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To ‘‘Salesmanship’’
Subscribers

M;@R SHELDON is known this country

over as the founder and president of the
Sheldon School and the editor of THE
Business PHiLosOPHER. In stating that
I have united forces with him I need say
nothing about him, because everybody in
business knows all about him already. Mr. Sheldon
and I have been friends for years. We have been
working along somewhat similar lines—at least to
this extent, that we have both been trying to promote
the cause of good salesmanship. We have assisted
each other repeatedly in the increase of our separate
subscription lists.

All these things being so, it is natural that at
last there should be a union between Mr. Sheldon’s
BusiNeEss PHILOSOPHER and my magazine. Former
subscribers to my magazine will from this time on
receive each month a magazine which is a composite
of the two. In addition to matter on the art side
of salesmanship, which my subscribers have been
accustomed to receive, they will now receive every
month a great amount of splendid matter on the
general philosophy of business.

Most of you, as I have said, know Mr. Sheldon
and his writings already; but the few who do not
are now face to face with an opportunity that has
meant increased income, a stronger hold on the es-
sentials to success and deeper and fuller lives, to
many thousands of the best men in this country.
I bespeak for the new magazine the heartiest and
most loyal support of my former subscribers. I hope
you will read the matter that I shall contribute to
the new magazine; I know that you will read and
study the contributions of Mr. Sheldon. If you liked
either of the old magazines I hope and believe that
you will like better the new magazine—which will
contain the best features in each.

W. C. HoLman,
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THE BUSINESS PHILOSOPHER

Get Off the Blind

Don’t travel on the blind-baggage. Only the
Weary Willie tourist, grimy, fearful, hungry, perhaps
with a furtive look in his eyes, crouches in the shadows
waiting to flip himself aboard the Express.

And the blind! Flattened against the front of
the car as the train hurls itself forward; the wint'ry
wind piercing him through and through; cinders and
smoke and grime and dirt pouring over him, cutting
his face, filling his lungs, the Weary Willie has but
one consolation: He is going forward.

But back in the Pullman, slecping restfully, con-
fident that all is well, sheltered from the cold and the
wind and the cinders, is The Man Who Knows Success.

He, also, is going forward.

But how differently!

* k%

In the business world there are thousands of
Weary Willies. There arc also thousands of Men
Who Know Success.

The former can be changed into the latter. All
that is needed to bring this about is the knowledge of
scientific business building. A knowledge of this
kind places one man in a Pullman; the lack of it drives
another to the ‘“blind.”

In Sheldon’s BusiNESs PHILOSOPHER AND SALES-
MANSHIP can be found business-building truths. Here
is a magazine that is edited for men who are keen,
alive, alert, pulsing with a desire to dare and do,
strong, strenuous, manly men. It is also edited
for men who are riding the “blind.” It is written
to teach some of these last how to reach a herth in
a Pullman at night-time—at rest-time.

This magazine is edited in the field. It is not
the work of men who_: -s:i:t:_ supinely in comfortable
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THE BUSINESS PHILOSOPHER

offices and gaze through thick windows at the busy,
bustling, hustling, strenuous, business-building world
outside.

Here is a magazine for men.

It is a magazine for progressive, ambitious women,
also.
The truths it contains teach men and women how
to make more money—how to secure those material
comforts which contribute to Success, which is happi-
ness.

To make more money is not the whole aim of your
life. But it must be a part of that aim. You must
earn money. Remember, you must earn it.

Sheldon’s BusiNEss PHILOSOPHER AND SALES-
MANSHIP tells how.

And you desire to know how.

* k%

Besides the Man-Building editorials of Mr. Shel-
don—those inspirational, ambition-stirring, heart-to
heart talks by the fireplace—this magazine offers the
gingery, snappy, business-getting articles of Worth-
ington C. Holman, whose great book *“Ginger Talks”
is known to thousands of salesmen all over the world.
In addition to these features there will be stories
about Men Who Have Become Successful—stories
of men who have made good. :

The varied phases of the Great Business Game
will be talked about in ‘Gleanings From Business
Fields””—a department of surprises. Heads of great
industrial enterprises, sales-managers, advertising man-
agers, newspaper men, philosophers, poets, office-
men, Men on the Road—all these will contribute to
the magazine during 1909.

These men will tell you how to get off of the blind.

GET OFF OF THE BLIND.

racs "
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THE BUSINESS PHILOSOPHER

THE CONQUEROR

By FreEDERICK BUNNELL KING

When I was twenty-one I said, “The world is now before me,
And whether life be long or short, I'll have no master o’er me.
T’ll drink the sparkling wine of life and eat the fruit of pleasure,
Indulge each passing whim without a thought of stint or measure.
I’ll leave no pathway unexplored that offers new excitement,

No book unopened, tho’ I there may read my own indictment.
No voice or plea or argument shall from my purpose swerve me,
But every circumstance of life shall bow to me and serve me.”
Fate must have smiled derisively while in her ledger posting

The faithful record which she keeps of all such idle boasting.

At first it seemed as tho’ each day was simply made to order,
No hint that shame and suffering were just across the border.
Whate’er I wanted that I had, the cost I never reckoned;

The only aim I had in life, to go where Pleasure beckoned.

Her sweetest smiles were ever mine, at least it seemed to me so,
And 1, deluded mortal, thought that this would always be so.
*Tis thus she leads us blindly on until we’re bound and bleeding,
Then coldly taunts us as we writhe, is deaf to all our pleading.

I pray you spare me as I tell the sequel of her wooing,

Nor make me bare before you all the shame of my undoing.
How I, the master, proud and free, became a slave in fetters,
The quip and jest of other slaves who never were my betters.

*Twas then mine eyes were opened and I saw with understanding;
I heard a strange yet kindly voice my inmost soul commanding.

I felt within a new-born strength that knew not fear nor danger,
And faced a path to which my feet had ever been a stranger.

On either hand I knew that there were pitfalls deep and yawning,
The pits that I myself had dug before this new day’s dawning.
Both steep and rugged was the path, and far away the summit,
And yet I knew that I possessed the power to overcome it.

.

I rose unfettered, and went on, yet wondered at my daring,

That I, upon an unknown way, so fearlessly was faring.

As on I pressed my strength increased, and lo, a torch beside me
Its radiance cast athwart my path, to comfort and to guide me.

I marvelled much from whence its light, so clear and penetrating,
Until I saw that from myself the rays were emanating.

Experience my guide became, whose constance never altered;

She urged my footsteps when they lagged, upheld me when I faltered.
She taught me as none other could, life’s deep and hidden meaning,
And almost cleft the veil 'twixt Earth and Heaven intervening.

I learned that he who conquers Self more richly is rewarded

Than all the men whose warlike deeds have ever been recorded.
That selfishness is suicide, the very soul destroying;

Self-sacrifice, self-saving, all our highest gifts employing.

The approbation Conscience gives, the only praise worth seeking,
And words of hope and help and cheer, the only words worth speaking.
That we shall never know defeat nor ever fear disaster,

When Self-indulgence hath been slain and Self-control is Master.
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The Business Phllosopher

A. F. SHELDON, Editor

VoL. V JANUARY, 1909 No. 1

Where We Talk

By the F il'eplace Things Over

QERE we are. TEE BusiNEss PHILOSOPHER has arrived at
manhood.

‘ Not full grown as yet as to circulation, influence, etc., not by

any manner of means.

He may ‘“thicken up” some, “fill out,” as it were, by
adding more pages later, but I think we can safely say he
has reached full stature as to size of page at least.

He fully realizes that the maturing process is not yet complete; that
he has much to do and to be ere he takes full rank among the giants of the
magazine world; but with this issue he makes his how in the arena of regular-
sized magazines.

Won’t you arise, reader, and bless him with a good thought or two?

You will note that he has changed his name a little. His full name
is now ‘‘Sheldon’s Business Philosopher and Salesmanship.”

It is with pleasure that we are able to announce with this issue that
Mr. Holman of ““Salesmanship” fame is now Associate Editor, and that the
two magazines, one previously published under the name of “The Busi-
ness Philosopher” and the other under the name of ‘Salesmanship and
Office Methods,” are now united in their efforts and under one cover under
the title which I have just mentioned.

Mr. Holman is dynamic, he is vital, he is strong.

. May we not safely promise you greater service by our united effortsin
your behalf.

And now, reader, let me tell you as plainly as I can the real mission of
Sheldon’s Business Phllosopher and Salesmanship.”

This issue will go to many thousands of the regular subscnbers to ““Sales-
manship and Office Methods.”

It will also go to many thousands of the regular subscribers to THE
BusiNESs PHILOSOPHER, many of whom have subscribed within®the last
few months.

At the risk of possible repetition of a few of the basic thoughts which
have been given to the readers of THE BusiNEss PHILOSOPHER during the

It seems to me that beauty is part of the finished language by which goodness speaks.
—George Eliot
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8 THE BUSINESS PHILOSOPHER

To travel hopefully is a better thing than to arrive, and the true success is to labor.
—Robert Louss Stevenson

last many issues, I am going to review some of those thoughts a little and
endeavor to set clearly before our present audience the ideal for which we
are striving. '

It is nothing short of hastening the growth of the race:

First, in intelligence to wisdom;

Second, in consciousness to the cosmic or universal sense;

Third, in efficiency to mastership.

Its mission is even greater than that of helping you in present duties
or for a year or for a lifetime.

It can and will do all that if you will but do your part. But it can and
will do more than that, much more than that, when we all pull and push
together. '

This magazine can be made to influence for good generations yet to be.

Some one has said, and wisely, something like this:

“He who plans no further than the present is mentally blind.

‘““He who plans for a year ahead is a general.

‘““He who plans for a lifetime is a genius.

‘““He whose mental vision extends beyond his life and plans for genera-
tions yet to be is a seer, a prophet.” .

One of my ambitions is to live to see the time when there are one mil-
lion readers of this magazine, and I want to see each reader a seer, a prophet,
in the sense in which that term has just been used.

I want to see us, each and every one of us, not alone attending well
to the duties of the present hour and not only planning for a year, or even
for a lifetime. _

Let us do that, but let us plan for the good of our children and our
children’s children and their children.

Yes, and for the good of the children of the children of the other fel-
low’s children too. .

Do you say I ask too much? '

No, no, Henry, I do not. It’s all practical and easily accomplished if
we just pull logether, knowing what we want to do; why we want to do
it; how we are going to do it; and, when we are going to do it.

And, by the way, let us diverge a moment from our theme, just long
enough to say that the what, the why, the how and the when is a good quartet
by which to analyze all the important things of life.

It’s a splendid way to pick things to pieces.

Try it. Apply it. Throw the searchlight of that analysis upon the

very next thought that bobs up as something you possibly ought to do in the
daily duties of the here and now.

We cannot conquer a necessity, but we can yield to it in such a way as to be greater than if we could.
—Hannah More
N . ]
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THE BUSINESS PHILOSOPHER ) . 9

He that has light within kis own clear breast
May sit * the centre and enjoy bright day—Milton

By the time you are through with the whys it may be you will discover
that you didn’t really want to do the what after all.

Let us now apply the W. W. H. & W. test to the proposed plan, viz.,
1st. The hastening of the growth of the race until in intelligence it has
reached the plane of wisdom.

2nd. In what we may term consciousness until it has reached the
plane of unselfishness, the universal, the cosmic, which in plain language
is the service idea, the We, Us & Co. plan.

And, third, until in efficiency mastership is attained.

And now let me tell you exactly what I mean by these terms.

If already familiar with them, a review from possibly a new angle of
mental vision will at least do no harm.

There are four grades of intelligence: first, ignorance; second, knowledge;
third, learning; fourth, wisdom.

There are many, even in the twentieth century still groping in the
darkness of ignorance where physical might makes right.

There the robbers and the thieves do dwell, and there upon that plane
are those who are not immoral; they are just unmoral,

Just as there are people who are color blind as far as the physical sense
of sight is concerned, so are there people in whom the sense of morality,
justice and other moral and ethical senses are not born as yet in the realm
of the mind.

The next stage in the growth of intelligence is knowledge.

In this stage men know much more than those whose lack of knowledge
makes them ignorant.

In this class come many business men who have much knowledge con-
cerning their own one line of business but they are strangers to history, science,
even in some cases are they strangers to religion and moral philosophy and
also as to other lines of business outside of their own.

The next stage in the growth of intelligence is learning, which is knowl-
edge plus.

As man’s knowledge begins to broaden he becomes more and more
learned, and it may be safely said that the learned man as a rule is more
ethical than the man whose lack of learning makes it necessary to classify
him as a man of knowledge.

And ethics, you know, is the science of right conduct toward
others.

Finally, the highest form of intelligence is wisdom, which is more the
spiritual perception of truth than it is the acquisition of facts or truths arrived
at through logical processes.

Not insulation of place, bus independence of spirit s essential.
—Emerson
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10 . - THE BUSINESS PHILOSOPHER

I never wonder lo see men wicked, but I often wonder o see them not ashamed.
—Dean Swift

Even the extremely learned man, so long as his learning is confined
to material things, may not be a man of spiritual wisdom.

' Read TEHE Busmvess PHILOsOPHER carefully, not alone this issue but

the next several issues, and you will be thoroughly convinced that wisdom,

the highest form of intelligence, is the kind that pays best even in

business.

I hope you are thoroughly convinced on that point now and that your
life reflects that conviction as the lives of so many good business men and
true do.

But some there are, yes many, who are not now so convinced, and there
may be a few even among the readers of THE BuUsINESs PHILOSOPHER.

* % %

And now, then, as to consciousness, or possibly the term life would be
good to describe just what I mean.

Just as there are four grades of intelligence, so are there four grades
of life, or consciousness.

First, there is the non- or no-consciousness of the plant and mineral
kingdoms. _

There is life in the plant and the mineral but they don’t know anything.

Then there is the simple consciousness of the brute creation.

The brutes know but they don’t know that they know.

Each is an individual being, but the brutes are not conscious of self.

They cannot analyze self. They cannot know how they can make them-
selves greater and greater.

Then comes man who is on the plane of self consciousness.

He is conscious of self. He can analyze self. He can cultivate self.

He has indeed a great advantage over the brute.

For a long time man was wholly on the self-conscious plane.

While he is on the plane of ignorance, knowledge and even learning in
intelligence he imagines that he must think only of self and the present deal
in trade.

As far as any trade relations are concerned, he is thinking of the profits
on the one deal in hand.

He imagines that he must do this in order to protect self, his one little
self, and possibly the family dependent upon him. And they are the only
people he cares for.

While on this plane he is apt to imagine that, in order to protect self and
family, he is perfectly justified in forgetting all about the rights of the other
fellow with whom he is dealing.

You can do what you earnestly underiake.
—Stonewall Jackson
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THE BUSINESS PHILOSOPHER ' 11

You have no business with consequences; you are to tell the truth.
—Johnson

He even tries to justify himself, and doesin a measure, in lying in trade,
and feels that he is licensed to do anything that he can do to make money
as long as he does not violate man-made laws.

He sort of figures that everything goes as long as he can keep out of

jail.
: But as man comes into the light of wisdom there begins to dawn in
his consciousness the light of the universal or cosmic sense.

At a certain stage in the growth of man was born the sense of color.
There was a time when no one had any sense of color.

Just so there was a time when there was no one on the earth who had
any sense of the universal, no sense of the rights of others, and it was a long,
long time before men came to see that there was more money to be
made in trade on the universal or rights-of-others plane of consciousness than
there is on the purely self plane.

