 124 158 78 66 348 104 50 84 65 23 
1/ Those who do not have a telephone at home are excluded. * Less than 0.5 per cent. 
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There also appears t o be a r e l a t i o n between frequency o f long 

distance c a l l s and stage i n the f a m i l y l i f e c y c l e , though the e f f e c t i s not 

powerful. Young, married couples w i t h young c h i l d r e n seem to be less l i k e l y 

t o be frequent c a l l e r s than those at other stages. Of those i n t h i s group 

IS per cent c a l l more than once a month, compared t o 30 per cent of the 

young couples w i t h no c h i l d r e n , 30 par cent o f the young, s i n g l e people, 

and about 30 per cent o f the couples w i t h older c h i l d r e n . 

There i s some c o r r e l a t i o n between income and stage i n the family 

l i f e c y c l e , and i n Table 18 the r e l a t i o n between stage i n the cycle and 

c a l l i n g i s shown separately f o r two income groups. W i t h i n the Income group 

over $5000 the number o f young couples w i t h c h i l d r e n under two who c a l l 

more than once a month i s only 16 per cent, compared to 30 per cent or more 

o f those at every other stage. Under $5000 the p a t t e r n i s s i m i l a r , though 

the general l e v e l o f use o f long distance i s l o v e r , and there i s a tendency 

f o r use o f long distance to f a l l o f f among people l n the l a t e r stages o f 

the c y c l e . Of the older s i n g l e people under $5000, 45 per cent r a r e l y or 

never make long distance c a l l s . 



Table 17 

R e l a t i o n between Frequency of Long Distance C a l l s and L i f e Cycle-^' 

L i f e Cycle 

Married, Married, Married, Married, 
Young, Youngest Youngest Youngest Youngest Older, 

Married, C h i l d C h i l d C h i l d C h i l d Married, 
Frequency o f Long Young, No 1 1/2 11/2-41/2 41/2-141/2 14 1/2-18 No Older, 
Distance C a l l s A l l Single C h i l d r e n Years Years Years Years Children Single Other 

Every day *% 37. *% *% 1% *% *% *% *% *% 
Almost every dey 1 * * 2 3 1 * * 1 * 
Once or twice a week 7 6 9 5 7 7 10 11 3 3 

A few times a month 16 22 21 3 20 21 20 12 15 15 

Once a month 11 6 6 13 12 14 18 9 12 3 

A few times a year 37 22 38 39 31 38 37 37 32 52 

Less o f t e n 10 11 6 9 12 9 2 11 10 9 

Never 18 28 19 24 14 10 13 20 26 18 

Not ascertained 2 * * * * * * 1 * 
T o t a l 100% 100% 100% 100% 100% 100% 100% 100% 100% 100% 

Number of cases 1117 36 80 130 143 246 51 254 135 33 

1/ Those who do not have a telephone at home are excluded. 

* Less than 0.5 per cent. 
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Table 18 

R e l a t i o n between L i f e Cycle and Frequency o f 
Long Distance Calla w i t h i n Broad Income Groups 

Income Under $5000 

Married, 
M a r r i e d , Married, Youngest Older, 

Young, Youngest Youngest C h i l d 41/2 Married, 
Frequency of Long No C h i l d Under C h i l d up t o 18 No Older, 
Distance C a l l s Children 1 1/2 Years 11/2-41/2 Years Children Single 

Every day *% *% *% *% *% *% 
Almost every day * 2 1 * * 

Once or twice a week 2 6 8 3 2 3 

A few times a month 18 7 17 14 12 12 

Once a month 8 13 12 12 7 11 

A few times a year 30 31 27 44 42 28 

Less o f t e n 17 8 19 9 12 13 

Never 23 35 15 16 25 32 

Not ascertained 2 * 1 * 1 

T o t a l 100% 100% 100% 100% 100% 100% 

Number o f cases 40 54 48 89 120 102 

Income Over $5000 

Every day 1% *% 1 % 1% 1% *% 
Almost every day * 3 3 1 1 4 

Once or twice a week 11 5 6 8 18 4 

A few times a month 24 8 20 23 12 25 

Once a month 7 14 13 16 12 14 

A few times a year 35 43 36 36 32 46 

Less Often 3 11 8 7 10 * 
Never 19 16 13 8 14 4 

Not ascertained * * * * 3 

T o t a l 100% 100% 100% 100% 100% 100% 
Number o f cases 72 74 90 195 121 28 

1/ Those who do not have a telephone a t home are excluded. 
* Less than 0.5 per cent. 
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IV. THE TIME OF DAY AND DAY OF THE WEEK WHEN PEOPLE CALL 

