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OR there is a law of life
that controls your financial
affairs just as surely, just

as positively, as the law of
Gravitation holds the world
steadfast in its course through
the heavens.

Grasp the secret of this law
and apply it intelligently to a
definite plan of action and all
good things of life are opened
to you. It is no longer neces-
sary for you to put up with pov-
erty and uncongenial surround-
ings, when by the application
of this law you can enjoy
abundance, plenty, affluence.

Rich Man? Poor Man?

The only difference between the
poor man and the rich man, between
the pauper and the well-to-do, be-
tween the miserable failure and the

THE LAw

OF
FINANCq
AL

L}
ORBoN SWETT MARDEN

!
THE NEW SUCCESS

1542 St. James Bldg., New York, N. Y.

I enclose $- ime
or ——— years' subscription to THE NEW
SUCCESS. “Please send me also copies
of Dr. Marden's booklet. “THE LAW OF
l;i:\'J\Nl.'I.-\l.'INDEE'}‘:NDENCI‘:"'

P New
This is a Renewal

for which enter my name

subscription.
xamc. D O P Sy

Address

—— e —

sy GOOGle

DoYouKnowWhy
Some MenAreRich
{ And Others Are Poor

man who is financially independent,
is an understanding of this funda-
mental law of life; and, the degree of
your understanding of it determines
the degree of your possession.

Few successful men, few men who
have attained position and wealth and
power, are conscious of the workings
of this law, although their actions are

_in complete harmony with it. This
explains the cause of sudden failure.
Not knowing the real reasons for pre-
vious success, many a man by some
action out of harmony with the Law
of Financial Independence has ex-
perienced a speedy downfall, sudden
ruin and disgrace. Others stumble
upon good fortune unconsciously by
following a line of action in complete
harmony with this law of life, al-
though they do not know definitely
the reason for their success.

No Chance—No Luck

But, when you know the basic
principles of this law, when you un-
derstand exactly how to place your-
self in complete harmony with it,
there will be no longer any luck,
chance or circumstance about your
undertakings. You will be able to
plan vour actions intelligently so that
you may reach a definite goal—
a goal that may be as modest or as
pretentious as your own desires and
wishes. There is nothing difficult or
mysterious about placing yourself in
complete harmony with the Law of
Financial ~Independence. All you
need is a firm resolve to follow a
definite line of action that will cost
you no self-denial, no unpleasantness,
no inconvenience,

The way has been made easy for you as
Dr. Orison Swett Marden has written a
booklet called "THeE Law or FixaxciaL
INpEFENDENCE,” in which he tells how you
may apply to your daily iife the basic prin-
ciples of financial success so as to realize
an abundance of all good things. Thou-
rands of men and women all over the

You Can Learn the Secret of Making Money And Apply
It to Your Affairs so as to Escape Poverty and Attract Affluence

world have been assisted in their struggles
against adversity, have been helped to
realize prosperity, by following his teach-
ings.

How Dr. Marden’s Writings
Have Helped Others

Read what a few of these people say
about what they have been able to accom-
plish  financially after reading Dr. Mar-
den’s writings and applying his philosophy
to their daily lives:

~Dr. Marden's writings helped me at a time
whed T was the most discouraged 1 have ever
been in my life and proved the turning point in
my carcer, enabling me to secure a fine position,
and_after two years to secure an interest in 4
retail business doing upward of $200,000 a year."”
—Leonard A. Paris, Muncie, Ind.-

Twenty vears ago, J. C. Penney was a $12.0
a week clerk in a small western town. Today
he is the head of a $20,000,000 business. He
attributes the beginning of his success to Dr
Marden's writings and writes: “Until 17 vears
ago I had never mhde a right start, I was working
for little better than starvation wages. | was pretty
much discouraged over my lack of prospects
Then something happened to me that influcncel
and dominated my whole career—I came upon the
inspirational writings of Dr, Orison Swett Mar
den.  So, you see, I owe a great deal of my suc-
cess and the success of the J. C. Penney Co. 1o
Dr. Marden.”

"One copy of your magazine has been the
means of my closing a deal amounting to severa
thousand dollars."—W. A. Rockwood, Bingham-
ton, N. Y.

"“Your words started a train of thought in my
mind that is still helping me onward and upward
One of the fruits is a $10,000,00 home, besides
other material prosperity,”—H. A, Burr, Cen-
tralia, Il

“When I began reading your writings, T wis
making an average of $150.00 a month in a little
country vwillage, Your philosophy changed the
course of my whole life and enabled me to get
away from poverty until today my practice runs
ahout $2,000.00 per month."—So writes a promi-
nent doctor in a Western city,

Mail Coupon To-day

Surely, you also can profit greatly by this
same philosophy and you can sccure Dr. Mar-
den’s booklet “The Law of Financial Independ-
ence” free of cost by subscribing to the NEW
SUCCESS for a year, cither for yourself or for
a friend, at the regular price of $2.00 (Canad
$2.50; Forcign $3.00). If you are already a sub.
scriber your subscription will be extended for a
year if you mention that your order is a renewal,
This booklet cannot be secured at any price ex-
cept in combination with a subscription to this
magazine. You may secure two copies by sending
$4.00 for 2 yvears' subscription, or three copies hy
sending $5.00 for 3 years' subscription to THE
NEW SUCCESS.  Therefore, fill out and mail
the coupon opposite before this special offer s
withdrawn, or write a letter if you do not wish to
cut your copy of the magazine,
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The Fear Magnet

What the Greatest Enemy of the Human Race Attracts

By ORISON SWETT MARDEN

the human race is?
War, Disease, Crime, Famine, In-
sanity, Poverty, Failure, Death?

Noj; it is none of these alone; but is the parent
of all of them and of many more lesser evils.
The greatest enemy of the human race is
FEAR.

In this issue, our cover artist gives us a graphic
illustration of the state to which FEAR can re-
duce God’s masterpiece—MAN. 4

Ruin, the failure of his business, the hunger
wolf, poverty, worry, miserv and want for those
he loves, disease, envy, hatred, strife, calumny,
disaster—every evil that the imagination can
visualize is crowding in upon him, torturing the
wretched victim and driving him to the verge of
insanity. .

Why does he permit these imps, the imagin-
ings of Fear, to torture him? Why does he
suffer passively without making an attempt to
get away from his tormentors? Is there any
sense in a great strong man, a son of God, heir to
all the good and beautiful things an omnipotent
Father has provided

DO you know what the greatest enemy of

tortured, night and day, by a demon. The man,
feeling that he has never done anything to merit
such frightful punishment, asks the demon to ex-
plain why he tortures him so.

“Thou hast created me and fashioned me to be
such as I am,” replied the demon. “My nature
is such as thou hast given me. Blame, then, thy-
self for thy sufferings.”

Fear is the sclf-created demon that spoils more
lives, ruins more promising careers, and causes
more misery and unhappiness than any other
thing. It drives more pcople to insanity, to
suicide, to failure, to want, to crime, than all
other causes combinced. There is no evil thing we
can imagine that it docs not draw upon us.

W HEN you were a boy experimenting with
your little steel magnet, didn’t you often
try to make it pick up wood, copper, rubber, or
some other substance different from itself? And,
of course, you found that it would not, because it
had no affinity for things that were unlike itself.
You found that it would pick up a needle but not
a toothpick. In other words, you demonstrated

the law that— Like at-

for his enjoyment, to [
allow himself to be re-
duced to such a pitia-
ble condition?

There is a Japanese
fable that tells of a
man who 1s cruelly

It is what we beluzve what we
think,what we expect, that shapes

and determines our lives.

tracts like.

Did it ever oceur to
you that this law is
forever operating on
the mental as well as
on the physical plane?
That men and women
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16 The Fear Magnet

are human magnets? That we are constantly
drawing to us, and establishing relations with,
the things that we hold in the mind?

Not a day passes that we do not see this law
demonstrated in different ways in human life.
Sometimes the demonstrations are very tragic.

Only a short time ago, a little eight-year-old
girl, the daughter of a Pennsylvania farmer, died
from fright in a dentist’s chair, where she had
been placed to have a tooth extracted. Altho
the child knew nothing about the law, it worked
Just the same. Like Job, the thing she feared
had come to her.

AST summer I read of a woman who, dur-
ing a severe thunderstorm, became uncon-
scious from fright and died. There was no heart
trouble, and lightning had not touched her; but
all her life the woman had felt a nervous fear of
thunder and lightning, and that, at length, had
brought to her the thing she had held in mind—
the thing she had long

Most of us are attracting the wrong things be-
cause we do not know the law. We have never
learned that the great secret of health, happiness
and success lies in holding the positive, creative

" mental attitude—the attitude which builds, which

constructs; the mental attitude which draws to us
the good things we desire. We have never
learned the tremendous difference between the
positive and the negative thought, that it is the
difference between building and tearing down,
the difference between success and failure. In
fact, whatever comes to us in life, in our under-
takings, great or small, is largely a question of
the kind of thoughts we hold in our mind.

A business man I have known for some years
always thinks he is going to get the worst of it
in whatever he undertakes. If he invests in any-
thing he will say: “Of course I’'m sure to lose. It
is just my luck. When I buy, the market always
begins to fall. The good things fly away when I
purchase. Failure is forever pursuing me.”

If he starts some-

feared and expected.

It is well known
that, in the past, dur-
ing epidemics, multi-
tudes of people who
had not contracted the
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disease died of fear. X
They expected to con- |k
tract it, and feared

they would die; and
again the law worked;
the thing they feared
and expected came to
them.

Multitudes to-day

IF fear, in all its phases, could
be removed from the human
mind, civilization would go for-
ward by leaps and bounds.

this ghastly spectre that is hold-
ing many peopledown. It causes
more suffering. more loss, more
misfortune more failure, than
any other actual human factor.

thing new in his busi-
ness, he immediately
begins to talk gloom-
ily about it. “It won’t
go. I have a feeling
that it won’t win out,”
and so on. He is al-
ways talking about
poor business, predict-
ing that business is
going to the bad, and
that “it will have to be
- worse before it is bet-
ter.” There will be a
slump, a panic, or
hard times. He fears
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are seriously affected
thru fear of disease.
They fear and expect influenza or pneumonia,
and so invite these diseases. Their fear destroys
their disease-resisting power and predisposes
them to become victims.

Whatever depresses, distresses or worries,
lowers the vitality and injures the health. Fear
and worry are the most deadly of depressants.
They tend to close up life’s avenues; they take
away the appetite, check the circulation of the
blood and seriously impair the nutrition of the
entire system. They are negative, the denial of
good, and hence, always and everywhere, blight-
ing, destructive forces.

BY the operation of the same law that draws
to us disease and death, we draw to our-
selves success or failure. We are all human
magnets, and are continually drawing to us the
things we think about. It doesn’t matter whether
they are the things we want or the things we
dread, the thought attracts the thing like itself.
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this and he fears that,
and is constantly worrying and fretting about
something or other. He is forever expecting
that he is going to get the worst of it; that his
enterprises will fail, that his investments will
turn out badly, that he will fail in whatever he
undertakes; and, of course, good things do not
come his way, for what we expect tends to come
to us. This man hasn’t nearly as much money as
he had several years ago, and his losses have come
largely from his sour mental outlook, his lack of
confidence in his judgment, his perpetual antici-
pation of loss and evil.

N every hand we see this law of like attraect-
ing like exemplified in the lives of the
poverty-stricken multitudes, who, thru igno-
rance of the law, keep themselves in their un-
fortunate condition by saturating their minds
with the poverty idea, thinking and acting and
talking poverty, living in the belief in its per-
manency, fearing, dreading and worrying about



The Fear Magnet

it. They do not realize, no one has ever told
them, that as long as people mentally see the
hunger wolf at the door and the poorhouse ahead
of them; as long as they expect nothing but lack
and poverty and hard conditions, they are headed
toward these things; they are making it impos-
sible for prosperity to come in their direction.

The way to attract prosperity and drive pov-
erty out of the life is to work in harmony with the
law instead of against it. To expect prosperity,
to believe with all your heart—no matter how
present conditions may seem to contradict—that
you are going to become prosperous, that you
are already prosperous, is the very first condition
of the law of attaining what you desire. You
cannot get it by doubting or fearing. Whatever
we visualize and work for we will get.

The saying “Money attracts money,” is only
another way of stating the law, “Like attracts
like.” The prosperous classes think prosperity,
believe in it, work for it, never for a moment
doubt their right to

17

The subconscious or subjective mind receives
every impression made upon it by the conscious
or objective mind; and whatever impression it
receives, whatever suggestion is made, it tends
to carry out. Just in proportion to the depth,
the intensity and duration of the impression
made, whether it be harmful or helpful, will be
the measure of the thing you shall receive.
THE difference in the condition of the great

majority of men and women'is a difference
of mental attitude, the difference between posi-
tive and negative, constructive and destructive,
thinking. What we get out of life we do not get
by physical force, but by the subtle power of
mental attraction. We bring it to ourselves by
making our minds magnets to attract-it. Out
of the great ocean of supply that surrounds us
we attract the things for which our mental atti-
tude has an affinity. Some attract success, some
failure; some attract opulence, plenty, others

: poverty and lack. It

have all the money
and all the good
things they need —
and, of course, they
get them. They are
living up to the very
letter and spirit of the
law of attraction.
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‘ HAT we most

frequently visu-
alize, what we think
most about, is con-
stantly weaving itself
into the fabric of our
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HAT 1s fear?

comes its power to strangle
and render weak, poor, and in-
adequate the lives of so many?
It has absolutely no reality.
1s purely a mental picture, a
bogy of the imagination, and the
moment we realize this it ceases
to have power over us.

all depends upon the
difference in thought,
whether it is positive
or negative, construc-
tive or destructive.
The great fact for
us to remember is that
we are human mag-
nets, mental magnets,
and that it is for us to
decide the quality of
the magnetic current
that shall flow out
from us. On this
everything depends,
for the inflowing cur-

Whence

It

lives, becoming a part
of ourselves, increas-
ing the power of our mental magnet to attract
those things to us. It doesn’t matter whether
they are things we fear and try to avoid or things
that are good for us, that we long to get. Keep-
ing them in mind increases our affinity for them
and inevitably tends to bring them into our lives.

rent will be like that
which we send out. The mind is always a mag-
net, sending out and attracting something; and
this something which flows back to us always cor-
responds to the mental outflow. You can mag-
netize conditions. You can make yourself a
magnet to draw to you whatever you desire.

OLD lay hid in the mountains,
Flecks of light here and there,
Ages and countless ages
Ere its hiding place was bare.

Gold was picked from the mountains b

In weary, sodden toil,
And the marts of mighty cities
Received the yellow spoil.

! And the arts of the earth paid tribute
To the art of its fashioning
Till the goldsmith’s window held it,
A finished and perfect thing.

THE ARTIFICERS

BY EDNA VALENTINE TRAPNELL

Worthy the praise of princes—
Fitted to deck a bride—

Man’s toil and art’s long dreaming, |
That Beauty might abide.

WORDS lie hid in the language—
Common dust of our days—
Till the poet’s fancy welds them
Into a perfect phrase.

e Between the flesh and the epirit
Making mere words the bend,
Polishing, gemming, adorning— i
The Vision always beyond—

Toiling—mightily dreaming— ;
Fusing with art supreme,
Until labor is lost in besuty |
And men behold only the Dream. \
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- Why Clemenceau Was Defeated
and

Deschanel Elected President of France
A Keen Analysis of the «Ingratitude of Republics”

By JOHN T.

DRAYTON

European Correspondent of “The New Success”

HE recent defeat of Georges Clemenceau, the
“Tiger of France,” for the Presidency of his country,
and the selection of Paul Deschanel for that office,

brings to light a curious and important difference between
the functions of the Chief Executive of France and the
Chief Executive of the United States.

Clemenceau was literally defeated because he was
big for the job"—"not temperamen-
tally suited” for it—because he is a
fighter and a doer, not a social diplo-
matist. And this reflects not in the
least upon Deschanel, who is con-
ceded to be ideally equipped for the
office.

Clemenceau is believed by his
friends to be a greater figure in the
history of France in spite of his
failure to succeed to the presidency.
In his own words, at the end of the
World War, “The Tiger” voiced his
own view of the situation: “I ought
to die now,” he declared. “Then
they would at least give me a
funeral.”

Apparently there is nothing of the
“ingratitude of republics” in the pre-
ferment of Deschanel for president.
France loves Clemenceau as the man
who saved her from the Prussian,
the man who led the Tricolor thru
the darkest days of its history to
the greatest victory since the birth
of the nation. But France did not
want Clemenceau for President.

The Nation’s Symbolic Head

ERE is the reason: The French
President is not unlike the
King of England in his functions,
and in his position in regard to af-
fairs of State. To the French mind
the activities of a Wilson or a Roose-
velt would be a national scandal.
For a President to attempt to dic-
tate the policies of State would be a
high crime against the people. He
may use his influence, as did Edward
VII, of Great Britain, but he may
not come out openly and attempt to
influence legislation or declare policies which he desires
or intends to carry out. He is an official figurehead with
“tremendous unofficial power.” What he may be and may
do, personally, is another matter; but he must do it suavely,
quietly and diplomatically. He is the nominal and sym-
bolic head of the nation—he represents France—but he
must not, openly at least, try to dominate France.
And what most ardent admirer of Clemenceau could
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to the United States:

Together we may now
confidence,

© Underwood & Underwood, N, T.
PAUL DESCHANEL
The New President of France.
His first public statement was this message

The changing tides of politics cannot affect
that which has a great ideal for its foundalion.
Throughout the crisiz in which humanity's age-
long strike for liberty and justice was on the
verye of collupse, American demoeracy has
remained the champion of the most noble cause.

imagine him sitting passively in the presidential char
under such conditions?

Not Elected by Direct Vote

T}'I E procedure is this: The French people do not vote

directly for their Chief Magistrate as we do in America.
He is chosen by the joint sceret ballot of the members of
the Scénate and the Chamber
of Deputies, which correspond to
the United States Congress. This
joint session is held at the historic
Palace of Versailles every seven
years. In this magnificent building
Germany forced France to sign the
humbling terms of the treaty which
followed the Franco-Prussian War,
and, more recently, the Allies drafted
there the terms of the Peace Treaty,
which ended the World War. The
exception to this procedure is that
such a session occurs if, for any rea-
son, the presidency is vacated be-
fore the lapse of seven years—and
this has happened with great fre-
quency under the Third Republic of
I'rance.

It was on January 16, 1920, that
the delegates gathered to choose the
successor of Poincare. Their bal-
loting resulted in 408 votes for Des-
chanel against 389 for Clemencean.
“The Tiger” smiled and at once
withdrew his name. In the formal
balloting the following day he re-
ceived 56 complimentary votes, and
Deschanel was elected by a huge ma-
jority. He received 734 of the total
of 889 votes cast—the largest ma-
jority accorded to a French Presi-
dent since the election of Thiers,
who was the unanimous choice of the
delegates  following  the dethrone-
ment of the ill-fated Napoleon IIIL.

Clemenceaun’s defeat is probably
most clearly expressed in a New
York T'imes editorial: “The war is
over, peace has been declared, the
nation is no longer in danger. Sen-
ators and Deputies felt free to give
way to their personal feelings and, as might well be imag-
ined, the sensibilities of a good many members must have
been ruffled by “The Tiger.” He is a tremendously strong
personality, and that often makes for enmities; besides, he
has commanded support by sheer moral and intellectual
force rather than by the art of the politician. He has little
time to waste in soft flatteries and propitiations.”

- (Continued on page 46) - . -

face the fulure with
Pavr Descnaser,



Twenty Years with a Cranky Boss!

Being the True Story of |
a Man Who Knew How
to Adapt Himself

Y Voss is concededly a hard man to please. He
says of himself, “I suppose I am pretty cranky,”
and most of us are inclined to assure him that he

is. He is critical to the point of fault-finding; exacting
to the point of domineering. More than one person has
said, “I could not stand that man five minutes.” Yet I
have “stood” him for twenty years.

His sharpness of specch is not confined to his employees.
Customers and others with whom he has dealings are sub-
jected to the same treatment. Some pcople refuse to have
anything to do with him on this account. But because he
is rendering a service that is indispensable, many endure
him with what restraint they can command. Others would
have broken with him but for my mediation.

Why have I stayed with such a man all these years,
when, if I left him to-night,

By A. OWEN PENNY

buke. As for myself, I am naturally very deliberate; I
never like to be driven; yet I have sped up my motions
to such a degree that even the chicf has been surprised.
Another trying quirk of Bradley’s is his dislike of hav-
ing to mgke explanations. He takes it for granted that.
everyone about the place knows just what ought to be done
and how. For example: After I had been with him a
few years, he selected me to do all his banking. Now I
knew next to nothing about banking, so was compelled to
seek instruction. I had asked possibly two questions when
something about Bradley’s eye and voiec indicated that if
I were not cqual to this little task, he could find someone
who was. Rather than put him to this trouble, I took my
problem to Bradley’s bankers and learned from them how

he was in the habit of handling his finances.
Since then I have never

I could have a new position [7
to-morrow morning with
men of easier disposition?
I will tell you.

HEN I entr==d Wil-

liam Bradley’s employ,
I had studied every other
firm in his line of business
that I had ever heard of. I
had learned that in this
particular field he was with-
out a peer. Every other

ERE words are cheap

and plenty enough, but
ideas that rouse and set mul-
titudes thinking come as gold
from the mines.

asked the chief for informa-
tion if I could possibly ob-
tain it elsewhere. However,
this trait was obviously
very unreasonable, and has
provoked much ill-fecling
among the employees. Late-
ly many of them have taken
to coming to me for instruc-
tions, and thus we keep a
measure of peace in the
family.

Bradley’'s narrowness

man in the business took off

shows ijtself in queer ways.

his hat to him. Clearly

then, having determined that this was the line I wanted to
follow, it was to my interest to associate myself with the
man who could teach me most about it.

Accordingly, I studied William Bradley minutely, for
the sole purpose of learning how to adapt myself to him.
Almost immediately I found that he was a crank of the
purest type, but that underneath his roughness, his impetu-
osity of spcech and his seeming disregard of people’s feel-
ings, he had a heart like a mother. His pocket was open
to everyone in need. He was ready with his sympathy and
counsel toward everyone who had a problem; and in spite
of his whip-like tongue, his sense of justice was very keen.
Prove tc him that he was wrong and no one could be
quicker than he to make things right.

Thus assured that the man’s character had a foundation
of real goodness, and knowing that he was rendering a
service of genuine value to the public, I determined to un-
derstand and please him. More than that, I undertook
to teach others to understand him, both employees and pub-
lic, for if he were the kind of man he was, if he were
unable to exercise tact and self-control, then the rest of
us must.

ONE of the first things I discovered about the boss was

that he liked fast work. ‘““What is the use of taking
ten minutes for something that you can do in five?” he
asks. He himself is absolutcly the quickest man about
his office I ever saw. Few are they who can keep up with
him, and those who cannot now and again meet sharp re-

Google

When the 'phone rings he
wants it answered at once. If we wait two seconds he
will leave his desk and take the call himself, then rip out.
“That's a good way to lose valuable business!” When I
suggested that he hire a tclephone operator to attend ex-
clusively to the instrument, he snapped back, “That’s a
needless cxpense. The one nearest the 'phone and least
busy can answer it.”

I might have let things take thecir course, with the inev-
itable train of delay, impatient customers, lost orders and
fired clerks, but I had too much interest in the business.
So I quietly took two of the older men into my confidence
and now one or another of us manages to take ‘phone calls
with a minimum of delay.

l HAVE emphasized Bradley’s faults for the purpose of
showing that it is possible to adapt yoursclf to almost

anyone if you have the mind to; but it would be unfair not
to give at least one example of the old fellow’s fincr nature.

Sometimes he has done or said things that have almost
“gotten” even me. A fcllow has his own off days, you
know, and often I am as unwilling to take sharp words as
the next man. In this particular instance the chief made
a remark that offended my self-respect. After I had re-
gained my self-control, I went into his private officc and
shut the door.

“Lriok here, chief,” I said, in the fulnilia:-h:’u);::a;a};;
secretly rather liked, “Chapin quit for less 158 -
me just now, and there arr otl’?cra who are still here omy g

(Continued on page 79
1l
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I Am—?

AM the foundation of national life.

I am the starting point of the world’s great men
and women.

I am the crown of every normal human being’s am-
bitious dream.

I am the fountain head of all virtue in civic and in
national life.

I am that which stands for refinement, for culture,
for. purity, for unselfishness, for service, for sacrifice,
for the spirit of “one for all and all for one.”

I am that which raiscs the struggle for life to a high
and holy plane. Without me it would degenerate into
a brutal battle in which victory would go only to the
physically strong.

I am the mother of civilization, the rallying point of
mankind. Upon me rests everything noble, glorious,
and inspiring in civilization. Without me there would
be no unselfish love, no divine enthusiasm, no safety for
the weak and helpless, no great ideals, no universal
training-schools for the development of the best in
men.

I am the model on which true democracy, all govern-
ments, all institutions, all movements for the elevation
and welfare of humanity are based: Without me men
and women would shrivel, would never reach their
loftiest ideals.

I am the conserver of health, the motive of progress,
the sweetener, the enricher of life, the generator of
love, the soother of sorrow, the refuge in time of trou-
ble and disappointment, the mainstay of the family.

I satisfy as nothing else can the cravings of the
human heart. I draw men and women togethcr; my
influence cxtends into every phase of life; therc is no
quarter of the earth in which I am not known and
loved. Some say I'm losing my hold, that my influence
is waning, that the American home is passing; but they
don’t know human nature, who say this. So long as
man lives, so long shall I.

I am the very heart of the nation; the station from
which the life blood is pumped thru its every artery
and vein—social, political, economic, industrial, agri-
cultural, educational, artistic, religious—all the chan-
nels of human life.

I am the staunch foe of anarchism, bolshevism, syn-
dicalism, Bourbonism, of every “ism” that would lead
people away from fundamental justice, true citizen-
ship and loyalty to the spirit of fair play, the policy of
“Live and let live,” with equal rights and opportuni-
ties for all.

I am to man what the earth and air and sunshine,
the rain and dew are to the seed that is sown in spring.
I give him in his tender years the nourishment, the
stimulus, and the care that develop a stalwart, noble,
manly character. The impress that I leave on him is
ineffaceable.
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I am the dream of every normal young man. I go
hand in hand with his ambition to reach the top in his
chosen calling. But instead of dividing his interest in
his specialty, as other things might, I stimulate it and
make him more eager to get on and up.

I am the “dream come true” of countless men and
women. The vision of me has nerved mankind in every
age to brave the terrors and dangers of the unknown—
wild beasts and savage, untamed Nature. To win me
men have journeyed by land and sea, thru the pathless
wilderness, over frozen lakes and rivers, over snow-
capped, forest-clothed mountains and deep abysses. It
is the age-long quest for me that has developed the
finest qualities of men and women.

I am more closely and intimately linked with the his-
tory of man than anything else. 1 have made the
greatest vocation in the world possible; and, altho it
has taken centuries of evolution to bring me up to my
present stage, my possibilities are still unlimited.
Science and efficicncy are bringing humanity closer and
closer together in one great solidarity, and every in-
vention and discovery is, direetly or indirectly, affect-
ing me, bringing me to a higher level.

I am the highest and finest influence in married life.
Without me both husband and wife are subject to all
sorts of temptations that otherwise would not come to
them; they lack one of the most stabilizing and inspir-
ing motives that it is possible for them to share in com-
mon. I draw and hold them together, happy and
united, as nothing else has power to do.

My beginnings were very humble, and I still have
many faults, many imperfections, but my progress
toward perfection, tho slow, is steady. Scientific
methods and the use of electricity, which has given us
so many labor-saving devices, are constantly eradi-
cating my defects, making me more attractive, more
popular, morc desirable than ever.

I am the world's most precious possession; of more
intrinsic valuc than all the gold and diamond mines
ever discovered. Yet I am within reach of the poorest
who are willing to work for me.

I am the finest product of the united efforts of intel-
ligent, high-minded, ambitious men and women, eager
not only to advance their own interests, but to make
the world a better and happier place for all.

Wealth cannot purchase me. I am more often found
among those of moderate means—where there is neither
great wealth nor great poverty—than anywhere else.
There are many surious imitations of me, but the
reality of me is found only where order, love, harmony,
and unselfishness reign.

I AM THE HOME. 0.S8. M.
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“To-morrow’’

Baxter

The Story of a Man Who Had No
Use for Tb-day

By KATHARINE HAVILAND TAYLOR

Author of “Cecilia of the Pink Roses™ and other stories
ILLUSTRATED BY MARSHALL FRANTZ

L O-MORROW" BAXTER was a
young gentleman who sessed
much charm, an unassailable good

nature and a decided tendency never to do

to-day what he could do to-morrow; and
his to-morrows, by the way, renewed them-
selves quite as do notes in bank that will

not get themselves paid. .

But—this afternoon, which was a warm
spring one, found him uninfluenced by the
soft hazy green of the rolling fields, or the
gossamer promise of summer shade which
had begun to blur the harsh outlines of
winter-blackened boughs. No, “To-morrow”
was not feeling this; he was in the grip of
something which he could not postpone and
that was a rage, a 'wild, red rage, which was
scratched into more violent being by jeal-

o -

uﬁ)i—]mg it all” he thought—and if his

thought had been spoken it would have ar-

rived in the open thru tight-set teeth—“Rose
should have known I meant to propose to
her! Always meant to—" He pounded on
thru the open country for several long
yards, thinking of how he had meant to.

Why, he mused, he’d planned the whole

thing—planned it all, but somehow—he'd

sorta put it off. And she’d had the effron-
tery to go to see “Head Over Heels" with

Ted Marshall (“To-morrow™ had meant to

ask her, but he’d sort of put it off) and

o=ty (GOOGIe

then, told him she was going to be busy
Wednesday r_'\rcning, when, for years, he had
called on her Wednesday evening—that is,
when he didn't call her up and tell her that,
if it was just the same, he'd come around
Thursday evening instead.

“Weren't we as as engaged?” he
made loud demand of the landscape. No
response forthcoming, “To-morrow,” having
worn off some of his irritation-manufac-
tured energy, sat down to ponder the ques-
tion.

