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OOOD 1.17E INSURÂNCE BUSINESS STAYS

Problem of Lapses Largel.y Solved by Careful Belectîon

-Agents Should Never "Press" a Prospect.

Punctuated with anecdotes, quotations and macbriîsmns, a
disetation on how fur a man should be pressed by the lite
isiuranee agent in canvassing was given to the Ottawra conven-
tion by Mr. William McBride, of Winnipeg. introducing bis sub-
>.ýct vith somne gond insurance vaudeville, Mr. Meliride claimed
au agent vas net jnrtifled under any eircnmstances la eercing
a prosýpect into closing a contract. The speaker got his experi-
ece in pressing men into însurance twenty-four years age, Just

after lie launnded into the. business. "Ln Kenora, Ontario,"
aaid Mi. MeBride, "I pressed a man into applying for a policy
and isqueezed eut et him the prominm $34.50 jnst atter ho vas
examinod. A few days after lie accused me of hypnotizing hlm
and eheating hima of $34.50, said ho wonld nover pay anothor

trmuand that ho would do ail in bis power te daman my
usnuin Renoma. 1 handed hlm bis $34.50 and oxpressed my

regret at having convinced hlm against his wilI.
"<A tev dnys Inter I bad a sîilar exporience ia Keewatin,

thee miles trom thore. I settled the matter la the. same way.
I thon flrmly resolved that I would nover ini any wny press any
isa inte closing an insurance deal. Ever since 1 have scrupu-
louly observed that resolution.

Unes of Least Reaoistance.
Il In caassingr for insurance, vo mnst tollow the lineofe

jeant reuistance. Experience sheuld toacli ns that the moment
vo begin te pressï a man vo arouse hie heetility and awaken ils
combativeness-. ýTo produco rosults vo muet approach a man inl

al cairr, composed, dignifled manner, and thus command hMa
attention and win bis respect. It vo are net wiliing te wait

Ls tiently tili his ideas are matured and the psychological moment
on, bat begina pressing hlm to a conclusion, ho vil at once

detct oui overanxiety, and tho vacant spaces la bis cranium
vill seon b. filled witl the justifiable and firm, conviction tiat
bi intere8s are enly secendary la onr mlinds, and that the
raison dle'otie et our persistonco le selt-aggrandizement, and
h. lu ver7 likely te loek upon us ap mon possessed of nnlimited
impertinence. Ever keep in mmnd tiat persuasion le, producod
by argumnenta addressod te a muni's nobler feelings, and that
coviction is produced by arguments addrossed te a man 's

,uderstandîng.
"The main redoomring teuture la the Armstrong Insurance
vi as tho one that put an end te tee mnch higi pressure

bu es btalned south et the lino, and Iîited tie amouat of
nw business wiîteni by any one company in ono year. As a
requt, a more abiding kind et business was puit on the books,
Doie attention given te conserving the business la force nd te-

intatiug lapaed pelieles.
affets of High Priesure.

ilThe effects of h1gb pressure metheds are just as cou-
Aoui on oui side et the line. A f ev days age I read an

: riUtle in vilci it vas stated .tbnt ia Canada alene ever
$,,00,000,000 lapsedl or non-placed pelicies baid bon vmitten off
the books witbîn thec lasî decado. Wiat la the, principal cause

of hisapplig, exp)ensive and wanton vaste et insturaince
funds Simlythe tact that unhealtiy rivalry and the iigh

pressr systemai in voguie have lncited agents te p ros mon into
t& ing niance before they have bisnsua linl oducated tu

@" teImnportance et it, or betore thoy have thoreughly under-
stood the miisfit plants sold them by agents who have thouglit
moreof othleu commiiissions Ilian et selling a pelicy exactly
&dapted te the mneans, the age, the tamnily conditions or busi-

nesoneds ot the applicant.
"In insurance vo have bad teei mach which le the. natural

bsqueaco wben applicanits have net boen given time te rend,
mark, leon and inwardily digest, but have been erewded unte
j,3urance lot bouses andi premnaturely riponed. by oernxious
agnts. SucI a high pressuro procsq does not proiduce conaist-
et and persistent pelicyhlders. Lot the agents Jeain that the.

bsaIwas that stays le the business tint paye, and tint the pre-
.osstion or lapses la infinitely botter tsan tic reatoration, et tiem,
Abanon all undue pressure ot prospects, and imbue your mimd
with the, tart tint preperly managed cempanies judge et an
agent's ability net by the volume et hie business, but by tie
gat.ity et i.

"In earlier days, vien agents ladt more destructive than
contutve tendencles, a large percentageofe lapses vas caused
by uuscrupulous transplanting processea. Thanks te oui tratemmal
asocition movemnent, and our developing human tendencies te
.o-operate for mutuial protection, tint is nov rednced te a mini-

mun but stlll the. porcontageofe lapises pursues trom, year te
yerthe almost evea tener et its course, and vith very Uitile

"Theb grenIer tie pressure brought te bear upon men, the.
leu he sabi t our business. Beoe beinq tully persuadod

in t.ir ovu mindS, men bave tee etton been etther vheeled or
pressed iite takimg insurance by the tem&tation et quartemly
or hatfyearly premniamR being presee Evr tino yen *rite

* atryprorim yen multiply by tour the annual chancei et
*IpeIn tie laet tour years 1 bave met iad a single non-

plseed poicywtten by myseif, and iu the last tvonty yeai

my own uon-placed policies have flot, 1 thînk, averaged over one
a year. 1 do not sîay this f or self-commendation, but tu prove
t0 you that xny theory of never pressing a man enhances the
stability of the busin&e.

