








to make provision for their old age, in order that
they may not prove a financial burden to the
children. Each generation should provide for it-
self instead of depending on the coming genera-
tion. Contemplate the number of men and wo-
men whose whole life has been spoiled—who are
denied their normal opportunities—because they
had to assume the financial support of their par-
ents. The present generation should advance the
opportunities of the next generation. That is
progress. To have the coming generation
burdened with the support of the present genera-
tion is retrogression.

Allotment of Surplus in Business

When a business enterprise proves profit-
able, it is customary to set aside a surplus fund
out of current earning. In this respect, high
premium life insurance constitutes one of the
best objects to which business surplus may be
allotted. Life insurance, with respect to its sink-
ing fund, constitutes an emergency fund. When
we realize that out of every one thousand new
business enterprises, about eight hundred fail,
and when we contemplate that business depres-
sions occur frequently and at irregular intervals,
and that each such business depression means an
increase in business failures of from three hun-
dred to four hundred per cent. as compared with
the normal, we can appreciate the large number
of business enterprises that must exist on the so-
called “ragged edge.” It is therefore wise to
provide an emergency fund. Likewise with re-
spect to the family, it is also wise to have an
emergency fund. A savings fund with a life in-
surance company, earning from four and three-
quarters to five per cent., depending on the com-
pany, constitutes a real assurance. Its real
value is not in the spending thereof. Its value
lies in the possession thereof. The founder of
the Wharton School of Finance and Commerce,
Mr. Joseph Wharton, set forth in his deed of
trust as one of the things he wanted taught in
the school—“the deep comfort and healthfulness
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of pecuniary independence, whether the scale of
affairs be small or great.”

Business is also concerned with the subject
of liquidation. Partnership life insurance is
liquidation insurance. Upon the dissolution of
a partnership owing to the death of one of the
partners, life insurance proceeds serve to pay off
the deceased partner’s heirs, to uphold the firm’s
credit, and tide over the transition period. Sim-
ilarly, in the business known as the family, an-
nuities and life income insurance also serve as
liquidation insurance. In the absence of annui-
ties, few dare to spend even a part of the savings
accumulated throughout a life of toil. Instead,
the total fund must be invested conservatively,
and the owner must live on the limited income,
scrape along from year to year, and always in
constant fear that the principal itself may be
lost.  The life annuity, however, changes this
situation completely. At the age of sixty-five,
an annuity yields an income of about ten and one-
half per cent. as long as life lasts, and minus all
the fear. The annuity for the annuitant, and
the life income policy for the beneficiary, con-
stitute the only known methods that make it
possible to give a steady income, regularly and
with absolute unfailing certainty, and at the
same time permit the complete liquidation of the
fund itself.

Conclusion

I hope that I have made clear the analogy
between life and property values. It is complete
all down the line. Life values should be treated
scientifically like property values. Life insurance
constitutes the means whereby we may do this.
It is my belief that we need to emphasize the edu-
cation of the layman even more than we need to
educate the insurance man. When the signifi-
cance of life values is duly recognized in our
business education, I haven’t the slightest doubt
but that the life insurance business will become
the greatest financial business in the world. The
immensity of the aggregate of life values, as
compared with property values, is bound to bring
about that result. 2



