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BANK OF NOVA SCOTIA.

The annual statement of the Bank of Nova Scotia
states the net profits of the past ycar to have been
$368,927. This equals 18.44 per cent, of the paid-
up capital and 8 per cent, of the paid-up capital @ d
reserve fund combined. Through the whole of last
year this Bank had a reserve fund of from §2 418

to $2,600,000, which exceeds the capital paid up by
an average of $500,000. Such a reserve fund acts
as an accumulator of profits hike a snowball, whi
the larger it becomes, the more snow is lded to its
bulk at cach revolution

The profts lllu\lr'.l‘n! two half )(.Il"\ dividends at
the rate of g porcent, a contribution to the Pension
Fund of $12.000, anl lelt $180.607, to which was
added $:9.093 from balance at credit of Profit and
Loss, so as to enable $200,000 to be added t v the
Reserve Fund.  This Rest now st ainds at $2, 8
made up as follows: $2,418000, amount at close of
1900; $182,000 added from premium of 1400 new
shares and $200,000 as stated above I'he Rescrve
Fund is, therefore, 140 per cento of the Bank's
capital.  During 1001 the deposits advanced fom
$13,184,000t0 $17,705,000. The Bank of Nova Scotia
conducts a large business outside Canada, as s
shown by its foreign loans in October last, having

been $5,97 1,810 and its foreign deposits $2.105.05;
The circulation of this bank is up to the hmit so
that more capital will have to be called up it its
note issues are to be en'arged.
———e-—e— -
EDUCATION IN INSURANCE.

The organization of Insurance Institutes in the
United Kindom, Canada, Australia and New Zealand
is the outcome of an cducational movement that is
affecting other circles, We have, for instance, Bank-
ers’ Institutes, as another fruit of the movement, and
those organizations of quite recent date designed to
supplement the ordinary education of a school by
the technical training so valuable in each walk of life.
Society is undergoing revolution by which itis slowly
a(hplmg itself to modern conditions In \X'I'!‘:(l
times the work of instructing the youth in the work
and duties of his occupation devolved upon the eme-
ployed, the *“master.” The youth was his “appre ntice”
or *articled clerk,” who paid for his training by
services only nominally remunerated by money, very
often indeed were not pail for by instruction in his
craft. Al this system has passed away ; it is no
longer practicable, so that we find youths who entera
workshop or office are left to find out, as best they
may, how to acquire a knowledge of their calling.
The following reflections and suggestions on the need
of technical training in insurance were published long
betoreany Insurance Institute was & unded ; the
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writer, howcever, failed to cee that the work of educa

tion for insurance must begmn with youths to te
lh-mm’;ll
DUCATION IN INSURANCE
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which has made greater progress and  more  rap
stivdes in the last century than msurance, and the
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Pspecially s this Line of argument applicable to
the local fire insurance agent \lthough he mn)

apparently upy the L
the company’s cmployees,

s superiors, he 1s n

O in the scale of
and all others be normally
vertholess a part of the great
excentive power, and has it in his hands to squander
o the trust funds of his company, with a
ireedom dven to any superior officer.  Their
power is, after all, but a negative one. A veto upon
that which the “local” done, and for
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