Respondents i n t h i s survey were asked whether c a l l s are generally 

made from t h e i r home Sundays, weekdays, or no p a r t i c u l a r day. They were a l ­

so asked whether long distance c a l l s are g e n e r a l l y made from t h e i r home i n 

the daytime or'th e evening. 

The answers to these questions are shown i n Table 19. Seventy-

one per cent r e p o r t t h a t c a l l s are not made on any p a r t i c u l a r days, 18 per 

cent say they g e n e r a l l y c a l l on Sunday, and 11 per cent g e n e r a l l y c a l l on 

weekdays. No doubt the l a s t group includes some of the respondents who 

place business c a l l s from t h e i r home phones. 

There i s a large m a j o r i t y who s t a t e t h a t they place t h e i r c a l l s 

from t h e i r home phones i n the evening. Seventy-seven per cent make t h i s 

statement, compared t o 14 per cent who g e n e r a l l y make t h e i r c a l l s i n the 

day time. A small group, 8 per cent, i n s i s t t h a t they c a l l both i n the 

day time and i n the evening. 

What i s the d i s t r i b u t i o n of f a m i l i e s by time of day and day o f 

week both considered a t the same time? The c e n t r a l p o r t i o n o f Table 19 i s 

designed to answer t h i s question. Of a l l respondents, 3 per cent s t a t e 

t h a t t h e i r f a m i l i e s g e n e r a l l y c a l l on Sundays and also s t a t e t h a t they 

g e n e r a l l y c a l l i n the day time. Fourteen per cent s t a t e t h a t they generally 

c a l l on Sunday and t h a t they g e n e r a l l y c a l l i n the evening. Since the two 

statements were made separately by the respondents, t h i s r e s u l t i s not 

q u i t e the same as i f 14 per cent had s t a t e d t h a t they c a l l Sunday evenings. 

I t i s c l e a r from the t a b l e t h a t the l a r g e s t group o f respondents do not 

c a l l on any p a r t i c u l a r days but c a l l i n the evening. Over h a l f o f a l l r e ­

spondents gave t h a t p a i r o f answers. 
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Table 19 

Time of Day and Day of the Week When People C a l l 

Long Distance Calls 
Made i n the Daytime When Long Distance C a l l s are Made 
or i n the Evening A l l Sunday Weekday No P a r t i c u l a r Days 

Daytime 14% 3% 3% 8% 

Evening 77 14 11 55 

Both, e i t h e r 8 1 * 8 

Not ascertained, don't 
know 1 * * * 
T o t a l 100% 18% 1 1 % 7 1 % 

Number of cases— 1' 914 150 97 652 

* Less than 0.5 per cent. 

1/ Includes only those who do make long distance c a l l s . 
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Since some people c a l l more than others, a d i s t r i b u t i o n o f r e ­

spondents by the time when they c a l l i s not the same as a d i s t r i b u t i o n o f 

c a l l s . I n an attempt t o reduce the gap between these two types o f d i s t r i ­

b u t i o n , a t a b l e was prepared s i m i l a r t o Table 19 but w i t h respondents 

d i v i d e d i n t o three groups, those who c a l l o f t e n , those who c a l l some, and 

those who c a l l l i t t l e . The r e s u l t s appear i n Table 20. 