A wall made a good spot for reflection,
and here “To-morrow™ perched. He began
again to stir the subject, turn it over, in-
spect it on all sides, and to wonder why,
since he had put into it his best ingredients,
it had failed to rise as he wished.

In the middle of this he was interrupted
by the chug of a motor and, when he looked
up to see the approaching car, his expres-
sion changed. With an unusual alertness he
slipped from the wall and went to plant
himself in the middle of the road. Natural-
1y, the car stopped.

“Rose,” said “To-morrow,” “I want to
talk to you. You owe me an explanation.”

“Very well,” said Rose, half smiling.
After which she -turned off the motor, put
on the brake and settled back.

“There are some things that 1 want to
understand,” went on “To-morrow,” with &

“I can tell you, as an old friend, that
I may marry Ted Marshall. 1 am not
certain whether I will, but I may. I
don't love him, but I have a real affec-
tion for him —and gratitude.”

lowering look toward the very pretty girl
who graced the trim, small roadster.

“Don't act like a brigand,” said Rose,
“but—come in here and sit down. Then
I'll explain. It is quite a story. It all
started with a little boy who allowed a
little girl to be teased by the school hnllr.
and crying (because he even then really
liked her, I think), whimpered ‘You just
wait! To-morrow I'll lick yuh!? Do you re-
call that that was how you won your charm-
ing nickname. You won’t like this narra-
tive, Jim.” She had never called him “To-
morrow.” “But since you ask for an ex-
planation—"

HE finished her words with a wave of

her hands—pretty hands which were
faintly pink at finger tips and small at
joints. With that wave she deposited all
the unpleasantness of the story on the per-
son who had asked for it.

“Go on,” said “To-morrow,” who had got-
ten in the car and settled by her. He was
staring straight ahead.

“I care for you,” she said very gently, “I
think you know that. But—you were turn-
ing all my life bitter by your failures. And
I decided, half a loaf, sweet, was better than
eight large loaves, sour. Think, Jim, of the
millions of occupations yow have planned
for your life and your failure to ever cven
try one. Think of that first,” she paused,
“Then go on,” she continued, “and realize
that what has kept you lazy has been g
trifling inheritance which, well-invested, has
given you enough to live on comfortably, hu
no more. 1 sup that was lhl'“ﬂ"““n you
haven't asked me to marry you?

“No,” said “To-morrow.” “1
meant to but—"

“Oh, one of those
yours?
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you know that you. marked devotion has put
me in a curious position, sometimes? Lately,
it has made people pity me. Oné day, last
week, I went to a tea; crowded affair, and
people had to seream to make themselves
hcard. One of my friends screamed too
loudly. ‘Poor Rose, she said, ‘it’s a shame.
Jim will never ask her, and, of course, no
one clse will pay her any attention now.
She’s too old.’” :

“The old cat!™ said “To-morrow” vicious-
Iy.
" “Nothing of the sort. But she was wrong.
I can tell you, as an old friend, that I may
marry Ted Marshall. I am not certain
whether I will, but I may. 1 don’t love him,
but I have a rcal affection for him—and
gratitude. He doesn’t forget to send me
violets on my birthday. He doesn’t tell me
he ‘meant’ to take mc somewhere or other,
but ‘sort of put it off;> he doesn’t let lazi-
ness make him ignore the little touches that
do matter. Sorry, Jim.”

“I'd dreamcd it all very differently,” he
said stifly. His lips had grown rigid, as
she told her tale, and they made speaking
difficult.

“So had 1, she acknowledged. He did
not see that her eyes filled with
tears.

“To-morrow’’ Baxter
“He has

”»

“That’s Jim’s way—'
a good head—"

“Which he’d rather die than use for any-
thing but cloud touching. When I was in
school in my little town, I learned to speak
pieces. You know that ph'loserphize one?
Applies to-Jim. Goes this way:

said Rose.

“And then he’d set and ph’loserphize

. "Bout schemes for fencin’ in the skies;

And lettin’ out the lots for rent

No’s he could make an honest cent.

And if he'd find it pretty tough

To borry cash for fencin’ stuff.

Or if t'was best to sare his wealth

And go to Yurrup for his health,

Or sare his cash til] he’d enough

To buy some more of fehcin’ stuff—
“Forget how the rest goes,” Ted went on,

“but there’s another refrain that fits, too.

Fating is all that ‘To-morrow’ ever does,

isn’t it? Runs like this: . .

“And if his wife would ask the gawk

If he wouldn’t kinder try to walk

To where she had the table spread,

drive by and say, “How 1 misjudged him "

Or, now that prohibition seemed a cer-
tainty, he’d buy and manage a chain of ice-
cream saloons. Not so dignified; but money!
Great Scott! but there was money in it. The
Greeks had the right idea, and with their
ideas and adding a few good American pep-
lined affairs, how it would boom. Then, in
perhaps five years—five years would do it—
Rose would say, “Who is this Baxter who
owns all the icecream places around here,
I see them everywhere!” Then someone
would tell her and she would recognize how
greatly her judgment had erred and, per-
haps, be sorry!

“Hi, ‘To-morrow’!” called some one who
was driving by in a surrey, “whatcha doin’?
Thinkin® up a way to preserve daylight fer
evenin’ wear?” .

To this satire, “To-morrow” paid no heed.

“Guess your girl got kinda tired of set-
ting around and waiting for the balloon to
go up?” went on the old meddler, who was
the town physician of long standing. He
looked over his glasses, and not in an un-
kindly way, after his words. “To-morrow”
slid from the wall and went to stand by the
carriage.

“Look here,” he said, “you’ve
known me for ages. What's

“To-morrow,” very white, and
with tragic eyes fixed straight
ahead, spoke.

“] don’t suppose you think 1
ever will succeed?” he asked.

“I ‘don’t suppose I do,” she
admitted. “But—please under-
stand, I don’t care about what
the world calls ‘success’ I
think it was Stevenson who said
that success lay in honest work-
ing and not in what came from
it. I can’t quote it well enough
to do his thought justice, but I
mean that what 1 want for you
is a willingness to plod, and
not to accept life as it goes
along and make no effort to
change it. To go with the cur-
rent only and not to make an
¢ffort to go somewhere in spite
of the current—that's what
hurts me—can’t you see, Jim?”

“Oh, I see,” he answered bit-
terly.

“And think of the schemes
yow've had!" she wailed, “those
schemes I really believed you
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Is a remarkable short story

By JOHN WEBSTER
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It tells about a methodical and accurate
private secretary who went along for years
without making an error, but who finally
slipped a cog at a terrible cost. It is a story
which proves that nobody but a fool makes
the same mistake twice.

SECOND CHANCE

wrong?”

“Weak on the start,” replied
the old gentleman. “Not that
that’s a sign you can’t go. Re-
member Silver Heels, that Vir-
ginia colt that helonged to
Judge Hector? Never saw a
peskier animal to start, but
when she got to going—wrhoops!
Didn’t take anyone’s dust after
that. No, sir! Remembher one
time I had a bet with Sephus
Lemley—"

“You told me about that,”

said Jim. “Look here, Doctor
Barlow—could you prescribe
for me?”

“I could.”

“Cure me?”

The old fellow in the carriage
nodded heavily. “If you took
my dose,” he added.

“I'll take it, if you give it
to me” promised “To-mor-
row.” The doctor looked at
him  quizzically, doubtfully;
shook his head and then got out
a prescription pad and wrote

were going to work out: rais-
ing ducks in Northern Penn-
sylvania, nuts in California, a chain of
g'nrnges—and heaven knows what not. And
think of how you read up on every one of
those subjects. How you knew them! If
vou had done something and not talked it
and that alone, I could forgive you?!”

“You're pretty frank.”

“I have to be,” she replied.

He got out, raised his hat and turned
away.

“Jim—" she whispered, in a half appeal.
Perhaps he did not hear her; at any rate,
be went on and she started her inotor and
sped toward the town. The tears that filled
ber eyes did not slip overboard, because she
was tbe sort who knows control and how to
use it. But—wben in a suburb she encoun-
tered Ted Marshall and gave him a lift, she
allowed herself to flare.

“Saw your old friend ‘To-morrow,’ yes-
terday,” he said blithely. (She was looking
very pretty, he thought; very pretty!) “He
is now planning to rchuild the Jamison flats
into a working-girls’ lodging-house. He
showed me how he could make two hundred
and fifty thousand dollars in two years,
with an outlay of ten thousand dollars, and
be doing some real good to humanity in the
bargain.”
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And kinder get hiz stomach fed,

Ie’d leap for that there kitchen door,
And say, ‘Why didn’t you 2peak afore?’
Then when he had his supper et

He’d set and set and set and set

And nod his head and blink his eyes
And set and set—and ph’loserphize.

“Wish I knew who wrote that,” said Ted,
“but I've forgotten.”

“I don’t see why it applies to Jim,” she
answered sharply, and then added with sud-
den chill, “Jim.is a friend of mine, Ted, I
like him; I'll ask you to remember that—”

And there was silence.

EANWHILE, out in the country, a

jolted young man again sat on a wall
and did some hard thinking. In it he took
mental invoice of his traits, and from them
—what he had lost. He decided he did not
blame Rose.

But old habits made his fancies soar and
he began to plan how he would show her.
He'd buy that Jamison building, use half of
his capital for it, put tennis courts back of
it, a strip of green with trees before it, call
it the Baxter Building—neatly chipped in
stone over the front door—and she—would

hurriedly. This is how it read:

WiLLiam Barrow, M. D.

5 High Street
Middleborough, Pennsylvania
JInvest all your money in next scheme you
think of. Work on the principle that
you must leare town on the first train
to-morrow morning. Hurry like mad.—
Dismiss all reflection that cannot be used
in real work. Don’t allow your energy
to degenerate into clouds, however bright

they may seem.—W. B.

“To-morrow” read it, and looked up. “P’ll
take it,” he said.

The doctor nodded, clucked at his horse
and, without another word, drove on. “To-
morrow” turned toward town. When he
reached the outskirts he began to think of
Rose and dismissed the memory of his later
encounter with an old fellow who knew hu-
man nature as well as human bodies. “To-
morrow” again decided he would show Rose!
Some day she would be sorry. He pictured
her remorse and deep sorrow so vividly that
he almost pitied her, and then—he looked
up and saw the empty corner-store room
where Heine Brumbaugh had once so suc-



cessfully dispensed certain brands of re-
freshments.

“Just,” thought “To-morrow,” “the place
for an jce-cream and candy store. Res-
taurant, too—light stuff: soups, sandwiches,
pastries. Men used to turning in here;
women would, if they did. And I'd make
‘em anyway—"'

He slid his hand in a pocket and touched
a crumpled bit of paper. Then he mois-
tened his lips. To leave all certainty and
face uncertainty—the risk loomed large; al-
most sickening. But “To-morrow,” for once,
meant to do it immediately.

“Wonder what I'll call it?" he questioned
of himself.

E called it “Holland,” and it took all

his twenty-five thousand dollars to
furnish—and then some. And the “some”
he borrowed from an old physician who was
treating his case.

There were spiky pink tulips in blue-and-
white pots. Windmills and canals and dykes
disported themselves on the walls, A pair
of wooden shoes, filled with tulips, centered
a front window that looked clean and
amazingly interesting from the varieties of
candies that lay on lacy paper mats.

Of course there were mirrors, but not too
many, because “To-morrow,” whose reason-
ings were now all one-channcled, felt sure
that some young persons in the courting
stage would like a few corners where re-
flections were absent. He recalled vividly
how he had once kissed Rose’s finger tips.
and then looked up to confront a mirror
and someone else's laughing eyes. Some-
thing about that recollection made his throat
tighten. He wished he had done in those
days what he would do to-day. That after-
noon, he sent her violets and lilies of the
valley, and he asked her not to thank him,
but to be kind enough to accept them.
“I am making a new start,” he ended,
“and this is something I owe myself.”

But she did thank him. *“It wasn't the
lack of offerings,” she wrote at the end
of her note, “but the Iack of caring you
showed, by ignoring small things.” And
then she said she was glad he was in
business and wished him all sorts of luck.
He appreciated that in spite of the fact that
Ted Marshall and Rose were now judged
to be, in the voice of the more rural part

of the community, “setting ur,“ which was
only a prelude to “getting spliced.”
However — to return.  “Holland™ flour-

ished, and how could it help doing so?
There was an atmosphere of cordiality
about the place. “To-morrow™ had always
been liked! ‘There was a prettiness the
women adored—the room was a triumph
in blue and silver and white, with just
enough pink from the
tulips to warm it—
and there were com-
fortable chairs around
tables; and, in a
front corner, a table

asked Dr. B

arlow.

morrow.”

“Why don’t you go up to see her?”

“Oh, ‘no! Let it go till next week,”

“To-morrow”” Baxter

walk hailed passers by; and on this, every
day or so, “To-morrow”™ had posted the
fruits of his fancies. He began to thrill
over using these.

“It's much better than just thinking
‘em,” he confided to his physician, whom
he went to see regularly. “There's—
there’s something about it that makes you
feel well "

“*Hum—" said the old doctor,
could do it! Knew it!"”

“Come down and have a hot sandwich,”
invited “To-morrow.” “We're making a
specialty of them, and real coffee togrﬁ'u-.r.
this week. Men like ‘em.. See my sign?”

“Knew 1

The doctor nodded and grinned.

On the sandwich board of that time was
written, “You used to know how to get in
Why

this door," boys! don't

again?”

you try

“l will to-morrow,” announced *“To-

WO months passed

with new magazines P s . and *“Tomor-
on it and various said the man who knew his patient. row"” annexed the up-
cookbooks that em- per rooms of the

ploy things like marshmallow paste which
the “Holland™ sold. Women hegan to*drop
in there to meet, before going somewhere or

other. “To-morrow,” who was as full of
schemes as ever but now using them,
prompted this.

“Meet your friend at the Holland,” he
advertised. “Cars for all points of the
city pass the door.” And he gave a car
schedule, for he felt that people would
clip that out, if they wouldnt his follow-
ing admonition which was spread in large
type and read, “And, While Waiting, Try
the White Rose Sundae. A Triumph in
Sweets "

A sandwich hoard on the outside of the

Digitized by G{)k -gle

building. In one of these he put a good
floor, and borrowed money for a piano
which ran for a nickel a dance, In the
other rooms he had furnishings to suit dif-
ferent tastes, and these he advertised for
private use, such as teas, luncheons, ete. He
found himself using the town cateress pretty
regularly and put a kitchen upstairs.

“So much less trouble,” he advertised,
“to let the ‘Holland’ serve that luncheon
vou feel you must give your friends. A
reasonable charge is made, and perfect
service and food guaranteed.” The cateress
preferred the arrangement to restrictions
of an unknown kitchen; and the trimmings,
such as patty cases, meringues, mints, and
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bon bons, were of course, as well as the
room rent, part of the profit. With Mrs
Bigley's help—Mrs. Bigley was the cateress
—“To-morrow” began to evolve little cakes
made from breakfast food and chocolate,
small affairs that were really good and
cheaply made; and these, with the constant
new varieties of sundaes, became some of
the “Holland's™ specialties.

“To-morrow™ was, for the most part, busy
enough to be content.  Fach day he worked
on the principle that he must leave town
on the first train of the following day, and
with three months of it, this became an in-
stinet.  But—occasionally  old  habits  re-
curred and, in these relapses, he thought a
good deal, and miserably, of Rose.

His wish for her admiration was fading;
but another wish was growing large and
troublesome—in its place. He could not
“l'“\'l‘i\'f Ilfl“' h" !Ill(l ever ]III‘ l“r
going to see her. It seemed in-
credible,. When he saw her once
and again, he wondered how he
had been so blind, how he had been
so willing to put off “asking her”;
for now that seemed a  divine

privilege—one that he wonld stumble over
approaching, but which he, nevertheless,
would surely and swiftly approach.

She never came into his place and so, one
day, on meeting her, he asked her if she
would not.  She promised, again told him
she was glad he was doing so well, and
with a small smile, hurried on.

Miserably, he supposed she didn't eare.
He didn’t see how she ever had. But since
she said she had and he was a little less
a no-good than he had bheen—why then, why
couldn’t he start it again?

He went to his physician.

“Why don’t you go up to see her?” asked
Doctor Barlow.

“I will, to-morrow,” answered “To-mor-
row."”

“Oh, no! Let it go till next week,” said

(Continued om page 76)
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The New Success

The Tansient Patron

BY CHARLES HORACE MEIERS

Illustrated by Glenn Pierce

“The patron who came in one day.”

DO you remember, Mr. Businessman,
The transient patron who came in one day—
The one you cheated by a crafty plan,
Which left you chuckling as he went away?

You may not be guite able to recall

The one T mean. I hardly think you can.
Perhaps your memory cannot hold all

Such incidents. No matter. I'm that man!

I was a stranger, somewhat pressed for time,
And keenly you commercialized that fact;
You sold inferior goods, with look sublime
And manner franght with salesmanship and tact.

You rubbed your hands together in delight;
Two dollars extra on that sale you made.

I came not back to kick; therefore, that night
You deemed yourself a wizard in your trade

But you were not aware that on that day
I made arrangements to take residence
In that same town, as transients often may,
And soon returned my home there to commence.

“Two dollars extra on that sale you made.”

For ten years I remained there close to you,
And profit your competitor received

Was not far from a thousand times the two
Dishonest dollars made when you deceived.

The transient patron of to-day may be
The customer to-morrow who will pay
Huge profit in the course of years; for he

May be just moving to your town to-day!

I had no time for bickering just then, iy
And did not note the flimsy quality

Of what I bought; but, later, I did, when
On close inspection, it was clear to me.

Where Roosevelt First Used the Phrase, ‘“The Strenuous Life”’

IN speaking to you, men of the greatest city of the West, men of the State which gave to the country

Lincoln and Grant, men who preeminently and distinctly embody all that is most American in the
American character, I wish to preach, not the doctrine of ignoble ease, but the doctrine of the strenuous
life—the life of toil and effort, of labor and strife; to preach that highest form of success which comes,
not to the man who desires mere easy peace, but to the man who does not shrink from danger, from hard-
ship, or from bitter toil, and who out of these wins the splendid ultimate triumph.—Theodore Roosevelt
in a speech delivered before the Hamilton Club of Chicago, April 10, 1899."

Many people queer their success at the very outset by expecting
that they are going to fail, believing that the chances are against them.
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The Wealth You Carry with You

Don’t let people say this of you: “He has

money, but little else.”

By ORISON SWETT MARDEN

F you think you are a back number, that there is some-
I thing the matter with you because you have not been
able to make a fortune and keep up with your neigh-
bors—who have everything that money can buy, don’t
lose heart, you may still be a success in your own line.
There is a much greater wealth than that reckoned in
dollars and cents. There is the wealth of a fine character,
made up of honorable living, kindly deeds; this sort of for-
tune anyone may possess.

Unfortunately, many people put a false estimate on
money and the things it will supply. When we see wealth
flaunted about us on all sides, when we see others who, we
believe, do not have as much ability, or are not as deserving,
as ourselves, riding about in fine automobiles, spending ex-
travagantly, and living in luxury, while we are denied all
these things and find it difficult to supply the mere necessi-
ties of life, we are apt to feel rebellious and discouraged.
These material things seem very necessary and desirable,
and we begin to think there must be something the matter
with us, that we are deficient somewhere, because our con-
dition is so different. We envy the rich man, and fail to
consider that he often lacks qualities of character possessed
by the so-called poor man
he passes in the street,

Concentration is, indeed, a very important factor in suc-
cess; but when a man sets out to make his life worth whilc,
he should not concentrate on material things to the destruc-
tion of the higher life. He should keep his manhood, his
integrity alive, and not barter it or swap it for any special
advantage or gain. If he does, he will not be truly suc-
cessful, no matter what his fortune may be.

It is a great thing for a man to keep a level lead, to
develop himself in an all-round way, and not merely to
nurture a money-gland in his brain, letting the rest of him-
self go practically out of business for want of cultivation.
The great money-gland which secretes dollars is a mon-
strosity, considered from nature’s standpoint. Nature re-
gards as a successful man, one who is symmetrically dc-
veloped. The man who sacrifices health or character in
accumulating his fortune is not a successful man.

The story is told of a young man anxious to succeed in
life who went to a multi-millionaire, the late Collis P. Hunt-
ington, for advice as to how he should proceed.

“Take ten thousand dollars and go into the business of
raising rubber trees,” said the railroad magnate, as if ten
thousand dollars were a bagatelle that anyone could lay
his hands on at a mo-
ment's notice.

that all his wealth cannot
purchase.
Money-Worship
Crowds Out Higher
Things
l WAS recently talking
with a prominent busi-
ness man who, for years,
has been dealing with self-
made men who have be-
come very wealthy, and he
said he had rarely ever
seen one man among them
who was really living, who
was a real success, except
in that one particular—ac-
cumulating money. They
had centered their life on
that one aim, the accumu-

you.

THE riches you carry with you
L constitute your wealth. That
which you can take out of a bank,
that to which you can have a title-
deed, is naught compared with your
personal wealth. The grandeur and
the nobility of your character, the
sweetness and the helpfulness of your
life, these are the things that are
worth while, that give enduring sat-
isfaction to yourself and those about

‘ But the young man
didn't have ten thousand
dollars, and didn’t know
how or where to get that
sum, so he went away sor-
rowfully.

This rccalls the story of
that other young man who
was anxious to succeed, and
who went to the Christ for
advice. “Lord, what shall
I do that I may gain eter-
nal life,” he asked. “Go,
scll all thou hast, and give
to the poor, and follow
' me,” answered the Christ.
! And the young man turned
' away sorrowfully, for he

had much goods.

lation of a fortune, until
it had crowded out all the
higher, finer things. The men who have concentrated with
great intensity upon one idea—that of accumulating money
—are, as a rule, very one-sided men, and are not successes
in any other respect. They are not successful husbands or
fathers, or successful neighbors or friends. They do not
stand for very much in their community; it is not very
proud bf them. Their social faculties were carly deadened,
and all that was best in them was sacrificed to the money
god. Their development was, consequently, one-sided.

What Sort of Success Are You After?

IT is easy to say that a man cannot develop all sides of
his nature equally, because only by vigorous concentra-
tion can a man win out in any large way in any onc thing.
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The man who doesn’t
want to succeed is not
worth his salt. But there are many brands of so-called
success, and the supreme question is: What sort of success
are you after?

Why “Money Magnets” Are Failures

THE aspiration of the young man who went to Collis P.
Huntington for advice was a perfectly legitimate one.
He wanted to raise himsclf to a position of independence,
which must be the aim of c¢very young man who will ever
amount to anything. When a man ceases to have that am-
bition, the salt will have gone out of him. Equally, if he
becomes so absorbed in the pursuit of material gain that
he develops into a mere money magnet, he is as great a
failure as if be bad never aspired. For the mcaning of any
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success worthy the name, is Service—Service to mankind.
This is the lesson that Christ taught to all men thru
the young man in the Gospel, and thru the entire course
of His life on earth. But the young man was not willing
to serve in the way the time nceded and our Divine Master
wanted him to serve. He was not rcady for that. His
heart was wrapped up in his possessions, and so, when he
was asked to part with them, he turned away sorrowfully—
probably to spend the rest of his life adding to them.

While your fortune has been growing, have you been
growing yourself, or have you been shriveling? If all of
your encrgies have been concentrated in chasing the dollar,
while you have neglected the man, ncglected to grow, to
absorb knowledge, to improve yourself in every possible
way by reading, by thinking, by observing, you have not
been a suecess. On every hand we sec men who have ac-
quired money, but their lives have been eoarsened, their
ideals blurred, their ambition cheapened in making it.

In the final summing up of your life’s work, these ques-
tions will be asked, “How much of a man do you bring to
the judgment; how much of a man have you developed;
how much are you intellectually, morally, spiritually?
How much does the man in you weigh; what are the dimen-
sions of your intellectual expansion?”

If there is anything in the world pitiable to me, it is to
see a weazened, dried-up, mentally poverty-stricken, unde-
veloped scrub oak of a man standing beside a huge pile
of dollars.

Don’t Measure Yourself by Money

ANY of the most successful men in the world have not
been money-makers. They have been failures finan-
cially, but they have rendered thec world untold service.
It is said that the most money Ralph Waldo Emerson
ever made in a single year was twelve hundred dollars.
This was a banner year with him. But what multi-million-
aire ever rendered such service to mankind, or ever in-
fluenced civilization as has Ralph Waldo Emerson? Every
institution in America is better because Ralph Waldo Em-
erson lived. He has enriched civilization, and that really
is the test of all true greatness, all true suceess.

The only riches that are worth while are the riches that
enrich other lives.

There is only one kind of millionaire that is worth while,
comparatively, and that is the millionaire of character, of
manhood, of nobility—the millionaire of integrity, of square
dealing, of helpfulness—the millionaire of hopefulness,
cheerfulness, and good will.

Many of the men who have done the most for humanity
have died very poor. Lincoln left almost nothing to his
widow who, after his death, received only a small pension
from the Government. When Lincoln was elected Presi-
dent, he borrowed money to move his family to Washing-
ton, and it is recorded that he borrowed money to buy a
suit of clothes when he was clected to the Illinois legisla-
ture, walking a hundred miles to take the seat. Yet this
man, who was very poor, as we measure worldly things,
was so rich in character that he towered among men as a
giant and, we are told, made his associates at Washington
look like pigmies beside him.

Many of the world’s greatest benefactors have died in
the poorhouse or in a condition of great poverty. The
greatest wealth a2 human being ever acquires is not in his
pocketbook, but in his manhoed, in his character, his per-

sonality. These are the riches that count, and the world
finally gives its verdict to character.

How quickly many millionaires drop out of the world's
cye, out of the world's regard! The men who live in his-
tory, the men to whom the world builds her monuments are
those who rendered unselfish service—service of value to
the world. .

Not long ago, a man died in New York who owned no
home, and who did not have a thousand dollars in the world,
but about twenty-five thousand people attended his funeral
on a rainy day. This man had possessed the wealth worth
while, the wealth that the world appreciates.

IT is a sad fact that a majority of fortunes represent

colossal selfishness, in many cases greed; a grasping
carcer in which getting something away from somebody
else who happened to have it, by any possible means, was
the chief aim. The world doesn’t care for that sort of
thing. The men who are always looking out for them-
selves, always considering their own good, are quickly for-
gotten,

Many rich men impoverish civilization, impoverish their
community. They are like the poisonous weeds which kill
and stop the growth of everything near them.

What arc you calling out of yourself in your vocation,
what is the result of your straining and striving and strug-
gling? Is it mcrely dollars? Are you developing a fortune
at the expense of the man, or is the development of a mag-
nificent manhood your chicf aim? What will you have to
show for these years of hard work, what will be your in-
ventory ?

Wouldn't you rather have the satisfaction of having
everybody say, “There goes a man, a man with a heart
in him; one of God’'s grandest creations, but he has never
accumulated money,” than to have people say, “There goes
a man with lots of money, but no character; he is hard-
hearted ; his affections are marble?”

The enlargement of life should be the chief ambition,
and the enlargement of a fortune should be secondary, for
“the life is more than meat and the body is more than rai-
ment.” A man’s position may be much, but the man is
everything. )

The ambition to be a man first, a man before you are a
lawyer, a real man before you arc a physician, a merchant
or an inventor, this is the only ambition worth while.

Character Is the Greatest of Riches

THE only asset which we carry away at the close of life

is the asset which inheres in character, in individuality.
What we have copied, what we have accumulated from
without, will not count for much. We can only take with
us what we are—solid, stable eharacter. We can only take
with us the wealth which inheres in our personality, the
wealth of our individuality. Naked we came into the world,
and naked we go out of it.

There is no other wealth as great as the riches of a fine
personality. These are the greatest riches, compared with
which money wealth is poverty itself.

“He has money, but little else.” Don't let people say
this of you. But let them instead, say as Lincoln said of
Walt Whitman, “There goes a man.” Whatever else they
say, let them say that you are a rcal man, that you have
enriched the world by your life, that you have made others
happier by your service, that the world is better because
you have lived in it.

t4

Wrinkles should merely indicate where smiles have been—Mark Twain
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CONGRESSMAN HAROLD KNUTSON
“I guess I have only one hobby—my mother.

She is
now over seventy. The greatest satisfaction I get out of
being a congressman, is the fact that it enables me to |
have my mother in Washington and to provide her with
every possible comfort and pleasure that 1 can think

of."—HAROLD KNUTSON.

dinavian parentage, with two patches on his little

overalls and a happy smile on his face, was listen-
ing to former Senator Charles A. Towne making a speech
to his constituents in Minnesota during the Bryan-McKin-
ley campaign in 1896. At the close of the address, the lad
turned to his brother earnestly declaring, “When I grow
up and get big, I'm going to be the congressman from this
district.”

Just twenty years later that boy was clected to Congress
by a large majority. His name is Harold Knutson.

He is the present Republican whip of the House. The
“whip’" is responsible for the presence of the members
when a vote is to be taken on party measures. He must
know at all times where every member of his party can be
located and, what is still more important, he must display
the fine art of diplomacy in such a way as to have them
on hand. Mr. Knutson is said to be the only congressman
ever elected assistant whip during his first term, and whip
at the beginning of his second term.

At the time of the Towne incident Harold Knutson's
daily life consisted of milking eighteen cows each morn-
ing, walking two miles to the little country school,
carrying his dinner—which was invariably frozen hard
as a bone when he got there. Returning at night,
those same eighteen cows again required milking, and the
big wood-box needed replenishing for the long winter
evenings. One day at school an old legislative manual came

j‘ BAREFOOT boy, fourteen years of age, of Scan-
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A Barefoot Boy's
Journey toCongress

Harold Knutson, of Minnesota,

Tells THE NEW SUCCESS How

He Climbed from Poverty to a
Position of Importance

By H. O. BISHOP

into his possession. While poring thru it he discovered
there were such things in the world as pages who worked
in the legislatures and received the undreamed-of salary of
$2.50 daily.

