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SEMAPHORIE.

8100, maturity period of five vears, This 100 youn
may re-invest in paid-up shares for a second period of
five years, which will yield you $160. This $160 you
may again re-invest for a thind period of five years
which will yield youn $260.  This 2260 you may again
ve-invest for a fourth perivd of five years whicvh will
yield yon $120.  This sae conrse nmay be pursueld
with cach paid-up shave that you buy cach yvear during
the 20 year endow mend period, and what is the resujt ?

The following table reveals the ~startling faetl that
the end of the twenty-year period vou may deaw from
* The People’s™ the handsoine s of $3503.60 as the
vesult of your investment of 60 per year for 20 vears,
or £1,200 : aud » our life s heen insured all this tiwe
at acost of £30 per year, or 2600 for the 20 years.  1ad
vou tuken an endowment thee Dllowing wonld fue the
resuli.

EFadowment Paym.nt, <2000
Estimafed Dividends, abont S50
Total, L2975

Your policy is eaneelb-d.
aperative the vesult would be -

$60 per year imvested dn o The Peaple’™™ for 20 vears
£3,503.60.

The Co.operative Poliey is still in loree and yon are
20 years older than when 1€ was fivet taken, A valualde
picee of property, indeed.

I vou shonld die any time durving this 20 years,
and your chanees ire o in two, Your henelictuaries
wonld get the £2,000 in<urance, and they wonhl et all
vour accumulations in « The Peaple™s™ hoside,

Why do you pay envvmuons  preminins every year
tor Endowryent Inamranes when about ene-third  the
=umn thus exacted from you will insure you in some
wood, relinble ¥ co-aperative™ lile insuranee eompany,
and the balance invested in the paid-up shaves of The
People’s Building, Loan and Savivg Assoviation will
vield you a much better vesult 2 This isa question that
every iutelligent man will consider.  Cavey your lije
imsurance in o company that i< <obe <ol and reliable
hy taking ont a * co-operative™ Lt potier where it will
cost you jast what it is worth and no wmore. and invest
the difference in cost in ¥ The Peeple’s, ™ where it will
vield you the largest possible rate of inferest, aml yvon
have the best Endowntent Tnsfvanee in the world,

Had You tiken the o

The Profession of a Life insurance Solicitor.

A very great cliange has taken plwe in the iotel-
ligence of the public in regard to life insuranee within
the last twenty years; vne of the vesunlts being that
much greater demands are minde on thase whose duty it
is to prepare agents for the fiekl no Jess than on the

wgetits themselves,  Greater knowledgo of the priner-
ples which wnderlie life insuravee, and a better ac-
quaintance with mman nadure, with an  inereased
amonnt of that peculiar taet, witlout which the most
perfeet trainingg is valueles
cess than ever beforve,

s more neeessary {o sie.

No vne who has watehed closely the progress made
Juring the last few years can have fuited o uotice that
a higher order of intelligence is neces<ary {o suceess
than cever before,  The day has gone by for those men
who travel euly on their Masonie pin, or on a clhieap ve-
padation caviesd when there were fiw men in the busi.
ness, and when the publie were rather flattered than
otherwise by the persistenzy ol the agent. The pre-
~ent s essentially a lavd-headed age, and the man who
would sweceed must addresshimzeltto hiz hasiness with
awill which will not accept a refusal.  Iis methods
must be honest, and he 1mn<t be truthlul or he wust
eventually fail. no matter what his apparent success
temporariiy.  Anything in the shape of misrepresenta.
tion soun beewnes known and brings it own punishment
i the withdwawal «f the eonfidence of the community as
well as the moral support of the comnpany.  The various
~eliemes now being advertized, leave, in some of the
compatices, too much to the imagination of the agent,
and if he i= given {o romancing, he i3 likely to draw too
Ewgaly for his facts on his hopetulness. We believe it
should be the aim of all the companies to so word their
contracts that such mistakes, to use o stronger tenn,
wauld be well-nigh impossible,  OF course the public
sonu learn to judge between the real aml the spuriouns,
bt when they have leen onee deceived by one company
vresystem. they are slow of helief in - the honesty of any.
Tn urder tv suceess, the agent must keep himself thor-
wnghly informed, and must, as far as possible, <o master
the seienee of fite snranee that he ean intelligently
present its claims. To do this ho mnst bring o bear
hich mental and weral endowments. e must never
allow hinself to be placed on the defensive, but must
always leel. e mnst alwavs attack rather than defend.
No pusition of whatever kind taken by any oljector
shonld e to i apregnable. e should at all times
b able to demonstrate the advintages of lile insuranee
to the fuaily, the individual aud the community.  The
public will always need to be instructed and educated in
<ueh piatters. The most ignorant agent who pushes
his< business persistently will always understand it better
than the general public, lut as theiv knowledge of
the subject becomes greater, he must also advance in
knenwledge or he will ignummionsly failin his mission.
The common impression that anybody will do to solicit
for life insurance has long Leen explvled by those who
have given the question any attention, and the compan-
ies which ave suceceding best to-day, ave those who are
engaging the 1wost intclligent and honorable men us
agents.—The Dullctin of Life and decident Insurance.




