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What for the Insurers’ Associations ?

O one in India will be surprised if, after hearing the Presidential

Address delivered at the Annual Coafevences of Insurers and Annpal
Meetings of their Associations, every year, one is tempted 3;,0 question
straight away ¢ Wnat for these Asgocna.hons an@ Q()nfgrences? Suvely,
Insurers have not jned together into an Association just fm: the purpose
of holding Conferences and publicising that the Insurers in general do
not care to strictly adhere to sound business prmcnp‘le.s and t_hat ‘therefore
the Government of India thought fit to enforce punitive legiskative mea- .
sures, but that such a procedure would_ not suit tl‘gem. The avowed
objects of [nsurance Associations, no one W\.ll contradict, we are sure,
ave for the purpose of affording an opportuanity to .uuderstand each other
better, to exchange views, to draw up healthy bugmess rules and regulia-
tions, and thus set up amongst themselves a high ataqdatd of busmegs
honesty and integrity which will in turn belp them to win easily public
confidence and bnild up their bqumess on solid foundag;ops.. Annm'xl
Conferences will afford an opportunity so take stock of t.l_)e existing condi-
tions and modify or iwprove the rules and regulations after mutual
consaltations. The best course so dectdeq will be fot: the Insurers to
follow thereafter. In other advanced Countries Associations have been
get up only for such purposes and those Associations have served and
even today s:rve to achieve such high ideals.  As a result, 'thﬂﬁsurera
in those countries have been able to enjoy public confidence in sbundent
measure and prosper from success to success, to a degree, perhaps never
t1 bz equatled by I[ndian Insurers even after decades  None of our Indian
Insurers are oblivious to this fact.  On the other. hs.md we shoul_d say that
they have all joined together ar}d formed Asspctat\ona, professing at the
outset that they all have been animated only with such landable objectives,
but in actual practice what we find is quite the reverse.” 1t is something
like the oft-repeated story that the entire population in a town decided
to donate a cup of milk for a sacred purpose, but lo! when the tub was
full, it was found to contain only water, but not milk! Everyone donat-
ed only a cup of water and not milk. Individually everyone thought
that his dooation of a enp of water in a hage quantity of milk will make
no difference and no one-would be able to find it out. And when every-
one donated a cup of wate only and not milk, hovy anyquy can expect
the tub to contain anything else but water. Such ia the pitiable position
of our Associations and the activities of their members. Every Insurer.
has the pious wish that all others should subject themselves to sl sorts
o of vexations or otherwise rules and regulations, but that it alone should
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over others- 1f that is the mentality to prevail among insnrers in gene-
ral, one will be at a loss to know as to when all Insarers are going to
establish healthly conventions and transact business on sound lines

In India Insurers joined together and formed Associations some
25 years ago (only recently Indian Life ()ffices’ Association and the {ndian
Ir{surance Companies’ Association held their Silver Jubiles Celebrations
with great eclat) and all these 25 years the burden of the song of Presi-
dential Addresses has been nothing but an appeal for co-operation just
to free the business from all kinds of wma.-practices. Buf the response
has not been enconraging. The {nsurance Act with all its innumerable
amendments i3 also there and the Departiment with a plithota af technis
cally qualified staff ia also trying its bess to effectively enforce the provi-
sions of the Aet with a view to check the evils rampant. But with what
success, we can have an idea from the recent nddvess of Mr. N. Rama
Rao, dehvgre_d at the Fifth Annual Conference of the Sonth lndia Insur-
ance Association, held recently. In the course of his address Mr. Rao
observes “It is $0 be regretted that the passing of the law hag not pro-
duced the desired result although I think the evil has been checked to a
certain extent. With a view to giving further aid to the operation of
the Iaw, a Code of Conduct has latterly been framed on & voluntary basis,
but with the active concurrence of the authorities. The Machinery
-needed for the enforcement of the Code has just been set up and it is
sincerely hoped that before long, the evil which has so long persisted and
which we all 50 much deplore, will cesse to disfigure our business..........
Perhaps the Code of Conduct may become guperflous sitogether if com-
panies cultivate the qualities of friendliness and co-operation among
themselves and carry on their business in a spirit of harmony”. 'Thus
we see that the necessity for an appeal of this kind to Managements of
Insursnce Institutions in India, is still there. ltiss pity that in the
recent years there has been a race between the Government of India,
Depattment of Insurance, and the managements of Insurers. While the
Department make an earnest endeavonr to somehow or other free the
business fromn the clutches of undesirable managements and evil practices
by enacting suitable legislation and effecting all possible supervisicn, some
of the Insurers try to find out ways and means ss to bow to circumvent
the provisions of the Law. 1In sucha state of affairs, it is no wonder
. that an Act passed with a view to check all sorts of vagaries, bristles &ith
so many twperfections and its provisions giving room for more than
one interpretation. 1t is patural, suchan enactment proves to bes
hindrance to the smooth progress of Institutions managed by able men
with a clear consciance to do gervice first and service laste That which
cannoy be effectively tackled by Government through an Act, cao be
easily achieved by mutual consent and the Associstions are the proper
-bodies to take the initiative and bring abont & cordial relationship among
its members. We wish Mr. Rama Rao’s address to the Insurance
Managetments is taken by them in the true spirit in which it was given,
80 that Insurance Business may prosper well, and occupy a prominent
place in the ecoromic regesneration of onr counantry.

**Prestige

Counts

By J. A. BROADBENT
B:‘a‘% Manager, Munufacturers Life Insurance Company Vancouver.

IAMES BROWN bad been a fairly good *
) uoderwriter—aiways qualified for his
company’s production ciub, and was
looked upon as a reasonably good work-
man,

One of the features of his joh was that
he tried to get in touch with the people
ia his community wha were doing well.
He was constantly on the alert for people
who were making money.

By a curious circumstance, every time
be found ane such person, bhe was over-
whelmed with envy that he himseif wag
not in a8 position to be making as much
maney as his client.  Always it locked
so gasy in the uiher fellow's business, so
difficult in bhis own. O several occa-
sions be was so disturhed that it enieraed
his mind to foresake life insurance,

During one of these perinds when the
intensity of bis desire was at its peak, he
dreamed a dream. lo his dream he had
left this earthly sphere and stood at the
Gates of Paradise. The keeper of the
gales was the husbandman who bad given
the talents to his servants prior 1o bis
departure an a journey to a far coovntry.
And as James stood tefore the keepst of
the gates, these words were said to him:
“Have you invested vour talents with
ditigence uad wisdom? Have vou taken
that which bas heen given unte vou, and
used it to the utmost?'’

As so often happens in life, a chance
word, a phrase, changes the entire course
of a career. One sentence will burnitsslf
into one’s cansciousness, and crystallize
all the thoughts that have been drifting
aimlessly around in one’s subconscious
wmind,

‘“Have you used your talents with dili~
gence and wirdom? Have you used them
to the utmosi?’’

These words were indelibly engraved on
James® mind. They influenced every
thought his mind produced from that time
on. He realized that he did uot have to
go elsewhere in search of success. He
realized that if he performed in his busi-

“ness as eflectively as his successful clients

performed in theirs, his fondest desires
wonuld be gratified.

The business of 1ife underwriting had
alt the scope he needed to take bim to the
top~—to enable him to be one of the lead~
ing citizens in his community—~to raise
bim to a position of prestige and affluence
unsurparsed by the leading lawyers,
doctors, industrialists and businessmen in
his city, The business oftered him the
perfect vehicle, The only question was-—
Could he invest his talsnts with diligence
asd wisdom? Could h® use them to the
utmost?

It bas been wel} said that the greatest
motivating force known to man, isan

—_— 5 -
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idea dropped into a man’s consciousness.
Greater than trinitrotolnene—greater than
atomic energy, is the force generated by
dropping an idea into a man'’s conscious-
ness. Such proved to bhe the case with
James Brown.

The motivating force of the idea that

bhe must use his talents—that which had'

been given to him—1o the utmost was so
greoat that it carried bim to the top, He
became one of his company’s leading pro-
ducers, He hecame one of the leading
businessmen in his city. He was a good
and a public spirited citizen, widely
known, and admired aad respecied by a
large group of his fellow citizens, He
had prestige.

Now you may be wondering how he
acquired his prestige, Wbat methods did
he use to produce this astonishing result?
What did he do day by day to become so
outstanding? Granted that he was greatly
fmotivated. What did he do? How did
he do it? The eternal question HOW?99
How did he 1ift himself from wmediocrity
to outstanding success?

If you would really like to know come
with me to James Brown’s home on a
certain Tuesday evening. A conversation
is in progress between James Brown and
a young man in his early twenties, who
has come to see James Brown seeking

advice, Let us listen in on the conver-
sation.

“‘Mr. Brown, 1 want to be a salesman.
I am strongly attracted to life insurance
selling. You have such a fine Teputation
as a successful life insurance man that 1
have come to you to find out what are the
important things one must do to achieve

the prestige and success you have achiey-
ed..’

[Ocrorer 1953

James Brown answered: ‘‘There are
many things one must do in order to use
his talents 10 the utmost, Bnt 1 think 1
can answer the question in your mind by -
putling before you three pictures in which
you will find the three keys to success.

““In the first of these pictures let me
show you how I wark: 1 am a salexman.
But 1 am a great deal more than a sales-
man. 1am abusinessman. Aslsitacross
the desk from a client what does he see?
He sees a man who talks of hig problems
and their solutions, He discusses life
insurance expertly. And he is persuasive
in making the client do something about
his problems.

“But bow much of my job does that
client see?  What proportion of the
underwriter’s job is visible to the eye of
the client? Let me answer that with an
analogy.

“‘Suppose yon are sailing from New
York to London aboard one of the large
ocean liners. On the third dav oul of
New York you go on deck in the early
morning, and there on (he horizon you
one of the most majestic of the works of
nature—a huge iceberg shimmering in the
brilliance of the morning sunlight. As
you gaze in awe and wonder at the tremen~
dous mass of the iceberyg, vou realize that
only one-ninth of it is visible to your
eye. Eight-ninths are suhmerged lLelow
the surface of the ocean,

““In the same way, one-ninth of my job
is visible to the eye of the client, The
other eight-ninths consist of businessiike
things which 1 most do in order to put
myself in the presence of that client or

prospeciive client, equipped to do buri-
ness with him'’, :

. Ocromzn 1953]

And James Brown went on to tell about
‘the previous eight-ninths. He said, “1
will now give you my success formula,

- 'Every life underwriter knows this formula

bat only the successful ones adhere to it.
Each week 1 do a certain amount of work
-] make 45 calls, secure 30 contacts, 12
interviews and 20 new prospects. This
is not easy work, but I always feel that
if a man isn’tL prepared to work hard he
{sn’t prepared to take the first step toward
success.

““In my formula the one factor more
important than any of the others is the
one requiring me to secure a certain
number of new prospects each week. Un-
til1 hecame a good prospector, 1 was
doomed to be a mediocre life insurance

man.

“This is the first of the keys of success
—become a good prospector. Learn and
use a good prospecting talk, and spend
an bhour'a day working at profpecting.
‘1n no other way can you learn to prospect
with diguoity and intelligence in a way
that will attract prestige.”’

" And when they had finished talking of
the first picture—of the way he works—
and the first key to success—]James Brown
said, **And now let me give you a second
picture—What I must know!

‘‘When I came into the life insurance
business all I bad to know was something
of the sales fealures of the 20 payment
life policy. Now 1 bave to know life
insurance plans, and also wills, trusis,
taxes, pension plans, husiness organiza-
tions and a host of other things.  There
is today a tremendous body of knowledge
which the life underwriter is required to
master,
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Knewledge To Master

““This one fact brings our business as
close to being a profession as any other,
In fact, the time will come when a man
will be required to have a college degree
before he can practise life insurance, in
the same way a doctor and lawyer are
required to do today. The point that
will interest you is that there is today so
great a body of knowledge to master that
it will always challenge the hest that is
in you.

““You won't learn life insurance by
wishful thinking. You can only become
a competent underwriter by hard and
intensive work. It may not be easy for
you to work hard at becoming a student—
it was difficult for me. The only wayl
could achieve it was to get into a regular
study habit.

‘“And this is. the second of the keys to
success. Study your business for one
hour each day, and at a regular, stated
time. Only thus can you master this
great body of knowledge which modern
life underwriting encompasses.’”’ = And
the young man nodded his head in under-.
standing.

“Now the third picture I want to give
you will show the opportunity I have to
influence people by means of forthright
salesmanship. Salesmansbip means moti-
vating people Lo buy now. To motivate a
man 1 must make him think, and think
seriously along proper channels. To
produce this result I must sometimes
speak forthrightly., And right here let
me give you the third and 1last Lkey.
Always be sure that your prospect takes
his life insurance--and his life under-
writer—seriously. Let me give you two
or three examples.
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‘] nsed to find a great deal of difficalty.
in making definite appointments. My
prospects seemed to he forever saying:--
‘T am busy today—call me tomorrow and
we’ll see how things stand.” Whenl
would call tomorrow, he’d be bnsy again,
and would I call next week. 1 soon
learned to f)e forthright,

“Now I say: ‘Jobn, you and I both
know that that will be a waste of vour
time and mine. You are buey today— but
then, you are always busy. Let’s set a
definite time for an appointment and then
you build vour schedule around it. 1’1
‘do the same and it will save endless time
for both of us, How about tomorrow
morning at 10.00?” Make him take his
life insurance—and you- seriously.

‘‘Another type of situation calling for
fortbrightness is where the prospect is
stalling bis decision. 1 was talking to
a motor car salesman recently and he had
“almost decided not to buy any insurance
at this time and 1 said to him: ‘Stan, if

~ you are talking to a prospect about a car
and he decided not 1o buy, it isn’t im-
portant. He’s just going to do without
your car—that’s all. My bhusiness iz
different. I am talking to you about ad-
ditional insurance. If you decide not to
huy, and if anything happens 1o you the
_Yesult would be tragic to your wife. The
consequences would be too horriple (o
think about. Don’t you agree’’’

‘‘He did agree and bought. He bought
because he was made to realize whay NO
meant. Forthright? Y es. Sensible?
Yes. Why? Because he was made to
take his life insurance and his life under-
writer seriously,

[Ocromm 1953

1 was (alking with a friend recently
and he was labouring away with a nom-
ber of reasons for not buying life insur-
ance. I laughed and said: ‘‘John, you're
prelty good, but your sales resistance
isn’t any better than average. You
should bear some of the excuses people
give for not taking decisive action,
Sometimes they get plain rediculous.
They can think up a million reasons for
not buying and so can vou. But you only
need one reason for huving— a compelling
one at that, You bave no other way of
solving vour problem and your problem
must be solved. You’ve got to take your
life insurance seriously and if youdo you

must buy ’

“I am forthright in my salesmanship.
My clients know they bave put their trust
in an aggressive salesman who doesn’t
take no for an answer without an exce-
ptionally stroug reason. There {s an ad-
vantage to my clients in this. Let me
illustrate by telling you a true story of
one of my closest friends.

“*Henrv and 1 had grown up together,
Leen school mates, and had maintained
a close friendship through the vyears.
Some few vears ago be moved away, had
prospered, going to the topin his pro-
fession.

““A little over two years ago he refurn-
ed home and we had a nice visit together.
During the cource of the visit 1 asked
him what he had teen able 1o do about
his life insurance, for Irealized 1that
stomach ulcers had heen a serions health
problem some years previouslv. He had
had a sub total gastrectomy and I knew
that his insurance program had heen
seriously impeded due to this iliness.

Ocrossr 19%3)

“He told me that he had been able to
do nothing whatsoever about his insur-
ance for the past 15 or more years be-
cause of his ulcer history. After enquir-
ing as te the present comndition of his
health I told him I thought perhaps we
might be able to do something about in-
surance for him, and asked him if he
would be interested in additional insur-
ance if something could be done.

“'A day or two later 1 was in the head
office of our company and made certain
enquiries therer concerning thiz case,
What I Jearped led me to believe that in-
surance could be procured for him at a
moderate rating.

‘I communicated this to him by a
letter and bhad a reply saying tbat he
would be back in town again in a few
months time and we could pursue the
matier further at that time. Thal fall he
returned and we did, during the course
of our visits, have an opportunity to
discuss his life insurance furiber.

“*He told me that be had given a great
deal of thought to the life {nsurance pro-
gram | had worked out for him and had
discussed it at some length with his wife,
He did feel that now was not a good time
for him to do anything about it. He was
a svhstantial man and his reasons for not
purchasing now were consequently of a
substantial nature.

*‘Ia the first place he was able to put
additional funds in his company pension
account and this he felt to be a wise thing
to do, because there was such a good re-
tura on that pension. In addition he was
an economist and had a great and abiding
belief in Canada’s future and he felt that

proper investment in the common stocks

THE INDIAN- POLICY-HOLDER ) 9.

of the great corporations of this country
would produce a remarkable return over a -
period of years.

“‘In addition he was contemplating the
purchase of a new home which required
an npusually large saving from tncome.
Fourth, bis children were arriving at
uoniversity age. an expensive period in
their developmeant, and one which would
look after any surplus there might be in
their income for the next five or six years.
We discussed these reasons back and forth:

“‘Finally, I said to him: ‘Henry, whag
you have outlined is sound as a bell if
youlive. Your only problem arises ff
you don’t live, and you must make pro-
vision for that. | admit that yon have
beavy drains upon your income. You have
now and likely always will have,

“‘But to see your decision in its proper
light 1et me suggest that you do this: Take

- ashest of paper and put today's date at the

top of it. Asa heading put ‘reasons I
am not going to buy life insurance today,’
and then list as many reasons as you
possibly can: you believe in Canada and
want to buy Canada’s common stocks, you
are putting money in your pention fund,
you are contemplating and saving up for
the purchase of a new home, you are pre-
paring for the university education of
your children.

‘“Add as many additional reasons as you
can and then put that paper with your
valuable papers for safekeeping. And
then suppose something should happen to
you, Suppose that after it was all over,
Jean came across the piece of paper —‘re-
asons I am not going to buy life insurance
today. How sound do you think she
would think your judgment had been?



«¢Ay that' point I stopped. There was

silence for two full minuntes, Hepry broke

the silence by saying. ‘I gumessl could
" be examiuned right here and now, couldn’t

1%

“Fifteen months later inan aeroplane
crash- over Elisabeth, naw Jerzey; Henry
lost Bis life.

‘] went to the memarial service. I
. was with his wife and family during that
very trying period. His wife’s brother
and I had a long talk. He asked me
something of Heury’s insurance. 1 told
him what I knew including.the steps lead.
ing up to the purchase of his last policy. .
I told him of Henry having parchased
315,000 ordinary life with a fifteen year
family imcome benefit on it a mere fifteen
months ago and how, for the next 165
months, Jean would receive $130 a month
and at the end of that time she would re-
coive §$15,000 whick shé coald hWave in
cash or in the form of an income.

‘‘Her brother, a mature business man,
understood the economic significance of
what I was telling him_ and when ! finish.
od he reached out for my haund and shook
it, and he said, ‘My friend, God bless
you'."’

I think you will agree that ]nmés Brown
bad great stature as well as prestige 'in
his community. I think you will agree
that he earned his prestige, and that he
built it soundly. Before we leave James
Brown, let us return to bhis dream. ILet
us listen to the voice be heard as he stood
at the Gates of paradise. ‘‘Have you in-
vested your talents with diligence and
wisdom? Hove you used to the ultmost that
which has been given unto vou?’’
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The Company
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to insure .with
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Rs. 3,60,000,00

CLAIMS PAID

Rs. 2,25,000,00

HEAD OFFICE:

ASIAN BUILDING, BALLARD ESTATE, BOMBAY ).
GENERAL MANAGER P, U. PATEL, s.a. 8.cOM (1OND.)
Branches in South Indie i~ Alleppe, Mngokri. Hyderobod,

(Dn). Madras. Mdngalore, Madura Vijoyaveda.

‘Over 82 Years of Faithful Service'

Founded on Principles at once Democra-
tic and Sound, the BOMBAY MUTUAL LIFE
ASSURANCE SOCIETY Litd. hes been
steadily serving the public through eight
decades or more-an outstanding contribution
to the country’s progress. it has held
steadfastly to one single sim “Service to
Policyholders”. The ‘BOMBAY MUTUAL’
belongs to its Policyholders.  They own the
 Society.  They Control it.

We have various schemes to suit individual
needs. Write for particulars today :

THE BOMBAY MUTUAL
LIFE ASSURANCE SOCIETY Ltd.

(Bsid. 1871)
Head Office : Bombay Mutual Bldg.,
Dr. Dadabhai Naoroji Road,
BOMBAY- 1.
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N. Rama Rau’s Analysis of Insurance Business

(strosts from the auihor’s ewelcome address delivered ot the Fifth Annual Conference of the
* South India Inswrance Association on 25th July 1953)

“NSURANCE bas an assured place in a
well-regulated social economy and

along with hanking, plays ao important
role in the economic life of the people.
Industrial expausion and trade deve!o.p-
ment on any large scale must necessarily
depend on the size and.efficiency of these
two services aand it is mnot surprisfng,
therefore, that insurance is classified
under nation-building . activilies. By
aﬁsuring pecuniary compqnsation for
nnf()rése:en but fairly frequent casualities
and losses suffered, it strives to bring
about and maintain a sort of equillibrium
in the economic conditions of the people.
1t does more. It acts as an incentive to
greater effort in the field of industry and
commerce. Having regard to the very
syhsiantial benefits to be derived from
insurance, it requires no argument o sav
that this aclivity should te carefully
pursed and made to grow into a potential
force for the economic well-ieing of the
pation. In lndia, where the value of
insurance bas been only slowly coming to
be appreciated, we fiad that the pen;.)le
have not yet been fully educated with
regard to its advantages. Nor bave lh.ey
acquited the insurance habit to any satis=
factory extent, Thiscircumstance presents
a V:\.Rt.ﬁeld for insurancemen for explora-
tion and for the direction of their efforts.

Untit recently, Indian enterprise did

not turn serious attention to the develop=

i at ex-
ment of insurance business That

plains why a Jarge share of the business
< R - . 11

avaflable, was being bandled by foreign
companfes. Although some Indian com- *
panies had been transacting life insarance °
business previously, it was not until after
the close of World War 1 that Indian
companies came into being in a real sense
for the purpose of carrying on general’
insgrance business in this country. The-
pumber of such companies bas consider- -
ably increased within the past. decade,
so much so that we occasionally hear
doubts expressed whether there are not-
more Indisn companies transacting busi-
ness in India, tban are perhaps needed to .
serve our existing requirements. Due to .
this cause, but much more on account of
the substantial increase in the volume of
business controlled Ly Indian Insuramce
compaunies, the mnecessity was fell for
making laws to regulate the working of
insurance companies. The provisions of
the Indian Insurance Act of 1938 supple-
mented from time to time by amendments
made thereto, now govern the transaction -
of insuraunce business in this country.-
You are all familiar with these provisions,
They deal with every aspect of the busi-
ness and the question is sometimes asked”
whether the present Act, with its many
ramifications is not a hindrance, instead
of bLeing a help to the growth of the in--
dustry on right lines. ~ Without pausing
to consider that aspect of the matter, I
should like to say that in my opinion the
Insurance Act of 1938 as modified upto-
date is a clumsy piece of legislation and
that it is high time that a revision is
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underiaken both With regard to the
arrangement of its sections and their con-
tents. Even at the time the Act of 1938
was passed, the Law Member who piloted
the Bill did not claim perfection for the
scheme of the legislation. He was deal-
ing with a subject new to him and
the Government of which be was member
and was frank enough to state that we
must make a start and amendments might
be made later to suit requiremenis. His
concern at the time was to see that the
Bill speedily became law, and he was not
therefore too particular ahout the struc-
toral arrangeiment of its various provi-
sions. The Act regulates all classes of
insorance bat many of the provizions are
intended to apply exclusively to life in-
sorance business and the mixing wp with-
out sufficient distinctness of provisions
relating to general inrurance business with
those relating to life insurance business
has sqmetimes led to confusion and anom-
alous interpretation of certain sectfons.
This defect shonld be rectified, when a
tevision of the Act {s undertaken.

Whatever may he the Law, its troe
purpose can best be served only when it #s
administered with knowledge, under-
standing and sympathy. Empbasis should
be laid on the spirit of the law rather
than on its letter for the proper enforce-
- ment of any legal enactment. In the case

of a law which aims at bringing abouwt
better working conditions in regard to an
"ecomomic activity, it is all the more
necessary that special care showld be
taken to see that the administration of
the law does not in any way tend to
cripple or handicap the growth of the
industry, Men entrusted with the en-
forcement of the law have a two-fold
responsibility laid wpon them. Fault-
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finding and punitive work have a definite
but only alimited place in the scheme of
their functions. Whbat is to be greatly
sought is, to my mind, the ability of
these persons to discriminate between the
essential and non-essential and to use
their opportunities to give wise guidance
and friendly advice to those who stand in
need of the same. It fs in the perfor.
mance of sach good service that we have
to look for satisfactory fulfitment of the
ohjects for which the law has been framed.

The Act of 1950 gave a new colour to
the law of insurance in this country.
In relation to 1ife insurance business, the
law laid down various conditions regard-
ing ownpership of shares and voting rights
of memhers. It has hesides prescribed
the manner in which the funds of a life
company should be invested and has im-
posed a limitation in regard to expenses
that could be incurred in connection with
this type of buosiness, There are other
provisions which bave reference to in-
sarance officials and insmrance agents.
My purpose today is, however, to draw
attention to some problems which have
become prominent as a rvesult of the
changes made in the law relating to gene-
ral incrarance hasiness, The Act bas laid
down that the over-all expenses in respect
of each class of business — fire, marine
and miscellaneous — sbauld conform to
the limits prescribed by the Ruoles framed
under the Act, The formula devised by
the rules is based upon the gross premium
income in each class of business and in-
sists that the Revenue Account for thay
business should take into acconnt a)) ex-
penses, for whatever purpose incurred,
although a ‘particular expense may have
no reference 10 that or any other class of
business, This has led to the necessity
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for an arbitrary division of the expenses
of management’ in ot# t‘ soo whether a
company has exceeded or fs withfa the
limits prescyiped,by | the Rules. .According
to the temor of the present rules, itso
happens that a company whose total ex-
penses are far below the aggregate of the

- amounts which it is permitted to spend,

may nevertheless he unable to satisfy the
requirements of the Rules, if its expenses
of management ‘are to be allocated op any
rational basis, Expenses of management
which are common to the-entire business
of thé’g'company and not atiributable to
any particular class of business transact-
od, cannot be divided in the arbitrary
manner coglﬂnplated by the Rules, if
the pictere 1a to become realistic. Ano-
ther complaint that bas been made in re-
gard to the rules relating to expenses
arises out of the fact tbat the income
taken into account is the gross premium
on direct business leaving out the pre-
miums pertaining to business accepled or
or ceded by way of reinsurance. "'On the
6gber hand, the expenditure side -should
provide for all expenses whether incurred
in respect of direct business or in connec-
tion with reinsurance business. It is,
therefore, drged on behalf of some com-
panies which transact a large volume of
reinsurance business thal the present rules
are unfair and that a reasonable allowance
fbould be made on account of expenses
incurred in connection with reinsurance

business.