I n general the d i s t r i b u t i o n s i n the three p a r t s o f Table 20 are 

r a t h e r s i m i l a r . The frequent c a l l e r s do seem to be more l i k e l y t o s t a t e 

t h a t they c a l l both i n the day time and i n the evening and on no p a r t i c u ­

l a r day. Seventeen per cent o f them give t h i s combination o f answers, 

compared to 6 or 7 per cent of the other two groups. Frequent c a l l e r s 

also are more l i k e l y t o s t a t e t h a t they c a l l on weekdays. Altogether 22 

per cent o f them say t h e i r c a l l s are g e n e r a l l y made on weekdays, compared 

t o 10 per cent o f the other groups of c a l l e r s . 



Table 20 

Re l a t i o n Between Time of Day and Day of Week 
When People C a l l and Frequency of C a l l i n g 

C a l l Often 1/ C a l l Some ~^ 

Time of Day 

Daytime 

Evening 

No P a r t i -
A l l Sunday Weekday c u l a r Day 

No P a r t i -
A l l Sunday Weekday c u l a r Day 

21% 

62 

Both, e i t h e r , 
makes no d i f f ­
erence 17 

Not ascertained, 
don't know * 

T o t a l 1007» 

Number of cases 97 

2% 

7 

9% 

9 

77, 

14 

22% 

21 

1 1 % 

41 

17 

•k 

69% 

67 

13% 

80 

100% 

304 

4% 

19 

23% 

68 

2% 

8 

10% 

32 

53 

67% 

202 

C a l l L i t t l e 
No P a r t i -

A l l Sunday Weekday c u l a r Day 

13% 

78 

100% 

513 

3% 

12 

16% 

83 

2% 

7 

10% 

44 

8% 

59 

74% 

383 

1/ The d i v i s i o n i n t o groups on frequency of c a l l i n g i s as f o l l o w s : c a l l once or twice a week or more - c a l l o f t e n ; 
c a l l once a month or a few times a month - c a l l some; c a l l a few times a year or less - c a l l l i t t l e . 

2/ D e t a i l may not add t o su b - t o t a l s owing t o rounding. 

Less than 0.5 per cent. 
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V. STATION TO STATION OR PERSON TO PERSON? 

People p l a c i n g long distance c a l l s may c a l l s t a t i o n to s t a t i o n or 

person to person. Who c a l l s one way r a t h e r than the other, and why? The 

approach to t h i s problem taken i n t h i s study was t o focus a t t e n t i o n on 

the very l a s t long distance c a l l made from h i s home phone by the respondent 

h i m s e l f . He was asked which way he placed t h a t c a l l , and why. 

Of a l l respondents who ever make long distance c a l l s , 40 per cent 

s t a t e d t h a t t h e i r l a s t c a l l was person t o person, 53 per cent s t a t e d t h a t 

i t was s t a t i o n t o s t a t i o n , and only 7 per cent could not say which way 

the c a l l was placed (Table 21). The choice o f type o f c a l l does not seem 

to have v a r i e d g r e a t l y among people w i t h d i f f e r e n t frequency of long d i s ­

tance c a l l s . I f anything, those who c a l l once a week o r more are more 

l i k e l y to c a l l s t a t i o n to s t a t i o n . About 40 per cent o f those who c a l l 

less o f t e n than once a week made t h e i r l a s t c a l l person t o person. Regard­

less o f frequency o f c a l l i n g , more people c a l l s t a t i o n t o s t a t i o n than c a l l 

person to person. 

The choice o f type o f c a l l i s not s t r o n g l y i n f l u e n c e d by income. 

The p r o p o r t i o n whose l a s t c a l l was person to person does not d i f f e r to any 

exte n t as among low, middle, and higher income groups (Table 22). 

People were asked why they placed t h e i r l a s t long distance c a l l 

i n the way i n which they d i d . The most common reason given f o r c a l l i n g 

person to person was t h a t the person c a l l i n g wanted t o t a l k to one person 

i n p a r t i c u l a r (Table 23). Seventy per cent o f those c a l l i n g l n t h i s way 

st a t e d t h i s reason. Sixteen per cent s t a t e d t h a t c a l l i n g person to person 

i s cheaper because the person you are c a l l i n g may be away. These comments, 

o f course, are not mutually e x c l u s i v e . The impression they leave i s that 
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Table 21 ' 

Type o f Last Long Distance C a l l by 
Frequency o f Long Distance C a l l s 

Frequency o f Long Distance C a l l s 

Type o f Last Long 
Distance C a l l A l l 

V e r y 2 / A 
Ofterr-

Few Times 
a Month 

Once a 
Month 

A Few Times 
a Year 

Less 
Often 

Person to person 40% 33% 42% 39% 4 1 % 4 1 % 

S t a t i o n t o s t a t i o n 53 58 52 59 52 46 

Not ascertained, 
Don't Know 7 9 6 2 7 13 

T o t a l 1(56% 100% 100% 100% 100% 1007. 

