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THE BETTERMENT OF LIFE INSURANCE 
SERVICE.

Ivgh, and tlut this decreases, but that it remains p.-r- 
nianrntly somewhat higher than tlte expected hv the 
American Experience Table. This result emplt.i i/es 
tlir -csults quoted alwive as showing conscious , !cc- 
!•,,,! ,,f the option most favorable to the policy':..bier • 
and most expensive to the company.

(President II. C. Cox, of the Im ferial l.ife. 
to Montreal L. U.)

Acceptance oe I’kemicm Notes.
An accompanying evil of this over production, 

. whether cause or effect 1 am uncertain, is the in.lis-
W lien credit has flown and trusted friends have criminate acceptance of premium notes by some of

taken to the other side of the street bccau-c 1 a ,,lir companies, which enables the agent under pres-
man's losses in business, possibly through no fault -nr.- for business to, in turn, exert pressure upon
of his; when every ray of hope for life -vein- cut ]iis client, which results in the issue and temporary 
oil and wife and children are poorly fed and p rly , placing of many policies which must ultimately be 
clothed; when with all that conics tile certainty that returned as not taken. This, while it entails much 
with failing fortune has come failing health; and loss upon the company, means much unremunerative
that in a few months at the furthest he mit t pass work for the agent, and 1 am strongly of the opinion
away, leaving his helpless ones to battle with the that the discontinuance of the practice could be
world, unaided and friendless, but for his tore- largely influenced by the underwriters in their Asso-
tbought in securing a life insurance policy when he ; dations, by their judicious representations to the
was in such health and circumstances as to warrant Oflicers' Association, and to their individual home
it It fays! | offices. You, as agents, must recognize that you arc

selling goods that must be paid for in cash, and that 
unless cash i< paid your sale is not completed. It

DOES LIFE INSURANCE PAY?

*
When a terrible railway collision snaps the thread

if it were a silken cord, and the 1 would be easy enough for any salesman to dispose 
“unfinished business” of life is passed in review in ,,f his Roods if no cash payment were required, but 
tin mind of the dying man; when the senses arc ^,e rea* salesman is he who secures cash with the 
almost extinguished and the agony of the last strttg- order or upon delivery. At the same time you will 
gle is iqion him, and the onlv thought is for his little impress upon vour client, which is essential, that he 

... and their mother, and he realizes that the only i entering upon a cash transaction in which he is 
bulwark between them and abject poverty is hi- life | receiving value lot his money and is assuming an 
insurance._It fays' obligation which must be met in cash at each anni­

versary of his policy.

of existence as

one-

W hen the stately home is invaded bv the destroyer ) 
in tlte form of paralysis, the result of the desperate j 
struggle to ward off danger from the loved ones ; During the last year or two we have heard and 
when the family physician stands w ith his hand . >n I lead much in regard to the conservation of business, 
the flickering pulse; when the family are standing 1 If would seem that in the last analysis the respon- 
around the bedside waiting for the final scene; when sihility of conservation rests with the company man- 
tin- patient in the moment of returning consciousness agements. Policies well and truly sold will be, bar- 
winch often precedes dissolution, looks almut hint into ' n"K unforeseen contingencies, permanently sold, and 
the faces of those he must leave so soon, and realizes | 11 ,s« 1 take «. within the power of tin- management 
that .writhing is gone but his life insurance police. ! s" *° control their methods and their selling forces
_ll i that terminations other than normal will be reduced

‘ to a minimum if not entirely eliminated.
When a business man has closed an honourable i Rreat aid to ,this end will be the proper fitting 

career, meeting all his obligations with scrupulous ! <lf ll,e l’oI,cV *° thc ,K'eds of the policyholder. We 
exact,,.--; when age or intirmitv has forced him to 1 arc l,K'rhal’' «'"• ready to conclude that some one of 
give up the struggle, and he finds that tmtwithstaud- ' tllc tlm'c "r f"ur stamlar,1l f,,rm1" "f P0'1^' will meet 
ing lu- efforts there i- nothing left for tlio-c .lepen- ! evtrv ,cas.e' Ma"y men have been and are living
dent up in Inn, for the care and su...... . which it ,- j wr""«,>1 ' Ma,,v (ai'"" '; such as, vxl,cm 0
hi- dun ,0 accord them but the endowment poh. i. ’ '"fa"s- k,",.l.of h!l,s,ncs'- <,'!v„aml a«c "f fam,l>- anf 
which lie .va- induced against In- will ,0 -.-cure nvmv I 1 '"h'gÇ.-t themselves to you will
..... r . ri: r_j a h , enter into the determination of the amount ami kind

of insurance required and the prospect’s case should 
“ ; he diagnosed before the policy is suggested as care-
in sales and of fully is that of the patient hv the physician before 
features of the prescribing.

CoNSKRVINC. 1ÎVSINKSS.

r

'

An increase of about 14 per cent, 
alhtut 10 per cent, in net receipts are 
third annual statement of the Canadian Cottons,
Limited. Surplus profits for the year available for
dividends on the $2,715,000 of common stock are The salesman of almost any commodity has an
et|ual to 7.55 per cent, a* compared with 6.42 per enormous advantage over the insurance salesman in
cent, in the year ended March 31 st, 1912, and this that his customer knows what he wants when lie
remit is obtained after an allowance for depreciation wants it, while our customer rarclx knows that he 
apparently not included in the previous year's state- wants what lie wants when he wants it and never 
ment and the creation of a special reserve for kid knows what he wants when lie wants it. You
del»t> of $20,000. The Company's total surplus are therefore under the necessity of instruct- 
^°5*973* hut tlu* directors defer payment of a divi- ing your customer as to iv/ij/ he wants and
(lend in view of demands for new machinery to keep of convincing him as to when lie wants it. Surely a
pace with the business. twofold and difficult task requiring intimate know-
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