As the light of wisdom and universal consciousness dawns in man he
comes to see clearer and yet clearer the fact that the science of business is the
science of service, and that he profits most who serves best.

Remember those two sentences. Write them on the tablet of memory
with the pencil of concentration and don’t let them get away.

They will help some.

As to mastership—it’s like this:

There are four classes of people in every vocation from the viewpoint
of efficiency:

First, the indifferent, the I-don’t-care fellows who are just in it for the
ride.

They are the members of the “What’s the use’’ brigade.

Just above this class we find the students, those who are mentally awake
and who are searching after truth.

They may not be book-worms, and then again they may, but anyway
they are students of men or institutions or environment or books or things
or all of these and other good things.

Some or all of these they study to the end of gaining useful knowledge.

Third, come the adepts, who are the artists, which is to say those who
are artistic in the doing of things. We commonly refer to them as experts.

The adept applies the knowledge he has gained as a student.

" He becomes artistic in the doing of things.

The artist is always consciously or unconsciously, to a degree at least,
a scientist, the applier of knowledge which has been more or less organized.

But the scientist is not always an artist.

It is greater to be a great artist, an expert, than to be a mere scientist.

I'n the absence of a clear command, stay where yow are and do your stint as if
# were the finishing touches of the universe. —Wooley
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12 THE BUSINESS PHILOSOPHER

Use the world as not abusing it; for the fashion of this world passeth away.
—Bzsble

The artist or adept may be obliged to consc1ously and studiously apply
natural law to life.

He may be obliged to force the application of the law, as it were.

Finally, come the masters.

The life of the master reflects natural law without conscious effort.

Natural law expresses itself through him; and with or without effort,
by precept and example, or both, he teaches others.

Often he leads; he aspires; he i inspires; he generally perspires, too, because
he is a worker.

"He is a pathfinder of progress.

With or without the plaudits of the crowd he goes on and on and on and
then on some more.

Such men and women we find in every vocation—the world needs more
of them, many more.

* ok

And that’s the what of the mission of THE BUSINESS PHILOSOPHER AND
SALESMANSHIP. Let’s repeat it: It is the hastening of the growth of the
race in Intelligence to wisdom.

In consciouness or life, to the universal or cosmic sense.

In efficiency to mastership.

That’s a big enough job, isn’t it?

Is it not really great enough to make every one of us take off our coats
and throw up our hats and bubble over with enthusiasm ?

Bear in mind, please, that we are going about this thing through the
channel of business.

I tell you it’s a fact that the business world is the greatest world in the
world for doing good.

It’s there that man meets man.

It’s there the point of contact takes place.

It’s there more than anywhere else that we do unto the other fellow as
we would like to have him do unto us, or else where we do unto the other fellow
as we wouldn’t like to have him do unto us.

Stop telling me all that’s fine in theory but can’t be done in trade—that
business is business and it’s a case of dog eat dog and all that kind of stuff.

That’s the echo of the old-time tactics.

It’s the hide-bound, narrow view of the man on the self plane, the
ignorant man or the man of knowledge, and sometimes we might say the
man of even much learning.

It’s not the utterance of the wise man on the universal plane of con-
sciousness.

We can finish nothing in this life; but we can make a beginning, and begqueath a noble example.
—Smiles
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THE BUSINESS PHILOSOPHER 13

The human heart concerns us more than poring inlo microscopes, and is larger than can be measured
by the pompous figures of the astronomer. —Emerson

Some of the Whys.

But why should we desire to hasten racial growth in the ways men-
tioned ?

Well, let’s be real practical.

Let’s each take his head along with him and let’s keep our feet on the

ound.
& And to that end let us not keep out of sight of the fact that-success of
the worth-while kind includes at least four things: viz., health, long life,
money and honor.

Let us all bear in mind that, as society is organized today and probably
will be for a long time to come, the profit item, the dollar idea, is an impor-
tant element.

No greater mistake can be made than making that the whole mission,
the whole standard of success, but the fact remains, sad or otherwise—and
it’s not necessarily so sad—that it is an element.

Dollars enough to procure, first, comfortable competence in the three
primary necessities of existence—food, raiment and shelter;

Second, enough for some of the accoutrements of culture, the means of
real living instead of an existence, which is to say the things which help
along in physical and mental development;

And, third, enough to lay a little something aside each week or each
month for a rainy day.

To get enough to take care of the three above named provisions and
to get it honorably, that’s a legitimate desire, one to be stimulated rather
than stifled.

One of the whys of the what in the case we are discussing is that dollars
are more easily and more rapidly made by the wise master on the universal
plane of consciousness than by the ignorant man, the man of knowledge or
even the learned man who remains wholly on the self-conscious plane.

I know that at first thought you may challenge that statement, but it’s
true, and the truth of it will become more and more apparent to you as your
thought dwells more and more upon this statement :

There is more in business building than in business getting.

And business building is the making of each customer a repeater and
also the making of each customer the first link in an endless chain to bring
more customers.

Unless you think of the other fellow, and many other fellows, unless
your actions are the result of the true brotherhood-of-man idea, you cannot
so deal with the public that you, to the best possible extent, make of each
" customer a repeater in trade.

No life can be pure in its purpose or sirong in ibs sirife and all life not be purer and stronger
thereby. —QOwen Meredith
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14 THE BUSINESS PHILOSOPHER

I must love men, I must trust men, I must thank men, I must be obedient to men, before I am able to
love God, to trust God, to thank Gad, and to follow God. —Heinrich Pestalosss

Remember at least the ‘“mentally blind,” the ““general’” and the “genius”
idea.

Let’s illustrate this point by a little story of a paper salesman, a veteran
in the business; not an order-taker, but a salesman that built up a fine trade
on a certain territory for a certain wholesale paper house. His customers
were repeaters. '

This man realized that confidence is the basis of trade and he studied
the needs of the other fellow. He sold his goods at a profit—his house was
entitled to that—but consciously or unconsciously he had come to perceive
the fact that the science of business is the science of service and that he profits
most who serves best.

There came a time when the son of one of the officers of this paper
company graduated from college and wanted a place on the road. A place
was made for him. He was a man with college learning. He could con-
jugate Latin verbs and he knew that the square of the hypothenuse of a
right-angled triangle equals the sum of the squares of the other two sides and
a whole lot of things like that. But it seems he was still on the self plane of
consciousness, was mentally blind even though he had much learning and
thought he would be indeed a “big Ingun” in trade. He was given the
route of the less learned but wiser man to whom I have referred. But it
didn’t last. The wise man was put back on the route after a time and found
such cases as this. He found one of his old customers who had not been
repeating his orders for these many moons, and when he was asked why, he
said: ‘“Well, that smart Alec your house sent out here, the son of one of
the officers I believe, sold me a carload of paper of a special make that I
found I had no use for whatever. Possibly I had no business to buy it,
but he persuaded me against my will and with arguments which didn’t hold
good made it seem momentarily the right thing for me to do. Your house
probably made a good profit on the deal, but I concluded I didn’t care to
place my business with any house that was looking out for its interests alone
and was forgetting the rights and interests of its customers.”

The wise man, the veteran, got the matter straightened out and turned
the current of this man’s trade to his house again, but it took much effort
and an equitable adjustment.

I ask you, which was the more profitable policy ?

* 3k *k

Another Example

I visited one of our large cities of the United States not so very long
ago and there I had the pleasure of interviewing the vice-president of the

For every bad there might be a worse, and when one breaks his leg, let him be thankful i
was not his neck. —Bishop Hall
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1t s betier to say, “This one thing I do,” than lo say, “These forty things I dabble in.”
—Washington Gladden

greatest clothing house in that section. The institution of which he is the
leading official is paying large dividends and that one store in that great
city is but one of the many branches of the parent institution.

And this man who is the vice-president of this great institution is no
longer on the plane of self-consciousness.

He has indeed arrived at the universal plane where he is thinking of
the public more than he is thinking of self. And mark you well, his institu-
tion is paying larger dividends than most institutions in that line of trade,
possibly the largest, I do not know. But that it is very prosperous financially
I do know.

Let me give you one practical illustration of what this man is doing.

He advertises that goods may be returned if not satisfactory and the
money paid for them refunded to the buyer.

This, you say, is quite a common practice. Yes, but the beauty of it
is in this case there is no bluff about it; there is no catch of any kind and
no argument when the buyer wishes to return the goods he purchased.

This man means exactly what he says and he wants you to return the
goods if they are not satisfactory.

To make certain of this point, he writes to all his customers once or
twice a year asking them whether the goods they purchased during the last
few months have proven entirely satisfactory and giving them full privilege
of returning them if they are not quite satisfied.

Of course there is occasionally a customer who is thoroughly on the
plane of self-consciousness and in whom the ethical sense has not been at
all developed, who takes advantage of this wise and honest man.

For instance, a customer came in a while ago with a $50.00 overcoat
which he had bought several months before. He said: “This overcoat is
not satisfactory.” The wise man replied: “Is that so? I am very sorry
that you have been put to any such inconvenience, but we will make it right.
Just leave it here and pick out another coat.”

This statement made without any argument rather took the man’s
breath away and he stammered: ‘“What price coat shall I pick out? I
have worn this one several months.” “Pick out a $50.00 overcoat. That
is what you paid for the coat, isn’t it ?”’

“Yes,” answered the customer.

“Well, go right down and pick out another that you think will suit
you, simply leave the old coat and take along with you any $50.00 coat
that suits you.”

And the firm of the wise man had the old $50.00 overcoat and the other
fellow got a new one.

There was a man who thought every time he carried a beefsteak home that he was making a
present lo his wife. —Daily Paper
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The easiest way for a good wife lo get along pleasantly is to practice what her husband preaches.
—Unknown

And the wise man told me that there was one fellow in that town who
was wearing his third hat this season at the expense of the wise man’s firm
trying to get one that was satisfactory.

He said: ‘“That fellow thinks he is working me but he is booming my
business to beat the band.”

And I have been trying to figure out whether that fellow, the ignorant
man, was really working the wise man or whether the wise man was working
the ignorant man. The way I figured it out is this: The ignorant man
thought he was working the wise man and the wise man was not exactly
working the ignorant man, but the ignorant man was working for the wise
man and the wise man was paying the ignorant man in hats instead of cash.

But the wise man was perfectly willing to be “worked’’ by a few people
who are still on the self plane of consciousness in order that he might serve
well the many.

And he is paying bigger dividends than the fellows who are down here
on the self plane of consciousness, looking at each individual transaction,
looking no further ahead than the present, and who sell the other fellow any
old hat that they can make the most money on regardless of the interest of
- the customer.

Another why, and-even a bigger one, is that the arrival of a large per-
centage of the race to the plane which a few are occupying now will make
this world a better place to live in.

““Man cannot live unto himself alone’’—he is a social being—we must
mingle with our fellows, and it is much safer and much more pleasant to
mingle with the wise masters of universal sense, those of the “we’’ idea,
than it is to mingle with the “1,” “I,” “I” self-centered fellows.

Verily brethren, as the preacher man might say, altruism and selfish-
ness in final analysis are one and the same medicine.

There are more whys but these two will do for the present.

* kK
The How of It

But! yes, but! but!—the buttinsky fellow almost always shows up with
his “but” and it is good that it is so.

He helps to bring out the whys and the hows—and one of the “buts”
of buttinsky in this case is this: ‘‘But can it be done?”

And another is: ‘““But isn’t it true that the natural laws of growth
will take care of all this, if it be a part of God’s divine plan—just rest con-
tent and the race will arrive in time.”

In answer to the first “but,” I would say: ‘Yes, Mr. Buttinsky, it can
be done. We will get at the how pretty soon.”

Rich rogues always fancy that their children will inherit only the wealth and none of the sin.
—Theo. Winthrop
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w‘
Use three physicians: First, Dr. Quiet, then Dr. Mesryman, and then Dr. Die.
—Unknown

And in answer to your second “but” my answer is: ‘“Well, possibly,
but certain wise men have a maxim which reads something like this:

“‘ Nature unaided fails.’”

Less sternly stated, and possibly a practical modification of the idea
might be made as follows: '

Nature’s methods can be aided, even improved, by man.

Some way I sort of feel that that’s one thing God made man for.

He, man, is the Infinite’s highest form of expression and he should pay
the debt he owes to his Great Debtor by getting busy helping things along.

We might have had a thornless cactus some time, or rather generations
yet to be might have had one, even if Burbank hadn’t stepped in and helped
to hasten the birth of one. But you and I would not have witnessed the
birth of that thornless cactus. :

It is more than possible, even probable, that, thanks to Burbank, we
shall live to see the arid deserts good pasture land, made so by the efforts of
the wise Burbank who is indeed on the cosmic plane of consciousness.

Nature unaided would have failed to make the thornless cactus, but
aided by Burbank she produced it all right.

Burbank perceived these two great truths: First, “matter while immut-
able, which is to say unchangeable in substance, is eternally changeable in
form;” and,

Second, ‘“heredity is but the sum of all past environment.”

With these two eternal principles as the basis of his work, he aids nature
and has given to the world not only a thornless cactus but a pitless plum,
a fadeless flower and many other great and useful and therefore valuable
things.

He has even made a pear tree get busy and raise two crops of pears in
a year instead of one. :

Incidentally, it might be good to mention that Burbank is making more
money than are men in his line who are wholly on the self plane, thinking
nothing of the race—sufficiently kindle the fires of practical wisdom and the
light of sufficient financial return is a natural consequence.

* kK

That which is true of matter, a low rate of vibration, is certainly true
of energy, a high rate of vibration. ‘

Energy, too, while immutable in substance, is eternally changeable in
form; and, . .

Heredity as to energy as well as to matter is but the sum of all past envi-
ronment.

And man is but a combination of matter and energy.

With consistency a great soul has simply nothing to do. He may as well concern himself
with his own shadow on the wall. —Emerson
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Do all the good you can, and make as liltle fuss as possible about it.
—Dickens

His soul is organized energy, and this organized energy, the human
soul, manifests itself in states of knowing, states of feeling and states of willing
called the mind.

He can bring each of these three states of mind to a higher and yet higher
plane, and he can hasten, accelerate, aid, that state.

Don’t you see the point, Henry?

Sure you do.

* Kk ok

The How of It

But kow are we going to do it?

Well, the first thing to do is for each of us to get busy with himself. Let’s
each of us go home and look within.

The very best kind of teaching is by example—the most powerful kind
of preaching is practice.

Aside from this, however, of course it’s all right to talk with our fellows,
the men and the women and the boys and the girls that we meet from time
to time, and in a simple way and as best we can, when the occasion is oppor-
tune, explain the what, the why, the how and the when of racial growth in
the directions that have been indicated.

Young men’s Area Clubs are to be started throughout the world. Pos-
sibly you can lead one of them some time and do a lot of good in that way.

Business Science Clubs are to be started throughout the world and the
object of them shall be three-fold:

Business Building, Self Building and City Building.

You will note that the first three letters of the words involved in Busi-
ness Science Club are also the first three letters of Business Building, Self
building and City building.

- Possibly you are already a member of one of these Business Science
Clubs.

If not, possibly you will be some time. In this way you can help some.

But do you ask, “How can I hasten my own growth in the particulars
mentioned ?”’

There is only one true answer: It is through education, true education.

It is through the education, the drawing out, the development of the
positive qualities of the individual.

It is through the development of your health, your strength, your judg-
ment, your memory, your faith, your courage, your loyalty, your honesty,
your truthfulness, your kindness, your power of correct decision and
action.