Yet another consideration in regard to
the quantum of expenses is with reference
to the amounts spent in connection with
business transacted in foreign countries.
Indian companies carrying on business
overseas have -to attend at their head
offices to various matters connected with
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business transacted abroad and it is only.
"proper ‘that con;htnmiy with the volume

‘ of duch busindss and the amotntof WOtkT

.

involved, 'a reasonahle sprovigion should
be made for expenses ou forefgn business
account, All this shows that the present
formgla for determining expeunses does

"not work well and that we have to search

for a new formnla or .seek for a suitable
modification of the present one in order
to meel the requirements.

L

The question of limitation of expenses’
leads us to a counsideration of another_
question, viz., whether the ttua lntetests
of insurance busmess demand of ftltify‘
statatory control in regard to expenses
incarred by a company in fts day-to-day’
business. The necessity for such control
became apparent, when it was found that:
unhealthy practices had crept into the
trade and that companies in thelr anziety:
to secure or retain a good porifolio were
tempted to spend large sums of money by
way of rebates or high commissions.
Competjtion between companies in this
respect - made -the . situation gradypally
worse. This evil had ta be stoyped in
order to allow insurance business to grow
fnto a good national xndustry and become
a national asset, It was hOped that by
placing a limitation on overall expenses,
the evil could be overcome. It i{s to he
regreited that the passing of the law has
not produced the desired result sithough
1 think the evil has been checked to a
certain extent, With a view to giving
further aid to the operation of the law,
a Code of Conduct bas latterly been fram-
ed on a voluntary basis, but with the
active concurrence of  the. authorities.
The Machinery needed for the enforce-
ment of the Code has just been set up and
it is sincerely hoped that before long,
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the evil which hai ‘so loag persisied and

which we all so much deplore, wi]l coase

to disﬁgure‘ our husiness.

_The Code has been criticised by various
fnterests and has therefore been modified
from time to time in the light of sug-
gestions made. Its provisions can be
forther modified according to circums-
tances, Perhaps it may become saperfluous
altogether if companies cultivale the
qualities of friendliness and co-operation
among themselves and carry on their busi-

ness in a spicit of barmony.

There is one another aspect of the
legislation of 1950 to which 1 should
like to make a brief reference. Tarifts
have always formed an integral feature of
goneral insurance business in all countri-
es, Hitherto, the regulation and contro!
of these tariffs were the concern of volun-
tary associations in different regions.
For the first time, the law recognised in
the Act of 1950 the importance of this
feature and made provision for the regula-
tion and enforcement of tariffs. A Tariff
Committee has been constituted on an All

India basis; and working under its super-

vision and divections, there are R&gfbnhl
Councils with separate Sectional Commit-
tees attached to each Council. With such:

an elaborate machinery for the comtrol

.and regulation of tarifis, one would bave

thought that tarifis and their regulations
weré meant to apply to all companies
alike. - But, curlbusly er;ough, it is not
so. There are provisions in the Act ac-
cording to which the Central Govern-
ment may in appropriate cases exempt.
companies from the operation of certain
section of the Actdealing with tariffs. In
exercise of this power, but without con-
sideration.of the merits of each case, the
Governmont granted exemption to all
companies which applied for this favour.
The Government has not so far formulated
their policy in this regard; tut 1 trust
they will be able to do so without fur-
ther delay. Meanwhile, we have to wit-

ness the strange spectacle of two sets of

- companies carrying the same class of

business and working side by side - one
under compulsion to observe and be
governed by tariffs and another left free
to arrange their premium rates according
to their own ideas. To my mind, this
is an anomaly which should not be allow.

ed to continue.
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A Practical Formula to Determine

The Normal Blood Pressure in Females

By B. B DOTTO, Chief Medical Officers,
The Police Co-operative Life Insurance Society, Limited. Calcutta.

“Prific makes Perfection—
and Perfection is no trifle’

- Micheal Angele.

URING the past one decade, a large
number of women are taking life
assurance protection in India and the
volume of business on females, both in
number of policies and sum assured, has
fncreased at a much faster rate than ever
before. This i3 a healthy sign and should
be encouraged greatly.

In February, 1948 issue of the Indian
Medical Gazette the writer published the
results of his first investigation on the
normal Blood Pressure in Indian Females,
aged from 18 to 50 years and based on
1,664 readings. Incidentally this was
also the first attempt in India to prepare
a Blood Pressure Table for Indian Femal-
es. According to this Investigation the
average Systdlic, Diastolic and Pulse
Prossures were 119°2, 78°2 and 41°0 mm.
Hg. respectively. The results of the
second investigation was published in
November, 1951 issue of the Medical
Digest, based on 3,000 female recordings,
According to the second investigation the
average Systolic, Diastolic and Pulse
Pressures were 118°5, 78°0 and 40.5 mm.
Hg. respectively. The figures of the
second investigation have been accepted
as the standards for India and published
in all the leading books of reference on

Insurance, It may be stated that this
investigation covers the largest nuomber
of female entrants worked out in India.
The table is reproduced below :

TABLE No. 1
Showing Average Arterial Pressure in
8,000 Indian Females.
umber]Avera veragejA verage
Age Group of 8ystoliof Diasto-] Pulse
Years. Ent- | Pres- Qlic Pres{ Fres-
rants. sure. sure. T sure,
17-19 190 | 108.5 72.3 35.2
20—24 1,063 | 1116 | 746 87.0
25—29 564 | 1140 | 75.2 38.8
30—34 451 11798 | 774 40.5
35—39 - 880t 1205 | 793. | 413
40—44 175 | 1228 | 80.0 428
45—49 90 | 1249 | 820 429
50 63 | 1280 | 835 45

Total Entrants: 3,000

Standard Blood Pressure Tables, though
very useful for references, are hard to
memorize. Hence whenever one comes
across a case in which the Blood Pressure
is other than normal, it is highly desir-
able to apply some easy formula to deter-
mine what is approximately the normal
Blood Pressure for a given age. In
America and England there are sesveral
such formulae in vogue, but in India and
Pakistan there was no such rough and
ready formula, Indian and Pakistant
Medical practitioners and life assessors
used to follow ihe much quoted formula
of Sir Humphry Rolleston, Bart,
G.C.v,0., D. Sc.,, M. D,, FR.C.P,, i.e.

—_— 17 -
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the maximum systolic pressure of a person
may be obtained by adding 100 to the age,
and Diastolic Pressire may be taken as
2({3rd of the Systolic Pressure. This was
published in the well-known British
Journal, the Lancet of 10th March, 1923,
This formula was published three decades
back, when only a few medical men
possessed Sphygmomanometers and the
perfect Blood Pressure recording techni~
que was not widely known or .pr:ictised.
Tbe Sphygmomanometers of early daysg
were also not perfect.

It is known to the students of medical
history that the Sphygmomanometer was
first introdaced to the medical profession
in 1896 by the Italian Physician, RIVA
ROCCI, who used the palpatory method
of determining the Blood Pressure. 1t
i3 interesting to note the Spbygmomano-~
Meter invented by RIVA ROCCI had a
Column of mercury. Later on aneroid
types of Sphygmomanometers wers intro-
duced as they are less lirittle. The draw-
backs of the aneroid manometers were
gradually discovered with the invention
~of perfect Mercurial Sphygmomanometers
like Baumomanometers in 1916, Even to-‘
. day, the life-time Bavmomanometer is the
leader among wmercurial Sphygmomano-

meters, due to its rigid consfruction,

extreme ponability, simplicity and
effectiveness, Due to {ts extensive popu-

larity all the world over, the Baumomano. -

meters have been widely copied in Ger-
many, England and Japan. But none of
these imitations have succeeded in attain-
ing the supreme qualities for which they
have become known for.

During the period of the introduction
of Sir Humphry’s formula many medical
men had difficulties in accurately record-
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ing the Diastolic Pressure even in England
and as a result thereof greater importance
was atlached to Systolic Pressure only.
Many popular Blood Pressure Tables have
been prepared in England with Systolic
Pressure only. Gradually with the in-
crease of knowledge on Sphygmomano-
melers gained at the hard schonl of ex-
perience, it was established that Diastolic
Pressure was more stable and important
than Systolic Pressure  Unfortunately the
formala of Sir Humphry s erronous and
greatly inapplicable to Indians and
Pakistanis. In fact the figures of this
formula are too high for the Europeans
and Americans as well, the average
Systolic and Diastolic Pressures being 140

and 90 mm. respectively, for ages from
20 10 60 years.

Appreciating the difficulties of the
practitioners and life assessors, and the
liberality shown (o subjects with High
Blood Pressure. in the matter of life
assurance acceplance, the writer made
prolonged painsiaking researches and
studies and tried 10 invent an easy work-
able hut accurate formula. He in 1941
with much diffidence supgested through
ths medium of different insurance journals
and pericdicald, to the membhers of the
medical and actuarial profession that a
close approximation to the systolic pres-
ssure can he had totaking for each inst-
ance (age 20 by 60 years) 1he basic figure
of 108 and adding half the age of the
party, fractions heing ignored. Diastolic
pressure can he obiained by taking the
basic figure of 76 for each instance (age
20 to 60 years) and adding one-fifth of
age. The Puise pressures thus obtained
very closely approximate the standard
Pulse Pressures. These theoretical figures
of the writer compare very favourably

.
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with his Standard Blood Pressure Tables
and with those of the Oriental Life
Assurance Company, Drs. Braandreth
Symonds, John W. Fisher, F. A. Faught,
L. F. Mackensie, Oscar H. Rogers,
Arthur Hunter, J. F. Halis-Dally, Harry
P. Woley and Mr. Lewis P. Orr. American
experience also collaharates the theoreti-
cal figares of the writer. The abuve for-

. mula of the writer bas attained extreme

popularity during the last decade and is
extensively used by the medical practi-
tioners and life assurance companies in
India and Pakistan. The formula by the
writer has been. appreciated by all the
leading Medical Directors and Actuaries
in India and abroad. A very close
approximation to the standard Systotlic,
Diastolic and Pulse Pressures s chief
attraction of this formula, which cannot
be had in any other formulae In vogue in
any part of the globe. - Mr. J. R, Rana,
M.A., F.L.A., (Lond.), the well-known
actuary of the United India Life Assurance
Company of Madras describes the formula
of the writer as ‘‘the neat formula which
gives closest fit of all the formulae 1 have
come across’’. This is the best tribate
that can be paid by an Actaary of highest

standing and progressive outlook.

With the increase of life assurauce on
females frequent requests have been made
to the writer to invent an easy formula to
determine the normal Blood Pressure in
females, So far the humble studies of the
writer go, there is no such formula in
vogue in America or England to determine
the approximate female Blood Pressure at
a moment, In obedience to the requests
mentioned above, the writer after exten-
sive painstaking researches extending
over a decade bas experienced that a very
close approximation to the female Sysiolic
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pressure can bs taken for sach Instance
(age 20 to 50 years) the basic figure of
102, and adding balf the age of party,
fraction being ignored. Likewise the
female Diastolic pressure can be obtained
by taking for each instance the basic
figure of 72 and adding one-fifth of the
age of the party, fraction being ignored.
It is worthy of note that the Pulse
Pressnres thus obtained also .vory closely
approximafe standard female Pulse pres~
sures. '

The writer would humbly submit bhis
new formula to the members of medical
and actuarial profession for their accept-
ance. It will be seen that the Theoretical
figures obtained by the formula compare
very favourably with the standard female
Blood Pressure Tables, published in the
beginning of this article. These figures
also tally with some American and English
female Blood Pressure Tables. The
Theoretical Female Blood Pressure Table
of writer is reproduced below,

Average Theoretical Systolic, Diastotic
and Puise Pressures in Indian Females
aged 20 to 50 years are 119, 79 and 40
mm, respectively. It may be recalled
that according to practical experience
based on 3,000 female lives hereinbefore
mentioned, the average Systolic, Diastolic
and Pulse Pressure in Indian Females aged
18 to 50 years are 118.5, 78,0 and 40.5
mm. Hg. respectively. In this respect
also the theoretical figures of
the writer compare very closely
with his practical figures. It is reason-
ably expected that this simple new formula
of the writer for determining female
Blood Prossure will receive the same
welcome from the medical and actuarial
profession, as was extended to the for-
mula for determining Blood Pressure in
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‘Male Adulis, twelve years hence, It . Ibid. Medical Digest, Volume

should also be remembered that this is the )1{;;{0' No. 11, November,
first formula in the world to determine )

female Blood Pressure and as such it can ibid. Hfin;s ;1: tger :S;%E;‘:O?;
i - of Substanda

naturally claim the patronage of all con- Lifo Assarance: 1953.

nected with medical profession and life

Assurance lnduastry. TABLE No. 11
B. B. Dotto's Theoretical Table showing
References Average Blood !;ressnre An Indian
: Females at Various Ages.
DOTTO, B.B., Indian Medicul Gazette, - £ -
. . Ave verage Verago
Volume LXXXI1II, YAge. Sys:gfsi: Diastolic IPPulse
No, 2, Febraary, 1948, €ars{  Pressure Pressure ressure
Ibid. AnlInvestigation on Blood 20 n2 76 36
Pressure, Physiqus and 25 114 K g;
Modical Impairments of 33 | 11 no |
5,000 members of the 40 122 80 g
Calcutta and West Bengal ‘53 {z‘.‘l g; t3
Police Forces: 1950.

Reprinted from Punjab Medical Journal Vol. III, No. 2, Sept. 1953. pages 61 to 64
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'Economic Factors Affecting the Insurance

Industry in India.

By SHRI R. DALMIA,
Chairman, Board of Directors, Bharat Insurance Company, Ltd.,

ALMOST from the very beginning of

1952, a slnmp began to developin
wholesale prices which gathered momentum
with the passage of time and reached its
peak in May by which time the wholesale
price index had dropped down to 367 as
compared to 433 in December 1951.
There was not much improvement even
thereafter and the economic atmosphere
remained charged with uncertainty. While
naturally, the mercantile community suf-
fered great losses by the drastic fall in
wholesale prices, bhardly any relief was
secured to the middle & lower middle
classes, as contrary to expectations, the
cost of living did not come down and the
financial position of the average person
remained as precarious as in the previous
years. In view of the progressive deterio-
ration in the purchasing power of the
public, it is hardly surprising that the
total life insurance bhusiness being written
in the country from year to year has not
shown any improvement during the last
few years, In fact but for the increasing
insurance consciousness in the cities and
big towns from which the bulk of the
business still continues 10 be drawn, the
position might have heen worse.

For any noteworthy expansion of our
business, as I had already suggested on a
similar occasion in 1931, we can only
look to -the rural areas, where only a
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fringe of the insurable population has
yet realised the need for and usefulness
of insurance protection, Organisation of
business in rural areas, however, bas its
own peculiar problems, most important
of which are distance, lack of suitable
communications and facilities for remit-
tance of preminms: For snccessful work-
ing in these places, it is essential, there-
fore, that organisation must be intensive
and that our representatives must be per-
sons who are self-reliant, capable of
consistent hard work, honest and depend-
able in money matters, besides of course
being good canvassers. Moreover, busi-
ness written in the villages can be sustain-
ed in the books only if our field officers
chn be trusted with collection of pre-
miums. But there is no ready made
method to find out such men. Experience
has shown beyond all doubt that itis
only through the process of extensive
trials that one can hope to secure the
services of persons of the desired type.
The provisions of the Insurance Aet re-
lating to the remunerations of the super-
visory staft ;'u'e not, however, very help-
ful for such trials on a large scale, It
is extremely difficult to get any person of
the right type, who may want to adopt
insurance as a wholelime business career,
to work for us at the rate of overriding
commission fixed by the Act and it is
equally difficult, nay impossible, for any
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Insurance Company to fry on a fixed sal-
.ary basis from the very beginning a large
number of ,pe}ioﬁs out of whom ultimate-
1y only a handful will be found suitable
and successful. Such experiments are
bound to land insurers into a very unenvi-
able financial situation. Even the modest
attempts to maintain or slightly increase
the present business figures seem to have
resulted infseveral cases in increased ex-
penss ratios during the year 1952, as
compared to those of the previous year.
It seems to me 1o be in the fitness of
things that 'subject to the overall limit-
ation of expenses fixed by the Act, Insu-
rance Companies should be allowed great-
“er freedom in organisational matters, if
they are to fulfil within a reasonable time
their obligation of carrying the -message
-of thrift and organised saving to all sec-
tions of the country’s popnulation,

1 fee) seriously concerned at the ex-
tremely high rates of lapsation of insur-
‘ance business in our country. As much
as 359 t0 409 of (he business written
in any year goes oft the books on account
of lapses during the first 3 years and if
reduction in sum assared due to conver~
sion into paid up policies or surrenders
or forfeilure under non- forfeitare Clause
" in subsequent years is also taken into ac-
count more than balf the business is 1ost.
These are alarming figures, Wastage of
business o f this magnitude evidently
means a collosal loss of energy, time and
money. A number of diverse factors are
’ responsible for this unhappy position,
but the most important single factor ap-
~ pears to be the dearth of professional
agents. Most of the business, in every
* company is secured through casual work-
ers who have oley a temporary and/or
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secondary interest in their calling. We
should expect that in a country like ours
-where in the present stage of economic
development there is not sufficient work
to go round, quite a large number of edu-
cated persons should be coming forward
to take up insurance salesmanship as a
wholetime occupation. It should be re-
membered in this connection that insur-
ance career offersreasonably good financial
prospects to those who are keen about
their work. The apathy of the educated
persons to insurance field work should be
a matter of concern to all insurance com-
panies and the indastry as a whole should
strive to devise ways and means which
would atlract such persons to our work.

Now, I would like to say a few words
regarding Estate Duty Bill. The provi-
sions of tbe bill as finally passed exempt
from payment of estate duty insurance
policies to the extent of:—

(1) moneys payable under one or more
policies of insurance eftected by the de-
ceased on his life for the purpose of pay-
ing Estate Duty or aszigned to the Gov-
ernment for the said purpose, 1o the ex-
tent of the amount of duty payable but
not exceeding Rs, 50,000/-,

(b) moneys payable under one or more
policies of insurance effected by the de-

ceased on his life 1o the exient of Rs,
5.000/- and

(c) moneys earmarked under policies
of insurance by a deceased parent or natu-
ral guardian for the marriage of any of
his female relatives dependent upon him,
for the necessaries of 1ife, to the extent

of Rs. 5,000/~ in respect of marriage of
each of such relatives,
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People whose assets are liable to estate
duty could, by porchasing whole life
Limited payment policies daring their
lifetime, provide a ready, convenientand

trouble-free means of its payment. After

such a policy or policies for the expected
amount of the daty are taken out and
maintained, the policy holder would be
agsured that he would be leaving his
estate intact and at full value for the bene-

fit of his heirs, He would also bhave com-
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plete mental peace that his beneficiaries
would not have to resort to forced sales
of the estate ot business in an unfavour~
able market to arrange for the payment of
duty. As the proceeds of the policy
would almost immedialely - be available
for payment of daty to the Estate Duty
authorities, the beneficiaries would be
able to bave complete and full coritrol
over the estate, on the death of the policy
holder.

Insurance Act & Rules
With all amendments up-to-April 1950

Combined Yolume

Price per copy Rs. 2—8—0. (Postage Extra)
Insurance Act

Price per copy Rs. 2/- (Postage extra)

Insurance Rules
Price per copy Rs. 1/- (Postage extra)

Apply for Copies:

OFFICE OF

The Indian Policy-holder,
49, Sarangapani Sannathi Street,
KUMBAKONAM. .




News

Premier Life & General Insurance Co. Ld.

We are informed that a Conference
of Insurance Workers of the
Premier Life & General Insurance Co.,
Ltd., was held on 8th October '53 in
Kakinada and Sri M. Gurunadhaiyya, the
General Secretary of the Company presid-
ed. Various interesting topics were dis-
cussed on the occasion and Sri M. Gura-
nadhaiyya with his vast expeiience in
Motor lusurance business answered all the
controversial points raised by those pre-
sent, in a masterly manner to the satis-
faction of the Workers, more particularly

“on the question of Tarifi and Non-Tariff
insarers,

Bombay Mutaal Life Assce. 8ociety, Ld.

Mr. M. V. Sohonise, Mauag:er, Bombay
Mutuwal Life Assurance Society Ltd.,
Bombay 'visited the Delhi Branch for
the first time on the 4th October 1953.

A Tea Party was arranged in his honour
at the Wengers on the 7th October 1953
at Sp.m. when Mr. G. H. Roay, of the Delhi
Branch welcomed him on behalf of the
entire field workers who presented the
Manager with a business of six lakhs
twentythree thousands.

Mr. B. Guha, donated 3 prizes which
were presented by the Mapager to the
Inspectors, Mr. M. L Basaweka, M.com,
Mr. P.M. Malbotra and Mr. B, P, Agarwal,
B.SC., who gave maximum business during
the “Manager’s week Businesz Drive” to
the Branch,

In reply to the wsicome address the
Manager assured that he bad collected a
good deal of information regarding the
difficulties of the field workers and im-
provement in the organisation and he will
give his treiatment to the subject from
early next year. Ile also wished the
Branch to complete a target of one crore.

The special feature of the accasion was
that the Manager metl every field worker
personally and greeted him. »

Western India House, Poona. opened.

Dr. S. Radbakrishnan, Vice-President,
Indian Republic, opened the WWestern
India Life Insurance Co., Ltd., Building
at poona, before a large and distinguished
gathering on Tuesday the 27th October,
1953, at 3-30p.M. ‘The President and the
Board of Directors of the Company,
welcomed the guests and give them a

splendid reception, and the function was
a grand success,

Estate Duty Rates Bill

A Bill to fix the rates of estate duty for
the purposes of the Estate Duty Act 1953,
was introduced in the House of the People
on 24th August 1953, As per the Schedule
therein, the rates in the case of property
other than that which consists of an in-
terest in the joint family property of a
Hindu family governed by the Mitakshara,
Marumakkattayam or Alivas
are as under, '

antana law,

—_ 24 =
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: Rate of duy
On the first Rs, 75,000 Nil

On the next Rx, 25,600 5 Y%
T £ 50.000 74 Y%
oy »e s Rs 30,000 10 %
se ss an Rso 1 lakh 1214 Y%
sy 2» s+ Rs. 2 lakbs 15 %%
se se 4y Rs. 5 lakhs 20 Y%
sy s »s R 10 lakhs <5 Y%
sy 9s ss Rs, 10 1akhs 30%
vr 9y s Re. 20 1akhs 35 %

On the balance of the principal

vialue of the estate 40 %

In the case of property of ajoint Hindu
family governed by Mitakshara, Maru-
makkattayam or Aliva-santana Law, only
the ﬁrsl’ Rs. 50,000 is exempted from
duty, the next Rs. 50,000 is charged 5%.
The slabs and rates for such property
above Rs. 1 lakh are the <ume as in the

above schedule,

In the case of shares held by a deceaced
member in any such Company as is referred
to in sub=secton (1) of section 80 of the
Estate Duty Act, 1953,—if the principal
value of the shares does not exceed Rs.
5,000 the rate of duy is nil and if it

= foom 14 0p
exceeds Rs. 5,000, the rate is 714 Y.

In order to prevent fragmentation of
small holdings of agriculiural land, a
reduction of 25 Y% of the duty appropriate
to agricultaral land included in the estate
where the principal value of the estate
does not exceed Rs. 2 lakhs will be

allowed.

C. 1. I. Examination Resunlts.

The following candidates from India have
completed the Fellowship Examinations
of the Chartered Insurance lnstitute,
London, held in 1033,
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BOMBAY: Munshj, Ramesh T. (New
Great).

CATL.CUTTA: Bhandari. Vasant K.
{Ruby General); Gupta, Santi B. (Gene-
ral Accident); Ransome, Ivan G. (Nor-
thern); Ray, Kalyan K. (Alliance),

DELRYE Zaroo,  Prithvi N. (New
Asiatic),

MADRAS: Mabadevan, R, (National
Employers’); Rajo, Nadimpeili T. (Na-
tional); Shelvankar, Vittal S. (Oriental
Life).

SIMILA:  Jain, Chamon L. (Govern-
ment of India); Kumrai, Sant R. (Govern-
ment of India);  Srinivasan, Muniswami
(Government of India)

The following candidates from India
have completed the Associateshtp FExa-

winations:

(Feveral Branch
BOMBAY: Choksi, Navnit G. (New
Great); Currimbboy, Asif (New India);
Desai, Vimalchandra V., (New India);
Mehta, Natwarlal M. (New India);
Mehia, Ramakant S. (Concord of India);
Mody, Vipinchandra K  (General Assur-
ance); Panday, Kamta P, (Vulcan);
Sheth, Rushikesh A (New India); Thakore,
Ditip M. (Royal); Variava, Noshir D,

(Oriental Government Life).

CALCUTTA: Balakrishna, Simili R.
(Indian Oxygen); Basak, Sudbansu (Na-
tional); Das Gupta, Anil K. (National);
Williams, David J. (Northern)

DFLHI: Gupta, Harisb C. (Premier
Life); Malbotra, Ram P. (Hindusthan
General).
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MADRAS: Ramakrishnan M, {United

India); Ramamoorthy, Guruswamy (Ruby
General).

PATIALA: Malhotra, Gian C. (Patiala)

Fire Branch
BOMBAY: Krishnan, Sekanipuram S,
(New Great); Mehta, Chhabildas C. (New
India); Nayak, Udipi R. (New India);
Falekar, Madhav B. (New India); Thacker,
Jayantilal K, {Vulcan).