“I never wanted anything so badly as a pageship. But
to get it required a trip to the State capital, and I had
neither clothes nor carfare. But my mother, God bless her,
overcame the clothes problem by cutting off the sleeves and
legs and taking in the seams of my older brother’'s Sunday
suit. On Saturday my brother and I cut wood and hauled
it seven miles to town, selling it for $1.35 a load. In this
way we made carfare expenses to St. Paul.

“There is where I had my first experience in active poli-
ties. To my dismay I found the representative from my
district had promised to work for another boy. But I
wanted that job, so I proceeded to interview every mem-
ber of the legislature. FEveryone of them positively re-
fused to listen to me, explaining that they were committed
to someone else.

“I was growing desperate. Having ‘read that J. F.
Jacobson was the boss of the legislature, I decided to
tackle him as a last resort. I had never seen the man in
my life, but nevertheless I got him out of bed at six o'clock
the next morning. This was necessary because my money
was all gone and my train left for home at seven o'clock. 1
told him how very much I wanted to be a page. He sat
on the edge of his bed and grinned at me as if he thought
it was a big joke. After asking me all sorts of questions,
he finally said: ‘By thunder! I've never asked for the
appointment of a page; but I think I will. You run along
home, sonny. You'll get a wire in a few days.’

“I was the happiest boy in Minnesota when I did re-
ceive the telegram saying the job was mine and to come
at once.

“Not having time to cut and haul more wood, my brother
and I somehow managed to borrow the necessary carfare.
Evidently the representative from my district must have
thought I looked a bit seedy, because he advanced me
money to buy some clothes, enabling me for the first time in
my life to appear in a ‘boiled’ shirt and stiff white collar.
I almost choked and smothered the first day I wore them.

“My experience as a page was worth more to me than
a course in college. I became acquainted with prominent
men from all over the State, and learned something new
from every speech made. I remember I carried a little
notebook in my pocket and jotted down every strange word
I heard. Each night I would go to the library and hunt
up the meaning of those words.”

At 18, He Wanted to Be a Railroad President

AT eighteen Mr. Knutson thought he would become a rail-
way president like the late James J. Hill. Packing his
other suit of underwear, shirt, socks, a history of the United
States, a dictionary, and the “Life of Abraham Lincoln”
in an old carpetbag brought by his parents from the old
27
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country when the lad was four years old, he started for
St. Paul to learn telegraphy, expecting to rise to the presi-
dency of some western road in rapid stages. His capital
cousisted of $130, made by working in the harvest fields.

Free Board Only Pay for Six Months

HE editor of the local weekly—with job printing in con-

junction—was at the depot looking for news when the
embryonic railway magnate and his baggage arrived. That
editor painted so vividly the attractiveness and future pos-
sibilities in reporting, editing, printing and press running
that, ten minutes later, the train pulled out without Knutson
aboard. His journalistic apprenticeship lasted two years.
In addition to mastering all branches of newspaper work,
it was also his duty to feed and milk the family cow, curry
and fced the horse, chop and carry in wood for four stoves,
and at odd times run the village telephone exchange, which
was one of the cditor’s sidelines. His remuneration for all
of this work was free board for the first six months; board
and fifty cents weekly the second six months; board, clothes
and $1.50 weckly the second year. This income was
slightly augmented by making an odd dollar now and then
as correspondent for other papers. The second year he be-
camc quite opulent by renting an acre of ground and plant-
ing it in potatocs, selling them in the ground for $350.

“I thought it was better to start at the bottom and work
up, rather than start at the top and slide down,” he said to
me. “I wanted to learn all there was to know about the
business, so that I could make good at it when my appren-
ticeship was finished. I believed then, and still think, that
to make a success of life it is necessary to go strong on
concentration, sticktoitivencss, and ability. These elements,
to my notion, give the best result when apportioned as fol-
lows: Concentration, 40 per cent; sticktoitiveness, 35 per
cent; and ability, 25 per cent. I have known people with
100 per cent ability who could get nowhere because they
were short on the other two.

“I think one of the greatest faults of our young folks
to-day is that they are intcrested too much in immediate
results and not enough in the years to come. Offer a
young man a job and he will ask, ‘'How much is the pay
and what are the hours?’ Seldom does he ask ‘What can
I learn? ‘

“Robert Louis Stevenson had the right idea of life when
he wrote: ‘To be honest, to be kind, to earn a little and to
spend a little less; to make upon the whole a family hap-
picr for his presence, to renounce when that shall be neces-
sary, and not be embittered; to keep a few friends, but
these without capitulation above all, on the same given
condition to kecp friends with himself. Here is a task for
all that a man has of fortitude and delicacy.””

Milked Cows to Defray Expenses

FOUR months after engaging in newspaper work,

Harold Knutson’s first big test came. The editor took
a trip, leaving Knutson in charge. A tramp printer, hired
temporarily, showed up drunk. As boss, Knutson thought
it devolved upon him to lecture the tipsy one. The inter-
view made it neccssary for the printer to be fired. Then
Knutson was badly scared. He had forgotten, for the
moment, that the next day was day for going to press, and
the boozy printer was the only one who knew how to “make
up.” But right there is where Knutson’s three sueccess
elements came in handy. He worked twenty-four hours
straight, and, with the aid of the Methodist prcacher to ink
the old Washington hand press, the paper came out—only
twelve hours late.

He says this experience gave him more self-confidence
than anything that had ever happened.

With his apprenticeship finished, Knutson, feeling the
necd of a little more education, spent a year at the School
of Agriculture of the University of Minnesota. Here he
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milked seven cows night and morning to help defray his
expenses. Following this educational experience, he blos-
somed out as a newspaper publisher on his own hook. He
leased the Royalton Banner without paying anything down,
convinced that he would make good and have money when
rent day arrived—and he did. It was here that he had his
first banking experience. He ordered forty dollars’ worth
of stock for his job plant, supposing a bill would be sent
him in thirty days. But the jobbers knew him not and
sent it C. O. D. With strcams of worry perspiration run-
ning down his face, he explained his plight to the president
of the bank, who almost caused him to drop dead by lend-
ing him §200 instead of the $40 for which he had timidly
asked, explaining that he had heard of Knutson and knew
him to be honest and a hustler. )

“It was a call note, and it was paid before it was called,”
proudly asscrts Knutson. “From that experience I
learned,” he added, “that there is nothing more important
in business life than kecping your credit good.”

His Open Fight for Congress

THIS Journalistic venture was so successful that, two

years later, he had made enough money to buy the
Foley Independent, which he made the most influential
paper in Central Minnesota and himself the political leader
of the county. His next advance was to become the asso-
ciate editor of the daily  St. Cloud Journal-Press, which
position he held for three ycars. This was followed by a
successful venture into real estate, developing the farming
section of his State by bringing in experienced farmers
from the old Statcs.

Now comes his entry into politics! The congressman
from Knutson's district decided he was thru with the politi-
cal life. Knutson forthwith announced his willingness to
enter it. Having served as president of the State editorial
association, he assumed all editors would be for him and
make lhis clection dead easy. But a smooth old politician
who had been congressman ten years previously had quietly
lined up sixty of the seventy-three papers for himself. This
merely served to make Knutson work harder. He made
a personal call on every voter, arousing so much enthusiasm
by his cnergy and good nature that a lot of people peeled
off their coats and helped. He was nominated by a ma-
jority of 3500. At the general elcction somc shrewd poli-
tician muddied the water by inducing a man named John
Knutson to place his name on the ticket, supposing that
many votcrs would vote for “John” thinking it was the other
fellow. This necessitated Knutson making another per-
sonal campaign to explain that he was ‘“Harold” and the
other fellow “John.” He got more votes than both of his
competitors. His district, by the way, cxtends farther
north than any part of the United States. To get to the
extreme northern part requires passing over Canadian soil.
Get out your atlas and notice the queer joggy corner of
Minncsota that extends up into Canada.

I ASKED this interesting man of much experience to tell
me what there was about the job of congressman that
pleased him most. He answered:

“I guess I only have one hobby—my mother. She is now
over seventy. The greatest satisfaction I get out of being
a congressman is the faet that it enables me to have my
mother with me in Washington and to provide her with
every possible comfort and pleasure that I can think of
or that she may care for. She went to Minnesota as a
pioneer, and for years worked mighty hard raising us chil-
dren and helping to run the farm. How wecll I remember
how she used to sit up nights alongside of an old oil lamp
patching our overalls over and over again until there was
not much left but patches. We were mighty poor in those
days and money and clothes were scarce. From now on
I want her to rest and be happy.”



Debt is the devil in disguise. With a whip in hand, debt is driving many a man into a yawning grave.
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Keep Your Future Free from Mortgage

By ORISON SWETT MARDEN

HE great English preacher, Charles H. Spurgeon,

declared that Debt, Dirt, and the Devil made up the

trinity of evil. Debt can discount the devil at any
time for possibilities of present torment.

Saint Paul in his Epistle to the Romans said: “Owe no
man anything.” This would be a splendid motto to place
in every purse, in every counting-room, in every church, in
every home in the land!

The young man entering upon life’s great highway, he
who hopes to achieve the measure of success commensurate
with his abilities and ambition, must avoid debt as he
would the contagion of -a loathsome disease. If he would
attain his ideals and reach those heights to which he now
looks with longing eyes, he must literally obey the pre-
cept of the apostle, "Owe no man anything."”

“Debt is the devil in disguise,” we have been told. With
a whip in hand, debt is driving many a man into a yawning
grave. It has dragged many
a man down to shame and
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somebody else. It means that you give up what might be
yours. It means that you offer a part of yourself for sale
for a definite sum. When you owe money you make your-
self a slave. The other fellow holds you fast in literal
bondage.” These are the words of George Matthew
Adams. Multitudes of men who are failures can vouch for
their truth.

There are hundreds of thousands of people in this
country to-day, people with superb ability, who are the
slaves of debt. - They are always paying interest or trying
to get together money enough to make a payment on a
mortgage or a note. A large part of their efforts and their
energies, their ingenuity and their resourcefulness, are lost
in working while so fettered. Their ability is strangled,
their efforts chained by their creditors, who are continually
dogging their steps.

On every hand we see people splendidly equipped for
achievement, but with their
talents so handicapped by
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niche, and later could not take the chances of causing suf-
fering to others dependent upon them by making a change.
If they had not been crippled by debt they could have af-
forded to make the shift and got into their niche where
their powers would count.

HE maelstrom of debt has been the grave of thousands

of talented, ambitious men, who might have won honor-
able distinetion and the love of their fellow-men, in their
various fields of endeavor, had they not given way at the
outset to some petty vice or vanity and, in order to gratify
it, borrowed from some friend, perhaps more kind than
judicious, the means necessary to do so. Tho the sum bor-
rowed may have been but a trifle, it opened the door to the
temptation to borrow, and was the first false step which led
to the fatally easy descent into an abyss, of the depths of
which they were not aware.

Unless debt is warranted in one’s business, unless it is
really an economical measure, it should never be contracted,
for it means slavery.

NEXPECTED calami-

ties or disasters, or th o
fuilureczftiuéicio:::sam; ap(i 8 The Web Begun
By STRICKLAND GILLILAN

<3 HE words of a wise old adage run:

53 “God sends thread for the web begun.”
Never a need for warp or woof

Under the idler’s shabby roof—

Ne’er to his help will the glad fates run:

“God sends thread for the web begun.”

o3
parently promising enter- %§
priscs, will often produce 3
great crises in the affairs of 5
prudent, conscientious men
—men who have a horror
of debt—and litcrally leave 3
no other course open to &
them, even from the most 3¢
conservative standpoint, than 3
to borrow money, if possible.
Such as these need no warn-
ing to flee the temptation to

They will follow the admo- i3
nition of the old Puritan
divine, Cotton Mather, to
his people, viz.: to “Come ig
into it [debt] with the pace ¢
of a tortoise, and get out of &
it with the flight of an i3
eagle.” 8

“A man who owes a little
can clear it off in a very lit-
tle time, and, if he is a pru-
dent man, will; whereas a .
man, who by long negligence, owes a great deal, despairs
of ever being able to pay, and therefore never looks into
his accounts at all,” Chesterfield tells us.

“Paying of debts is, next to the grace of God, the best
means in the world to deliver you from a thousand tempta-
tions to sin and vanity,” says Delaney. “Pay your debts
and you will not have wherewithal to buy a costly toy or a
pernicious pleasure. Pay your debts, and you will not have
what to lose to a gamester. In short, pay your debts, and
vou will of necessity abstain from many indulgences that
war against the spirit and bring you into captivity to sin,
and cannot fail to end in your utter destruction, both of soul
and body.”

It is recorded of the eccentric John Randolph that he
once sprang from his seat in the House of Representatives
and exclaimed in a piercing voice: “Mr. Speaker, I have
found it.”” Then, in the stillness which followed his strange
outburst, he added, “I have found the Philosopher’s Stone!
It is ‘Pay as you go!”

Someone has said it is not the high cost of living, but the
cost of living high that cripples so many lives and compels
great ability to put up with the returns of mediocrity.
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HAT of the work you planned last year—
Plan of your lifetime, plans most dear?
overdraw their accounts or ¢ Why did you let the new year start

to live beyond their means. 33 Leaving you idle of head and heart?

Why at the stint is there nothing done?

“God sends thread for the web begun.”

&

¥ C OWARDS plead to be shown the end
Where touch triumphal and plaudits blend.

Waiting this vision, the coward dies,

Bitter tears in his dimming eyes.

Had he but started, he might have won—

“God sends thread for the web begun.”
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NOT long ago I heard a young man boasting that he got

a big salary, but he had never laid up a cent in his life,
and that often at the end of a week he was behind and had
to borrow money. Think of a young man boasting of this
and yet expecting to get on in the world, to stand for some-
thing in his community, to be a man of importance among
his fellows!

How many young men with moderate salaries run in debt
at. their tailor's, buy diamonds on instalment plans, and
borrow money from everybody who will lend it to them,
just to keep up with the procession—straining every nerve
to live in fashionable quarters and make a fashionable ap-
pearance ! :

The temptations for young and old to go into debt are
multiplied. On every hand in the cities one may read such
advertisements as “We Trust You,” “Your Credit Is Good
with Us,” and with these statements come offers of clothing,
furniture and what not “‘on casy payments.”

The terrible mania for making a show, of appearing
as well to do as their more
fortunate neighbors or
fricnds, is tempting many
young mcn everywhere to
go into debt. They borrow
money, anticipate their fu-
turc salaries, and will do
anything possible to keep up
false appearances. They
reckon on the results of the
future before they have been
worked out. They rob to-
morrow of its profit; they
becomc reckless, venture-
some, and develop a specu-
lative habit which often
ruins them. :

We are surprised when
these men go to the wall, yet
if we would look into the
causes we could generally
trace them to this fact, that
they anticipated their fu-
tures. They dreamed of pros-

perous days always, but
made no effort to make them
a reality.

Nothing could be more
fatal to peace of mind and
prospects of happiness in
later years than this habit
of borrowing far alead, of mortgaging a whole lifetime to
debt. What freedom or power has a man for a creative,
productive eareer when continually harrowed by debt? 1t
is very easy to lose heart and give up to despair when one
sees nothing but a dark future ahead. How can a man work
out his life-plan, how can he realize his aspiration‘ under
such conditions?

FR|W BBV R VB R BV W VRN BN RN R

STRUGGLING just for something to eat and something

to wear, while forced to give up most of one’s earnings
for past errors, is not real living. It is not freedom. It is
slavery. It is slow strangulation.

The comfort and happiness of many a man’s family, as
well as his own, have been ruined by this ghost, debt, which
will not down.

“Hunger, rags, cold, hard work, contempt, suspicion, un-
just reproach, are disagreeable,” says Horace Greeley, “but
debt is infinitely worse than them all.”

The consciousness of being well dressed and yet owing
for it, of riding in automobiles which one cannot afford, of
wearing jewelry and tailor-made suits which are beyond

(Continued on page 75)



Names That Are Worth Millions

How Fortunes and Big Businesses Were Built on
Character and Honesty

By LEWIS WILLIAM KLINKER

Author of “Winning a Fortune”

“C AN a man make a million dollars in a lifetime and
make it honestly?” Mr. Klinker has taken time to
answer this question in the following articles. He says it
cen be done, and tells the stories of a number of well-
known men who were successful. In each case, the indi-
vidual supplied something that met a universal demand and
made his name stand for excellency. The result: When
his product was put before the public a big harvest was
inevitable. ‘These particular cases show that there is no
quick route to sure wealth, hut that there is a route to posi-
tive success—THE EDITORS.

PART I
“CAN a man make a million dollars in a lifetime and

make it honestly?” is a question which we often
hear asked and as many times discussed. In this
day of prosperity and wealth-acquiring each and everyone
of us is looking for a chance to add materially to our
earthly treasure. It seems to be an innate desire of the
average American citizen to become wealthy and, at an
carly age, he looks for a chance to make his fortune.
The fact that fortunes have been made and are being
made right along is too well known to need discussion. The
questions which concern us, each individually, the most
are: “IVhere can I make mine?” “What methods shall I
employ?” “If I do make a million, can I make it honestly?”
I do not intend to take into consideration the stand-
points of the socialist, communist or bolsheviki cults, for
they simply assume that no one has a right to a million
dollars either in money or property, and they also insist
that a million cannot be made honestly. Furthermore, they
contend that it should be taken from the accumulator and
divided up with those who have

For the moment I forgot my errand and stood gazing
at the sign, to the amuscment of the office force; then my
mind reverted to myself and my own cxperiences, just as
the author of the motto intended that it should. I had
never thought of poverty in just that way, but in my own
acquaintance with this situation I had found it very incon-
venient to say the least. Perhaps some of my readers have
had experiences which have caused them to look at it as
did this business man.

Where Money Nearly Shattered Trust

JAMES A. GARFIELD once told a story about two of

his young law friends. They both came from families
of poor circumstances, but were determined to secure an
education and make something of themselves. They strug-
gled along thru school until they had completed their col-
lege course and were admitted to the bar to practice law.
Thus they arrived at success in their chosen profession
thru a series of hardships and difficultics that made them
fully understand every phase of the meaning of
poverty. Their ability was just being recognized when
they were called upon to prosccute a large dam-
age suit, involving more than half a million dollars,
and they won the suit.

The names of these young men were Rosenberg and
O’Connor. The first, as his name would indicate, was a
Jew; the second an Irish Catholic. During their school-
days, and afterwards thru dull times in their office, they
argucd religion, each trying to convert the other to his
particular belief.

After winning this important case, the question as to
what fee they would charge for their services came up.

Heretofore Rosenberg had al-

nothing and could not make a
fortune if they had the chance,
or kecp it if they had one.

It is the purpose of these arti-
cles to recognize the fact that
fortunes do exist rightfully, to
show how they have been made
and, by these examples, to de-
termine if others can be made in
the same honorable manner.

It is not my intention to for-
mulate a plan or to point out a
quick route to sure wealth.
There is a rcasonable amount of
this world’s goods in reserve for
each of us, and we must be keen
enough and industrious enough
to go after it.

The other day I went into a
business office on some errand
and my eyes caught sight of a
motto above the middle door
which read:

Gee! But It Is
Hell to Be Poor!

I bluffed.

country!

the booze!

booty.

Sayings of Famous Failures
By EDMUND J. KIEFER

LORENZO LASSITUDE:—Give me
leisure or give me death!

WALTER WISEGUY :—I came, I saw,

HANNIBAL HASBEEN:—I
that T had only nine soft jobs on my

FERDINAND FUNFIEND:—Hours
and hours for diversion but not a minute
for self-improvement!

TOBIAS TIPPLER:—Don’t give up
SIGISMUND SHARPSTER: — The

world expects every man to get his

SEBASTIAN SUCKER:—I'm going
to make a clean-up on the stock market,
if it takes all summer!

ways insisted upon collecting the
fees, as he was fond of carrying .
the pocketbook for the firm. But
here O’Connor saw his chance
and said that, this time, he would
attend to that part of the case

A

himself. Roscnberg objected;
O’Connor insisted. Rosenberg
finally consented, but said:

“Nothing less than five thousand
dollars will satisfy me for my
part of the fee in consideration
for our services in winning this
suit.”

“Leave that to me,” said
O’Connor, with an idea of his
own as to what should be
charged. )

“All right,” at length acqui-
esccd Rosenberg, badly disap-
pointed, “but remember that
nothing less than five thousand
dollars will satisfy me,” deter-
mined to fix that point upon the

regret

mind of his partner.
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32 ' Names That Are Worth Millions

Next day O'Connor went into Rosenberg’'s room and
laid a check for $25,000 on his partner’s desk.

“What is this?” demanded Rosenberg, as his fingers
grasped the scrap of paper—his eves alraost popping out
with excitement.

“That is your part of the fee,” replied his Christian
friend.

“All this mine—and you rcceived this much, too?” he
exclaimed.

“Yes, sir!”

“Great Scott!” cried Rosenberg, jumping up and throw-
ing his arms about his partner. ‘“‘Almost thou persuadest
me to be a Christiap!”

This Has Made America Prosperous
WHILE we smile at a simple story of this kind, yct

it contains more truth than we are wont to believe.
In this day of the mad rush for wealth, many of us are
willing to do anything and be anything if it will lead us by
a short route to a fortune. Many professional and busi-
ness men are doing the things that thcy are doing because
of the moncy that they are paid to do those things, regard-
less of their individual beliefs.
It has been said that the average American chases the
dollars like a hound upon a fresh

not born on an equality, either physically or intellectually,
and my investigation cured me of all such imaginary re-
forms, just as it will cure any other man who will take the
pains to investigate the making of these fortunes and also
to probe into the present conditions of the human race as
I have done.

Stagnating the Mental Powers

I HAVE found that some men have, perhaps, a thou-

sand times more ability than others, and if we bring the
two down on a level (for it must be down—we cannot
raise the stupid man to the plane of the intellectually bril-
liant) we eliminate entirely the usefulness of the intelligent
man just so surely as the other way about, for he sees that
his inferiors can perform the mental work and his mind
is running higher.

The waste of his timc and talents disgusts him and stag-
nates his mental powers by holding him down. The man
of one talent uses that talent to its capacity and cannot
rise any higher, for it is not in him. The environment in
which he was born, or some other early eause, has stunted
his intellect; perhaps his training and education were
wrong, or, maybe, his habits and associations have circum-
scribed his futurc and curtailed his ability to win success.

Nature says: “You have vio-

trail, and when it is caught he
squeezes it so hard that he almost
makes the eagle scrcam. Taking
this latter trait by itself, however,
it is not a bad one to possess. It

CHEER UP!
By Eliot Kays Stone

lated thc laws of health; you
have dulled your brain; you have
diseased or stunted your body;
therefore, thus far and no farther
shall you go.”

is this distinctive feature that has
made America so prosperous and
filled her people with energy and
ambition until every man has the
incentive to become rich. There
is absolutely no harm in this—
just so the man does not stoop to
trickeryv. But there are those
who, if they cannot make a for-
tune themselves, are so jcalous of
the man who does acquire it that
they would do almost anything to
get his wealth away from him.

THERE is no field so barren,
But some unseen flower
Sheds abroad its sweetness
Hour by hour.

There is no night so cheerless,
But the morning’s sun

Drives away the shadows
One by one.

So it is in life, when the
Clouds obscure the sky,
The sun shines all the brighter

It is now a settled fact that the
physical, mental, and social abili-
ties of the race are not on an
equality and never can be until all
men are born under the same en-
vironment, have parents of equal
intelligence, are trained in schools
of the same character and are
thus fitted for the same outlet of
brain force in either trade or
calling. Thus, under the present
circumstances, social and intellec-
tual equality is out of the ques-

This brands the weak and vacil-
lating character. The man of

By and by.

tion. It would be just as sane to
advocate that every man born

must be five feet nine inches

strength and courage will look
carefully and observe how the
rich man succeeded in making his fortune and, if he be-
lieves there is a chance for another to be made in the same
way, he is ready to undertake it.

50,000 Millionaires in America

IT has been said that in the days of Abraham Lincoln
there were less than fifty millionaires in the United
States. To-day it is estimated that there are over 50,000.
That brings us back to our question: Did they make
it honestly?

In my travels over the United States I have taken the
time and pains to investigate the making of some of these
fortunes. I wished to ascertain how some of the promi-
nent millionaires, who were once poor like you and me,
made their millions. I did this with the idea of convinc-
ing mysclf that they had no right to their wealth, for I
then belonged to the ever-increasing crowd that sits around
damning the millionaires of the country because they have
all the money, talking about financial equality, government
control of everything and, also, that each individual should
be made a eog in the great wheel of business and monetary
progress—each cog being of equal size and doing an equal
part in turning the machinery of industry, and so
forth.

I did not take into considcration the fact that all men are
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’ in height and must weigh 150
pounds. Then if one man is too tall and another is
too short, just chop off some of the tall man and give it
to the short man; or if one weighs too much and another
too little, cut off a slice of the one and give it to
the other. The whole scheme is so entirely impossible
that it reveals itself as the cachinnations of an echo from
a mythical land.

But, nevertheless, there is a great deal of this handicap
that can be overcome. Men of power refuse to use their
abilities. For instance, there is the man who sits around
and bewails the fact that he never has had a chance in the
world and, in consequence, never has made a mark for
himself nor done anything for humanity. The progressive
and keen-sighted men simply sit back in their chairs, eye
the patient for a moment, then laugh up their sleeves and
say to themselves:

“What a pity that nature was so cruel as to shove this
man off in a corner and never give him a chance to do
anything.”

Little Obstacles Seem Mountains

OLLOWING one of my lectures, a minister came to

me with the request that I try to get him a place on the

Chautauqua platform, saying that he had never had a
(Continued on page 79)



The High Cost of Real Success

Why the Goddess of Fame
Is Slow to Recognize Those Who Choose Artistic Careers

By FREDERICK MacMONNIES

The Eminent American Sculptor

REDERICK MacMONNIES,

the noted American sculptor,
has just completed his magnifi-
cent “Fountain of Civie Vir-
tue,” which will soon be placed
in City Hall Park, New York.

ile many critics consider this
his finest work, it is generally
believed that the statue on which
he is now engaged, “Civilization
Triomphant,” will prove the
highest achievement of the sculp-
tor’s career. This statue is to be
presented to France by the peo-
tor's career. This statue is to be
erected on the bank of the
River Marne at Meaux. While
Mr. MacMonnies is an American,
he knows and loves France, and
his heart and sympathy are in
this tribute from the United
States to her sister Republic.

I read in the newspa-

pers of someone who

has risen to fame over night.
If he happens to be a painter,
a musician, or a sculptor, it
is safe to assume that hun-
dreds of young artists strug-
gling in obscurity who read of
his success are wondering
why the goddess of fame is
so slow in recognizing them.
As a matter of fact, there

EVERY once in a while

his career. Those were the
days of the “awful eighties.”
Do those, who know old New
York, remember the endless
rows of high-stoop houses
that desolated the eye wher-
ever one went during the
“brownstone age”? To me
these were things of horror.
The only oasis in this desert-
like scene was a little bronze
tablet on the Benedick Build-
ing in Washington Square,
the quaint Roman lettering of
which I afterwards found to
be the work of the late Stan-
ford White.

I had been in the habit of
using all of my spare time in
modeling at home and, one
evening, a friend of my father
came to our house and saw
some of this work. He was a
sculptor named Frederick
Muer, and his interest in me
and my future did not cease
until he had persuaded my
father to put me in a studio.
Thru the efforts of this man
I was finally admitted into
the studio of Augustus Saint-
Gaudens. I worked there
thruout the day and studied
at Cooper Union in the eve-

is nothing so detrimental to nings.
the progress and growth of  © Underwood & Underwood
an artist as to be “discov- FREDERICK MacMONNIES l SHALL never forget the

ered” and exploited by the
press; and the chances are,
in ninety-nine cases out of a
hundred, that that which is

“Permanent success is not for those who are unwilling to
make sacrifices and devote their lives to the object for which
they are striving.”

veritable mine of inspira-
tion which I found in Saint-
Gaudens' studio. His won-
derful collection of pictures

passed off on the public as
genius is in reality nothing more than a facile ability to
do something “catchy.”

The real success, if it is to be permanent, can only be
achieved by the most laborious effort, and this is just as
true in the artistic world as it is in the world of business.
You do not hear of a newsboy becoming president of a bank
over night; and yet there are evidently a great number of
people who seem to think that for an artist to achieve fame
it is only ne:cessary for him to be born. That, I will con-
fess, is half the battle, but the other half is quite a differ-
ent story.

HEN I was a lad of thirteen I left school and pitched
in to help support the family. I was living with my
father in Brooklyn, and my first job took me every day to
New York, where I ran errands and did sundry other
things that a young boy usually does when he starts out on
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furnished me with a source of
information which I had never drecamed of before, and I
plunged almost breathlessly into the opportunities for study
and improvement which had come to me almost miracu-
lously, I thought. FIurthermore, I was brought into con-
tact with the big artists and architects of those times, many
of whom were continually urging me to go abroad and
study.

One day, Charles F. McKim, a prominent New York
architect of that time, said to me: “MacMonnies, if yon
save up one hundred dollars I will add fifty dollars to it.”

One hundred dollars! That was an immense sum of
money. For a long time I scraped and saved every cent I
could get my hands on, and when, finally, I was able to
muster my share of the fund, Mr. McKim added the fifty
dollars. I sailed for Europe by the next steamer.

It seems almost incredible when I recall to what limits
I stretched that one hundred and fifty dollars during the
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84 The High Cost

four months I spent abroad. But it must be remembered
that those were the days when a man with $10,000 in the
bank was spoken of in awed tones as being *“worth”
$10,000. That was equivalent to pronouncing him a gen-
tleman of independent means.

I went directly to Paris and stayed there until the cholera

epidemic forced me to leave, and then I left for Munich.
The high cost of living was one item which did not bother
the students at Munich very much—at that time! My
room and board cost me about fifty marks—$12.50 a
month approximately. Most of the theaters were free to
students, and we had the free access to the gymnasiums.

