MONTREAL, May 21, 1920

INSURANCE SALESMANSHIP
This article is written with a view to assisting
the agent in the field to mcrease his premium in-

come and retain his clients good will,

It appears to the writer that there are four main
points to be considered in building up a new con-
nectior or in retaining an old one and may be
groupel as under, viz:i—

1. Company.—Know all about your Company, its
finances, stability, officials, ability and willingness
to settle claims justly and promptly.

9. Poliey Contracts.—TIt is of vital importance
that the agent sshould know his policy contract
from A to Z so that he is in a postiion to describe
it concisely and intelligently to a possible client.
liecognize that the man yon are rying to sell Per-
conal Accident, Automobile, or Fire Insurance to
is 0 busy man and wishes to know the nature of the
insurance protection he is to have and lack of ability
in explaining your contract may loss you many 8
;(n‘.(l risk.

3. Service.—I am afraid this is a much abused
term but if the agent would impress his clientele
with the fact that he is therefor the sole purpose
of giving expert insurance advice 1 think his clien-
After all
when a policy is placed and the premium paid the
client should not be forgotten until renewal date
There are numerous ways you can assist him and
by doing this he would fall into the habit of coming
to you not only for information but to place addi-

tele would not be long in recognizing 1it.

tional insurance.

1. Premium.
of the business but 1t will be noticed that T have
placed it last and | think that is just where it
The average person seeking insurance

This is a very necessary portion

belongs.
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desires to know how much protection he is going
to have rather than how much premium he is ex-
pected to pay.  Too many agents talk premium first
and other things (of greater importance) after,
thereby educating the insuring public to cheap n-
surance, which 1s just what the name implies.  If
voi have not already tried this system do =0 and

vou will be surprised ad the results,
S, G WRIGTHT.

CANADIAN FIRE RECORD

Fire al Ottawa.—On the 18th inst. a fire broke
out in the store of A J Alexander, 67 Sparks St.
Practically all the loss was in valuable furs detroy-
ed. stored on the premises for safe keeping during
the summer.  The ollowing Companies are in-
torested :—National of Hartford, $5,000; Union of
Paris.  $3,000; Nove  Scotia, $2.500 Gieneral,
«3 000 New York Und., $5,500; Union of Canton,
K11.000; Springfi 1. 85,000 Rochester, 45,000
\lhance, $3.000, total $15,000, 1.0ss about 50 per
cent

Fire at Digby, N.S.—On the 1ith
Gravel's Garage, one ol the largest in Western

istant,

Novi Scotia was nlvx'wl’n_\q'll by fire together with
thirty-cight cars. L.oss about $75,000,

Fire at Lecvis, P.Q.
accurred 1in two storage buildings of the Canadian
National Dailways. Lioss about $2,000.

Fire at Picton, Ont —On the 17th instant the
planing mill of Allen & ( line was lln'\ll'll_\v(l by fire.
l.oss about $15,000 Insurance stated to he $2,000.

On the 16th instant a fire

Fire at Matagami Lake, Ont.—On the 5th st
a fire 1||‘~||<))1'l| a saw mill, the property of Sam Me-

(‘heney. Loss about $7,500
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tinental, continually offermg sound
sorvice to agents and catisfaction to
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THE ROMANS SAY:

a good citizen is a friend to the state.
spirited organization is a good citizen magnified a thousandfold

of Canadian interests, a good friend to the state.
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