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management of the company, but the xnethods recommende
by the Comnmission, if carried out in practice, would be fat
te the best, interests of the insured."
110w the Ev!!.s Couic! be Avoided.

Mr. Monaghan remarked that if such a practice wei
adopted, there would be an end to that continuity of e,
Perienced management so essential to the success of ever
great financial concern, and decîdedly requisite for th
SUccess of a life company. He »was of opinion that most c
evils complained of by the Commission could be prevente
by parliamentary regulation, such as the bonusing c
agents, rebating, etc., the fountaîn source of high expens
and extravagance.
Competition and the Agent.

Mr. E. E. Boreham, Halifax, N.S., regarded it as coin
cidental that he should have been asked to read a paper o.
the subject of "lCompetition-Its Effect Upon the Agent,'l a
his motto had always been avoid competition. By thîs he di,
flot mean run away from it, but avoid seeking it.

"lThere are two kinds of if e insurance agents-the stil
hunter and the fighter, and of the two 1 prefer the former, fo
he gets his business quietly closed,and is away with it befor
the other agents know anything about it. The fighter stir
up ail the agents for miles around, and nlot only runs the ris]
of losing his case to a more successful rival, but most cer
tainly brings about delay in the closing of the business, ani
ecvery insurance man knows that delays are dangerous. 1 be
lieve in getting there first, and thus avoiding competition, bu
I also realize full well that this is not always possible, and
therefore, compétition is a condition that will be met with an(
every agent must prepare for it."

T. C . MoConkey.
Honorary Pre.side6nt, Lif e Underwriters of Canada.

Mr. Boreham's experience was that 'most men'
ass umed the defensive when approached by aný insur-
anCe man, and their defenc e was of varied kînds,

schas l'indifference" or "linability te pay addi-
tiGnal premiums."1 That was the hardest kind of
comlpétition te evercome. "lYour task is te present your case
in such a way as te arouse his interest and get him thinking
about his own insurance, and flnally te overcome his objec-
tions, which in many cases are raised simply as a habituaI
guard against sahesmen. That is where your competitioni
Icornes in, and it requires ail your skilh, and your resourceful-
ness, and your knewledge."1
PIaY the CaMe Faly.

The mnotte then was, be prepared-know your subject
thoroughly and lear4 hew best te present it. "And in cern-
Petition with agents of ether cempanies box f air and honor-
able. Do flot run down your competiters goods, but tehl the
geod points of Your own. 1 have, in cemn' with other
agents, lad it said to me that it was a pleasure te listen to a
man whe did not belittle Mis cempetitor's cempany. There
fore, I Would say encourage compétition, competition with
yeur prospect and with yourself, fer it must of necessity
breaden yeur mmnd, enlarge yeur pewers and mnake You better
fitted for the noble and glorious calhing cf a good, honest,
bustling life insurance agent.,,
Development of thé Agent.

" The Pessibilitiesý for Development in the Agent"
was the theme discussed by Mr. ýE. R. -Machum, St.
John, N.B. Two things, lie said, were necessary for any
advancement-an ideal te be'attained andI that.we take the
stePs necessary fer its attaiument. Among the qualifies
-vhich' the insiurazlce agent- sheuld cýultivate -in the process of
his developiment were, flrst; Knowledge, net enly kniowledge
of the principles cf insurance, but knowledge of salesman-

dship and human nature. The study of men could flot be to>
istrongly emphasized. If we were to influence men we must

understand them. It required tact, the gentle art of making
friends by placing oneseif in the other fellow's place, by

-e thinking of hime, his wishes, his likes and dislikes instead of
c-. oneself and one's own wishes. Lack of that knowledge of
y human nature, of when to talk, how to talk and when te stop
e talking lad brought more reproadli on insurance agents than
)f ail other things combined.
d Concentration as a Time-saver.
If The second quality was Concentration. That qualifica-
e tion, or its Iack, marked the difference between the leaders of

men and the rank and file. It was flot usually those of extra-
ordinary ability who forged to the fore, but those who were
using ordinary ability to its utmost. "And this is concen-
tration, te take the average every day powers that we have

sand use them with an intensity of earnestness and a dévotion
to 'this one thing 1 do,- that will drive out of our way every-
thing that might divert our attention and se lessen our effec-
tiveness. One of the first effects of concentration is that we

rhave more time,' for concentration saves heurs in finishing
any given piece of work."

e The third quality was Pluck, grit or stock-tuitiveness.
"«Meet actual conditions, not calculating on what we could dounder other circumstances, but accepting the conditions as

Stbey are and making thema serve us with opportunities."1
-The <Habit of Industry.

The fourth and last quality was Work. "Cultivate thethabit of industry. Genius las been defined as the ability tai

L.Coldrnan, AâfA., Fi..AW
Managing Director North Ameérican' Life;Assurance Ceom-

pany, and a prominent speaker at the QuiebecInsurance
Convention this week.

do lard work and keep at it. It is an eternal truth that labor
is necessary te excellence. Every general agent knows that
more men fail frem lack of hard, persistent work than from
any other cause. Our business with its uncertainties as to
likely prospects and its îack of routine is te the unsystematic:
man peculiarly hiable te temptations to wait for somnething to
turn up, and that agents waste very much tîme in this way
is evidçnt if You are observant of the hours spent by many of
themn dilly-dallying around the hotels or offices. No wonder
so many of them fail.

"In conclusion, St. Paul says that if :we set up an ideal
or image and when we hook iii the mirror we seen'netý our-
selves but the reflection of our-ideal we will be clanged frein,
dharacter to character until we become like our ideal. That.
is the law cf devehopment. We become gradually what wc-
wish ardently enough to be. Strive then for

«IThe reason firm, the temperate wî1î,
Endurance, foresight, strength and skUl."

Attractionls of thé lieùrance Field.
The attractions -of the lîfe insurance agencyý business.

were well pourtrayed by Mr. N. H Bastedo, Toronto, in a
paper entitled IlOur Opportunitics,." 'He remarked, that
white the business of life in surance ýsoliciting was -of the-
greatest benefit to the iîndividual who insures, it must not
beé forgotten that they.were not inithe business, fer. the benefit-
of other people aitogether, for for the good of -their healths.,
IlAfter thinking the matter over carefully, an~d from my own-
expérience, I have corne te the ýconcIusion that a successful,
life insurance solicitor, f rom a. financial point of view, will:

(Continued oni Page.493.)
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