Confidence imparts a wonderful inspiration lo its possessor.
—Milton
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T'he most smporiant atiribute of man as a moral being is the faculty of self-control.
—Herbert Spencer

It is through these and other positives or constructive and success-
building qualities that you will arrive on the plane of wisdom, universal
consciousness and mastership.

It is in this way that your life is to be made to reflect natural law.

For the positive qualities of the individual are the channels through
which natural law expresses itself.

* ok ok

The When

There is not much to be said about that.

There is only one answer, and that is in the one little word NOW.

Do it now and do it right. Yes do it RIGHT, right now.

Begin now, and with a greater degree of earnestness than you have
ever had before, the work of building self and of expressing self positively
both in word and deed.

The rest will take care of itself.

* 3k ok

You will note that I have said “we.”

Yes, it is we who must do this work; not 1.

Have you heard the story about the pipe organist who thought it was
“I”—just his own little self—upon whom the success of the performance
depended. A great triumph had been achieved and the little fellow who
had pumped the organ came up to the organist after the performance and
said: ‘“We did ‘fine’ tonight, didn’t we?”

The organist looked down at him disdainfully and said: “I gained a
great triumph—understand—I did—don’t say ‘we’ to me again.”

““All right,” the little fellow said, and walked away.

The next Sunday rolled around and the organist had another large
audience on hand to hear him. He rendered one selection with great power.
And he started to give his second selection, but there was nothing doing—
the organ wouldn’t work. He looked around and there sat the little fellow
grinning at him. ‘“Pump, pump, pump,” he whispered. ‘“What’s the
matter ?”’

The little fellow looked up at him, still grinning, and said: “Is it ‘we,’
professor ¢’

“Yes,” he said, “it’s we. Go ahead and pump!”

* %k 3k

Yes, it’s we, Henry. It’s we. It’s you, it’s me and it’s all the rest of
the readers of THE BusiNkss PHILOsoPHER—we must pull together if we

Courage consisis not in blindly overlooking danger, bul in meeting it with the eyes open.
—Richter*®
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Clear conception leads naturally to clear and correct expression.
—Boileau

are going to accomplish big things in the way of hastening the race in its
journey toward wisdom, universal consciousness and mastership.

We must do like Nancy (that’s Mrs. Sheldon) and Frederic (that’s our
boy) and Mr. and Mrs. Flournoy and myself did one day.

We were sailing on Lake Eara. .

Between the island and the shore there is one shallow place.

We tried to sail over that shoal and the boat stuck. v

There we were—it was nearly night—weather cold, it was in November.

Each grabbed an oar or a pole. Each did the best he could apparently
to get the boat off the shoal. '

But she didn’t move. _

Finally I jumped out, went to the rear of the boat and shoved.

Each was doing what he thought was best to do to get the desired result.

Still there was nothing doing. '

By this time it was getting dark and we were getting cold. Something
must be done.

We knew what we wanted to do and why we wanted to do it, but how?

It occurred to me all of a sudden that we were violating the law of con-
centration, and so I called a momentary halt, assumed command, placed each
one at the proper point on the boat, braced myself for the best possible com-
bined lift and shove from the rear, had each one place pole or oar properly,
told them not to exert a pound of strength until I said the word.

When we were all ready, I said: “Now, all together!”

The boat moved about an inch.

I then gave the command to rest a second that each might get properly
placed again.

Again I said the word.

Again we pulled or rather pushed together.

This time she made six or eight inches.

One more push with the right plan and we were in sailing waters.

In less than one minute from the time we united our strength as one
composite being we were -off—and this after some half hour of fruitless effort
when each was doing the best he could independently of the other.

It’s the same way all along the line.

United we make progress.

Divided we are stuck on the shoals.

Let’s get together and pull together and shove together, and together
we can indeed help to send the boat of the human race to that plane of con-
sciousness where each will do unto the other fellow as he would like to have
the other fellow do unto him.

They are never alone that are accompanied with noble thoughis.
—Sir Philip Sydney
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The Gihger Talk of a Salesman to His

Former Sales Manager
BY W. C. HOLMAKN

OU have made a good many ginger
Y talks to me. Turn about is fair play.
I want to make a little ginger talk to

you.

I am no longer in your employ.

You taught me so much while I was in
your business that I resigned to go into busi-
ness for myself.

I appreciate all that you have done for
me in the way of training and development.
I am making this little ginger talk to you not
out of any motive akin to vindictiveness,
for I have none—far from it—hut simply be-
cause I believe it is a duty I owe the other
fellows who worked with me in your sales
force and who are still your salesmen.

I believe furthermore that it is a duty I
owe to you. You gave me in your talks a
great many wholesome pointers that in-
creased my earning capacity and helped to
make me a bigger man, and I believe that
I can give you in this talk a few pointers,
from the stand point of the man in the
ranks, that will help you in your future
dealing with men in the ranks.

As you used to say in your talks to your
salesmen, ‘“No man who is a man is afraid
of having the truth told him. Our best
friends are those who talk to us most plainly.
People who criticise us constructively—that
is, who don’t merely rag us for the sake of
making us miserable, but who point out flaws
in us which if eliminated would make us
stronger men and more effective workers,
are our truest friends.” You will remember
how often you said this in your talks to your
salesmen when I was one of them.

ON THE FIRING LINE

I hope you will receive my remarks in the
same spirit with which I and your other
salesmen received your talks.

You were always strong in insisting that
your salesmen should be loyal to you and
to the house. You said no house could live
and progress without the loyalty of its em-
ployes. | '

It is even more true that a salesman can-
not do work effectively unless he has the
loyal backing of his manager.
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A salesman is always on the firing line,
fighting desperate battles. Many prospects
whom he meets oppose  him tooth and nail;
barring him out of offices; rubbing it into
him that he is a nuisance; reminding him
that time is precious—that he is endeavoring
to waste the prospect’s time; giving him an
audience, if at all, with relutance; listening
to his arguments with a cold and fishy eye;
endeavoring to quench his enthusiasm,
whenever possible, with icy indifference;
questioning his sincerity; discounting his
statements; putting him off with fake ex-
cuses; watching continually for an oppor-
tunity to throw him out and get rid of him. -

It’s the toughest kind of work—this sales-
man’s work—this continual battling with
indifferent, obstinate, and pugnacious pros-
pects. The minute one fight is over, another
fight begins. A salesman’s life is a cease-
less round of such nerve-exhausting, mind-
wrenching, courage-sapping combats. A
fellow must have more grit than a prize .
fighter to stand the strain and come up smil-
ing after every round, ready to face an.oppo-
nent again at the tap of the bell.

Now no prize fighter ever lived who could
keep his nerve through a fight if he knew
that his seconds in the corner behind him
were not with him heart and soul. Jim _
Jeffries in his best condition could not have
licked a string of forty cab drivers in forty
days, if his seconds had gone at him between
every fight and every round and called him
down as adub and a coward. Jeffries might
lick the first twenty men, but the ceaseless
criticism and negative suggestion of his sec-
onds would take all the fight out of him and
‘“get his goat” in the end.

THE SLAP ON THE BACK

And if this is true of Jeffries matched
against a string of inferior fist fighters, it is
far truer of a fighting salesman, who is
matched day after day against men that in
most instances are bigger guns in the busi-
ness world than he is.

When a fighter has gone to his corner after
getting the worst of a round, there is only one
thing that can make him jump up at the
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tap of the bell and go at his opponent, with
renewed ambition and determination; and
that is a hearty slap on the back by each of
his seconds and their assurance that they be-

lieve he is still in the fight and has a chance .

to win. And if there is one thing more than
another that will make a salesman go back
at a prospect after he has been turned down,
or go after new prospects with undiminished
courage and determination, it is the stles-
man’s consciousness that his manager thinks
he has done his best—that his manager be-
lieves, despite his former defeats, that he is
going to win out in the end.

We salesmen don’t mind having our mis-
takes pointed out to us. Any salesman with
ordinary human intelligence is glad not to
make the same mistake twice. But he wants
above all things in the world to know that
his manager believes in him; that the big
warm hand of his manager and his company
is always pressed against the small of his
back, despite discouragement and defeat,
supporting him, bracing him up, pushing
him on to more and more determined efforts.

I didn’t care, when I was in your sales
force, how many times I was licked. If I
knew that you thought I could win the next
fight, I always had the grit and determination
to go out and start that fight.

YOU’LL LAND HIM YET

I have gone into your office sometimes to
report the loss of a sale, and been received
with a kindly silence that dissolved my back
bone and nerve for future fights as acid dis-
solves soft metal. I have come into your
office at other times after a prospect had
knocked the stuffing out of me, and received
a ‘“Never mind, old, man, you’ll land him
yet” that has sent me back after him with
the same fire in my eye that a bull dog has
when he goes after a rival that has bitten
him.

Oh, you big man in the home office—you
man in authority—you commander of the
fighting brigade—you have no idea how much
your encouragement and support means to
us fellows who have to go out on the firing
line and meet the enemy. When we and
our sample cases are hundreds of miles from
home, you don’t know what a warm glow
at the heart it gives each of us, after we have
been man-handled by a bunch of tough
- prospects to be able to reflect, ‘‘ Never mind,
I had a bad day today, but my manager at
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the home office believes I am doing my best
and that I am going to make a ten strike
before this trip is over. And this being so,
by the eternal I shall start to make that ten
strike tomorrow morning as scon as the sun
is up.”

I want to call to your mind an incident
that happened five years ago. I was a green
man with you then. You had sent me half
across the continent to close a big deal. I
told you before I left that I would be back
in five days. At the end of the ninth day
the deal was still unclosed. I was getting
nervous about what might be taking place
in your mind. I said to myself: ‘For all
our sales manager knows, I am down here
loafing around the hotel, running up an ex-
pense account and having a good time.” I
telegraphed you ‘This deal is taking longer
than I expected. Hope you haven’t lost
faith in me.” You telegraphed back:
‘“Have all the confidence in the world in
you. Stay as long as your judgment tells
you is wise.”

TAKING THE FIGHT OUT

That telegram of yours, coming 1500 miles
over the wire, filled me so full of gratitude
and grit and gumption that I went straight
out and tackled that tough prospect again
with such resistless force that I swept him
clean off his feet. I left town that night for
home with his signature on the dotted line.
You may have forgotten the incident, but I
will remember it to my dying day.

There have been other times in my ex-
perience under you when you called me down
so fiercely after I had done my best that you
took all the fight out of me for a week.

Never forget that a salesman is a man of
a tremendously nervous temperament. If
he were not, he couldn’t be a salesman. He
couldn’t call up at a minute’s notice, the en-
thusiasm that is necessary to break down
indifference — persistence — obstinacy —
abuse. The same high-strung nervous sys-
tem that enables him to call all his resources
into play and throw himself body and soul
into a fight with a tough prospect, makes him
abnormally sensitive to criticism from his
home office.

Anybody can drive a plow horse—an ani-
mal with bones and muscles but no nervous
system to speak of. But it takes a master
driver with a delicate hand to handle race
horses.
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A word of kindly encouragement at the
right moment, a pat on the neck—a steady
sympathetic pressure of the heels, has en-
abled many a thoroughbred to win a steeple
chase.

A “BEN HUR” RACE

Dull minded jockeys who know nothing
more than the use of the whip and spur are
the fellows whose mounts pass last under the
wire every trip. You can saw on the bits
in the mouth of a cab horse, but you have
got to be careful how you handle the reins
when you are riding a blooded hunter. His
mouth is sensitive. .

If you have read Lew Wallace’s great his-
torical novel ‘“Ben Hur,” you know how the
Roman Messala lost the chariot race by
lashing his four horses with the whip and
how the Jew, Ben Hur, took the lead in the
stretch by talking to his team of blooded
Arabs—how the Jew’s masterful shouts of
encouragement and praise and inspiration

fairly lifted his team out of the ruck—
started their tired hearts to pumping with new
born energy, flooded their veins with the fire
of resistless determination and sent them
thundering across the line lengths in advance
of their rivals.

Never forget that the salesman is running
a tremendous race, often against the worst
kind of odds. Never forget that he is not
awood and iron machine,but a human be-
ing—a MAN, with a man’s susceptibilities
and emotions. You can’t run him as you
would run an elevator or an automobile.
If you try to, it will be only a question of
time before he will balk or break down.
To keep his motor, which is his heart, in
good working order you must make liberal
use of warm human sympathy, understand-
ing and consideration.

After all, it’s only a matter of treating the
salesman as you would like to have him treat
you, if under any circumstances you two
changed places.

On the Trail of the Traveling Man

BY NEWTON FUESSLE

PON the hard trail over which the
U traveling men make their daily trek
are thousands who understand not that
knowledge of goods to be sold is one
of the essentials of success. ThusdoI ap-
propriate for their use the thoughts as set
forth as follows by the salesmanager of The
Comptograph company:

Of salesmen there be two kinds.

One there is who maketh the good start
and landeth business for his house in the
first weeks of his engagement.

Prosperity seemeth to lie in wait for him
and his pocketbook waxeth fat.

He it is that often misreadeth the sings of
the times.

Foolishly he saith in his heart:

“I need not to learn thoroughly the nature
of my goods. That is the part for other
men. I am not he that findeth it necessary
to absent himself from the Ball Game and
the Amusement Park. Not to me doth the
boarding-house keeper complain about the
increase in her lighting bills, because of my
studying till midnight.”

He forgetteth the time to come when the
wave of prosperity shall pause and the mill
wheels whirl no more for a season.
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When newspapers and men shall combine
to cause the Nation to say,

“The evil days whereof we were fearful
have come upon us, and we have no pleas-
ure in business.”

When the cashier holdeth his hand on the
money bags and the buyer deferreth his buy-
ing, and another president awaiteth election.

He knoweth not that he needeth to be
fortified if he would stand in the evil day,
nor can he see that the orders he booketh
in the boom times could be written by any
other “ordertaker.”

He hath not learned to hope, because it
hath not seemed necessary.

The other kind is he that getteth greatly
interested in his work.

He careth not that the gas bill increaseth,
so long as his study lighteth his way along
the success path.

While he scorneth not the companionship
of his fellows, he knoweth nevertheless that
his best friendship is his acquaintanceship
with his line.

Success seldom forceth itself upon him at
the beginning, but when it cometh as a re-
sult of the persistence of him that ploddeth,
it cometh to stay with him.
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His is not an evanescent success, that
vanisheth whenever the sun striketh too hot
or the rain raineth too hard, or money
sticketh too tightly to the purse sides, or a
president awaiteth election.

He hath his hopes more firmly fixed.

Unlike the other kind, who are squeezed
out at the first grip of what men call “hard
times,” he realizeth that this glorious
country of ours stoppeth not in its progress
because of the vagaries of the mercury, or
the fluctuation of the political barometer.

He understandeth that his opportunity
lieth often in the craven fear which worketh
destruction to his “weak kneed” brother
who falleth down at the croaker’s voice.

He tireth not, but tilleth his territory with
greater care.

His face weareth not the look of the
mourner, but brightened by the hope that
he hopeth continually.’

The fruit of his labor he plucketh in due
season because he fainteth not.

But the salesman of the first kind—his
way endeth with the down-and-out because
he lacketh the stamina of the real one.

* %k *x

SALESMANSHIP AND ADVERTISING

When a traveling salesman gets the idea
into the place where he is supposed to do
his thinking that his house ought to cut all
advertising and divide that appropriation
among the salesmen, he is barking up a tree
which contains no possum.

Perhaps never before in the history of this
country was there more attention paid to
advertising than there is today. It is be-
coming more and more of an exact-science
—perhaps it is as much of an exact science
today as it ever will be.

