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Canadian Life Underwriters Association

The fifteenth annual convention of the Canadian
Life Underwriters’ Association was held on the 18th
mstant at Ottawa,  Mr. J. Stanley Edwards, pre-
sident of the Nation Association of Life Under-
writers addressed the meeting on ““The character,
purpose and equipment of the present day under-
writer' in pert as follows :—

Viscount Haldane says: “'Neither capital nor
labor creates wealth, but brains.” The life under-
writer of the new era must first of all be an in-
telligent and trained salesman if this institution of
usefulness entrusted to his care is to continue to
function. The day has gone by when it is suffi-
cient for an agent to be just industrions and honest ;
he must be that, of course, but the business of life
insurance has now become one of such vast propor-
tions and of such intricate ramifications, serving so
many other kinds of business, in so many different
ways, that skill, training and knowledge are essen-
tial parts - f every agent’s equipment. Schools of
life insurance salesmanship like that at the Carnegie
Institute of Technology founded under the auspices
of the American Association offer this training.

Many companies are now also maintaining home
office schools for agents.  This does not mean that
an agent should try to qualify as an actuary, but he
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tannot expect to act intelligently as advisor to busi-
fiess nterests oftering them protection against loss
of partiner or employee or offering individuals pro-
vision for life incame, for payment of taxes, inheri-
tance or otherwise without adequate knowledge of
his subject.

He should also be trained in the best method of
solling. The known laws of psychology apply in a
marked degree to life insurance salesmanship, A
knowledge of the principles of psychology is not
“high brow stuff,”" but is a pratical aid to anyone
dealing in a business so fundamentally based on
hinman values,

The life underwriters of the new era will be or-
ganized underwriters.  This is rapidly becoming
reality.  Such associations as yours in Canada and
ours in the States are the result of well-marked de-
mand for a recognized need of the service that can
only be furnished by an organization. These as-
sociations are work-n-day associations of proven
practical value to all life insurance men. The
modern underwriters’ association is no longer chiefly
concerned withy just the holding of meetings and
listening  to speeches. It is a  going business
concern that operates every business day in the
vear, doing something or attempting to do some-
thing, for the benefit of life insurance, its policy-
holders or its agents,




