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HOW TO PREVENT POLICY LAPSES

compniesMust Keep in Contact with Holders, and

Agents Sbouid Xxplain Contracts Pxirohased.

The. lapse question bas always been a prebleni in lite in-
surance, and the convention înduiged in a brisk discussion on
the matter. Ho1w te prevent lapses? That waa the question for
a2wer. Mr. B. R. Machuni, St. Jobn, said the best way te de
that was te sell life itulurance te the right kind of people,
wile Mr. McConkey, Toronto, thought the beat way was te

S keep in toucit with tbe policyholders and te pest them regu-
Wly regarding conditions et the company.

Mr. Stevens, Ottawa, agreed that contact with poicy-
holders was a god tbing. Tbey sheuld b. written te and
visittd as often as possible. This helpsd net only te get new
business, but aise, te prevent lapses.

Mr. A. Il. Vipond, Montreal, was of the saine opinion.
sad aIso advocated the ssnding ef a speciai letter to those wiho
looked liii. lapeine

Mr. White thought thst a thoreughly well undeîatood cou-
tract wa. oe way te prevent lapses. When a po1 1 y was placed
$. agent sheuid read it over te the man, point bpint, s0 that
hé would know sxactly what he had get.

Semothing Wrong with Salesmiangblp.
.Nl. Euby, secretary of the Mutuai Lie et Canada, censid-

ored that over-persunsien by the agent was oeof et dihief
causes of lapses. Another was that the policyholder did net
ajysys understand his centract. Confusion et plans on the
pt of the policyheider was more eften responsible for lapses,
rathr than that the policy had been rnierepresented by
the agent. This was a great tribute te the agent.

Mr. J. P. Weston, in his address, aise deait wîth the ques-
tion .f lapses. "IWO ail recegnize," ho saide "the waste resuit-
in frem not-taken policies and lapses. They aim both altogether
sa.hbealL in ail Our cempanies. Ilow are we going te lessen

tm Ifthe rides ot hsad offce were at t suit, thon somns-
whee nsai the saine resuits would oeccur In ail agencis, but thus
is net thie case. ler. and there a large agency will year in and
yea out have tew, if any, not-takens and very few la ses, whils
oter agencies with similar conditions show abnorrnfy high in
bu&h.There is cleariy sornetlnng wrong with the saiesmnnship
,andit jeup tyou tofid out ad crrect Mthilsut. It may
be [orged that head offices press for tee ranch new business; that

je o answer, for the mers sending in of applications ot men net
intjned or net abl. te psy iS net business at ail, and the sooner
ve swake te this tact, the better it wiil bie fer ail concerned.
Thr in ne question in my mind that ths privilege et giving
lOn terme lor the settiement et premiurns has beex abused te the
poit where the question et payaient ha. been kept as tar front

ib plisant 's mind as possible durlag the canvais and treated
insc a msxnner tint it bas created the impression that a note

Slve inettiernent et an însurance prernium, la net au oblige-
tiOn te th extent that it is where given in settiement et any

otbr aeouint. 1 knew that this -view prevails te a surprisingly
ja extent and the percentage et these notes which aie net

: lari evidence that we hold tis saine view. Eitbsr that, or
eare torced te ths humiliating conclusion that we de net pes-
mubusiness abulity in dis sarne degree as men engaged in other

We saitable Qontracti te Cliients.
Mr. Monaghax, et Quebse, stated that he bad always acted

Mthe principle that it paid dis agent and dis company best te
ejset sny persen or applicant of wbom hie hsd serions doubte

,.zlding physical or flnaneial standing. "Eliminate disse and
omà t eery time in your cauvassing the healthy, the sober, dis
thify sud yeni will build up ex agency wltsre lapsing wiil lie at
& minimum, 'antd where dis 6usiness wil pay agent and company
» the long run.

'4qb. business on which ths second year's premnium, has been
1)d a pretty f air criterion ot nen-lapsixg business. 1 believe
&dIeau certif y that on the avsrage my laps is dires per cent-;

tb a<verage laps on ail dis companies deing business la Canada
lurrgl over twslve per cent. when the second prerniurn should

,,The French people, whe compose seven-eighths ot My
cletjn Quebse, if net as quick te decide on taking eut a risk

mu other raes, are csrtainiy more tenacieus in holding on te their
iloqanse once it la taken out

z4esin the. West
6 tout ini ths West the. laps la neeessariiy higbsh wiet

t'h retless and unsettled character et many of its po. ey
&» .aw ssttlers and net educated as satera people on dis per-

m etbenefits et lits insuraxce. The oppertunities they have
lot jveeting thoir rnosy, sa weli ns the large alluring profits they

emyeaizeon real estate snd other venturss, are net calcuiatsd
t, Meourage the slow Uta9-long dirift which in a necsssary con.
____l in laps exemption.

