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IMM UNDIIRWRITERS' ASSOIATIONS AS AN
ELEMENT 0F SOCIAL PR0GRESS

By J. F. Belleau, Quebee.

It Je now an acknuwledgod faet that the securing of new ln-
suran Ce business and even the maintainlng and renewlng of
registereti policies canstitute the occupation of skillet profes-
sional experts presently calieti soliclting fieldi agents. That im-
p>ortant body of men le virtualiy one of the threo essential organic
ractors of regulai- chartered companies operating harmonlously
tbrough guaranteed legal contracta, not as mers adjuncts that
can be discarded at will as a uselees oltI horse or olti broom, but

rcticaily on the permanent co-operative principle. It le, there-
no wonder that such an Important clans of the. socia Cam-

munity should seek to secure aIl the privUleges oif regular pro-
feolsonal associations,

Everybody now looks favorably on this first move of creating
a digniied profeesional sentiment, through tha means of our un-
tierwriters' associations, posltively a rat social progresa. I feel
confident that everY soliciting agent [n Canada, soeing this great
atm la view wiUl flock Into the ranies of our associations, and aU
0f tbem male themaelves equal to the occasion.

LeOt me say a word of appeclatlon in favor of the Insurance
press, the devoted belp of wbic.h, in publity, cran ne ver be over-
estimated. I Wonder wby the tiaily press does not reproduce more
often. for the benefit of the general public, at least a summary
review of the Interesting readlag matter contained In tha Insur-
ance periodicale, tbereby benefiting the large popular mass Of
polîcyholders Who neyer have the chance oif belig educated. with
authority anti Impartiallty, on the menite of their best Intercala
In Ille insurance edlucation. 1 would bumhly suggast tbat this
vital point of social progress should ho laakon up by au under-
writars' associations, andi carrieti out as a material heip to the
Insurance fieldi agents generaily. By aninsamea, let the people be
generoushy educatati, wltb lmpartialtY througb the prose, halping
grea.tiy to discarti vulgar failacies, anti remnove mountalns of pro-
Judicei isa. Our associations stand, furthormore. for varlous
other accompllshments througb a propar program ef education.

Positively thero ia no rotim bore for robaters, twister. sharp-
rse, wrecltors, andI aven for notorlous so-callatI record-Lroaiters

againet ail principles of borror andI loyalty towarde thelr more
moderate feilows oif the samne professional brotharhood.

It soeurs to me that tao many over-ambitious men answer toti
froelY to the frenzied pressure for record-breaing business. They
look toti much for grand thinge rather than for gooti things, they
rush bllndily ta the great quantity readiondls of the quality, thay
prafer being tiazzleti hy the appearance oif talInens against the
safe princîple oif strength andi sountinase. Hence, as a logical
cowseiunce, so many accidents, domnestie troubles andI financial

L'voryone will raturfi home fully convinced that the organisa-
tion of underwrltera' professionai associations la a sine qua non
of: firet greater scient ic knowiedge higher education andi ethce;
second, as being the royal roati to i'ortune anti Iastinig prosperity,
anti thîrd, au the hast medlum Lor Increased, power andi social In-
fluence.

WHAT METHOD OF TRAINING DEVELOPS TE
HEIGHEST EFFIOIENCY AMONG

SOLIOITING AGENTS.

By R. M. Cushing, Montreai.

in aniy sale there are four factor-. the salesman, the goots,
the huyer, anti the sale or mneetinIr of the minds.

<Thei.iagent may strangthn br is personality hy caning for bis
health, by. lnitenaifying bis powers of observation, study, momnory
anti imag;ination, by incraasinz hie reîIabIIIty through cultiva-
tien oif t ha postifve feeling.4; antid hy devoIcplng bis pyower oif wll.

T'he agent muet needs know w4,11 the contents ofbis manual,
anti the various pn1icy c-onti-acts Iasuad by bis Companiy. He
shoulti know hothi the generalI economnic value oif ilfe assurance,
andI the paricular conditions ti life for wbIch varions policies are
multahie, Someý kniowledgeý (J th(, bistory oif lifs assurance as a
whiole andI of bis own coinpany In particular wiil ho very usefui.
Finially, compatition demrande that h. $hahltl ow competIng
p olicy contracte andI whereii ies own company's are to he pre-
ferred. Whille à~ la quît. unneceseary for an agent to ha an actu-

ai-y, yet an acquiinace wilth the tireit principlos of actueriai
science will be of grent a.ssince, bath In enahhIng hima to answer
diftkcult questions frorn prospec-ts, antui aise In bringing hlm Into
closer sympatby with hls spiorsiw. anti bis homne offce.