I left Munich and made my way, mostly on foot, to
Venice, and there my funds gave out. I don't know what
would have happened to me had not a timely lctter from
my brother brought me sufficient money to return to Paris,
where I found a request from Saint-Gaudens urging me to
return to him at a very good salary. Ncedless to say, I
was in New York very shortly after the receipt of this
offer. I spent nine months with Saint-Gaudens and, in that
time, I saved enough to enable me to return to Paris and
complete my studies. .

During my first year at the Beaux Arts an attack of ty-
phoid fever prevented me from entering the competitions,
but in the two following years I succeeded in winning the
Second Gold Medal, the highest award open to foreigners.

IN the meanwhile my brother, who had often helped me

out of financial straits, was drowned; but Stanford
White came to my rescue with small commissions which
he sent over from Ameriea. I then began exhibiting in
Paris and, in 1891, I was awarded the Second Gold Medal
by the Paris Salon.

It was the first time, incidentally, that this honor had
been conferred on an Ameriean. B

Shortly after this, preparations for the World’s Fair at
Chicago began, and Saint-Gaudens was retained by the
Fair in an advisory capacity. They were very anxious
to have him do a fountain for the Central Court, and he

of Real Success

immediately sent for me to come over and assist him. I
wrote him that I could not spare the time just then, as I
was busy on other things, but I offered to send a clever
young Frenchman in my place. Saint-Gaudens insisted on
my coming in person, so I sat down, made some designs,
packed them in my trunk and started for America.

ON my arrival I tried to persuade Saint-Gaudens that

this was a great opportunity and that he should under-
take it alone, but he refused to listen to me. Then I
showed him my designs, and he became very enthusiastic.

The Committee of Architects in charge of planning and
designing the lay-out of the Fair were holding a meeting
that day, and Saint-Gaudens sent me before them to sub-
mit my design. It was a tense moment for me, for I felt
“that my big chance finally had come, but the committee
decided unanimously in favor of my proposal. The result
was that I left soon afterward for Paris, and there I
labored for fourteen months on the twenty-seven figures
which comprised the decorative scheme for the huge Cen-
tral Court at the Fair.

Altho I was still in the twenties, my career had definitely
begun with my exhibit at the Chieago Fair. I can truly
say that that was the beginning of what success I have
since achieved in America.

However, I would like to emphasize once more what I
said in the beginning, and that is: that permanent success
in any line of endeavor is not for those who are unwilling
to make sacrifices and devote their lives to the objeet for
which they are striving. The importance of acquiring
technique eannot be overestimated, and technique comes
only with hard work and long hours.

HE other day a young man applied for work in my

studio. He said that he was very anxious to become a
sculptor. I became interested in him when I diseovered
that he was selling soda water in the daytime and devoting
the rest of his waking hours to modeling. If he develops
the ability, he will suceeed as a sculptor, for he is starting
out with the right attitude toward his work.

Be Good to Yourself

IF you are not good to yourself you cannot be good

to others. If you do not take care of your health,
keep it up to standard, you will have to look out for
your morals. If you are not good to yourself you can-
not be good to your employee, or your family.

Everywhere we sce people doing little things when
they should be doing big things simply because they
do not conserve their physical force; they do not have
vitality enough to push their way, to overcome obstacles
in their path because they do not take care of their
health.

Our first aim in life should be to keep our physical
and mental powers up to the highest possible standard;
to conserve our energies, to guard our health so that
we can be able to make every occasion a great occasion,
to grasp every opportunity and make the most of it.

There is nothing more discouraging than to be con-
fronted by a wonderful opportunity when you are
powerless to take advantage of it because you have let
your energy leak away in all sorts of useless ways. It
is a tragic thing to face your great chance with fear
and trembling, instead of confidence and assurance,
with the consciousness of vigor which underlies all great
successes.
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Yet there are multitudes of people who have the
ability to do big things who keep themselves so de-
vitalized by not taking needed rest, recreation and out-
door exercise, or because of dissipated habits, that they
are never in condition to do the best of which they are
capable.

The author’s book is wishy-washy and does not hold
the reader because he had no vigor, no surplus vitality
to put into it. The reader is not aroused because the
author was not aroused when he wrote it. The clergy-
man does not get hold of his people because he lacks
stamina, force. He is a weakling mentally because a
weakling physically. The teacher doesn’t arouse and
inspire his pupil because he lacks life and enthusiasm
himself. His brain and nerves are fagged, his energy is
burned out, his strength_depleted because he has not
been good to himself.

If you would make the most of yourself you must
husband your strength, hang on to it with the deter-
mination with which a drowning man clings to a log at
sea. Stop the leaks of physical and mental power.
Conserve every bit of physical and mental force you
possibly can for your future achievement material, your
manhood timber.



OW is your em-
ployer to know
your capacity un-

less you demonstrate it?
It is useless to talk about
your great ability. Hot
air will take a balloon a
long way into the air some-
times, but it will not keep
it there. If you want to
get up, and stay up, you'll
have to climb the hill on
your own power. It’s not
what you “yelp” about that
puts you up, it is what you
“put over.”

YOUR VALUE

By Leston Balliet

Efficiency Engineer, Moore Shipbuilding
Company, Oadkland, California.

Mr. Balliet has contributed these terse bits of business
philosophy to The New Success. As Efficiency Engineer
of one of the largest shipbuilding companies in the United
States he circulated them among the men under him with
considerable success.—The Editors.

EVERY employer and

manager is a buyer
who is buying either the
time or the capacity of his
cmployces.

THE buyer who buys

merely  time  buys
merely the commodity and
not quality. What he pays
is a shoddy price and what
he gets is shoddy, and the
costs are high. No busi-
ness can be progressive
when it is maintained by a

VERY man is a salesman, selling either eight hours of
his time or his capacity.

HE salesman who sells merely his time never gets very
far in the world. The one who sells his capacity ad-
vances just as far as his capacity justifies.

MAKE good; don’t make excuses.

THERE are a lot of fellows in every industry who can

do bigger and more important things than they are
doing, but how are their employers going to find it out?
They all look alike when they saunter in just as the whistle
blows, and drop their tools and rush for the time clock or
the door at quitting time. They don’t accept the chances
they have to show their capacity. They will be time-sales-
men all their lives.

MUSCLE never raised any man’s pay. The ox and the
471 mule get no more compensation for their work to-day
than they did a thousand years ago. A man is worth but
fifty cents a day from his shoulders down. All he gets
above that he earns from his shoulders up.

NOW, you are going to have a lot of excuses and rea-

sons, and offer them in explanation of why you don't
sell your capacity—but they will not increase your
earnings. ’

DURING the war ] asked a young man why he was

not in France. He gave me a lot of reasons and ex-
cuses, to which I said, Those are all your reasons, not the
nation’s reasons, and so, if you are not getting more money
and better results they are your reasons, not the reasons of
the business. Do you think that if a new man took your
place and obtained better results that your reasons would
stand?

buyer who buys time.

EVERY industry pays for but two things, matter and

motion. Anything that occupics space is matter. The
cost of material, tools, machincry, supplics, etc., is fairly
well fixed and approximately the same with all your com-
petitors and yourself. The diffcrence in cost of the finished
product depends on what is paid for motion.

NEEDLESS, or wasted, motion costs just as much as
that which is used.

Y()U would not be credited with good sense if you sent

a five-ton truck to the post officc for a dollar's worth
of postage stamps. It is capable of bigger things. Yet
you may have same employees with bigger capacities than
you suspect. Maybe you don’t give them a chance to earn
for you what they are capable of and, if it's your fault,
they will not earn any more for you than the five-ton truck
will when hauling postage stamps.

IF you are paying a man for his muscle only you're a

fool—gct a motor, a truck or a horse. If you want a
man to think and intelligently direct his energy, give him a
chance. Why pay for a whole man and then only use him
from his shoulders down?

NOVV you are going to offer a lot of cxcuses and argu-

ments as reasons for your conditions and costs of mo-
tion, but that will not lower the costs, nor stop the extrava-
gance.

THERE is just one unpardonable business sin: making

explanations why vou fail to get better results. And
they are not worth listening to. If you don't get the re-
sults, there are just two reasons: Either the job is too big
for you or you are too small for the job, and you can take
vour choice. All the explanations and excuses you can
think of mean nothing elsc but that you are not big
enough for the job.

Keep in Tune with Your Ambition

mind, the thing for which we are most ambitious.

We make an unseen but powerful relation with our
own, wherever it is, the thing we long for and work
for.

There is everything in keeping in tune with the thing
which runs in our blood, everything in nursing our vision,
encouraging it, and never under any circumstances allowing
it to dim or fade out.

With most people who have reached middle life, their
early visions, the wonderful things they were going to do,
the wonderful ambitions which stirred their very soul early
in life, have faded out and gradually become dim. Their

Google

WE contact with the thing which dominates our

ambition has ceased to prod them with any great emphasis.
They are half-satisfied to live a half-life, to half try and,
of course, the faded vision, the half-hearted ¢ffort, does not
create anything because it is negative. It iy the positive
mental attitude that creates.

You must vibrate to your ambition, the thing vou are
trying to do, or you can never do it.  If vou arc trying
to be a lawyer you must vibrate to the law thought, estab-
lish relationship with the law idea, keep in close touch with
lawyers, with the courts, keep in the law atmosphere. It
is the same with whatever else you are trying to do. In
other words, you must vibrate vigorously to the thing you
are trying to accomplish.
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THE LONELY RICH MAN

The Story of Job Hodgson who Lost Touch with Humanity

By HOWARD P. ROCKEY

Author of “The Road to To-Morrow” and “The Dollar-an-Hour Philosopher”

SYNOPSIS OF PART I

OB HODGSON, a wealthy bachelor, dis-
covers that he is a lonely old man with-
out a real friend. He has about him only

those who cater to him because of his wealth
and position and for the material aid that he
can give them. New Year's Eve, during the
height of celebration in New York, he walks
thru the crowds, looking on but taking no
part in the revelry. On every hand is evi-
der ce of happiness and good cheer. He mar-
vels that people can really feel such emo-
tions. He meets a little girl of ten years,

struggling under the weight of a heavy mar-
For some unaccountable reason
He learns that

ket basket.
Hodgson wants to assist her.
the basket contains the
family's New Year's din-
ner. Hodgson takes the
little girl home in a taxi-
ecab, much to her joy, as
she never has ridden in
one before. When they
reach her home he receives
a warm welcome from her
mother and brother and
learns that, in spite of
their lack of money, they
are happy Iin the love of
one another. The only
shadow s caused by the ab-
sence of the father of the
little family — and this
turns out to be a tragedy
which Hodgson decides he
cannot let pass unnoticed.

PART II
T called out the sea-
son’s greeting, and

remarked, “This is going
to be the greatest year
ever for all of us—and—"
Then, seeing Mr. Hodgson,
he paused and looked in-
quiringly at his mother. In
a word she explained and
presented her son to the
visitor. The boy put out
his hand in a modest,
frank welcome, and, slip-
ping off his shabby coat,
sat down on the edge of a
cot-bed concealed beneath
a rather forlorn cover of
chintz.

- It seemed to Hodgson
that this boy typified
something out of which he
had been cheated. The
love light in the mother's
eyes struck home into his
heart, Suppose this bright,
clean, vigorous lad were
his son! Hodgson thought
of his handsome town-
house, of his motor cars,
his yacht. He had every-
thing — yet nothing — be-
cause he lacked the en-
during love of even a dis-
tant relative. He was the
last of his race—and alone

in the world. He was a
pauper for ection, and
he knew f bitter ex-
perience  thet affection

cannot be purchased. He
longed for a touch of sym-
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pathy—the touch of brotherhood which in-
spil]'es, spurs the courage, and uplifts the
soul!

I' was just the lack of this that had kept

him from the popularity for which he
sought and strove so hard and so unsuc-
cessfully.  He lacked the loving thought,
the good will towards others—the unselfish
effort to help, that creates and keeps
friends. He saw it in the attitude of these
kind people. Their cheerful, cordial, yet
respectful, humble manner, had won them

to him. Their simple courtesy and con-
sideration had broken down his icy reserve,
overcome his natural ill-temperedness and
crabbedness. And he saw by the same token
that by his attitude he had made them
friendly toward him.

What would he have given for the in-
tense personal magnetism of this youth.
There was nothing the boy had said or done
to lift him out of the ordinary rut of others
of his age. It was just his natural radia-
tion of pleasantry that made him welcome
everywhere, He had been instantly at-



tracted to Job Hodgson because he had
learned of Hodgson's kindness to his sister.
His regard was the millionaire’s reward for
doing a considerate, unselfish, helpful thing.

It seemed to Hodgson that this little
group fairly radiated sunshine and helpful-
ness. He became aware that the hour was
late and that, doubtless, these good people
were tired. Yet, somehow, he did not want
to leave. But he forced himself to arise,
and found himself saying good-night. At
the threshold, he hesitated and, after a mo-
ment, recovered sufficiently from his embar-
rassment to speak.

“I wonder if 1 could ask you a great
favor?” he said slowly, and the three stared
at him in wonderment. What could this
gentleman ask of them—what had they to
give him?

“1 would like to come and take my holi-
day dinner with you—if you'd let me,” he
said in an expectant tone. I am getting
old—and I am a very lonely man. I think
if you would let me send my dinner down
here in the morning—and then come and sit
at table with you—it would make this the
happiest New Year of my life.”

Little Mabel clapped her hands and young

. ANBTRIGN

The Lonely Rich Man

Jim smiled heartily. Mrs. Higgins' eyes
brightened.

“We would be very happy to have you
come,” said the woman. “We shall have
plenty in that big basket, I am sure. Some-
one said there are none so poor that they
cannot give in some way; and if we can re-
pay your kindness to Mabel by giving you
a pleasant day, it will make ours all the
happier. I can’t somehow feel that you
would enjoy being with us—but if vou real-
ly would, you will be more than welcome.”

“Thank you,” said Hodgson, feelingly.
“I'll surely be here.”

ND so it was arranged that he should

come at two o'clock that afternoon.
With a cheery “Good night!” ringing in his
cars, he started down the dingy stairs, It
seemed as if some great change had come
over him. These people were not thinking
of his money or his position. His name
could mean nothing to them. It was true
that he had invited himself to their dinner
—but their consent had been whole-hearted.
They liked and wanted him!

He seemed to feel ten years younger. His
step was buoyant as he started up the street.
It was a long walk to
his home in upper Fifth
Avenue, but  he felt
that he wished to walk
and think over the in-
cident of the evening.
He began to see that he
had been living a heart-
less,  soul - destroying
sort of life.  Always
he had been striving—
and always with the
idea of personal gain or
personal  advancement.
His very efforts to at-
tain  popularity  had
been misdirected. His
every act had tended to
smother the finer things
in his nature—to blight
his finer sentiments and
to shrivel up within him
the very thing that
wins  friendship -— con-
sideration for one’s fel-
lowmen.

The air was cold and
bracing. Most of the
crowds had dispersed,
but here and there a
few belated celebrants
passed by, Invariably
there was the cheery
greeting. There seemed
n common bond  be-
tween  everyone, and
total strangers evinced
the desire to say a
kindly word and voice
a thoughtful wish. It

Job Hodgson. He was
entering upon a new
world, experiencing a
new and utterly satis-
fying sensation. Every-
one seemed to feel that
just because they did
not know each other’s
names, and had never

been  formally  intro-
duced, this was no rea-
son why they should

not speak in passing—

all scemed strange to -
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no reason why they should regard one an-
other as strangers.

A few hours ago, Hodgson would have
passed these people by in cold silence. Now
it would have seemed to him unnatural, not
to say inhuman and discourteous, to fail to
nod to them in a friendly spirit, and he
found himself voicing a heartfelt reply,
wishing them, in return, the season's greet-
ings.

RRIVED at his house, Hodgson found

Judson, his man, dozing in the hall-
way. “You should not have waited up for
me, Judson,” he said considerately, and the
man glanced at his employer as tho he could
not understand such words coming from
him.

“It's a bad night,” said the servant. *I
thought you might want me for something.”

Hodgson reached for his wallet.  Extract-
ing a hundred-dollar bill, he handed it to
the astonished valet. “Maybe this will help
to make your year more pleasant,” he added.

The man's eyes bulged from his head. He
was well paid, but never in his long service,
had he received a gratuity from Hodgson,
and he was totally at loss to comprehend
the new expression that now stood on the
millionaire’s features.

That night Hodgson slept the sleep of the
just.  There was a curious sense of con-
tentment in his mind, and he was impa-
tient for the morning. In his dreams he
seemed to sce the tiny flat he had left—
threadbare and  worn, but  sernpulously
clean, and bright with a happiness that ex-
ceeded anything Hodgson had ever known
before.

For the first time in his life, he was con-
scious that someone cared for him—for him-
self alone. He was rid of the thought that
the only motive anyone ecould have in culti-
vating him, was to get some advantage from
his influence or his money. He believed
that he had made not one, but three staunch
friends—and he was going to a dinner to-
morrow—a dinner where he would be a wel-
come guest, not because, but in spite of, his
millions !

It was with this sense of satisfaction that
he bathed and dressed the next morning, It
was a clear and glorious day and his spirits
rose as the odor of the coffee greeted his
nostrils.  With an enthusinsm that knew no
bounds, he gave Judson the address of the
Higgins family, He instructed the man to
hurry out and make the necessary purchases
to supplement the dinner he had helped to
carry home in the market hasket the night
before.

HEN he went out for a walk. In every

block he encountered ragged urchins—
fantastically dressed and asking for gratui-
ties. This peculiarly New York custom al-
ways had struck him as being absurdly an-
noying until now. But this time it seemed
to him delightful. He emptied his pockets
of all his change, and then broke a good-
sized bill in order that the next grimy little
hand extended to him should not be turned
away empty.

And with each coin that he gave there
was a smile and a little word that brought
an additional sparkle of a tiny pair of eves,
The w hivle thiing w Ve Thadeswy The
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quite iralize that he ! o
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ness '

of others!
was infinitesimal to

How easy it scemed to radiate a little sunshine into the lives
This simple thing that he did —the cost of which
him— meant more in satisfaction than a
million-dollar donation to some institution.
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@ Bachrach Studio, N, Y,

Enrico Caruso, the “King of Tenors,” and Mrs. Caruso

“Self-Conﬁdence Is the Secret of My Success”

So says CARUSO, the great Tenor
In an Interview with The New Success

¢y HAVE been singing almost con-
stantly for a quarter of a cen-
tury. I should have been silent
nearly that long but for one thing: I believed in myself
and I compelled myself to work.”

Enrico Caruso, “king of tenors”—his world title—said
this one day recently when, after playing a joke on Giulio
Gatti-Casazza, managing director of the Metropolitan
Opera House, New York, he felt it incumbent on him to say
or do a serious thing. The tenor is a wag, and while poor
Gatti-Casazza was tearing out his hair (by no means too
voluminous) over the notes that followed each other from
his song-birds: “Have the flu.”" “Pardon, cher maestro,
but the grippe will prevent, ete.”—while these knockout
blows fell on the manager, Caruso appeared at the Metro-
politan Opera House and, winking, remarked as he went
into the sanctum: “Listen for a row!” I had asked him
for an interview for Tue New Suvccess, and he responded
with his customary graciousness.

: A ND a row started. Caruso rushed out, followed by the

distracted manager, who had just heard his tenor say
that he could not sing that night. And the opera had al-
ready been changed three times on account of illness. It
was the last blow, but before Signor Gatti-Casazza rallied,
the tenor hastened to assure him that he had played a bad
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By WILLIS STEELL

joke. Then, as if to make up for his
prank, he professed himself willing to
talk of his voice and his career. It
was with the sentence printed above that he began:

“Why I say that my success is due to my belief in my-
self, which kept me—and still keeps me—hard at work, is
this: The few persons in whom I believed as experts of
voice were all of them dubious of my future. In fact, my
only teacher, while I was still studying with him, predicted
not merely an early failure but a sudden stoppage. When
I was twenty-two years old this teacher said that when I
reached my twenty-fifth year my voice would be gone!

“‘You are the wind, Enrico,’ said he, ‘blowing past our
windows. Now it is large and loud. Then, poof! it is

ne.'

“Well, I am singing yet—twenty-seven years afterwards
—singing my two or more performances a week as usual,
and have done so, with exceptions due to other causes,
every year. And I expect to keep on singing many, many
years; how many, do I know? And Guglielmo Vergine,
teacher of voice at the Naples Conservatory of Music,
author of that fatal prophecy regarding my voice, has long
been dead. I wonder if he knows, but"—here Caruso
smiled—"I bear my poor, disgruntled old maestro no ill
will. }

“However, my story would have been quite different if

Original from

UNIVERSITY OF CALIFORNIA



Self-Confidence Is the

I 'had listened to him and to the other croakers of ill omen.
I simply closed my ears and put my trust in myself.
“I HAD been singing in a church in Naples since my
fourteenth year, singing contralto, but the day ar-
rived when my voice changed and I had reached the age
when I must serve my military duty. At Regio, where I
performed it, I kept on singing, and there Major Mogliati,
of my regiment, heard me. He took me aside:
*“ ‘Filio,” said he, ‘if you keep on making noises as you
make them now you will soon be voiceless.” Ah! that word
‘voiceless.” How early it starts up to haunt me! ‘You

know nothing about breathing, nothing about phrasing; you
must learn to sing,’

Secret of My Success 39

but I did, and it saved me. In the meantime, Vergine took
care to bind me for five years to pay him twenty-five per
cent of all the moneys received by me from singing any-
where. Ah, it was a shame! I was being hemmcd in, my
voice was being held back, cramped; I was taught to de-
spise the powcr of emphasis; I was taught to disobey my
instinct of color. Alas! so far as natural limitations per-
mitted, I was already a Vergine product.

“NOW the moment arrived when it would be deter-
mined whether my faith in myself or my master’s

lack of faith in me was justified. I secured, for ten lire
(two dollars) a night, a job to sing in an opera by Morelli
namcd ‘L’Amico

he continued.

Francesco” I ap-

“Then he intro-
duced me to a
young gentleman of
fortune — an ama-
teur himself — who
took me to Vergine.
Vergine saw no
chance for me and
at first refused to
teach me. I begged
him to reconsider,
and, at length, he
yielded. I became
his pupil. At once
I changed my life,
cutting away from
the gay, irrcgular
pastimes of the
young man to the
routined, careful ex-
istence of the stu-
dent of music who
had embarked on a
professional life. I
did this at nobody’s
suggestion. My
own sense told me
the change was es-
sential.

¢ ELL, I

started in to
make myself over
by the Vergine
method; that is, I
repressed all nat-
ural desire to sing
as the spirit of the
composer would
have me, because,
said my master,
there is but one

7

THE GREAT CARUSO AS HE SEES HIMSELF TO-DAY

(Sketched by himself, and autographed, especially for this interview in
“The New Success”™)

pcared as an old
carpenter  with a
long beard. I sang
the role in the Ver-
gine method and the

result  was  not
happy. The pcople
were kind. They

said: ‘Poor boy, his
voice is not bad, but
it lacks power.” I
was not displeased
because, as I now
realize, some of the
old contralto (soul)
quality had per-
sisted in it despite
Vergine’s rooting,
and the freshness of
it carried past a
bad method.

“A sccond quasi
debut followed. I
sang Faust in Boi-
to's  ‘Mefistofele,”
and right here the
dramatic music fired
me so that, judged
by my master’s
standard, I made a
dreadful fiasco. He
was furious, but he
took his quarter of
what I earned by
the cngagement.

“My genuine de-
but took place at
Salcrno, where by
the advice of the
great director, Lom-
bardi, I was en-
gaged to sing the

way to sing, and

tenor role of ‘I

that i8 smoothly,
quietly, without any emotion whatsoever and without forte.

“Forte, according to the teacher I had the misfortune
to have selected for me, was the bane of singing. Emotion
might be in the music, then let the music—the orchestra—
express it. I was to be but an instrument without change
of expression—without power to color. It was all contrary
to my instinct, but I was nineteen, and what did I know?
I did what I was told: I sang like a soulless machine and
I produced the effect of a machine.

“All this time of preparation—and it lasted nearly four
years—my teacher was never satisfied with me and was al-
ways prognosticating evil. I wonder how I stood out
against him and continued to have some belief in myself;

Google

. Puritani.” At first,
when Lombardi proposed me, the directors who had heard
of my partial failures in Naples rcceived my name in
derision; but he overcame their reluctance and persuaded
them to try mec in rehearsal. Then he sent for me.

“‘I cannot believe you are without intelligence,” said
the great Lombardi, kindly, ‘but I have heard you sing,
and vou sing without using either your mind or your bel-

lows. Make me these few notes.’
“l SANG what he put before me as I had been taught,
calmly, corrcctly, and without expression. Lombardi

groaned. ‘You have voice, strength, physique, and yet you
sing like a young and feeble lady. Try to tell us what
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the composer of these words
meant. Attack, attack and stand
ready to be attacked!

“Without understanding what
he meant—for so many methods
had confused me and left me
without wit—I sang in my old
way: big, with full voice and
with drama in sound and action.

“The result was wonderful.
Lombardi embraced me and ex-
claimed: ‘Sing like that and you
will never disgrace me for hav-
ing suggested your name for “I
Puritani!”’

“Thus a great light dawned
on me again. I knew how I
was creatcd by nature to sing,
and, to succeed, I must sing as
she taught me: never to hold my-
self in but to give—to give all
that I had, all I could feel. I
have never altered my method
since.

“IT was after my debut in
Salerno that my poor
teacher uttercd the bad proph-
ecy to which I referred at the
outset. I cannot say how glad
I am that it was not fulfilled.
“These preliminary shocks
served me well, strengthening
my will and my belief in myself.
Thereafter I was my own
teacher. I sought to cultivate
my ear, I asked my critics if
my voice came from the dia-
phragm, if my note was full of
breath. I listened to it as I

“My teacher was not satisfied with me and
was always prognosticating evil. And this
is how I must have looked in those days—
sad but hopeful.”
(Sketch of Mr. Caruso made by himself
especially for this interview in “The New
Success.”)

— ¢ ‘WAS I nervous at this, my

introduction to New
York? I am not nervous at a
first performance or at a debut,
but there is a reason for my lack
of nerves. It is this: I worked
hard before I went on and I left
nothing undone to make it a
success. With faith in myself,
buttressed by a sense of duty
done, I see no necessity to
tremble.

“Neither dy 1 like you to go
away thinking that I am impreg-
nable in self-conceit, for my
meaning is quite otherwise. I
do not appear at my best at a
debut nor at a first production.
It is necessary 1or me to gain a
certain familiarity with my
surroundings before I am quite
at ease; and with subsequent
performances of a role, I give
better and better representations
because I grow somewhat slow-
ly into a part. In ‘La Juive,
new to me this season, I feel that
I am better at each representa-
tion. This was true also on the
part of John of Leyden which
I added to my repertoire last
season. Each of these roles
took me six months to acquire.
This shows that when a singer
has passed his forty-fifth year,
he does not study as easily as he
did at twenty-five. But does
any man in any other art or
profession? In spite of the
extra time I require nowadays,

would listen to another singer;

I am as ready as ever I was to

and I tried to conquer, by my-

self, faulty delivery and bad diction. I belicved that I
could get rid of evils and I never stopped watching for
them. In vocalizing these are insidious, and a stern guard
must be kept or they will creep in.

“FOLLOWING my Salerno experience, I got an en-
gagement at Milan at a salary of 2,000 lire ($400)
a month. I was launched. My engagements then began
coming of themselves. I sang at La Scala, Monte Carlo,
South America, London and, finally, New York. I worked
hard all the time so that I feel justified in saying that to
my work is due this upward progress. When Maurice
Grau heard me at Covent Garden, he sent for me and
asked how I would like to sing at the Metropolitan in
New York. Under his guidance, the Metropolitan had
reached a very high place, and I expressed my gratifica-
tion at the opening opportunity. Mr. Grau smiled and
waid. ‘I believe you are sincere, for any artist must be
proud o sing there.
“Dur negotiations were finished at Mr. Grau’s home near
Paris, and it was arranged that I should debut the follow-

lug fall in New York, in ‘La Boheme.” But it was not to be
in that way: Mr. Grau died and left me as a legacy to
his successor in the management, and that gentleman

selected ‘Rignletto” for my debut. I had appeared first in
London in that role and this constituted, I thought, his
reason; but it was ali tiic samc to me. The debut came
off, Madame Sembrich was ti.c Gilda and the night was
more of a triumph to her than to the new ‘duke’ in
the cast.

Google

study a new role if it suits my
voice. I follow a rule that I made early: never to attempt
a part until I feel that I have mastered it.

“M-Y method of study is to get into the confidence of
the composer first of all, to learn what it is that
dominated him. As soon as I know his motive, then I begin
to be intent upon his score and his words. By the way, the
words of my part are as sacred to me as the notes of the
score. I study them to the least syllable, and I am never
content until I feel that I can give all their meaning.

“I have applied this hard rule to the more than seventy
roles in my repertoire. Of these seventy roles, I have no
choice. I would as soon sing one as another. The people
must choose which they prefer. With many audiences it
is ‘Marta’; with others it is ‘Pagliacci, and ctill with
others it is ‘Manon,” or ‘Le Proplhete,” or ‘Carmen.’ These
are diverse enough, it should seem, and I do not wish to
discriminate between these or the many others artistically.
When I say that a role is a role to me, I mean that a
role of any opera that is suitable for me to sing is my
work.

“LAST fall, I had the charming experience of a six

weeks season in Mexico City. It was hard work,
but most agreeable, because it had been prepared for.
Nothing had been left to chance, and the result proved a
triumph for us all. Besides the performances in the opera
house, there were others in the great bull ring where we
sang out-of-doors to thirty thousand persons. Very

(Continued on page 71)



Highest-Paid Woman Writer in the United States
Tells of the Days
When She Worked for Almost Nothing to Get a Start

An Interview with Dorothy Dix

By ADA PATTERSON

HERE are newspaper women and women who write

for newspapers. Dorothy Dix is both of these. She

has gone out on “stories,” dug up mysteries by the
roots, placated individuals who resented the intrusion of
the press, and come back to the office not too tired to extract
the picturesqueness and philosophy from her adventures for
publication. Also, she has written for newspapers in the
calm atmosphere of her library. She is the best-paid news-
paper writer of her sex in the United States.