CALCUTTA: Roy, Raj M. (Scottish
Union & National); Smith, George C.
(North Britisbh & Mercantile),

PATIALA; Gupta, Satya P, (Patiala);
Singh, Kuldip (Patiala).

Ordinary Life Branch

BOMBAY: Balaraman, Ramachandra
(Bombay Life); Billimoria, Jamshedji F.
{Depositors’ Benefit); Couper, Piroj F.
{Bombay Mutuaal Life); Jayaraman, R.
(Bombay Life); Khambatta, Jehangir, M
(Gresham Life); Nadxarni, Subrao N.
(Gresham Life); Shroff, Pushpakant C.

{Zenith), ,
CALCUTTA: Bandyopadbyay, Anil C.
(Prudentiai ); Biswas, Ajiit X.; Rahman,

Md. Mujibur (Muslim).
DELHI: Kaul, Kashi N. (New Asiatic);
Sharma, Laxmi N. (Prudential),

MADRAS: Murali Manohar, Mareti

(United India); Venkataramani, Palani
R.  (Prudential); Vijayaraghavan, D.
(United India); Vydyanatha Sarma, A. R,
(Travancore Cochin State Government),
TRIVANDRUM: Krishna Iyer, S,
(Travancore Cochin Stats Govt.); Nata-
rajan, C. (Travancore Cochin State Govt))

Accident Branch

BOMBAY: Char, K. S. Laksbmi (New
India); Dhurandhar, Ramrao Y. (Com-
mercial Union); Dighe, Dattatraya R,
(New India); Hudd, Harold W, F. (legal
and General); Jhuremalani, Lal K. (New
India); Kapadia, Arun vV, (New India);
Pereira, Jadinthn A. (New India),

CALCUTTA: Banerjee, Ramendra K-
(Atlas);  Venkateswaran, Nilakantan
(Western).

MADRAS:  Krishnamurti,
(Commercial Union); Sriniv
R. (Prithvi).

Melaiyur S,
asa Raghavan,
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PATIALA: Hari, Sukhdev S. (Patiala).

Marine Branch

‘BOMBAY: Buhariwala, Jehangir :S.
(New India); D’Souza, Terence E. (Nor-
thern); Gaitonde, Jayawant S, (NO“{
India); Katrak, Kavas K. (New Indié_a),
Majumdar, Paresh R New India); Pandit,
Jaykant A. (New India); Rai, M. Maha~-
hala (New India); Shamdasani, Lachman

* P, (New Indi:x),

CALCUTTA: Guha, Niranjan (Natio~
nal Fire & General); Seal, Rameswar
(Nmiuna])_

National Branch ,

DELHI: Bhatiat JeewanL. (Em!)oneea.
Siate); Chand, Harish (Emplnyeef S‘tate)..
Kachru, Vesh N. (Employees St:\te):‘
Nanda, Mohinder P. (Emplc)‘eef' Sm‘ﬂ):
Nayar, Gautam R. (Employees’ State)',
Saxena, Swami D. (Employees Statez,
Sethi Tilak M. (Employees’ State); Wali,
Omkar N. (Employees’ State).

MADRAS: Josepbath, Joseph (Emplo-
yees’ State); Padmaobhan, A K, (Emplo-
yeos' State).

NAGPUR: Vatdya, Govind K, (Hinduas-
than Co-operative).

FOR SAFETY & SECURITY

INSURE WITH

THE NEW ASIATIC

INSURANCE CO., LTD.
Head Office: NEW DELHI

Chairmar: L. N- BIRLA.

Transacts :
FIRE, MOTOR,
ETC. INSURANCE

LIFE, MARINE,

For particulars apply to:

A.- SUBBIAH

Manager, Southern Circle
289, Lingha Chetty Street,
MADRAS-1.
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WESTERN INDIA

LIFE INSURANCE Co, Lro.
SATARA.

PROGRESS: New Business Rs. 2 Crores 70 Lakhs. «
service: Claims Paid Exceed Rs. 2 Crores

securiTY: Funds & Assets Rs. 5.5 Crores =
POPULARITY: Over 1,580,000 Policyholders ,,
ECONOMICAL MANAGEMENT: Renewal Expense Ratio 127, 3
Highly remunerative openings for ambitious and influential persons
Apbly o V. H. KHADILKAR,. B.A., B. COM., Branch Manager, .‘l'
Purushotham Bldgs., Mount Road, Madras. 1
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Warden since its existence has placed constan Rhastaeh Qhtiag

The attainment of size has been secondayy t‘q h?ahtv and safety. ,‘
i.ﬂ siness i !\”h.\s npw
}m/g Bs. A&;,oo oo} .
IZQ:‘:auhful 1dhe.rence
: ilin:‘ l)fngb’hb‘.rq X
far more precions th? 8. ) ;

. —THE ATTAINMENT OF STRENCTH—

" Business in Force ... Rs. 7,00,00.000
Income Rs. 40,00,000
Assets Rs. 1,60,00,000
Claims Pa.id Rs. 55,00,000

However, the company has’ g\'-oWn big in
soared to the most spectacular ¢

We are happy to step into the GREA
to sound principles of Insurance Under

i

In 1953 WARDEN and its Fnendly group of Insurance Companies have planned E

extensive development of its Business on a netion wide scale and persons with U
experience will find it to their advantage to investigate regarding the lucrative

opportunities available as District Managers, Superintendents or Chief Agents in U

, various civies and towns of India. U

) enl®

WARDEN‘S FRIENDLY GROUP OF INSURANCE COMPANIES

1. London Guarantee &8 Accident Co., Ltd.
2. World Marine & General Insce. Co,, Ltd.
3. Union Marine & General Insce. Co., Ltd.

HEAD OFFICE

WARDEN INSURANCE COMPANY, LTD.

“WARDEN HOUSE"
Sir Phirozshalr Mehta Road, Fort,’ Bombay.
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Throughout its career of over 34 years the
“JUPITER GENERAL” has always held and
~ continues to hold a front.rank position in the
Insurance World conspicuous for its prompt
and efficient service and Ffair dealings.
By . insuring “withe. or representing the
“JUPITER GENERAL” you ensure
SAFETY, SECURITY and SERVICE.

ALL CLASSES OF INSURANCE TRANSACTED

TOTAL ASSETS

Over Rs. 3,35,00,000

'JUPITER GENERAL
-INSURANCE CO. LTD.,

Head Office: BOMBAY-1
Madras Office: 167, Broadway

Branches and Agencies thr;)ughout INDIA, and in
PAKIS:I‘AN, BURMA, CEYLON. ADEN & AFRICA

« #¢

by

td g Sty

THE INDIAN.

‘A MONTHLY JSOUWNAL ON INSURANCE )

PQLFCY-HOLDER

auaﬁxnmﬁ ° $UBSCRIPTION
ANDIAN : FOREIGN .
Yearly .. Re 8§ Mavqging Editor: Yearly ... Rs, 7. 0-0

!.%HUPA. THY.
. Sdicorigl & &WNB: Offices

$ingle Copy ... 0, 8

s"“l‘ w’ " o'lo'.

Ne. 49, ummmm KUMBAXONAM. (3. SNDIA.)

45. INDIA), NOVEMBER 1953

CONTENTS

‘Raltorial : y .
Annual Accounts and Directors’ Report of Indian lusurers -

Unbridlied Exponu- ~— A Drag . o “ -
By M= M, RM[ACHANDRAN, MA., Dip. P.P.Al

Rafsing Your Sights . se s
By Mr. H. K. GUTMANN, c.L.u.
Mutual Life of New York, New York, N.Y*

Employee’s State Insurance — Madras Regional Board Formed

- ’33"'?: 5

News

Page
- 3
“w 5

13
. 19

29




2 THE INDIAN POLICY-HOLDER [NoveMBER 1053 2201 same ) ARE R S A B

SIS RS SR

..]/' § t A 1
A5 }( I S T A by ,
in,éu ,. | AU Fri
4 ) R I .-‘:Ei‘i‘.;u.- [ O . 7 A R
St S o VOL XIX - = : - NG
3‘,;;,:- [ . ’ ——— - v - R H . . M

S

& N

. yioe . i R SR :! - i l R R H S . .'; .
o ORIENTAL o o] Asnual, Asgaunts andDircig e
ndia’s Leading Insurance Combine) FNDIAN Insurers are oftén heard to complain that: Go-

| ding Insurance ) 4 h rs are often heéard to'complain that- Go
58%’&&5{%%,3‘,}2}:{5;{*3 AGSIRENT including Specialized Y vernment Control of their businéss has, of Tate;-taken
Life Business in -Forces QVEH RRY BRZES‘I;O C';?%,RESS the form of a sort of inconvenient and unwarrantéd inter-
’ 2 ER KS. b ference in their day to day working. A considerable num-

" o, CURRENT RATES OF BONUS: © 1 < working onside ;
Rs 15 Whole Life; - - Rs, 12 Endowment ber of Iisuters are totally against all the important pro-
per thousand per annum visions of the present Insurance Act. They widh that the

It !:l:l g:inld like to know how -you.can .participate in the profits of both Insurance Act, as it now stands, "be Scrapbéd‘a‘nd‘ in lits
the Oriental Life and the Qriental Fire and General. please write to place a new Act is placed exactly on the lires that ‘obtain

P. 0. Box No. 148, Bombay. in th ited Kingdom. ~In their opinion, it is enough if
ORIENTAL GOVERNMENT SECURITY LIFE ASSURANCE Co. Ltd. IRe busiacos is allosed to develop in its own way and that

ORlENTHAe}J lgfl}cf &fnﬂgﬁuﬁygsmln‘oﬁﬁf o ld freedom and publicity would automatically open-the eyes

' ! - of the public who will exercise proper judgment m select-
. ing the Companies to safeguard their ip@erests- It gl‘i
‘sounds well whén the growth of Insurance Business'in the
Utiited Kingdom and the comparatively little control
exercised by the Government of that Country, are cited
25 examples to justify their demand. But, at'the same
time, it is overlooked how India’niInsdre'rs generally are
loath to publicity of their real position. Many of them

9
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- THE NEW GREAT 3% INSURANCE €O,
OFINDIA &  LIMITED

Board of Directors: =

EEEAE T (SRS R

Dharomoey o Brgtan pg-2men)  Guisbohand Hirsshand, Evs. | - are inherently ~weak -"and they ‘dread publicity.
Aohangir Pestonii Patel, Baq. - Anandlal H, Sheth, Esq. While Institutions'ig the Urdited Kingdom are proud of
» Esq. rajlal Chhotalal, Eaq. advertising their vast resources, financial strength, popu-

General Manager: M. G. Mody; Esq.

Total Assets as at 31-12-1952 exceed w R 1
* Total Life Assurance iq force as at 31-12-1952 exceeds Rs. 8.’;% .88.888
BONUS DECLARED IN LATEST VALUATION. .

Principal Office in the Union of India:

larity ‘and influence over the public by giving details of
the relative figures, through all possible channels, our
Indian Insurers would not pick up courage to give -details
‘even in their Annual Accounts and Directors’ Reports.

P G GRS Ay AR S

45-47, Apollo Street, Fort, Bombay.

OFFICES ‘AT

Abmedabad, Amritsar, Baroda, Belgaum, Bhavnagar, Calcutt cali i
Chittagong, Colombo, Delhi.' Hyderabad (Dn.), Indore, Jalag‘a(g:fmgz;rsg}(:i}fm'
Lucknow, Madras, Mangalore, Nagpur, Nairobi, Poona, Surat, Vijayawada.

. X REPRESENTATIVES AT
‘Alexandria, Amsterdam, Brussels. Beyrouth, Colombo, Damascus, Kampala

e e - London, Rotterdam.
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Qut of two hundred and odd Indian Insurers working in
the Country, as many as'150 do not furnish in their Annual
Reports their total business in force, the total of Manage-

'ment Expenses as per rule 25(b) of the Insurance Rules,

the Renewal Expense Ratio, the exact total of their In-
vestments in Government and Approved Securities, etc.

- .3 -
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They know pretty well that in our Country illiterates form
_nearly 907 of the population and even of the remaining

107, of the Iiterates, people interested to know s‘ometw ‘
te a sl

of the progress of Insurance Companies are qui

number and that there may be only a few who would care
to study their progress from any objective point of view.
In spite of such a deplorable lack of public opinion,

Indian Insarers would not give details of their progress . .

and grow on merits. If the total Business in force is
supplied regulatly in every year’s Annual Report, one
will be able to easily find out the real progress . they have
made by taking into account the total business that was in
force at the beginning of the year, the new business com-
pleted, and the business in force at theé end of the year.
If the exact total of the “Management Expenses” as defin-
ed in Rule 25(b) of the Insurance Rules is furnished in the
Am_xual Accounts, they will be revealing their real efficien-
Cy 'In managing the affairs economically or otherwise.
Even when the Government of India are closely watching
the working of these insurers and exercising the various
Provisions of the Insurance Act effectively, the Companies
are not prepared to follow sound methods of business
procuration and economic management. New devices are
found to evade compliance with the provisions of the In-
surance Act. Most of the Insurers are bent upon trading
on the ignorance of the public. This sort of attitude on
the part of companies that depend for their very existence
on public confidence, does not augur well for the future.
Bo long the Companies continue to hold the belief that
their existence is possible only by withholding details of
their real working from public gaze, the responsibility of
the Government to control the business by all possible le-
galistic methods and safeguard the interests of the mass
public from exploitation, will be all the greater. On the
other hand the department of Insurance, Government of
India, should insist on every Insurer furnishing all details
of progress in the Annual Reports, though not in the
same set of forms as are necessary for submission to
them.

(NoveMBer 1933
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+ Unbridled Expenses — A Drag* -~

croo By M RAMACHANDRAN,. MA., -Bip: P\R.A {‘Q: '_::-”: o

TATUTES are enacied for sanity in
adminigtration in the . interest of
ultimate welfare of . all. = Siatutgry limi-
tation of expenses is meant to promate

the life.___iganancg industry on sound lines.
The very term ‘Limitation’ suggests regi.
mentation into a given order. Even

otherwise, nothing deters the.life insur-
ance companies to c_qt‘_d’()whn their expens-
es by avoiding all pernicious wastes. If
they are reatly interested in the progress
of life insarance industry, they' should-
not have as their alm tc scale down" their-

expenses upto the statutory ceiling. Ra--

ther, they should attempt at rationalis-
ing the'expenses 'to 'a reasonable lével,
even much below the ceiling.

. Useless'Ady. .
"1t serves na good . advértising that the

T

renewal expense ratio bas been broaght .
down to a lower level." The ‘public can=-

not comprehened the true significance of

this ‘ad’.  This is also not a conyincing _out the least mind about the ser: .
bumanity innate in their bomage to the

proof that economy has‘,beu’:“qrdqrgd i.n;t_o
administration. - The. only class who

views this ‘ad’ witﬁ much avidity {ssister

companies. | But the sister - cohj;{an}es'
know the trick of the trade. Co

LR

Withithe inactivity;aud failure to pro- .

cure minimum new business for their eligi.
bility to ‘dram renewal ctommission, the.

agents loge the bonefit of earning renewal

commission. There are many agents who
fall ip this 1ist. The loss of renewal
commission to these agents has something

SN LTy e e T R

o r
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ta speak of in favour of insu;prs._; The
ingurers know thie and that this is one of

_the causes for.a lower. expense ratio.

Whgn qver—y -inéurex_ kngws‘,lhis. then
P,q:t\)_lliéit');‘io a\'.lQAv.(heir':e'x'pensei_\.rauo s an
insult to the public for their credulity
and ignorance of the intricacies of  insu-
rance fndustry.” If 'the pablic are guiled

into'a belfef tha' is not worth"the “pains,
“‘then such publictty s a captics calculated

to‘tantalize them. This'holds & defeteri~

‘ous éffect on the industry, ‘On ‘the other

hand, theré ate -many ‘things” which re-
quire’ - publicity; - bat: they' are pigeon-

‘boled ‘for .want of 'fnsight dnto their

i «

worth..  o0b e e

[

-~ The Field and the Executives:

-. 'Like th‘o-l.:‘h,.u.gi,ry v.vévv‘e‘“a_ lqpinglth’o‘ shore,

like the -recarrent ebb. and ‘flow of tides,
the indefatigable agents forge their end-
less qfforitho‘, bi'oeuré‘ life ;busi,neéé :'with-
out the least mind “about the service to

oy

scheine of saving by 1ife Insurance. In

‘theft 'z’e'v'a'l' to canvass businéss, they for-

get they owe somtlihg everlasting to
their constituents. ‘Much of theit pur-
sufts ‘fy ephemeral afid ‘évanscent. But
they hardiy'stand (6 bb bl-alﬁewqrthy. -

In a v'r-mn-‘prdﬁ"t' ‘l'm_ak,iing \i,n(.lnstry as

Insurance, the insurance agents are pro-

fit-minded. In that, they Tun their
vocation in a thriftless maahér. It
would have been at least complacent if

it G
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they are earning their bread as profes-
sionals: but in the light of public apathy
to the thounght of saving through life
insurance, it is easily discernible that
there is no corner even for sach a com-
placency as more often than not many
agents tarn out to be mere mercenaries.

Maany of the policyholders, even amang
the educated classes, have not imbibed
the significance of life insurance. Such
ignorance proves costly to .every one
connected with the insurance industry.
It is enjoined on the ageats 1o acquaint
their policyholders of the value of life
insurauce; not merely that, they should
also propagate to every ome that they
harbinge hopes to humanity in the midst
of Calamity. But from the high rate of
lapsation of life policies, it is undoubt.
tedly evidenced that the agents are not
serving the purpose of life insurance.
This state unnecessarily puts up the ex-
peuses of life insurance industry. The
companies should be indignant to this,
but they are indulgent on the com-
placency of inflated new business produc-
1ion.

. If the industry is to work ata less cost,
. this sort of lapsation has to he remedied,
This then requires tackling at the root
of the canse. Atthe root it biares that
it is one of educating the agents into the
rudiments of the science of insurance.
The agents have Lo be made to feel that it
is their sacred duty to help the policy-
holders in all their requirements in
keeping the policy in force. The com-
panies have to launch into a campaign to
maintain the business in force in the' same
gumption they would in writing new
‘business. Besides, the companies should
de vise means that would restrain the re-
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lease of renewal commission unless the
lapses are revived. Perbaps, the Insur-
ance Act is not heipful bere. 1f itis
‘worth the while legistation to amend the
Act could be sought for. 1f the industry
is to be saved and much waste is to be re-
duced legislation is welcome, This will
in its wake prevent forced cases from
swelling the new business figures that are
very painfully whipped up to stagger the
stare and outrage the modesty of the
public.

The present policy of taking the heaten
track should change. Life is dynamic and
everything in this world is drnamic.
With the march of time, everything must
adapt to the new pattern of life.

Limitation of expenses require a greater
attention on the re-organisation of the
field force. If the field is organised with
intelligent people who have a heart to
feel, eyes to see and the mind to under-
stand the problems that are required to be
tackled with great care, the business that
is written will be worth the pains spared,

The present tendency to organise the
field on guarantee of the new business and
first year premium incomes to the negli-
gence of renewal side of life bLusiness
leads to a hocus-pocus of platitudes and
forced business.  Concentration on first
year business results in much laxity in att.
enlion to renewal business, The renewal
business, if at all it is a headache of any
one, itis thatof the agents. But the goading
that they get from their Inspectorsis only
todevote attention on new business, With
this, they do not at any time find i1 possi-
ble to meet their policyholders whom
they would have vamped for their pro-
posals erstwbile. If renewal business is
maintained in foree, much credit goes to
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the wisdom of the policyholders ouly.
Bat it is only a handful of the renewal
business that remaias on the books. Itis,
therefore, necessary that the ageats
should be taught to serve thair pelicy-
bholders fully. This service would reduce
much lapses. :

Organisation of the field into Inspec-
torate, Chief Agency and Special Agency
demands a very greal attention. An Ins-
pector is a glorified and paid agent. In
that regard, to justify the fixed remunera~
tion hinged to the business turnover under
guarantee system, an Inspector has to go
on all fours to canvass business expected
of him. ‘

In many instances, tbe Inspectors have
#pecial agents to serve them, This entails
a higher working cost. Instead, special
agents and Inspectors should be tried as
alternates and independent of each other.
If it is possible to organise the field under
special agency, it would be better from
the cost point. Here, the agents should
be enlightened and the specfal agents
themselves must he more enlightened than
the agents. But, many of the agents are
addicts to soft living and easy reward,
without expending their energy to learn
the intricacies of life insurance problems.
Consequently, they coumcentrate on new
business and with the proposals resulting
into policies, they drop off all their con-
tacts with the policybolders. In these
cases, the panacea would lie in putting
them under a well-trained Inspector. In
no case, should a special agent be given
to an Inspector.

In certain cases, circumstances are 80
conducive that the field could be organis—
ed with special agents. In these cases,
the special agents should be given proper
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guidance and training needed that will
enable them to work their units efficiently.

These apart, Chief Agents require
treatment in comparison with sub-braach-
es. A sub-branch is an establisbhment,

“the cost of running of which {s borne by

the insurers. Opening of a sub-branch {a
not a trivial and trifling matter, It has
got all the odium of running any hig
office. If an office is opened, it should
pay. Uunless there are possibilities that
the office could successfully function, it
should not be opened.  If it is a failure,
then the inevitable is to close it down.
Closure brings in its wake many problems
and may even cast doubts on the eﬂicienéy
of the parent office and its business turn-
over, It, therefore, behoves a careful
measure of the ground before entering
upon the venture of opening of a sub-
branch, Even if it is a matter of self-
sufficiency for the time being, it has to be
viewed in the long-run perspective. For
once when an office is opened, it should
be run successfully and efficiently.

There is no good but more harm if an
office is closed down bécause of ranon
business. The remedy to set right a rua
on business does not lie in the closure,
but in the investligation of the causes and
supplying the suitable curatives. Opening
and closing of small offices not oaly
reflects on the thoughtlessness and in-
efficiency of the parent office, ‘but to a
great extent incurs a lot of expenditure
which could be saved by ashrewd estimate
of the possibility of success in running
them, beforehand.

In many cases, where chief agents could
be worked successfully, small branches
are opened and unnecessarily establish-
ment charges are incurred, Chief agents
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are always preferable to small branches in
view of the less cost. There are very few
of. chief agents but more of sub-offces not
because chief agents are not available or
they cannot be found but the insurers have
no mind to organise the field under chief
agents. This view must yield to the test
of prudegce and insight into efficiency
and saving in expenditure.

In cases where it becomes one of abso-
late necessity of appointing lnspectors,
fhe vogue of appointing them on guarantee
should be given up. Non-fulfillment of
guarantee means a sack to them. Hence,
they are constrained to work under stress
#nd strain. They buffet in the bazaar
smarting under travail and tribulations
and land at the end of their tether only to
conclude that they have to prevaricate the
means. lnvar_iably, they procure forced
business. This inflates the business turn-
over. If they slacken a bit they are jabb-
ed apd nagged. They are chased and
driven. Unable to bear with the over-
pourings of the official missiles, they
stoop to do those things that are abhorred
and have been the cause for the public
to consider life insurance as an anathema.
When annual stock taking is done, it is
apparent that much that has heen done
earlier is laid waste before the year rums
out.

The high rate of lapsation bears enough
testimony tbat much of new business is
forced to inflate the turnover. Inflation
of anything is dreaded and detested, In
life insurance industry, inflated new busi-
ness spells enormous waste of money and
energy. Labour spent in procuring those
cases that lapse-is a misdirected laboar.
Nobogy brooks misdirected labour. It
should not be allowed even to slink
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around. In an age of atomic fusion and
scientific management of labour, it is an
anachronism to allow labour (o be mis-
directed. Strangely enough in insurance
industry misdirected labour is a daily
feature. The cause that lies at the bottom

is the business writing under guarantee
evil,

Dispensation with the guarantee system
does not, however, mean tbat the Inspec-
tor has no programme for his work. But
this system of guarantee is like fixing the
sky as the limit to be reached every year.
In case the guarantee is fulfilled by chance,
even if there is scope for over-reaching
the guaranteed limit, the scope is not
made the best use of. If more business
could be procured than his allotment in a
year, itis always reserved for the succeed=
ing year. This postponement of what
could be done in excess now is not due to
any preconceived programme. If it is
under scientific plan, it is a matter to be
exhorted and exulted. Far from this,
the fear for the morrow embowelled in the
worker forces him to restrict his turnover
to the limit set for bim, Why should be
fear for the morrow if his employers bad
made him feel secure in his profession?
But the security oflered is skin-deep and
mockery. With the insecurity staring
full n bis face that he might be thrown
out if his husiness turnover g0 awry
even beyond his powers, he does not
stretch his hands fully, He is suspicious

of his employers and stores the surplus
wares in silent corners.

Usually, it is a convention for the exe-
cutives to wallow in slumber for the first
two quarters, get preened up in the next
quarter and flip and flap in the last quarter
of the year., In the last quarter too the
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last month is the time when all are
hypersensitive. This only. portrays tbat
no one has sver seen the pigment of pro-
gramme. As il it is by the sleight of
band, tke business booms all of a sudden
every December. It is like the Grocer’s
business which is very active in the first
week of every month whea the customers
buy their stores in bulk soon aflter their
pay day. It isonly whea the time is up
for the books to be clused that every one
ts keyed up to full vigour. What a helter.
skelter at the time books are to be closed 1.
This is really meaaningless. Every one
should plan out vne’s activities and regu-
late one’s work. This could come only
with proper selection of persounel and
security of service,

Selling in insurance profession requires
‘extravert’ type of individual. In any
industry, selling requires only ‘extraverts’.
But insurance industry kanows no such
distinction in personalities. Personality
has a great significance in insurance sel-
ting. 1t has been defined as ‘an integrat-
ed summation of wental qualities and
physical characteristics’. It is an
sexpression of functional anatomy'. The
personality that is required for selling
fnsurance business has therefore to be
made a careful choice of. Bat this choice
is thrown to winds. We find, on the
other hand, a medley of personalities in
insurance selling. Both ‘extraverts’ and
‘introverts’ wobble in the field, It is the
sextravert’ who shines. The ‘introvert’
mooches around costly corners and is
always a near failure.