Manufacturers have realized the value of
names. They have awakened to the fact
that in trade a rose under some other name,
although it may smell as sweet, does not sell
as well. They have therefore originated
names that have become so prominent that
they are even finding their way into our
literature. Millions of dollars are spent
yearly in calling the attention of millions of
prospective buyers to the merits of this and
that proposition. This advertising is not
spasmodic. It is persistent. The cumula-
tive effect is tremendous.

It is certain that a salesman has a much
better chance to sell a line of widely adver-
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tised goods than he has to sell a line that is
not known to the buying public—for it must
be remembered that in this enlightened age
the buying and reading public are the same.

Were I a beer salesman is seems to me
that I would handle Budweiser or Schlitz
or Pabst rather than Skidoodle’s, Schlos-
serkopfen’s or Pfeffernickle’s.

The reason is obvious.

I would rather sell Ivory soap than Izzer’s.

I would rather sell National Gash Regis-
ters than Noodle Cash Catchers.

You would prefer to buy Ivory and the
National to the others, wouldn’t you, even
if you had never used either. You would
do it because your attention has been at-
tracted to these products by the advertising.
You may even have grown interested. It
is certain that you would be far easier to
sell to than if I had to go through all the
preliminaries. )

What is the use of a salesman wasting his
time doing all this messenger boy service,
when it can be done far more easily and
more economically by advertising ?
 And think of the buying public! Think
of the increase in orders brought about by
the demand upon the retailer by the reading
and purchasing public—a demand caused
wholly by the advertising.

As T said before, the man who does not
want his house to advertise its products is
barking up a possumless tree.

- * % %

* WHY MALONEY STILL LIVES

Maloney intended to commit suicide.
He was down and out. At least so he told
himself. He had no job, he was hungry,
sleepy and unshaved. Once he had made

‘money, but he was let out of his iob when

hard times struck and he had never got his
nerve back after his savings were spent.

So he decided to commit suicide. He had
no relatives and he could afford that pas-
time if he wanted to.

But he remembered that a fellow might
as well be hanged for a sheep as for a lamb.
He had never read anywhere that it was im-
polite for a man to go into another world
with a full stomach. And Maloney had

"been hungry for more than twenty-four

hours. :
He first picked out a place where he

could drown himself. Then he went to the

best hotel in town—where he had stopped
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when The House was paying expenses—and
registered. He had the barber do nearly
everything to him, having it all charged on
the bill. He next ate a great evening meal,
choosing the best in the house. The bell-
hop then showed him to his room, where he
took a bath and followed that by a sleep that
brought peace. The breakfast in the morn-
ing gave him more life. The world did
look good once more.

So he thought he would take a little walk

around the old town before he left it for
good.
Everybody seemed happy and cheerful
and prosperous. Maloney felt that way
himself. Had he not slept and eaten as well
as any of them?

He found himself opposite the office of
the leading newspaper. He had once been
an advertising solicitor. He could do that
trick again. Into that office he bounced.
In his eye was that look of confidence.

Maloney made fifty dollars that week.

Why, of course he paid his hotel bill.

The house that wants successful salesmen
must not be niggardly. Wages must be
paid which will enable a man to live as a
man in his position ought. He must be able
to buy good clothes, keep them cleaned and
pressed—summed up, a *raveling man must
look prosperous.

The customer seeing a salesman with
fringed trousers and dirty cuffs and a collar
that calls for the Chinee, is not apt to think
very highly of the house such a salesman
represents. A salesman is the personal rep-
resentative of the institution that employs
him, and when he neglects to do everything
in his power to create a pleasing impression,
he is proving daily that he is not a business
builder and ought to be either reformed or
discharged.

Maloney, after he had cleaned up, ate
some good meals and slept as a man should
sleep, felt so confident and energetic and
satisfied with himself and the world that he
even gave up the idea of trying to find out
for himself some of the mysteries lying be-
yond life,

The traveling salesman who wants to sell
things, and who wants to know something
of How To Do It, must not neglect the
things that kept Maloney from graduating
into the Great Beyond. Clothes may not
make the man any more than leaves make
a tree, but the tree without leaves in the grow-
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ing time is a dead one, just as the salesman
without the proper appearance is either a
dead one himself, or is working for a dead
house.

“I certainly loaded up that fellow for
months to come,” said a patent medicine
salesman up in a little New York town last
winter, coming into the hotel lobby where
a crowd of us were talking. -

“What did you do?” queried another P.
M. S., getting interested.

The first fellow then told gleefully how he
stocked up the comer druggist with enough
of a certain brand of dope to last him for
years. He felt that he had done a smart
trick. It seemed a big joke to him.

But the second man didn’t laugh. He
was a veteran. He knew.

“You have not only loaded up that fellow
for years to come,” said he, “but you have .
fixed it so that you can never enter that
store again and sell anything. Not only
have you queered yourself, but you have
done much to queer the trade of all the rest
of us. Now I haven’t any right to give you
advice, but I am sure that you will under-
stand me when I ask you, for the sake of
the great selling game, to go back to that
druggist and reduce that order.

“You can do that without hurting your
dignity, and, if you are asbright as I think you
are, you will be able to give this customer
a talk that will win his confidence for life
—if you don’t smash it to smithereens by
another performance like this.”

Of course the first salesman went back
and squared things.

Traveling men, who would be real busi-
ness builders—and you know that Sheldon
has said there is more in business building
than in mere business getting—will not
knowingly overstock a customer. They will
try to teach him to sell more of their goods,
pointing out to him openings which he may
have neglected, showing him how to work
up better displays, etc.

But they never do what the patent medi-
cine man did in New York. Confidence,
so the platitude runs, is the base of all trade,
and Confidence is a plant which cannot
grow from overfeeding. Overfeeding re-
sults in indigestion later on, and that is just
what overstocking does to a business. It’s
not to your interest to make the business

"of the other fellow sick.



Life Insurance, the Agent and His Work

BY T. B. PARKINSON

Address delivered by T. B. Parkinson,
Superintendens of Agencies of the London
Life Tnsurance Company, at Agency Con-
ventions of the Company, held at Niagara-
on-the-Lake, July 23rd to 25th, and at
Sarnia, August 20th to 22nd, 1908.

O subject in the world today commands

N more attention, more thought, or

arouses more interest than does this
subject of Life Insurance.

It is as broad as humanity, as high as the
dome of blue above us, and as far reaching
in its benefits as time itself. Great writers
and noted speakers throughout the world
have sounded its praises, and thousands of
beneficiaries all over the land are enjoying
the fruit of some thoughtful husband, father,
son or brother, who during his lifetime made
provision for his loved ones.

Life Insurance is a shield for the family
against the uncertain future. It is a moral
obligation which every man should incur who
has someone depending upon him for main-
tenance. It provides a silver lining to the
cloud of sorrow when death takes the bread-
winner of the family. It is a stubborn fact,
in fact so stubborn that even a stubborn man
must see its usefulnss and make its useful-
ness useful to himself.

PROVIDES FOR FUTURE

Life Insurance looks beyond today into
tomorrow and considers what will happen to
us when we are old, and to our loved ones
when we are taken from them. This, in
brief, is the nature of our profession, the
character of our high calling, and it demands
from us a life worthy of it all.

No greater honor was ever conferred upon
any man than that of being given the oppor-
tunity and privilege of relieving the widow,
the orphan and the aged from distress and
want.

Through the instrumentality of the Life
Insurance Agents, the Life Insurance Com-
panies domg business in Canada paid out
in 1907, in death claims $7,978,362. 59; i
matured endowments, $3,162,738 35;in an-
nuities, $324,709.10; in surrender values,
$1,899,7 51.35;1in dividends to policyholders,

$1,387,971.37; total, $14,753,532.76.
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Who can estimate the good this amount
of money will do? It is your opportunity
to continue this good work. -

Think of the boys you may save from
crime.

Think of the girls you may save from
distress.

Think of the widows whose hearts you
may release from care.

Think of the aged whose last days you
may make happy and joyous.
~ And then ask yourself if there is any other
profession, any other calling, any other busi-
ness in the world that so combines the ideal
with the material as does this beneficent in-
stitution of Life Insurance.

“THE MAGIC KEY”

Were we to search the whole field of
thought, or delve deep into the libraries of
the world, it would be impossible to find a
better foundation upon which to build the
ideal agency than that laid down by Chas.
Warren Pickell in his able paper delivered
before the convention of the Underwriters’
Association in Toronto last year under the
title of ‘“The Magic Key.”

He said in part:

“‘Surely whoever speaks to me in the right
voice, him or her I shall follow as the water
follows the moon, silently with fluid steps
anywhere around the globe.

‘Just a definition or two that we may be
clearly understood. The word key has as
many meanings as a good solicitor has pros-
pects. Only one concerns us.

“¢The fundamental tone of a movement
in music to which its modulations are re-
ferred, and with which it generally begins
and ends,” Just a uniform vibration of the
air easily recognized whatever its variations
or chromatics. ‘Wilt thou have music?
Hark! Apollo plays and twenty caged
nightingales do sing.’

“¢Conscience—An inward principle that
decides the character of one’s own actions,
purposes or affections. To know—to be
conscious of.. Conscience is the reason em-
ployed about questions of right and wrong,
and accompanied by the sentiments of ap-
probation and condemnation.’ ‘The sweet-
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est cordial we receive at last is conscience
of our virtuous actions past.’

‘“ As a river rises no higher than its source,
so a business can rise in purity, honesty and
square dealing no higher than the coterie of
men who stand at its head.

“If their conduct is of a high order and
worthy the emulation of others, it is because
underlying the impulse to do right is the
more insistent conscience that will be satis-
fied with nothing less; if, on the other hand,
their actions are mean, dishonest and poison-
ous, the spring of action has for its founda-
tion either a densely ignorant or a morally
debased conscience.

“The great business we represent is of
sufficient economic value to have back of it,
over it, and under it, an enlightened public
conscience—an insistent and persistent func-
tion expressed in honesty, purity and a
square deal. We have nothing to conceal.
Our business, by itself, is above criticism.
No one can disprove its mathematics,
impugn its great beneficence, or assail its
solvency. Now and then, an official or an
agent, like some exceptional banker or min-
ister, may go wrong, but this splendid busi-
ness will, like Tennyson’s brook, go on for-
ever, until its agis of care and consolation
shall be spread over every home in the
land. .

“What is the magic key that sounded clear
enough, and strong enough, and long enough
will get responses of sweetest and completest
harmony?

A MASTER’S WORK

‘“‘Paganimi, the master of the violin, one
day on the Strand stopped to sympathize
with a little Italian violinist, the strings of
whose instrument were broken save one.
With a heart full of pity for the tear-filled
eyes, he took the instrument in his own
hands, and on a single string touched a
magic tone that stopped the passers-by, caused
policemen to neglect their duty, and all
listening ears to hang with suspense upon
the wonderful melody. The little fellow’s
hat was filled with pennies and shillings.
The master had played his way into the
hearts and pocketbooks of the crowd. He
had struck the magic key.

¢ John Burroughs thus describes an inter-
esting experience in the Mammoth Cave:
‘At a certain point the guide asked me to
shout or call in a loud voice. I did so with-
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out any unusual effect following. Then he
spoke in a very deep bass, and instantly the
rocks all about and beneath us became like
the strings of an Aeolian harp. They seemed
transformed as if by enchantment. Then I
tried, but did not strike the right key.

““The rocks were dumb. I tried again,
but got no response; flat and dead the sounds
came back in mockery. Then I struck a
deeper bass, the chord was hit, and the solid
walls seemed to become as thin and frail as
a drum-head or the frame of a violin. They
fairly seemed to dance about us and to re-
cede away from us. Such wild, sweet music
I had never before heard rocks discourse.’
Ah! the magic of the right key! ‘Why leap
ye, ye high hills?” Why, but that they had
been spoken to in the right key. Is not the
whole secret of life to pilch our voices in the
right key?

“‘Such a magical, dominant note calculated
to secure an approving response from the
public conscience, I have pleased to call
straightforward promulgation, for want of a
better term.”

‘“THIS ONE THING I DO”’

““This one Thing I do” is a sentiment that,
if it enters into the heart of any man in any
calling, will make a success of that man.
““This one thing I do” is what should enter
into the heart of every man after he has
selected that calling which he means to make
his life’s business.

I take it that the first law of nature is self-
preservation, and the first reason ““why’’ we
do this one thing is to provide for our loved
ones that handsome income which we can
provide in the Life Insurance business as
easily as in any other business of which
I know.

Back in the homes which you have left,
there are those tonight thinking of you who
are dearer to you than your very lives, for
whom you count it a pleasure to sacrifice
yourself, for whom you count it a pleasure
when you come back to them and say: “I
had a good day’s business.” This is the first
reason ‘‘why” we sell life insurance—be-
cause we can thus provide for those who are
nearer and dearer to us than all else in this
world. Second, because we love our fellow-
man, his wife and children.

Having selected your company and re-
solved, ‘‘This one thing I do,” the next step
is to plan your work and work your plan.
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Know your Company.

Learn its history, study its progress and
be prepared at all times to tell why you
represent the London Life.

The very first essential in our profession
is loyalty to the company we represent. Un-
less a man can feel “My company: may she
ever be right, but, right or wrong, My com-
pany,” he cannot carry conviction to the pro-
spective applicant.

The next and not the least important
essential is truth, the whole truth and nothing
but- the truth,

And the best that can be told about the
London Life is their record as expressed in
the annual report and press comments.

Having convinced your prospect of the
financial standing of the Company, let him
see you are anxious to sell him the right
policy. When he feels you are studying his
interests and needs, you have not only com-
manded his attention, but aroused his inter-
est in what you have. One way of getting
him interested is by your getting interested
in what he is interested in. This is where
the ‘human nature’ touch comes in and
where the versatility of the agent is brought
into play. Keep him interested by intensify-
ing that interest into desire to obtain, which
will be done by your emphasizing the special
advantage to him of buying the policy you
are offering.

Don’t forget that you impress your pros-
pect by your manner of expression, as well
as by the substance of what you say. Don’t
forget the chief thing your prospect wants
to know is what you can do for him, what
you are going to give him for his money.
Don’t fail to make this clear. Remember
you cannot do this unless you know for
yourself all the benefits and privileges of the
policy contract. Do you know?

Having commenced to lay the foundation
of your agency, let me suggest, place in the
first course, the solid rock, *‘ Golden Rule.”
This should not only apply to your client,
but to your associates in the Life Insurance
field.

BUILD FOR THE FUTURE

Build for the future not only the agency

but yourself, and let me say here, if the
agent is built right, the agency and the busi-
ness will also be built right.

Gage E. Tarbell says: ‘“Many people go
through life without knowing what it is to
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live at all. Unless you are living for some-
thing and know what it is; unless you have
a definite aim in view; unless you are mak-
ing the most of every talent with which na-
ture or a kind providence has endowed you;
unless you are developing every day, by
judicious exercise, every faculty that you
possess; unless you are gradually but never-
ceasingly broadening—expanding—growing
—achieving better and better and greater
and greater results, as the days and weeks
and months go by; unless you are doing all
these things, you are not living in the right
sense of the word. To spend your days in
anything short of diligently searching out
the forces within you, and without a daily,
active, vigorous, aggressive struggle toaccom-
plish the aim of your life and to live up to
the best that is in you, is not to live but to
exist. To take things passively as they
come and get along with them ‘whatever they
are, is not even to exist, but to be tolerated.
To say you ‘“‘can’t” do things is for the ignor-
ant and superstitious of bygone ages. The
living men of today—those who are living
as I understand the word—will never admit
that there is anything another man can do
which they themselves cannot do.”