Hers was no meteoric rise. It was a gradual ascent, as
she has told in these words:

“No one could possibly have been less fitted by heredity,
by environment, and by training for the work they were to
do in the world than I was. I was born and reared on a
big race-horse breeding farm on the border line between
Tennessee and Kentucky. I was many miles from a really
good school.

“A gentle old man, afflicted with melancholia, who was a
perfect prototype of Mr. Dick in ‘David Copperfield,” was
one of the hangers-on of my family. He taught me to read
and write, and, for the rest, I was turned loose in a fine
old classical library where, before I was twelve years
old, I not only knew my Scott and Dickens by heart,
but had read everything from Smollett and Field-
ing to the books of Josephus. That was my education.

Hadn't an Idea How to Start

€4TT was a life almost conventual in
its isolation from the world. The
community in which I lived was a
moral, church-going one in which the
only sensation was the annual Baptist
revival. Nothing ever happened. We
had no ‘six best sellers,” no daily pa-
pers, we received the mail once a week,
and took the weekly Louisville Cour-
ter-Journal. An editor, an artist, or
an actor would have been as strange
an animal to us as a megatherium.
“Yet I was to do yellow journalism
and be a ‘sob sister,” and write mur-
der stories and, during the space of
twenty years, to interview almost
every great man and woman in Amer-
ica or who came tc these shores from
foreign parts.
“The family fortunes suddenly went
to pot, and it became necessary for
me to carn my bread and butter and

”MY good angel sent me, purely by accident—if there

is such a thing as accident—into the house next
door. It was the home of Mrs. Eliza J. Nicholson, the
wonderful woman who owned and edited the New Orleans
Picayune.

“All my life I had been scribbling, but in such awe and
reverence did I hold the printed word that it had never
occurred to me that what I wrote might possibly be good
enough to be published. I had never even sent a contri-
bution to a paper; but under Mrs. Nicholson's sympathy I
grew bold enough to confide to her that I had perpetrated
certain little stories and verses, and she was amiable enough
to offer to look them over.

“One of these, a little negro dialect story, she bought,
and paid for it the munificent sum of three dollars! She
gave me the money in large silver coins—and I still think
they were the most beautiful dollars ever minted, and the
most money. :

“Anyway, that transaction sealed my fate. I wished my-
self on Mrs. Nicholson as a private secretary; and eventu-
ally, because I should have died with longing if she
hadn’t done it, she gave me a place on the New Orleans
Picayune.

“For two years I worked for almost nothing. I lived in
one room, cooked my food on a tiny coal-oil stove, walked
to save car fare, washed out my stock-
ings in the washbowl and, as a won-
derful treat, blew myself to an ice-
eream soda on Sundays, but I was as
happy as a queen. And I never con-
sidered myself ill-paid, because 1
knew that I was learning my trade.

“I began at the very bottom. I col-
lected vital statistics from the health
office, and was triumphant when I got
a record of one more baby than the re-
porter on the opposition paper got,
and ready to weep if he scored a death
more than I did. T reported the mect-
ings of women's clubs, and picnics,
and did all the odd jobs that fall to
the lot of the cub reporter. After a
while I was made assistant to the
literary editor, and learned to handle
syndicate stuff and make headlines,
and began to write special articles and
stories and what is called ‘women’s
stuff.”

Drunk on Printers' Ink

to support others. I hadn’t an idea in
the world of how to do it. I had not
a resource, for, like other Southern
girls of that time, I had been trained
to no gainful occupation. My despair
and helplessness brought on a bad at-
tack of nervous prostration, and the
doctor ordered me to the Mississippi
gulf coast to recuperate.
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DOROTHY DIX
(Mrs. Elizabeth Meriwether Gilmer)

“If my life has any lesson for girls, it is
simply this: That enthusiasm and hard
work always win out. Find the thing that
you want to do, and in the doing of which
you have a pleasure that takes no account
of labor, and then go to it.”

€47 THINK there was never any-
body else who was so drunk on
printers” ink as I, or who has loved
newspaper work with such a passion.
So, altho T worked at least sixteen
hours a day, I ate newspapers, T slept
newspapers, and drcamed newspapers
I had no thought, or interest. or
4!
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amusement outside of them. I followed every big story
thru every big paper to see how each played it up. I mem-
orized the editorials that I thought particularly good. I
tried to catch the trick of every snappy paragrapher, and
so, by and by, I began to do the kind of work that was
worth paying for, and that other newspapers copied.

“When I had been working for the Picayune for four
years, on a certain rainy day a New York editor chanced
to look over a handful of clippings that had been laid on
his desk. One of them was an article I had written, signed
‘Dorothy Dix." It had a new touch that attracted him, and
he thought he would investigate who this ‘Dorothy Dix’
might be and what she had done.

“BUT he forgot.

“Came another day when he decided to clean out his
desk. He came across the same clipping, and was again
attracted to the Dorothy Dix article. This time he wrote
to her, asking her to submit samples of her work, which
she did.

“The articles gave satisfaction and, four months later, I
had joined the Hearst forces, where I worked for seven-
teen years, only leaving to go to the Wheeler Syndicate in
order that I might devote mysclf to writing the articles for
women which I feel to be my especial mission.

“If my life has any lesson for girls, it is simply this:
That enthusiasm and hard work always win out. Find the
thing that you want to do, and in the doing of which you
have a pleasure that takes no account of labor, and then
go to it.”

A “Center” of Cheer and Humor
ORK and luck!

So, in many “kimono talks,” Dorothy Dix always
insisted in summarizing her carccr and accounting for her
success. Work was essential. It was indispensable, the
sine qua non. But she emphasized, too, that there had
been an element of luck in the fact that a New York edi-
tor had happened to notice and admire her work.

I didn’t agree with her in this conelusion concerning
herself in our kimono talks. It is my conviction that had
not this particular editor, Rudolph Block, cast a searching
eye upon the heap of feature-articles placed each day on
his desk by “Scissors,” the exchange man, another editor
would have done so. Dorothy Dix’s light was too brilliant
to have been hidden forever under a bushel.

EFERENCE has been made to our talks. We had

many of them and they were illuminative of character.
During the ten years we lived under the same roof we
came to know each other well.

Notwithstanding our intimacy and frequent sight of each
other, we never differed to the quarrel point. The reason
for this may lie in her oft-repeated resolution, “I won't
quarrel with anyone.”

For me, for her readers, and for all who know her best,
she is a radiant center—a center that scnds shafts of cheer
and humor, of clear sight, of sanc philosophy into the dusky
aura and the dark corners of every life thcy touch., [ have
seen her in the extremes of life, in joyous health and in
illness that boded the finality; but always the cheer and
humor, the clear sight, and the sane philosophy were
evident.

TWO qualities in her richly composite nature seem to
me to predominate. They are her selflessness and
gameness. I recall a night of her sudden and desperate

An Interview with Dorothy Dix

illness. A nurse guarded her during the long hours. In
the morning I stood beside her bed. Looking up she
flung her arms about my neck. She spoke not about her
agony of the night; not about her loneliness, with her fam-
ily half the continent away. What she said was: “My
dear, my dear. I pray you may never suffer as I have suf-

fered since I saw you.”

Her selflessness was manifest again as she lay in an
up-State hospital fanning back the tiny spark of her life.
The doctors forbade her to work, but between their visits
she wrote her contributions to the home page of the New
York Journal.

Her gameness was that of the thorobred. She is of
the old Tennessec stock. She is of the region that breeds
fine horses and fighting men and splendid women. Game—
of course she is.

I saw her venerable father, William Meriwether, sit be-
side her couch and talk of how she had grazed death in that
nearly fatal operation.

“I didn’t believe you would die, Lizzie,” he said, “but I
knew that if you did you would be game.”

They looked at each other and smiled. They under-
stood each other. There was a proud little flush on
her cheeks. She is of the blood that is too proud teo
whimper. .

IT is my privilege to know her method of work. She is

a mistress of concentration. The story she is writing is
the one thing in the world to her while she is writing it.
The subject she is studying for an article’ or a
series of articles is the all-absorbing thing to her while she
is at it.

She possessgs the divine fire of enthusiasm. During a
famous murder trial in New York the other women re-
porters who had been assigned to write their impressions
of it grew weary. One woman left the court-room because
she disliked the district attorney’s plain speech, and never
came back. Another confessed that she could “see nothing
in it,” and another told her editor that she must really get
back to her departmental work on the paper. But Dorothy
Dix stuck. Her interest in the unfortunate young woman
involved never flagged. Her keen sympathy transformed
this sorry “heroine” into something finer and nobler than
she was.

“I understand your success now,” said the late Sam S.
Chamberlain, an able editor.

“Yes?” she queried, her black, birdlike eyes focusing
their intent gaze upon him.

“Yes,” he said, “you have a child’s fresh view and the
wisdom of a woman.”

Gloom Has No Place in Her Philosophy

HER method is that of intensive farming. Whatever

she handles, whether it be a square inch or a square
mile, or a half-round-the-world theme, she digs deep and
extracts from it all that it can be made to yield. Which,
perhaps, is another way of saying she is a thoro crafts-
man.

While I write this, Dorothy Dix is on an eight-months’
tour of the world. It is a joy-ride. Even from Hong
Kong, where she was a patient at a hospital, she wrote,
“I hated to be sick because China is so fascinating. I
don’t want to miss a minute of it.” In truth her passage
through this world is a joy-ride, because she will have it
so. Gloom has no place in her philosophy.

“Enjoy everything and help everyone,” is her life
slogan.

Think and say only that which you wish to become true.
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Can the Dead Speak?

How the World War Has Aroused Universal Interest in the Possibility
of Communication with Those Who Have Passed On

Sir Oliver Lodge’s Faith in the Visitations of
His Son, Raymond, Killed in the War

By HAROLD AMES

THIS is Part II of “Can the Dead Speak?” which was
be in THE NEW SUCCESS for December, 1919.
Qur delay in presenting it is due to several causes: prin-
cipally the non-arrival of some of the manuscript from
Londen and the printers’ strike of last fall (which severely (
upset our mechanical plans for a period of eight weeks).

Sir Oliver Lodge is now in America and great interest is
being taken in his lectures. We present herewith some
of his most pertinent views on the subject in which the
great scientist is so vitally interested. We do so purely
as a matter of public interest. We have no opinion in
the matter. The subject, we admit, however, is one that
is attracting wide attention and many eminent
men and women are giving it serious thought.
It is for those who feel they can consider its
vastness calmly, clearly and without emotion.

—THE EDITORS.

T is no exaggeration to say that
in Great Britain everybody is
interested in spiritualism. Fven

King George is said to be. The
World War has robbed millions of
people of their loved ones. Nat-
urally they turn again to the age-
old hope of learning where the dead
go, how they fare, what they do,
and whether there is a possibility
of holding communion with them.

In England men of the highest
intellectual and scientific attain-
ments, after the most careful in-
vestigations, have been firmly won
to the conviction that the dead do
live—and in much the same way
as we ourselves—that memory
survives, that they are only too
eager to keep in touch with us and help us, and that they
can be communicated with—imperfectly, perhaps, but to
a provable certainty.

Sir Oliver Lodge, famous physicist, one of the founders
of the system of wireless telegraphy, and pioneer in many
other branches of applied science, is probably the highest
authority in the world upon matters touching spirit com-
munication. Sir Oliver’s book, “Raymond, or Life and
Death,”” published in 1916, is well known to American
readers. It was the first book of its kind to be put forth
by a scientific man of the highest rank, and is a touching
memorial to a son of remarkable ability and character.
Lieutenant Raymond Lodge was killed in the attack on
Hooge Hill (Ypres) on September 14, 1915, at the age of
twenty-six. A few days after this Sir Oliver Lodge re-
ceived the first message from his son, and from that time
forward he has communicated with him, and still does so,
much as a person would call another upon the telephone.

“Isn’t it true,” I asked the great scientist, “that your
belief in personal survival and in the communication
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Sir Oliver Lodge, Lady Lodge, and their son, Raymond, killed in

action September 14, 1915. The dead boy is the subject of Sir
Oliver Lodge’s book, “Raymond, or Life and Death.”

between the living and those we have called dead is based
on something more than emotion, on such proof as appeals
to the investigator of natural phenomena?”

“Quite true,” he replied. "I first received such proof
back in the eighties. I had irrefutable confirmation in "87.
But for years I kept to myself my beliefs and the evidence
on which they were founded. Then, in 1906, I came out
and said what conclusions I had reached.

“You know what Einstein is doing to the law of gravity!
There is no fixed point in science. The fact of spiritual
communication is at least on the same basis as the atomic
theory of matter—an excellent working hypothesis, a tena-
ble theory with plenty of proof back of it.

. Fo
“I have a good deal of sympathy for the skeptics. ¥
some years I did not believe in personal psniliy:. o€ .::-,
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difficult to believe the dead communicate with the living
without some personal experience in the matter. I proba-
bly shouldn’t be convinced of it myself if I had merely
listened to what others have said on the subject.”

“WHAT is communicating with the dead like?” I
asked.

“Communication with the dead,” Sir Oliver answered,
“is like using the telephone or wireless tclegraphy, except
that we cannot call them up. We can only lcave the lines
open and have the instruments ready. Those who have died
at the end of a long life are not usually anxious to come
back. But the young, the boys we lost in the war, they
are so eager to get thru! Their interests are in this world,
and they are eager to tell us so.”

A Father Interprets a Message

HEN asked if there had been any new and striking

evidence to strengthen his own conviction of life after
death, he told this story, which he said was authenticated
and of recent occurrence:

“A mother was receiving communications, spelled out,
which she was convinced eame from her son, who was killed
in the war. She tried to get her husband to come and
receive them, too, but he said it was all nonsense and re-
fused. After a time evidence accumulated and the husband
was persuaded. He appeared unexpectedly, while the
mother already was in communication with the boy. The
lad broke off suddenly and this message came:

“ ‘Ulloerb.”

“The medium said it was all nonsense, but the father
cried:

“‘I know what it means. Hec says “Ullo Erb,” and,
oddly enough, Erb is what he used to call me.’

“That was so striking the father was convinced, and
thereafter he received many messages.”

We Go Wrong Because We Are Weak

I QUOTE at random some of the most remarkable things

Sir Oliver has said on this subject:

“Most people are rather weak. That is why they go
wrong; not because they want to. I think we all want to
do better and that we will have a chance over there. At
any rate, that is what the young fellows killed in the war
say.
“I have talked with a good many of them. They are quite
happy and active. They find a job and they only hope
people over here won’t grieve too much for them and think
they have gone out of existence. They haven’t gone out of
existence. They can’t. I have known a few who tried to
and couldn’t.

The Power of Ether

“E VERYTHING you or I pick up has an ethereal

as well as a physical aspect. There are atoms of
matter, but what holds them together? My doctrine is that
ether holds them together. Matter wears out because it has
imperfect properties. Ether does not wear out because it
has perfect properties. So the material part of the body
wears out, usually after seventy vears or more, and we
leave it. The ether docsn’t wear out, it continues—that, I
speculate, is the mechanism of survival. The fact of sur-
vival has to be established by communications with the
other side. But my study of ether somewhat explains the
way we are able to survive and feel after death somewhat
as we do in this world.

The Brain the Screening Organ

“T HERE is an apparent chasm between this world and

the next, but love bridges the chasm. The other life
is screened from us, and yet, as I think, is not far from us.
I think it is all around us and we are screened. Why, it is
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held that the brain is the screening organ, the organ which
shuts off the whole realm of existence other than that on this
planet, and that it mercifully shuts off so much from us in
order that we may attend to our work here and do our job
here for some sixty or seventy years.

We Do Not Trace High Enough

“T HERE are grades of existence far away beyond us.
We trace thc existence of men down to the black
beetle and the ameba. We don’t trace the grades of exist-
ences higher and higher until we come to infinity, to God
Himself.

“We ought not to allow ourselves to be limited always
to what enables us to do our daily work, but take a larger
view also. Seers have taught us this. Now it has become
the humble property of men of science to begin to establish
this in an ordinary workaday manner. Sciences, the sciences
of the future, will have a mcssage to humanity whereby the
results which have been attained by the few can be made
accessible to the many.

“The peak whence these things are visible has been
reached by people who don’t need to climb, who can ascend
by balloons or some other method, by intuition and inspira-
tion. We workers in science must construct the staircase,
the road by which we slowly grope our way.

The Selfish Will Be Lonely

“WE develop our own personality. If we have no in-
dividuality or character, we may simply go on in a

general body and life, like vcgetable matter.

“God communicates with us. The Highest lets us hear
from Him. The saints and the prophcts were not fooled.

“Herec in our present state we have material body. Later
we will have an ethereal body. Hereafter we will be able
only to associate with our friends. Those who have led
selfish lives, who have lived for themselves alone and have
made no associations or friends, will be lonely indeed.

“Memory and character are not limited to the body. They
are not a part of the body. The body is only their instru-
ment.

We Had Pre-Existence in Some Other Form

¢¢J BELIEVE that we had a pre-existence in some other

form of life. I do not think we jumped into life
afresh some fifty or sixty years ago. There was some germ
of us before, but it was not this individual that we are to-
day. Our present individuality began with our birth. We
have acquired possession of our own soul, personality, and
individuality.

We Are Wedded to Ourselves Forever

“THE spiritual universe is the foundation of all re-

ligion. The communion of saints, the communion of
the spirits with the people on this earth—is a reality. They
and we are agents of the Almighty.

“We are all in eternity now. We will not enter eternity
at some future time, for we are in eternity now. Now is
the time for doing things,.and the present is the time for
action.

“We speak of the world to come. I don’t know if there
is a next world. T believe that it is all in one world.

“The kingdom of heaven is all about us. The earth is
one of the heavenly bodies. Seen from a distance, it would
be illuminated and as beautiful as the other planets. Altho
it has been hard to believe it for the last few years, the
earth is a beautiful place where men have not spoiled it.

“When we quit this body and go on into the heavenly
world, as we call it, we will take with us nothing but our-
selves. We are all wedded to ourselves for eternity.

“Don’t think of the future as something toward which
we shall go and at which we shall enter. Wherever we aie

(Continued on page 59)
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Clemenceau’s friends, however, say that he would have
been ill at ease in the highly ornamental office to whiéh his
admirers wished to elect him. He is a symbol of patriot-
ism, his sole thought is the glory of France, but his methods
of obtaining results would not have mct with the approval
of the French people in times of peacc. It is conceded
that Deschanel will make a far better President, from the
point of view of the French nation.

Why His Power Is Curbed

ERHAPS the French fear another “Man on Horse-

back,” perhaps they are haunted by the thought that
some new dominating character may perform a coup d’état
similar to that of the First Napoleon and make the presi-
dency a stepping-stone to imperial ambition and realiza-
tion. In fact, every possible safeguard against such a pos-
sibility has been thrown against individual ideas of self-
aggrandization by the French Constitution. The French
hold that the Parliament is supreme, that the Prime Minis-
ter—corresponding to our own Secretary of State—shall
be the dominating figure, but always with the consent of
the two elected legislative bodies.

Clemenceau is said to fcel as did Casimir-Perier, Premicr
of France, some twenty-five years ago. When invited to
become a candidate to succeed President Carnot, he de-
clined emphatically. “My place is at the tribune, not at
the Elysee Palace,” he replied. *“I am a fighter, not a
diplomatist!” But the untimely assassination of Carnot
forced Perier into the presidency. However, his early mis-
givings were well founded. He found the barriers sur-
rounding his activitics intolerable to a man of his nature
and courage, and consequently resigned his office after a
brief incumbency of 180 days.

His publicly stated reason was that he could no longer
aecept the blame for “acts charged against him” as the “ir-
responsible head of the State.” In that he summed up
the situation: A Chief Executive without the power of gov-
crning, in the sense that we Americans understand the
powers of our own President. :

As a matter of fact, for a Premier of France to become
President is the reverse of what it would mean in this coun-
try. It is almost as if our own President should become
the next Secretary of State, so absolutc is the turning
about of the responsibilities and powers of high offices
under the two constitutions.

Clemenceau Too Belligerent

RENCH statesmen knew that if Clemenceau had been

chosen he would not have becn able to quell his bellig-
erent nature. They feared that his own dominating per-
sonality would destroy the delicate equilibrium of the
French Government—and wise Clemenceau agreed with
them. Most French presidents have chafed under the lim-
itations of their activities, and it is certain that Clemenceau
would have been unhappy under such conditions. So used
are we to seeing the utterances and activities of our own
President chronicled in the daily press that we can hardly
appreciate the complaint of former President Faure of
France. Addressing Le Petit Parisien, he said, “Your
paper very seldom speaks of the President. You should
do so more frequently, so as to make him popular, and
give him sufficient authority to mediate between contend-
ing parties.” Imagine Woodrow Wilson asking the ncws-
papers to take a little notice of him and help him out in
the estimation of the people!

Yet it must not be assumed that the position of the Presi-
dent of France is empty or purely ornamental. It is true
that his powers are sharply limited; but to a man of the
proper temperament, there is no limit to the influence that
he may wield.

The French repudiated the American plan of choosing a
President after the unfortunate results attending the early
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elections of the Second Republic of 1848. The British
Constitution was then taken as a model, and was followed
as closely as the essential differences between a monarchy
and a republic made possible. The President was given
powers which closely correspond to those of the king of
Fngland, and his ministers are endowed with certain re-
sponsibilities for which they are solely answerable to the
two legislative chambers. As in the case of British poli-
tics, French ministers stand or fall by the votes of the two
legislative houses, and more often by the votes of the lower
chamber alone. Ministries, failing to gain their point, re-
sign, and a new cabinet is formed. Here again a radical
diffcrence is seen between the French and American cabi-
nets. The members of an American President’s cabinet
are responsible to him only.

The term of the President of France is seven years, and
he is permitted to succeed himself. Jules Grevy is the only
man who ever did so, howcver, and he resigned shortly
after his reélection, because of public abuse over a com-
mercial scandal in which he became innocently involved.
It is also interesting to note that only four French presi-
dents have served to the end of their terms. Thiers, Mac-
Mahon, and Pecrier resigned—a thing unheard of in the
history of American Chief Executives—and M. Faure died
under mysterious eircumstances while in office.

French President Cannot Veto

THE familiar weapon of the United States President—

the vcto—is forbidden to the French ineumbent. He
may require the chambers to re-debate any measure. If
they refuse, he may adjourn them, as a king prorogues a
parliament; but he may do so only twice during a given
session, nor for longer than one month at a time. He is also
powerless to halt a regular session of the two Chambers
before it has continued for a period of five months. Nor
can he dissolve a wrangling and incompetent lower house
without the consent of the Senate. In vicw of these Limited
powers, few presidents have cared to attempt their exer-
cise.

Should he attempt it—and meet with decided opposition
in the two bodics when they reconvene, as did MacMahon,
once Marshal of France and, later, President—his position
is only weaker and more unfortunate than ever. Hence,
even when the people at large have cried for a dissolution
of an unpopular Senate and Chamber, wise French presi-
dents have hesitated to make use of their dissolution pre-
rogatives.

To Amcricans conversant with the absolute domination
of their President over his Cabinet, the French situation is
little short of amusing. There are fourteen portfolios in
the French body. They form an administrative council,
with the President as chairman, and, as in our own case,
Cabinet members succeed the President (and the Vice-Pres-
ident) in the event of death or physical incapacity. Such
is also the case if the President of France resigns. The
Cabinet then meets and selects his successor from its mem-
bers; but confirmation of their acts rests with the legisla-
tive chambers.

The President of France cannot make a single appoint-
ment without the consent of his Premier. The very salary
of the Chief Executive dcpends upon how much the Min-
istcr of Finance thinks he should receive and deigns to
include in his annual budget, presented to the legislative
chambers. And, if the legislative bodies do not like the
ministry, they can turn it out. Then, according to custom,
there would be nothing for the President of France to do
but resign. Conceive of such a situation in the government
of the United States!

Thus it will be readily seen that, with such unlimited
power, the personnel of the French chambers is of the ut-
most importance to the nation. ‘The French senate has been
characterized as a model of democratic government. Among
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are regular draftsman’s working in-
struments. Besides 1 will give you
absolutely free, a 20 x 25 inch drawing
board, a 24 inch T square, a 12 inch rule, a
supply of drawing paper, two triangles, a French
curve, pencils, erasers, thumb tacks, etc.

Delivered at Once

The drawing table is the “Chief's Own” adjustable
folding Drawing Table, same as used and needed by first class drafts.
men. The complete outfit and table are delivered to you at once,
You have them to work with from the very first day.

Be aDraftsman
Draw $2502¢ to $3002° Per Month

There is an urgent demand for skilled draftsmen. Companies
are issuing calls every day for men to fill positions paying from $250.00 to
$300.00 per month. Work is light, pleasant and profitable.

Chief Draftsman Jil' Instruct

I am Chief Draftsman of a large and well you must be able to do to hold permanent,
known firm. I have been doing the highest ig paying positions. lnn‘rﬁ'-rn my individ-
paying expert drafting work for a quarter ggv;zsé;u;':::‘r:. 1||Ijls;uur"w;;r 15I:v‘1'"r':‘r:‘;- ; ::H
: : e ap fa .
ik e et o ey oo e snd make you do'tright
£ oy ' s A and do a can to make you an expe
get the big salaries. I train you by giving draftsman and designer in a short time.
you actual, practical work, the kind that Write today without fail, d

P - What I wantisthe n'gM UL L LR LR LR LR R LR LER R TR R E AR RRN IR A
ay as You w.s b{mf of men. Don’t bother

Gt " leh about t"xp(']rl!se. [l will give
the working outfit free if you get in at once. I charge a very small fee for training
!’:lobnmemﬁmuddrﬂumn. You can pay the small cost as suits you best,

Send Coupon for My Big
Put your name and address on the cou-
ew 00 pon or a letter or a post card and send it to me .
today. I will send you, absolutely free and NEME c.conisssssasansasssansnsnsassinssssssapssossssanssnans
" and the offer

postpald, my new book **Successful Draftsman-
wll‘I!lpldll that I am now making on which you get the ecomplets
n's Working Outfit and Drl!ﬂng Table absolutely free. You assume noobligations

of ind In pending in the coupon. Get in line for a big paying position, Getting the book
S Tl pattinaiors o the voesial fer 1o the Arst step. Dan't dulky—send the codpon todar. Address ...eeens e et xmTesnsetssrianailiis) e iaAResas

Chief Draftsman Dobe Ersiecs, sauzment Co- tns-

Chief Draftsman Dobe, Engineers' Equipment Co.,In
Div 2273 Chicago, lllincis

Without any abligaticns on me whatsoever, please mail yo
book,""Successful Draftsmanship,” and full particulara of yo
liberal “Personal Instruction' offer to a few students. It
understood that 1 am obligated in no way whatever

e
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its members have been the foremost thinkers of the country
—the most eminent scientists, journalists, statesmen, and
literary men of thcir time. The lower house, on the other
hand, is probably the worst example of the election of
demagogs, radicals, disturbers, and small politicians ever
seen under a republican form of government.

His Influence Lies in Social Channels

THE great power of the President of France lies in his

opportunities to influence politics thru social channels.
He personifies France as the king of England personifies
the British Empire. He personally deals with foreign min-
isters and ambassadors, and the rulers of foreign countries
when they visit Paris. And the shrewdest of thc French
executives have profited by this opportunity by making the
Presidential Palace a counterpart of the ancient French
royal and imperial courts, from a standpoint of lavish enter-
tainments and distinguished visitations.

The social position of the President of France enables
him to quietly, yet markedly, influence national and inter-
national matters, if he be a born diplomat. Otherwise
his lot is an unhappy one, and he is not the man for the
post. President Faure’s term of office is a splendid exam-
ple of what may be done in this way. Faure was a diplo-
matist of the old school, a man of charming personality and
great individual magnitude. His regime was one of the
most successful in French.republican administration.

The Farsightedness of Faure

IT was in 1896 that the late czar of Russia was his guest at

Paris. The czar came ostensibly to lay the corner-stone
of Alexander III, over the Seine, but behind it lay political
significance of marked importance. There were gala per-
formances at the opera, reviews of troops, State banquets
rivaling those of the old imperial days, aund a fete of great
.splendor at the historic palace of Versailles. At these
functions the czarina was escorted by Faure, and, breaking
all Russian imperial precedent, Mme. Faure appeared at
these affairs escorted by the Great White Czar, who was
murdcred by his people.

This was the preliminary to Faure’s plan. The following
ycar President and Mme. Faure visited St. Petersburg. It
was there that Faure sprang his coup.
he took the initiative—in violation of all precedent—and
rcferred to France and Russia as “friendly and allied
nations.”

Furope gasped. French statesmen railed at the Presi-
dent—but Faure had done it, and the czar himself repeated
the phrase, heralding to the world the triumph of Faure’s
diplomacy. And Faure went still further. The “Fashoda
affair” brought up the matter of friendly relations with
England, and Faure, with farsightedness not credited to
him at the time, made this statement: “If England has a
natural enemy, it is not France, but Germany!” It was
probably that historic utterance which resulted in the
Anglo-French codperation of 1914,

Thus it will be secn that, shorn of authority, as he seems
to be, the President of France has it in his power to work
powerful diplomatic victories under the cover of soft inter-
change of courtesies and in forming personal friendships.
This procedure is absolutely foreign to the American idea

of things, but it puts a mighty burden upon the French .

Chief Executive, and exacts of him a type of statesmanship
which is more or less unknown on this side of the Atlantic.

It was Faure, too, who received Edward VII—Europe’s
greatest modern diplomatist—in 1905. Edward had always
been popular with the French, and the result of his visit was
a conference at The Hague, where Anglo-French difficul-
ties were debated. Essential disputes between England and
France were adjusted there, and, later in the same year,
the Entente Cordiale was an established fact—much to the
discomfiture of Germany.

