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$300,000.00
SECURITY

In Excess of Government Requirements

=
is offered to Policyholders by the

EQuITY FIRE [NSURANCE .

- Established 1898

Head Office : 24 King St.W., Toronto

Hox. Tros. Crawrorn, President. W, Greznwoon Browws, Manager.

k. _ J

AGENTS WILL FIND IT ADVANTAGEOUS
TO REPRESENT THE EQUITY

There is probably an Equity Agent just around
the corner. Look in your telephone book for
« EQUITY.” Ask any broker for an Equity Policy.
He can get it fcr you.

Hudson Bay Insurance

COMPANY

HEAD OFFIOE, VANOCOUVER, 8.C. CANADA

CAPITAL STOCK FULLY
SUBSCRIBED  $500,000

C. E. BERG, Manager

E. H. HEAPS, President

EM]}J%ZZLEMENT

THE DOMINION OF CANADA GUARANTEE
& ACCIDENT INSURANCE CO.

WHO 1SSUR -o-np;m arr POSITIONS OF TRUST &
| | Write for particulars

J. E. ROBERTS, General Manager
TORONTO

THE DOMINION LIFE.
Anmnu Company i
HEAD OFFICE, -

THOS. HILLIARD, Ppgs. & Man. Dir
P. H. ROOS, Treasurgr,

J. B. HALL, a.a A8, Sec. |
FRED. HALSTEAD, Supt. of Agencies. |

Surplus,’$268,500,57 = Assets, $1,620,361.68 |

WATERLOO, ONT, ||
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When in London call on

the Monetary Times, 225 Outer
Temole, Strand. .
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Will You Let Us Send
YOU
One Issue
of this
Magazine
‘at our
Expense?

e~

’ We want the readers of * The Monetary Times" to
see a copy of our publication and find out for themselves
how it will help them increase their business.

ADVERTISING
®@.;SELLING

| is a monthly magazine devoted to the problems, news and
events of the whole broad field of distribution and its allied
|fields. °*

How to find selling costs—Intensive Advertising—the
most importaat articles ever prepared on this subject—Whe
Should Prepare Copy ?>—Selling for Export—How to
Orders by Letters—Copyright and the Ad-man—ex
the new copyright law— [rade Paper Copy—Examples
good composition —What is a good subs-riber ?—Service
to Advertisers as an Ass=t. These and many other similar
articles have appeared in recent issues and each ose i
prepared by an expert. ‘

“ The Advertiser and The Agent " which will appear
in the November issue, is an exposition of the methods
principles employed by advertising agents in

_their clients’ accounts. It is a red hot statement of
and true facts now existing in the branch of the business
| —not generally appreciated. Every man in or int

in advertising should read this article.

Read This Proposition

If you are an advertising or sales manager—genersl
manager or owner of a business—or have chargeof |
either or both of these branches of a busin
'us your name and address and we will send you §
copy of ADVERTISING & SELLING FREE.

The only request we make is that you write us o8
| your business stationery. .

To anyone not in such a position, we will send 2
sample copy on receipt of price—20c domestic —30c foreign-

Write us on your business stationery to day,

ADVERTISING
.@ SELLING

1253 BROADWAY - - - - - NEW YORK
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