Knowiedge oif lifs assuiranre many ha obtain.'d tbrougb books
and IPeniodicais, manager's instruction, conversation witb fellow-
agents, and rompany or coliege orss The hast source la au
yet In Its lnifancey, but la growinig steaduly lit Importance. Many
excellent booksa anld perlodicals are now obtainable, In many cases
from aigancy manaigers; mnany of tii. la tter aiso teke grat pains
ta Impart knowledige whonever possible, niotably at agency meet-
tigs; andI underwritarq' associationsq afford vahuable OpportunIties
to talk with other agents and te hear instructive speakers. lit
le adylioable for an agent to reati ragularly at least one good ln-
surance perlodilcel in ordaer to obtain new Ideas anti to refreeli
bis mind on half-eorgotten points. Borne mnen find indexed scrnp-
books of great bel p in preserving valuable clIppings; others make
good use of note-booke.

imaginiation and Induutry
In finding prospects, imalzlnatton le the groatest aid, anti In-

dustry the next. Prom a inumibar of sources, the followlng May
ber mentioneti: perorenai acquaintances, Introductions, Company
records, newspapar itemns, public records, directories, advartising.
In titis connection the frIanti' reports calleti for In the applca-
tions of mnany Compactes formn a s4plendid Introduction to the ap-
phicant's friands. A OomptUiy's records are a mine of Information;,
olti policybolders May> be Indurefi ta Increasa their assurance, or
to suggest the naines oif fresh prospects. In the newspapere,
notices oif binthe mar-iages. promotions anti so forth may afford
valuable lende; liste of club17 membars anti othar more or less
pubicO recordestiaserve consideration. Briafly. the methotis of
findIng prospects are l1Itlteti onlly by the agenit's Ingenuity anti
enlergy >Whan the prospect has been founti. bowever, lit ia oif
gi-ont importance that the agent shoulti underetanti something oif
the science oif chai-acter analyste.

In entioavorir!ta teaffect a sala, the agent bas for resources
hie pers»nflhty, his speciahîzeti knowledge of lita assurance, anti
hie ability ta rend humna? nature. Hoe muet now consider how to

use bis resrources effectively; in other word, how to, express bjn-
self to best advantage. The prospect wili be tifiueiloed b' the
Ideas expressed. the language conveying them, the voie. beargmI
gestures and facial expression of the agent. Therefore ail tbej&
points deserve attention In preparing for the final issue-

Now In every sale there are four steps: the buyer's attntio
must be won-his interest muet be awal<ened-hls desire arua
-the action of buying muet take place. If, however, th. naeà
to be mutually satisfactory. the buyer must feel Confidee in
the salesnian, and finally satisfaction with bis purchase. Th
tirest four mental states axe necessary in every sale, the iast two
If a permanent 'business is to be bulIt up; and ev'ery life anu
ance company desires permanent business.

HABITS AND QUALIFICATIONS 0F A GOZ
AGECNT.

By J. T. Lachancer, Quebec.

Some agents seem to tbink it necessaxy to tell large,. store
about dividende and surrender values than any alter agent -jý
to give the most positive assurances that the comnpan>' iwhi'
they represent ts far better In every respect than an>' Oter
In1 discussing the qualification of truthfulness 1 propose ta -p'
on the subJect with exceedIng plainness, and flot ta leave nl
anything necessary to purify the moral atmosphere of the t nc3
business,

An agent should deal honestly with the applIcant. By this 1
mean that ha should not aliow hlmself to recommend an>'Uk
of Insurance which wll not continue to be satisfactory to ia
He shouli flot let bis greefi of the t'irst commissions urge upo
bilm a five or ten year endowment with a costly affluai preim.
when a whole life poicy, or liUe policy with fifteen or twnt
annuai payments, would do just as Wel, andi be a great del MO,
appreciatefi by the policyholder, as scon as he learned the dir
ference between tbem. A great part of the disfaver into Wh$e
life Insurance bas fallen among a certain Ciass of mnu n h
greatest part of the lapsefi and paid-up policieS, are tai4 -
to the lnisrepresentations made by agents in procurine h apl
cation. An agent should neyer tell a man In modera.t. e -
stances andI with a growing family that he had better tae. a -ý
year endowment lnstead of a whole 1itf ePOlcy, Casting the, S&-
annual premiuxn, for Instance, unies, he la convinced that shw
ls the form of policy whlcb upon trial will be fouind mast sax
factory to the Insurefi.