Google

In a banquet speech’

Why Clemenceau Was Defeated

Then came the administrations of Fallieres and Poincare
—the famous War President of France, whose social-diplo-
matic triumphs will become historic. With Clemenceau at
the head of the ministry, and Poincare, the suave gentle-
man, at the Presidential table, France won the admiration
and the affection of the civilized world. )

French presidents have demonstrated their peculiar
powers in different ways—by their leanings toward de-
mocracy, the old monarchical idea, the church, the turf, the
army—along whatever lincs their individual fancies guided
them. What Deschancl will choose as his course remains
to be seen; but it is certain that his defeated opponent—
if he may so be called—will not stand in Deschanel’s way.
Clemenceau bids fair to back Deschanel to the utmost.
Both may influence the future of France to an unknown
degree.

How Washington Was Treated

LEMENCEAU, however, is only an example of what
happens to any great man who guides a republican
nation thru a critical period. Such men are ever victims
of fault-finding and destructive criticism of men who would
make mountains of mole hills when the leader himself sees
only the mountains. This failing is inborn with all people.
No more illustrious example ever lived than our own
George Washington—a far-seeing, idealistic, calculating,
clever statesman, who had but one object in view—to shape
the destiny of the United States for the bencfit of his coun-
trymen. What could have been more characteristic of
public opposition than the criticism hurled at him when,
during his second administration, he sent John Jay to
England to formulate the Jay Treaty. Washington did this
largely because he realized that another war with Great
Britain was imminent and that it would take the shrewdest
diplomacy to avert it. The Jay Treaty did this by open-
ing up trade relations with Great Britain, but the people
objected. They accused Washington of selling out to
Great Britain and slandered him unmercifully. It is said’
that he remarked: “Men could not have spoken worse of a
dog than my countrymen have spoken of me.” And the
Jay Treaty proved to be a blessing.

Even Lincoln Was Openly Defamed

HOMAS JEFFERSON found the Louisiana Purchase

a mighty barrier to his popularity, but it proved to be
one of the greatest things that ever came to this country.
James Monroe didn’t find it an easy matter to impress the
people with the importance of the Monroe Doctrine. It
was dubbed a “‘thing to keep us perpetually embroiled in
European wars.” Lincoln did not gain prestige as the
Civil War progressed. He was foully criticized—both by
the North and South. One congressman tried to introduge
a law whereby Lincoln should be examined as to his sanity.
“An old fool” was a mild epithet when referring to him.
A Harrisburg, Pennsylvania, editor declared Lincoln’s
famous Gettysburg address to be maudlin and not easy to
understand. “How any person could utter such drivel,”
wrote this editor, “‘especially the President of the United
States, :is difficult to understand.”

COMING down to to-day, look at the big four who as-

sembled at Paris to establish the peace of the world—-
what of them? Orlando has been deposed in Italy. Lloyd
George says that the British people will throw him over in
another six months. Clemenceau has been told by his critics
that his peace policy was ridiculous and his administration
a failure. Mr. Wilson struggled with opposition until his
health broke and is now fighting as best he can on a bed
of pain. The ingratitude of republics will always exist.

[Mr. Drayton’s interview with M. Deschanel, accompanied by a
close-range study of the new President of France, will appear in
our April number— THE EDITORS.]
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Why Business Is Seeking La Salle Trained Men

IG employers are fast learning the

value of filling their organizations

with specialists and executives trained
under the La Salle Extension Method.

When Theodore Roosevelt wrote: “I
look upon instruction by mail as one of the
most wonderful and phenomenal develop-
ments of this age,” he was confirming a
conviction already expressed by many men
of prominence, such as J. Ogden Armour;
E. P. Ripley, President Santa Fe Ry.;
Walter H. Cottingham, President Sherwin-
Williams Co.; F. H. Sieberling, President
Goodyear Tire and Rubber Co.; Geo, M.
Reynolds, President Conti-
nental and Commercial
National Bank; Alexander
H. Revell, and numerous
other large employers who
are endorsing the La Salle
plan of business training.
Their opinions Eroper]y
carry weight as the expres-
sions of men who are
among the Deans of
American Business, and
who are filling their organ-
izations with the best brains
and ability obtainable.

The LaSalle
Problem Method

‘To the LaSalle problem
method of business train-
ing, perhaps, more than to
any other of the distinctive
features of the plan worked

out by LaSalle’s Educational Staff, is due
the quickness with which La Salle
members learn to grasp business funda-
mentals, and acquire the ability to assume,
without long years of “‘inside’’ experience,
duties of executive and administrative
importance.

By the Problem Method the individual is
taken behind the scenes of big business, so
to speak, and is given the opportunity to
work independently in the exercise of his
judgement and the application of his knowl-
edge to the handling of important matters.
Every move of the student is carefully

The La Salle Problem Method of business uaining Is like being privileged to sit in a council of
modern executives, and takiog as active part ia rthe right solution of their dally problems.

supervised and checked under the watchful
eyes of experts—in effect, the student is
working at the very side of the big executive
in the private office—guided step by step
in the handling of problems or cases just as
they arise in daily experience and are
handled by the executive himself.

It is quite probable that when Mr.
Roosevelt marveled at the **wonderful phe-
nomenal’’ developments in training men by
the extension method he had well in mind
the unusual resultfulness of this unique man-
ner of combining fundamental principles
with Practice under the Case or Problem

method evolvedby La Salle
Extension University.

It is a modern develop-
ment in the field of higher
business education, made
possible because of La
Salle’s thorogoing policy of
sparing no expense in se-
curing problem specialists
who have been conspicu-
ously successful in business
practice as well as thoroly
experienced in room
methods of teaching. It is
well within the bounds of
fact to say that in the prep-
aration and development of
basic material and service,
a quarter of a million dol-
lars has been expended by
the University in perfecting
a single course of training.

La Salle Extension University

“The Largest Business Training Institution in the World™

Business is moving ahead with marvelous
rapidity. Never before in history has in-
dustry in all branches faced such vast
opportunities. Experts agree that the only
limit to phenomenal development is the
ability to secure an adequate supply of
trained men. To put it in the words of
Chas, M. Schwab: ‘“The Captains of In-
dustry of America are not hunting money;
they are seeking brains—specialized brains.”

It is no mere figure of speech to say that
there is a ““crying demand’’ for trained men
in business. Literally the heads of big
business institutions are today “‘crymng’”
from the houseiops for business specialists
capable of independent thirking, planning
and the exercise of sound judgment in the
conduct of important depariments.

La Salle Trains for
These Positions

Salaries from $3,000 to $10,000 a year
and more are readily bid for proficient
Business Managers, Exped Accountants,
Auditors, Comptrollers, Financial Mana-
gers, Cost Accountants, Credit Men, Bank-
ing Experts, Law-Trained Men, Traffic
Directors, Sales and Advertising Managers,
Interstate Commerce Experts, Efficiency
and Production Managers, Business Corre-
spondents and Office Managers. The re-
" today are sure, swift and exceedingly
liberal for the man—or woman—who shows
ability toriseabove the level of routine work.

The person who would be sure of his
advancement, today, must have training,
for as Theo. N. Vlll,l.hlrpl warns the job
hunter: *“Too much is invoﬂred in big busi-
ness to have its affairs retarded because of
friendship. It has been discovered that one
Gnnot run a business under the present high
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pressure by favoritism or nepotism. I don’t
mean that men with friends are not given
chances, but | say that they have to make

good or get out.”

More Than 185,000
Enrolled

More than 185,000 men and women from
all walks of adult life have been helped thru
La Salle training. It was this fact that
prompted Ex-President Taft to say of La
Salle: “‘You in this school are facilitating
that which we cherish as the great boon of
Democracy —that is, equality of oppor-
tunity.”” And it is true that La Salle train-
ing does give every man that chance, It
enrolls the young man just beginning his
career; it gives the man already started a
new impetus; and it also has as members
old, seasoned executives who realize that
even they, too, can learn and profit from
La Salle’s large staff of business and educa-
tional experts.

Great Corporations everywhere are profit-
ing thru the employment of men trained
under the La Salle problem method. The

|_LT SALLE EXTENSION UNIVERSITY, Dept. 334-R_ Chicago, lllinois

Largest Busi

Pennsylvania R.R. has 2,102; the American
Telegraph and Telephone Co. has811; U, S,
Steel Corporation has 309; Armour and
Co. has 364; Standard Qil Co. has 390; and
from 50 to 500 each with scores of other
great organizations.

Write for Information
Today

An enthusiastic La Salle member wrote us
recently: ‘“‘Buying a stamp or post card and
sending for La Salle literature seems simple
and commonplace, but it proved in my
case, to be the wisest and most profitable
thing I ever did. It is hard for me to realize
that in less than a year’s time I have had
four big jumps in my earning power as a
result of La Salle’s help.

La Salle training is not expensive. It
can be purchased on a deferred payment
plan that places the investment within the
means of anyone of modest income. Check
in the coupon the kind of special training
which interests you most, and we shall be
glad to send you literature and complete
information without obligation to you.

in the World"
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HIGH SCHOOL
COURSE IN
TWO YEARS

YOU ARE BADLY 1IfI you. ;ack]

igh Schoo!
HANDICAPPED training.
You cannot attain business or social
prominence. You are barred from
a successful business career, from
the leading professions, from well-
paid civil service jobs, from teaching
and college entrance. In fact, em-
ployers of practically all worth-while
positions demand High School train-
ing. You can’t hope to succeed in
the face of this handicap. But you
can remove it. Let the American
School help you.

FIT YOURSELF FOR A
BIG ‘u'unl This Course,

which has been
repared by some of America's leading pro-
essors, will broaden your mind, and make
you keen, alert and capable. It is complete,
simplified and up-to-date. It covers all sub-
jects given in a resident school and meets all
requirements of a High School training,
From the first lesson to the last you are
carefully examined and coached,

USE SPARE TIME ONLY

Most people idle away fifty hours a week.
Pmbablﬁ youdo. Use only one-fifth of your
wasted hours for study and you can remove
your present handicap wlthin fwe years, You

will en;uy the lessons and the knowledge
you will gain will well repay the time spent
in study,

nlsn So that you may see for

yourself how thorough and
o complete our training is,
we invite you to take ten lessons in the f{inh
chool Course—or any course of specialized
training in the coupon below—before decid-
ing whether you wish to continue. If you
are not then satisfied, we will refund your
money in full We absolutely guarantee
salisfaction. On that basis you owe it to
yourself to make the test.
Check and mail the coupon NOW for full
particulars and Free Bulletin,

AMERICAN SCHOOL
OF CORNESPONDENCE
Dept. H 663  Chicago, lllinois

Explain how I ca
for the position

n qualif
checku:l\.’

-gllsh!?gllng:l Graduate -nlalws'er p
..... tr .. Business Manager
riI:E,L ht & Power Supt. ... Certified Pub, Aeccountany
Hydroe!
.. Telephone Engineer Bookkeeper
r_lv%rl[lh Engineer te her
. Wireless Operator s\.n:t["nm Expert
.Architect n neer
“Building Contract " Master Prambes
....Civil Engineer Heating & Vent. Engi
... Struetural Englneer t bile Engineer
; é‘:ch.sn’&:tmd_. ent frpl : M. nhml.
uperin Afrplane Mechanie
= St:rm Engineer Eduoeation
oy ‘and Desi B,
HName o
Address
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\ Character Hints

EXCITEMENT is not enjoyment; in
calmness lies true pleasure. The most
precious wines are sipped, not bolted at a
swallow.—Vietor Hugo.

Qur great aim should be to obtain some
conquest over ourselves each day, and thus
increase in spiritual strength and perfec-
tion.—St. Francis de Sales.

“The last word"” is the most dangerous of
infernal machines; and husband and wife
should no more fight to get it than they
would struggle for the possession of a
lighted bombshell.—Douglas Jerrold.

The greatest parts, without discretion,
may be fatal to their owner; as Polyphe-
mus, deprived of his eye, was only the more
exposed, on account of his enormous
strength and stature.—Hume.

Lightning is dangerous, but men have
mastered it and made it do their bidding.
Master your meaner lust for gain and then
make it do your bidding.—Henry C. Potter.

Your character cannot be essentially in-
jured except by your own acts.

If anyone speaks evil of you, let your life
be so that none will believe him.

Ever live within your income.

When you retire to bed, do not think
over what you have been doing during the
day. -

l{inke no haste to be rich, if you would

prosper.

Small and steady gains give competency
with tranquillity of mind.

Never play at any kind of game of
chance.

Avoid temptation, thru fear you may not
withstand it.

Earn money before you spend it.

Never run into debt unless you see a
way to get out again.

Never borrow if you can possibly avoid
it.

Never speak evil of anyone.

Be just before you are generous.

The Real Salesman

NE who has a steady eye, a steady nerve,
a steady tongue, and steady habits.

One who understands men and who can
make himself understood by men.

One who turns up with a smile and still
smiles if he is turned down.

One who strives to out-think the buyer
rather than to out-talk him.

One who is silent when he has nothing to
say and also when the buyer has something
to say.

One who takes a firm interest in his firm's
interests.

One who keeps his word, his temper, and
his friends.

One who wins respect by being respectable
and respectful.

One who can be courteous in the face of
discourtesy.

One who has self-confidence but does not
show it.

One who is loved by his fellowmen.—The
Salt Seller.

The Rules of Conduct of a
New York City Mayor

KEEP good company.
Never be idle.

If your hands cannot be usefully em-
ployed, attend to the cultivation of your
mind.

Always speak the truth.

Make no promise you cannot fulfill.
Live up to your engagements.

Keep your own secrets, if you have any.

When you speak to a person, look him in
the iace.

Good company and good conversation are
the sinews of virtue.

Good character is above all things else.
L

Incomplete!
ALL the great and wise and good, whose

names
We read in the world’s history, have labored
for us;

We have entered into their harvest,

We tread in their footsteps, from which
blessings grow;

We can undertake the sublime task which
they once undertook;

We can try to make our common brother-
hood wiser and happier;

We can build forward where they were
forced to leave off,

And bring nearer perfection the great edi-
fice which they left incomplete.

—Impressions,
B R

Will-Power

Ella Wheeler Wilcox
(Written in girlhood)
THERE is no chance, no destiny, no fate,
Can circumvent, or hinder, or control
The firm resolve of a determined soul.
Gifts count for little; will alone is great;
All things give way before it, soon or late.
What obstacle can stay the mighty force
Of the sea-seeking river in its course,
Or cause the ascending orb of day to wait?
Each well-born soul must win what it de-
serves.
Let the fool prate of Luck! The fortunate
Is he whose earnest purpose never swerves,
Whose slightest action or inaction serves
The one great aim.
Why, even death stands still
An waiiltla an hour, sometimes, for such a
will!

HomoR
The True Citizen

OF all the lost talents, that of belonging,
of being a true member of the com-
munity, is the greatest, and for many in our
large cities, the least expressed. To be a
true neighbor, citizen, patriot—to take on
the State, so that what it does you do; to
have the State within you, so that all that
wounds public life hurts you—is to recover
the top root of existence, to lay hold of the
most vital of all the strands of life.—Joseph
Lee.

“There are some people who believe that
the whole human race will be " said an
old lady, “but for my part, I hope for better
tnings.”

® @ ¢

Lots of people make a good living who

make a very poorg.l'e.. ~

A hog ought not to be blamed for being a
hog, but a man ought.
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New Invention

Improves Your ENGLISH
In 15 Minutes a Day!

Every time you talk, every time you write you show just what you
are. When you use the wrong word, when you mispronounce a word,
when you misspell a word, when you punctuate incorrectly, when you
use flat, ordinary words, you h:m(ii(‘ap yourself tremendously. Words
are the driving, compelling force in business. Ideas cannot be expressed
except through words. An unusual command of English enables you to
present your ideas clearly, foreibly, convincingly.

The tremendous value of good English In everyday life cannot be over-
estimated. To-day the ability to speak and write correctly and forcefully
has come to be a commercial necessity. It s the invaluable weapon with
which every man who s striving for success must be cquipped Business
demands men who can write and talk atraight from the shoulder, and straight
to the point, without making mistakes In grammar, punctuation, pronuncia-
tion, spelling and without using weak, overused words, Business demands
such men and is paying for them.

The difference between weak, incorrect English and crisp, vigorous, correct
English |s the difference between the little job and the mahogany desk,
When one stops to consider that by actual test the average man in business is
only 619 efficient in the vital points of English, the need for a method of
teaching correct English is apparent.

After twenty years of sclentific research and study, Mr. Sherwin Cody,
perhapa the beat-known teacher of practical English in the country, has p
fected his amazing *'100% Self-Correcting System' and places it at your disposal,

Sherwin Cody’s

On Oect. 15, 1918, Mr. Cody waa
granted a patent on his unique 1007
self-correcting  device. He went to

. great corporations and examined the
Amaz‘ng Patent employeea and talked with the em-
ployers. He examined the methods
used in schools. From the data thus
acquired he built his enmtire system. He worked on the basis that good
English can be taught only by making the student form the “Habit” of cor-
rectness. The 100% Self-Correcting system accomplishes this with a most
astounding effectivoness. It scems almost ke magic. You write your les-
son, whatever It may be, spelling, punctuation, grammar, letter-writing, ete.,
in the space provided, then you see underneath just hew Mr. Cody would
correct It. You mark your errors, and try the same lesson later to see how
many errors you have overcome, You sce at a glance where you have im-
proved. You know at every step just where you stand. It is as if Mr. Cody
stood at your elbow every minute to correct and help you. Progress ls
unbellevably rapid. In recent tests students of Mr. Cody's method improved
more In 6 weeks than students of other methods did In two years. And the
wonderful part about it all is that only 15 minutes of your epare time each
day are necessary.

Quick Improvement o e s

analysis Mr. Cody discovered

.
Self Correctlon ' the faults embodied in the
L] old methods and has remedied
them. Usecless rules, hard
to remember, Impractical definitions, and lengthy, uninteresting exercises

have all been cast aside. The time usually required for a comprehensive
study of English has been cut down by sevgral hundred per cent. 15 minutes
spare time each day gives you a command of language that enables you to
compete with men who have spent years In school and college studying for
this key to social and business success. You need no longer work under the
terrible handicap of poor English—Mr. Cody’s great invention places Language
Power within your reach.

Better English Means
Better MONEY ! gk 228, it wead

he was talking about—Languagé Power wins every time. All business is a
game of buying and selling. Everyone has something to sell, whether it be
buttons or bralns. What you are selling makea no difference—you cannot be
& good trader unlesa you tell others what you have in a way that will make
them want to buy it. You must convince the buyer that what you have to sell
is worth more te him than the money he Is paying for it. Words are the
weapons with which you fight your everyday battles. It |s the man who can
use these weapons that nchieves success, The man who by the correctness and
energy of his language can sway men's minds at will s the man who gains
recognition and position. He {8 the man who comes out on top. Vigorous
language, whether written or spoken, is the force that gets things done; It Is
the foree that makes friends and holds them; it is the force that carries men
up the road to success.

A well known million.
aire once sald: “I know
of no ability more valu-
able to the business man
than the ability to

SHERWIN CODY SCHOOL OF ENGLISH %o
ROCHESTER, N. Y. .
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100% Method! .
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Results From
Your Letters

Alexander M. Candee, Advertising
Manager of the National Enamel-
ing & Stamping Company, Lec-
turer on Business Correspondence
in the Extension Division of the
University of Wisconsin, has re-
cently completed for us an entirely
new book

BUSINESS LETTER-
WRITING

Letters are Dusiness representatives.
They should be so dressed and so wrltten
as to properly represent the scnder, They
con be a great help in creating and main-
taining good will.

There are certain ways recognized by
progressive men and students of business
methods that are bascd on correct mental
principles as being the best for business
letters,

It is for the purpose of presenting those
ways for describing the principles and de-
veloping their practical application that
BUSINESS LETTER-WRITING has been
written,

Rather than to give examples, schemes
and plans for one to copy or adopt the
author stimulates the student reader to
think.

In the 23 chapters of thls unusual book
Mr. Candee develops your ability to write
letters that get business by first laylng a
sure foundation in the fundamentals. He
then builds on this foundation a struc-
ture of letter-writing ability which is in
no way mechanical yet {s pogitive in its
resulta.

Mr. Candee does mnot stop with the
‘‘business getting”” element of letter-
writing. He also lays down definite prin-
ciples for retaining businces.

Read Mr. Candee’s chapter on *““The
Four C’'s ot Business Letter-Writing” and
sce if you don’'t get some very definite
help. Becuring conciseness without sac-
rificing completeness has been the stum-
bling-block of more than one letter-
writer. Here this {8 cleared up so that
it almost becomies a matter of routine.

Mr. Candee’'s students in the Extension
Di}'lslon of the University of Wisconsin
paid many times the price of thia book
for the same matertal in lecture form.

Because it is so difficult to adequately
describe Business Letter-writing in the
limited space available we are willing to
send the book to you for examination
without any money in advance. It the
book doesn’t measure up to the standard
which you have set for it return it with-
in theA specified period—otherwise remit
the price, $4.00. Use coupon below.

BUSINESS BOOKS
19 West 44th St.

Dept.
15m

Please send Business Letter-writing for five daye’

examination. I will remlt
within the apecified time,

Address

Business

The BIDDLE PUBLISHING CO.

$4.00 or return the hook

The New Success

How He Got that Raise

He Discovered that He Was Not Working for the Boss -
By JOHN MATTER

would have to get a raise in salary. The
High Cost of Living was hard after
me; if things went on as they had been
going, old H. C. L. would soon overtake me.

Besides, there were other excellent reasons
why my salary should be raised. I knew
those reasons by heart, backward and for-
ward I knew them. I could wake up In the
middle of the night and recite them. They
were good and sufficient reasons, I thought.
Here they are. You may judge for yourself.

Reason 1.—1 had held my position for a
number of years.

Reason 2—1 had held that position satis-
factorily. At least nobody had ever told me
I was holding it unsatisfactorily.

Reason 3.—Other men of my age and with
less ability were making more money than I.

Reason 4.—~I1 deserved more money.

THERE were no two ways about it, I

O I fcll to wondering what method I
should employ in seeking from the man
I worked for the raise that I deserved.
Should I adopt the humble tone and say,
“For a long, long time I have been giving
you faithful and conscientious service. I
don’t like to bother you, as I know you have
troubles of your own. Your expenses have
gone up like everybody else’s. But so have
my expenses gone up and, considering the
length of time I have worked for you, the
long and faithful service I have given you,
don’t you think my salary should be in-
creased ?”
Or should I adopt the haughty tone and

say to the man I worked for, “Look here!-

You aren’t paying me enough money. I
deserve a larger salary. You know it and I
know it, and if you donm’t pay me what I
deserve, I'll find someone who will.”

While I was pondering these two methods
of approach, it suddenly occurred to me
that the man I worked for was, after all,
none other than myself.

Somehow this at once threw a new light on
the subject and, before I knew it, I was
looking at the thing from the employer’s
viewpoint.

“Well, well,” thought I. “Here’s a fellow
who says he should be getting more money.
He says he deserves more money. Maybe
so, but what interests me is, does the work

he performs deserve more money ?”

ALMOST immedlately I began to wonder
if the work I performed did really de-
serve larger payment. That question sort
of stumped me. I felt that I couldn’t hon-
estly. answer “Yes,” and that also I couldn’t
honestly answer “No.” There was nothing
to do but compromise, and I compromised
by deciding that before a month went by I'd
jolly well see that the work I performed
did deserve larger payment, and so would
other people see it in the same light, and
of their own accord.

It was an interesting experiment. I shall
not tell you the results. But I shall tell you
this: it is worth while for you or for any-
body else to make fhe experiment. Just try
it once and see for yourself.

You are probably going to object: “That’s
all right for you. Just a moment ago you
said you worked for yourself. Well, I
don't.”

Y reply to that is: “Brother, if you
don’t work for yourself, for whom do
you work? Whose interests are you really
trying to advance? What person do you
want most of all to get ahead? Whose suc-
cess are you mostly concerned in? What
person do you wish to see obtain a larger
salary?” o
While you are thinking it over, I hasten
to add: “Yourself. The person you are fun-
damentally working for is yourself—just
yourself. And that is the same person 1
am working for.”

Success Proverbs
FIND your purpose and fling your life
out to it. Try to be somebody with all
your might. :
® @ @

What is\put into the first of life is put
into the whole of life. Start right.

® o @

Poverty and hardship have ever been the
great schoolmasters of the race, and have
forced into prominence many a man who
would otherwise have remained unknown.

® ® &

Give a youth resolution and the alphabet,
and who shall place limlts to his career?

R

Don’t wait for extraordinary opportuni-
ties; seize common occasions and make them
great.

® @ @
A great opportunity will only make you

New York City Fidiculous unless you are prepared for it.

® © @ .
Don't dally with your purpose. Not many
things indifferently, but one thing supremely.
® o @

The man with an idea has ever changed
the face of the worid.

Everything is either pusher or pushed.
® © @
There is nothing small in a world where a
mudcrack swells to an Amazon, and the steal-
ing of a penny may end on the scaffold.

® @ @

Not everything that succeeds is success.
A man may make millions and be a failure
still.

® O @

There are three kinds of people in the
world: the wills, the won’ts and the can’ts.
The first accomplish everything; the second
oppose everything, the third fail in every-
thing.

@ O @

When Bills Don't Count

Having made his tﬁuyme'nf.‘; for rent, coal,
gas, and groceries, the Foor man was broke.
But he needed winter clothes, s0 he compro-
mised by digging thru a closet and unearth-
ing a heavy vest that belonged to a winter
suit he had worn some years ago. He
brushed the vest off and felt In the pockets.

Eureka! A discovery.

In the inside pocket of the vest was a roll
of bills amounting to $128.

And not one of them was receipted.—Cin-
cinnati Enquirer.
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The Man
With a Million Friends

Nine years ago Dr. Frank Crane was scarcely
known outside of a small circle.

Today he has a million friends.

At forty-eight he stepped out of a professional

groove from a perfectly safe position, gave up a salary
that would satisfy most men at the end of their career,
and began writing his Classic Four Minute Essays on
vital human subjects for a newspaper at a salary of

$1 a day.

DR. CRANE had the courage to do
this extraordinary thing because he
knew he had something helpful for
Every Man and he had to have a larger
field in which to operate.

Today we know he was right because
the small circle has expanded to a mil-
lion friends who look eagerly for his
daily appearance in the fifty great met-
ropolitan newspapers in the United
States and Canada which publish his
Four Minute Classies.

These million friends scattered all over the
continent, read Dr. Crane on every occasion
for a mental tonic. They call him their friend
because he quickens their mind and heart.

There is nothing “ready made™ about Dr.
Crane—he is always in the making, and he
makes his million friends grow with him.

He never fails to touch the secret springs
that start the mental machinery. In a word,
he takes the cobwebs out of the brain and
sets one thinking right on the vital problems
of everyday life. And right thinking, if cul-
tivated until it becomes a habit, leads to
irresistible power.

What Three of His Friends
Think About Dr. Crane

M. Maeterlinck, the Belgian poet and
philosopher, says: “The essays of Dr. Crane
must have accomplished an immense good.
I wish that they might be translated into
all languages and circulated everywhere,
They are simply admirable.

“Dr. Crane has found the secret of putting
into & form as simple and clear as the purest
water the highest thoughts and the most
useful truths. And, limited as might be the
space reserved for him, he has never neglect-
ed beauty in the expression of truth. with
the result that it is always a joy to read him.

“I do not believe that at the present mo-
ment a more tonic, more healthful, and more
necessary reading could be found for the
people.

“To think that he reaches ten million
people d is simply wonderful. That is
getting right to the le. Who ever had
such an audience? wish T might! But I
know of no writer more deserving of such a
hearing, and I can conceive of none who
might use such an opportunity for higher or
more useful purposes.”

President Wilson iwrites: “May T not
thank you from the bottom of my heart?”

Charles M. Schwab writes: “I enjoy
each day reading your article. It is always

T GO"- .gle

direct and to the point and always has a

punch.”
Give Dr. Crane
Four Minutes a Day
At your home or office, in private, and learn

to an&:ly his sense p phy to your
everyday problems,
It will give you a simple and workable philos-

ophy of life which ean be practiced anywhere,
everywhere by old and young.

It will help you win the things you want:
poise, self-control, determination, concentration,
willpower.

It will make you more efficient in your work,

in {nnr i or _your p
It will help you find joy in the commonplace
things in life.

What Dr. Crane Can Do
For You

First of all, he will give you the right concep-
tion of life.

Read his Four Minute Classie, “Life ns a Busl-
ness Proposition," and learn to look at life from
a practical profit and loss viewpoint,

“Idleness, the Mother of Progress” will show
you how to spend your leisure profitably. Your
progress depends, not only on how well you do
your work, but on how to spend your time away
from work.

If you are inclined to be vacillating his Essay
“Mule Power" will show you how the proper
cultivation of the common trait of stubbornness
—just plain stubbornness—becomes not only a
shining virtue but the automatic “safety frst™
device of the human brain.

So his “Ethics on Controversy" will tell you
how to discuss with humaor,

“The Neighbor™ will reveal the secrets of neigh-
bnrl_}:' content,

“The Joy of Work" will lighten your task.

If you are a father or son read “Dad.” If a
mother or daughter read “0ld Songs, 0ld Flowers
and Mother."

These Lo FOUR MINUTE ESSAYS will be to
vou a lifelong friend, a real treasure.

No matter who yon are, where you are, how
you live, what you do, Dr. Crane has a message
to cheer and comfort you, to make you think,
to give you new ideas and ideals, to help you
always,

He will make your heart throb—your brain
work—your eyes see—your ears hear; in a word,
gives you a quicker, keener outlook on life and
its meaning.

Our Very Special Offer

To_introduce Dr. Frank Crane's new monthly
Non-Partisan Magnzine of Opinion, a limited
number of these ten-volume sets will be delivered
to new subscribers at a very special price.

The Democracy Magnzine will sell for 20 ecents
a copy on the newsstands. But before placing
the publication for sale on the newsstands our
plan is to secure a few advance subscriptions in
each community. We confidently believe their in-
fluence will be sufficient later to bring the pub-
lication into general circulation and secure hun-
dreds of thousands of readers at the regular
price of 20 cenls a copy when it is placed on the
newsstands throughout the country.

