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The Life Insurance Agent

His Qualifications, His Opportunities, and His Rewards; An
Attractive Field of Endeavor for Men Who Have the Spirit
and Ability to Present a Good Thing the Right Way. : : :

ERY recently Lincoln K. Pass

mors;, wvices presidetit of the

V Penn Mutusal Life Insurance

company of Philadelphia, »-

livered an address at the

Wentern Resarve university

in connection with fta course of lectures

on Insurance, taking for his aubject,
“"The Fleld and the Agent”

Mr. Passmore coversd the general fleld

ot life Insurance very carefully, oxplain-

Ing tha purposs of the business, its de- |

velopment, the several sorts of polloles

Imsued, the advantages of one or tha |

other, and gave examples of their ap-
plication and of the problems that are
met In the administration of the busi-
neas. He gave some very Inferesting
figurea, showing the Importancs and
Erowih of lifa Insurmncs, EBhowing how
oxtensive s the fleld, he pointed out
that life Insurancs as now understood s
but mseventy years “"astablished in thia
country, yet In the Intervening short time
It has developed to such snormous pro-
portions that on Decemmber 31, 1811, (the
latest full statistios at hand), admittea
asnets of 238 companisa dolng business
in the United Btates and Cunada wers
$4.968.007, 798, and the amount of insuranos
in foroe was 5868408216 The payments
m.ade by thess companles to policyholders
in clalms, dividends, surrender wvalues
and other beneflits In that year aggre-
gated 02,040,000, and ths incresss in in.
surhnce was nesrly $3,000,000000, with an
evan larger increass in 1M2 Notwith-
standing thesa almost I[ncompreohetsive
figures, when they are taken In compari-
son with the wvalus of human lfe ex-
posura, ws find that life Insurance work
has soarcely begun. 1t s conssrvatively
estimated that In this country and
Canada there are perhaps 10,000,000 per-
sons insured under the great variety of
policies issued by the many compunies
doing business therein. Tt |a probable
that in this country there are several
times this number of persons of the ages
of 18 and upward who are not carrying
ordingry life insurance. At least half
of thess oconstitute hopeful material for
life insurance psollcitors to work upon,
and in mddition a large proportion of
thosa at present Insured, either now or
in the near future, will need to Increase
thse amounts they are carrying In order
to properly care for their varied Inter-
ests. These features have bean touched
upon that yot may be made acqualnted
with the magnificence of the lifs In-
suranos structure, the vastosss of the
present work, the limitiessness of the
great fiald, and the agent's opportunity.
The lahorers are not yet sufficlent for
the harvest; and herein Is the oppor-
tunity for some of you, who will de-
velop through your college education the
peguliar fitness that s clalmed as a
necesslty for succesaful achisvement in
any direction, the undoubted tendenay
belng for specialization.

‘“T'hese pollcy features ahow how the
need of life Insurance i sver broaden-
Ing, and that thea fleld pressnts not only
an assurance of permanence of occoupa-
tion, but opportunity for willing or even
briliiant endeavor."

About the Agent.

In his discussion of “The Agent,” Mr,
Passmore sald:

“*Phe Introduction of life Insurance to
the public Is & serfous matter and calls
for intelligent and rellable salsamsen. Only
those who are freely Impressed with the
andvantages which ¢ to. come to the
purchaser should engnge in ita sala. It
i# the agent’'s convineing interest in the
benafits which are to coms to the In-

sured that directs the hand fo the dotied |

line on the application and secures the
signature of the ecandldats, which, In
tiurn, brings the compensation for the
agent's effort.

“Whila there is a serious side to the

t ‘When do Mrs — and your boys sall?™
‘Why, st the same time, of ocourss.'
‘Tou surprise me. 1 Adid not supposs

You conld find fNve ahips all salling on
the pame day from this country to
Hurope.” “IMere are not five ahips sall-
ing on that day. We are all going to-
Eother In the steamer Oity of Cleveland.’
‘Oh, 1 thought you wete I sarnest when
you sald you did not belleve In pulting
100 many egxs in ons basket'™ "Wall,
we plcked one of the best ships afloat,
and we wra golng over, or guing down,
together." “That Is what you ought to
do with your Ufe Insurance—pick the
best company and take your chance with
it The result was that the amount of
the pollcy waa sst down at $0,000 and the
agent secured the entire minount of the
business for his company.

