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for the excessive turnover figuresi sient employment to account
" ® Tbe^t^oThe companies of training these failures is
estimated at 86,<00,000.

SELLING LIFE INSURANCE

il.
A Man is Better Insured in Any Company Than 

None At All
OF LIFE UNDERWRITERS' 

ASSOCIATION

rJSJ-JX ÿSSJÔ^SÜSA sa
w-ek Mr "=*■ SjSZ

î:",d”' „,™. ? r Lift, Haliiax ; 0«-
urio’and Quebec. E. Moruick. Mutual Life. Hamihot' ; ^anv 
. , ", CuetitrKfwin D. I. Johnston, Aetna Life, winm-

Alberta and British Columbia, P. A. Wintemate. Manu- 
Srtwers' Life. Calgary , and the ^«‘dentof the NanonaJ 
Life Underwriters' Association of the United State 1

NEW OFFICERS
Salesmanship was a theme of Mr. Edward A- Moods, of 

Pittsburgh at the final session of the life underwriters con
vention g Mr. Woods is president of the National AssocuiU
rË," L'ude,«me,» m ,be M ^ «“

p,tt>ihureh of the Equitable Life of New tor*. ncreputed \o have the largest life msurance agen^y bjrsmess
in the world and to give this reputation
mg in Hamilton, he brought with him “£y 01n
tn that citv (reverted as numbering 140) m a special irai to that city treponcu a nervous
from Pittsburgh. He is a snort, sngm . Drcfers
temperament under pretty good control. Probably, he prei 
writing a man for a big insurance policy than add 'ssing 
large audiences, chiefly because to him the former task

n
“"The nLm part of his address dealt wnh the sell ng of 
life insurance and the lack of training which the hfe w 
surance salesman usually gets Most of >ou, said M^ 
VV.vias ‘ were given a" rate book, an hour s tain ana 101a 1 

oui and get business. How many agents here started 
m the life insurance business that way?” asked Mr. Woods 
A number of hands shot up. “Do you want your sons to

her of valuable hints on salesmanship, which were somewna 
iDOiled bv a lengthy period of poetical and philosophical 
Oratory, which followed, punctuated with statwtics in the 
millions and set m an atmosphere of 90 in the shade. Mr. 
Woods has a curious intonation, too, the last word °f sen 
tence after sentence being sustained and a change coming 
only just in time to save actual monotony of voice.
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Growth of Life iwuranea.
Illustrating the growth of life insurance. Mr. Woods 

sa,d that wh« he went into the business there were 600,000 
We insurance policies in force. Now there are 42.000,00a 
The convalescent period after war had always taken a long

ïï. —r.e jr.mss AsayS-S

The agent would recognize the fact that it was tar 
that a f"«" be insured in any company than m none
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MR. J. 8URTT MORGAN
Elected Freeldent ef the Canadian Life Underwriters' Asso

ciation, 1818*111 Manager at Victoria o< ‘he Great- 
Company, of Winnipeg.

ness, 
better 
at all.
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He gave some practical hints as to how to sell life insur- 

. advised against the sudden production pf the policy
Mr ‘woJT^hVthenriiy at^piece JfWp^Put the

. itraaJT sr
“In any ideal transaction, both parties are in a good 

humour Never try to do business by arguing. The tone 
of voice has a great deal to do with a sale. The tone should 
be conciliatory, not argumentative.

Mr Woods contrasted the salesmanship of a few years 
r ago with that of to-day. The old style was >Hustrated by a 
f horse sale It was a case of getting the horse sold, obtain

ing the cheque and getting away before the P^chMCT had 
! time to find out what was wrong with the horse! ^Salesman

ship to-dav was the parting of something of value to the man 
who wanted it, to the satisfaction of both parties.

West Life A

3 other officers elected were Geo. H. Hunt, Imperial Life. lo 
ronto, secretary ; F. T. Stanford. Canada Life, Toronto, 
treasurer. The executive committee is as follows:

A. E. Dawson, Peterboro 
R. E. W illiams, Prince Albert 
A. Lesage, Quebec 
J. T. Lachance, Quebec 
R. G. McCuish. Regina 
Geo. J. Alexander, Eastern 

Townships
T. J. Parkes. Eastern Town- > 

ships
H. J McAvoy, St. Catharines
L. J. Lowe, St. John
F. S. Bonnell, St. John
G. J. A Reamy, Saskatoon 
A. Waddell, Stratford 
G. E. Archibald, Sydney
M. H. Bingeman. Toronto 
W. E. Nugent, Toronto 
J. B. Hall, Toronto 
J. A. Johnston, Vancouver 
Alex. Peden. Victoria

- W. M G. DesBusav, Winni
peg

C. M. Twiss. Winnipeg

J. E. Parks, Belleville 
J. A. Wilson, Brandon
F. J. Reid, Brantford 
H. B. White, Brockville 
J. W. Keith, Calgary
J. O. Hyndman, Charlotte

town
W. T. Hart. Edmonton - 
A. Finzell, Fort William “
G. P. Hamilton, Guelph 
J. C. Stredder, Halifax 
J. L. McDuff, Halifax
W. C. McCartney, Hamilton 
Geo. L. Goodrow, Hamilton 
M. G. Johnston, Kingston 
Vivian Reeve, London 
E. R. Alford, Medicine Hat 
G. E. Williams. Montreal 
J. P. Rowley, Montreal 
C. C. Gauvin, Montreal 
Wm. Houston, Moose Jaw 
T. J. Patton. North Bay 
A. S. Wickware, Ottawa 
A. D. Kennedy. Ottawa
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1 Selection of Salesmen.
The selection of life insurance salesmen in the past had 

-on, Fverv two vears an entirely new set of men re- 
'' presented the life insurance business of the United Sûtes. 

If companies found it necessary to select their risks. surel> 
it was equallv as necessary to select their salesmen.

“Sixtv thousand persons annually pass 
insurance business in the United States, as failures^ 
is excessive, particularly for a grade of work that » “h'gh 
as that of the life insurance salesman should ba Many of 

'|i the figures showing the excessive turnover ,n .oth"
’ fries is because of the fluctuation of cheap or transient labor, 
adding materially to the high percentage of turnover This 
should not be true of life insurance, where ^'proper selec
tion and training of an agent are orshouldbcofa high 
order and where, consequently, there should not be the tran

> out of.the life 
This'
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The next Hfe underwriters' convention will be held at 

Winnipeg some time in I9*7-
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