Send No Money Now

It is not necessary to send money until you
receive notification that a set is ready for you.
We can accept a limited number of reservations
now at this very special price.  If you want the
cheery companionship of these ten volumes, send
in your reservation now, but send no money. I
we can't flll your reservation, we want to avoid
the bookkeeping expense of returning your re-
mittance. Please do not send any money—just
the reservation,

BERRRFRREEETRENATED

CLIP AND MAIL NOW
Democracy, Dept. 263, 56 W. 45th St., New York

Plogse reverve & sel of Dr. Crane’s FOUR MISUTE
ESSAYS for me. Notify me when books are ready for
dellvery and 1 will send you 31,00, upsh recsipl of
which you are to send the books propald subject to 8
dars’ examination. If not satisfactory the books are
to be returned at your exponss and my remittance s

1o ba refunded. I 1 keap the books 1 will snd 8106
yor month f‘:r the uuwn-tj:\'. sly mooths, of which

B2 00 1 for the DEMOCRACY Magasine for aw year.
Romauber, send [0 motgy with this eoupel.
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Maeterlinck,
the Emerson
of Belgium

Why He Considers Happiness
the Greatest Element in
One’s Success

By FRANK WINSLOW

O most people Maurice Maeterlinck, artist

and philosopher, is a man surrounded by

mystery. Yet Maeterlinck is distinetly a man

with a message. He has combined philosophy with

poetry, and reality with romance, in his: effort to
make the world a happier place in which to live.

In fact, “Bluebirds for Happiness” has become

a houschold phrase. Happiness, in Maeterlinck’s

estimation, is the prime requisite for success and

material achievement. He has the happy faculty

of getting to the soul of things, and of expound-

ing them so that all who run may read and under-

stand. FEarlier writers turned to the church and
to the religious for their symbols. Not so with
Maeterlinck.

E sees beauty and food for wonder and delight
in the humblest of things. He finds inspira-
tion in the simplest sights of the countryside—in

-

V-
g

cottage flowers, the hum and industry of the bee,
the loyalty of a dog, and the affection of a horse.
The hand-woven laces of the women of Bruges in-
spire him to works of beauty, and the outlines of
a feudal castle set his imagination afire.

Early critics compared him to Shakespeare, but
his later students have rather preferred to term

© Underwood & Underwood, N. Y.
MAURICE MAETERLINCK, NOW VISITING THE UNITED STATES

Before we can bring happiness to others, we must first be happy our-
selves; nor will happiness abide within us unless we confer it upon others.
If there be a smile upon our lips, those around us will soon smile, too, and
our happiness will become the truer and deeper as we see others happy.

—MAETERLINCK.

him “the Emerson of Belgium.” It is said that
he still reads his Emerson with regularity and
devotion.

Maeterlinck has the rare gift of seeing into the very souls
of things. He is a true artist-philosopher, tho a dreamer
and a lover of silence. In reading him, one should be care-
ful not to give way completely to the charm of his poetry
and, in so doing, forget its underlying truths. His plays
have great glamor apart from their fundamental teach-
ings; and, independent of their preachments, his essays
have rare charm and delicacy of expression, aided by a
truly remarkable voecabulary.

Maeterlinck was born in the quaint Belgian city of
Ghent, August 29, 1862. He is descended from old
Flemish stock and was early destined for the law. Like
the city of his nativity, Maeterlinck is a curious link be-
tween the past and the present—a rare combination of the
mystery and romance of past ages and a clear under-
standing of modern-day problems. Like all of his kind,
he has a marked leaning toward the practfcal side of mys-
ticism, and his writings evidence this trend of mind.

But the law failed to hold Maeterlinck. At twenty he

I GO"- .8]@
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was in Paris, the centcr of a group of symbolist writers.
Shortly thereafter, his first book of verse, "Serres
Chaudes,” was published. These short poems sounded the
keynote of his future writings. They echoed his own wan-
derings beside the lazy Belgian canals, and showed a deep
sympathy and understanding with the life of the peasantry.

Coleridge and Carlyle are said to have had a deep effect
upon Maeterlinck. In the spiritual depths of their writings,
he seemed to find an outlet for the expression of his own
ideas. Very early his personality began to develop. Un-
like his contemporaries, he does not trust to the action and
symbolism of his drama, but freely outlines his aims and
their deeper meaning.

AS a philosopher, Maeterlinck may not be strikingly

original, but his sincerity is most apparent. In his
plays of flowers and animals he seems to reach his greatest
heights, and his early works bare the reality of the soul
so completely that the reader must almost believe the
author has been very close indeed to the unknown. He

UNIVERS

" OF CALIFORNIA
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Tobacco Habit Banished
In 48 to 72 Hours

Immediate Results

Trying to quit the tobacco habit unaided is a losing fight 151111% hcavy
odds, and means a serious shock to your nervous system. So don’t try it!
Make the tobacco habit quit you. It will quit you if you will just take
Tobacco Redeemer according to directions.

It doesn’t make a ]er[lu]t. of difference whether you've been a user of
tobacco for a single month or 5o years, or how much you use, or in what form
you use it. W hether you smoke cigars, cigarettes, pipe, chew plug or fine
cut or use snuff- Tobaceo Redeemer will positively remove all craving for
tobacco in any form in from 48 to 72 hi:LlIs Your tobacco craving will begin
to decrease after the very first dose—there’s no long wi mrm_ for results.

Tobacco Redeemer contains no habit-forming drugs of any kind and is the
most marvelously qmck, absolutely scientific and thnmughl) reliable remedy’
for the tobacco habit.

Not a Substitute

Tobacco Redeemer is in no sense a substitute for tobacco, but is a radical efficient
treatment.  After finishing the treatment you have absolutely no desire to use tobacco
again or to continue the use of the remedy. It quicts the nerves, and will make you feel
better in every way. If you really want to quit the to-
bacco habit—get rid of it so completely that when yvou
see others using it, it will not awaken the slightest de-
sire in you—vou should at once begin a course of To=
bacco Redeemer treatment for the habit,

Results Absolutely Guaranteed

A single trial will convince the most skeptical, Our
legal, binding, money-back guarantee goes with each full
treatment. If Tobacco Redeemer fails to banish the
tobacco habit when taken according to the plain and
easy directions, your money will be cheerfully re-
funded upon demand.

Let Us Send Y |
Cznvi::cif]r; Proootil’ Free BOOk Coupon

If you're a slave of the tobacco habit NEWELL PHARMACAL Co.'
and want to find a sure, qui{‘i: way of DHDL 645 s‘.mm
quitting “for keeps” you owe it to your- Please send, without obligating me in any way,

self and to your family to mail the your free booklet rding the tobacco habit and
coupon below or send your name and proof that Tob-ccre?odumcr will positively free
address on a postal and receive our me from the tobacco habit,
free booklet on the deadly effect of
tobacco on the human svstem, and posi-
tive proof that Tobacco Redeemer Name.
will quickly free you from the habit,

Street and No. o
Newell Pharmacal Company
Dept. 645 St. Louis. Mo ‘Town. b= T —
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does not concern himself with the ills of the flesh, but of

the ills of the spirit, and the ambitions of the spirit are
more to him than ordinary desires.

Thus the human soul moves thru his works like a living,
breathing character. Tormented and torn with emotions,
the soul becomes a thing more real than the physical bodies
thru which it is prescnted. Yet Maeterlinck is always sec-
ular rather than theologic. His plays may be termed
stories for grown-up children, and while grappling with
the problems of thc adult, he never loses the fresh hope-
fulness of the childish point
of view.

For him everything ap- !
pears to have a spiritual sig- ;5
nificance, but he does not at- 33

of revcaling a superhuman 3¢

knowledge. He is ever 3’) DO)'OU know?
watchful, ever hopeful, al- :
ways on the alert for some-

thing new. i Not mere muscle.

That's of little value.

IS crecd is this: Hu- 3 4
Savages are strong.

manity, after ages of
trial and tribulation, stands
on the eve of enlightenment.

o goe
4. COa

Hc is not a believer in ?’5. They’rg ciphers—not workers.
sudden changes or in great :.“g Work 18 directed energy. )
social or spiritual revolu- §  Work is muscle controlled by mind.
tions, but he does feel '& If you want to be counted a worker
strongly -that a progressive ;83; Why, work!

awakening is taking place
in the world, a sort of grad-
ual dawning of the con-
sciousness of an inner and
broader vision.

feet.
Use them yourself.
Keep them busy.

IRl "l

o

strength

AETERLINCK points
M to Tthis awakenigglni: ;‘3 You become another man’s slave.
: . ¥ Dontdoit!
various fields of endeavor: {3
in the achievements of sci- &3 The world wants workers, not slaves.
ence, the development of §3 Use your h’ead.‘ .
psychological knowledge and {4 g/:hsn you ;;e given sgnfethl.ng to do,
derstandi the growth & ind out why you’re doing it.
e e & gg The man who offered an absent-minded man

of the spirit of humanism,
and the longing for common
fellowship among the na-
tions.

He looks upon destiny as
the unknown, ruling force in
life, yet he advocates the
guidance of our destinies by
the application of justiee,
truth, and love. It is al<o
his theory that destiny may
be molded and conquered by
personality, by scientific in-
vention, and the develop-
ment of every human power.
These belicfs are apparent |
in all of his dramas. Tho
intcnsely dramatic, the ac-
tion is always simplc and direct. His characters are children
in difficulties, symbols of humanity struggling against the
unknown forces of life. Maeterlinck has developed a new
and more intimate style in the symbolic drama, and critics
have pronounced this style a welding of scicnce and poetry.

In 1891 Maeterlinck was deep in the contemplation of
mystic studies, and he has never ceased to delve into the
realms of mysticism. But, romantic as thc man essentially
is, something practical always results from his endeavors.

o~

Got cheated!
So when you haul

When you hammer
When you dig

When you teach

PHIR SR R P " )

Then work!

.
<l

Within the next fcw years many plays came from his pen— -
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BETTER THAN WAGES
tempt to give the impression :‘; By EDWIN OSGOOD GROVER

Y You have work for sale?
¥ What is it you're selling?

3 Not human bone and sinew.

They can haul and hammer,
But in the world’s army of workers

Don’t drudge or slave;
Don’t let someone else use your hands and

When you cease to be master of your own

A penny for his thoughts

Think what you're hauling.
Think what you’re hammering.
Think what you're digging.

Think what you’re teaching.
Work is directed energy.

And the world will reward you
With something better than wages.

plays that earned him a reputation in Europe long before
his “Pelleas and Melisande’’ gained him fame in England
and America.

H IS earliest works show a marked tendency toward death

and violence; but his later writings reveal material
things by ardent spirits which he moves across life’s screen
like marionettes controlled by destiny. Ever engaged on
translating the psychology of life, he has developed along
material rather than mystieal lines.

He is regarded as one of
the foremost interpreters of
the spirit of man—of the
thought of beauty and bet-
terment as expressed in
flowers and animals. No
man is believed to be so
truly conscious of the soul
as is Maeterlinck; and for
all his naturalistic handling
of the subject, his works
show a deep religious sense.

His later plays are purely
romantic, and his characters
are those of passion and will,
more conventionally dra-
matic, yet of intense charm
of handling. It is said that
he is almost deaf to the
charms of music, altho one
of his plays, “The Blue
Bird,” is now bcing rendered
with a notable musical cast

* in this country.

While there has always
been something rather mys-
terious about the man, this
is due largely to his habits
of solitude. To imagine him
as a cloudy dreamer who
takes no account of reality
and who lacks the practical
is to form an incorrect esti-
mate. While it is true that
every physical thing carries
a message of poetic beauty
to Maeterlinck, he is far
from being an ethereal per-
son, blind to the needs of
the hour and the stern diffi-
culties of life. He merely
believes in taking happiness
from everything that lies
about us and, by the magic
alchemy of his poetry, ap-
plying it to the needs of
daily life.

ERSONALLY Maeter-

linck is a huge, healthy
specimen of manhood. His
features are fine and rather
tinged with sadness, especially since the war. When the
great conflict came on he was too old to bear arms in his
country’s defense, but he was active in numerous confiden-
tial missions. He is fond of cycling, skating, canoeing and
fishing; but his hobby is flowers, and much of his time is
spent in his garden.

Of recent years his trips to Paris have been many, but
he always went and departed unheralded. Hero worship
and the adulation of the throng do not appeal to him. "'When

(Continued on page 69)
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How to Develop Personal Power
By ELLA WHEELER WILCOX

HE first thing for a human being to realize is the fact

that we are, each and all of us, threefold in our or-

ganization—physical, mental, and spiritual. No mat-
ter how liberal or broad our education may be, or how far
from orthodox our belief, we must be conscious that some
force greater than the brain of man conceived and executed
this wondcrful scheme of the universe.

Whatever this force was and is we are a part of it, and
from it we can obtain wonderful power and strength if we
hold ourselves receptive to its influences. However occu-
pied a young man or woman may be, each, if reared under
civilized conditions, finds time for a daily bath. All feel it
a necessity for the health of the body. Just as necessary
for the health of the mind is what I would term a spiritual
bath—a few minutes of time given each day to relaxation
and calm meditation, an undressing of the mind, so to
splak, of all material cares and ambitions, a breathing in
of spiritual force—and an immersion of the whole being
in the electric currents which flow from space about us.

He or she who desires to obtain personal power, of the
highest and most enduring nature, must take these few
moments at least, daily, believing that the best and purest
strength from the very Source of all power is being be-
stowed. :

Nothing Is More Destructive Than Hatred

FTER the routine of the day is entered upon, a care-
ful watch upon the emotions and desires, to see that
they do not encroach upon the rights of others, is another
stcp toward the goal. The power which develops into
tyranny and oppression is never a safe power to cultivate.
It is sure to resolve itself, eventually, into a boomerang,
and to destroy the usefulness of the mind which seeks it.
A man who pursues what he believes to be merely his
own personal good has a

WOULD you have your influence felt by all whom you

approach? Then cultivate a sympathy for every
created thing, and look for the lovable quality in each
human being. It exists—search and you shall find. Avoid
dwelling upon the disagrecable and unpleasant traits of
humanity, or the gloomy and unfortunate phases of human

. existence. All such things are detrimental to the develop-

ment of your best powers. They are material, and lead to
inertia of the mental faculties. When you are compelled to
encounter vice and misfortune, give them pity and sympa-
thy, and do what you can to aid and uplift; but do not let
your mind dwell despondently upon them. ‘“Whatsoever
things are just, whatsoever things are pure, whatsoever
things are true, whatsoever things are honest, whatsoever
things are lovely, whatsoever things are of good report, if
there be any virtue, if there be any praise, think only of
these.”

This is one of the sweetest methods of developing per-
sonal power, for thoughts are magnets, and attract their
own kind.

I hold it true that thoughts are things
Endowed with being, breath, and wings,
And that we send them forth to fill
The world with good results or ill.

However indisposed you may be, picture yourself strong
and virile; however poor, think of yourself as opulent; how-
ever lonely, imagine yourself surrounded hy loving friends;
and, as you think, so shall you be.

All such thoughts develop the power to bring the desired
results.

You Must Follow Your Own Headlight
F you form a habit of continually consulting other minds
for guidance you weaken your own judgment. If you
. depend upon yourself, and

Jonely and hard path before

appeal only to the highest

bim. A man who seeks the
universal good of all hu-
manity has the unconscious

How Have You Profited ?

powers of the universe for
strength, you fortify the
best qualities within you,

assistance of the whole uni-
verse. This fact may not
be patent to him at the out-
set, but it will manifest it-
self as he proceeds. He
who wastes time and vitality
in feelings of hatred, re-
venge, and retaliation can
never attain to power. Noth-
ing is more destructive than
hatred; it vitiates all the
constructive forces of the
mind. No more foolish and
paradoxical phrase was ever
formed than one we often
hear uttered by the unthink-
ing: “I am strong in my
Joves and my hates.” He who
loves greatly cannot hate,
any more than the sunlight
can frceze one being while
it warms another. There is
a selfish passion, often mis-
named love, which exists in
the same heart with hate.
But it is not love.

<8

By STRICKLAND GILLILAN

OW, it isn’t how fearfully good you have been
i Since this wayward old world you’ve been visiting in;
And it isn’t how oft or how much you have erred
In your thoughts or your acts or in ill-chosen word.
"Tis no one of these things that the difference makes;
It is what you have learned from your frequent mistakes.

Show me one who has batted a thousand per cent.,

Since old Adam and Eve from their beritage went!

Not a player has shown us an errorless game—

There is nobody perfect, in fact or in fame.

There’s no hope of perfection; but have you displayed

You'vedth?e gumption to learn from mistakes you have
made’

If tho sins you've committed have taught you “Be kind”
To the others who fell when, like you, they were blind;
If the falls you have suffered when striving to stand
Make you offer to others a steadying hand;

If you've used your mistakes for the good of the race,
Then the fact you have fallen is less a disgrace.

Since we all are but human and cannot expect

To exhibit a life wholly free from defect,

Let us spend all our efforts in trying to do

What we may, within reason, expect to see thru.

So it isn’t what kind of a race you have run,

But 'tis what you have learned from the wrongs you have

done.
__|

Google

and educate your own na-
ture for self-government.
Not only avoid asking ad-
vice, but avoid taking too
much of it. It will be im-
possible for you to follow all
the suggestions your friends
and acquaintances offer.
Nothing is easier to give
than advice. No two brains
are constructed in exactly
the same manner, and no two
minds regard life from ex-
actly the same standpoint.
One person tells a youth to
sacrifice everything for an
education, to go thru college
at any cost of time, labor,
and plcasure; another ad-
vises him to be satisfied with
a common-school education,
and to turn his attention to
business early. One urges
you to read widely, to avoid
society, and to have no inti-
(Continusd on page 66)
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Can the Dead Speak ?

(Continued from page 44)

it will always be the Present. it will always

the now and here. The present is the op-
portunity for action and it always will be.

“But let us hold to the faith that we are
helped, ht]Et‘d in our struggles by those who
have gone before us. They are not removed
out of our ken, save to this appearance of
sense. They know what we are doing. They
strive to do what they can to help humanity.
They have, as I belicve, been active thru all
our terrible struggles, and the youth that
we have lost has gone before us, bright-eyved,
brave youth, keenly desirous that we shall
not lament them overmuch, but realizing that
they, too, have their job and are doing their
works as we are trying to do ours, servants
of the Most High God. Think of them as
with us still, screened only from our senses,
not screened from us in reality.

The Body and the Soul

uTHE soul constructed the body, the
soul uses the body, the soul dominated
the body, and the soul will survive the body,
for it is of a different kind altogether. The
body wears out. There is no reason why a
soul should wear out. The body grows old,
some souls seem to grow old, but not neces-
sarily. We understand the wearing out of
the body, but the main reality is not going
out of existence. Things don’t go out of
existence. If the thing is real, it persists.
All real things persist.

The Revelation of Orion

uWH.-\T the reality of the constellation
of Orion may be I cannot say. I
can imagine it must be something supernal
that it should be so bright to us at the dis-
tance. Light, which travels at the rate of
180,000 miles per second, has taken 600
years to come. That is to say, when you
look at the constellation Orion you see light
which has been traveling ever since the time
of the Plantagenets, starting on its journey
before this country was discovered and only
now arriving, and there are many other stars
&d nebule enormously farther off than
t

“The ether that brings that light to the
earth is a perfect substance. It mops up
none of the light as an imperfect substance
would. [t brings the light to us in its en-
tirety.

“The revelation of this midnight winter
star is overwhelming. Yet its appearance
was known to the ancients. The revelation
has come only after long study.

Our Senses Tell Us So Little

13 LECTRICITY eludes your senses, but
when it passes thru a small wire it
produces light. Its current run thru a dyna-
mo and it produces motion. The moment
you connect it with matter you can tell it.
“Isn’t it quite natural that we should think
sometimes that we are hard treated because
our senses tell us so little?

Reality of Everything in the Mind
(UFPYHE  reality of everything is in the
mind of man. The most symbolic
thing of all, perhaps, is the national flag.
“When you gaze upon the Star-Spangled
Banner are you thinking about a piece of
calico that can be torn to pieces by a puppy?
No. You are thinking of the grnndptrndi-
tions, the things for which that flag stands
and represents, its ideals, for which your
men and boys are willing to give up their
lives, It is not of the cloth and the stars
and stripes that are before your eyes that
you th but of the things which you can-
not see and which make jt a symbol.”
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And as he walked, he made a
resolution. No longer should
his life be bound up in his
own welfare. He might con-
tinue to donate money to charities and to
various institutions, but he meant to get
more joy out of his living by doing it per-
sonally.” He began to feel that he could at
last attain his ideal of being popular, that,
perhaps, after all, there might be a few
mortals who would mourn when he passed
away. He recalled that Theodore Roosevelt
needed no memorial—that his lifc and his
acts were the grcatest of memorials that
could be built to him. Yet—just because
they loved this man and his memory—thou-
sands of Americans had contributed to a
tangible memorial which was to symbolize
their deep and lasting regard for him.

There was food for thought in the reflec-
tion, and Job Hodgson was busy with his
plans for promoting that popularity for
which he had been starving all these years,
He dropped into a candy shop, then into a
florist’s. There was also a gift to be pur-
chased for Jim, the bright-eyed boy who had
clasped his hand with such natural fervor
the previous night. And, at last, consulting
his watch, he saw with pleased surprise, that
it was time to make his way to the Higgins
flat.

There was not time to walk, and he over-
came his natural impulse to call a taxicah.
Instead he took the subway, and seemed to
take a genuine delight in rubbing shoulders
with the crowd. To carry bundles had al-
ways galled him; but now, with arms loaded
down, he regarded his packages with con-
tentment and delight. He was taking some-
thing that would give these people pleasure;
and he wished to present his gifts himself,
not to have them delivered by the jmper-
sonal hand of a messenger.

RRIVED at his station, he made hls
way to the street, and hastened along
with brisk steps in the direction of the Hig-
glns home. The street was even more dingy
by day than it had been by night; yet the
same spirit of cheerfulness seemed to reign
there. Urchins played about the sidewalk—
poorly dressed, their little hands and faces
muddy—supremely full of the joy of liv-
ing. The tots ran under his feet, got into
his way, and nearly caused him to drop his
packages; but to his own astonishment, he
actually laughed aloud, and painstakingly
made his way thru the juvenile throng, care-
ful not to bump into the frolicsome children.
At length he came to the foot of the steep
stairs, and, breathlessly eager, made his way
upwards at a pace that astonished him. He
smlled at himsclf when he thought of the
picture he must have made: the dignified,
slowly moving Job Hodgson, hurrying up a
stair that seemed like a ladder—and for
what?

The answer came to him the moment he
asked himself. He knew that his wrong
mental attitude had driven away the very
things he had always longed for. And now
that this priceless friendship and affection
was within his grasp, he had no intention
of losing it. The smiles, the kind words he
had received from this tiny family, had
meant more to him than countless profitable
business deals—more than anything he could
measure as he stood outside the door of the
Higgins flat.

His knock brought prompt response. It
was little Mabel who admitted him, and her
eyes lit up with pleasure as she greeted her
elderly friend. Behind her stood her mother,
and the look on her face made her worn
features seem beautiful.

“You should not be so generous she said
reprovingly. “The things you sent were
vg())nderful, but there was enough for all in
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The Lonely Rich Man

(Continued from page 37)
the basket you so kindly carried home last
night.”

Hodgson shook his head and raised his
hand in protest. He felt llke a bashful,
callow youth when he presented his gifts;
but the heartfelt thanks and sincere appre-
ciation they evoked, sank deep down into
his heart. How easy it seemed to radiate a
little sunshine Into the lives of others! This
simple thing that he did—the cost of which
was infinitesimal to him—meant more in the
satisfaction it gave him than a million-dollar
donation to an institution. It was the per-
sona! touch of it all—and the sunshine he
received in return,

The child took his hat and coat, and her
mother, humming a little tune, made her
way to the kitchen fiom which came odors
that aroused an appetite Hodgson had not
known in years. Now Mabel took the flowers
and arranged them in a pitcher of water.
Hodgson smiled as he thought of the costly
vases in his own home—magnificent glass
and silver affairs that never held a flower
unless placed there by some professional
decorator on the rare occasions when he en-
tertained people whom he did not care to
invite—and who cared still less to accept
his invitations.

He noticed the child’s delicate fingers
fondly caressing the petals and inhallng the
fragrance of the buds. She seemed like a
little flower herself, and the rude pitcher
that held her treasure was transformed into
a thing far more precious than the most
priceless vessel,

HE door burst open, and young Jim

entered—proud and happy. In his arms
were several bundles. With a cheery word
of greeting, he hastened out to the kitchen.
From an adjoining room there came a wail
—a howl—that refused to be silenced, and
Mabel hurried from her flowers to answer
this cry of infant protest. A moment later
she was in the doorway with a tiny mite
in her arms—a little human thing -swaddled
in daintily embroidered garments and a
warm fleecv blanket. The habiliments of the
infant impressed Hodgson in themselves.
Poor as were the garments of the rest of
the family, the baby was clad in the dainti-
est things. Because they were devoted to
the child, they gladly sacrificed themselves
to give it finer raiment.

And for the first time in his career, Hodg-
son caught himself staring down into a tiny
face that smoothed out fts wrinkles and
gurgled up at him as only a baby can. He
would not have believed that ke would
stretch 'out his arms to take it, but that was
just what he did. And with a little smile
of pleasure the older sister slipped the
precious bundle into his awkward arms.

During the rest of the time that it took
to prepare the dinner, Hodgson sat there
playing nurse to his wee bit of humanity.
He found himself staring down at it with
wonder in his eyes—and in his awakening
soul. This absurdly small little chap was
evidently quite content to remain where he
found himself. He would smile and coo at
Hodgson and reach out his tiny hands
toward the millionaire’s face.

“At least he isn’t trying to please me be-
cause he knows I'm rich,” Hodgson said
half aloud. “It seems as if he were actual-
ly fond of me!”

HEN came the dinner. It was not so
much the viands—altho Hodgson had
ordered lavishly to supplement the contents
of the magic hasket. Rather it was the

culinary skill of Mrs. Higgins
and, most of all, the atmos-
phere of the little room.
Hodgson ate as he had not
eaten since childhood. He talked of every-
thing—and of nothing. e listened to little
incidents that would ordinarily have bored
him to death; but which he now thoroly en-
joyed—and commented upon frequently.

He was picturing his dinner as it might
have been—as the guest of some wealthy
business friend—with a little group of
equally lonely souls at his club or alone at
home with the silent Judson to serve him.
And he thanked the Fate that had directed
his steps to Union Square at the moment
little Mabel had set her basket on the pave-
ment.

Suddenly it dawned upon him that he had
always been too busy to grasp the very thing
that had made him unhappy because of its
absence. He had been striving night and
day to pile up a fortune for himself—hoard-
Ing stocks and bonds, and hoarding what
is still more vital to happiness: the best that
was in him—his own capacity for human
sympathy and understanding.

Now as he listened to the simple conver-
sation about him, he began to wonder some-
thing else. There was, as he had suspected,
a cloud in this household. If his money, his
ability—his personal interest—could remove,
or at least line it with silver the day’s hap-
piness would be complete. He hesitated to
speak at first; but he steeled himself to the
task. If he were to be privileged to help he
must know what was wanted.

He broached the subject gently—hesita-
tingly—but finally rather bluntly, and he
was conscious of the faint trace of a tear in
Mrs. Higgins’s eyes. He wanted to chastise
himself for having brought It there; but now
he was rewarded by a smile of understand-
ing from young Jimmy.

“Tell Mr. Hodgson, mother,” the lad ad-
vised. “There’s nothing to be ashamed of.
Dad didn't really do it.”

The mother nodded, and the boy went on.
“Dad’s in jail,” he said simply, “serving a
two-year sentence. But it wasn’t his fault—
and he fsn't guilty.”

Hodgson was dumfounded. “You believe
this—" he stammered.

“We know it,” Mrs. Higgins said. “He
was the victim of circumstances. Oh, I
know it sounds hollow; but it is so, never-
theless. But he could not prove his inno-
cence. He had not the funds to secure good
legal talent, and his employer was a man of
little sympathy.”

“And yet you can be happy In the face of
such a thing I” Hodgson exclalmed, unbeljev-
ingly. “It would be only natural if you
were downcast and soured on the world.”

“What good would that do?” the woman
asked, looking at him with a strange light in
her eyes. “Some day father will come back
to us—free. And we will know that he has
suffered like a8 man—because he would not
tell something which would have brought
suffering to many others. It would not
make us any better off if we grieved and
complained—and lost heart. It would not
help my husband any, and it would spoil
the sunshine we want to share with him
when he comes back to us.”

“But you say you know he is innocent,”
Hodgson went on. “I am a lawyer. Tell

me the facts. If you are right I can secur
his release.” g e

HE three looked at him in wonder—

breathless in their excitement. Then
the mother shook her head. “I will tell you,
if you would like to hear,” she said quietly;
“but you must promise me not to repeat
what I say—to anyone. Big Jim kept qulet
because it would have meant the imprison-
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ment of another man if he had spoken. That
man was not really guilty—just weak. But
Jim owed him a great deal; they had been
friends all their lives and it would have
killed his invalid wife if he had been the
one to suffer.”

Hodgson listened spellbound.
—his own wife—what has it done to you
he demanded.

“It has made me a stronger woman—a
better mother—a better wife for him when
he comes back to me,” she said very simply.

Then, as Hodgson sat silently at the
table, she told him the whole story. It was
fascinating—a delineation of character such
as he had never known or imagined. He
found himself longing to see this man, Jim
Higgins, who was even then eating his din-
ner within prison walls, That a man could
make such heroic sacrifice—that a man
could be so thoroly, so incomprehensibly
unselfish, had never occurred to the lawyer.
And he pondered over the useless unfair-
ness of it all. Not that he belittled what
Jim Higgins had done for his friend; but
when he thought that, with even a half-
skilled lawyer, the man could have gone
free anyway, he was furious. “Why it
wasn’t a crime at all—properly handled,”
he added. “I've freed many and many a
man—"

But he stopped, conscious-stricken him-
self, at the look that came into the faces
of the woman and the two children. Here
he was boasting of his skill at evading the
law before a little group who were heroical-
ly suffering because of a miscarriage of jus-
tice, who were silently and cheerfully suffer-
ing because of loyalty and friendship that
had been abused.