Companies Widen Feld.

“As the importance of the business
manifested itself the exiwiing companies
widened thelr flelds of operation and In-

| vaded districts that had ben regarded
exclusive W the oompanies domiciled
thereln. Many new companies were also
| organised and begnn to reach out fov
busineas by establishing sgencles !n all
| parts of the country. Active competition
‘d-velopod to secure business, and the of-
ferings grew more rapldly than the de-
mund. The public waa slow to be aroused
| to the needs of life insurance and the
managements realized that they oould
hope to continue the business and de-
velop their companles only by oreating
|8 greater dealre for their products. How
to reach the public and convince It of the
benelits to be derived from carrying
proper protection for dependents became
ths paramount question. The newspaper,
resd In every home, was for a time re-
garded as the best medium to bring peo-
ple to & proper understanding, and many
Lcmmu began to exploit thelr own
merits by attractive und expensive adver-
tisementa. Then the growing elrculation
of the magasines seemed Lo present a fer-
tile field In which to ocultivate a deaire
for life insurance protection, and evary
|ono has read with mors or less Intereat
the seductive presentation of the sub-
|joat. not only in thelr reading oolummns,
but also In ths advertising msectiona of

these many attractive periodicals. Many |

valuable newspapers wers also estab.
lished wholly in the interest of life insur-
||.nnt work, and perhaps to those moras
than any other press medlum are we
! bound to give credit for information thnt
has been helpful In educating the public
| to a better understanding of the advan-
| tages of 1ife Insurance, The other efforts

of the companies wers strongly supple-
mented by theas many Journals partly or
wholly devoted to the businesa Let full
eredit be given to all of thess contribu-
ting sources, but it was discovered that
it required the public to come under the
convinoing influence of the solloitor In
order to seoure the business. The man-
agements discovered that the angent waas
the real faotor and that more attention
would bave to be pald him, and that
offerings in the way of compensatlon
would have to ba made more attractive
in ordsr to get the right kind of men to
sngage in the sale of insurance

Young Man's Cholee,

**The young man oonsldering the cholce
of vooation must give uttention te his
probable chancea of renumeration, and It
may be of some interest mt this juncture
to reclte what has been the practice of
the companies In compensating their
agents for ssrvicen. From the earliast
time the agent's sarnings have been more
or less measured by the amount of busi-
| ness produced, becauss the basls was
| lnrgely or wholly commissions on sales
made For many years the commisslon
poala wan po low that Hfe insurance sales-
manship, as a buainess, d4id not attrmct

presentation of life Insurance, yet on the imany ambitious and capable men, either
principle that it 18 not good to &Ko In!rrom other linea of work or me an initial
mourning to & land of sternal bliss, end | ,.onaiion. However, n the later keen
happiness is the condition most demired | yonyry for growth and recognition of the
in all of the relations of |lfe, #0 MAY | ... ioiity of agents, the companies en-
the agent enter upon his work to advan-| ., upon & competition for thelr ser-
tage with a cheerfulness and hunlnul‘\_h“ whioh was attended with more or

thst will make him & weldcome caller,
There |s also need for him to consult the | ‘** harmful results. Various questionable

converience of his proapect and n other | Plaan of icompensation in the way of
ways aot tactfully in the presentation of | SUARANISAS, bonuses, malaries, advances,
his claims of advantage to the insured iaus., suparsaded the modernte and Justifi-
in taking a poliey, and not allow hlmnlt;lllln commiasions that had theretofore pre-
to be too requently wswitched off um|vw¢d- For instanocs, an entire ocorps of
other lines of thought that permit of uxents was induoed to withdraw from one
far-afield discussion. An agent should |company and take service with another,

'be so fully acquainted with his cass and and then upon recelving an offer of still

so dseply interested In the substantial | higher compensation returned to the fore
service he Is about to render as o ne®~ | mer Bverything In this way was une
ative the possibility of any frivolous OF | eonjs It was not long before compensa-
fllppant treatment of lifs insurance oOF ré- | .. cuased 1o be & pay for b But
Iated questions. Austerity and severity | .. o large I Dromoliig oesoee:
are equally to be avolded, and one may | . " Lol o0 the insured. In many
e dcadpciymind dlsnhlr'ltdl:ind ﬁ:‘;;:" ':.::flinﬂmm Iife insurance was not sold-it
2?..”.:1::?.511 ';tml: :w:;. courtesies or | ¥ practically given away for the first
' o " | yenr, and those gifts continually weak-