The insurers bring ‘introverts’ also
without being aware of their mettle into
the organisation and experiment. Invari-
‘ably the experiment proves costly and
much is wasted on their account. lnstead,

14
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if proper selactien is made aad.‘extra~
verts’ are put in the paid joh of {nsuraace
selling, they could do marvellously well.
With selection .of .proper men for the
praper job goes.the fixation of the quantum
of business that is to be procured.

When the Inspecto_ri are given their
programmes and the business expected of
them, they should be allotted different
areas to work out the campaign. lt.would
be in the best interest of business if the
Inspectors are given specified regions
without overlapping. lnspectors should
then be made responsible . fur everytbing
in their regions, .This will aftord oppor~
tunity for them to acquaint themselves
with their regions thoroughly well. This
will also engender a sense of. security in
them.

" The most essential requisite for a man
to do his job cheerfully is security. ‘With
security offered in profundity, 'he should
be set to work with a target figure to be
reached This target should not be au
ideal to be reached, for néver in the
history of mankind, it i¥répbrted that
an ideal has ever heen attained. ° The
fixing. up of the quantum of business
should be done taking into consideration
the potentitalities of the workers, money
marget conditions and the area to be ex-
ploited. Fven after fixing the quantum,
the lnspector should be encouraged to
work up to the fulfillment of the expecta=
tion. The present tendency is to drive
the warkers, in the bovine sense and this
should be expunged.

In case the workers are not able to work
as per the programme the reason should be
studied.” Now it is a case of summary
termination of services. This has adverse
effects on the set up of the organisation.
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Bat, if the reason is analysed, the slack

in working the programme could be handl-
od defily and this will give greater fillip
to the workers to do their job conscien-
tlously. Problems of similar nature else-
where could be also tackled easily. The
§nsiness that is written will be of sterling
worth and the insurance industry will
definitely improve.

Anotber aspect of organising the field
for insurers who carry on life hasiness as
woll as genoral business lies in the co-
ordination of the interests of the workers
In both classes of business. The present
$ot wp doals with the organisation in
vater-tight compartments. Workers for
gonerat business do not interest thomsel~
ves in life business, Apsa result, we find
two types of workers in the same field for
an insurer, ope devotiag on general busi-
wess and the othey on life business. This
ia often coatly for a composite insurer.
The same paid worker should be made to
bestaw equal attention Lo general as well
as lifa business. This will ruduce saper-
fluity and the working cost of the field.
Both the departmeats could share the
oxpanses.. After all, it is not difficult for
workerxs in goneral business or life busi-
pess to work for the uther. All that s
required is to make everyone to co-ordi-
naie one’s interests and work for hoth
classes of businees. This will rexlly re-
duce the field expenses,

Medical Examination.

Let us now turn to the wedical ezami-
nation of the proponents, The practice
of cond'ncting medicat examination for a
’category of proponents who are in Govern-
ment service or in recognised private em-

ployment for sums upto Rs. 2 ,000(= should -

be discontinued. Many of these persons
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are medically found fit for employment
before or soen after they are emploved.
If they are 10 be examined again for the
purpuse of life insurance for a small sum
assured, in view of iheir sedentary pro-
fession, this spells waste. A few of the
1ife insurers are now experimenting with
the new scheme of entertaining proposals
without medical examination for a class
of employees as envisaged ahove., This
should be extended hy all insurers. A
little could be saved up from the medical
fee expenses. Infact, this brings fresh
hopes of writing some good life bLusiness
with the trouble of taking the proponents
to doctors heing saved.

Adverting 0 a subsequent life proposal
with the same insurer within six months
from the date of last wadical axamination,
the insurer accepts the sulisequent proposal
o the streagth of the declaration of good
health and dispenses with the medical ex-
amination again. Bul if the proposal is
with a different insurer, then the new insur~
er demands medical examination: Ip the
fermer, if theye in reinaurance, reinsusance
ia accepted on the strength of s copy of the
firat medicat report from the coding com~
pany. When reinsurance is possible on
the strength of the copy of the first me-
dical seport, this procedure could be
adopted in the case of fresh insurance
proposals alse with different companies
within six montbs of the previous propo-
sal. lastead of asking the proposent (o
get himaelf examined the company could
tefer to the previous insurer and obtain a

copy of the previoms madical report on
paying a nominal fee.

When the imsurers could consider pro-
posalr on the same 1ife within six months

on the basis of the previous medical re-
port with them, it stands to reason that
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medice¥ -sepoit. ab-anj = other Company~

couldalso be based as evidence for accep-

the within siz wmeaths, 8o
masdettc?Weh icH-campany the subsequent
pﬁpu!h are made. The nominatl fee for
a copy of the report ia sure to be less than
the medical fee for a fresh examination.
This will not only save medical fee ex-
panses for some insurers but also he 3
source of earning for some other {nsurers.

.Now overy insurance company has got
a list of medical examiners. In certain
instances, it is found that there is one
examiner for many companies and many
examiners for one company in some loca-
lives. Itisalso found that the medical
examjiners in certain cases are not very
helpful in apprising the insurers of the
latent causes that may have been noticed
by them and which may have adverse
efiects on the longevily of the lives pro-
posed. The wedical examiners are ex~
pected to be impartial. Just as there
are fastidious doctors, there are doctors
who are easy-going. This easy-going
trait in them is very unhelpful to life in-
surance husiness. This has to be checked.
Often if it comes to the question of
ponaliaing the doctor for his negligence,
it stops with the termination of his ser-
vices for that company. Naastbeless, he
continues to be the examiner for other
companies.

Afver all in masy cases the doctors’
easy-going trait could be ascribed to a
sense of generosity. But this generosity
is at the cost of insurers who are the
trustees of the savings of the insuring
public. Hence, the appointment of the
medical examiners must be controlled by
the Imseraace Association. With one
organisation controlling the appointment

tance of the proposals on the same Hfe.if
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it is possible to enforce a codeof con-.
duct with them. The appointments may’
be made kaown to all. insurers and . they,
shquld utilise the services of these doc-
tars only, Any laxity- could be reported
to the Association for their attention.
If the Association terminates the - services
of a doctor, he automatically ceases to be
the examiner for all insurers. Besides,
in view of the appointing powers vested
in the Association, the Assaciation conld
take some action against a doctor for his
negligence.

Preminm Rates.

If we turn to the premium rates thag
rattle in the insurance market we could
see as many as there are insurers ia the
industry. But in general insurance
business, there is uniformity im premium
rates. It is perhaps of the Assocfation
that is saddled with this task. Uniform
premium rates even in life inswance
business will have much to say in the
economy of administration. When com-
panies charge high rates and collect
higher premiums for witheprofits policies
they are bound to show a lower renewal
expense ralio and declare a higher rate of
bonus than some smaller companies whose
rates are lower. lnspite of their higher
premium rates, their bonus declaration {s
not catching up with the pre-war level.
1f there is uniform rate for all insurers,
the keenness in competition will be real
and this will try to attract busingss
dependent upon the efficiency of sesvice
and the cost.

It is not difficult to have uniform rates
for all companies to follow. The plea-
sure of giving uniform rates should be
given to the Insurance Association,
Perhaps this suggests a novel proposition
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to be dealt with. If it is considered as
a responsivility that the Association vwes \
1o Soclety in giving uniform rates, then

the pictare of novelty will yleld to he an The Company

article of faith. The Association should ’W'" be "GPPY
also goheyond giving uniform rates. A 7 t0 insure with
research section should be conducted andf OF represent
the scope of insurance in India extended.
If the scope is extended, the bhenefit of
\ife insurance will pulsate in reality. in
the hearls of avery village.

- If the insurers are genuine in their | . : : ]
intents to reduce their expenses, there is
no difficalty in exploring the ways and ASSURANCE co".l‘n"

means. If the industry is to progress, (ro. to
unbridled expenses which are a ‘bon
noitre’ and a drag on efficient administra- ASSETS EXCEED

tion should be controlled, Controlling §Rs. 3,60,000,00
of expenses would mean integration of the e
field to the dictates of sanity. The indus.
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try will never pay with mounting exponses. __ASAN BUILOING, BALLARD ESTATE, SOMBAY .
If it does not pay, then it is the policy- GaNtraL maNacer P, U, PATEL, 0.a. a.com (.onD.)

_holders who stand to suffer and got muffli- o, Madhar, Memasiors, satens vtmbrame

{Dn). Madros. Mangaiore. Maduro Vijoyavode.

#d wp. This industry is a non-proﬁl
making industry, If this does not pay,
then the public whose interests are the
main concern will lose even the little
confidence they repose in it

SECURITY

We believe that from the Security of the
Policyholder comes the Seounty of the Insti-

It requir : tution, Our Policyhold
1’6‘ s'thq X 1?: t;o proclamation from house- | with us as revealgd oine;::rml‘:tr::: 'V.am‘:ir::
ps tha ¢ insurance agents are consi- Report. Our Whole Life & Epdowmens Poli~

dered as social pesis. 11 will be no sur- oyholdera sarn a BONUS of Rs. 8/- and Ra. 6/-

respectively sach year.
’g:?m" many of them have ot realised “BINDUSTHAN IDEAL'S” Representat
ey a ntati
o ; Yy are really zo, On top, the are also assured of a secured futuge underI;g:
gaoisation into whose fold they lie, Perpetual Renewal Commissions Plan.

1
akes 0o responsibility to imbue them with 1f you wish to secure your properties

.zeal ,Of service to humanity. The organi- aum;t the hazards of Fire & Accident and
sation itself requires thoughtful attention, :lr::;eel;g:::‘;; ggzn‘:‘u::;r;?::.c:umy In old sge,

As things move at present. it is a wasteful

organisation that is entrasted with the THB HINDUSTHAN lDEAL

task of procering basiness, that is res- |~nsurance Co., Ltd-,
poasible if the industiry has . net progres- (Incorporated in Indis in [833)

sed. So long the disease of waste is Masulipatam.

allowed to crib the eorganmismtfon, the Central Office; Post Bex No- 1601
industry will limp. It will remaini 1imp- - 32/33 lll(ll. V] . '-
ing till the morbidity of waste is Imi- . Muhlc:‘“l’. Street.

gated if not liquidaied.

Paper read on Fifth Aunnal Go cmu" ¢
South India Insurance Asmmzi- nc::ljl'yh'

General Manager: 8. RAMACHAR

Raising Your Sights o

Bv H. K. GUTMANN. C.L.U,,
Mutual Life of New York, New York, N. Y.

IFE insurauca is no business for
woakllngs and wastrels. The high
taroover rate among life insurance men is
due to the severe demands that life insur-
ance selling makes on those who would
rise above the average. What separates
the men from the boys? What are the
basic factors that are common to most, if
not all, successful life insurance men and
to which you must adhere if yom, too,
would raise your sights to the pinnacle of
an insurance sales career?

Our business is unique in many Wways
but it is very much like any otber field of
endeavor in its requirements for success.
Success means hard work, not laziness;
ambltlon. pot seif-satisfaction; concent-
tated effort, not shilly-shally perform-
ance; knowing, not guessing.

What then is peculiar about the life
insurance business that requires attribates
beyond those? I think you will find part
of the answer in the old saying: ¢*Build
a better mousetrap aand the world will
beat a path to your door.”’ ln most
businesses and professions it is relatively
true that success diminishes the need for
aggressive tactics, whereas in the life in-
surance business the public has mnot yet
come to the point where it will beata
" path even to the door of a life member of
the M.D.R.T. or a C.L.U. Ours remains
a business that requires a beating of a
path to our prospect’s door.

Because our work does require that we
continue to take the initiative constantly
and untiringly, 1 would suggest four
factors to you that are directly responsi-
ble for the relative mediocrity or superio-
rity of your life insurance achievements:

1. Self-defeating fears;

2, The dimensions of your prospectlnx
methods;

3. The orderliness of your business lifq.

4. Your sense of dedication to a life
insurance career.

Of these, the first and the last are res-
pectively a psychological barrier and a
psychological aid to your success, where-
as your prospecting techniques and your
ability to organige your business roulines
are mechanical methods and dlscipllnea
All four are peculiar to our work {n that
they are directly related to the ‘necessity
of seeking business, since rarely does new
“pusiness seek us. '

Self-Defeating Fears

What are these self—def\eating fears that
obsess the life insurance man who must
go forth and seek his market daily, who
must aggrossively and intelligently pros-
pect for new business and new clients?

1. The fear of public attitude toward
the life insurance business and the
life insurance salesman. ,
This fear is still very real despite in-
creasing acceptance of the life under-
13 -
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writer as a professional adviser, and 1t is
espacially prevalent among lower class
prospects who are contacted ia the main
by the beginner. It is a lag, a hangover
of recent decades when the compantes
made little or no altempt to setect sclenti-
fically, and handed out licenses indis-
éﬁmfnalely. Those grab-bag methods
are on (he wane, if not entirely eltminat-
{’3-' In addition, training procedures
within the companies, sapplemented by
C.L.U., are strengthening the posttion
of today’s field underwriter, There is no
sound justification for this fear. Time
overcomes it. Experience belitiles it.
¥ach of uvs must combat it by seif-hn-
provement, sincere and objeclhe selling
Wudt cotmséfling,” 4nd by tmproviag our
nbwiedge of home office operations.

2. The fear of self

. . This ia 3 fear of one’s adequacy. We
know it as an inferiority complex. It is
hoightensd by the fesling that tbe soli-
.citing of life insurance puts us in an in-
ferior position and by the vague general
{£seling that there is a stigma attached to
.selling life insurance, to askiug a friend
30 buy from you. Itis reflectad by a
veticence to make calls, a hesitancy to
say, “I’m in the life insurance business’’
when you are asked, for example, at a
.social gathering what husiness you are
.in. It is further evidenced by a fear of
. of non~-acceptance and by a fear of com-
_petition. Part of this fear of self is the
fear of failure, tbat we will not make the
sale and that, as a result, there will not
be sufficient cominissions at the end of
fhe week or month to meet the billa We

fear the resigned and questioning faces .

- of our wives as the days and weeks go by
- without a decent sale. We fear this
dependence upon day-to-day success, this
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constant pressure to get an application,
In all of this there §s a Jack of confidence
im one’s self, in one’s ability to tell the
life insurance story effectively and con-
Clusively.

How is this fear of self overcome? The
most effective antidote ix to look your-
self squarely in the eye and say to yours
self: *If I fear myself, 1 am licked, and
I will be a failure in anything else 1 try
to do. I must take a positive attitude to-
ward life insurance and a life insurance
career."’

This fear is avercome by doing the very
tasks the fear would keep you Froms
senjoyable tasks by the way, the task of
meeting new and different people in all
walks of life, in varying occupations, al}
of them potential friends and helpers.

M is a fear, this fear of self, that time
will Ukewise dispel and you must resolve
to give yourself the henefit of that time.
Time, objective selling, responsible ser-
vice, seif-development throngh study
will conquer this fear of self and build
you steadily and inevitably the self-con-

fidence and prestige that comes to the

career life underwriter.

3 'l'hq fear of the prospect

This fear is not necessarily a fear of
people. Many a candidate for this busi-
ness who gave evidence in his tests of an
extrovert, out-going personality and a
liking for people, turns out to havea
fear of these same people when they take
on the cloak of a prospect. This fear,
like the others, s overcome through the
realisation ‘that when yon actually get

. Gut and talk to people many . of them are

willing and even artxious to discuss their
life insurance problems lntolligenn‘y,
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that many people welcome the coming of
a woll-informed positive thinking wnder-
writer who will counsel in their inlerests.

There are other fears that besét life
fnsurance men and prevent them from
voulizing their full potentiarity, bat
fhese are the basic fears, Real or imagin-
ary, they can bhe destructive; therefore
they must be overcome. Yoa must fight
them daily, tooth and naH, yoa must do
a day’s work iu the face of these fears,
for a full day’s work will convince you
that they are mere imaginary thasa veal,
thut they are without substamce ia fact,
and easily -dissipaled with each wnew
client and each new reference. As the
wonths and years toll by you swddenly
find out that a few hundred people have
boaght from you and consider you their
life insurance adviser. The (ime will
come before yos realize it, sven before
you ave willing to accept the passage of
that time, that you have prestige as a
careor life under writer in your community,
that you bave a reputation for impartial
and balanced counselling, for objectivi-
ty, for honesty and for being well-ia-
formed and well rounded. Once in a
while your telepbone rings and a friend
of a client says he has heard about you
and woulit you favor him by reveiwing
his insurance with him. It will bappen
to you, 1 promise you, if it tasn’t al-
ready. No, it doesn’t come easily and
it doesn’t come ,overnight. It takes
fight and heartache, and tears, hut then
why should the life insurance business
be different from life itself?

¢4 °  Dimensional Prospecting

We have analyzed our fears apd found

| them wispy, ephemeral ghosts. Now we

are armed with self-confidence; we are
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strengthened by a positive attitude to-
ward a life insurance carepr as a way of
business life. We are raady and equipped
to tell the life insurance story to a prog-
pect who is more afraid of us than we are
of him. What is a prospect? Simple—a
person who can pay-pa:s-has a need —and
is accessible to you! Very guod so far.
But sot quite for encugh. What kind of
person? Pay bow much? Has how many
needs? Can he make others accessible tb
you?

These questions I raice are designed to
make you reflect on the qualitative aspacts
of your prospecting, 4s well as the
quantitative. 1 would suggest that yoa
give thought to the range and scape of
your prospecting, and that you prospect
not only horizontally, but also vertically
and in depth. Horizontal prospecting
would bhe prospecting for numbers of
prospects and our earliest efforts shomld
be directed to huijding a substantial pum-
ber of clients as a wide base-for the futurse.
Vertical prospecting wonld be prospeciing
apward to higher levels of prospects who
bave a greater capacily topay. FProspect-
ing in depth would be prospecting foi’
those men and women who have a variaty
of neede for life insnrance for personmal
and husiness reasops and for estate cog-
servation. This three-dimensional pros-
pecting gives perspective to your work
and builds toward a growing acceptance
as a career life underwriter.

In is not enough merely to see a lot of
people. More important than knowing
and seeing a large number of prospects is
how much you know about tham. There
are many important qualifying facts tbhat

_you can find out before you make a call.

There are many occasions when your
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center of influence—a satisfied client, a
friend, can give you valuable infermation
about a third party prospect. In busi-
ness situations the business associates of
a prospect or one of your clients ina
similar business, a Dun and Bradstreet re-
port, or even your banker, particalarly
fn smaller communities, can be adroitly
questioned, Nor is it difficult to estimate
a businessman’s income from hiz resi-~
dence or his apparent scale of living,
Freqeutly it is relatively simple 10 learn
a prospect’s family siatus, even the names
and approximate ages of his wife and
chjld;en. Proper qualification of a pros~
pect takes time, but it is time well spent,
aiding you as it does in raising the qua-
lity of the people you call upon, helping
you determine his apparent capacity to
pay and even giving you a clue to the
possible variety of his needs.

You will find, too, that in your read-
ing or studying or while Mstening toa
speaker you will frequently get am idea
that strikes you as applying to a specific
prospect. The more you know abont more
people the wider application yoo can give
to this new idea and it should lead you
to several sales, instead of only one. After
all, what you and 1 acteally sell fs not
life insarance, bat rather an idea that fits
a prospect. The idea solves the problem
of a prospect; the life insurance policy
is actually the vehicle that finances the
solution. Thus, by prospecting not onty
horizontally for numbers, but vertically
and in depth for prdspec(n with 'varied
personal and business needs and a greater
capacity to pay, you will step up the
quality of your clientele and with {t your
earning power. By thus rai;ing yoar
sights you move up the rungs of the lad-
der. You don’t pole -vault, you climb
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rung by rung, and 1 would caution you
out of my own experience that it is wise
not to take your foot off a lower rung
until you are sure of your footing above.
It is possible, and sensibls, to operate on
more than one level at the same time,
uniil you have sufficient background, am-
ple knowledge, and the necessary exper-
fence to withdraw your foot from the
lower rung completely,

Orderliness

Many successful producers and those
who specialize in the training of new
men will insist that SELF-ORGANIZA-
TION, the ability to control and chan~
uel your time and work, is the true and
most important single factor in a success.

‘ful life insurance career. Be ibat as it

may, it is sufficient that we al} recognisze
thay witbout this capacity to order our
business 1ife we are doomed 10 mediocrity
if not absolute fajlure., Here one should
be reminded of Alber: Gray’s *‘lowest
common denominator’’ for success in life
insurance work.  He said thay ‘*success-
ful men form the babift of doing those
things that failures will not do.*’

The life insurance career requires the
abilMy to do many things and 1o do them
well and at the right time. We are run-
ning a one-man business and except for
Some agency clerical and part-time secre-
tarial help in the early years, we have to
do most of the work ourselves. 1t is frue
that the best investment a 1life insurance
man can make is to emplay a competent
secretary, but that comes later. In the
early years it is an excessive and im-
possible luxury and as a result most of the
things that must be done, we must do
ourselves. There is the day’s work to be
planned each night taken from your
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monthly and weekiy plan sheets, there
are. lotters to write, illustrations ta. be.
planned, color.charts to bodrawa, policy-
analyses and work sheets for compilation,
new praspects to record, bLirth-day and
change of birthday cards to be arranged.
hnd followed, ‘‘apps’’ to £ill ont, policies
to record, policies to deliver, commissions
1o enter, lapses to follow, service calls
1o make, new husiness to seek, new people
1o meet socially, old ones to keep in
contact with, agency aand association
meetings. magazines to read, services to
study, community activity to returato
your fellow citizéns some of what they
give you, time for just tbinking and
planning, and time to be a husband and
father. It is all frightening and coanfus-
ing; it is fear-creating. And confusioa
and fear can drive you out of the business.
Confusion is dispellied by pianning and
by rigid adberence to the plananing.
First things are first, and you must know
where you are going and have a charted
route to your destination. I learned from
one of my company’s leading producers
very early in my career, tbe importance
of sittiag down by yourself and tbinking-
just thinking and plaoning.

To cume to your office of a morning
without knowing what you ure gning to
do that day is suicidal, Before you 1ake
care of a few routine matiers and some
cosrespondence, and gel around to play-
ing solitaire with your prospect cards, a
good part of the morning is lost. And
even assuming you do get a few names
together, you have not given yourself
time to think about that prospect nor have
an idea with respect to him that willform
the basis of your approach and sale. And
so your approach is a variation of a self-
belittiing *‘Do you want to buy any insu-
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rance, today?’’ This is what {s calied
asking the prospect the ‘‘fata] alternative’’
and 99 out of 100 times you’ll get the:
discouraging ‘‘NO’’ answer, You'va got-
té know where you are. going, .what :yon:
are going to say, and what he is going . to
say. Thia takes planning, self-organiz-
ation; it requires thought an your part
and then...... planned action, You should
work toward \he time when you make.
fewer aud fewer calls without a definite
appointment, so tbat your call is prepar--
ed by you and expected by ihe prospect.
It 1s a courtesy shown to bim which he.
appreciates and whick raises youin his
estimate and contiributes to your prestige,

Dedication $o Insurance Calling

" Omne could quarrel with me in that I
have placed the second of the two psy-
cholagical factors in the last place among
the four factors which are .basic to a
successful life insurance career, But no
one will quarrel with me when Isay that
a sense of dedication to the calling of
Mfe insurance selling and servicing isa
prime and necessary factor, Unless you
sincerely feel that the contract of life
insurance and the instilution of life in-
surance are infallible agents of social and
economic betterment, there cam be no
secure position for you in this work,
You will find that successful insurance
men may disagree on methods of opera-
tion, on thelr prospecting formulas, on
tkeir various techniques, but I can assure
you that you will find they have one thing
on which they are in complete nnanimity:
that the life insurance contract is thg
surest inatrument for the achievemen\ of
the protection and investment goals to-
ward which most men strive. I have not
said that it is the only instrument, but
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only that it is the surest, the safest, the
most unfalling. If yoau have gualified for

thés honor club withost the conviction:

which motivales every successful top
filght man, them yom have only to arm
yourself sincerely and honestly with this
fatth in your work to achieve even greater
success in every year of youwr life insur-
ance career. With it you can vanquish
the fears that can beset you; with it pros-

pecting becomes not a chore but an excite.

ing experionce; with it self-organization
is not a restraint on freedom but rather a
channéling of natwral enthusiasm. This
sense of dédication to life insurance work
and the living benefits that flow from it is
a lubricant for the meckanics of success,

George Bernard Shaw with typical
pointed humor, once remarked thas.

‘*youth is such a wonderful thing, it'sa
shame it’s wasted on young people.”” 1
bave a .parapbrase applicable to life in-
surance selling; experiemce is sach a
wonderful thing, it’s a shame it’s wasted.
on the old-timers! 1If only you who ares
ralatively new to owr wonderful business
conld return to your communities armed:
with the convictions I fee} for the varied
blessings of two decades of service tbere
would be no question but that youwr sights
wmould be raised. Sight is a mechanical
and physical thing, but vision comeafrom

within, from dedicaiion from inspira~
tion.

]
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Employee's State Insurance
Madtas Regional Board Formed.

The Madras Regional Board of the Employées" lstate Insurance '(‘}.o’t'p'm-ati“ou,i

caﬁstitnted by the Ministry of Labour, Government of India,

as an ad hoc body,’

waa insugurated by Mr. V. V. Giri, Union Minister for Labour, on the 12th Nov-

ember, 1933, at the Committes Room of the Madras Secretariat.

The Scheme is to,

be impieinented in Coimbatore District in the first instance.

function was attended by Messrs.

C. Subramaniam, A. B..Shetty, K. P.:

Kattikrishnan Nair and K. Rajaram aund
Srimathi Jothi Venkatacbellum, Ministers
of Madras State, Mr. P. Govinda Menon,
Minister for Labour, Travancore-Cochin,
official members of the Board representing
the Madras, Hyderabad, Mysore, Travan-
core-Cochin and Coorg Governments and
representatives of employers and employ-
oes. Dr. U. Krishna Rao, Madras Minister

$or Labour, is the ex-officio Chairman of

the Board.