Number o f cases—^ 914 97 179 125 404 109 

JL/ Those who don'i 
distance c a l l , 

t have a telephone a t home, or 
are excluded. 

those who never made a long 

2/ Includes those who c a l l "every day,' 1 "almost every day" and "once or 
twice a week." 
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Table 22 

Types o f Last Long Distance C a l l by Income 

Family Income 
Types of Last Long Under $3000- $5000- $7500 
Distance C a l l A l l $3000 4999 7499 or Over 

Person t o Person 40% 37% 45% 38% 4 1 % 

S t a t i o n t o S t a t i o n 53 53 51 56 52 

Not ascertained, 

don't know 7__ 10 4 6 t 7_ 

T o t a l 100% 100% 100% 100% 100% 

Number of cases 914 135 225 256 260 
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Table 23 

Reasons f o r C a l l i n g S t a t i o n t o S t a t i o n 
o r Parson t o Person 1/ 

Type of Last C a l l 
Reasons A l l Person t o Person S t a t i o n t o S t a t i o n 

Reasons f o r C a l l i n g S t a t i o n t o 

S t a t i o n : 59% _3% 109Z 

S t a t i o n t o S t a t i o n i s cheaper 21 1 38 

Did not care t o whom t o t a l k 27 1 50 

Others 11 1 21 

Reasons f o r C a l l i n g Person to 
Person: 40_ 93_ 1 

Person t o Person I s cheaper, 
because the person you're 
c a l l i n g may be away 7 16 * 

Want t o t a l k t o one person i n 

p a r t i c u l a r 23 70 * 

Others 5 12 1 

Not ascertained, don't know 3. 2 _4. 

No reason given 6 * * 
T o t a l *̂_/ **/ **/ 

Number of cases 914 368 483 

* Less than 0.5 per cent. 

**/ Adds t o more than 100 per cent since people might mention several 
reasons. 
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people f r e q u e n t l y want to t a l k t o one person and know t h a t there i s a 

p o s s i b i l i t y t h a t someone else w i l l answer the phone, w h i l e the person 

they want may not be immediately a v a i l a b l e . 

The reasons given f o r t a l k i n g s t a t i o n t o s t a t i o n are the exact 

reverse. People comment t h a t t h i s type o f c a l l i s cheaper, or they note 

t h a t they do not care to whom they t a l k . Anyone l i k e l y t o answer t o phone 

i s acceptable. 
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V I . TRENDS IN TELEPHONE OWNERSHIP 

This survey continued a tren d on answers to the question, "Do you 

have a telephone here a t home?" The p r o p o r t i o n who answer "yes" to t h i s 

question has moved slowly upward. I n 1956 the average p r o p o r t i o n saying 

"yes" f o r the three surveys taken i n t h a t year was 74 per cent (Table 24). 

I n 1957, i t was 77 per cent. This increase i s too large to be a t t r i b u t e d 

to sampling e r r o r . 

The s t a t i s t i c s show a dec l i n e from November 1957 to June 1958 

from 78 to 77 per cent. This d e c l i n e i s not large enough t o be s t a t i s t i c a l l y 

s i g n i f i c a n t . That i s , the best estimate from the survey i s t h a t the pro­

p o r t i o n o f f a m i l i e s w i t h a telephone a t home declined by one per cent, but 

t h i s apparent d e c l i n e may be dua only to random e r r o r a r i s i n g from the f a c t 

t h a t i n t e r v i e w s were taken only w i t h a sample o f 1456 f a m i l i e s . Thus, t e l e ­

phone ownership appears t o be less s e n s i t i v e t o recession than i s use o f 

long distance. 