the nordiality which should control bis
deportment. Perhaps more important are | ened the companies which gave them.
those qualijoations which apring from ex- | The conservative companies reslstsd these
perience, from a knowledge of men and sneroachments upon just methods almost
their moods, which we are acoustomed  to the extent of disintagrating their
to associats with readiness, or initistive, | agency orgunisation. FPercelving this
belng the ability promptly to recognise | effect they, too, wers compellad measur-
the urgency of a situation and to mest ghly to imitats the practices of the more
its demands tactfully and adequately. |gggromsive Institutions In order to hold
What | have In mind may be more easlly | ypar sotive producers and malntain &
explained and botter understoad by llus- reasonably salutary th: RS | SR
trating with an aecident. traordinary Inducements to agents, wholly
{nconsistant of right methods, since they

One Man's Methods.
wA well known 1ifs Insurance agent had | ferved to increass the cost of Insurance

persunded & prospect Lo agree to take a|fo the premium payer, became so flag-
$0.000 policy In his company, the applica- 'rant and attracted so much attention that,
tlon to be made on a certain day just|perhaps, more than any other cause, they
before the prospective applicant with bis  sentributed to bring sbout the Investign-
wife and three children were to start o | yon of the life Insurance business by the
& trip to Burope, Keeping the appoint: | jegislature of New York and the subse-
meni the agent was greeted with the ”"lqu.nt adoption of legisiation fixing a
surance by the prospect of his Intentlon | . uyymum of expense for the procurement
to take Insurance amounting to ﬁ‘J.M.!n‘ new bosiness reisted both as ta first
but that this amount would be ‘““““"l“d renswal commissions. Whila this
into $18000 policies And placed AmoREwL legislation was vigorously resisted by
filve companies. Wit t evincing sur- 4 thelr agents. yet
prise or dlsappointment the agent asked | MANF companies an tn .

whit had led h'm to make this changs |thers 1a now perhaps wenersl astisfaction
" do not think it wise to put too many |that It prevalied, and all life Inwirance
ekEs Into one basket' was (he reply. |organisations are today batter edmin-
Now here an Inexperienced agent might |istered, rendering greater service, more
have made the mistake of undertaking  secure and stable and prospectively far
to indice the proapect to ochange his | more useful than of the old conditions
opinion then and thore. Not so with this Ihm been permitted to contingie. The com-
plcillful eanvaaser. Without trying to con- pensation to agents today may be regurded

indomitable perserverance and Industry,
one who Ia master of himsal! and not
| Kiven to yieling to self-lndulgence. one
who will work falthfully without other
spur than the regard of sucosss and W
sense of duty. The agent la the personal

anu-muu\-l of the company In his lo.

cality, and its reputation in the nelghbors
hood will be much what he makes 1t. If
he #0 conducts himself as to commund
the confidence respesct and moodwill of
Lthe community his company will be wall
thought of and popular unless thers be
something in its management to counter-
act this Impression. If, on ths contrary,
he s Indifferent, negligent or untrust-
worthy, the busineas of the company will
suffer thers It goea without saying.
therafore, that the local Ufe Insurance
agent should be a person of loyalty and
fidelity, and one whose habita, reputa.
tion, charactar and gqualifications are of
& high gmde

“Thers |a to my mind no more inviting
oaresr than that of engaging in the work
of llfe Inrurance solicitation as the repre-
senitative of a gond company, Looking at
it from my standpoint there s no mora
honorable ealling. When an agent has In-
duosd & person to Insurs his Mfe he han
overcome that persons’s worst anemy-—
the fear of departing from this world
without having made adsquate provision
for his dependents. Fla has startsd this
person on & oarser of prudence and eco-
nomy. He has established a means
whereby ths widow and orphans will be
provided for. In advooating !fe insur-
anca protection he Is proclaiming the
gospel whereln 1t la declared that ‘he
who provides not for hia own, and sape-
glally thoss of his own household, hath
deniod the faith' e s a good cltizen
doing & good work for the publlo, & pro-
claimer of the truth of the highest im-
portance. becantze productive of the great-

| est benefits, The worthy agent is A& man

reapected and honored In his community,
He s consulted upon business matters, as
Is the lawyer or the banker, Onos poasi-
bly looked upon as an unwalcoma oaller,
he Is now regarded as a falthful friend
and wiss counsallor,

Capital Required.