Mr. Rajagopalachari said that he had
not expected to be called upon to take aoy
vocal part in the meeting. He wuuld ten-
der his best wishes to them. *‘All new
adventures,’’ the Chief Minister said,
‘meet with difficulties. We plan a priori
and we have to acquire expesience in the
first few years. So, we shounid not bhave
too much criticism, but must, so to say,
tolerate defects, imperfections and dis-
appointments, While 1 give my best
wishes, lot me also add that I hope these
welfare schemes under Government patron-
age will not choke tbe far more important
springs of compassion which, I trust, will
be kept up among those who can aftord to
belp in this matter. It would bea bad

bargain if we have ill-managed public
institutions and on thataccount all private
charity is closed down’’ ’

The Chief Minister emphasised that
employers, especially those  who woere
prosperous amoag them, should not ima-
gine that, because of the welfare schemes,
they should stop their own private, vo-
luntary efforts. _‘‘The best work from
your workmen,”’ he said, ‘‘can be got.
only when there is an exhibition, and
continuous exhjbition, of private charity
and belpfulness. This is what I would
Vike to say to those who are assembled
here and to those who have influence with
employers and industrial establishments.”’

Welcome Speech

Mr. K. K. Bhargava, Director-General
of the Corporation, welcoming tbe gather-
ing earlier, said it was his proud privi-
lege and pleasure to welcome them all at
the inauguration of the ad hoc Regional
Board to he set up in Madras under the
Employees’ State Insurance Act. As they
were all aware, he said, the Act was
passed in 1948, _bui unfortunately it had
not been possible so far to extend the be-
nefits of the scheme all over the country.
The scheme was confined at preseht to
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three areas, namely, Delhi, Kanpur and
the Punjab, while its implementation in
Calcutta City and Howrab District was
expected very shortly, In order to ex-
pedite the implementation of the scheme
in the remaining areas, he said, it was
very essential to associate the State Go-
v'ernmex_ns, employees and employers in
each region more closely with its work-
ing. ifegional Boards were, therefore,
to be set up uwader the Act. The ad hoc
Regional Board for Madras, which will
hold its first meeting that day, he said,
was one of those Boards and would look

after the administration of the scheme in .
the States of Madras, Andhra, Hyderabad, .

Mygore, Travancore-Cochin and Coorg.

" The Employees’ State Insurance scheme,
t’}ne Director-General said, was a venture
with which many parlies were associated.

In the central Corporation there were

Fepresentatives of the Central-Government,
the’ State Governments, employers and
employees, ' the ' medical profession and
Parlidment. At the regional level also,
the State Government, employers and
employees were associated with the
scheme. i

Contributions

Under the scheme, Mr. Bhargava said,
contributions were mainly made by em-
ployers and employees in accordance with
i)rovisions in the Act, Low-paid emplo-
yees, namely, those earning less than one
rupee a day, were exempted from payment
of contributions. Others paid 'a small
contribution, The Central Government
would meet two-thirds of the administra-
tive expenses for the first five years. The
State: Governments would be responsible
for making arrangements for medical care
and would share in the cost of such cafe,
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The benefits under the scheme, the
Director-General explained, consisted of
medical care which was in kind and cash
henefits in the event of sickness, maternity
and injury in the course of employment.
The sickness benefit consisted approxima-
tely of 7/12ths of the wages of the emplo-

yees and was payable for a maximtm:

period of 56 days in any continuous perind-
of 365 days, The maternity benefit was
payable at a gsimilar rate, but with a
minimum of 12 annas a day for a period
of 12 weeks in all, preceding and follow-
ing confirement. Both the benefits were
subject to certain conditions regarding.
contribution and, weuld, therefore, be-
gin to be payable afier about nine months
from the date on which the relevant pro-
visions of the Act were applied 1o any
area. :

The benefits in the case of employment
injuary bad no contribution conditions at
411, he said. They were payable right
from the day the scheme was applied in
foll to any area, They consisted of tem-
porary disablement benefit, which was
approximately at the same rate as sickness
benefit, but was payable for as long as
temporary disablement continued. In the
event of total permanent disablement, a
pension for the whole of life, at the same
rate was granted. For permanent partial
disablement, a proportionate amount de-
pending upon the extent of 1oss of earning
capacily was payable, in the form of
periodical pensions.

In the event of the death of an emplo-
yee, on account of employment injury,
his widow and children would also receive
periodical pensions, The pension for the
widow was payable until death or re-mar-

' riage, and that for children until the age
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of. 1§.or, if education continned, up to
the age of 18. If no widow or children
were left, pensions might be paid to other
dependants also,

Medical Aid
Mr. Bhargava said medical benefit was
available to an insured person from the
very first day of his coverage under the
Act. At present,. medical care and treat-

ment was being provided in Delhi and -

Kanpur through State Insurance dispensa-
ries which had been set up for the purpose.
In the Punjab, however, the panel system
of providing medical care had been adop-
ted, under which an insured person was
free to choose his own doctor out of the
panel of selected doctors, The West Ben.
gal Government also intended to adopt
the panel system. Medical care included
free supply of all necessary drugs and
appliances as well as in-patient treatment
in hospital in serious and emergent cases.
If the sick person was not able to come
to the dispensary he was also entitled to
free visits by the doctor at his reridence.
The State Governments, in consultation
with the Corporation, woutd decide
whether the service system or the pane)
system would be adopted by them.

The regional admiaistration of the
scheme, the Director-General said, was
done through regional offices which had
been set up at Delhi, Kanpur, Calcutia,
Bombay and Madras. The regional office
in Madras had been workiag for about
two years now. Cash benefits were to be
paid at local offices which were to bhe set
up by the Corporation in various labour
areas so that workers might conveniently
put in their claims and receive payment.
It was intended to delegale to the Regional
Boards certain sxecutive powers so that
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the day-to-day. work might be done more
oxpeditiously. It was hoped that a more
intimate association of local interests
with the detailed running of the scheme
would enable it to function with much
greater efficiency and smoothness, The
advice of the Regional Boards would be
very helpful to the Corporation and th'ef.
Standing Committee in formulating gene-
ral policies about the scheme. N

A' New Venture

" The Directur-General, concluding, said
that the ‘Employees’ “ State Ingurance sc-
hemd was a new venture, being the first of
its kind in this part of the worid. Its
success depended very largely on.the co-
operation and guodwill of all the interesty
concerned.  Employers, employees, tha
medical profession and the Government
had all to play their role.  There.was no
doubt thal the benefits granted at present
under the Act would be improved if honest
ahd economic working could be ensured.
But any tendency to increase the benefits
or the expenditure without assessing their
financial resources in the light of experi-
ence might prove disastrous. On behalf
of the officers and staff he arsured their
best efforts and unstinted loyalty to make
the scheme serve the interests of the peo-
ple for whose benefit it had been introduc-
ed so that the benefits could be .increased
sooner rather than later. They were
grateful, bhe said, to the Union Labour
Minister for having agreed to inaugurate
tbe first ¢d hoc Regional Board in Madras,
His personal interest in such welfare mea-
sures were 8o well knowwp and they in the
Corporation had every hope that with his
blessings, the scheme would make great
strides.
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Mr. V. V., Giri’s Address

" Mr, Giri, before inangurating the meél-
fag, said that it was their good fortune
that they had amidst them Mr. Rajagopa-
lachari one of the greatest and important
leaders’ of the country. He was one on
whom they coald always rely for advice,
guidance and even dictation.

The Union Minister said he had heen
associated with the trade union move-
ment for a long time and it was but natu-
ral that every new endeavour to improve
the lot of 1abour was for him the realisa-
tion of yét another of the many dreams
‘which be had cherished all these years.
A new venture of such magnitude, affect-
fng nearly 25 lakhs of workers arid bene-
fiting sooner or later at least three times
that number of dependants, he said, re~
quired a.great deal of preparation and
plauning in the early stages, but even so
he would not conceal from them the fact
that the schemve had encountered many
difficutties; both from within and from
withont, which had considerably slowed
down {ts progress.

Phased Implementation
. Me, Giri said it was obvious from the
beginning that the scheme could be imple-
mented only in atages, and all their efforts
were directed towards evolving a properly
planoed and phased programme of imple-
mentation. They chose Delhi and Kanpur
for a start and were on the point of putting
the scheme into force when employers
pleaded that tke burden of implementation
of the scheme would place the industry in
those places under a competitive bandicap.
A solurion was ultimately foond which
was (o disiribate the burden of the em-
ployers’ contribution among all employers
in the country. The Act was accordingly
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amended to provide for the cultection of
an employers’ special coutribution during
the period required for completing the
process of implementation:throughout the
country.

The scheme which was introdaced in
Delhi and Kanpur in February 1952, Mr.
Giri said, was extended 10 the Punjal, in
May 1953. They had been anxivusly
working for the :rapid extention of the
scheme to the rest of the country, but
there had bean mapy unexpected difficul-
ties. Besides empivyers and employbel.
who were the main contributors to the
scheme, and the Central Government,
which was entrusted with overall control,
there were two other parties whese active
Co-operation was necessary. ‘These were
the State Governments and, under the
panel system, the-panel of doctors. The
provision of medical care for insured per-
sons uader the scheme was the responsibi~
lity of the State Governments., They had
also 1o bear a part of the cost of provid-
ing medical care. Sometimes State Go-
vernments felt that one-third share of the
cost of medical care, which they were
called upon to hear, was too much for
them and that an effort should be made to
pass on a part of the hurden to the Cor-
poration. The Corporation and the Cent-
ral Government had then Lo embark on the
prolunged - process of convincing the State
Government concerned through facts,
figures, persuasion and entreaties, Afier
the State Government's co-operation was
assured, there were many arrangements 1o
he made and details to bhe worked owut.
The State Government bhad to make reason~
ably satisfactory arrangements for the
actual rendering of medical care. In
‘some  States, it was not immediately

Noveuser 1933)

passible, for lack of facilities to intro-
duce the service system. In thase States,
the possibility of resorting to what was
called the panel system had to be explor-
ed, which was not an easy matter eitber.
Panel dociors, who were not fully aware
of the use to which contributions were
being put ur were propoused to be puty or
of tbe additional burdens which were
steadily being placed on the Corparation,
were inclined to feel, and often to express
themsel ves quilé strongly., that the pay-
ment proposed to be made to them was
meagre. Thus, he said, there were nu-
merous difficnlties to be overcome before
the scheme could be introduced inm all
States. All this would take time,

~ «t will be one of the maiu duties of
the Regional Board,”” Mr. Girl said, *‘to
ensure that better progress is made in the
implementation of the scheme throughout
the country and that a better standard of
service and sailsfaction is rendered to
workers.'” A considerable measure of
decentralisation bad been envisaged and
it was earnestly hoped that the activities
of the Regiopal Board would lead to more
expeditious handling of the mauny details
that arouse in the day-to-day adwministra-
tion of the scheme. He hoped that, with
the co-operation of all the interests re~
presented on the Regional Buard, there
would be rapid progress in the implemen-
tation of the scheme ia this State. This,
he safd, was particularly important as
smployers in this region, as elsewhere,
wers paying the employers' special con-
tribution without at present getting any
direct return, and it was only fair that
the period of payment without benefits
should be as brief as possible.

Panel System
Many of them were no doubt aware,
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the Union Minister said,: that the iraat-
ment now provided uader the Employees’
Stiate Insurance scheme was on what was.
called the gervice system., State Govern-
ments had opened special dispsusaries and
had employed full-time doctors, with no
right of private practice, to provide treat~
ment (o insured workers Such an arrange-;
ment might not always bs possible, at
any rate, in the early.stages of the imple~
mentation of the scheme in places, where.
existing medical facilities wers inadequata
and there were large conceatrations of
workers. In those pilaces, the possibili=
ties of what was called the panel sysiem,
had to be explored. Under the system,
private medical practitioners were select=
od L0 provide treatment to insured persons;
Au insured person was entitled o select
his ductor and to that extent derived.a

satisfaction which was daenied to him

under tbe service system. . Paymen} 1o

doctors was made on the basis of a capis»

ation fee per insured person per anauly, -

It was unnecessary for him, Mr. Giri
said, to go ioto the comparative merits
or otherwise of the two systems. Each
had its advantages and disadvanlages.' If
the tendeacy to save on medicines was,
sp to apoint, inevitable under the pauel
system, there might be greater scope for
sympathy and understanding under it thag
under the service system. Apart from
arguments based on the intrinsic merits
of the two systems, the choice of the
system might depend, in the early slages
of the implemseantation of the scheme,
largely on the medical facilities available
in a Siate and the speed with which ar-
rangements could be made to set up the
service system. Aill these were compli-
cated matters requiring careful study and
organisation, He was sure the Regional
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Board would render valuable advice to the

Stale Government and the Corporation tn
this and other matters,

- The Union Minister, proceeding raid
that a number of progressive employers
had been providing medical care aod
treatment of a high standard to their
employees and somelimes even to their
families. On the introduction of the
scheme, the State Government would take
over the responsibility of providing me-
dical care to insured persons. In order
that the existing arrangements made by
employers might be fuily utilised even
under the scheme, the Corporation had
been considering the question of utilising
the facilities provided by employers on
the basis of suitable financial arrange-
ments, They had come to certain tenta-
tive decisions which were under discus-
sion betweon the Corporation and the
various State Governments. Any sugges-
tions which_ the Regional Board might
make on the subject, he said, would no
doubt be found extremely useful.

* Mr. Giri said they now bad the ex-
perience of the working of the scheme in
Delhi and Kanpur for a period of over
one and a half years and in-the Punjab for
a period of about six months. The prin-
cipal cash bensfits under the scheme,
namely, sickness beuefit and maternity
benefit, became payable in Delhi and Kan-
pur from November 23, 1952, and would
become payable in the Punjab from the
middle of February next. Their experien.
ce of cash benefits so far -was thus very
1imited both in respect of time and-.area,
On the whole, however, sach experience
as they bad in respect uf cash benefits
had been favourable. The payment of
cash benefits had generally given satisfac-
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tion to insured persons, The claims made
had not been unduly high.

_In regard to medical care, however,
complaints had been more numerous, the

Union Minister said, presumably because

medical care was comparatively a subjec-
tive matter. It was not always possible
for a doctor, whether he be a service-
doctor or a panel-doctor, to prescribe the
course of treatment which the patient
considered was necessary for him. It
was here that the building up of mutual
trust and confidence hetween the doctor
and the patient would go a long way to-
wards ensuring contentment and satisfac-
tion. This necessarily took time, but he
was sure that as time went ovn, doctors
serving industrial labour would develop
the necessary sympathetic vutlook efforts

" were also being made to improve medical

care in those respects in which {t had
heen found wanting. For example, in
Delhi, he said, proposals were under
consideration to provide parl-tiiﬁe speci~

alists for the purpose of looking after
insured persons.

Hospitalisation

There bad been demands that hospitali~
sation sbould be provided under the
scheme to a groater extent than hitherto,
Mr. Giri said. The C()I’p()ralinn considered

.the matter last vear and decided that

eftorts should be made to provide hospita~
lisation on the scale of one bed for every
1,000 {nsured persons. It also considered
the question of provision of medical care
for families which under the Act conld be
provided at the request of the State Go~
vernment. The Corporation intended 1o
provide medical care for families also,
but in order that the cost might remain
within the resources available, it might
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be necessary te prescribe some qualifying
counditions and to resirict medical care
mainly to out-door treaimeot.

lo view of the hitherto slow pace of
implementation of the scheme, Mr, Giri
said, the Corporation had found it possi-
ble to effect appreciable savings, which
bad, for the time being, been invested in
Government of India securities. He had
a strong feeling, however, that the proper
way of utilising those surplus funds would
bewto divert them for the coastruction of
hospitals or annexes to existing hospitals
for insured persons as early as possible.
The Corporation was already examining
bow this could be done. ln order that
the limited funds available might be utilis-
ed to the best advantage, he felt that
where possible annexes might be added to
existing bospitals and that separate hos-
pitals should be set up only where there
was a very large concentration of indus-
trial workers,

Mr. Giri said it was highly comforting
to him to see that the Chairman and mem-
bers of the Board had willingly come for-
ward to shoulder a portivn of the burden
which had hitherto rested, he must con-

" fess, somewhat too heavily, if not un-

easily, on the Centre. ‘‘lLfeel, however ',
he added, ‘‘a world of cautioa seems more
than necessary from what 1 have seen and
heard of the scheme ever since 1 joined
the Central Government. There have been
many internal weakuesses in the Corpora-
tion itself which we are striving to re-
medy. The Central Government themsel-
ves cannot deny their share of responsibi-
lity for the slow progress made by the
scheme so far, but perhaps it is no use
trying to apportion blame. All our
efforts from now on should be concentrat-

7{5&:\,&'3\“
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od on speedy and adequ
of the scheme’’. :

smployers who had been paying th¥spe
contribation all these months had reason
to be restive and added, ‘It is our duty
to allay their misgivings by giving con~
crete evidence of our ability to implement
the scheme and thus to give due return for
the contributions they are now making.
If we allow legitimate discontent to sim-
wmer too long, or atitempt to ignore or
smother it, we shall certainly not be
serving the cause of social security in the
country. 1f we do not pull ourselves
together and rise to the occasion, I am
sure that the social security scheme will
receive a serious setbaék, from which re~
covery may bhe difficult for a long time to
come’’.

Mr. Giri stated he knew that workver’s,
and more often interested groups purport-
ing 10 act on behalf of workers, had com-
plained of the unsatisfactory standard of
medical care provided by the Corporation.
*I shall not deny this charge’’, be said,
““for it is possible that the administration
of medical care has not always come up to
expectations; but while the Central Go-
vernment as well as the Corporation will
be quite prepared to receive and consider
every constructive criticism, workers will
not be serviag their own cause by allow-
ing themselves to he made tools of for
criticism which is either destructive -or
made with ah ulterior purpose.

““Let us rememb;r”, he urged, ‘‘that
every mighty accomplishment has had its
humble beginnings and that it is for every
one of us to nurse, rather than choke, the
new-bora if we intend it to achieve some.
H 2l
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thing big and worthwhile in the years to
come. 1 wish the Regional Board ged-
speed in its work’’.

Dr. U. Krishon Rao, propesing a vote
of thanks, said that it was planned to
implement the' scheme in Coimbalore
district, ‘‘In the whele of oux State,’’
ke added, we have 1,441 employers with a
total number of 2,22,283 employees. At
Wi present moment, we propose to im-
plement the scheme in Coimbatore which
has 100.employers aad 36,000 employees,
The medical benefits would consisi of
eut-patient treatment in dispensasies,
specially to be set up, free domiciliary
visits where house visitations are warran-
ted and in emergent cases free hospitali.
sation in recognised bospitals, All
medicines would be given free of cost to
the workers. In the case of maternity,
aate- and post-natal care would be pro~
vided. The entire medical benefit is to be
organised and prbvi‘de(t by the State
Government, although a major portion of
the cost thérecf would be borne by the
Corporation.  Cash benefits would be
paid by the Corporation by establishing
small local offices in the various locatities
and places where the scheme is imple-
mented.

Referying to the question whether the
panel system or the service system would
be better, Dr. Krishna Rao pointed out
that in Kanpur and Delhi the service sys-
tom had been found to be more advaatage-
ous, Porhaps it wowld be better to as-
sociate private practitioness with the
scheme for the full utilisation of existing
medical personnel.

Payment to doctors.
There had been some difference of
opinion between the Indtan Medical Asso-
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ciation and the Corporatior with regard
to the amount payable to dectors fer each
insured persow. The Indian Medical
Association had held that the fee proposed
to be pald was quite inadequate for cove-
ring the expenses which a doctor would
have to incur and the time he would bave
to- spend: on cases that would come up to
him. There had been a difference of
epiniou with regard to the sickness rate.
But this would have to be worked out
amicably, “Having for many years worked
as the President of the Indian Medical
Association’’ Dr. Krishna Rao said. *‘l
find myself in a rather embarrassing posi-
tion to-day as } have heen called upon as
Minister of Labour to administer the
Employees’ State Insurunce Act in this
area. } am, however, sare that, for the
successful working of this Act, the good-
will and co-operation  of all - ie mecessary,
and 1 hope that I will have that in aa
abendant measwre.’’

Doubts had been expressed, the Minis-
ter said, as to the provision for hospita-
lisation of serious cases and the adminis-
tration of costly medicines. But trust
begot trust and it was in that spirit he
proposed to answer these difficulties.
These are problems,”’ he added, *“*which
the Regional Board will have to consider
and give their recommendations I have
necessarily a dnal role to perform, one as
Chairman of the Regional Board giving
‘advice to the State Governments and ano-
ther as the Minister of Lahour with the
duty to implement these recommendations,
I hope I shall not find' them inconsistent
or contradictory. I do not at the present
moment propose to commit the Madras
Government in any manner whatever. But
1 can assure those present here that with
the help of my colleagues, I shali do my
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best to see that this Act is worked in a
spirit of co-operation and harmony. That
is the essence for 1th success.'” :

Mr. S. C. C. Anthony Pillai, quaking
on behalf of employees, .referred’ to the
special contributions already made by
employers without any benefits Lo employ-
ees so far and urged that the scheme should
be implemented by the State Government
without delay. While assuring the co-
operation of employees in the implementa-
tion of the scheme, he feit that the Cent-
ral Government should put pressure on the
State Government to take it up early.

Mr. C. S. Ratnasabapathi Mudaliar said
that be did not think there would be much
difficulty about the system of medical ser-
vice to be adopted under the scheme. They
had already honorary medical men in
hospitals and he did not understand why
medical mea should demand a higher sate
of payment. He hoped that medicat men
would co-operate in the working of the
scheme and assured Mr. Giri of the co-
operation of employers.

Meeting of Board

The Board, after a brief interval, held
fts first meoting to discuss the scheme to
be inaugurated in the Madras region,

The Regional Board reviewed the pro-
gress towardy the implementation of the
emplayeas State insurance scheme in Mad-
rag region and passed a resolution recom-
mending to the State Governments to take
steps ta implement the scheme at least in
one centre in each State before the end of
1934,
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The Board also approved the outltnes of
a scheme by which medical facttties pro~
vided by progressive emplayers can be
utilised by agreement between the State
Governments and the employers for the
purposes of the scheme.

As regards the system of medical treat-
ment, the Board felt that the State Go-
vernments should take the decision taking
into consideration any views which or-
ganisations of empluyers or workers ma¥y
like to express on the subject, "It iy in-
tended to implement the scheme in Colim=
batore and suburbs as early as possibla.
It is likely that the scheme may ba imple~
mented in Coimbatore by April 1984,
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‘News

Endowment for award of prize

Mr. T. V. Raghaviab, General Superin-
tendent of Branches and Ageacies of the
National Indian Life Insurance Company,
Ltd., has granted a sum to the Andbra
University, the interest on which amount
will be awarded in the shape of Prize
Books to any successful candidate appear”
‘ing in the B Com. Final Examination of
that University taking Insurance as Op~
tional subject under part 111, The tertms
and conditions of the Award are: .

‘The Prige-shall be called the Sri T. V.
Raghaviah lnsurance Prize: .the Prize
‘shall be awarded in the shape of books
annually at the Convocation the candi-
dates, who, in passing at the first appe-
arance, obtain the -highest number of
-marks in Insurauce taking as optional
subject under part 1iI at. the B.Com.
Degree Final sxamination; the Syndicate
shall have the discretion not o award the
prize in any year, if, in its opinion, none
of tha candidates deserves the prize; in
the event of the prize not peing awarded
in any year, the unexpended interest shall

be added to the corpus of the fund: the
" Gapate shall have powsr, consistent with
- the intention of the donor, to make such
changes- in the- conditions of award as
‘pew circumstances may render necessary.

Oalcutts Insurance Limited

We note with pleasure that the Dethi
Branch of Calcutta Insurance Limited is
now housed in its own new promises at

1deaily situated petween Old and New
Delhi as would suit the convenience of
the dwellers of both the old and the- new
city, tthas attracted sach goed tenants
as Reserve Bank of 1ndia, Blackwoods
India Lid., Karamchand “Thappar & Bros;,
Ttd. etc. Besides accommodating fts own
offices as would enable the Cowmpany to
render efficient service to its policyholders
and other constituents, it will also earn
a fair return on its investment. ' We con+
gratulate the company and particularly
its Director-in-charge Mr. K. C. Das “for
the judicious selection of ‘the sits and its
venture in constructing a modern Buoil-
“ding at tbe capital city of India.

Indian Insurance Institute ~

On the occasionm of exchanging
Bejoya Greetings, Sri. H. K. Sen, . M.SC.,
F.¥.A., President, Indian Insurance insti-
tute arranged a Tea parly at tbe Com-
mittee, Room of the Bengal National
Chambre of Commerce, Calcutta on Wed-~
nesday, the 11th November, . 1953. - A
large number ofpromineat Ipsurance wmen
of the City were lassembled. Sri B. N.
Showdhury and Sri S. Carkhel . were all
attention to the guests. :

“Buy Indian Insurance’”

Insurance is one among those.very fow
trades and industries ia this country
which can claim the privilege of serving
\be nation well. This is truly the trade
of the nation for the nation and fun by

B19, Delni Ajmeri Gate, New Delhi. the nationals of the country.
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Insurance in India has really achieved
much though it has not as yet touched
more than the fringe of the country., It
is the one trade which is throbbing with
a remarkable vitality. It bas fought,
survived and thrived against tremendous
odds. The trade itself is about seventy
yoars old and that itself should sgeem to
be rather significant when it is considered
that ft might have died at birth. It may
now be a matter of history but the fact
remains that even as a baby in the cradle,
jnsurance in India bad to fight the com-
petition of the gigantic strength of the
foreign insurers.

The most distinctive feature in fact of

our insurance is that it never had a free
ran in the country while its counterpart
in the foreign countries had a long initial
period when there was no intrusion in
their domestic market. The growth of
insurance in those places was free; ours
had to fight for life and to live. REven

*mow the fight- continued and even now
when Indian insurance is gaining ground

" it is losing a good slice of the business to
outside competion,

The condilions have thus heen difficult.
" But the progress of our insurance has
nevertheless been delightful. The trade
has fought and flourished as would be
evident from the following year (0 Yyear
figures of increasing new business done
by the kndian Companies;

New business of New business of Non-

Year Indian Indian
Companies Companies
1928 1551 Crores. 12°25 Crores.
1033 = 2400 ,, 900 ,,
1039 4251 ,, 409
1040 3232 ,, © 379,
1941 4314 537 .
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New business of New business of Non-

Year Indian Indian

Companies Companies
1942 37'89 Crores. 6:36 Crores,
1943 6524 ,, 9:18 "
1944 95-20 ,, 1110 "
1945 122°78 ,, 12 60 "
1946 13143 |, 12 84 .
1947 114°1 . 12°3 ’
1948 107 7 »s 12'0 "
1949 123°1 . 12°2 .
1950 1184 v 13°7 »
1951 126.12 16°46

There is satisfaction in - these figures:
More than that, there is hope in them.