Telephone ownership i s r e l a t e d t o a number o f socio-economic 

c h a r a c t e r i s t i c s o f the f a m i l y , as has been shown by previous s t u d i e s . 

Tables 25-28 review the r e l a t i o n between telephone ownership and f a m i l y 

income, occupation o f the head o f the f a m i l y , and whether the f a m i l y i s a 

primary or secondary f a m i l y . 

The p r o p o r t i o n who own a telephone r i s e s w i t h income from 37 per 

cent o f those f a m i l i e s w i t h income under $1000 to 57 per cent of those i n 

the range $1000 t o $1999 (Table 25). At the income l e v e l $7500 and over 

only two to three per cent o f a l l f a m i l i e s are without t h e i r own phone. 

Of course, even people who do not have a phone i n t h e i r own home may have 

access t o a phone, e s p e c i a l l y i f they l i v e i n a s t r u c t u r e which Includes 

more than one f a m i l y . 
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Table 24 

Trend on Telephone Ownership 

Telephone Ownership 
May 
1956 

Aug. 
1956 

Nov. 
195S 

June 
1957 

Nov. 
1957 

June 
1958 

Yes 74% 73% 75% 76% 73% 77% 

No 25 25 25 24 21 23 

Not ascertained 1 2 * * 1_ * 
T o t a l 100% 100% 100% 100% 100% 100% 

Number of cases 1731 1350 1447 1356 1493 1456 

* Less than 0.5 per cent 
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There i s a c o r r e l a t i o n between the income o f a f a m i l y and the 

occupation o f the head o f the f a m i l y , as has been discussed i n Chapter I I I , 

Socio-Economic C h a r a c t e r i s t i c s o f People Who Hake Long Distance C a l l s . I t 

i s not s u r p r i s i n g t o f i n d over 90 per cent telephone ownership among f a m i l i e s 

headed by p r o f e s s i o n a l and t e c h n i c a l workers, self-employed businessmen and 

managers, and c l e r i c a l and sales workers (Table 26). For the occupations 

which are less w e l l p a i d the l e v e l of telephone ownership i s lower. For 

example, twenty-two per cent o f the f a m i l i e s o f craftsmen and s k i l l e d workers 

do not have t h e i r own phone, and 42 per cent o f f a m i l i e s of lab o r e r s do not 

have t h e i r own phone. 

There i s a r e l a t i o n between the type o f housing arrangement which 

people have and whether they have a phone (Table 27). Of those f a m i l i e s 

who own t h e i r own home, 87 par cent have a telephone. Of those who rent 

a house or apartment, 62 per cent have a telephone. Of those who have 

some other arrangement but are the p r i n c i p a l f a m i l y i n a d w e l l i n g u n i t , 

about the same p r o p o r t i o n have t h e i r own phone as o f the r e n t e r s . (This 

l a s t group includes a v a r i e t y o f arrangements. Some people receive a house 

or apartment as p a r t o f the remuneration f o r t h e i r j o b , f o r example, 

some gardeners, custodians, or members o f the c l e r g y . Others receive 

t h e i r housing as a g i f t , perhaps from some member o f t h e i r f a m i l y who owns 

more than one d w e l l i n g . ) 

There i s , f i n a l l y , a small group o f f a m i l i e s ( o r s i n g l e i n d i v i ­

duals) who l i v e i n a d w e l l i n g which i s owned or rented by someone el s e . 