“Por engaging In this business the prin.
cipal and eapltal required Ia good head-
work, & good degree of culture, good ap-
pearance and a good character. No large
amount of pecuniary ocspital |8 needsd.
Indeed, the subsiantial spur of laock of
fortune and the necesalty for pressnt
earnings are often rather a help than a
hindrance.

“In any bumneas enterpriss, whatsver
its nature, In which substantial reward
follows successful Individual effort and
opportunity ls & spur to mmbition, and
in which competition and comparison
with rivals are necessary factors, there
18 inevitably = tendenoy toward misrep-
resentation and exaggeration. Competi-
tlon 18 likely to be turned into condeomna-
tlon and defamation takess piace of falr
comparison, From thess influences the
lifs insurance business has not escaped,
but to combat them and to establish a
proad basis of mutual helpfulness upon
which all individuals might work In
harmony the flald reprosentatives of the
companies have organissd into assocla-
tlons. Through the splendld work of
these local life underwriters’ associations
of the country, and the bDational associa~
tion, of which the local bodles ars mem-
bers, the evils of strenuocus competition
have been materially lessensd and whole
some conditions establiished.

Voeatién Truly Honored.

“As to the standing of those who ens
gage In the vocation of life Insurance wo-
loltation, I candidly belleve that it & to-
day as worthy of homor and as truly hon-
ored as any other onlling In lfe. 1 belleve
further that in all the qualities of re-
putable manhood the life lnsurnnoe ngonta
of today, sa & body, will compare favor-
ably with any other class of business or
professionnl men or women BSuch belng
the case, it follows that the compensation
received for the service must, on the
average, equal that received In other oe-
cupations not involving the use of large
capital. 1 am guite sure that the average
ingome of life Insurance agents equals,
and in all probabllity excesds, the average
income of the dooctors and lawyers of
the ocountry. The mgent hus thess ad-
vantages: That his fNeld of operation u
not restricted by artificial lmitations,
but is always as broad as he oan cover,
and that he does not nesd to wait for
in cllentele. He goos 0 seek business
and ho gets It whersver It is obtalnable,
He in, therefore, far more the srohitect
of hls own fortune, fur less restrioted
by the clreumstances and conditions by
which he I surroundsd than any other
class of workers. Wherever there s

competition In many cases, of ocourse,
but thereln llea the test of his akill, the
strength of his resources, the measure
of his adaptability, There ¢ always
ample business to be had by the Indus-
trious. the indomitable, the enthusiastic,
the resourceful agent, He has but to go
afler It In the right way.

“Although the agent s bound by svery
obligation of honor and Auty to the high-
est lovalty to his principal and to ths
sirictest obedience to lnstructions, he is
in reality far more independent than are
men following most other vocations. Hes-
ing pald by commisslon he geta sxaoctly

business It s open for his seeking—Iin |
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| what he sarns and when It 1s sarned. Ha
Is masier of his own Umes because he re
celves pay for what he does and not for
the trse conmimed In doing It No one,
lhgwn\ut. in lkely to reach prominesnos
and sucoess in this calling who s not

|-o thoreughly master of himsell that no !
| alluremanta can seluce him from Jdevot- |

| ing that portion of his time to striot at-

tantion to business, which, by saporience, |

ha has found to ba most productive In
s remults. In thia, as In other lines of

work, the Inherent, constitutional fond
ness for emss rexiding In all of us and
to ba ersdited with the production of

many labor-saving devices and ameliora-
tion of our lives muast yet be ruled by an
enargetlo And achieving aplrit that pre-
fers to work too long than too little. In
An experiance embracing many years |

in our buainess who falled [0 secure i
leant & feir Income, and thin Independ-
ently of any apecial gentus, skill or men-

