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1 amn net prepared te express an opinion as ta the value
or relative cost cf the systeni thus establliihed. My informa-
tien is, however, thnt the. rate of commission ta agents il s0
effetively controlled hy the regulations of tiie taif comi-
panles that this element ln thie expense cf insurance business
has net provedl ta o ai burden upon the. insuring public.

I have stated the. practice in England witii sucii particti-
larity bocaus. the Engllsii example is so often quoted in
tis country as an argument for giving further rein ta crni-
potition and] as a precedent for absence af goverrnmentl
supervision or regulation in any mariner cf the insuranice
agent'. business,

Ageaey Systeni on This Continent

Ia Canada and[ the. United States there has been a very
different course of dJevelopmient. Hiere the agent acta as
interrnedlary between the. company and the assured in nearly
every ccntract, The general agent, and ini sanie cases the
ordlnary agent, is given large powers te hind the. compalyý
He la supplled wlth hlank policy forais or interim receipts
%%hici h. le authorized ta issue te tho assured, tiierehy hind-
ing the, company upon the, risk, and the, couipany proteets its
own interest by reservlng the. right of cancellatlon of the.
pollcy provided for la statuterv conditions.
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b. dispensed witb and the assured allowed ta deal direct
wîth the comipany. They do flot realize, and sometimes cari-
not b. persuaded that the other duties may b. the more im-
portant part of the agent's services, and the part which re-
quires the greater skili and the greater expenditure 'of time
and nioney to render.

It ia most difficuit to coonvince the public that if this
work is not done by the agent, thie company must establisb
a service to perferrn it or prejudice the interesta of the.
publie or the assured hy its omission. For this conception
the. agents themselves are largely respansible. The opinion
itself ie greatly fortified by the existence of certain un-
fortunate conditions in the. insurance agency business, te
which I ehail refer a littie Inter.

Coniparison of Systenis

The. comparison of the. British and the. American system8s
reveals, then, two alternative methods of cenducting the in-
surance business; in each case thi. systeni represents the
natural and frce d.velopmnent of the. business in its long
history. 1 arn not abie to pass upon the. relative virtues of
the systems for Great Britain; and I arn not an advocate,
therefore, for a reformation cf their systeni, but 1 do not
hesitate ta state tint for Canada there can b. na doubt that
the agency principle of comnpany representation is the more
efficient and economical. My reasons for this statement are
as follows:-

I regard the agency systern ini principle as a method of
piece-work payment for a necessary and valuable service, and
therefare fair in principle.

W. have an immense country ta serve. Its population
is widcly scattered and in many districts 1, very sparse when
comipared with the distribution of population in Great
Britain. Tiie number cf brandi offices which would require
ta b. established ta give reasoniahie service ta the. public on
tii. English systemn is far too great ta furnish any possible
economy.

The. establishmenit of brandi offices and an efficient
service organization le a mot expenslve proceedlng, and
for a new company enterlng a fid wlthout a ready-made
connection it is almost lrnpraeticable. The. adoption of that
system, therefore, would rnost unduly restriet comnpetition in
the insurance business.

Service could not b. extended ta these small centres of
population whlch the, casual agent now serves sc efficîently
and econarnically. There would neces.arily b. a wasteful
duplicatian in the establishment of more than one branch
office on behalf of the. sovermi companies whlvh requit'.
representation wliere a single agent who mlght serve mll
cornpanie wil meet the preut requfrenients.

Finally, the very fact that the system le asuit le sug-
geste ta me tint the. agency systeni boit serves the require-

monts cf the. business. It should bc the pollçy of all super-
vision and regulation ta avald ail forcing of business of any
kind inte unnatural chan'nelm. The free and unirapeded pro-
gress and development cf a business heat serves the interouts
of all.

Brandi Offies Migbt b. Increased
1 cannot, howover, leàve that conclusion without oee

qualifying suggestion. I beliove that iu large centres ef

Mfisconception Regarding Agents
rse tiiere are sanie classes of rluk la wiiich soi
netions need nat b. perfornied. Tiie Insurance
house, for example, does net partlculnrly requil
nspection of the. risk or any speclal negotiatioil

the rate of premiun. Ia niait other lines, hei'
bave le a fair presontation of the agent'e dutlE
sibilies. My experlence is thnt the. generi
rio conception of the nature af tiiese services, th
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