Agents bave been greatly to blaine In the past for thU8 recom
mending plans of Insurance that were flot adapted ta. the, eh
curmatances of the applIcant, for the purpose o f securinz
commission. He should be frankly tlid wbat formi oï
best calculated to meet bis needs. But the comnPanles av b,«,%
to blame as well as the agents, owing to the fallure of the fn, z
to properly grade the commissions thus maklng Il morelca%*
for agents ta mesure on certain plans than on Others.Masl_
formation now prevals, however, thrant formerly oni this@Ubet
Applicants themeselves exercise a more intelligent discrimination re
garding their forme oif contract In conneotIon witb their pc
requIrements.

People Understand Business Better
They depend more on their own Iudgment and leon tl&

of the agent. The whole business of Illfe insurance la beter, un
derstood by the people than formerly. In ail cases whesn the eýV
plîcant dose not express any preference for some partioniepla
of Insurance, after findinït out wbat one is realiy be8t for nCl
bis present condition. the agent sbould urge thrait whlch Ja th be
adapted to hisr cîrcumetances. Then the pollCY will neot beý o&P
to laps, the renewals will ba more promptly paltI, and the Cj,
pany Winl have a better reputation for the honorable deal n
agents. In ail these' mattere the agent is not working for i
alone, but for the Company, which is lnterested in bavlnw
ot business whlch wilU etay on the books tUn the oiaina
By taking a manly, stralgbtforward course, by consuluingth %
Intereste of the< Ineured, andI reconunend'ing oiy suc faiao
policles as wlll ho really satlsfactory when clearly unatoo
the agent 1s bonorlng bis calng andI laying a founadatlon for. uzzk
future renewale.

A dissatisfied polcyholder, one who believes tbat b.he
misied by an agent, le capable of doing an Immense deal of'
Perbapo be rushes Into print, showlng how the agent Mnie
one tbing and the company performa another; how h.Ze to
Cet the expectefi dividende; how the Company wll net #1Vehv
any surrender vaiues; and ail the nreighborhood la exette -,ýu
the swindle of lifs Insurance. If the Company doaq flot tun a
the promises wblch the agent made wben sOliciting. he te
apt ta hear of it wben ha collects the renewe.

Policle. Are Short L.ived
It le a lamentab>le fact that the polîcles, as a ciass. ar

liveti; In the best companies only nîne or *teyar
the average, while nFrance and Great Brîtain the aeýt "
oif a policy 'la upwards of twenty years, or about thre, ln. i
great as curs. Andi thîs le largely owing to the disataaf" a
of the public andI the mIsi-epresentations wbich agents ha.' nd
&aut future dividende, surrender values, liber.allty of the '=
pany, etc. Ifte insurance In this country bas not ibetn f"r
done, but a thorough reformn In the Clans of eoliciting agnsj
imperatlvely demanded.

But the fauit la flot wbolly on the part oif theagns
offieris oif many companies are equtally ta blame. Tbe . h
taugbt that bis business ls merely to get applicationsad .forward the prmiumk no matter what statemente have be Udt proure t hem. a~ attempt ls made by sucb on&lý

olvte or purify tbe business. If the agent succeeds in biil,lI a sofficient number of aplications, ho la honored witi sfrn
sait, If not, be la of no Importance.

But In centrast to this there are some comRayiies whic t,,a noble stand a ainsi: ail Itnds of misrepresentatioi and dc
In sollting. Mby are not so numerous as they Ehould 1
hopie their number le annuaily Increasing. such Crpne iha the mont prosperours when once the people Ieari thUat l
neyer decelved or disappointeti by their agents. Wben Mr.
Stewart, the weaithy inerchant of New York, 9a onxce
what was the mratent diffteulty Iliait to ôvercome ii -*O
nous ha replIeti It was to malte bis Clarkesepeait the. n l ud

is limmense palatial stores, the largest on the euontinent. ' In
representation of the. qualltY Of the g00Ms wÉa RIlowed. The Maxrule shouiti b. inaisted upon In soliciting lifs lnuutraiC.a
standard of veracity should be placeti higli, andI then thebuiib
wili be more honorable and more profitable. hf
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