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“A thtle Nonsense Now and
Then" Topbe e

One’'s aim is everyth!ng. remarks - a  moralist.,
Don’t: know about that.. Many a man bas gone 1o .
the bad trying te be & good :enow——nostoum
scrl’pt. B
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“My ideal of a wife is ome Who can make geod
bread.” _ T v i
“My idea of a husband is one who-can raise the
dough in the hour of knead.’—Baltimore Amerlam.

“No.” sald the pasitive girl, “I will never Eie’ my-
self down to one man.
“Perhaps,” he replied sarcastieally, “if T organize

_a syndicate you will consider our offer.” — ‘Boston

Transcript.

He—That's a remarkably bnght girl 1 was just
ta‘lking to. %

- She—But isn’t it rather hard.to keep up ,wlth her?

He—That's just.it. I can't-tell you what a relief
it was to meet you.—Exchange. ‘ -

Teacher in French School—Marie, what is the na-
tional anthem of La Patrie?

Little Marie—La Marseillaise,

“Good! Now the national gir of England?”

“God Save the King.”

“Very good, mon enfant. Now the national air

of the United States?”

“Certainment! It's Hail, Hail, the G:mg"s All
Here.”

‘The”po]ice‘ midéd a gambling den recently. The
names and addresses of those caught on the premises
were taken and in due course they were summoned to
appear in court. ’
“What is your trade?” the Judge asked one of them,
“A locksmith,” was the answer.
“YWhat were you doing when the police entered?”
“Well, your honor,” eame the response. “I was just
making a bolt fog the door.”

An officer on board a warship was drilling his
men. ]
“] want every man to lie on his back, put his tegs
in the air, and move them as if he were riding a
bicycie,” he explained. ‘“Now cormmence.”

After a short effort, one of the men stopped.
_ “Why have you stopped, Murphy?” asked the of-
ficer.

“If ye plaze, sir,” was the answer, “Oi'm coast-
ing."f—Pittsburgh Chronicle-Telegraph,

QOutside the works hung a board bearing the de-
scription: “Strong lad wanted.” Hearing a great deal
of scuffling outside his office, the foreman thought it
time to interview some of the applicants, and, opening
the door, was surprised to see only one youth. “¥You
want a strong boy, 8ir?” “Yes, my lad, 1 do.” “Well,
gir, I'm ’im.” “But how can I be sure you are strong
enough for this job"" ‘“Why, when I now come 'ere
there was abart twenty other fellers, an’ I've lickei‘l
the )»ot, so’s to git in first. Now ain’t I strong
enough?” He was.

An Irishman who had listened to & sermon on the
judgment day stepped up to the pastor and -said:
“Father, I want to ask you a few questions touch-
ing on what you preached about to-day. Do you really
think that on the judgment day everybody will be
there?” The priest said: “That is my understand-
ing.” “Will Cain and Abel be there?” “Undoubted-
ly,” “And David and Goliath — will they both be
there?” “That is my information and belief.” “And
Brian Boru and Oliver Cromwell will be there?”
“Assuredly they will be present.” “And the A. O.
H’s and A. P. A’s?”’ “I-am quite positive they will
all be there together.” “Father,” said the parishioner,
“there'll be little judgin’ done the first day.”

During a campaign a Tammany leader, a self-made
man and one not entirely completed yet in some re-
speéts, was addressing a mass meeting of Italian
born vaters-on behalf of the democratic ticket.

“Gentlemen and fellow citizens,” he began, “I deem
it an honor to be permitted to-address you upon the
jssues of the day. I have always had & deep ad-
miration for your native land. I vinerate the mimory
of that great noble Eyetalian who was the original
and first discoverer of this here land of ours.

“Why, gintlemen, at me mother’s knee I was taught
to sing that inspiring song, ‘Columbus, the Jim of
the Ocean!’

Then there was loud applause.—Reheboth Sunday
Harald, -
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WHAT MY 008! THE !MY

“0f all sad words of tongue O pen, tke ndd-st are
these, it might have beem,” Bditor
of&elmmn.mdn.aerﬂa,umthtm
name of  Benjamin BMlord tells ﬂ:g following

story:

" He was the local eznniner, in a suburb of Kansas
T City, for a life insurance company. ‘He bhelteved in
Jnsurance, carried a -small policy; muys intended
to carry more some agy. <

Three weeks ag8 his wife became worried over the

‘finanecing of an apartnieni house the doetor was put-

ting up. She telephoned an ol friend of the family
who i8 a life insurance and said that if anything
should happen to the doctor, the family would be
bankrupt, as the excess cost of the bujlding had gone
above the mortgage and the last loan had been a per-
sonal one based upon her husband’s good name and
his remunerative practice,

The next day the friend of the family saw the doc-
tor and presenled a proposition. It was just what
the doctor wanted, and he said he would apply with-
in a short time—that he wanted to see his way ‘clear
to handle the first premium.