Insurance, however, heing internationat
in character, it is quite likely that these
figures will be compared with those of
foreign insurance and found wanting.
But that should notand need not be. a
criticism of Indian insurance. Progress

‘of insurance depends on individual pros-

perity and if the figures of the foreign

‘insurance companies appear to be so in-

comparably bigger, it is hecause ‘the per
capita incomes in those countries are so
incomparably higher than ours,

" But, all the same, nothing can prevent
Indian Insurance from attaining the same
or a greater stature than that of i1s
foreign counterpart. With ‘‘effort, ex-
pectation, and desire.’”’ Indian Insurance
is well on the way of *something ever-
more about 1o be.’” 1t has pleasing possi~
bilites and its to-morrow’s are bound to
be brighter than the to-days. ONLY 1T
NEEDS SUPPORT OF THE COUNTRY-
MEN. With their support, insurance can
easily challenge the might of {nsurance
in other places,

Ours may hs a poor country but this
to a great extent is offset by the vastmess
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of its sise. Ous incoms per head may be
low bat tbere is no dearth of heads io
our country. . If little drops of water can
make the ocesn, even the smallest pur-
chases on an extensive scale can give our
fnsurance a stately staturs. If only a
fair percentage of our people would take
fnsurance, the size of vur trade would be
as big or higger than that of others.

The service of Indian insuranceis yours
just for your support. So far, insurance
in the country has received the support
of the upper and middle classes of the
society. Not that the support could not
be’ more generous in wmeasure. S, it
bas been there to sestain Indian insur-
ance in 1ts forward march. But unfortu-
nately our village fulks have so far been
rather slow in accepting the henefits of
insurance. They are mo less patriatic
than the city dwellers. But somebow
they have not been persuaded to purchase
the security which insurance can offer.

They are exaclly the pedple who need

fnsurance most. They also have purchas-
ing power at the present moment. If they
only could be initiated to the benefits of
insurance it would give them stability
and the trades an undreamt of prosperity.
So far trade is concerned, it has been
doing its best to carry the message of
insurance to the far corners of the
country, and it is to be hoped that it wily
meet with a response. The common men
and women of India are gaining a new
gense of dignity. Tbat dignity must have
a solid foundation. Insurance can alone
provide it by giving them freedom from
want.

s« Insurance is the Anchor of Home. The

Death-Blow to Poverty and ?"he

Back- Bone of Prosperity. = .
[Reprint - Indian Insurance Institute Bulletin)
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_ Oanars Mutual Assurance Co , Lid.
Mr. Henry E. Niles, Vice President,
Baliimore Life lnsurance Cﬁomp_aqy;‘ of
U.S.A., before leaving \(qi’l‘l;n‘y“fotl ﬁ;fA._
flow from Delbi to Bajpe (Mangalore)
and reached Udipi, the holy place of
pilgrimage on 21st November, 1953
accompaixi_ed by Mrs. Niles. They spent
about three days in Udipi as the guests of
Sri T.R. A. Pai, Managing Director of
The Canara Mutual Assurance Company,
Lid. During his stay Mr, Niles showed a
motion picture depicting the operations
of various Home Office Departments of
the Baltimore Life Insurance Company, to
the Directors and Head Office staff ‘mem-
bers and friends of the Canara Mutual
Assurance Company, Ltd., Udipi,

" Lakshmi Insurance Oo, Ltd,, ~
Mr. 4. M. Khosla on tour-.

Mr. A. M. Khosla, the Development
Officer of the Lakshmi Insurance Co,
Ltd., made an extensive tour during
November and he arrived at Madras on
the 12th. He visited ia the courss of his
trip, wany important organisation cea-
tres of the Company in the South; the
places visted by him included Bangalore,
Trichy, Madura, Trivandrum, Quilon,
Trichur, and Cp_imba(ore.' During the
month end, he left Madras for Calcutta
from where he will reach the Head Office
during the last week of December.

Kanpur Insurance Institute.

The inauguration ceremony of tihe
Kanpur Insurance institute was performed
by Sri S. D. Srinivasan, M.A, F.L.A.,
President of the Indian Life Assurance
Offices Association on 20—10—1953. In
the coursa of his address, he gave a lucid
exposition of the present day insurance
problems. -He was entertained by the
Members of the Institute at a Tea Party.
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" Book Reviews =~ T

ORIENTAL NEWSe+ANNUAL REVIEW
SUPPLENENE,  Septembes, ' 1953.
Edised apd publisbed by - Me. P, 4.8,
Mani for the Oriental Government
Security Life Assurance Co., Ltd.,
Orieptal Bpildings, Bombay. 1.

The Orisntx! Goverpment Security Life
Assurance Company, Limited, Bombay,
is publisbhing a quarterly Journal,
“‘Oriental News’’ from Ocsober, 19%2,
mataly for the information of and cir-
culation amongst its members and that of
ite Submidiary, Orfontal Fire and Genera)
Insusance Co., Jdd., The particylar
issne now under revisw, trps o the title
it bears, contains mach material abowt
the progress the Institution has made
particuiarly in 1952 with details of its
growth since inception. The opening
page of the issue contains a small article
on ““Insurance in & weifare Siate’’ which
§s worth reading by every cilizen of a
‘i‘esponslble State. The first sentence of
the article reading, ‘‘The dignity ard
the financial s{rengih of 4 nation must be
measured by the dignity and the indi-
vidual finances of tbe people who make up
ghat nation’’ is itself enough to lay stress
on the importance of *‘Life Assurance’’
thvosgh which alone such a digmified
status can be achieved. Next, Sir Per-
shotamdas Thakurdas’s address delivered
at the 'Seventy-e¢ighth Ordinary /General
Meeting of the Shareholders and Policy-
tolders of the ‘‘Oriental”’ on the 29th
July, 9953, isvaproduced in fall. Jn the
ffollowing pages, Oriemtal’s’’ history-
the circumstances that led to its forma-
tiom, its gnowih, ils organisation, its
service, iis present satature, financial
jposition, its leading producers of busi-
ness etc., is presented in such an excellemt
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smianner that it Hidy very well serve a3 3
model publication.  The descriptions,
statistics, charts, :gwmphs, and photor
Braphs listad hqp, ia-a prot’adp 8 89
charauodulca‘ny ciuplq ‘dBrach ine
formativp that it wifl ppeduce 3 lasting
impression on the mind. The cover i
attractive, combining art and utility, and
the Journal as a whole is well printed and
neally got up. - ln fiog, the issue beary
ample jestimony to the achievemenis of
the Institution and the services it cayp
render towards building and melntainiog
the economjc we)l~being of owr country-
men, Qur congralulations to Mr. L. S,
Vaidyanathan, MA, F.1A., F.5.8., {.P.,
Manager of the ‘*Orfsntal’’ and the Editor
Mr. P. A. S. Manj, who haye brought to
bear og this dssw their mature all-reynd
scholarship and sxpesience,

Mr. B. B. Dotto

Ms. B. B. Dotto, Secretary, Police
Co-operative Life Insurance Society Lid.,
wpat to Patna on dhe 3Pth ‘Oétgher fast
and sptyrned Lo Calcatis #u ihe J44h
November after an exteasive 4our ia &Q
State of Bihar.

While at Patna Mr. Dotto interviewed
the ILmapector—Gemeral of Pollce, Mr.
M. K. Sinha, B.A.1 P, and the Asst. 4nse
pector-General of Police, Mr. A. K, Ghosh,
M.A, 1.P., and discussed with them ip
connection with the betterment of 4he
business of the Seciety. He also ifmter-
viewad Mr. T. Ghash, BA., & ., Princi~
pal, Rolice Training Callege, Hazirahagh
in cannection with the Life Insurance of
the cadets.

On the 10th Novembar, 1953, night &
Dinner Pazty was sexangad in banour of
Mr. Dotto by Mr. Digamber Saran Sinha,
Inspector of Police, C.1.D,, S.B., Patnp
‘which was largely attended.
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SENTINEL
ASSURANCE Co., Ltd.,

(Estd, in 1934)

B. 0: BOMBAY.

- Transacts

LIFE. FIRE. MARINE. MOTOR|

AND MISCELLANEOUS -
) Inmrinco Business
BRANCHES AND AGENCIES THROUGHOVT
INDIA.

Madras Branch:
27, Mooker Nallamuthi Chetty Street,

G. T. MADRAS.

| STERLING GENERAL

‘MEN'S . COMPENSATION, . AVIATION.

"I MADRAS, VIJAYAWADA, AND COLOMBO.

"THE .

INSURANCE CO., LTD.,
(Head Office: NEW DELMI)
Controlling Office for South Indis & Coy‘o«
Ne. 10 Linghi Chotty Street, €. T ﬁbu‘l

Pald-up Capital; Rs. 12,80000
. E Transacts:
I.lF!. FIRE, MARINE, MOTOR, WORK-
'ILDILITV GUARANTEE, ALL ARISKS [ 4 1]

Branches in South India at:

COCHIN, COIMBATORE, BANGALORE,
MANGALORE. MADURA, KUMBAKONAM,

The Leading Aviation Insurance Company of
India.
Apply for particulars to:. '
K. S. RAMAMURYII, M.A.,
Deputy General Manager.

THE ANDHRA

INSURANCE CO., LTD.

Head Office: MASULIPATAM.
: (Estd. 1925)

ANDHRA marches forward with a sound and
steady record of satisfactory service and
with an unassailable financial standing.

19583—-O0Our Valuation Year
Last Valuation Bonus Rs 9/- per Rs. 1000 per year,

Total Basiness in force exceeds Rs,’ 10 Crores
Total Funds exceed 2

Tota) Assual Income exceeds - 60 Lacs

Transacts LIFR, FIRE, MOTOR, MARINE
and all other Classes of Insurance.

Our Madras Office :

_ “Andhra Insarance Buildings"
837, 'nnmbu Ohetti Street,

Offices all di’voi-'lttd!u.

New Business completed in 1952
OVER Rs. 4.26 CRORES.

BONUS.
per thousand

Whole Life Rs. 44/-
Endowment ... v 36/-

(On current preminm rates for
quadrennium ending 1881) -

BHARAT

Insurance Company Ltd.,
DELHI

(Branc;hes 8 Agencies allover India,
Ceylon 8 Br. East Africa)

BRILLIANT
TRADITION OF
STEADY
PROGRESS.

WINte waig ohese

'WESTERN INDIA

 LIFE INSURANCE Co. Lin. J
SATARA. ’

PROGRESS: New Business Rs. 2 Crores 70 Lakhs.’
SERVICE: Claims Paid Exceed Rs. 2 Crores
SECURITY: Assets Exceed Rs. 6.20 Crores
POPULARITY: Over 1,580,000 Policyholders
ECONOMICAL MANAGEMENT: Renewal Expense Ratio 127,

Highly remunerative openings for ambitious and influential persons

V. | H. KHADILKAR, B.A., B. COM.. Branch Manager,
Purushotha.m Bldgs., Mount Road, Madras.
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The attainment of size has been secondary to quality and safety.

~  However, the company has grown big in size, business in force has now
spared to the most spectacular growth of Rs. 7,00,00,000
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taxes.
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;&tctt::s fallen too short of the expectations.  All Governmenta) aotivities
e ;:iresel?t stage of our country's progress should be to encourage
! and savigg and eny Act.or measnre that direetly or indirectly pute

" & premi i i
premiunm on sach an all important virtue will only prove as a clog in the

wheel of progress of the ‘Nation.  Life Assurance is considered $o be

the best. made of saving and a wonderful device to capitafise hunran
_valnes without a parallel. Especially in the present machine age, there
18 no other alternative which can be thought of equal to t‘l:gat.o( Lite
Assurarice o play the same role. Byen to meet the Estate Duty payable

::rthe.death of 8 person without disrupting the traditional social tiesfud
igatiogs of Hindu Joint Families, Life Assurance can be resorted tc.

g li]:;,h la course will mot only save the Estates concerned frow ruin but
! ;' 80 enuble the'Government to collect the Kstate Duty easily and
;_]:‘c y- These points do not seew to bave weighed with the legislators
. ;Dyblgreat- extent as the conditions laid down limiting the exemptions
ﬂ!::’ gli“e to l:fe assurance policies are 8o rigid and inadequate. Though
necessity:?g;m"y lntl:odueed in Parliament completely overlooked the
amurattee ol neorporating any specific provisions with regard to life
made st :’emcydm‘_’iﬂen, it is some consolation that amemds have 'been
shat Life Aue uriog _the Select Committee stage. It is now provided
smore poliu:r:m Policy moneys of a deceased person under ope or
Estete D ot Imeuranes e&cted for ‘the specific purpoee of paying
3 qu‘"“ b exermpt 40 the extent of daty payable, but that such
bemllmn" ':t u:ym o‘;‘“@'d Ras. 50.090- Bus, Life Assurance oarried by a
Re. 5000/~ Policies of purpose will he exemps only up $0 a maximum of
marrisge of each of tho flwm efiected for the specific purpose of
Estate Dﬁty ol e feale relatives of a person will be exempt from
Parliament in ﬁzunp :(t)mm 5000. These limits are $o0 narrow and the
the matter of gifte egx em have not taken a realistic point of view. In
if such gifie wers ;nademp“'on from Estate Duty will be applicable only
This- particalar @ at least two years prior to the death of a person.
it was introdn eedpmvmm{ will nullify the specific purpose with which
disionsly and at least in a good number-of cases, nnless it is applied
jocti y 8nd resognise boma fide gifte made within two years under
eu.numtucu beyond the control of a deceased. We pro Z deal with
this fand a few “other poinis in a separate editorial sho‘::sl; %u::oxhe
present we ssdisly ourselves by pointingout that the Estate Duty Act
on the WPOle» will give an added stimulous to Life Assurance Blyuims;
progress in India.  Forther, the business is likely to expetience in the
future a reduced number of lapsed policies as the policies taken out b
persons either to pay Estate Duty or %o meet marriage exi)enses, or d;

make gifts, wonld not be allowed to lapse. To that extent Life Assurance
Business will stand to gain.
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PROSPECTING

DaxseL B. BUSCH, C.L.U.
Massachusetts Mutual Life Ins. Co. New York, N. Y.

AS I think Of the really successful mea
in this business it occurs 1o mé

that no matter how different their selling
techniques are, the one thing they do have
in common is that they have solved the
prospecting problem. .

When | returned to the life insurance
business after an absence of 14 years, need-
less to say, the number of my prospects

was ahout zero.

At the start, 1 made cold calls, used
direct mail and telephone approaches. 1
grasped any orpbaned policyholder leads
that came my way. 1 gladly took care
of any change of address, change of benefi-
ciary, death claims—anything—no matter
how small, that would put me in front
of people that I could talk to about insur-
ance. 1 found that calls which were made
on a cold or semi-cold basis were not
‘very productive although, fortunately, 1
did sell a few cases.

It soon became apparent that my best
interviews were those to which 1 was able
to bring a little prestige. With orphan
policyholder leads, the company’s name
helped and 1 was somewhat successful.
However, the best source of prestige for
me has proven to be my own, salisfied
policyholders and they are my maiu source
of prospects today. I know that though
a great many successful salesmen are able
_to use lists of names but 1’ve never been
able to it. The names of one or two people

my pb\icyhulder knows well mean real
money in my pocket, while a mere 1ist of
names is worthlass to me.

My method of getting references is
simple. After 1 complete. .my sale and
make the necessary policy alterations, 1
return the policy ina handsome leather in-
surance book and review my client's entire
program with him. Naturally, he is pleased
with the book, and hispimproved insurance
picture, and usually we are on pretly cor-
dial terms by then. Thatiawhenl ask for
references, or what we call'inour office,
**a friendly act.”’

Regarding ‘‘friendly acts,”” 1 have learn-
ed that to put my request for a name on
a "do-me-a-f.avaur-basis," "or to indicate
in any way that 1 need people to call onm,
is fatal, Nobody wants to send a prospect-
hungry insurance man to call on his

friends,

Therefore, after I review the insurance
book with my man and get him to agree,
usually, that my service has been valuable
to him and would undoubtedly be of great
value to someone he knows, I try to get
the nawme of a man in his own income
bracket.

It is surprising how well this technique
works. The secret seems to be that it
leaves the policybolder with the feeling
of doing a favour for any friend he might
recommend. It is the sort of thing that

5 —
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seems to appeal tv a reasonable, success-
ful man. The technique is particulary
effective if I know in advance to whom
1 wowld like to be indroduced.

1 have heen lucky enough to work my
way into three, large, nationally-known
companies who bave enough highly paid
executives to keep me in prospects for
!.nany years to come. My unly problem
1s to meet them with a good introduction

and with sufficient presiige. Let’s assume

that 1 sell an executive in one of these
Companies. Before returning his policies
and insurance book, I try to fiad out from

other sources wkho he knows socially,

who he works with and who are bhis

subordinates. Then, when ] bring wp the

subject of references, 1 ask for introduc-
tions to specific people. Usuoally 1 obtain
Bot only an indroduction hut also a good

deal of valuable information aboot the
6w prospect,

1 find thisa Telatively painless method
of getting introductions to people 1 want
to meet just by doing a little planuing in
advance and waking it gdifficult for my
policyholder to say no.

We all know that getting prospects is

one thing—making policy holders out of

them is something else again. In my first

interview with a pruspect, the first
minute or tWo often will determine whe-
ther I am in or out. Therefore, in mak-
ing my approach, 1 try to reach my sah-
ject immediately and to arouse the pro-
spect’s interest as quickly ag possible. 1
ask him questions abowut his existing
policies. All my questions are aimed at
disturbing hiscomplacency and making him
wonder whether his policies are in proper
order and whether he is taking advantage
of all the benefits and privileges he is
entitled to.

[DeceMpErR 1953

I arrange to pick up his policies on my
next call and at that time ask him for al}
pertinent information about himself,
bis family and bis property. 1 believe,
that to do a good job, it requires the
coordination of his insurance with his
probale estate and the other property pas-
sing through his wil), and 1 go on the
assumption that be expecis me to get a
well rounded view of his affairs before of-
fering any advice. Information aboul a
mortgage, a loan, a business interest, a wife
with an independent income-all of these
things are the details out of which sales
are made and 1 don’t want to missany
opportuniiies,

I remember calling on a prospect some
months ago who lost no time in telling
me Lhat his wife and her sister had just
inherited an estate of $300,000 the
week before, and if he was going to do
anything about his insurance, it would
Le to drop the policies he already had.
As we talked, it developed that the money
was actually held in trust and that for the
next 20 years all his wife could get was
the interest on $150,000. He finally

- realized that his wife and two children

couldn’t live comfortably on the interest
alone. When we were through, $40,000
insurance had heen issuwed on his life,
patd for by his wife's income. An addi-
tional $40,000 was issned to his brother-
in-1aw and also paid for by bis wife’s
income. I think thisis a good example
of how important it is to get all the facts
before offering advice.

A good many men I see bauy bonds re-
guiarly and they have made plans to retire
on these accumulated funds. I have had
several unfortunate experiences in inter-
views with these men that invol ved argu-
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ments over the relative merits of govern-
ment bonds py. retirement insurance,
These interviews usuvally ended in the
prospect refusing to have his mind chan-
ged and nesdless to say, I didn’t make a
sale. That kind of interview is now a
thing of the past for me. My solution to
this problem is to congratulate the pro-
spect on hig thrift and foresight, and to
urge him to continue to invest in bonds.
I then show him that by diverting a small
part of his yearly investment to pay
the premium on an ordinary life policy
be can improve his retirement plan in
two important respects.  First, be pro-
vides for his family if he doesn’t live to
retlirement age, In fact. not only does
his family get the insurance, hut they
also get a good portion of his bonds
Second, if he lives to retirement age, he
is then in a position to surrender his
bonds and put thir value into the policy
by changing it to an endowment. In that
way, what he is actually doing is adding
a life income option to his bonds. The
flexibility of this plan is what makes it so
attractive to many people. Incideutally,
1 sold such a plan to one man last year
who died four months later. lathatcase,
it resulted in the prospect buying a retire.
ment plan which now is taking care of his
widow for the rest of her life. I might
add that bis widow wrote me a letler a
few weeks and suggested that I call on
two friends of hers.

In planning my selling interview, the
first ideas I try to present are those on
which I know I can get am agreement.
No man objects to correcting misspelled
names or adding contingent beneficiaries
where they are indicated, or including
the automatic premium loan, and so forth,
1 try to get my man to come along with
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me by agreeing to such suggestions. In
addition, 1 can usually get him to agree
on suggestjons which involve small addi-
tional outlays such as adding the premium
waiver clause and the accidental death
benefit.

I attempt to build my presentation by
moving from one point on which we can
agree to the next point and thereby create
an affirmative attitude in my prospect.
Each and every time my man agrees with
a suggestion 1’ve made whether it be an
educational fund for his children, a re-~
adjustment income for his family or a
change of bheneficiary, he’'s moving one
step closer to being closed.

I never argue because an argument will
kill my sale. If my prospect ohjects to a
suggestion of mine I will say, ‘‘Mr. Pros-
pect, you're quite right, 1 should bave
realized that. However, I think you will
agree that this other matter should be taken
care of.”’ In that way, I lead him back to
a point on which we did agree.

I try to sense from the prospect’s facial
expressions whether or not he likes an
idea and if he does like it, I drive it’home
for all it’s worth. I try to sell by means
of painting an attractive word picture.
We all know that people buy what they
like rather than what they need. And
although my man needs it, I also want
bim to like it. I keep away from techni.
cal terms and I use as few figures as possi-
ble. What figures I must have are pen-
cilled on a small sheet of paper., I do not
use a typed illustration because 1 find that
it is an open invitation to procrastinate.
It's so easy for him to ask me to leave the
illustration with him so that he can study
the figures and think it over.



In.closing my cases 1 find that the medi-
cal examination is the finest tool 1 ‘have.
1 never ask a man to commit himself be-
fore he’s examined. All 1 ask for in my
closing interview is his agreement to be
examined. If I get his consent on that,
he has taken « long step towards closing
himself hecause 1’ve found from my ex-
periece that the average man won’t submit
to an exam unless he plans to take some
kind of positive action. My records show
that I close between 85 and 90 per cent of

all cases where such an exam was made.

THE INDIAN POLICY-HOLDER
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Therefore, in developing my reason for
an examination, and one means of doing
this, I lead him into a discussion ahout
his health. Then I point out that there is
no need to give further thought to the
plan we’ve discussed unless be’s eligible

and we'd better find out if he is,

That sort on logic not only makes sense
to the prospect hut is devoid of high pre-
ssurec and usually gets results. And

results are what we are all looking for,

Mathurai Branch : Post Box No. 121,

\\ \ B Ry Y
‘ % 4 “ .

MERCANTILE BUILDINGS
9,LALLBAZAR, ;,CALCUTTA

Madras Office: 334, Thambu Chetty Street, MADRAS

271, Goods Shed St.. MATHURAI.

Insurers’ Views on Indian Insurance
(Extracts from the 1952 Annnal Reports)

By Srt LAKSHMIPAT SINGHANIA, Chairman, ‘“ National®’

NYTHING that goes to make a change

in the econumic pattern of the
country and living standards of the people
is of the utmost importance to-the insur-
ance companies. Sach a one is the First
Five Year Pian which hopes taraise capital
formation by about 20 % of the additional
income each year. The internalresources
thus generated by tbe process of develop-
ment would be supplemented to some ex-
tent by external resources. By 1955-56
national income will have gone up to
about Rs. 10,000 crores that is by about
11 to 129 above the estimated level of
Rs. 9,000 crores in 1950-51. The plan
which came formally into operation as
from April, 1951, bas already spent Rs.
588 crores during the first two vears, that
is, up to March, 1953, and proposes to
spend another Rs. 1,484 crores during the
noxt three years, thatis, up to March,
1956. Although the first two years have
mainly been a period of preparation, they
have shown signs of improvement in
domestic outpat, Production of raw
materials as well as of manufactured goods
has registered significant increases and
acreage under cultivation has also gone up
and production of cereals, which is the
highest since Independence, is up by 12 9%
over last year’s figures. But the increases
in produciion did not reflect correspond-
ing increases in incomes available for
consumption, Purchasing power in the
hands of the people has gone down con-
siderably with the result that the increase

9

in production has resulted in piling of
stocks in miils and factories which bas
created i glut in the markel. It would
therefore, appear to be essential that in
the implementation of the Five Year Plan
emphasis should be on a closerelationship
between production and purchasing power.

While there may be some amount of
satisfaction in contemplating the progress
so far under the Plan, it is more than oft-
set by the growing volume of unemploy-
ment prevailing in the country. Even
though educated unemployment represents
a comparatively smaller number, the situa-
tion in respsct of white-collar employ-
ment is most serious. This is not because
the number of those employed has gone
down bhut bscause the rate of expansion
has not kept pace with the growth in un-
employment. The net result of this is
that even tbough employment in absolute
terms has gone up during post-independ-
ence period, it has gone down in relative
terms. And there are three reasons for
this. Firstly, an unrestricted increase
of 1°25Y% every year in our population
which means approximately 2'8 millions
people every year to he provided with
new jobs. Secondly, there is the unsuit-
able system of education in India which
is of very little practical value. The
young men and women of the country
should give up the craze for the degrees
and try to equip themselves in a practical
way for the struggle for existence The
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Government also should overhaul the
entire system of education, 1t should not
aim only at academic qualification, but
it should be such as to enable one to earn
his livelihood with the help of such edu-
cation. They should tackle this import-
ant matter of education through a special
Five Year Plan which may he drawn up
specifically for this purpose.