"When prospects know that a certain agent never presses,
ho can always get a hearing and a welcome that would flot b.
aecorded an agent who is known as a most persistent presser for
uew business. I have proved this theory to niy own satisfaction
in iny own quiet way during many by-gone years when 1 have
been in sevoral competitions for volume of new paid business,
and rny colleagues in the seas company know thlit 1 was neyer
beaten except once, when I took second place. I wrote during
the twelve mionths ended Iast Jnly lst more paîd-for applications
than any other agent in our company 's employ. 1 know my
own limitations and that my ability is medioere, benco I attrÎ-
bute any little sucs I have had tu my adopting a plan of
nei er under any cireumstances pressing anyone, and nover being
in unaeemly haste to whip out an application or rush a man
off to the doctor the very moment he h"s given an answer in the.
alirmative."

GREAT WORK 0F IFE INSURANCE

It HRu Become One of the Greatest Finaucial Institu.

tions in Canada-Addxess of Mr. T. B. Macauilay.

Mr. T. B. Macaulay, managing directer of the Sun ie
Assurance Company, delivered a strlking address on tho busi-
ness of life insurance at the Ottawa banquet. Introduced as
the friend of every mnan who carried the rate book, ho frest
syoke of the groat work done by the Association movemont.

thbail lifted the profession, ennobled and cleansed it.
The first insurance company was founded in Egypt ivhen

Pharaoh took tho surplus of the seven yoars of plenty and
saved them against the seven years of famine, Insuranco pol.
icies dated back to the time of Babylon.

The fir8t permanent insurane eompany of the modern
type was the old Amicablo, founded ovor one hnndred years
ago. Lt passed ont of existence so that it could ho romnodelled
te suit modern conditions. Some of the difficulties oxperionced
by that old company continuedi down to the prissent time.
To-daTy the coznpanies were still trying to solve the probleme.
Life insurance differed radieally frm fire and marine insur-
anc. on several p oints. The chance of death to Ille înreases
year by yoar. T ho lIre hazard remrainedl about the same. A
fire policy conld ho caiiceîled1 wtithout hairdship to the holdert
not ao in the case of a 11fr pol.lcy.

How to Base Premiuma .
The question of premniums had been a difficaît one. Lt wss

origiaally tlionght that the annual promium should inersaise
with the agos of the. insurod. This bail beoni tried by the as-
seisncnt and other soeîeties bat haed failed badly A mani
could1 net afford to pay say six dollars pr thousand ollars of
insurance tho finit year, inicreasinig to ePight, ton, thirty, llfty.
a hundred anid So on. If. thoni, life insuranco could ot ho
9Muccesýsfully givon on thle plan of stendily increasing preiium,
how could it be given? On tlic oîd line lite insurance plan,
was the answer. Lnsltrad of paying the incrensing promium,
every person paid a p)riiumii, wvhich conscistodl of two parts~

flrtforthîsk of-ahetteae of insuranco, and second,
to mnalc up for later doiieeosl tho premiumns of later
yoars.

This, iiinnt that life insurance companios h1ad become
great accumnuiilators ot tunds. -n wa why tbose companies
wvere aniong- the greaftest financial institutions of the world.
Thoq(e doung business in Canada hadl alroady accumulatod ovor

*2~lOO,0OTInikec bnk depIolitH that amount eould not bio
withdrawn. Lt biad been invested 1;y the complaniosH, profltably
and in a tfar botter waY than, the avorago smnall policyholder
could invest

Greatest Financlal Business.
Life Insuraincf mnuqt always be one of the torerrnost lina-

cîal businiessos. Whilîe tho banke, in times of rfnncal strin-
genicy, wevre putting on the brakos1 the 11fr comipanies were
one of the mnost impilortanirt factors in relieving the stringeney
bv Ioaning mnonoy righit and loft. While the population of
Cannida had incroased about twenty per cent. in the past llfteen
yecars, the, gain in insurance fonds bai bison fifty pet cent.
But lit e insurance companies did not exist only to azcumulate
tunlds. nlthough that was one ot t.he necessittes. They -exlstod
ptimnarily, to pay ont money to widows and orphans.

Lite Insurance ti Force.
The lite unsurance ia force in Canada to-day was over

$1,100,00,0O0. Thiat mesant the companies were under obliga-
tion te pay that amount during the next generatien. How
many homes would tînt hold togethert Hew many chfidien
would tint enable te, get an education wie would otierwise
not 2et iti

Mr, Marnulay 's deflnition ot lite insurance vas organlzed
philantbropy, or philanthropy reduced to a business bahlb.

If, cencluded Mr. Macaulay, a wealthY Mani ciancied to
die in a time of financinl strîiency100,000 Of lite insurace
miglit save $1,000),000 et eenrities. Ltvwoild prevent the bank
pressing the estate for settlement by a sacrifice sale, Lite
insurance, vas fer poor and ieIc alike.
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