Yesterday afternoon his sixteen-year-old ﬂuhghter,
singing, reached home from school just as they car-

. rie@ her fatier ito the house, a corpse. A street

car had' hit s Thachime almost in fronmt of his home.
This morning the newépapers gave a column and a
half to the story of his life, his taml]y———a.nd his new
apartments,
This story was written a little over a month ago. I
heard from the family to-day. The oldest daughter

is now working at a stamping mgachine in a tin fac- ’

tory. . She won't stay there ilohg, because she had
crammed much schooling into her years, but the edu-
cation of the other children ig 2 problemn now-—a ques-
tien that the d@octor and his wife used to discuss with
a happiness-that it brings tears to think about.

HOW TO SUCCEED.

The man who starts out in insurance—and in any
other line, for that matter—eannot expect to take
the cream at once. But-he can make an agent out
of every man that he sells. He ecan handle each case
80 well. that. the insured will want to help him with
the mext man. That is the way that I have built
up my clientele. I have never simply sold a policy;
I have also sold myself,

My joy in accomplishment is at the bottom of my
success. 1 would not and could not sell merely for

the commission. The commission must be incidental;
I 1_19.ve never had it before my eyes when talking
insurance and if it were, I should fail, for then I
should be talking from my own side and not in the
interests of my case. I like the checks that come
to me from the insurance companies because they re-
present the tangible results of my victories. KEach
one of them has its story of personal effort, of argu-
ment that convinced. They mean more to me than
mere money,

1 have never asked anyone to take a policy because
I needed the maoney. I have never had a hard luck
story to tell for the reason that insurance is a suffi-
ciently .good argument of itself and if I could not
write insurance absolitely on its own merits, I should
take to some other means of livelihood.

Because I first know all of the facts and cut my
policy teo suit, I say I sell custom made policies; I
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HERE IS YOUR OPPORTUNITY

The success which has attended the operations of
the North American Life throughout its history has
made association with the Company -particularly
inviting,

The year 1918 promises to be bigger and hetter than
any heretofore. Some agency openings offer you an
opportunity at this time:

Correspond with

E. J. HARVEY, Supervisor of Agencies.

NORTH AMERICAN LIFE
ASSURANCE COMPANY

“SOLID AS THE CONTINENT”
HEAD OFFICE - - = = - TORONTO, Can.

M

I

Founded in 1806. 3

THE LAW UNION 'AND ROCK
lNSURANCE CO. LIMITEP

OF LONDON,

ASSETS EXCEED $48,000,000,
OVER $12,500,000 INVESTED IN CANADA,
FIRE & ACClDENT RISKS ACCEPTED.

Canadian Head Officez,

57 Beaver Hall Hill, MONTREAL

Agents wanted in uprepresented towns in Canada.

J. E. E. DICKSON, Canadian Manager,
W. D. AIKEN, Superintendent Accident Dept
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The London & Lancashire Life
and General Assurance
Association, Limited

Offers Liberal Contracts to Capable }.d Men

GOOD OPPORTUNITY FOR MEN TO BUID UP
A PERMANENT GONNECTION

We Particularly Desire Representatives tor City of
Montreal.

Chief Office for Canada:

» 164 8T. JAMES STREET, MONTREAL,

Manager for Canala.

ALEX. BISSETT - .

never have to thumb about for rates or to di
amounts. I have all my facts memorized and I speak
only of a particular policy, which I know is exactly
the right policy both in amount and in kind.

When you have such an adaptable article as insur-
ance, why not sell only that which must exactly suit
instead of pottering through a confusing mass ef
detail?

There are no good arguments against taking in-
surance. The point is to uncover why this man
needs the precise policy that you have designed for
him. And each case is different.  One may make a
purely business appeal, but the sentiment of the thing
is much more powerful because it touches an ele-
mental quality.

If 1 discover that my calculations have beéen wrong
and that he should not have what I intended for him
—1I stop at once. I will not write 'a policy that will
make a bad friend, or hamper & man financially. I
will not take -a policy that 4 know will be defaulted
in the next year. If I dld such things 1 ceuld not
keep mry sincerity and I wou,ld.,_dege,ne_r_&te. into. selling
solely for my own benefil instead of for our mutual
benefit,

From what I bave just said it mnght seem that
selling life msurance ia somewhat of a psychological
process.—H. B. Rogen 1n “System.”
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Monthly Income Policies a
Necessity .

A legacy of life insurance amount-
ing to $160,000 was compktl die-
sipated in Seven ¥ears ty dn-

vestments and expensive ¥ :. in an-
other ease a benefici sgquandergd the
proceeds of @& life surance _policy

amounting to 850 000 in a singlé year.
To protect the bepeficiaty egainst in- ﬂr
experience in making inmvestments and
against extravagance the monthly in-
come policy has been introduced pro-
viding an automatic, safe and profit-
able investment of life insurance funds,
Supplement your existin insunmoé
with a monthly incom ro

be written on the er mlted ll!o or
endowment_ plan. Such a ‘policy with
our disability clause in d is
without an egual in furnishing ideal
household protection. We will 'y
furnish full particulars and illustra-
tions. :

THE MUTUAL LIFE ASSURANCE
Companyofﬂanad

WATERLOO . ONTARIO