Now, what qualities must we cultivate in
order to live in the atmosphere of “This one
thing I do?”

Concentration:—This is one of the great
secrets of success in agency work. It keeps
you from scattering your powder. It is the
jewel of the working powers because it
qualifies you to throw yourself entirely and
exclusively into a single aim at a time.

You will notice I said the jewel of the
working powers. Without this work, work,
work there is no success in store for the
Life Insurance Agent.

Endurance:—You may all start right, as
those who run in a race, but it is the one who
by careful training has acquired the neces-
sary power to endure to the end that wins
the prize. This training cannot be done by
proxy—you must make personal application.

Thoroughness:—If there is anything you
should know about Life Insurance, find it
out. If there is anything you should know
about your company, find i out. If there
is anything you should know about your
competitors, find that cut too. And when
it comes down to selling a policy, be thorough
then. Know your business. Don’t leave
your client with a cloud on his mind; make
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your case so clear that he will be able’ to
tell his friends exactly what you have sold
him.

Persistency:—** Persistency presupposes a
fixed purpose. A fixed purpose moves in a
straight line, without thought of turning.
Weariness, discouragement, failure, in om-
pleteness of method or material, instead of
being a bar, should become an added rea-
son for continuance to such a commission.

“ Persistency wins battles, achieves success,
builds canals, founds universities, establishes
great enterprises. Keeping everlastingly at
it is genius.”

‘‘ETERNAL VIGILANCE IS THE PRICE OF
SUCCESS”’

Phelps says: ‘“Vigilance in watching op-
portunity; tact and daring in seizing upon
opportunity; force and persistence in crowd-
ing opportunity to its utmost of possible
achievement; these are the martial virtues
that command success.”

No bar and padlock stand between you
and the place or opportunity of your am-
bition. Its door is always open, and you
can pass in whenever you will—if you can
show the passport of competence. Success
has its price—and you can pay it if you will.

But ability is the only coin that passes
current in its purchase.

- I'said a moment ago keeping everlastingly
atitis genius. With Henry Austin we would
say:

“‘Genius, that power which dazzles mortal eyes,
Is oft but perseverence in disguise.
Continuous effort, of itself implies,
Inspite of countless falls, the power to rise.
"Twixt failure and success the point’s so fine,
Men li.l;lometimes know not when they touch the

e.
Just when the pearl was waiting one more plunge,
How many a struggler has thrown up the sponge:
As the tide goes clear out, it comes clear in;
In business, ’tis at turns the wisest win.
And oh, how true, when the shades of doubt dis-
may,

"Tis often darkest just before the day.
A little more persistence, courage, vim!
Success will dawn o’er fortunes golden rim.
Then take this honey for the bitterest cup;
There is no failure save in giving up.
No real fall as long as one still tries,
For seeming set-backs make the strong man wise.
There’s no defeat, in truth, save from within;
Unless you’re beaten there, you’re bound to win.”

Simplicity should be always in evidence in
the agent’s work. Abstruse, complex pro-
ductions have no attraction for the common
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people. Every bit of information attractively
and simply stated forces its way into the
brain cells and remains there. Doubt in-
variably attaches to high-sounding phrases.
Suspicion lurks around labored explanations
abounding in polysyllables. It requires
more genius to simplify than to compound.
A promiscuous jumble of incoherent ma-
terial will find its unimpeded way into the
waste-basket. It is common talk that sur-
rounding our business are many mysteries
not destined for the unsophisticated to com-
prehend. This ought not to be the case.

Study your client, use language that will
make him feel at ease. Get over on his side
of the fence; look at the policy offered from
his view-point, and your case is more than
half won. :

A WORLD OF PROSPECTS

As we travel over this great country of
ours, stretching from the Atlantic to the
Pacific, with its wealth of forest and farms,
lakes and rivers, fertile prairies and produc-
tive mines, we cannot help being impressed
with the golden opportunity for the indus-
trious agent.

Lumbering, fishing, mining, stock-raising,
farming and manufacturing are giving em-
ployment to thousands of men all over this
land, and millions will yet s-ek a home
within our borders.

As we look upon the vast wheat fields of -
the west and consider that they are fast be-
coming recognized as the granary of the
world, how our hearts swell with national
pride!

This year, the three-hundredth anniver-
sar of the founding of the City of Quebec,
has been celebrated on a' scale that would
take more time to describe than we have at
our disposal. '

As the great pageant passes in review, our
minds are naturally drawn to the men who
gave us our heritage. Let us in thought
pass down the mighty St. Lawrence now fully
Anglicized as to its name, rollingon calmly
or tumbling as feverishly headlong in its
career at it did many centuries ago, to the
old City of Quebec. The initial impression
made upon us is the commanding situation
of the old Capital, for it is set upon a hill
and cannot be hid; the next, the strength of
the fortifications. As we pass from bastion
to bastion, and look down upon the river,
so far below, where the British ships lay at
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anchor in the summer of 1759, we cannot
but be amazed at the militarv genius of the-
man who succeeded in taking such a seem-
ingly impregnable fortress, and that too, in
spite of an army as brave as his own and
commanded by a General no less gallant
than himself. Perchance we give a sigh to
the memory of Wolfe and Montcalm, and
when we see the monument (one monument
in the Governor’s Garden), which is com-
memorative of both of these men, we think
nothing could be more appropriate than the
inscription there engraved:
“Valour gave them a common death;
History a Common fame;
Posterity a common monument.”
Westward we wend our way, and on Par-
liament Hill we stand with bared heads be-
fore the monuments erected to the memory

of Her Majesty Queen Victoria, the Mother

of the Empire, of Sir George E. Cartier, of
Sir John A. Macdonald and of Sir Alexander
Mackenzie, fathers of Confederation. Upon
the monument of the latter we find the key
to his illustrious life.

‘““DUTY WAS HIS LAW AND CONSCIENCE HIS
RULER”

Westward still we wend our way to the
City of Toronto. Here the illustrious dead
from many walks of life have been honored.
Again we find a loving tribute to the memory
of the greatest Queen in history, Queen Vic-
toria.

The heroic dead are remembered in the
monuments erected to the Veterans of 1866
and the soldiers who fell in the Northwest;
Great Statesmen in the monuments erected
sacred to the memory of Governor Simcoe,
Sir John A. Macdonald, Sir Oliver Mowat
and the Hon. George Brown; Educational
Heroes in monuments erected to Robert
Burns and Egerton Ryerson. Across Lake
Ontario and up Niagara River to Queens-
town is but a few hours’ ride, where we can
board an electric car that will take us to the
famous battleground of Queenstown Heights
Here in the War of 1812-13, the American
forces were defeated by General Brock, and
here he met his death. The exact spot
where he fell is marked by a large stone
tablet erect d by the Prince of Wales in
1860. Beyond this on the summit is erected
the famous Brock Monument, towering up
185 feet and standing on a base of forty
square feet.
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As we look at these monuments one after
another, considering the life and times of
each hero and statesman, what an inspira-
tion should spring up in our heart. These
have marked their impress upon the world’s
history for all time.

How true it may be said of them, they
builded better than they knew.

‘“Lives of great men all remind us,
We can make our lives sublime,
And departing leave behind us,
Footprints on the sands of time.”

We may not all be statesmen, or heroes,
or leaders in the educational world, and we
cannot all expect to have our statues placed
upon the battlefields and in the public parks
of our country after we are gone, but we can
build in this life, while we are here, statues
that will give us more comfort than bronze
statues after we are gone.

THE BEST MONUMENT

We can build monuments in the homes
out on the hills, where the rosesclimb and the
flowers bloom, and the trees give out their
beauteous shade during the hot summer’s
day, and where the little children run bare-
foot in the grass, and where the wife sits on
the porch to watch for our home-coming at
night.

This is the monument we can all build by
doing this one thing, and we can build among
our friends and our neighbors, and among
the business men with whom we transact
our business, character that will live forever.
Character, the foundation-stone of success,
character that will go with eternity after we
have passed down through the valley of the
shadow. Let us guard with jealous care this
jewel of priceless value.

We cannot, as we think of building for the
future, emphasize too strongly the impor-
tance of character, and the need of lofty ideals.
Life Insurance, above all other lines of busi-
ness, requires in its conduct the highest in-
tegrity.

We should regard our profession as the
very highest vocation, and therefore, worthy
to have laid upon its altar the best ability
and to command the most devoted service.

To work along the lines we have indicated,
the agent must have indomitable courage.
He must have faith in the company he rep-
resents, faith in the policy contract he is sell-
ing, and unlimited faith in himself. ‘‘Ac-
cording to your faith, so be it unto you,”
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is an old text, but did you ever stop to con-
sider how different it is when considered
with another, ¢ Faith without worksisdead ?”’
Then, we in the practice of our profession
must show our faith by our works. A. F.
Sheldon, of Chicago, President of the
Sheldon School of Scientific Salesmanship,
says: ‘‘Faith, we learn, is a positive qual-
ity. It stands for something; it represents
power. It is knowledge in full action. It
is the power of conviction getting busy and
keeping busy, and in order to be able to get
busy and keep busy in the matter of his in-
- dividual mission of his life’s work, one needs
to have faith in man as an individual; for
that begins with faith in one’s self. Like
faith in one’s mission, or faith in anything
else, faith in self must begin with a knowl-
edge of self, with a knowledge of man.

KNOW THYSELF

“To attain this, it is good to live for a
while with dear old Socrates and obey his
venerable injunction, ‘Man know thyself,’
and again to listen to the philosophic poet,
Pope, when he urges that the proper study
of mankind is man.

‘“How often have we heard this sentence,
and yet how little the average mortal heeds
the thought contained in it. He cannot
realize the fact that man was created in the
image and likeness of God, until he gets
down home and turns the x-ray of truth on
self; but if he will only do that, and do it so
thoroughly as to get a clear idea of the mas-
terful powers of the normal man, faith must
come to him as a natural consequence.

“With a right knowledge of man and his
varied powers comes a realization of those
powers in self and thence is born a substan-
tial faith, the faith which helps one to make
good in building his temple of suecess.”

The agent should always remember that
it is a good plan to use arguments that ap-
peal to the heart as well as the brain, study
your client, frame your selling talk to suit
the individual. Use tact;hereis where many
otherwise successful men fail, not realizing
the value of tact. What is tact? The
ability to say the right word and do the right
thing in moments of doubt and emergency.
We often hear of it, but seldom a clear
definition. Be comsiderate is possibly the
simplest, and "at the same time, the best
definition that can be found when used in
connection with agency building.
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Then let me add to all I have said, be
enthusiastic. Sheldon says enthusiasm is
the most potent factor in all achievement of
value. It enters into every invention, every
masterpiece of painting or sculpture, every
poem, essay or novel, that holds the world
breathless with admiration. It is the mov-
ing spirit of the business world. Generate
some.

Now, to accomplish all we have outlined
the agent must do four things—he must look
well after his mental, moral, spiritual and
physical natures. He must think right, for
as a man thinketh in his heart, so is he.
He must breathe right, he must eat right, and
exercise right, The only man that can do
his best is the man who is physically capable.
He must also place a value on his time, be-
cause time is the life agent’s capital; he must
place a value on his territory, because this
is part of the company’s capital, and to un-
dervalue either is to deprive the one of part
of his income or the other of business that
could be secured by a more capable agent.

Gentlemen, let me ask you to honor the
profession; make your competitors feel that
you are the best all-round agent in the busi-
ness in your district. How? By being
loyal to your Company, your clients and
yourself, and the time will soon come when
you will be respected and honored as one of
the first citizens of your home town. When
you have builded in this way, then will have
come to pass the time when the world will
realize that you have struck the ‘‘Magic
Key,” and that your watchword is straight-
forward promulgation, and will look at your
profession from the view point described in
those magical words used by Mr. Pickell
when closing his grand contribution to the
Underwriters’ Convention of last year.

BENEFITS OF LIFE INSURANCE

“Sound the Magic Key, and keep sound-
ing it. From every side, but faintly heard
at first, yet gradually swelling in volume
will come back the response; your business
is above reproach, your companies are all
right, the principles under which you operate
are correct, your policies are just and liberal,
your representatives are honest gentlemen,
we believe in your work, we commend your
ways, we trust you, we delight to do you
honor. You are protecting our wives and
children; you are guarding our estates; you
are making comfortable our own declining



32 THE BUSINESS PHILOSOPHER

years. Because of you, our poorhouses and
other charitable institutions are scarcely oc-
cupied, and our people have learned habits
of thrift and foresight; you have sweetened
life, you have robbed sorrow of its poignancy,
you have extracted the sting from death.
All glory and honor and power and domin-
ion to a business without a peer, combining
in its one self the greatest savings bank, the
grandest trust company, the most substantial
home-saver, the best equipped orphan asylum
and the most splendid preserver of moral
character the world has ever seen.

“Sound again the Magic Key, and out of
confusion will come rhythm; out of discord
and harshness will come melody, the dead
rocks of indifference will begin to vibrate,
the walls of legislative chambers will give
back the strain, dissensions, disputed points,
troublous times, wrangling, family jars,
high words, will blend in sweet accord, until,
from the right hand and the left, from before
and behind, from above and below, the
grandest business the world has ever seen
will become the centre of a rich, full diapason
of completest harmony.”

The Work of a Business Science Club

BY CARL SCHERFF
President of the Des Moines Business Sclence Club

movements, not really new, but in

different combinations, original con-
ceptions of old things. We live in a
day of wireless telegraphy. We are not
surprised to have a practical demonstration
of flying machines. And also we notice
the following: The moral regeneration, par-
ticularly in the commercial world. Medical
triumphs over disease. We are learning to
prevent rather than to cure. Modern medi-
cal science is making a tropic Cuba and a
marsh infested Panama habitable.

Then there are the school movements,
health, hygiene, manual training. We en-
deavor to give a practical education to the
farmer. We read and hear of the preser-
vation of natural resources. Our wars are
wars of peace. There is a growing friend-
liness between man and man as nations.
We hear a good deal in these days of psych-

THE world is teeming with new thought

ology. New and startling in its audacity

is the new religious movement. There are
new philosophies without number. Then
there is the thought that we give to the
problem of the unemployed, the poor, and
the betterment of their conditions. We
think of problems of cost of living and wages,
child labor, factory conditions, children’s
play grounds, talks and writings on the
City Beautiful, social settlements, improve-
ment clubs.

WHY A BUSINESS SCIENCE CLUB

Now all these spell progress. All are a
history of the development of the individual.
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Perhaps none of these movements is given
more thought, or is so far reaching in its
results as the educational; books, maga-
zines and papers on all phasw of education
are countless.

What are we doing in this march of
events? Are we going to stand idly by
and let the procession pass? Who of us
doesn’t burn to have a part in this glorious
forward and upward reach? What holds
us back, merely the thought that we are
too feeble to make ourselves and our in-
fluence felt. In short, a realization of our
own insignificance. Is it clear then that our
first duty is to build and develop ourselves?
Then can we the better take a part in the
world problem, and this brings me to my
subject, “The Business Science Club.”

y

The object of this Club is two-fold.

First: To help me.

Second: To help others.

To help me, spells self-development;
this calls for,

1st, Education.

2nd, Practice.