This l a s t group includes servants, boarders, and the l i k e . Many of them 

do not have t h e i r own phone. 
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Table 25 

Telephone Ownership by Income 

Telephone 
Ownership A l l 

Family Income 

Yes 

No 

77% 

23 

Not ascer­
t a i n e d * 

T o t a l 100% 

Number of 
cases 1456 

Under $1000 $2000 $3000 $4000 $5000 $6000 $7500 $10,000 
$1000 -1999 -2999 -3999 -4999 -59S9 -7499 -9999 & Over 

37% 

63 

* 
100% 

110 

57% 

43 

* 
100% 

129 

54% 

45 

69% 

30 

83% 

17 

36% 

14 

90% 

10 

100% 100% 100% 100% 100% 

145 163 213 195 155 

97% 

2 

1_ 

100% 

167 

9C% 

2 

* 

100% 

121 

* Less than 0.5 per cent. 
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Table 26 

Telephone Ownership by Occupation of Head 

Self-empl. 
Telephone Profes- Business Sales 
Ownership A l l s i o n a l Managers C l e r i c a l Personnel Craftsmen 

Yes 77% 93% 94% 93% 92% 78% 

Wo 23 7 5 7 0 22 

Not ascertained * *_ 1_ *_ *_ *_ 

T o t a l 100% 100% 100% 100% 100% 100% 

Number of 
cases 1456 133 169 84 73 450 

Telephone House- Students, 
Ownership Laborers Farm Operators R e t i r e d wives Unemployed 

Yes 58% 56% 72% 7 1 % 55% 

No 42 42 27 29 45 

Not ascertained * 2_ 1_ * *_ 

T o t a l 100% 100% 100% 100% 100% 

Number of 
cases 180 90 116 92 42 

* Less than 0.5 per cent. 
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Table 27 

R e l a t i o n Among Telephone Ownership, Primary Family 
or Unrelated Secondary Family and Types of Family 

Primary Family Unrelated Secondary Family 
Have Telephone Own Pay 
at Home A l l Home Rent Others A l l 

Yes 77% 87% 62% 58% 52% 

No 22 13 38 40 48 

Not ascertained 1 * * 2_ * 
T o t a l 100% 100% 100% 100% 100% 

Number of cases 1433 837 431 65 23 

* Less than 0.5 per cent. 
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Tvo main f a c t o r s r e l a t e d to telephone ownership are shown I n 
Table 28. This t a b l e i s r e s t r i c t e d to primary f a m i l i e s who e i t h e r own 
or r e n t t h e i r own home. Of the owners w i t h incomes below $5000, 76 per 
cent have a phone, w h i l e o f the owners w i t h incomes over $5000, 95 per 
cent have a phone. Of the r e n t e r s below $5000, only h a l f have a phone, 
but o f the r e n t e r s w i t h incomes over $5000, about 84 per cent have a t e l e ­
phone. At each income l e v e l owners are more l i k e l y t o have a phone than 
r e n t e r s . 
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Table 28 

R e l a t i o n Among Telephone Ownership, 
Types of Family and Income 

Types o f Family 
Primary-Own Home Primary-Pay Rent 

Have Telephone 
at Home 

A l l 
Families 

Under 
$5000 

$5000 
or More 

Under 
$5000 

$5000 
or More 

Yes 77% 76% 95% 5 1 % 84% 

No 23 23 5 49 15 

Not ascertained * 1 * * 1 

T o t a l 100% 100% 100% 100% 100% 

Number of cases 1456 387 466 315 147 
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APPENDIX A - THE QUESTIONNAIRE 

L l . Do you have a telephone here at home? /Yes/ /No/ 

IF R HAS NO TELEPHONE. OMIT QUESTIONS L2 to L12. 

L2. Altogether, about how often are out of town or long distance c a l l s made 
from your telephone - say to places more than f i f t y miles from here? 

/Everyday/ /Almost everyday/ /Once or twice a week/ /A few times a month/ 

/Once a month/ /A few times a year/ /Less often/ /Never/ 

(IF NEVER L2a. Are there any special reasons why you don't make long 
ASK L2a, distance calls? 
THEN SKIP 
L3 - L12) 

IF EVER MAKES LONG DISTANCE CALLS ASK L3 - L12. 

L3. To whom are these c a l l s generally made? 

L4. Would you say that more, the same, or fewer long distance c a l l s are 
being made from your home now than were made 6 months ago? 

/More/ /Same/ /Fewer/ 

(IF MORE L4a. Are there any special reasons why (more) (fewer) 
OR FEWER) c a l l s are made now? 

L4b. Any other reasons? 