é i-h best method then te prevent lapsing la in caretul,
jhenest deaiing on behalt et dis agent towards bis

di tiste judieious plaeing of the amnount the însured la able
to0ry or, in other words, ths absence ot overloading; disse

Admition iieing granted, dis insured, besides, should from time

te tiine receive suîtable [iterature f rom the ïcompany in which hie
in insured. Hie bas a right to be informed yearly on its financial
standing, its progress and ira generai welfare. iinally, the coin-
pany muet meet the poiicy helders' wi-hes in issuing a policy and
in8lrance literature in the language familiar te the insured. Au
English-speaking pelicyhoider wili nlot thank you if you send bini
a French policy and French iiterature; nor wili. a French policy-
boler bIess yxou if yeu present hîi with an English peiicy or
English lîterature."

DOCTORS, ETHICS AND LIPE INSURANCE

Relation of Medical Profession Should Be Strictly Pro-
fessioxal-Candidate for Insurance Might

Seek Advice from EIxaminer.

It seeres that this is a subject which every well informed
undeorwriter has settled view's upon for it is only witbin the
p-at yecar that this or a simular su bttlas been disposed of
bythe executive ot oui association in the negative suggested

MrG.J. Alexander, district manager at Richmonà, Que., of
the Manufacturers Lite Company, in reply to the query
Sbould doctors assist agents in closing business? The casef
refer to in one in which a Canadian lite insurance compafly
made special offers or terme to their medical examinera for
assistance in closing business-i.e., they were te receive for
thoir assistance rernuneration ln excess of the medical les (and
I don't think it is necessary for me to explain what would
bappen to the other agents wbo bappened te have this doctor
examiner for bis company).

This was eonsidered b y the executive of the association
as maipractice which sboula be eliminated frrnt the business.
The matter was taken Up with the Lif e Officers' Association ini
such a mariner that I understand practically ail the old lino
comfpanies wrote their examiriers a letter te the effeet that if
they were examining for tbe =epaY just referred te, that
they could consider their appoîtet as examiner for theni
cancelled.

What better proof do we require than the record of this
case in whîch the Canadian fle insurance companies, the Lits
Officers' Association and the Life Undsrwritera' Association of
Canada appear to me to say nay in no uncertain soundt

But perhaps you will say 1 have taken the wrong view of
the questien-is there not somte way we ceuld use thein? lromn
wbatever angle you view the question the practice of it opens
Up a broad way of temptatien, wbicb will resuit in maipractice
in the business.

Only Answer a Segative One.
The medical examiner shouid be an unbiased employee of

the company, don 't tempt him.
1 know frein conversation with leaders of the medical pro-

fession that thev ceusider it derogatory to its higher aime,
and te the strîctly professional relationship the physician
should bear towards both the candidate for inaurance and the
insuring comipany te have the examiner viewed as being
pecuniarily iuiterested in ether than a strictly professional way.

A few years ago a striking exemple of this very subjeet
camne under notice; it was a case where a special ag ent of a
cemrpany - , and witbout bis company's knowledge, made an ar-
rangement wlth sorns doctors whereby tbsy were te receive In
addition to their medical lee a local agent 's commission on ail
busýiness secured 1 and I assure yen the tactics ernployed b y titis
embinatien in securing business wsre tbe worst I ever knew.
I arn sure ne insurance cornpany 's interests could be safe-
gnarded, nor be of flrst imiportance, under a combination sueh
as I bave just referred te.

Let the doctor then remain la his unbiasjed dignity. Let
us as solicitors get eut and bustle and seure our business b!y
fair, square salesrnanship. and then answer titis question in
the negative.

Personal Opinions and Experiences.
Mr. W. Mcflrîde, Winnipeg, disagreed with the prevlous

speaker. Re once wrote a man for $2,000. The mediesi
examiner was aise the family physician and bie was asked te

g et the prospect te increase the ameunt te $5,000. The deter
did se, b ut hie did not ask f or commission and would net have

got it if ie bail dene se.
Mn. Lewis, superintendent of agencies, Continental Lite

Insurance Company, theugbt that one could net prevent the
candidate askîng the dector 's advice. Neither could one pie-
vent the dector assistîig the empa-ny, in rnany case.

Mr. A. H1. Vipend Mentreal, disagreed. The docter shouid
net assist agents in cl'osing business.

Mr. J. R. Reid, Ottawa, was et tbe sarne opinion.
Mr. G. Williamns referred te the wholssale ernployaient of

decters by a certain Ille insurance cern any in Quebee prov-
ince. Tbis company bad over tbree hundred doctors as shiare-
bolders. This Mr. Williams described as a mnischieveus
mixture.

Mi. Gaaydon, Montreal thought tiers was ne doubt what-
ever that the assistance et doctors to close business wus not
a proper practice.
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