Most of us are students of the Sheldon
Course and, of course, we understand that
by the term education we mean not only
the filling in of facts, information, etc., but
much more—the drawing out of latent
qualities and forces. It is a trite saying,
“That we do not know it all,”” and that
other one, “That no one knows so much
that he could not use, to advantage, more
knowledge.”
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The ways and means for obtaining fill-in
information, are many. Among a few, we
might mention primarily, observation, the
habit of keeping mind, eye and ear open
to new truths, new impressions, new meth-
ods, not forgetting the old. Travel is an-
other way for learning through observation.
I fear, however, that many fail to get the
best advantage from travel because they
do not appreciate what travelling is for.

WHY COLLEGE TRAINING FAILS

One of the very best methods for develop-
ment is wide reading, and educational in
effect, both by the filling in and drawing
out processes, if properly pursued, are
school, college and university. I cannot,
however, help feel that college and uni-
versity are very often not of the fullest value
to the student. Perhaps for many reasons.
However, I think that the immaturity of
the student is frequently the cause for his
not appreciating to the fullest extent the
value that a college education might be to
him.

Who of us has not heard the plaint, “If
I could only go over my college course
again, how differently I would work.”
You and I, who perhaps have not had the
advantages of such a course, often think
and say how we would value such an op-
portunity, and how we would make the
most of every minute.

The realization of this lack in college
education, in giving the student the course
before he is really able to appreciate it to
any great extent, no doubt leads to the cor-
respondence school system, which has had
such a remarkable growth in recent years,
and yet, we find that. even this method of
education has its drawbacks. How many
of your friends have spent money for such
a course, but have never completedn it?
There are exceptions. However, I think
the average student—particularly one who
has not had the advantage of the mental
discipline that systematic study brings—
such a student, I say, needs the personal
contact and incentive of the teacher.

THE ONE FLAW GONE

The lack of this personal touch is the
one flaw in the correspondence school
system. Recognizing this, Arthur Fred-
erick Sheldon, the founder and greatest
exponent of the most modern and most
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complete course of scientific business train-
ing, has splendidly met and removed this
objection in originating the Business Science
Club. To develop, to educate, therefore,
is the first and all pervading object of this
Club. This we shall endeavor to do in
part by practical discussion among mem-
bers, by the suggestions and talks of more *
advanced students; by actual demonstra-
tions on the floor, by men best qualified by
reason of their success; then, addresses by
eminent business men, both local and other-
wise, and by lecturers of national repute.

Through all of these will we secure our
education. The value of this course lies
in the fact that it will not only help us to
culture, but will lead us step by step into
success, because it is a practical thing and
applies to the everyday life.

To get the best out of this course, it is
necessary that we be earnest, loyal, enthu-
siastic, and, above all, practical. The law
of sacrifice, an essential to success, must
always be recognized. “Would you be
successful, pay the price.” Cut out com-
fort, frivolity, laziness; devote thought,
time, effort; success demands earnestness.
This Club must be a business proposition
to you.

I have often noticed that many a six-
dollar-per-week clerk of eighteen years,
spends his leisure time, the evenings, on the
street corner, in sight-seeing, cigarettes and
spitting, laughingly seeing who among his
fellows can appear the smartest. But look
again, farther down the avenue of time.
Who is that old man of sixty, working hard
all day at twelve dollars per week. Maybe
as a freight hustler, shipping clerk, dock
laborer, or working with some gang on the
railroad grade, sweating and steaming in
the afternoon sun. Yes, spitting, too, but
in his hands that are calloused from hard
work, with never a thought as to how smart
he may look.

You pity him.

THE MAN OF SIXTY

But look again. Don’t you recognize
our friend of eighteen? Yes, if we would
be a success at sixty, we must do our work
now. By hard work I do not mean manual
work. We all began there, but I mean
mental work. By nature the mind is lazy;
you must take it in hand and will it to
work.
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The reason so many men must work
with their hands at sixty, is because they
did not learn in youth to work with their
heads.

Don’t misunderstand me. I don’t wish
to imply that these men did all this from
choice. I think a majority of them had
no one to point out this fact to them. They
merely drifted in a way that was natural.
I make the assertion that it is today almost
if not altogether impossible, to be a success
except as we work with the head. Mean-
while, during all these years between eighteen
and sixty, compare the living of these two
ways. The man that works with his head
really lives. There is absolutely no en-
joyment in life like intellectual enjoyment.
My remarks are eloquently illustrated by a
statement made that g5 per cent of men
over sixty years old, depend on daily wage
for support.

The second point in helping myself in
connection with education, is practice. Or-
dinary educational methods often fail of
complete success, because there is not the
opportunity provided for practice. In the
work we are engaged in, this necessity of
practice is not only recognized, but is in-
sisted upon as tke most important element.
"We are called upon to study, but much
more to epply what we learn.

‘““SPEAKERS OF WORDS”’

Occasionally I go to the den of the
Knights of Ak-Sar-Ben, where it is cus-
tomary, after the preliminaries, to have
speeches. I have listened to a great many
of these so-called speeches in the last few
years, but regret to say that most of them
could hardly be dignified by that name.
Some of them are flat failures, and remem-
ber, many of these are made by rising
young business men. Yes, and by business
men who are already considered a success.
Many of them are splendid men to meet,
but their inability to talk detracts from the
high esteem in which you may have held
them. They, themselves, while speaking,
feel embarrassed and mortified, not to
speak of the distress of their audiences.
Please understand it is not my desire to
criticize so much as to point the way where
lies our opportunity.

The fact that many business men do ap-
pear publicly in speech who apparently have
nothing to say, or when they have a thought
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are unable to put it clearly and concisely,
this fact, I say, should be an encouragement
to us. Given a man who can think, it is
practice only in expressing his thoughts
that he needs to develop this faculty. Every-
thing in speech-making, even the ability
to evolve the thought, is an acquisition. If
others can acquire it, we can, and the
thought that there are so many who have
not acquired it, gives us our opportunity,
there is room for us.

One of the prime objects of this Club will
be to provide such practice. By constant
practice we shall gradually emerge from the
slough of painful embarrassment to the
place where we can fairly and squarely face
an audience and ring home the truth we
may be presenting—a king strike.

TO HELP OTHERS

But please remember this calls for effort.
When you go to a concert or a lecture, you
are frequently led wild in your admiration
and enthusiasm. What is the cause of this?
Why do you think so highly of the artist?
You will find that it is not so much the way
the matter is presented to you, nor even
altogether his appearance. Rather is it the
fact that this man’s work represents a cer-
tain amount of discipline that he had to un-
dergo to get to the present point, his per-
sonality, his character. As you listen to this
artist you cannot escape the thought of what
years of toil and ceaseless grind were neces-
sary to bring about the present astonishing
result. By that standard will you measure
your enthusiasm for him. Yes, grind, effort,
work, is the coin of the realm. Would you
accomplish the result, you must pay the
price, and you too shall find respect for your
effort.

But there is another point to which I must
briefly call your attention, and that is the
second object of the Business Science Club -
namely, to help others.

The ideals of the world have advanced
too far for any man to sit back today and
say he is only interested in making his own
success. There may be some who are
altogether selfish, but even they seek to hide
their true color, if only behind some cloak
of philanthropy. I prefer to believe how-
ever, that the great mass of men do care for
their fellows. We, none of us, live to our-
selves alone. Your environment will not
only be your mould, but the mould will be
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shaped by you. When you have entered
into this course of development, you will be
a help to the business man, because you will
do your work more intelligently; you will
need less supervising; you will see the whys
and wherefores.

MEANS MORE MONEY

If you have gotten the full benefit of your
practice in speaking at Club meetings, you
need not then be fearful of taking a part in
some of the many movements that call for
your interest, your disinterested interest,
your interest in your fellow men. You will
have confidence in your ability, well knowing
that work, effort, the coin of the realm de-
mands and commands respect.

This will also help you in getting a wider
acquaintance, so necessary where a man may
see in every other man a possible employer.
How many good positions for life have been
secured in this way.

And needless to say, you will then also be
in 2 much better position to help your
brother, who may need your personal help.

But remember. the law of mutual benefit
as Sheldon teaches us; have you been helped,
then pass it on. Don’t be a pig. Give
freely. As we give we receive. Emptying
ourselves, we make room for more. I have
heard this argument: That the Business
Science Club is merely an adjunct and ad-
vertising scheme for the Sheldon School.
This I deny. This Club is what you and
I will make it. But supposing I grant your
argument, for argument’s sake, what then?
If T have been benefited by Harvard,
should I not join the Alpha Gamma Chi and
boost for Harvard? If I have been helped
by the Sheldon School, shall I not join the
Business Science Club and boost?

This then, is what I conceive that this
Club stands for. To these ideals I here and
now pledge you my best endeavor. I should
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like to say that one word, that will convince
you, and you, and you, that you can fulfill
your destiny. Will you take the first step?
Stand by. Do you want a part in the on-
ward march of thought and ideals? Then
come with us. This Club must be a success.
It may be your individual success is tied up
with it.
ALL CAN BE SUCCESSES

The conditions for success are few, pos-
sible to all. Loyalty, sacrifice, enthusiasm.
You must be loyal, stick through thick and
thin; never admit a doubt of its success.
Then sacrifice, you are not called upon to
give money. The dues are very little. It
does call on you to give of your time, two
hours a month, for the Club meetings, and
such time as you may find necessary for
your own individual development, meas-
ured by your ambition, and lastly enthusiasm.
When your heart is in this work, you will
be enthusiastic, banish all doubt. When
you encounter a knocker, show him the
burning white of your enthusiasm, it may
light him too. More than that, it will won-
derfully encourage you. '

In closing let me say just this. We must
maintain high ideals and high standards.
The best, always, must be our motto. The
best meetings, the best speeches, the best
audiences, the best officers, without fear or
favor, the right, always, rather than the
politic. When making a debate or any dis-
cussion, before giving your opinion, please
always stop a second for this thought, “Is
what I am going to say merely my personal
pleasure, or is it really, honestly for the good,
the best of the Club.” .

I give you then the Business Science Club.
May it be to us the beginning of better
things; the introduction into a broader life
and the advancement of a movement that
shall be to many the joy of living.

T hey might not need me—VYet they might.
DIl let my heart be just in sight.

A smile so small as mine might be
Precisely their necessity.
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—Emily Dickinson.



Gleanings from Business Fields
BY THOMAS DREIER

One of the most profitable ways of spending an hour each day is to journey
away from yourself far enough to be able to look back upon yourself and com-
pare that individual with the others with whom he is in daily

Getting  competition. The man who can do this will never commit the
Perspective offense of taking himself too seriously. He will not place him-
self on a pedestal and waste any valuable time worshipping

and burning sacred incense before himself. He will realize that if he wants to
get away from the majority and become a leader, he will have to utilize all his
time in preparing himself for his journey forward. And he will see, too, that the
best way of preparing is doing each day the tasks that day brings. He will also
possess a sense of humor—which is a sense that enables him to value things cor-
rectly. It will come to him that he cannot attract any crowd to him by worship-
ping himself and crying, “Lo, A sacred being am I. Bow ye down before me.”
He sees that folks bow down only to those who move forward. The crowd is
made up of children who are attracted only by moving objects. Those in the
great cities have an opportunity of getting this perspective easily. They merely
need to walk down a busy street to find out of what little importance they are.
If they are made of poor material they will become pessimistic and will exclaim,
““What’s the use,” But if they are real men they will instantly determine to work
so that the day will come when that crowd will take off its composite hat when
they pass by. And so I say, climb up to a point from which you can look down
and beckon your real self to ascend. When you have done that a few times per-
haps some few folks will cheer when your name is mentioned. Project your aspir-
ing self ahead of your every-day self and your every-day self will rise, for the two

are real affinitics.
* ok ok

Luck means rising at six o’clock in the morning, living on a dollar a day
if vou earn two, minding your own business and not meddling with other peo-
ple's.  Luck mcans appoiniments you have never fuiled to keep, the trains you
have never failed to catch. Luck means trusting in God and your own resources.

—-Max O’Rell.

* %k k

I want to praise the man who honestly and courageously bluffs. He is quite

a different man from the four-flusher. I want to champion the cause of the man
who tackles scemingly impossible tasks and succeeds. Every

The Honest man who ever wrung applause from a blasé public was an
Bluffer honest bluffer. He did things because something goaded him
on and he refused to be bluffed. He refused to fall below a

mark set by those who sncered or laughed or fought. They said he could
not do the work he had sct himself to do. He retorted that he could and would
do, not only what he had originally promised, but more. And he told what more
he would do. And becausc hc had promised, he accomplished. He kept faith
with himself. The bluffer—the big, honest bluffer—is the man with supreme
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faith and supremec courage. When Disraecli was laughed at when he made his
first speech in parliament, he arose in anger and told his colleagues that the time
would come when they would gladly listen to his voice. In one sense he was
blufing. But he made good. Napoleon was a bluffer. He undertook seemingly
impossible tasks. To him there were no Alps. To no wise bluffer do Alps exist.
Mountains do not stand in the way of the wisc man who wants things. And so
I say: Be an honest bluffer and call upon yourself to make good. To unwisely
or dishonestly bluff is dangerous. Cromwell bluffed the king and became ruler
of England. Had he failed kis head would have rolled in the dust. But no man
could call his bluff and he succeeded. He was right and right makes might. The
man who bluffs wiscly necds wisdom, and wisdom .comes only to those who work
for it. Wisdom comes to those who climb, and thosc only climb who have faith
and courage plus. No coward ever scaled the Matterhorn. Those only reached
the top who refused to let the mountain’s bluffs call their bluff. And those only
succecded in mastering the Matterhorn who first mastered hills, just as those
only who master the hills of life first can master its Matterhorns. Bluff your-
self into climbing hills daily, and the time will come when the world will bluff you
into climbing mountains. Unless you can bluff yourself in overcoming the trivial
obstructions in the road you are traveling today, you will not overcome those which
will surcly come tomorrow. When you cannot master a small business how can
you master a greater one? Only those who are capable of bearing them have
responsibilities thrown upon them continually. All others fall beneath the burden
of the day. Tt is only the man who shuts down his teeth and says “I can and
I will,” that does things. It is only the man who, getting $1,0co a year, tells him-
sclf he can get $2,000 that ever gets it. Of coursc it’s a bluff. But -the I-can-
and-I-will man never lets Fate call it. Hc makes good. Don’t let Fate bluff
you. Bluff Fate and make good. Fate told Teddy Roosevelt to live and die
a weakling. Teddy Roosevelt went out on a ranch and throttled Fate. He is
still doing it. Teddy is a big, honest, manly man who makes good
on big promises to himself and to others. He will continue to make good. In
youth he got the habit of climbing hills and in middle age he amuses himself by
climbing mountains. Bluff yourself over the hills and in middle age recreate
yourself by playing with the toys of the gods.

* k%

Once a young fellow wanted a piece of work donc in a certain way. The

one to whom the order was given did not remember that biblical injunction to
the effect that obedience is better than sacrifices. When the -

Getting  young man discovered this ignorance he waxed exceedingly
“Mad”  wroth -T trust I make use of the proper expression—and expressed

his anger by slamming the office door most scandalously. After

a while he rcturned. His employer looked at him with a sort of a surprised
look. The young man said, “Oh, I know that was asinine. You needn’t tell
me.” And the boss, who had once been superintendent of a military school,
said, “I was surprised to sec you go off that way. I did not know that a smiling
fellow like you cver got mad. T'll have to tell you what I used to tell my boys
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in school when they broke away in anger. I used to tell them that when they
allowed anmy persom or thing to make them angry, they merely confessed the
superiority of that person or thing.” That statement the young fellow never
forgot for long. He himself does not know how many hours of worry it has saved
him, nor does he realize how much this failure to get angry has helped him suc-
cessward. He confesses that there often come times when he wants to let him-
self go and express himself in lurid language, but he remembers that he cannot
afford to confess the superiority of any other man. He realizes that unless he
is absolute master of himself he cannot be a master of others, and he is daily en-
gaged in the business of getting his traveling kit together for a journey of discovery
in the Land of Mastery. And it should be said that this kit is made up, just a
little each day, as he journeys along. * Getting mad” he found to be excess bag-
gage. He chucked it aside and he now travels faster with a lighter load.