L5. When are long distance c a l l s generally made from your home, Sundays, 
weekdays, or no p a r t i c u l a r days? 

/Sundays/ /Weekdays/ /No particular day/ 

L6. Are long distance c a l l s generally made from your home phone i n the day­
time or i n the evening? 

/Daytime/ /Evening/ 
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L7. Now, about the very las t long distance c a l l you, yourself, made from your 
home phoue: Was i t person to person or stat i o n to station? 

/Person to person/ /Station to sta t i o n / /Don't know/ 

L7a. Why did you c a l l (person to person) ( s t a t i o n to station)? 

L8. Here i s a l i s t of some of the reasons people make long distance c a l l s 
from t h e i r homes. For which of these reasons do you make long distance 
calls? 

Check I f makes Check i f t h i s 
c a l l s for thi s reason is very 

reason important 

a) Just to keep i n touch with the family 

b) Just to keep i n touch with friends 

c) For birthday or holiday greetings 

d) In an emergency 

e) When planning or making a t r i p 

f ) When I have had no news from someone 
and am anxious about them 

g) In connection with your work 

(I F MENTIONS TWO L9. Which of these reasons for c a l l i n g are very im-
OR MORE REASONS portant t o you? 
FOR CALLING) 

(Check very important reasons i n the second 
column above). 

/ 

/ 

/ 

/ 

/ 

/ 

L10. Some people think of long distance phone c a l l s as luxuries which can 
easily be cut down. To others they are so important that they can't 
be cut down. How do you feel about i t ? 
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L l i . During Che past few months have you people talked about either increas­
ing or cut t i n g down on long distance calls? 

(IF NOT L l l a . Did you t a l k about increasing or cutting down on calls? 
CLEAR) 

/Increasing/ /Cutting down/ /Both/ 

L12. As you size up things now, would you say that there w i l l be more, the 
same, or fewer long distance c a l l s made from your home 6 months from now? 

(IF MORE Ll2a. Why do you say so? 
OR FEWER) 

(IF FEWER) L12b. Which kind of c a l l s do you think you w i l l cut down? 



-57-

APPENDIX B - SAMPLING ERRORS 

Sample s t a t i s t i c s are affected by errors which arise when only a 

fr a c t i o n of the population i s selected for measurement. The proportion of 

families i n the sample having a given a t t i t u d e , income, age, etc., w i l l 

usually be somewhat larger or smaller than the population value. (The pop­

u l a t i o n value i s defined as the proportion of units which would be found to 

have a given characteristic i f the whole population were measured.) 

I f the sample is selected by p r o b a b i l i t y methods, the expected 

va r i a t i o n of a sample s t a t i s t i c from the corresponding population value can 

be calculated. The sampling error i s a measure of the range of expected 

va r i a t i o n of a sample s t a t i s t i c from i t s population value; i t does not meas­

ure the actual error of a p a r t i c u l a r sample estimate. The sampling error, 

as used here, i s equal to two standard errors; i t i s the range chosen f r e ­

quently i n social research i n order to obtain the 95 per cent level of con­

fidence. The sampling error indicates the range on either side of the sample 

estimate w i t h i n which the population value can be expected to l i e with 95 

chances l n 100. I n about f i v e of every 100 cases the population value can be 

expected by chance to l i e outside thi s range. Most of the time the actual 

v a r i a t i o n of sample estimates from the population value w i l l be less than 

the sampling error defined above; i n about 67 cases of every 100 the popu­

l a t i o n value can be expected to vary within a range of one-half the sampl­

ing error from the sample estimates. 