Thirdly, there is the gradual encroach.
ment by the pwblic on the private sector
of economy which lessens the scope of
indirect employwent which is about four
times as much as in direct employment.
Therefore the Government should leave a
groater part of the economy to the care
of the private, rather than the public,
sector. Here, it may not be out of place
to make a reference to the recent loan
policy of the Government which instead
of drawing surplus fand has actually
created a scarcity in the market. The
floating of 100 frequent loams has left
very little 1o be utilised by the private
sector. I do not want (o suggest that the
loans raised by the various Governments
are unwise. As a matter of fact they are
sometimes very essential and bring stabi-
lity in the market and insurance compa-

- nies have never lagged behind in respond.
ing to the call of the time. Byt at the
same time it must be said that the funds
of the insurance companies shamid he
allowed a greater mobility of movement
so that, if the interest of national econo-
my so demand, they may he diverted from
the public to the private sector of the
industry. It may interest yom to know
that when going through the latest bal-
ance sheet of one of the bLiggest and the
most popular insurance companies in
U.S.A. I found that out of its total assets
of 11,503 million dollars, it had invested
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in 1952 only 2,054 millions in Govern-
ment and semi-government bonds while
the balance of 9,539 million was in in-
dustrials and other securities. But in
1945 when the exigencies of the war de-
manded it in the interest of the country,
the same compauy had invested aboul
4,000 millions out of its total assets of
7,562 millions in Government and semi-
government bonds leaving only about
3,500 millions in other securities. This
is an illuminating illustration and lends
an additional weight 10 my argument that
when necessary our Goverument (oo
should leave a greater part of the econu-
my to the care of the private rather than
of the public sector,

1 should also make here a reference to
the Estate Duty Bill which is now abomt
to he placed on the Statute Book and
which is going te play an important part
ia the socio-economic conditions of the
country. Duriug the course of the debate
many people bhad expressed the opinion
that this measure might disintegrate the
long standing economic structure of ows
society. lo this context we must also
consider if the small revenne of Rs. 10 to
1§ crores which the Goveroment estimates
to get out of this isat all going to be
helpful considering the other repercus~
sions of the measure on the social and
economic structure of the conntry,

1 must also say that the Bill has given
but scanty relief to insurance. It impos-
es severe hardships on life policies as
moneys payable under one or more poli-
cies of insurance effecied by a deceased
on his life for the purpose of paying
Estate Duty or assigned to Government
for the said porpose, are exempted from
Estate Duly only 10 the extent of Rs.
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50,000, So far as the {nsurance compa-
nies are concerned, the amendment fixing
this ceiling is definitely detrimental to
their interests. Similarly the relief given
under Clauses 32 (1) (g) and 82 (1) (j)
is very meagre. I am afraid that the Hmit
prescrll)ed.is 50 low in these cases that it
may act as a deterrent on {nsurance and
may even neutralise the incentive to in-
surance provided by the jncome-tax Te-
bate. [t will certainly kill the incentive
for taking higger policies iy the bhigher
facome growp and §t is extremely doubtful
{f anyone among them will now be in-
terested in taking life policies for more
than the minimum. Even it may prompt
many people to surrender their existing
potictes as well. However, it is ta be
boped that the Taxation laguiry Commis-
sion would suggest some palliative chang-
es and that the Government would then
respond hy introducing suitable amend-
ments. The Commission may also he ad-
vised to atter the tax burden of the coun-
try so as to help speedy capital formatfon
and leave sufficient funds in private hands
to assist produclion as well as consump-

tion.

1 may also refer in this connection to
my repeated cry for making the policy~
holders® surplus wholly tax-free. 1 am
glad that the percentage of exemption
has been raised to 80 %, but the surplus
should be wholly tax-free as in the U.K.
Besides, there should not be any unfair
discrimination between the policybolders
of proprietary companies and the policy-
holders of mutual companies in the matter
of income-tax and super-tax. The rate
now is 65-4 pies for policyholders of pro-
prietary companies and 594 ples for
policyholders of mutual companies-
Not only should these two rates be
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brought on the same leve! but the rate
should be substantially reduced.

It should be realised that conditions of
working for insurance under the present
Act are so difficult that many smaller units
find it very hard to maintain even an
anaemic existence within the limitation
imposed by the Statute, Real vindication
of insurance lies in making the policy-
bolders sure about the security it offers.
The policyholders should not, under any
circumstances, be deprived of the bhenefit
of their policy moneys. If it happens,
it is bound to aflect the prestige of Indian
Insurance as a whole. But, cenditions
being what they are even the bigger com-
panies find it hard to work within the
limited liberty allowed to them and one
can easily appreciate how difficult it will
be for the smaller units to manage their
affairs Here it should be the duty of
the higger and the stronger companies to
come forward as sustaining props.
Amalgamation of the uneconomic with
the economically stronger units would
seem to be Lhe only answer to this pro-
blem, and 1 hope the bigger companies
will realise their responsibility in this
connection. :

'The Deputy Finance Minister had re-
cently stated in the Parliament that the
Government was considering a proposal
to extend the scope of Postal Life Insur-
ance Scheme to the employees of Govern-
ment and Quasi-Government, Commercial
and Industrial undertakings. A proposal
to raise the maximum limit under the
scheme was also under conmsideration.
Postal Insurance so long had been run as
a sort of appendage of the Posts and
Telegraph Department of the Government
of India, So faras I am aware the ex-
ponses incurred in the running of Postal
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Insurance have been a load on tbe Posts
and Telegraph Department. Such expens.
es could, therefore, be really characteris-
ed as an indirect taxation on the tax-
payers. Postal insurance should be made
to bear all the expenses incurred by it for
running its business, asked to pay income-
tax on its income as every other insurer
bas to and to otherwise comply with the
Act as any other private insurer, It

should be all fair play and no favour if

the benefit of the Postal insurance scheme
should be extended 1o include othe,
people as well. Their business and posi-
tion of accounts should also appear in
the Year Book. 1t should be Clearly un-
derstood that the private sector of insar-
ance is not afraid of any intrusion. But
if Postal Insurance is allowed 1o enter
the field free from all the irksome restric.
tions, it is sure o be regarded as unfair
Protection and the conclusion will be-
come irresistible that the Government is
/Qefinitely coming outin the role of a
competitor with the sanction of not play-
ing the game according to the rules,

I may also refer here to another inequi-
ty prevailing now in the field of Indian
insurance. It may be remembered that a
fow years ago some of the foreign com-
panies doing Life business in India weore
quoting special rates of premium 1o
Indians in good positions, They were,
as a matter of fact, attracting the cream
of Indian business through this device
and naturally some of the Indian compa-

nies as well were compelled 1o start
operating on special schemes with special
rates. Obviously this led to so much
of misuse that it was felt that these spe-
cial rates were nothing better than offer-
ing a rebate and as such when the Code
of Conduct came it was made illegal for
any company to quote such reduced rates
of premium. Thus all the companies
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vperating in India were ubliged to with-
draw all their special schemes. But some of
ibe foreign companies whose Indian busi-
ness is a very small percentage of their
total business are persisting with their
special rates. They, buwever, took good
care not to offend against the Code by
waking what used to be their special rates
tbe general rute under the changed cir-
cumstances. But it should be realised
that these special rates used 10 be quoted
for special reasons and cannot be adequ-
ate for all people and thus it can be truth.
fully said that, if it was rebate to quote
special rates, it is under-selling to make
the special rate the general oume for al}
concerned, 1, therefore, appeal Lo such
foreign companies operating in India in
the name of national interest and inter-
national integrity to discontinue this
practice,

1 ahould draw your attention to the re-
cent discussion in the Council of States
about the formation of a Reinsurance Cor-
poration being under the active consi-
deration of tbe Government. 1 am really
happy about it and 1 may be excused {or
reminding you that I have been continu-
ously hammering about the necessity of
such a Corporation for the last few years.
Such a Corperation is a must for conser-~
vation of premium income inside the
country and for the comservation of our
foreign exchange At the same time I
sincerely hope that 1the Gouvernment
would appreciate that if such a Reinsur-

ance Corporation must fulfil its purpose
it should be managed by private enterprise.
Insurance in lndia is in the hands of pri-
vate enterprise and nobody will deny that
they have done a wonderful job of it.
Reinsurance Corporation toc when it
comes should he under their fostering
care 50 that the two may work in the
clusest co-operation.
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Insurers’ Views on Indian Insurance (Continued)
~~. . BY MR. B. M. BIRLA, Choirmau. **Ruby General’’

HE provision for expense limitations of
the Life Department as laid downin
Rale 17 (D) of the lnsurance Rules is
grossly unfair. The same expense ratio
is provided for the Companies having
business im force of just over Rs. 10
Crores and those having a business in
farce of Rs. 200 Crores. It is unjust to
eipect younger and middle-sized Com-
panies to work within the same expense
ratio as provided for hig Companies. [
am not pleading for allowing a higher ex-
pense ratio for Companies such as ours,
but I would like to point out that the older
and bigger Companies should not e per-
mitted to spend the same percentage of
the premium as medium-sized Companies.
When the Rules were framad it was point-
ed out that the limits were the ceilings
and older and bigger Companies will be
actually working at much lower expense
ratio. The experience of the last few
years has shown a tendency amongst the
bigger Companies to iacrease their ex-
penses and to pursue an unbealthy and
aggressive policy of new business procur-
ation to the severe detriment of others.

The Estate Duty Bill which bas now
taken the final shape does not contain
satisfactory provisions to give sufficient
impetus to the people to invest their sav-
ings in Insurance Policies. The Life
Insurance has played a great role in the
Country. The exemption of Rs. 5000/~
on lnsurance Policies is too meagre. It
should be remembered that nothing is
more conducive to the accumulation of the
Community’s savings than Life Insurance
Policles and an impetus through the Estate
Duty Act would have increased the national
savings considerably. Every possible

encouragement should have been given
to increase the Per Capita Life lnsurance
in India which is very small as compared
to other progressive countries in the
Warld.

The far reaching Amendments to the
Insurance Act which came into force in
the year i950 though have helped the In-
surance Companies to a certain extent,
bave also created new problems. The
linking of Expense Ratio to the Direct
Premium Income of the General Insurance
business is not a healthy principle.” The
Expenss Ratio was fixed in the year 1950
on the prices and values ruling at that
time. While the premiumincomeis going
down the expenses have remained practic-
ally the same and in some cases evenhigher.
This has increased the scramble for busi-
ness because every Insurance Company has
to try its utmost t0 obtain that quantum
of business which is necessary to keep its
expenses within the limit and this ulti-
mately leads to malpractices and unprofit-
able underwriting. The Companies who
try to work strictly in accordance with
the Code of Conduct always suffer. If it
is desired that the Insurance Trade should
run on healthy lines, this problem should
receive serious attention. Reasonable ex~
penses should be allowed for the working
of the Reinsurance Department because the
loss in the direct business can be compen-
sated by the development of Reinsurance
Section without fear of violation of Ex-
pense Regulations.

The Commerce Minister’s advice to the
foreign Business-bouses and Banks to
patronise lndian Insurance Companies
also is welcome and I hope it will bear
fruits.
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The Taxation FEnquiry Commission
under the able Chairmanship of Dr. John

Mathai, I hope, will remove the serious .

The Company
defects in the present taxation structure 'ou'" be happy
to insure with

and  will make it more equitable and
or represent

balanced. The claim of the Insurance

Companies for mach needed relief should

also receive due attention

Now coming to the goneral situation in ",
the Country 1 will draw your attention to ASSURA‘"CE 0 L0
STO. 1910

the prublem of growing unemployment.

It is gratifying to note that this question

is receiving the attention of the Guveru- Rs. 3,60,000,00 Rs. z,zs,m,m

ment at the highest level.  The five-year HEAD OFFICK;

plan may partially improve the positi ASIAN BUILDING, BALLARD ESTATE, BOMBAY 1.
pl: y P POSHION  cpenar manacsn P, U. PATEL, 8.a. 8.COM. (LONO.)
hut it is not a total remedy. The excessive Broachesin South lndia i~ Alleppr. Bangalpre, Hydersbad,
(Dn). Modros. Mangalore. Modura Vijeyavodo.

ASSETS EXCEED CLAIMS PAID

pressure of iucreasing population is one

of the main reasons of wnemplayment hut

this is a question which can be tackled on Here is your opportunity

a long term basis. The prime need is to Wearea Composite Offlce transacting Life,

. Fire, Motor & .Mlscelluneous Insurances, We

find out some immediate solution. ~ are an oconomically man: ged institution, as a
n e :

study ofourlatest Balance Sheet and Valuation
Government should create conditions Report would reveal, Our Life Policyholders

. ’ earn profits by way of Bonuses and it is just
ander which there conld bLe rapid indus- our h;\bﬂ. t:\ rundor personal service to all our
constituents.

trial expansion which wonld provide

. . To our Salesman, we offer a lasting associa-
wider opportunities for employment, A tionin the form of Perpctual Renewal Commission.

We are looking for men, who can r i
) . . . . . cctuit, se-
correct fiscal, industrial and lahour policy lect and train salesmen  For the right 'm;m.

L. there is wi i ife-ti
would give impetus for capital formation with s an Opporsunity of a fife-tine.

and would enable private enterprise to THE HINDUSTHAN IDEAL

work more confidently and eflectively, Insurance CO-, Ltdo,
{Incorporated in India in 1935)

1t is only by the combined efforts of the
Masulipatam.

Government, Industry and the Labour

Central Office: Post Box Neo- 1601,

32/33. Linghi Cheity Street,
Madras. 1.

General Manager: S. RAMACHAR

that this national problem can be solved.

The Right Approach.
By M. GURUMURTHI,
Branch Manager, Empire of India Life Assce. Co., Ltd-, Madras.

HEN 1 think of writing the pro-
hlems of a new Agent I have in my

mind the numerous difficulties of anex-
perlenced agent also. It is a fact bheyond
any doubt that the greatest problem with
which an Insurance Orgagising
official is confropted in procuration of
quality business through a proper well
traiped Agent. It is very unfortunate
that whole-time workers in this line are

fow and far between,

Recruitment of proper force involves
good skill and 1act. Sometimes our pre-
sumptions about the capacity of persons,
suitable to this line might result in
meagre business ‘or no business. 1f aif
the Agents recruited by field officers
could produce a good business nf'even Rs.
1000 /- month per Agent continuously and
syslemalicnlly the business of the Branch
Office is bound to go upto 30 to 35 Lakhs
pur  vear provided the Agency force
strength is maintained at -about  300.
1 feel that the fundamental defect of keep-
ing the recurited agent sleeping at his
post is mainly due to want of proper
training and initiative in the initial stage
of his appointment as an agent in the
Company. A dormant agent proves a
costly burden in the Company’s registers,
waste of stationery and postage etc. The
field officers should therefore make it their
first and foremost task to enthuse the new
agent to work by affording an opportunity
for a practical training in the field.

1 shall now mention here the experience

gained recently at a particular centre 1
visited during the course of my tour.
An young man of a brief academic qualifi-
cation of a respectable family was offered
an agency. But very much against his
wishes he accepted to signthe licence form
and agency application form at the
instance of his father, An immediate
business of about Rs, 25,000~ was secured
and till my subsequent visit to thatcentre,
he has not done any business. It was a
matter of surprise to me to hear from him
Cock and Bull stories pointing out to me
about the poor chances of securing any
further business from thai area where
draught was prevailing. Casual enquiries
caught the -eye of a young man making
huge profits from a small business concern;
to my astonishment a dark picture was
painted that he was against Insurance and
most of the Insurance executives who made
earnest efforts left him with a copy of
prospectus to his care. As he is found 10
be a man of peculiar temperament, Iappli-
ed that ‘‘nothing succeeds like success’’,
Therefore 1 have injected in tbe vein of
the new recruit some enthusiasm and zeal
which has resulted infixing up an appoint-
ment with the prospect, The prospect has
agreed to the appointment provided insuran.
ce topic was avoided and that unnecessary
pressure is not applied in that direction.
I have readily consented to this proposi-
tion. In our evening chat, the subject of
Insurance was brought entirely in a diffe-

rent shape, It was suggested that a husi-

ness man after attaining age 55 cannot
15 —
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expect to get any pemsion while a person
in State service draws a pension propor-
tionate to his salary till tbhe time of death
But Empire of India Retirement Income
plan gives every business man a mouthly
pension for life commencing at his age
55. lacquainted him that if a person of
30 years desires to have a life pension
from 55th year, he shonld pay so much
per day. Mr. Prospect was very curious
to know the full particulars of the scheme,
Then I slowly started that the retjrement
age in India starts at 55 and so the **Fm-
pire’” pensions also starts at 55th year
and paid every month at the rate of Rs.
100/~ for 20 years certain and thereafter
as long as the assured lives. The pension
is thus guaranteed every month for 20
yoears certain. If in the event of death
even after payment of the very first pre-
mium an immediate cash payment of Rs.
12,000/~ besides payment of montbly pen-
sion at the rate of Rs. 50/- every month
for 20 years commencing from the death
of the assured is assured. 1 was afraid
that he would start calcalating interest and
then compound interest of the premium
payable to the Insurance Company. Quite
countrary to my expectations the scheme
attracted him and created a very agreeaple
surprise by his putting a question as to
how the company is profitted by this
scheme. On being convinced after elabo-
rate discussion on the benefits of life pen-
sion scheme be readily signed the proposal
together with advance deposit. Conse-
quently the agent started with greater en-
thusiasm and zeal in his work.
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THE LAKSHMI

Insurance Co., Ltd.
Head Office: DELHI.

A Leading Life Office.

Assets Exceed Rs. 6,50,00,000

Total Assurancesin force exceed ,, 24.70,00,000

Claims paid exceed .. » 16200000
BONUS

declared in the last VALUATION as ox 31-12-52

Rs. 11/- per thousand per annum for
Whole Life,

Rs. 9/- per thousand per annum for
Endowment,
{on current premium policies).

For particulars write to - —
The Branch Manager, I The Branch Manager,
Lakshm! Insurance Lakshmi Insurance

d Co,, Ltd,,
Co., Ltd,, 10/2, Dewan Bahadur
4/105, Armenian 8t , Road., Ratnasaba-

pathipuram Post,
G. T. Madras-1 Ooimbatore.

FOR SAFETY & SECURITY

INSURE WITH

THE NEW ASIATIC

INSURANCE CO., LTD.
Head Office: NEW DELHL

Chairman: L. N. BIRLA.

Transacts -

LIFE, FIRE, MOTOR, MARINE,
ETC. INSURANCE

For particulars apply to:
A. SUBBIAH

Manager, Southern Circle.
289, Lingha Chetty Street,
MADRAS-1.

Life Insurance Legislation in Canada
R. LEIGHTON FOSTER, QC.

General Counsel, Canadian Life

Insurance Officers Association.

This s the first in a series of four articles by R. Lezgthn Fos?te'r,d gcf.;;
on Life Insurance Legislation in Canoda. . Th.e other articles wt '[ i .nt
Federal Legislation, Provincial Legislation and The 1_)eve' o;;)me :
of the Association of Superintendents of Insurance. The series .t? a.;;

on an address given by Mr. Foster a.tt t.he QOth Annual Meetmieof te
Canadian Life Insurance Officers Assoctation in Montebello, Quebec, 1n

May 1958-

E who are privileged tobe associated
with the life insurance pusiness in

Canada never miss an opportunity to rve-
mind our fellow citizens:

—That more than 5,000,000 Canadians

own life insurance.

—That 1ife insurance is today the major
source of personal and family security
for most Canadians.

~That the ratio of life insurance in force

to national income is higher (about

110 %) in Canada tban in any other

country of the world.

—That Canadians buy theif life insura‘nce
from more than 50 difterent Cz\n:\.dmfx,
British and United States companies 1n
the most competitive jinternational mar-
ket in the world.

—That the life insurance business is the

greatest co-operative enterprise in

Canada aud participating policyholders

in Canadian companies get all or at

Jeast 90 % of the cprofits.”’

—That no policyholder in a Canadian
legal roserve jife insurance Company

bas ever lost a dollar though non-pay-
ment of the amount guaranteed under
his policy at death or on maturity since
the first Canadian company was esta-
blished more than 100 years ago.

- That Capadian policybolder inlicens-

od British and United States companies
insured since 1875 bhave been equally

well-served.

——That more than 40 % of the total pre-
mium income of Canadian companies
comes from policyholders resident in
the United States, in Great Britain and
numetous other countries.

—That life insurance companies doing
pusiness in Canada must be good —
their premium rates reasonable and the
terms of their contracts fair and equi-
table — else they could not have won
ever-increasing public confidence at
home and abroad.

On the occasion of the sixtieth Annual
Meeting of the C.L.1.0.A., it seemed
wholly appropriate that we should take
time to remind ourselves of the debt that
the sound and progressive development of

17 —
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the business owes to the federal and pro-
vincial {iosurance legislation that has

existed in Canada since before Confedera-
tion.

Itis just thirty years since 1 first be-
came acquainted with insurance excepl as
a policybolder. In 19221 was employed
as logal Secretary to a Select Committee
of the Legislature named tn revize and
consolidale the insurance laws of Ontorio
Two years later 1 was appointed Superin-
tendent of Insurance and for the ensuing
twelve years was responsible fuy the ad-
ministration and enforcement of these
new laws. Since 1936 my principal res-
ponsibilities as General Counsel of the
Canadian Life Insuramce Officers Associ-
atipn have been concerned with insurance
legislation and related government regu-

lations here at home and in the United
States.

‘A fow years ago m.?s-p.:m'e,saem of
Insurance in one of the Canadian pro-

vinces where thers is presently no head

office of a life inswrance company asked
me to assist him in endeavouring to per-
suade a wealthy citizen in his province to
incorporate a new life insurance compa-
ny, or by the controlling interest in one
of the smaller Canadian companies locat-
ed in another province, and establish a
life insurance. head office in his province-
When we ultimately met the gentleman in
question, and 1 answered a few of his en-
quiries about the life insurance business
and what profits the shareholder received,
he almost langhed us out of his office,
saying, ‘‘You cannot interest me in any
business which offers so little prospect of
a decent profit on my investment..’’ My
suggestion that he might like to leave a
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shape of a fine financial isstitution do-
miciled in his native province (and be
content with a reasonable return onhis
investment commensurate with the risk
involved) apparently had no appeal for
him. He just couldn’t be interested in
a business where at least 90% of the
earnings are rsquired by law to be paid or
credited to the customer (the policyhol-
der) and were every move the managoe~
ment make i8 open to scrutiny by public
officials. Experiences of this kind down
through the years pursuade mu that insur-
ance legisiation and government regula-
tion have played most imporiant roles in
the development of sound life fnswrance
practice in Canada, particularly during
the past sixty years.

While insurance legislation and govern-
ment regulation of the business as we
know it in Canada today has developed
with in the past century, the nalure of
the insurance contract issuch that it de-
manded statutory recognition at a very
early date in all civilized countries, In
a strictly legal sense, a contract of in-
surance hetween private parties is a
wagering contract. However, more than
350 years ago legislation was passed in
Great Britain to recognize the inherent
distinction hetween a wagering contract
and a contract of insurance. As early as
1601 the British Parliamert passed *‘an
Act Concerning Matters of Assurances
Used Among Merchants,”” and from that
time forward a laige number of Imperial

statutes dealing with insurance bave heen
enacted,

The 1{insurance contract, particularly
the life insurance contract, is diflerent
from almost any other type of contract
because the benefits are usually projected
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years or longer intervene bLetween the
purchase of a poticy and the tlime the
insurance money is paid. The individeal
policyholder is seldom in a position
to determine the standing of any particu~
1ar company, the reliability of a particu-
lar representative or the fairness of the
terms and conditions of different forms
of policies. In these circumstances, the
public interest demands some inxurance
legislation and government regulation
and they are usually found in vne form or

. another wherever life insurance is known

It is accordingly, not surprising to
find that insurance legislation in Canada
is at léast two scnre years older than
Confederation. In 1836 an Act was pass.
ed to authorize the establishment of
mutual fire insurance companies in the
several Districts of Upper Canada and to
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ALL INDIA GENERAL INSURANCE CO., LTD., E

Head Office :

Total Assets (Exceed) Rs. 1,04,35,000/-

TRANSACTS :

LIFE - FIRE - MARINE - MOTOR Etc.

For particulars:—

Divisional Manager for South India.

Madras City office: 29, Linghi Chetty St., Madras.

Other Offices at :

DRY
RE, MATHURAI, MANGALORE, PALAf, RAJAHMUN .
BANGALO TANJORE, TUTICORIN, ETO.

'!\OCAOIAOGA"A“AOOAOQAQQA“A““»Onnnnnnun- »,

regulate their gl.in : P

LIFE ASSURANCE COMPANY ‘was- .
corposated in 1847. The HRrst Act res-
pecting friendly societies was passed by
the Province of Canada in 1850. In 1860
an Act was passed requiring fire insurance
companies not incorporated by any stat-
vte of Upper or Lower Canada to obtain
a license from the Finance Minister; and
in 1865 there was enacted legislation to
secure for wives and children the benefits
of assurances on the lives of their bus-
bands and parents.

Thess references will serve to indicate
that .our insurance legislation has its
roots in the era of the first Elizabeth .and
that, when Canada was clou_stituted, in
1867, there were already in existence in-
surance corporations and insurance laws

in sume of the provinces.

BOMBAY. :

Rs 31,25.000/- .

P. V. K. Shanmugam, B. A,




Reviews

Ruby General Insurance Company, Ltd., Delhi

TARTED in 1936ehby one of India’s
outstanding industrial magnate, Mr.
B. M. Birla, the Ruby General Insurance
Company, Limited, commands a country~-
wide organisation and a substantial busi-
ness, in all departments. It has a very
decent paid-up capital of Rs. 32,00,000.
Its financial position on 31st December,
1952 stood as under:

Capital paid-up ... Rs. 32,00,000
General Reserve »s 8,00,000
Exceptional loss reserve ,, 6,15,000
Fire Insurance Fund - 10,37,542
Miscellaneous Insce, Fund ,, 13,87,722
Marine Insurance Fund ,, 4,14,231
Life Insurance Fund . 2,02,78,420
Investment Reserve . 1,86,000
Bad debts Reserve . 91,000

Profit and Loss Appropria-
tion Account " 1,12,157

— —

- Total 2,81,22,072

The Company transacts all classes of
business. The Generali Manager of the
Institution is Mr. J. P. Kanoria, and Mr.
P. R. Gupta is the Life Department Mana-
ger.

The Board of Directors of the Institu-
tion under the Chairmanship of Mr. B. M.
Birla consists of Messrs. Mabaliram
Sontbalia, Mobanial Laloochand Shahb,
Surajmal Mohta, Ananta Churn Law,
Rameshwar Lal Nopany and Radba Krssen
Kanoria. The last two are on the direc-
torate on behalf of the policybolders.