* %k %

A wise merchant takes stock of himself as well as of his goods.

It $s always too hot or too cold for the man who wants to quit.

A wise man who made a little improvement each day found at the end of the
year a revolution in his business.

He who follows another is always behind.—Poor Richard Jr’s Almanack.

k ¥ %

One of the stock arguments advanced against granting suffrage to women

is that women will be governed by sentiment instead of sense. Such an argu-
ment is only provocative of laughter. We all know that the

Square Deal amount of sense displayed by the ordinary voter on election day
for Women in no way indicates that he has cornered that commodity. I
know of a certain city that was carried for a candidate for Con-

gress by deliberately purchasing the votes of the lordly men with a liberal supply
of an amber-colored liquid, one particular kind of which is reported to have
made a fairly large city famous. The thought came to me at the time that I
would rather be ruled by women who voted by sentiment than by men whose
brains were controlled by- stomachs filled with beer. And it isn’t fair, this
one-sided voting proposition. It isn’t square. A woman may own a million
dollars’ worth of property in a city and have absolutely no voice in the making
of the laws and the levying of the taxes, while some drunken, ignorant, worthless
loafer is, on election day, the equal of the best in voting power. It isn’t fair, is it ?
Women must accept man-made laws without having any direct power of oppo-
sition. The fact that women do not demand suffrage is no argument against it.
Slaves in the south did not demand freedom. It must be shown to women that
it is their duty to assist in making the world better. That women should remain
in the home and look after pots and kettles and be mere reproductive animals is
the contention of those only who are in intellectual darkness. It is granted that
women are spiritually richer than the men. Their intuition is worth more, in
perhaps the majority of cases, than man’s cold logic. Their entrance into the
political world will be productive of good, just as their entrance into the business
world has been productive of good. Business men are better today because of
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being compelled to associate with women during working hours, and politicians
would become better if they knew that their records had to stand the scrutiny of
women who stand upon a higher plane than the majority of men, and who there-
fore demand higher qualifications in the men chosen to represent them.

* % %

Life is just what we make §. It is no mystery save lo the aimless; no task
save o the faini-hearted; no hardship save to the sndolent; no suffering save to
the sinful. The weak-knees, sleepy-heads, self-seckers and sense-gralifiers alone
shout, “luck!” Wise ss he who recognizes as his daystar, a stout heart, a clear
mintl, an earnest purpose, and substantial habils—Harry F. Porter.

* %k %

Some folks talk about advertising just as they did about salesmanship a few
years before the Sheldon era. When a fellow ‘writes an ad. that tells his story
in a brand new, catchy, business-bringing style, some expert
Advertis- advertiser will come up and mournfully tell him that he violated
ing Rule Number Ten of the Advertisers’ Union. Boiled down and
translated into understandable language this means that the writer
of the advertisement said to precedent ‘“Get thee behind me Satan,” and then
sailed in-and did his little job in his own individual way. We have been told
. several million times that no writer ever became a great writer by erecting a
shrine for his school grammar and worshipping before its iron clad rules, and,
while I am many leagues from advertising mastership, it strikes me that the
fellow who aims to be a great advertiser must have enough confidence in his
own method and his own individuality to tell well-meaning but prosy confreres
to hit the trail for the rear platform of the freight train. We know that adver-
tising is salesmanship by the written method. We know that every successfu
salesman has a different method. There may be fifty men selling with equa
success a certain article. But it is certain that each has a different selling
talk delivered in a different way. Each should have a selling talk which is both
analytic and synthetic; but Johnson must Johnsonize his talk and Thompson -
must Thompsonize his. If you had them all write down their selling talks and
mixed them up in a hat and ordered the salesmen to draw blindly from this hat,
and then ordered them to use the talk thus drawn, it wouldn’t be a week before
the sales manager would be on the verge of losing his mind because of the drop
off in sales. With advertising it is the same. Let the ad. man work his person-
ality into the ads. If he has the confidence-inspiring sort of personality, knows
the folks to whom he desires to sell, knows his goods, knows how to analyze them
and how to construct a written selling talk to fit the space at his disposal so as to
carry the prospects ‘from attention way up to resolve to buy—well, what_
more do you want? And get this, it requires greater ability to write a business-
producing ad. than it does to sell to a single customer, for the ad. man must write
his message without knowing his customers by personal contact, and he also must
write an ad. so as to make it appeal to the many instead of to one. The wise
young man who seeks fame in the advertising field will study the science of sales-
manship, and when he has mastered the fundamental principles he may violate
the Tenth Rule of the Advertisers’ Union and get away with the family plate and
the grand piano and the package of the Battle Creek product.
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The young man was a discount clerk in the bank. A friend sought to inter-
est him in an educational proposition for business men. And the clerk said,
“But I’'m not a business man.” Think of that, will you? His
Not a Busi- friend answered, “Possibly not, Harry, but sure you are not
ness Man proud of that fact, are you?” Undoubtedly there are thousands
and thousands of young men of this kind. They are occupying
low positions in the business world, yet they do not claim kinship with business
men. They look upon the profession of business as disgraceful. They are
time-servers. They will always be hewers of wood and drawers of water.
Clerical positions will always be theirs. High positions can never be filled
by them. They are not aspiring, not ambitious. The fires of enthusiasm
over work to be done never burn within them. They become cogs in a great
machine—cogs which can be displaced without interfering greatly with the busi-
ness machine of which they form a part. Their ambitions are made up of de-
sires for more money—for easier places. They do not realize that great rewards
are given only for great service. They do not feel the sanctity of serving. They
do not understand that, as Sheldon says, the value of an individual equals that
individual minus the amount of supervision he requires. A philosopher once said
we are all down on the books for ten dollars a day and the only reason so many
millions of us do not receive that much is because we give part of it to those who
supervise us. This discount clerk, who is in the business world but who refuses
to become a valuable part of it, is one of those who does not get his ten dollars
a day. Yet all this young man needs is training in scientific business building.
With this training there is no height to which he may not aspire. Remember that
one of the wisest sayings of modern times is, “When you want to find the fellow
responsible for your troubles, look in the looking glass.”

* kK

To believe your own thought, to belicve that what is lrue for you in your
private heart, is true for all men—that is genius.  Speak your latent conviclson
and it shall be the universal sense; for always the inmost becomes the outmost,
and our first thought is rendered back to us by the trumpets of the Last Judg-
ment.— Enterson.

* k%

The salesman who accepts the first rebuff as final, should not be allowed to
draw long on the expense treasury. It is only the man who sticks until he wins
that is truly worth while. Unquestionably the most talked of

Fighting book of its time was ‘“David Harum.” David Harum is a
for Success character that will live for scores of years. Yet Westcott list-
ened to fifteen publishers as they declined his manuscript. But

the sixteenth accepted it. And because he asked the sixteenth, Westcott earned
fame and fortune. The mother of Byron referred to him as “that lame brat.”
Yet with this handicap of lamencss, and with the greater handicap of parental
neglect during his youth, Byron became one of England’s great poets—an idol
of hundreds of thousands. He was a man who dared. He did things. He told
the truth as he saw it. He loved Freedom as few men loved it. He so loved it
that he gave his life for it while fighting the battles of Greece. Robert Louis
Stevenson was a confirmed invalid. Yet Stevenson, ¢ven when suffering the
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greatest agony, coined phrases which make his name unforgettable. Mozart and
Milton were blind. Carlyle had to fight for recognition. Macaulay was forced
to leave college because his father lost his fortune. Lincoln was no millionaire.
Grant was a tanner. John Mitchell, the idol of the Federation of Miners, and
one of President Roosevelt’s warmest personal friends, was a coal miner. All
these men had to fight for success. They did not take “No” for an answer. They
may have retreated for a time. But they only retreated to secure reinforcements.
The salesman who loses in the battle with a prospective customer today must not
return to the fray with the same arguments. He should retrcat for reinforcements.
There isn’t a fort in the world that is impregnable. Every one can be captured.
But it is certain that few of them can be captured in the first attack. Port Arthur
was captured only after many ‘“canvasses” had been made.

* k%

“The ‘divinily that shapes our ends’ is in ourselves; it is our very self.

Man $s manacled only by himself; thought and action are the gaolers of Fate—

they imprison, being base; they are also angels of Freedom—they liberale, being

noble.""—James Allen.
* k%

In the public mind today Wisconsin stands high because she gave to the
nation Senator LaFollettc—a big man whose whole life is devoted to the cause of
securing legislation which will give to all men a square dcal.
Wise Men of But they are doing other great things in Wisconsin today, just
Wisconsin  as they have done great things in the past. Years ago a
big-hearted man named Babcock invented a milk tester. Al-
though he could have had his device patented, and could have become rich beyond
the dreams of many money-mad men, he gave his invention to the world, saying
that in the service it would render he could find his greatest reward. Now we
have a young man by the name of Elver—a young man who has overcome many
difficulties and in the overcoming has made many mistakes-—who stands in the
spotlight because he wants one law passed. For several vears he has been study-
ing the problem of the unfortunates—the feeble minded, the insane, the blind,
the deaf and the epileptics. In the great state of Wisconsin he has found 7,cco
insane, 6,000 feeble minded, 5,000 epileptics, and 3,000 blind. And the result
of this investigation is 6o per cent of the feeble minded alone is due to heredity.
Mr. Elver has proven that it is indeed true that the sins of the fathers shall be
visited upon the children. He has proven that the state must one day say who
shall and who shall not marry. In old Sparta they used to kill at birth children
that gave no promise of becoming strong servants of the state. This we cannot
do—this we can not countenance. But we can prevent marriages of those who
are unfit. The day will come when sinful marriages will be prevented.  Women
will demand strong, manly men as fathers of their children. Barred from mar-
riage forever will be those who sow wild oats. The good of the state will demand
it. And the good of the state is higher than that of the individual desire. It
will be recognized that the greatest gift a man and woman can give to the world
will not be a book, a statue, a great thought, a scrmon, a pocm, a song or a paint-
ing, but all men will honor that man and that woman who love into being a Great
Man or a Great Woman. I have talked with Mr. Elver. He says the pcople
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are not yet educated to a point where they demand his law. But he has faith
that the day is not so far distant when all over Wisconsin—yes, and all over the
world—will come a demand for a law which will make marriage possible only
between men and women who are physically fit. Perhaps in the very distant
future the standard will be raised and only men and women who are mentally,
spiritually and physically fit will be permitted to know the sacredness of father-

hood and motherhood.
*x % ok

“Truth lives forever; ideas have no existence outside of mind, and only in the
action of mind. . . Make a library of all the thoughis of the race, and then
should the race perish, the library beinglstill in existence, the.ideas would have
perished.”—Lewis Ransome Fiske.

* ¥k X

Perhaps there is no greater business boosting organization in the United
States than the one over whose destinies Tom Richardson presides—The Port-
land Commercial Club. This organization started as a social

City body. Next came the publicity feature. These men saw that
Building the best way to advertise Portland was to advertise that section

of the country in which Portland is located. These men were

wisely selfish. They knew that they could not build up Oregon without
building up Portland. So they started to build up Oregon. After the Commercial
Club was well under way, the Oregon Development League was formed. This
league includes eighty-two separate organizations, all using the same letter head,
all working toward the same end. Their boosting was not done in a half-hearted
way. These men were and are real salesmen. They first aimed to attract atten-
tion to their country, next they aroused interest, then followed desire, and after
that the easterners who had climbed the salesman’s psychological ladder moved
their goods and chattels, their lares and penates, to Tom Richardson’s neighbor-
hood. Due to this advertising the dairy output of Oregon jumped from $5,000,c00
to $17,000,000 in five years. The strength of the Portland Club is shown by the
fact that it paid $434,000 for its own building, and has raised hundreds of thousands
of dollars for other public buildings and for advertising purposes. To the man
who says that advertising does not pay, the results of this western experiment stands
out in refutation. In an early number I shall have a special article on western
community publicity. In Chicago we have another great organization—an organi-
zation made up of keen, alive, alert, strenuous, boosting men—The Chicago Asso-
ciation of Commerce. This association is doing more to put Chicago forward
as the leading American city than all its other organizations combined. With
Walter D. Moody as business manager, and such a big man as William (Billy)
Manss as industrial promoter, Chicago is becoming recognized as The Great Central
Market. What has been done in Chicago and Portland can be done on a smaller
scale in every city in the land. All that is needed is an organization made up of
men who are big enough, wide-awake enough, broad enough, alive enough to sink
petty selfishness and work shoulder to shoulder for the public good. A city organi-
zation that is dead is worsc than no organization at all. It is better to have an
organization made up of ten live men that to have one hundred dead ones. Back
of city building is man building. To build a city there must be an organization
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of men with personalities—men of character and health—men strong enough
mentally, morally and physically to sink their petty selves in social service and
give their greater selves a chance to grow in a greater city. The International
League of Business Science Clubs has just been organized. The head offices will
be opened here in Libertyville. Clubs belonging to this organization will have
three objects: Self-Building, Business-Building and City Building. This associa-
tion will be in working order by January 1.

* k%

“A work of literature should give us ourselves idealized and in a dream, all
we wished to be but could not be, all we hoped for but missed. True literature
rounds out our lives, gives us consolation for our failures, rebuke for our vices,
suggestions for our ambition, hope, and love, and apprecialion.”—Sherwin Cody.

¥ %k kK

What the United States needs down in Latin America is the display of more
salesmanship. It is all very well, and it doubtless has a salutary effect, to have
our warships make periodic trips to South America and show
American  those folks what a beautiful flag we have. But that doesn’t help
Salesman-  the folks up here who are crying because of over-production. Of
ship Needed course the over-production from which we are really suffering is
not the kind that can be cured by selling more goods to foreign .
countries, but I suppose we might as well grin at the folks who are starving at
home and persuade them that more happiness will come to them when we have
better salesmen to represent us in other lands. I do not care particularly to get
into an argument with those who worship present conditions at this particular
time, so I shall merely point out to them this one fact: Just twenty-eight per cent
of the trade of Latin American is with the United States. The other seventy-two
is with Europe. Can it be that the officers of European governments are better
sales managers than our American politicians? It looks that way. Anyhow it
is certain that the sooner we learn to train men—yes, and women, too—for the
profession of governing us, the better it will be for us.

L I I
Enthusiasm is the genius of sincerity, and lruth accomplishes no viclories
withowt 3. —Bulwer.
* kK

In Chicago the Association of Commerce does not neglect the women buyers.
Hundreds of stores send women to Chicago for the purpose of choosing goods
for the women’s departments. In the past nothing was done
Women Buy- for their entertainment. Now, however, they are received at
ersinChicago the offices of the boosting association and given a royal welcome
by Miss Stella Neighbors. Miss Neighbors gives these women
all the information they may need, and, during the sumnier, they are given
a free ticket which entitles them to an automobile ride to Lincoln Park. The
" number of women buyers is about five hundred at present. But it is certain that
this number will increase from year to year. More and more women are taking
an active part in the management of stores.
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The Gentleman from Topeka

BY MARTIN McLAIN

ARTHUR CAPPER

¢¢Y GREW up in a printing office, and

I earned my own living from the time

I was thirteen years old. I made my

way through school, working in a printing

office after school hours and during vaca-

tions until I graduated from the high school
in the town of Garnett, Kansas.