are many degresa
Nenefactor of Mia Kind,

"“Thers I8 much more that might be sald
of the agent and his work—ths work that
Ites At the foundation of and has bullt
up, stone by stone, the great pyrramid of
e Insurance—but time with us, unilike
the fleld in 1fe Insurance, in limited, and
s I must bring this discourss to n close
l#t me say than that, exciusive of the
pecuninry reward he recelves for hie
Inbore, the |ife Insurance agent can go
through Nfs with the conscionmness that
hin fricnda and nalghbors have been bene-
fited by the labors of his hands and brain
and tongus Look about him almost
where ha will, he will see wilows pro-
vided for, who but for his convincing
jogle and persuasive foree would have
suffered for want; orphans oared for im
thelr own homea, who but for his labor
would have been foroed out Into a cold
and unsympathetie world: children codu-
cated, who but for him would have gone
through life with the handicap of lgno-
rance. MHe will dally mest men whom he
has taught prudence and economy; In
whom he has inspired devotion and aelf-
sacrificea for the snke of thelr loved and
dspendent ones, and thersby made them
nobler men and better citimens, And at
the oloss of every day. in the evening of
life, seated by his own firesids and coms
muning with his eoul, he may have the
supremes satinfaction, the highest that
human life affords, of calmly and falrly
reviewing his work with the fesling that,
infesd, hin efforts wers not In vain™”

LIFE INSURANCE LEGISLATION

(Continued from Page Six.)

in reducing the premiums on the polioy
of for the purchase of additional insur-
ance. The coupona In no nstance repre.
sant profita which are pald by the com-
pany to n polieyholder, but an agent In
melling such & policy often represents tha
coupons to be profita, For Instancs, If the
annual premium on A policy Is $U.00 and
the coupon W B.EO, It I» representsd that
the polleyholder gets a Alvidend or profit
of 10 per cent on his money, and If he
dies the company will pay the rfull face
of the pollcy. The fact s, this coupon
Is nothing more nor less than an over-
charge by the company of tho premium
on this polloy. In the {llustration above
the premium on the polloy & not §5,00,
but BL Thera I» added 60 to this
premium, making It §36.00 and the EL60 s
the amount of the coupon. Buoch forma
of policies merely dacelve policyholders
and sducate paople away from the funda-
mental principles underlying life insur-
ance

There are other provisions in this title
which set out the things which avery
accldent policy must contain. Another
section deals with provisions which aool-
dent companies cannot Insert In thelr
palicies.

Under articls 10, entitied, ''Miscellane-
ous Provislons,” rebating, nilsreprestntn.
tions, twisting and discrimination of all
forma are prohibited., Sectlon 16 maken
it unlawful for a company or agent to
pell & pote recelved In payment of any
part of the premium on a poliey of in-
surance prior to the dellvery of the pol-

lay.

Article 11, which treats of fraternal
insurance, !s practically the old law
thereon. '

Such, in brief, are the maln provisions
of the new Insurance code. It still per-
mits deferred dividend policles to be Is-
sued; but If lssued, an annual account-

ing, begioning with the third year, fis
required, and the wmount apportioned
must be carried as u llability. In this

rospect the law Is no more stringent than
the lnwe of Colorado, Illinols, New Jer-
sey and New Mexioco, all of which re-
quire an annual apportionment and the
amounts o apportioned (o be carried as
distinet and separate llabllities.

Not as Stringent as Others,

it ts not as stringent as the laws of
Idabo, North Dakota. Ohlo, Bouth Da-
kota, Indians, Massachuspetts, Miohigan,
Maryiand, Minnesota, Montana, New
York, North Carolina, Washington and
Oklahoma. [Afe insurance companies n
these states are required to pay dividends
| on purticipating polleies elther annually
or every flve years, .

On the whole, the new Insurance ecode
is Just and falr to policyholder and com-
pany alike. Where error has been com-
mitted or lenisncy shown, It has been in
thes intarest of the home companies.

The passage of this bill marks a
brighter and betier era for clean, whole-
some methods In selling Insurance in Ne-
braaka. It in along the line of the best
leglslation in other states and tha lagis-
Iature of 1ME desarves great eredit for
anaoting It

The siatute reviston commission, Judge
A M Post, sx-Bepator B L. King and
4. H. Broady, ir., are eniltled to
amall measure of pralse After drawing
the bill, they patiently listened to the

—

CERTIFICATE OF PUBLICATION

EBtate of Nebraska, Office pr Audi-
tor of Fublle Accounts
Lincoln, Feb 1, 101
It s hereby certified, that the Ag-

reultural  Insurance Compan of
Watertown, in the state of New ’!orl.
has complied with the Insurance law
of this state lpgllt:l.b to such com-
panies, and fs therefors authoried to
continue the busi of fir
ning amdl toernade |nsurance
state for the current year,
January 3ist, 1914,

