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SECURING FARMERS AS POLICYHOLDERS

Character Analysis of Prospects-Need for
Insurance

If \-our territory is already arganized, if your local agent
bas alrvady been selected for you, then this part would bc-
corne easy, but we will take it for granted that you are corn
ing to town as a total stranger. The first thing to do, would
bc to find a man who is well and favorablv known to the fat-mers. If you can get the banker to go w ith you, se mauclithe better; if flot, go to the local physician, tell him that vou
are ,going to spend some time in his community and 14111
ia.ke him some rnonev if lie can find you the riglit sort of

mani to introduce you to the farmers.
Great care should be exercised in the selection of this

man, as this is the most important part of ail, suggests E.
A. Grotenfend, in the Excelsior Banner.

The farmer is of a suspicious nature; as sooýn as he sees
a stranger drive into his yard, he becomes suspicious, anid
makes up lis mind "here cornes sorne one viho is going to
try to get the best of me." It is up to you to overcome thîs
suspicion, and therefore you rnust select a marn to go with
you in whomn the farmer lias absolute confidence.

Before starting out witi rny local agent, I put him
throu'gl a course of instructions. Do not allow your ageint
to say :-"Mr. Smith, this is Mr, Jones, wlio wants to talk
te you a little about life insuraince." That would spoil it ail.
In fact, do mot allow bite to mention veur business in his
introduction. Let him simp4v say, "Mr. Smith, I want you
to meet a friend of mine, Mr. Jones, from Saskatoon."
110w la FamlIy Houeed, etc.

Now is the time to make use of char acter analyNsis. You
mnust form a rapid opinion of the prospect's cliarac(ter before
yen talk life insurance to him. You must mae up your
mind whetlier your prospect loves himself only or whether
he also loves bis family. When you camne to a place with
a beautiful large barn, and a dirty shanty for the farnily to
live in, then don't waste your tirne talking life insurance;
that man does flot care for lis f amily. It would bc much
casier to selI that man a registered bull or a good horse.

The most common objection, liowever, is:-"I liavý ta
cotisuit my wiÎfe." Don't let him get liv wîtli that. Tell
bimn that you will go right wîth him to his wife and talk the
matter over. If he consents, of course you write hjrn.
Prosnt Time la Acceptable.

If lie says that bis wife is miot at bomne, 1 tell himr that
it 15 flot fair to leaive thaLt decision ta his wvife- 1 tl him
that wornen are of a self-sacrificjng nature and neyevr wo0uld
tell liim to buy that insurance for her protection, nio miatter
how badly she would <want it. Tell him, "It i, flot fair for
you to go to vour wife and ask lier, 'Shall I do miy duty?'
The buying of life insurance is a token of your love and
duty towvard your family, awid sliould be donc without first
asking permission to do so."*

A common excuse to get rid of tlie agent is to say, "Yes,
1 think I ouglit to liave some insurance ind I like your comn-
pany and vour proposition. I arn busy just nw, but tlie first
time I corne to town I arn going to your local agent at the
banlc, and take out a couple of thousand."

j sirnply tell him that I kriow tliat lie really intends to
do so, but life in'surance is, neye(r bought over the counter,
and as soon as I arn gone lie wýil forget ail about my pro-
position, as lis liead is full of other things, and tliat as
long as lie admits tbat my proposition is a good onre, we
will fix it Up riglit now, and I at once fill in the application.

Keep) business on an even keel.
Sec that the gonds you buy have a close acquaintance

with the maple leaf.
Germany lias done little for Canada except to seIl stuif

which we should have bought în Canada.
A moratorium postpones the Pavmcnt of dehts. We cain

pay our German debt by buying onl1y Canadian and Britisli
g-os.

if you think Canada prices and values are not riglit,
discuss it with the manufacturer. Ile wanits to do business
with you and you slould wvitl i hm.
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