“I was then ecighteen years old, and
struck out for a larger city. I found em-
ployment as a typesetter on The Topeka
Daily Capital, (which paper 1 now own),
and worked several months in that capacity.

“I was promoted quite rapidly, and. from
time to time held nearly every position on

Digitized by G‘Dk -glE

the paper in connection with the news, edi-
torial and business departments. The busi-
ness men knew me pretty well, and when an
opportunity came to purchase the paper I
was quite fortunate in being able to secure
strong backing from men who were able to
help me. 1 have never failed to meet an
obligation.

“I do not believe there is much more to
say. Whatever success I have had has been
the result of hard work and constant effort
to do business absolutely on the square.”

In those few sentences we find Arthur
Capper of Topeka, which is in Kansas, sum-

Original from
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ming up a story which is packed with in-
spiration for several hundred thousand young
men with all their wealth in their bodies and
their minds.

Mr. Capper is without question Kansas’s
leading journalist. He owns the Topeka
Daily Capital, The Kansas Weekly Breeze,
The Farmers Mail and Breeze, The Missouri
Valley Farmer and The Household—the com-
bined circulation of which is more than half
a million.

And twenty years ago Arthur Capper
worked his way through school by setting
type.

Today he is one of the richest men in
Kansas; he employs more people than any
employer in Topeka, with the exception of
the Sante Fe railroad; he is recognized in the
advertising world as a master of advertising;
in the estimation of those with whom he
works he ranks high, and what is of greatest
value to the west, he is doing more than per-
haps any other man to build up the states of
Kansas, Nebraska and Oklahoma.

The wealth that Mr. Capper enjoys came
from hard work. Speculation aided him not
at all. He just worked. He always did
more than he was expected to do by those
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who paid him his weekly wages, and the re-
sult is he is today the man who has the power
to sign the checks that brighten the pay
envelopes of three hundred men and women
—men and women who are working daily
to send home-building and state-building
messages into thousands of homes.

Capper is big today because yesterday he
was ambitious—because he desired with all
the intensity of his being to reach the top.
He believed in himself always. He believed
in his ability and this ability backed up his
ambition in the fight for success.

“Whatever success I have had has been
the result of hard work and a constant
effort to do business absolutely om the
square.”

I rather think that Capper has much
Ability, Reliability, Endurance and Action,
for he says he is happy in his work, and suc-
cess, we are told, is but another name for
happiness.

And Capper has not stopped. He is still
climbing. He is constantly growing stronger
by serving the folks of the west. Capper is
one of the great servants of the west. His
ambition may some day prompt him to take
in more territory.

The Cleared Deck

BY W. A. McDERMID

we visited one of the latest and biggest

of the warships, the Mississippi.
To take pity on our ignorance came a
young seaman, one of the crew of the seven-
pounder gun which we were casually ex-
amining.

In him the Navy has a splendid salesman.
His courtesy, his thorough knowledge of his
ship, his obvious pride in his work, im-
pressed us far more than did the marvelous
machine over which he was conducting us.

He told of how dextrous must be the navy
man in his movements as he serves his gun
—but every movement of his own graceful,
well-trained body told us with greater elo-
quence of the discipline and practice through
which he had passed.

He was a choice specimen from the Navy’s
sample case—a living advertisement, and in
his words and movements, more than in the

ﬂ T the great League Island Navy Yard
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vessels and shops, we read the story of the
new Navy and its men.

From a narrow, steel-walled passage we
came suddenly upon a cluttered, disorderly
portion of gun deck. The navy man felt
constrained to apologize for its appearance.

“We’re getting ready for active service
just now,” he said, “and things are some-
what torn up. But you should see us when
we’re cleared for action.”

His pride in his ship and her efficiency
showed in every gesture as he told us how
they “cleared ship.”

It was that picture of the cleared deck—
of the fighting machine stripped to its bare
structure, that appealed to me most strongly.
Everything superfluous removed—cast over-
board—no ornaments—no frills—no non-
essentials—just defenses, guns, men and en-
gines—here was a picture of the maximum
of efficiency.
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And somewhere, as I thought it over later,
there came into my mind the picture of
something far removed, yet closely analogous
—the office desk of a busy executive.

It was in a great factory that I saw it.
The man who used it was the general man-
ager. The great manufacturing plant, with
all its ramifications, the sales department,
the advertising department, the general
organization, the direction of a great sub-
sidiary selling company with organizations
in three cities—all these were under his close
supervision.

His desk was one of the rcll-top kind. It
had an abundance of pigeon holes and small
drawers in the upper part. Yet it might
have been a flat-topped table, for there was
nothing in any pigeon hole or drawer. On
the desk was a little pile of papers—the day’s
mail, inter-department memoranda, special
reports. No clutter of papers—no confu-
sion, no mass of details.

At a flat table to the rear sat an assistant
—a high grade stenographer, with a marked
degree of executive capacity. Through him
everything had to pass. Many questions
were settled out of hand. On a new prob-
lem, previous correspondence was looked up,
men interviewed, facts secured, details de-
cided, before the subject was turned over to
the Chief. Then it was in its final form—
digested and ready for a prompt de-
cision.

In the large drawers of the manager’s
desk were reports. Not bulky, voluminous
documents, but summaries—tested for ac-
curacy of detail by the assistant. Fre-
quently these were in the form of graphic
charts, which told a story by a picture—by
lines and squares.

THE BLACKBOARD HABIT

E On the wall hung a cabinet four fcet high
and three feet wide, with a blackboard for a
door. If you opened this door, you saw
that it contained many thin blackboards,all
hinged. There were twenty-four of these
little blackboards, and each had a heading.

One page, for example, was devoted to
advertising. On it were headings which
summarized all the current problems and
duties of that department. A glance at this
board showed the advertising situation at a
glance.

Here on this blackboard was where the
manager kept his fingers on the pulse of the
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business, for every phase of it was entered
on one of these leaves. When a problem
was settled, it was wiped off—new problems
were waiting. .

Here—sketched out before him so that it
might be seen at a glance—was this man’s
work. And his desk was cleared for action
—the clean-swept deck of the fighting ma-
chine.

I heard once of an employer who thought
that one of his executives should be dis-
missed because his desk was usually clear,
proving that he didn’t have enough to do.

But somehow I am inclined to pin my
faith to the executive who goes into the busi-
ness battle with a cleared deck—with
nothing to get in the way when it is time
for action.

“WRITE IT OUT”

The most valuable thing a company has
is the time of its employes. Time
properly expended is so limitless in its
possibilities that every effort should be
made by competent business men to con-
serve the time of their helpers in direct pro-
portion to their value.

The business man who takes time to do
what another can do more cheaply does not
simply waste the amount paid by his em-
ployers for this misused time. It costs them
also the amount which his efforts, properly
expended, would have earned.

This being true, it is obviously most
profitable to take every possible means to
save the time of every worker. Out of this
truth have grown the use of the telephone,
the typewriter, the commercial grapha-
phone, shorthand, the addressograph, etc.
Office methods should aim at the saving of
time, and they fail when they consume more
time than their results justify.

There is deep significance for the business
man in the statement that ‘“there is lots of
gold in sea water, but it costs too much to
get it out.”

Assume that you pay a department
manager $5,000 a year, and at a rough
estimate an hour of his time is worth over
$2.00 in salary alone. What he could pro-
duce in that hour, at the most profitable
work of which he is capable, can only be
imagined. But if his time is taken up by.
the unprofitable things which the $r1,200
man can do, he becomes a dead loss to the
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concern in proportion as he loses this
time.

WHY USE MEMOS

All this is very elementary and obvious,
but in their application these obvious things
are frequently overlooked. An instance of
this is in the use of the inter-department
memorandum.

If this hypothetical executive worked under
ideal conditions, he would arrange his work
in a certain systematic order and handle
each problem in the most expeditious man-
ner possible. But usually he is interrupted
—unexpected problems interfere, and the
orderly march of his daily duties becomes
the frantic rush of the disorganized
mob.

One of the conveniences of business, de-
signed to give a man the opportunity to
handle his work in the most profitable and
advantageous manner, is the plan of mem-
oranda. ‘‘Write it out” is the slogan of a
system that in its ideal workings reduces
error and saves time.

Every time the telephone rings it likely
interrupts the manager’s work. If he can
reduce the number of times this happens,
so as to leave an opportunity to answer the
memos and letters before him, he has ac-
complished much.

But the man who runs another depart-
ment, and who wants information in a hurry
so that he can do his work, is apt to tele-
phone by preference to writing because he
wants quick action. And so the problem
resolves itself into a chance for real co-
operation. ’

“A”’ does not want to be interrupted by
questions at inconvenient times. “B”
wants information promptly. But as a con-
cession he will not insist on the answer being
too prompt—if it comes reasonably soon.
Because he, too, likes to arrange his own

time, and knows how annoying interruptions .

may be. If, however, he cannot get prompt
answers to memos, he is going to phone or
go and see the man right away.

Half of the systems of office notes fail to
work well, yet the solution is simple.

The first part of the problem is frequent
and prompt delivery of these office notes.
The note that is written at g:co a. m., reaches
another department in the middle of the
afternoon, is answered the following morn-
ing and reaches the original writer near the
close of the second day’s work, is a nuisance,
an aggravation and a serious handicap to
good work.

The messenger boy of the comic papers,
with his chronic tired feeling, has many a
modern counterpart in business offices. And
he is an expensive institution.

PROMPTNESS

The second part is harder to arrange, but
here the element of real co-operation enters
in. It is in the enforcement of the general
rule: ‘“Answer incoming memos first—
now.”

It is safe to say that the majority of them
can be answered in a very short time. If
they are answered soon after they come to
the desk, ‘““A” has removed the temptation
for “B” to telephone rather than to wait for
a long-delayed answer.

It is something of an interruption, it is
true, to stop to answer these promptly. But
the ultimate mutual benefit to be gained
makes the accounts balance in the long run.

The executive who fails to get prompt
action from his colleagues and subordinates
has only himself to blame if he is not prompt
to answer the notes which come to him.

It is to his interest to encourage the use of
written memos. He is bothered less with
trivialities, less with problems that might
have been solved with a little greater effort
by the other fellow, less with imperfectly
digested or badly phrased propositions.
Plans are clearer, questions more direct,
problems better stated, information more
accurate, and decisions may be better ad-
vised if they are written out.

But the secret of encouragement is prompt-
ness—promptness of delivery, promptness of
reply. Answer the other man’s memo first,
because it will take just as long later as now
—and the other man is waiting for the
answer.

When you get into o light place and everything goes against you until it
seems you cannot hold on a minute longer, never give up then, for that is just
the place and time that the tide will turn—Harriet Beecher Stowe.
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The Young Man and His Work

BY PROF. GEORGE E. VINCENT

Editor’'s Note: November 19 the Chi-
cago Association of Commerce gave a dinner
to the sons of members. ‘“The object of this
gathering is to kindle in the hearts of our
juniors that love and enthusiasm for Chi-
cago and ils interests which is so plainly
characteristic of the individual members of
this association,”” said the official invitation.
Speakers were President Richard Hall, Rev.
William T. McElveen; William S. Kies;
John W. Scott; Charles L. Huichinson;
General Fred Dent Grant, and Professor
George E. Vincent of the University of Chi-
cago. So sparkling is Professor Vincent’s
talk that it is reproduced.

Calm, dignified, self-contented young men
and irrepressible, exuberant old boys.
(Laughter.) The whole nature of this ex-
ercise has been radically misunderstood.
This is in reality a dinner given by young
men who represent the young generation in
an effort to bring under control the irrepres-
sible gentlemen who regard themselves as
most important at the present time. There
is a new conception of education, gentlemen,
there is a new conception of life, and these
young fellows whom you fondly suppose are
under your control are in reality very ser-
iously and very rapidly modifying your con-
ceptions of life and getting you under their
management. It behooves you to under-
stand this at the very earliest moment and
not fondly to imagine that you are going to
mold them, to influence them, and to mod-
ify their conceptions of life.

Times have changed and we now kinder-
garten our children into college and banquet
them into business. (Laughter and ap-
plause.) The good old days of discipline
are over. The days when the father said
“Go’ and the boy went; and the old days
when boys were put into business and began
business at the beginning and worked up
through five or ten years and not in five or
six months, according to the pleasant meth-
ods which are now emploved in having boys
work up from the bottom—work up from
the bottom like bubbles in champagne.
(l.aughter.) And I have watched the in-
lelligent faces of these young gentlemen who
have been trying to tcach their fathers this
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evening to smoke cigarettes. (Laughter and
applause), and I have been immensely in-
terested in the expression of superiority, now
and then a smile—a patronizing smile—at
some of the antequated humoristic survivals
which have reappeared this evening for their
benefit. (Prolonged laughter and applause.)
Showing that there is an entire miscon-
ception on the part of the gentlemen who have
addressed you this evening as to your real
attitude towards life, as to your proficiency,
as to your omnisciency.

THE SIZE OF DIVIDENDS

You see, I understand you a little better
because I am engaged in educational work
and I come in contact with the like of you
daily and I see into you and see through you
and I understand you pretty well, and prob-
ably I am not to be deceived, and I propose
to say a few straightforward things to you
tonight which it will be good for you to hear.
In the first place, thisis a sort of an initiatory
exercise. What is the primary function of
initiation? It is to make the individuals
who are being taken into an organization
realize that they have no souls that they dare
call their own; that they are to be subordi-
nated to the group and that they are not to
arrogate to themselves power and pride. If
vou have been told that great things depend
upon you, it behooves you to examine your-
self to see whether you now could pay divi-
dends on the amount of capitalization which
you represent. (Laughter.)

If mostiof you young fellows could be
bonded and put upon a rising market, what
do you suppose your underlying securities
would fetch? And do you think you could
give away preferred stock or common?
(Renewed laughter and applause.) Exam-
ine yourselves carefully and do not get too
good an opinion of yourself, in spite of the
way in which you have been jollied here
this evening. (Prolonged laughter and ap-
plause.) Observe the naive and simplicity
of these delightful boyish old seniors of yours
who have organized this delightful little
commercial Sunday school in order to bring
you up in the way in which you should go.
(Laughter.) See what they have done in
the way of giving you instruction. They
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have brought on this delightful clerical
gentleman from Evanston, as though that
you did not know that the only safe way to
bet is on a sure thing. (Renewed laughter
and applause.) You don’t have to be told
that it is a more exhilarating thing to try to
tackle a gyroscopic lamp post in town than
to employ yourself in agricultural pursuits
in the country. (Loud laughter.)

LAUGHING AT GEN. GRANT.

I must say a word with reference to the
theories of heredity which have been pre-
sented by our distinguished military guest
this evening (Gen. F. D. Grant): I wish to
sayv that it is perfectly true that at the time
he appeared in the world the laws of heredity
as then understood and of course then opera-
tive made him an exact duplicate of his
father. (Laughter.)

It is no fault of his that his military genius
up to this time has been largely potential
simply because it has had no adequate op-
portunity to exercise itself. But new theories
of heredity took place and came into vogue
before I appeared on the scene and there-
fore I should be very sorry to have you get
the conception that my honored father is in
any degree to be held responsible for any-
thing I may say or do. (Laughter.)

I cannot help feeling there is a sort of
pathos about the situation to think that your
dear old dad should have so early declined,
to think that all these little schemes should
have come to naught in this fashion, is in-
deed pathetic, but you must not find fault
with them.