Witness my hand and the seal of
the Auditor of Publie Accounts, the
day and year firat above written,

HOWARD,

B

trovert the wisdom of the adage upan
which the prospective applicant had based
his lutest conclusion the agent sat down
and Legan to write the application. After
this had procesded for some time the
polnt in the application where the amount
of the polley in minted was reoached, By
this time the applicant supposed that the
wisdom of the change from one §3,000
poley to five $10,84 policies had been
concedod by the Agent

paysed and said:
on Saturday, do Feu notT ‘Yes," was the

But the laiter |

‘Let ma Bee, you aall |ance and manners,

auswer, ‘at 1 o'cloek on Saturday.’ | professions. He ahould ba & person oll

W. B
Audltor of PENII: Aocounts
on & parity with the probable saruings L G. Brian, Deputy.
from other vocations, and offers equal
attractions to young men (o engege In
the sale of lifs Insurance by compurison

with other ines of business.
Qualifications Demanded,

"The kind of person best fitted to become
a life insurance company’'s personal rep-
resentative is the one who, through sdu- |
cation asd aultivallon, personkl Rppear- |
would be qualified |
to grace any of the so-calied Jearned |

FIRE, TORNADO and

Garvin Bros. & Bollard

Agenta for

FRONE DOUGLAS 868 340 OMANA NATIONAL BANK BLDG.

CERTIFICATR OF PUHLICATION

State of Nebraska, Office of Audi.
tor of Public Accounin
Lincoln, Feb. 1, 1018

It is hereby certified, that the
Pennsylvania Fire Insurance Com-
any of Phlladelphia, in the Btawe of
naylvanla, has complied with the
nsurance law of the state, apploahle
to such companies and is therefure
authoriged to continue the business of
fire insurance In this state for the
current year sendng January §1, 13)4.
Witness my hand and the seal of
the Auditor of Public Accounts, the
day and year first above writrey,

W, B, HOWARD,

Auditor of Publlc Acounta
L. G. Brian, Deputy,

MILWAUEES MuONANION
METROFOLITAN CASUALTY
NEW JTERSNY FLATE GLASS
FROFLES NATIONAL

ACCIDENT Insurance

have never yet known a falthful worker |

tal squipment, of which, of courss, there |

no |

191%,

S

¢riticiame and suggestions of ihe insur-
RDCe four or five warks In order
that represan@mtives of every kind of In-
Rurancs might be hean! Ths confMlence
whieh tho of th lgelnture hnd
In thelr abllity and Integrity had great
wolght and was & Lig asset In favor of
1] Without thelr assiastanca (L s

men for

mermboers

the

very doubtful If *any such & measure
Ul have been parsed

The strong and effective work of the |
Insurance commitises of the senate and |
the house khould not bhe overlooked. They |
resisted all kinds of pressurs 0 Amend
and weaken the BIL The general publie
will never know all the assauits whick |
wure direcied against this measure But
It In now the law and all who belléve In
honest, stralghtforward businees methods
and n reasonable regulution of (nsurmnce

companlen have cause to rejolce

'Agency Handles All
~ Lines of Insurance

FZ.

BOLIARD
Vieo Pres. Garvin Bres. 2 Bolland (o,

Repreaenting eight strong ocompanies
and writing every known kind of Insur-
ance, the Garvin Bros. and Ballard Insur.
ante agency ia Keeplng pace with the |
rush of Insurancs business since the tor-
nado  The company wie organised dur-
ing the current year and alroady shows |
signa of developing Into & very motive |
compotitor for the Iarger and older
agencles |

F. E. Bollard, formerly of the firm of
Hutchinson-Hellard company, Ian  vice
presjdent and actively manages the bual-
ness. His many years of sxperience in
the insurance fleld, together with the
wide business experiance of his  as-
sociates, will enabla the firm to make
great headway In a short time. The
Garvin Bros. and Bollard agency Is in-
corporated and has offices in the Omahs
| National Bank bullding.

Polunted Parngraphs

THe most expansive thing in the world
in m;‘tuns n\‘mn and it Is hamrdly ever
worth ths price

And u woman oan rPut up a hard flght
with her tongus and her tearas than a
man can with his fists,

A wise wife la one who pretends to be
nuleep when hubby rnm; n nt ! o'clock
in the morning and knocks over tha fur-

g

ORIENT

Insurance Company of Hartford, Conn.

