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SERVICE TO OLD POLICYHOLDERS. £“%!*Æ&S»'hft £Ïp~

should comprise. u opticus are available, a good opportunity «. never-P,i ^n^-r,s5c«2ves 99 sssrsa s,~
for less money just then than a month later. He on a new policy.
will appreciate your thoughtfulness in thus remind- 6 Annual Report. Another good time to 
ing him of a particular opportunity which otherwise the old policyholder is when you have a new Annuid

S.?" SBÜ,M
“'wteï'Siltaj. (O over his old coi.lr.ct with him ^“"SlTps'^ou SfVlhh why ««bud

Sns For one ting! you will want to determine yr more of yoUr policies. Tell i 1
whether or not the original beneficiary is still living o( tj,e claims the Company has paid in > . ,y^
and if not whether a new one has been named. o( cases 0f financial stress it has alleviated.
Itdis not unusual for a policyholder to neglect the case of policies issued before our intenm di d d
or forget altogether to notify the Company of the or new settlement privilege came into effect po n 
original beneficiary's death, or to name a new QUt t0 the policyholders
heneficiarv Again, whenever you read in the wcre automatically extended to their policies 
newspapers or iarn of a beneficiary's death, get moment they were incorporated in the 
in touch with the policyholder as soon as practicable, Remember, however, that the; '^erirn dm< 
to the end that any needed changes in his contract applies only to five year distribution p 
may be made. . . Settlement Options.

2. Half-yearly or quarterly premiums. If the notions of Settlement. The settlement option
assured is paying premiums on the <l“art*rly, wh7ich all our policies now contain and which was 
half-yearly plan, sound him out and ascertain ma(^ retroactiNPe s0 far as old policies are concerned, 
whether conditions will not permit him to W most valuable privilege and gives every agent
yearly. Point out the saving which this change ^ ^ Com nv a Splendid opportunity to interest 
would effect over a term of years. policyholders. It is surprising, m. view of the

value of this privilege, what slight attention is 
paid by the policyholders to their beneficiaries to 
the options of settlement, and the reason is doubt­
less that its value has not been explained in such 
a way as to enable the policyholder and beneficiary 
to fully appreciate what the Company is prepared 
to do when the proceeds of a policy become du.
This explanation can only be made by 
interview as few policyholders, indeed, will take 
the trouble to study a written explanation. Ine 
Company at the present time only ‘"frequently 
receives written notification from the policy hold» 
making choice in his lifetime of an °P*10“nL, £n 
ment, under which the proceeds of the policy slia 
be payable to the beneficiary at his death. H.h 
fully understood these options we feel that we 
should receive a hundred notifications where now 
we receive one. Even if he does not wish to maire 
a choice of these options of settlement, he wtl, 
in anv event, appreciate your courtesy in calling 
attention to a matter which is in his interest, no

I

Converting Tbrm Insurance. 
i Changing to other Forms. Of course, if a

moment. Often a policyholder becomes discon­
tented with the plan of assurance he is carrying 
and when you find a policyholder m such a frame 
of mind, you can frequently change his discontent 
to satisfaction simply by refreshing his mind in 
regard to the benefits of the policy he has and point­
ing out to him the advantages of keeping it in force.

4. Policy Loans. Has the assured borrowed 
heavily on his policy, or has he neglected to pay 
back a loan which the Company made to him a 
long time ago? Show him the risk he is running 
and what a hardship the encumbrance upon ms 
policy may ultimately prove to be to those dependent 
upon him. Urge him to free the policy from the 
loan, even if he has to sacrifice on something else, 
and call his attention to the fact that repayment 
in sums of ten dollars or more may be made at any 
time. Quite likely he does not realize this. Or 
if he is not in a position to repay any part of the 
principal of the loan, point out to him that his 
assurance is depleted by the amount of the loan, 
and endeavor to get him to take out additional 
assurance sufficient, at the very least, to cover the 
amount of the loan, and bring the assurance up to 
the original value.

Iy°Also in explaining the special *tt^*nt 
bv which the principal sum assured is converted 
into income, a’splendid opportunity is 
of bringing to the mind of the prospect the rea c­
tion ofPhow inadequate his policy sould be to take 
care of even the extreme necessities of 1 fe, or to 
keep from his household the miseries ol poverty 
after his death, and a splendid argument is thereby 
presented on which to secure additional assurance 
from him.

1

Dividend Options.
5. Dividend Distributions. The agent should 

always see the policyholder at the time a dividend 
distribution is made on his policy. At the first

(Continued on page 249)
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