Table A presents the sampling errors which attach to the data pre­

sented i n t h i s monograph. The low estimate i s the sampling error which would 

attach to a finding derived from an unclustered random sample. The high e s t i ­

mate makes a very generous allowance for the increase i n sampling error which 

may r e s u l t from the clustering of the sample. The sampling error applicable 

to most of the findings i n t h i s monograph l i e s somewhere between the low and 

high l i m i t s Indicated i n Tables A and B. 
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Table A 

Approximate Sampling Errors of Reported Percentages 

(Expressed i n Percentages) 

NUMBER OF INTERVIEWS ON WHICH THE PERCENTAGE IS BASED 

Reported percentage 2000 1000 700 500 300 200 

50% 2.2-3.3 3.2-4.4 3.8-5.2 4.5-6.0 5.8-7.6 7.1-9.2 

30 or 70% 2.1-3.2 2.9-4.0 3.5-4.8 4.1-5.5 5.3-6.9 6.5-8.4 

20 or 80% 1.8-2.7 2.5-3.5 3.0-4.1 3.6-4.8 4.6-6.0 5.7-7.4 

10 or 90% 1.3-2.0 1.9-2.6 2.3-3.1 2.7-3.6 3.5-4.6 4.2-5.5 

5 or 95% 1.0-1.5 1.4-1.9 1.6-2.2 1,9-2.5 2.5-3.3 3.1-4.0 
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Table B 

Approximate Sampling Errors of Differences 

(Expressed i n Percentages) 

SIZE OF SAMPLE OR SUBGROUP 
Size of 
sample or 
subgroup 2000 1500 1000 700 500 300 200 

FOR PERCENTAGES FROM ABOUT 357. TO 65% 

2000 
1500 
1000 
700 
500 
300 
200 

3.2-4.7 3.4-5.0 
3.7-5.3 

3.9-5.5 
4.1-5.8 
4.5-6.2 

4.4-6.1 
4,6-6.4 
4.9-6.8 
5.4-7.3 

5.0-6.8 
5.2- 7.0 
5.5-7.4 
5.9-7.9 
6.3- 8.4 

6.2- 8.3 
6.3- 8.4 
6.6- 8.8 
6.9- 9.1 
7.2- 9.6 

7.4- 9.8 
7.5- 9.9 
7.8-10.2 
8.0-10.5 
8.4-11.0 

8.2-10.7 9.1-11.9 
10.0-13.0 

FOR PERCENTAGES AROUND 20% AND 80% 

2000 
1500 
1000 
700 
500 
300 
200 

2.5-3.8 2.7-4.0 
2.9-4.2 

3.1-4.4 
3.3-4.6 
3.6-5.0 

3.5^4.9 
3.7-5.1 
3.9-5.4 
4.3-5.8 

4.0- 5.5 
4.1- 5.6 
4.4-5.9 
4.7-6.3 
5.1-6.8 

5.0- 6.6 
5.1- 6.8 
5.3- 7.0 
5.5- 7.3 
5.8- 7.7 
6.5- 8.6 

5.9- 7.8 
6.0- 7.9 
6.2-
6.4-
6.7-

8.2 
8.4 
8.8 

7.3- 9.5 
8.0-10.4 

FOR PERCENTAGES AROUND 10% AND 90% 

2000 1.9-2.8 2.1-•3.0 2.3-3.3 2.6-3.7 3.0-4.1 3.7- 5.0 4.5- 5.9 
1500 2.2-•3.2 2.4-3.5 2.7-3.8 3.1-4.2 3.8- 5.1 4.5- 6.0 
1000 2.7-3.7 3.0-4.1 3.3-4.4 3.9- 5.3 4.7- 6.1 
700 3.2-4.4 3.5-4.7 4.1- 5.5 4.8- 6.3 
500 3.8-5.1 4.3- 5.8 5.0- 6.6 
300 4.9- 6.4 5.5- 7.1 
200 6.0- 7.8 

FOR PERCENTAGES AROUND 5% AND 95% 
2000 1.4-2.1 1.5-•2.2 1.7-2.4 1.9-2.7 2.2-3.0 2.7- 3.6 3.2- 4.3 
1500 1.6-•2.3 1.8-2.5 2.0-2.8 2.2-3.1 2.8- 3.7 3.3- 4.3 
1000 1.9-2.7 2.1-2.9 2.4-3.2 2.9- 3.8 3.4- 4.4 
700 2.3-3.2 2.6-3.4 3.0- 4.0 3.5- 4.6 
500 2.8-3.7 3.1- 4.2 3.6- 4.8 
300 3.6- 4.7 4.0- 5.2 
200 4.4- 5.7 