During the year 1952, the company
received a net premium of Rs. 25,93,856
in the Fire Department. In the Miscel-
laneous and Marine departments, the net
premjums amounted to Rs, 34,69,304 and
Rs. 9,74,660 respectively. While the
premium income in the Fire and Miscel-
laneous departments records a substantial
increase, it has fallen by about Rs. 3
lakhs in the Marine Department. The
Company maintains 40 % of the net pre-
mium in the Fire and Miscellaneous de-~
partments as Fund and 42% 9% in the
Marine department.

In the Life Department, a new husiness
of Rs, 2,49,06,444 was completed. The
total premium income amounted to Rs.
56,07,162. The total husiness that was
in force on 31-12-1952 amounted to over
Rs. 1274 crores and the Life Assurance
Fund over Rs. 2:02 crores,

A valuation of the Life Department
Business was made as on 31st December,
1052 on the following basis,  Mortality:
Oriental 1925-35 Ultimate Mortality
Table; Interest:— 3% % ; Expenses:— for
ordinary tahles for with-profit policies,
19-25 %, for ordinary tables for without-
profit policies, 159%. The Valuation
disclosed that the Life Department is now
working very satisfactorily. A surplus
of Rs, 11,32,098 was disclosed after pro-
viding for estimated amount of income-
tax. Bonus at the rate of Rs. 7/- per

20 —
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thousand per annum on Endowment Assu-
rances and at Rs. 9f/- per thousand per
anpum on Whole Life Assurances was
declared. Indeed, it is a creditable re-

- cord especially when the company’s rates

of premium are comparatively low.

The management of the Life Department
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particularly deserves all praise for main-
taining a steady progress in the matter of
new bLusiness even when there has been a
sabstantial reduction in the expenses
incurred.

We wish the Institution every success.

National Indian Life Insurance Company, Ltd., Calcutta

HIS Institution, established in the
year 1906, is noted almost from its
inception for low premium rates, good
treatment to its policyholders and liberal
interpretation of the privileges and condi-
tions attached to its puolicies, All
throughout its career of nearly balf a
ceatury, The National Indian Life Insur-
ance Company has made steady and con-
tinuous progress and its financial position
has been always quite satisfactory. At
the end of the year, 1952, it had on its
books 57,344 policies in force, assuring
in all Rs. 11,58,85,442 including bonuses.

During 1952, the company completed a
new business of nearly Rs. 24 crores. The
average sum assured per policy amounted
to Rs. 2,277. lncome as premiums alone
accounted for Rs. 66,54,071. lnterest,
dividends and rents amounted to Rs.
10,41,058, On the mean fund, interest
income worked out at 3.74 % . Despite
high cost of living, stationery, rent, etc.,
the Management bas been very careful to
see that the managemen! expenses hear
quite a reasonable proportion of the pre-
mium income. For 1952, the Renewal
FExpense Ratio was only 16°65. The
Life Assurance Fund increased by Rs,
31,80,157 in 1952 and the tolal fund stood
at Rs. 2,99,33,516 at the end of the year.

The Report of the Actuary on the work-
ing of the Company for the trienpium
from 1st January 1950 to 3ist December,
1952, is all praise for the management for

the splendid way in which the institation
is administered and for the very satisfac-
tory financial position it is now maintain-
ing.

The Valuation was conducted on the
basis of; —

Mortality:-~ Oriental Mortality
Experience (1925-35) ultimate. Interest:-
Three per cent per annum; Expenses: 25%
of Office premiums in case of with-profit
policies and 20 % of Office premiums in
case of without-profit policies, These
details of the basis adopted in the valua-
tion are quite stringent when we compare
them with the actual experience of the
Company during the intervaluation period,
Yet, the results of the valuation are a
great tribute to the gentlemen who are
responsible for the Institution’s adminis-
tration. There was a surplus of about
Rs. 14 lakhs and the policyholders hold-
ing policies under with-profit schemes
teceived a bonus of Rs. 10/- per thousand
per annum.

We are sure, the institution will con.
tinue to progress in the years to come
especially when its field organisation is
ably bandled by that veteran lnsurance
Man, Mr, T. V. Raghaviah, the Superin-
tendent of Agencies. By himself, Mr,
Raghaviab is an outstanding business-get-
ter and the field-workers under him wily
draw inspiration for sustained effort.
We wish the Institution every success.
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In an interesting insurance case report-
ed in Company Cuses, an insurer sued the
assared for certain sams of money on
account of premia due on various policies
issued to the latter. Tueassured contend-
ed that as prepayment of 1he premia was
a condition precedent to the policies tak-
ing effect no suit conld be maintained to
recover them. The assured had been
doing insurance business with the insurer
for a number of years and the practice
was that the policies were issued at his
request even before the payment of pre-
mia, they being subsequently paid. The

facts clearly showed that notwithstanding.

that the premia were not paid before the
policies were issued, the parties through-
out acted on the footing that there was a
concluded contract of insurance subsist-
ing between them.

The trial court judgment which held
that the claim of the insurer was main-
tainable was confirmed on appeal by the
Madras High Court. Extracts from the
High Court judgment are given below:

The learned advocate for the appellant,
contends that as the prepayment of the
premium was a condition precedent to the
contract of insurance coming into force
and as that condition had not bheen com-
plied with, there was in law no basis
of that contract. He relied on the deci-
sions in [Equitable Fire and Accident
O_ﬂice Ltd. v. Ching Wo Hong and South
British Insurance Co. v. Sienson in sup-
port of his position. In Fquitable Fire

and Accident Office Ltd. v. Ching Wo
Hong, the facts were that one Ching Wo
Hong had 1aken a policy of fire insurance

with the appellant company. One of the .

terms of lhe policy was that it would
become null and void if the insured
omitted to give notice of any additional
insurance eftected on the same goods with
another company without the consent of
the insurers. ln ap action to recover the
amouunt mentioned in the policy the appel.
tant company pleaded that the plantift had
subsequently ettected an insurance with
the Western Cumpany without their con-
sent and that accordingly the policy
issued had become null and void. = This
contention was rejected. It was found
that in fact there was no subsisting policy
with the Western Company in favour of
the plaintift because the premium had not
been paid as provided in the policy. A
contention was raised that as the policy
had heen delivered to the plaintiftit mustbe
taken tbat the condition as to prepayment
had heen waived and that therefore the
policy was effective. 1ln rejecting this
contention LORD DAVEY ohserved :

‘“Their Lordships cannot treat the fact
of the executed policy having been hand-
ed to the respondents as a waiver of the
condition or atlach any importance o the
circumstances.  What was handed to the
respondents was the instrument with this
clause in i1, and that was notice to them,
and made it a part of the contract that
there would be no liability until the pre-
mium was paid.’’
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This cléarly is as authority for the

position that by the mere fact of the
delivery of the policy the company cannot
be held to bave waived the condition that
it should come into force only on payment
of the premium. In that case it mast he
mentioned that the Western Company
itself had repudiated its liability. It is
this fact that distinguisbes that case from
the present. 1t might farther be observed
that there was a finding in that case that
both the parties had treated the contract
as non-existent. With reference to this
LORD DAVEY observed:

‘“Whether under these citcumstances

the appellant company can resuscitate an
instrument which the parties to it agree
in treating as void for the purpose of
avoiding its own liability, is open to
question’’

This observation shows that where the
parties themselves agree to treat the cou-
tract as effective different considerations
might arise.

In South British Insurance Compuny v.
Stenson, the suit was by the insurance
company for recovering premium on a
policy which provided that no insurance
shall be held to be effected until the pre-
mium due thereon shall be paid and
accepted in full. It was established that
the policy had heen issued and that de-
mands were also made by the company for
payment of premium, PATKAR and
BAKEFER ]J. held that these facts were
insufficient to establisb waiver, that the
policy did not come into eflect and that
the suit was not maintainable. 1t may Le
mentioned that the terms of the poticy in
the above case are different from those of
the policies with which we are concerned.
There is a later judgment of the Bombay
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High Court ‘reported in Ocean Accident
Corporation v. Patkar. There also the
suit was by the insurance company for
payment of premium. The defence was
that there was no concluded contract bet-
ween the parties and that was based on the
fact that there had been no prepayment of
the premium as provided in the policy.
RANGNEKAR ]. states the law on the
subject thus:

‘A contract of insurance like any .
other contract is completed by an offer
made by one party to the other and ac-
cepted by the latter, and secondly, pre-
payment of the premium is not in law a
condition precedent to the conitract of
insurance. Bat it is also a common prac-
tice of all insurers, except marine, to
stipulate that the contract shall not hegin
to take effect until the premium has heen
paid. It is well established that the court
will not enforce a contract of insurance
where there is such a stipulation in the
policy until the premium has been paid.
This is clear from Egquitable Fire and
Acecident Office Ltd. Ching Wo Hong.
But even in cases where there is such a
stipulation, it is competent for an insurer
to waive the condition and the court will
readily infer such a waiver.”’

Then the learned Judge refers to the
cases reported in Armstrong v. Turquand
and General Accident Insurance Corpo-
ration v. Crank, and finally comes to the
conclusion on the facts that the condi-

tion had heen waived and that the suit
was maintainable.

The law on the subject is stated in
Halshury’s Laws of England, Hailsham
Edition, Vol. 18, paragraphs 650 and
651 at page 449 thus.
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THE
EMPIRE OF INDIA LIFE ASSURANCE CO., LTD.,

(Established: 1897)
Head Office:- Empire House, Horaby Road, BOMBAY.

HIGH LIGHTS FROM
1982 Annual Report

| Total Business in force

29,60.56,165.
Total Assets 11,52,70,583.
Total Claims paid 13,24 80.080.

VALUATION REPORT AS AT 31—12—1951

Bonus per 1000 per Annum
Rs. 10 Whole Life Assurancg

Rs. 8 Endowment Assurance

Administrataor:

Dewan Bahadur R. VARADACHARIL
A Company to Represent and Insure with
Branches ALL OVER INDIA.
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DELIGHTFUL DRIVE FORWARD

New Business in 1952 - Over Rs. 10 Crores
Shows steady march on path of progress

1931 - Rs. 9.55 Crores
President. Lala Lakshmipat Singhania.

National Insurance Co. Ltd.
7, Council House St., Calcutta.

Madras Branch :
o _ 362, Netaji Subbas Chandra Bose Road,
= : Esplanade, MADRAS.
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““As soun as the contract is signed, the
assured hecomes liable tu pay the pre
mium, but his failare to pay it does not
in itself absolve the insurers from the
liability which they in turn bave under-
taken under the contract. In the event
of a loss, therefore, happening before
payment, they must pay the amount due
under the contract, uanless the contract
otherwise provides.

In practice, prepayment of the premium
is usually made a condition precedent 1o
lfability, in the case not only of the first
premium, hut also of the renewal premi-
ums. The assared is then precluded from
recovering for a loss which happens be-
fore the premium is paid. Any such con-
dition, however, may be waived.""

In Perter on the Law of Insurance the
position is thus stated:

*‘But where itis a condition in the
policy that the policy shail not be bind-
ing until the premium is paid, it is com-
petent for the insurer to waive the con-
dition, and the court will readily infer a
waiver.’’

The law, therefore, is well settled that
a contract of insurance, like other con-
tracts, is concluded by offer and accept-
ance. If there is a stipwlation that the
liability will atiach itself under the con-
tract only if premium is puid that will be
a condition precedent 10 1he policy taking
eftect. JDut that is a condition inserted
for the benefit of the insurer and that can
be waived. On this statement of the law
we have no doubt that the learned Judge
has come to the correct conclusion on the
facts that there has bieen a waiver of the
condition, It was the defendant who
offered 1o take the policies. When repeat-
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ed demands were made on him for payment
of premia, he did not repudiate his lia-
bility to pay them. On the other haad,
he exprexssly agreed in Exkibit P. 6 to pay.
tbem. He also renawed those very poli-
cies. These facts lead 1o the irresistible
conclusion that the condition had heen
waived and that there was a concluded
contract of insurance between the parties.

On this finding the appeal fails and is
dismissed with costs.

Burmese Insurance Mission Butertained:

Iasurance Mission of the Government
of the Union of Burma cansisting of Mr,
Maung Maung, Leader and Messrs. Bya
Maung, Pe Thin, Kbhin Sein and Than
Hla, members arrived in Calcutta on the
18th December to discuss various lnsur-
ance problems with Mr. B. B. Dotto,
Secretary, Police Co-operative Life In-
surance Socijely Ltd. The Leader and
metubers of the Mission were entertained
to a Coflee Party by Mr, Dotto at hijs
Office 4, Saklat Place, Calculta on the
218t December evening which was largely’
attended. Amongst the gentlemen pre- |
sent prominent were His Excellency U,
Nyunt, Consul General for Burma, His)
Excellency U. Tun Shein, Vice-Consulf b
General for Burma; Mr. Maniudra Naras
van Roy, President, Indian Journalis »:
Association; Mr. Bankim Chandra B
M.A., A C.1.1, Secretary, Hinduslh§ﬁ~ ok
operative Insurance Society; Mr, S, .8
Snmvasan, M.A., F.I.A., (Lond) Pt b i
ent, Indian Life Assurance Oﬂicen X
ciation and General Manager,
Insurance Co., Ltd., Colonel J.- H
M3, M.C., I.M.s, Chief Medical Of
Hindustban  Co-operative  Insul
Colonel 8 D, S. Greval, n.sc.,
B., br.H, F.NO$, LMs., Editor, i
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THE
SENTINEL
ASSURANCE Co., Ltd ,

(Estd. in 1934)
H. 0: BOMBAY.
Transacts
LIFE. FIRE, MARINE. MOTOR
AND MISCELLANEOUS
Insurance Business

BRANCHES'AND AGENCIES THROUGHOUT
INDIA.

Madras Branch:
27, Mooker Nallamuthy Chetty Street,

G. T. MADRAS.

‘Over 82 Years of Faithful Service’

Founded on Principles st once Democra-
tic and Sound, the BOMBAY MUTUAL LIFE
ASSURANCE SOCIETY Ltd. hes been
steadily serving the public through eight
decades or more-an outstanding contribution
to the country's progress. It has held
steadfastly to one single aim “‘Service to
Policyholders”. The 'BOMBAY MUTUAL'
belongs to its Policyholders.  They own the
Society. They Control it.

We have various schemes to suit individual
needs. Write for particulars today :

THE BOMBAY MUTUAL
LIFE ASSURANCE SOCIETY Ltd.

(Bstd. 1871)
Head Office : Bombay Mutual Bldg.,
Dr. Dadabhai Naoroji Road,
BOMBAY- 1.

THE ANDHRA
INSURANCE Co., LTD.

Head Office: MASULIPATAM.
(Estd. 1925)

ANDHRA marches Forward with a sound and
steady record of satisfactory service and
with an unassailable financis) standing.

1953-Our Valuation Year
Last Valuation Bonus Rs 9/- per Rs. 1000 per year

Total Business in force exceeds Rs. 10
Total Fands exceed : Crores
Tetal Annual Income exceeds « 60 Lace

Transacts LIFE, FIRE, MOTOR, MARINE
and all other Classes of Insurance.

Our Madras Office :
“Andhra Insarance Buildings”
337, Thambu Chetti Street,

G. T. MADRAS.

Offices all over India.

New Business completed in 1952
OVER Rs 4.26 CRORES.

BONUS.
per thousand

Whole Life Rs. 44/-
EBndowment ... ,. 36/

(On current premium rates for
quadrenninm ending 1951)

BHARAT

Insurance Company Ltd.,
DELHI.

(Branches 8 Agencies all over India,
Ceylon 8 Br. East Africa)
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Medical Gazetts; Mr, S. S. Ali of the Sun
Life Assurance Co., of Canada; Mr. H. K.
Sen, M SC., FF.A., Af.A., A.C.II, Presi-
dent, Indian Insurance lunstitute; Mr.A.B.
Chatterjes, M.A., F.RES., Secretary,
Metropolitan lnsurance Co., Liud; Mr.
P. K. Sen, Manager, Calcutta Insurance
Ltd.; Mr. P. K. Chowdhury, Managing
Director, Sodepur Cotton Mills; Dr. A.C.
Nag, M.sc., D.Thil, a.crr, Natiunal
Indian Life Insurance Co.; Mr. Provates-
war Roy, B.A, A.M.I.F.E. {(Lond.), Equip-
ment Officer, West Bengal Firo Services;
Mr. H. C. Naug, Managing Director,
Palladium Assurance Co; Mr. S. K.
Mazumdar, B.A, LL.B., Chairnman, New
Bengal Provident Insurance Co., Ltd,;
Mr. R. Krishna, Divisional Manager,
Adrema Ltd ; Mr. J. Banerjee, M.sc., Ecou,
(Lond.), Senior Asstt, Secretary, Hindus-
than Co-operative Insurance; Mr. Ashoke
R. Sen, M.sc., A.c1.1., Junior Asstt
Secretary, Hindusthan Co-operative In-
surance; Dr. Samanendra Narayan Sen,
M.Sc., D, phil. of the Indian Association
for the Cultivation of Science; Mr, Anu-

pom Ghattak, Music Director; Prof,

Subodh Chandra Chowdhury, M.A., LL.B,
F.c.11. of the University of Calcutta; Dr,
R. K. Dutta Chowdhury, B.SC., M.RH.S,
Chief Pathologist, Chittaranjan Cancer
Hospital; Mr, Ashutosh Banerjee, Editor,
Insurance Herald; Mr. Amullya Charan
Niyogi, M A., Secretary, East India In-
surance Co., Ltd ; Ft. L1. S, P. Chatterjee,
M B.B.S , D T.M. of the Indian Air Forces;
Dr. Arun Kumar Ghosal, a.n n.s., Patho-
logist; Mr. Amalendu Roy, Manager,
Insurance World; Mr. Benoy Bhusan Bose,
Editor, Jeebon Beema; Mr. H. Mukberjee,
Sergeant, Traffic Police, Calcutta; Mr.

A. C. Nandi, Secretary, Thacker’s Tress

and Directory.
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The guests were entertained by the wellp
known Magician, Mr. H. M. Vakil, which
was very greatly appreciated. The cater-
ing was done by Messrs. India Coflee
House of Altert Hall, Calcutta. Messrs.
A. K. Bhattacharjee and M. N. Ghattak
were all attention to guests,

Burmese Insurance Mission Visit different
Life Offices in Calcutta.

Insurance Mission of the Government
of the Union of Burma consisting of Mr,
Miung Maung, Leader and Messrs. Bya
Maung, Pe Thin, Kbin Sein and Than Hla
members accompanied by Mr. B, B. Dotto,
Secretary, Police Co-nperative Life In-
surance Society Ltd. went to the Metro-
politan Insurance Co. on the 22nd Decem-
ber morning. The guests were received
by Mr. S. N. Sen, n.com,, Accounts Offi-
cer, who took them round the various
departments of the Company. They were
introduced to Mr. D. N, Bhattachar-
jee, Managing Director who entertained
them with Tea, Later on the guests were
introduced to the Secretary, Mr. A, B.
Chatterjee, M.A., F.R.E.S. and Actuary,
Mr. P. K. Ghosh, wM.sc., F.a.A. (Lond)
and the Assistant Secretary, Mr. J. N.
Chowdhury, 1 A,

In the afternocon of the 22nd December
the Loader and members of the Insurance
Mission accompanied by Mr. B. B. Dotto
went to the office of the Hindusthan Co-
operative Insurance Society. They were
received by Mr. ] Banerjee, M A., Econ.
(Lond.), Senior Assistant Secretary and
Mr. Asboke R. Sen, M.sc., A.c.1.1., Junior
Assistant Secretary. They were taken
round all the departments of the Society
and were particularly interested in seéing
the mechanical department’s wdrking.,
At this stage Mr. B, C. Roy, M.A, A C1LT,
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Secretary joined the party, who were
later introduced to Sir D. N Mira, Kt
C. B.E, Chief Adviser of the Society
who were graciously pleased 1o entertain
them to Tea, Sir Dhiren also gave an
opportunity to the members to atlend the
Board Meeting of the Society which was
in session. The members were greatly
impressed by the extreme courtesy extended
to them by Sir Dhiren who gave them
some helpful advice.

On the 23rd Decemher morning the
Leader and members of the Burma Insur-
ance Mission accompanied by Mr. Dotto
went to the Office of the National lnsur-
ance Co., Lid. and were received by Mr.
S. D. Srinivasan, M.A., F 1.A., the Gene-
ral Manager. Mr. Srinivasan personally
took the guests round the various depart-
ments of the Company, who were very
much impressed. Later on Mr. Srinivasan
entertained the guests 1o Tea.

" Association of Mutual Life Offices in
India

‘A pampered child does not grow well.
On the other hand such pampering will
only create annoyance to the other children
and create unhealthy living conditions’’.
In these words Mr. T. R. A. P4i, President
of the Association of Mutual Life Offices
in India, characterised the effects of the
move by the Central and the Mysore Stale
Governments to give more concessions
andfor expand the activities of the Pustal
and the Mysore State Government. Insur-
ance Departments.

Continuing the remarks bhe said, ‘*When
well managed Indian insurers ofter
efficignt services to the public and give
morg than what the Govts. expect of them.
viz., ¥hen they invest moro than 70 % of
heir assets in Govt. securities instead of

[(DecrMRER 1953

the statutory limit of 50 %6 only, we fail
to understand why Govts, should pamper
their Postal and Mysore State lnsurance
Depts. by giving more concessions to them
and thus try to compete with the ladian
lnsurers,

**Already the Indian Insurers are having
competition from foreign insurers and by
the Governments allowing their own
departments also to have unfair cumpeti-
tion with the Indian insurers it would be
crealing unhealthy coanditions. Well ad-
vanced European countries who too were
formerly thinking in terms of Nationali-
sation of insurance have recently decided
to mutualise or to encourage mutmklha-:
tion. We appeal to the Central and the
Mysore State Govts. to take a correct
perspective of the situation and desist
from their exiromely unwise move.’’

Obituary
We record with deep rekrel the sudden
death of Mr. R C Prabhakar, Divisional
Manager of the FEastern Life Assurance
Company Limited at Jullundur, which
occurred on 8th December, 1953 under
tragic circumstances due to haemorrhage

caused by a fall from the stairs.

Mr. Prabhakar who was 40 at the time
of death, was a very successful insurance
man. Having started from an ordinary
position, he made his mark and was hold-
ing the present position, of divisinal ma-
nager almost since the inception of thecome
pany, He was anasset to the Institation
which he served to the laxt with devotiin
and singleness of purpose. Mr. Prabhakar's
death is a profound loss to the Company
and has created 4 vacuum which willte
difficult to fill. He has left a large circle

of friends to mourn his loss
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Insurance Act & Rules
With all amendments up-to-Apnl 1950

Combined VYolume

Price per copy BRs. 2—8—0. (Postage Extra)
Insurance Act

Price per copy Rs. 2/- (Postage extra)

Insurance Rules

Price per copy Rs. 1/- (Postage extra)

Apply for Copies:
OFFICE OF

The Indian Policy-holder,
49, Sarangapani Sannathi Street,
KUMBAKONAM.

RUBY GENERAL INSURANCE COMPANY LIMITED.

Chairman: Shri B. M. Birla
Registercd & Life Principal Office : 21, Daryaganj, DELHI.

|
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|
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Bonus declaration in valuation as on 3I-12-82

Whole Life Assurances Rs. 9/-} per thousand
BEndowment Assurances — Rs. 7/- per year
Interim Bonus at the same rates.
Life Business in force as on 31—12—52 Rs. 12,74,76,283.
Life Assurance Fund as on 31—12--52 Rs. 2,02,78,420.
Total Assets as on 31—12-—-52 Rs.  3,31,78,924,

Maintaining very LOW PREMIUM RATES throughout.
A leading Composite Office transacting all classes of Insurance-

Branches all over India and abroad.
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SOUTH INDI4 BRANCHES AT: )
MADRAS, VIJAYAVADA, BANCALORE, AND COIMBATORE}..

L2~ - )
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Presenting to our Policy holders
a NEW BUILDING as a Sound

imvestment

'INDIAN GLOBE ;

INSURANCE CO.,! LTD.

Head Office :
315321, Dadabhai Nayreji Rood. Fort, BEMBAY 1.

. Tramsacting : LIFE, FIRE, MARINE, MOTOR, ACCIDENT Etc.

Branch Office:
3i0/31, Linghi Chetty Street, MADRAS.

X&) 2, NI oq)9.4-&

BRILLIANT Nl

u| TRADITION OF
STEADY

" N
PROGRESS.

| &
. : l'
VRS mein evey " ':. . : ’ ;

LN CRTTT T
WESTERN INDIA |
. LIFE INSURANCE G Lo |

SATARA .

PROGRESS: New Business Rs. 2 Crores 70 A
SERVICE: Claims Paid Exceed Rs. 2 Croru, “
SECURITY: Assets Exceed Rs. 6.20 Crores
POPULAR(TY: Over 1,80,000 l?olicyholdoxs
ECONOMICAL MANAGEMENT: Renewal Expense X

Highly remunerative openings for ambitious and influential perSds

Apply 1o :
V. H. KHADILKAR. 8.A., B. COM., - Branch Manager,

Purushotham Bldgs., Mount Road, Madras.
s S 5 e 5 e 5 s e
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Warden since its existence has piaced constant emphasis on quality.
The attainment of size has been: skeondary to quality and safety.

However, the company has grown bi

< g in size, business in force has now
svared to the most sped

f".u:"ular Ktowth of Rg. 7,00,00,000

We are happy to step into the GREA'F SIZF bt faithful adberence

to sound principles of Insurance Underwriling bas brought us resutis
far more precicus than size.

YOO

—THE ATTAINMENT OF s'rngm eT
Business in Porce oo

Rs. 7 000 . o N
4% X oy
Income Rs. Q‘Q(M)ﬁo ) ty
Assets

Rp? 1380.00,000

w .00.00&3 SR
: g eB:
In 1953 WARDEN and its friendly group ﬁs rance (Eompanies hav_vﬁ{
extensive development of its Business on a n ion

ide scale and--pergams
experience will find it to their advantage to ostigte feéadi@.tge
opportunities available as District Managers, Sy .

various cities and towns of India,

WARDEN'S FRIENDLY GROUP OF INSURANCE COMPANIES

1. London Guarantee & Accident Co., Lud.
2. World Marine & General Insce: Co,, Ltd.
3. Union Marine & General Insce. Co., Ltd.

Claims Paid

HEAD OFFICE

WARDEN INSURANCE COMPANY, LTD.

““WARDEN HOUSE"
Sir Phirozshah Mehta Road, Fort, Bombay.
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