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FIRE AGENTS AND RATES.
life insurance and the war

LOAN.
fire insurance agentIt is the primary duty of a ...

to inform himself regarding the why and wherefore 
of rates in his locality, in order that he may not 
only render a maximum of service to his clientele, 
but that he mav be intelligently loyal both to the 
company which "he represents, and to the honorable 
calling which he practises. __

When an agent’s clients complain that rates on 
their property arc too high, unjust, or discrimin­
atory, he cheapens his influence in passively acquiesc­
ing by excusing himself from responsibility for rates, 
or by pleading that they arc determined by others 
and forced upon him and he is simply compelled to 
get them. He knows, or ought to know, that these 
rates are predicated upon a justifiable basis and a 
fair estimate of local conditions and of individual
haThe agent ought to meet such complaints energet- 

the start, and end them by explaining the 
If he docs not know, he 

He should not

War Loan campaign, in which life 
rendering valuable services, is 

in more ways than one, 
The country

l'he present 
insurance men are 
of great practical interest,
to the whole life insurance fraternity.

being educated in these strenuous days of effort, 
is it has never been educated before, in the duty 
‘ „ ,tional service by means of thrift the setting
[ree ' by the individual for his country s use, of 

r£ds and services which he would otherwise claim 
f himself Soccial efforts in this direction arc Mng made S the rant and file of folk, who 
inevitably, under normal circumstances, form the 
great majority of the clientele of the life insurance 
companies. It is reasonable to anticipate that in 
m un cases the present response to a patriotic 
mpcal will have a lasting effect, and that, as Lord 
Shaughnessy remarked in his admirable address 
the Jther day, "the $50 or $100 invested in these 
bonds will encourage further additions when cir­cumstances permit. The foundation having been 
established, there will be the incentive to build 
upon it in a rational and sensible way.

PEor the great majority, there is no betterwayof 
steady continuation of the practise of thrift than 
through life insurance, either to provide for depen­
dents or for one’s own old age. Present circum­
stances emphasize a point which in more normd 
times is apt to be overlooked, that thrift itself is 
" “vie virtue of no mean kind, and that provision 

for dependents or for one’s own o.d age is practical 
patriotism of a high type. It is a strength to any 
country, whether in war times or in P**®*J; ÏÏ*®’ 
that a large proportion of its citizens should >e 
providing8 against eventualities by means of life 
insurance.
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why and the wherefore, 
should hasten to inform himself, 
consent to being considered as representing a scheme 
of extortion, when he is really engaged in an honor­
able business of which lie should be proud.

If a rate is not reasonable, he should surely use 
his active influence to make it right; but the business 
has suffered, and is suffering, from at least some weak- 
kneed representatives, who do not defend their 
vocation. An agent who gets into the habit of 
sympathizing with unreasonable and unjust criticisms 
of fire insurance, contributes to the discredit of his 
calling—discredits himself.
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ST. GOVERNMENT'S APPRECIATION OF LIFE 

AGENTS.

While in Canada, life insurance agents are render­
ing invaluable services to their country, through 
their active participation in the Victory Loan 

,n, in the United States, life agents have 
been called upon to volunteer their time and talents 
in the explanation to soldiers and sailors of the 
provisions of the Government insurance scheme, 
which has just been got under weigh. Some agents 
are going to France for this purpose; others to the 
training camps. This appeal by the United States 
Government constitutes a notable recognition of 
the value of the services rendered by life insur­
ance agents. Although war insurance is being given 
to American soldiers and sailors on remarkably 
attractive terms, it is found that it will not se 
itself, any more than ordinary life insurance will 
sell itself The persuasion of the agent is necessary 
in both cases. These facts form one more proof 
that life insurance is seldom bought, but always 
sold, and that if the agent be eliminated from the 
field by any process whatever, the public will be 
denied the benefits of life insurance. Hence it 
follows that no state or governmental insurance 
scheme can hope to succeed, unless agents are 
employed to solicit business.,

13 Patriotic Premiums.

The man who finds that payment of his life insur- 
premiums is all that he can do beyond meet mg 

the present high cost of living, is doing his bit 
in the payment of those premiums prompt y and 
regularly just as much as the millionaire, who can 
put himself down for *100,000 War Bonds. By

j , „ investing in Goverment bonds, thepremiums1 which* th^y"collect. It follows that the 
t .king out of additional life insurance at the present 
time k an essentially patriotic action, since it results 
in further restriction of personal expenditures 
and a freeing for national purposes of goods 
and services that would otherwise be claimed for
'Tt^mTlikely that in the future life insurance 
agents will benefit considerably from the b^ing- 
up of fallow ground by the present campaigns for 
vatriotic thrift. The best incentive to thrift is the 
practise of it for a tittle while, and when the existing 
necessity has passed, probably life insurance agents 
will continue to discover its lasting effects.
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091,657 compared with *536,722,671.