OAREFULLY selected and widely scattered risks.
Fair and liberal in adjustment of losses. :

| Solicit Your FIRE and
TORNADO Insurance

1t is hereby owrtified, that

current year endng Jaauary 3st,

the day and year first ahove written.
w,

B, HOWARD,

FURLICATION
Btate of Nebraska, Office of Auditor of Publie Accounte

the Orlent
ford, in the Biate of Counecticut, has complicd with the Insurancs law of
this stata applicabls to sueh companies, and is therefore authorized o
continue the business of fire and tornado Insurance in this state for the
1914,

Witnhess my hand and ths sea! of the Auditor of Publie Aseounta,

Lincon, Feblruary 1st, 1818
Ineurances Company of Hart-

Accounts,
Brian, Deputy,

Auditer of Publip
L G

Alfred C. Kennedy

SOLE AGENT

209 First National Bank Bidg.
__

Doug. 722

niture. Two o'clock Is & poor time for

THE MIDWEST LIFE

Decambar A1, 1008 . ........ % B5D,000
Deocomber 31, 1908 ,.... vesses L4BA,21S
Decembar 81, 1810 . oovsvnnns A1, 004
Iwosmber Bl 1918 .. .v0veees 405808
Murch 81, P10 .. .ivvnvnanene 5,081,804

N. & 8nell, Prealdant.

Dr. B B Davia, Omaha, Vios-Prealdant.
A. J. Bawyer, Becretary.

Dr. M. H. Everett, Madloal Director,

C R Hasterday, Aws't. Socretary.

M. A Hydes, Agtnoy Direotor.

venient,

no matter how blg the other bank may be

In like manner, The Midwest Life can serve the peopla of Nebraska
botter, quicker and with leas red tape than companies from 1,000 ta 1,600

milea away,
recelved,

The Omaha professional man
does 1ot keep his bank account in
New York City. Nelther does the
Ashland merchant, nor the Paw-
nee county farmer. The City Na-
tional Bunk of New York Is larger
and has greater resources than the
Nebraska Bank. Why, then, do
the people of Nebraka transsot
thelr business with their loeal
banks rallier than with the City
National or ong of the other big
eastern banks? First, betause big-
ness does not necsssarily mesn
greater relative financial strength,
Becond, the personal elemant
would be entirely eliminated, and
the men prefer te transaot thelr
business with those thay know.
Third, it would be decidedly incon-

The looa]l bank can merve (ts patrons tetter than any other bani,

It ean deliver (te polices much sooner after an applioation is
It emn approve & request for a ohangs In baneficiary befors the

home office of the eastern company |8 awars the polloyholder wishas te

makes ohange.

It can pay a death olaim while the sastern company la fur-

nishing the blanka on which to make tha proofs. Buy your lnsurance in

The Midwest Life

N. Z. S8NELL, President

A Nebraska Company

First National Bank Building, Lincoln

Omaha Office—1313-14 Olty National Bank Bullding, A. A Taylor and
George Oroaker, General Agents, ¥, A. Pianey, Spscial Agent,

offeotive argument.—Chloago News

— -

HENRY HAUBENS,
Preos.
J:. €. cOOT

res.

Investments, real
warrants . .

Due from Agents,
Bills Receivable
Accrued Interest .

Total .

Cash Capital . .

Other Liabilities .

Total .

Surplus and reserve for re-insurance .

RESOURCES

estate, loans, bonds

. L - L] .

Cash in office and banks. & m Ry o

less commission .

L] . . . L ] L] L] L]

LIABILITIES

L] . L] - L] .

Reserve for Contingent Claims . . .
Federal, State, etc., Taxes . . . . .

FIDELITY AND SURETY BONDS
BURGLARY AND PLATE GLASS INSURANCE
ACCIDENT AND HEALTH INSURANCE |

HOME OFFICES
#th Floor

Statement of Finaneial Condition

Lion Bonding & Surety Gompany

At the close of business December 31si, 1912

: =

E. H. LUIKHART,
Vice-Pres.
C. W, BHAFFER,
Secretary

and
. $282,341.47
87,490.76

.. 281066.29
.. 2.000.00
.. 627626
. . $406,174.78
.. $252,000.00

L ]

; 10,993.35
1,389.17
: 1,097.23
140,695.03

. $406,174.78

-
-

-
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