“A gloomy attitude wouldn’t help me in
my work,” Mrs. Higgins went on. “It
wouldn’t help Jimmy boy, either. We don’t
really blame anyone. My husband made up
his mind to do it. We talked it all over the
night before the trial and decided the thing
together. Of course, with the baby coming,
it was rather serious for me; but Jim had
a little saved up, and I felt that he was
right. I've never minded the hard work,
and Pve learned to love my husband all the
more because he had the courage to play the
man. We haven’t heen able to save any-
thing—in the year that he’s been gone; but
when he gets out again, it will be different.
Then we'll all go away somewhere and for-
get it all in the happiness of being together
again.”

“But you

P

NEW light seemed to dawn in Job

Hodgson's soul. Never had he seen
such staunch faith, such utter devotion, such
divine courage. He almost felt that it would
be worth the torture of an innocent term in
jail to earn the love of such a woman and
of such a boy and girl.

How the evening passed, he never knew.
He had meant to ask them to go with him
to a play, but after the recital at the dinner-
table, he had not had the courage. But he
did ask that young Jimmy come to his office
the following morning, and as he said good-
night and thanked them for letting him
share their holiday, there were tears in his

eyes,

Again Hodgson walked home—up Broad-
way, up Fifth Avenue, thru the mass of
lights and the laughing crowds. All about
him were people who seemed without a care
in the world. Yet their smiles and their
laughter sounded like a mockery after the
patient, madonnalike smile the prisoner’s
wife had given him when he had pressed
her hand in farewell. To suffer as they
were suffering, and to be outwardly light-
hearted, cheerful and kind to each other—
with never a sign of nagging or discourage-
ment—it was a revelation to him.

“Job Hodgson,” he sald to himself, “if

¥
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Canada. No matter what kind of a property you have, or where it is located,
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you can do anything to help this family, it
will be the greatest triumph and the great-
est happiness of your life. You’ll have done
something worth while then, and maybe—
maybe—youw’ll be rid of that feeling that
even the minister who will officiate at your
funeral will hate to say the things he feels
he must say because he is a clergyman.”

HE next day, young Jimmy came to his
office during the lunch hour, when he
could get away from the factory. Hodgson
questioned him closely, learned more facts in
the case, and put them down in his notebook.
“What are you going to do?”’ the lad
asked, a little uncertainly.

“I'm going to try to do something worth
while for once,” was Hodgson’s answer, and
he made the boy promise to come back to
him two days later.

That night he took the train for Albany.
An hour after his arrival, he was closeted
with the Governor. The Governor knew
Hodgson well. What official did not? And
the Governor knew that Hodgson was a
better lawyer than he was a man.

“What can I do for you, Mr. Hodgson?”
he asked, impatiently.

“Nothing—for me,” Hodgson replied,
thoughtfully. “But there is something you
can do. Read these notes, and remember
that I show them to you in strictest confi-
dence. No one but you and I must ever
know why you do what I think you will do—
what, in fact, I am very certain you will
do.”

The Governor sat down at his desk and
carefully scanned the penciled pages the
lawyer gave him. “Do you believe it?” he
asked, looking up.

“I'll stake my life on it—and so would
you, if you’d heard it from Mrs. Higgins’
lips, as 1 did. Governor, it isn’t often that
men in your position and mine have the
chance to do something thoroly unselfish—
to extend a really helping hand and right a
great wrong. In this case, it also means the
chance to reward a noble act.”

The Governor thought a moment. “I sup-
pose there’ll be no end of comment since I
can’t make the facts public,” the Governor
said. “But, Hodgson, I'm going to do it!
I've a wife and kids of my own, I believe
they’d go thru this sort of thing for me, and
I know what they’d say of a Governor who
gave me back to them”

“That’s it in a nutshell” Hodgson said,
his eyes brightening. “Why I've made fees
that were fabulous for helping men out of
difficulties. Often they didn't deserve it;
but even when they did, the only gratitude
I got was cash. I'm afraid I'm not alto-
gether unselfish in coming to you even now.
If you consent to pardoning Higgins, I’'m -
going to share in the gratitude that will be
more than enough to go round.”

“And you're mighty welcome to it,” the
Governor said, putting out his hand. “If
you knew what a relief it is to have some-
one come here with a proposition like this—
instead of all the sordid things that come to
my desk! Why, Hodgson, the chance to do
this thing is one of the real joys of my
administration I”

A ND as Hodgson walked down the capi-
tol steps, he was conscious of another
happiness. He knew that the man in the
exccutive chamber of the great building was
his friend; not a cold official who admired
his legal skill, but a fellowman who respect-
ed and loved him because of what he had
done. Moreover, he knew that he held a
genuine affection for the Governor.

“Four friends in two days,” mused Hodg-
son. “Think how many I could have had by
now—if I'd started years ago!”

All the way back to New York, Hodgson
was humming softly to himself. He was
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impatient to witness the climax of his little
plot, eager to break the news to the little
family in the dingy flat. And, if it may be
called selfish, he was eager to more fully
realize the new friendships his trip would
cement for him. At last he had done what
he could never do before!

But the greatest lesson of all was still to
be taught him. On thinking matters over
he had decided to refrain from telling the
glad news to Mrs. Higgins. That, he
thought, was to be the Governor's reward.
So it was that the next time he mounted
the steps to the little flat, it was with a
heart that beat expectantly.

At the door he was greeted by a tall,
kindly looking man. The prison pallor was
still upon his face, but in his eyes there was
a light that seemed to fire Hodgson's soul.
The man put out his hand, fearlessly,
earnestly, feelingly.

“You have been wonderfully good,” he
said. “God will certainly reward you—and—
and we shall never forget what you have
done.” .

Then the two sat down. There was not a
trace of bitterness nor of rancor in the ex-
prisoner’s heart—nor in his words. He said
that his treatment in prison had been kindly
and considerate. “There was nothing there
to break my spirit nor to.make me harden
my heart against my fellowmen. I made a
friend of my cell mate and I think I was
able to help him. He was not really a bad
man; and when he comes out and has an-
other chance, he's bound to make good.”

“Then you've no regrets for the sacrifice
you made?” Hodgson queried.

“None,” said Higgins. “It has brought
my wife and my children closer to me. It
has made me appreciate them all the more.
It has given me the understanding and the
spirit to strive to overcome the injustice and
the inequalities that are the result of per-
sonal greed and selfishness. Some day, when
men understand each other—and the Golden
Rule is really in their hearts—we shall shut
up the prisons and the workhouses, and de-
vote ourselves to winning friends.”

“Friends!” Hodgson said aloud. “I've
always known how to make money, but I
could never make friends. I didn’t know
how I

“But you've learned,” Higgins told him
elnerlng{v, '

IX months passed. Somehow word of

what Hodgson had done had leaked out.
It had not found its way into the papers,
but there was a marked difference in the
way his associates treated him. The first
thing he knew he was elected to the Board
of Directors of the Patrons Club; and then,
one morning, an official-looking document
arrived at his breakfast plate.

Curiously he tore it open and gasped at
what he saw. The Governor was offering
him the commissionership of the newly es-
tablished Board of Social Welfare. He
wiped his eyes with his handkerchief, and
smiled thru the mist that obscured the type-
written page.

“At last—at last!™ he murmured. “I've
found where true happiness lies!” Then,
thinking of others, as had become his wont,
he said half aloud, “I know just the man
for my assistant—big Jim Higgins!”
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i!'::s. and that you shall be king in your
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“If Business Men only realized what is in this book its sales would
treble in a week.”—Hugh Chalmers, President, Chalmers Motor Co.

Getting Ready
for Business

Opportunity

‘When opportunity comes in your business
life, as surely it will, how well prepared
will you be? The training which you are
now giving yourself will decide whether or
not you will have the knowledge and the
courage to grasp your opportunity confi-
dently when it comes—or to go out and
find the kind of opportunity you have pre-
pared for.

E. St. Elmo Lewis will help you in your
training. He will show you, as he has shown
thousands of others, how to get the most out
of your present work and make it fit you
for a bigger, better position. He has writ-
ten a book that opens men’s eyes to the big
things of business; that explains the funda-
mental principles and how, when rightly
applied, they bring the practical, tangible
results that represent personal success. He
has rightly called this volume

Getting the Most Out

of Business

It is a searching study of the efficiency—
and Inefficiency—of executives. It explains
business principles based on actual, practical
experience that must be learned before a
man can make good in a responsible posi-
tion. It gives you knowledge that has been
gained through costly experience and that
you can otherwise secure only at the expense
of years of work. This book is inspiring.
It is broadening. Above all it is helpfully
informative.

Lewis is a Man of Experience
and Achievement

He has won success as Advertising Manager
of the National Cash Register Company and
of the Burroughs Adding Machine Company;
as Vice-President and General Manager of the
Art Metal Construction Company. He |s now
Vice-President of the Campbell-Ewald Com-
pany and Counsellor in Organization and Man-
agement. Through this wide and trying ex-
perience he has found out what It means to
houlder the r Ibilities that go with a big
Job. He has grown to know personally the
most important men of the country. He
has planned and carried out suc-
cessfully business igns in-

B. 5t Elmo Lents

Endorsed by Executives

MELVILLE W. MIX, President Dodge
Manufacturing Co.:
"Mr. Lewls is the father of one of
the most valuable contributions to cur-
rent busineas literature."

JOHN H., PATTERSON, Presldent Na-
tional Cash Reglster Co,:

“We have ordered 10 coples for dla-
tribution among our Heads.'

N. A. HAWKINS, Sales Manager Ford

Motor Co.:

"GETTING THE MOST OUT OF
BUSINESS I8 a great book."”

Planning the Day’s Work
Working the Day’s Plan

‘This book will show you how to plan the day
and chart your work; how efelent direction hay

Inereased  output,

reduced enst, minimized

waste and met employes problems; how leaks
in profits can be stopped and losses turned
into gains; how Lo eommand loyalty and main-

tain diseipline; how

to learn from the sue-

cesies and fallures of others; and many other

points of equal Importanca

It does not show

merely what showld happen but what has hap-

pened when ecrtain prin-
elples are applied to busi-
pess and what wifl hap-
pen when you apply the
principles to your work.
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Get Your Approval
of Your Day’s Work

HATEVER you do, resolve that you will do it

V V in such a way that at night you can look back

over the day’s work with supreme satisfaction,

with the knowledge that you have done your level best,

that you have stamped your individuality, your honesty of

purpose, your manhood or womanhood, upon your day’s

work; that you are not only not ashamed of it, but that you

are even proud of it. Never leave a day that you are
ashamed of until you have redeemed your poor work.

MAKE it a rule of your life to leave your day with
supreme satisfaction, with the consciousness that you
have done your best, that you are not ashamed of it, that
you are willing to hold it up to your employer as a model.
If you have not an outside employer you have an inside,
an internal one, whose approval is infinitely more valuable
to you, because if you do not get the “Amen” of your soul,
if there is any protest in your nature against the quality
of your day’s work, anything inside of you that condemns
it, this will mar your self-respect, you will not think so
much of yourself. If you get the disapproval of this inner
monitor, especially if its protest is frequent or habitual,
you begin to deteriorate very rapidly.
You must have the approval of the highest thing in you
constantly or you can never be satisfied with yourself, can
never be happy, can never live an effective life. It doesn’t

If We Do Not Get OUur Own Approval, that
of Others Will Give Us No Satisfaction

By ORISON SWETT MARDEN

til it satisfies you, until you can put your “O. K.” upon it,
until you can say, “There, that’'s a good job; it has been
done about as well as I can do it. I am willing to put my
signature to it. It has my approval.”

I cannot begin to tell you what such a habit will do for
you, doing everything to a complete finish, a little better
than those about you so that there will be no interrogation
point in your mind when you drop it, doing everything so
that you will hecar the unqualified approval of that little
monitor in you which always says “Right!” to the good act
and “Wrong!” to the bad act. We know when we have
done a thing right and we know when it is not right.

The habit of getting our self-approval to everything we
touch is what will make our life worth .while.

Self-approval, to my mind, is the most important thing
in life. If we don’t get our own approval that of others
will give us very little satisfaction. People may pat us on
the back, but when something inside of us is lacking—re-
gret, remorse at our ineffectiveness—we cannot feel happy
or satisfied. We must get our own approval. If we have
this we can stand the criticism and sncers of the world.

THERE are lots of people who have the approval of the

world, of society, of those about them, but who do not
have their own approval. There is a constant protest with-
in them against what they are doing; a little small voice

matter so much whether you
get the approval of people
outside, but you must get
the approval of your inner
self, if you would live peace-
fully, happily, successfully.

DON’T put too great em-
phasis upon the ap-
plause or approval of peo-
ple outside when there is an
inner murmur—a protest in-
side. You mav be a tremen-
dous success in the eyes of
the world, and a total fail-
ure in the eyes of yourself,
in the estimation of this in-
ner monitor which passes
upon every act, says ‘‘Amen”
to it or protests against it.
Your self-approval upon
every day’s work is very im-
portant, even imperative.
You must have your own
good approval no matter
what other people say about
your work or your success;
you must know yourself that
you are a success. There
must be an amen in your
soul echoing thru the corri-
dors of your being constant-
ly or you will never be a
happy or an effective man
or woman.

I’I‘ is a wonderful thing to

form a habit of never
leaving your day’s work un-
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HOW THEY LOST THEIR HOME

HEY subscribed for everything on the instalment plan.
They bought things they did not need because they
were cheap.

They could not say, “Neo,” and dared not say, “I cannot
afford it.”

They did not use good judgment or right propoertion in
their expenditures.

The father always intended to get his life insared, but
died without doing so.

They did not realize how easy it is to get into debt and
how hard it is to get out.

They thought it small to insist on having an agreement
or understanding put in writing.

The daughters thought it beneath them to work for a
living, but were bound to dress well.

They drew their money out of the savings bank to put
it into some get-rich-quick scheme, and lost it.

They put off payments on everything possible because it
would be so much easier to pay to-morrow than to-day.

They signed important papers, without reading them or
knowing their , just they were asked to
do so.

The mania to keep up appearances, beyond their means
caused them to mortgage their property and ended in
bankruptcy.

When the shoe began to pinch, they “really did not see
where they could retrench.” Habit had made luxuries seem
necessaries.

They ran accounts at the stores instead of paying cash,
did not realize how rapidly bills were running up and never
knew how they stood.

They entertained too expensively and a grest deal more
tban they could afford, because they wanted people to think
they were in good circumstances.

Their efforts to force their daughters into the society of
those socially above them, in the hope that they might make
“brilliant matches,” involved them hopelesaly in debt.

gle

which is constantly saying,
“You know that this is not
right; you know that this is
not square; you know that
this is not a success. You
are posing, you are wearing
a mask, you are deceiving,
you are not honest, you are
not true.”

So long as this goes on,
you are a failure, no matter
how much money you may
pile up or how high you are
in your vocation. You must
have the amen, the approval,
of your inward monitor. You
can never get away from
him, for it is your ideal,
your other self, which is one
with the One, part of the
great, creative Infinite Life,
immutable in principle; your
other rcal self, a self which
was never subject to pain,
failure, disease or death,
that came into the world to
accompany you, and that
will go out of the world
with you, for it is your real
self, the truth of your being,
the reality of you. It is
vour divine connection with
the Infinite One, your radia-
tion from Him, just as the
sunbeams are the radiation
from the sun.

Whatever you do, always
get your own approval, al-
ways, every day!



Education Up to Date

“"E teach the children Danish,
Trigonometry and Spanish;
Fill their heads with old-time notions,
And the secrets of the oceans,
And the cunciform inscriptions
From the land of the Egyptians;
Learn the date of every battle,
Know the habits of the cattle,
Know the date of every crowning,
Read the poetry of Browning;
Make them show a preference
For each musty branch of science;
Tell the acreage of Sweden,
And the serpent’s wiles in Eden;
And the other things we teach 'em
Make a mountain so immense
That we have not a moment left
To teach them common sense.

Getting Rid of Worry

“* OU ask how I came to get rid of the

worry habit,” said a merry-faced
womnan. “Well, I always did have a preju-
dicee against wasting time, or strength, or
nerwes on something which doesn’t amount
to anything, and, after a long ‘and elabor-
ate experience in worrying, I found out
that the things which most nearly broke my
heart (in anticipation) ruined my temper,

wrecked my peace, and alienated my fam
ily and friends, were, in ninety-nine ecases
out of a hundred, the things ‘which never
happened! As I couldn’t be prepared for

the real trouble, 1 gave all worrving the
go-by, and you cannot imagine what a dif-
ference it makes! Why, I am a new and
delightful stranger to myself without my
haunting double, worry. But he will never
be admitted again, for without him my heart
is not only lighter, but purer, my head is
clearer, my body is stronger, and I'm twice
the woman I was with him."”

- = T

Success Nuggets

Sweeter than the perfume of roses is the
possession of a kind, charitable, unselfish
nature; a ready dnpoumnn to do for others
any good turn in one’s power.

® @ @

A constant struggle, n ceaseless battle to

bring success from inhospitable surround.

ings, is the price of all great achievements

Google
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DoYouWant
2 o KNOW

—How to make an Income
Tax Return?

—How to handle Adver-
tising and Sales?

—How to Audit by the
best methods?

—How to make up all
kinds of Office Forms?

NY business proposition you are up against—any
A modern business method you want to adopt—you
can find it all in the Library of Accounting and
Business Management as quickly as you find a word in
a dictionary—all worked out for you and explained.
The whole business world is laid right before your eyes.

Accountancy and

a —How to manage a Mail
Business Management Order Department?
P . —How to protect yourself
These famous books were written to help ambitious men with Business Lawi'
get ahead. Some of the ablest and most successful men —How toget Bookk

in the business world prepared them. These men ac-
tually take you into their confidence in these books—
give you the benefit of all their experience—tell you the
very methods by which they achieved success.

This vast fund of money making information is yours for only 7
cents a day and zglu don't have to send any money in advance to
g_t it all for a w| week’s free trial. See the partial list of the
things the books Fres Examination offer below,

10,000 Vital Business Facts
At Your Finger Tips

anization, Ad Credi
tt"’“_,&Orc tu- lxn;rhdng. . Colles Cullactmu. i
Law, Put g..mrponuona Cnmmnookkeepmg, Ac-
a‘lge.m‘ﬁanmp%ﬁdatm C.P.A. anmremler:rt:.. tsmgsml?zrg
Furm-. Banking, Store Accounting, Insurance, Real Es-
te, Cost- K.eep:‘u. Store Mlnur.mcnt.m

EFree Examination

Mail the coupon for free examination. Don’t send any money.
‘We will ship the books (all 7 volumes) by express collect and you
can have a whole week to use them as if they were your own.
Give them every tut you can think of. Take them to your office.
Show them to your friends and ship them back at our expense if
you don't wwt to keep the books to help
you in gur to help you earn more
the $24.80 price the same way—$2.00 each month.
your dﬁcwnl.‘!

and Filing Eﬁmency

—How to keep the Books
of a Bank?

—How to handle Commer-
cial Paper?

—How to write Business
Letters?

—How to take an Inven-
tory?

—How to devise Collec-
tion Systems?

—How to use Business
English?

—How to create and man-

age a Corporation?

cover and our

7 Big Volumes — 3000
Pages—2000 Pictures—

Plans, Diagrams and Special
Business Forms — Bound in
Flexible American Morocco.

l:ﬂdl.lsotl $2.80. You can send the balance of
ol.gnc‘lrtmwdouhle

Chicago,U.S.A.

Iy 7 cents a d This is
Be the man who knows. The coupon is your st-m.m‘r MAIL IT

American Techmcal Soc:ety.Dept B-703

BUSINESS
VOLY Wﬂﬂ‘
voL V1

NARIGEMEN

American Technical Society, Dept. B-703 Chicage, U. S. A. ©
Please send me set of Accountancy and Business Management in
7 volumes for FREE examination, shipping charges collect. |
will examine the books thoroughly and, :I* satisfied, will send $2.50
within 7 days and £2 each month until | have paid the special price
of $24.80, 1f I decide not to keep the book:?‘! vill return them at
your expense within one week,

Name

Address........

! City

Raference.

(Plesse A1l out il lines.) ,
——— ——— — ——— — {—
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FOCUS YOUR FORCES

AR

ELIZABETH TOWNE

What They Say

« < Just How to Con-
cenfrate’ is opening up
to me o fleld of possibili-
tiea I did not dream of
@ few months ago; and
1 ahall nover forget the
author Aere or Acre-
after.””—F. W. J., Vic-
toria, Teras.

“Please make a price
on 100 copics of this
little gem for distribu-
tion in owr high achool.”
—E. J. Davis, Dacis
Foundry Co., Homell,

“Your Book, ‘Just
How to Concentrate.’
Mas been studied, read
ond re-read MBows o
day since ir arrivel
I8 wor juwst what I
neoded ond I now oan
ooncenirate.”” — A. B.,
Son Promoisco, Calif.

You can develop your mental powers to a hitherto
undreamed of effectiveness.

You can insure your happiness and control con-
ditions.

You can dissolve fear and worry and gain power
and poise.

You can realize your desires and ambitions.

Concentration Is the Thing!

Concentration has simplified life’s problems for vast numbers of per-
«ms. It is acquired with greatest ease and rapidity by the New Thought
Method. ‘‘Just How to Concentrate'’ by Elizabeth Towne will show you
the New Thought way to acquire this power; and how to use it wisely,
quictly yet powerl’u{ly to increase your happiness and prosperity.
’ILhous:mds have already sent for it. Send for your copy.

The Book Contains

Applied Concentration. A new under- —The grumbling mind—The effect of
standing of concentration—The impz of thought on nerves and muscies—How to
hurry—Acoomplishing perfection. recenﬂ;;u p:wer—liow t0o make & suc-

Memory Drills. The faculty of inter- ceas of work
est—Why people fail to remember—An Ogneﬂl‘l?ﬂg mdp‘g”‘ B"‘:‘ to
easy, infalllble memory rule—The men- i‘: d‘ sca l'er 'S ind— ow un; ‘nII
tal sppetito—The cause of unusual crav- one st once—The power of poife.

o The Right Pull. What makes for
Ie'\"gy ;:‘:‘:u"f dispel pessimism and fres  ryi1yrg or sucoess—How to develop tal-

ent—The error of leaning—Making your
Just How to Concentrate. The quall- own opportunities—How to win—Tbe joy
ties which make for true of

Special Offer

For 10 cents we will send you a copy of “Just How to Comcentrats’ and a
month’s trial of Noutilus, the leading magazine of New Thought. Elizsbeth Towne
and Willjam E. Tuwne. editors. Dr. Orison Swett Marden, Edwin Markham and
Dr. Frank Crane among Its contributors. Send today for this ltberal offer znd for
prompt actlon we will include & copy of Ellmbeth Towne's ““Thought Foroce for Sucoen.”’

THE ELIZABETH TOWNE CO.

How to Develop' Personal
Power

(Continued from page 58)

mate friends but books. Another says, seek
the companionship of people, study man-
kind, make yourself popular, and achieve
success thru influence. If you obey the first,
a dozen friends differ in the books they sug-
gest for your training; if you yield to the
latter, as many varying counsels are given
regarding the kind of people whose ac-
quaintance you should try to cultivate.

It is shecr madncss even to attempt to
follow all the counsels of all our bet
friends. It would require twenty lives. We
must decide things for ourselves. Seek the
highest impulses of your own nature, the
God within you, and the power to decide
wisely shall be given you. Once having de-
cided, steel yourself to criticism. Whatever
course you choose, soine of your friends will
decry and bemoan your decision. ~Content
yourself with the thought that, while they
are your good friends, and mean well, they
cannot live your life for you, and, therefore,
you must live it yourself, and in your own
way. Like a locomotive, you must follow
your own headlight.

‘There is nothing which more strongly aids
the development of our powers than stand-
ing firm and unswerving thru a storm of
criticism, when we know we have chosen the

Dept. C-32 Holyoke, Mass.

right pathway, and that our motive is &
worthy one, however questionable the course
may scem to observers. It is impossible to
pass thru such an experience without keen
suffering until we rise to heights of spiritual
serenity, which few of us attain in youth:
but suffering is another source of develop-
ment.

“BREATHED-- BREATH OF LIFE”

S

into man, is what the Bible says God did.

When we look around us and see how lacking in interest and
enthusiasm, how dead and lifcless most persons are, we are
prone to believe that either God did a migﬁty poor job, or else
that most persons have squeezed the ‘breath of life” out of
themselves since they were born.

The Power of Attractive
Personality

yowers of mipd RW
» n v

When we see what thousands have done towards bringing the
“breath of life” back to them; how they have restored their
interest in life, built up their enthusiasm and become strong,
healthy, bapgy and prosperous since studying and applying the
lessons taught in the book on

“Concentration . drhyoion”
By F. W, Sears, M_P, (Master of Psychology)

we know then that It was nut Gied's failure to do a good job in the begin-
ning, but that it has been man’s failure to appreciate what an ercellent
b God had done in creating him.

Man’s whole trouble, since the beginning of time, has been his attempt
to belittle himself and his power, instead of appreciating the wonderful
work of and uslng his power to make of his personsl self a fitting
inatrument through which his God-self might manifest.

This book teaches how to use one’s power in creating an interest in
life; how to generate the enthusiasm in one’s own consciousness which
makes life worth living; how to meet the common-place snd humdrum
:t!lhlln of ue.rfyidly life with ? o.'nnu:laulnenl ::\:lnh enables one to rise above F.W. S

elr petty effects, transmuting sorrow, sickness, misery snd lack, into . W. SEARS, M. P.
jn’i bealth, ‘d and the of everytbing he deslres. » M. P. (Master of Paychology)

nterest and enthusiazm fin life are all that make Iife livebls. This little book teaches the secret of {ring bo

Prics, 50c paper; 750 cloth, postpaid. Money back If you waat It. Take re substitutes. None ozhas :uN:tl :ln'goodt}";
At all reliable book stores or by mail direct from publishers.

CENTRE PUBLISHING COMPANY, Suite 665, 108-110 W. 34th St. (at Broadway), New York

Note:—Dr. Bears loctures Sundays 11 s.m., Princess Theatre, 35th St., bet. Broadway and Sixth Ave, N. Y. City

LAW SCHOLARSHIPS FREE

Write now-—guick for particmiars of Q‘-blcm —8 tre -
mm.' ':a.n. duo-.mm.'ualnra:o‘".t:.mw:a

tremondous eoppertunity

promptly, to Introduce our new copyrighted casy method of lastruction.
.u; ?-dm-.n.l.o:t m:ge-l and Mﬁ.u -o-u:'u‘::: course. :-‘.n'o‘ by bench and
fors. Ne ebligation. This is a ence In a iife-time proposition. e for

AMERICAN CORRESPONDENCE SCHOOL OF LAW *2°*metras
QUICKLY

LANGUAGES 24§t OSTAGE

ON ALL PHONOGRAPAS
;;E}&l:}:z:z-:c{nnt—ndunm‘ ' g:r disc Recards .

e e ead Trvnda eaiby lanpuas™ stody by e The 25c monthly magazine that tells

LANGUAGE-PHONE METHOD how to transact business by mail—

and 's Practical L y Advertising, Selling, Collecting, Catalogs,

Booklets, Circulars, Letters, Office Systems,

Money Saving Ideas. Send $1 for 6 mos.

POSTAGE, One Madison Ave., New York

® ® .
The glory of love is_that it delights 5“
doing for nothing what noboedy else will do
for money.
® © @

A man is king or slave every momeﬂl""
his life. He is either conguering of bf“"
conquered.—victor or vanquished. Eithet
the man or the brute is always on the thror®
When the man steps down the beast step* op

The war has created unlimited tty. Pre-
Bntieas. “Braet up on Bve langhake pon roudiod
reve. Bron o
atscbool. Write for Bookl:t MTM m‘l Offer.
THE LANGUAGE PHONE METHOD '
951 Putnam Bidg. 2 W. 45th St., . V.
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A CORNER FOR LAUGHS

England in the East

The following advertisement recently ap-
peared in a Siamese newspaper:

“The news of English we tell the latest.
Writ in perfectly style and most earliest. Do
a murder git commit, we hear of it and tell
it. Do a mighty chief die, we publish it,
and in borders of somber. Staff has each
one been college, and write like Kipling and
the Dickens. We circle everytown and extor-
tionate not for advertisements. Buy it. Buy
it. Tell each of you its greatness for good.
Ready on Friday. Number one.”

®

® =
Leap Year!

An Irish sheriff got a writ to serve on a
young widow, and on coming into her pres-
ence he said, “Madam, I have an attachment
for you.”

“My dear sir,” she said, blushing, “your
attachment is reciprocated.”

“You don't understand me.
proceed to court,” said the sheriff.

“Well, I know 'tis leap-year, but I prefer
to let you do the courting yourself. Men are
much better at that than women.”

“Mrs. P——, this is no time for fooling.
The justice is waiting.”

“The justice waiting! Well, 1 suppose
I must go; but the thing is so sudden, and
besides I'd prefer a priest to do it.”

: W oE R

Getting Even

A neighbor of General Ben Butler entered
his law office one day and said: “General,
what would you advise a man to do if a
neighbor’s dog had come into his yard and
killed a chicken?”

“If I were you,” replied Ben, “I should
" t» the owner of the dog and state the
facts. If he's the proper kind of man he'll
pay you what the hen is worth”

“All right,” said the visitor. “Your dog
killed my chicken. And my chickens are
worth ten dollars apiece.”

The General peeled off a bill and handed
it to his visitor with the greatest of geniality.
But the next day the owner of the hen re-
ceived a bill for ten dollars for “professional
services,”

You must

B R R
Impossiblel
“I suppose,” said a sympathizing neighbor,
“that you will erect a handsome monument
to your husband’s memory ¥
“To his memory! Why, poor John hadn’t
any. I was sorting over some of his clothes
to-day, and I found the pockets full of let-
ters I had given him to gst."
oW

The Rule

The new doorkeeper at the local museum
had evidently learned the rules by heart be-
fore taking over the job.

“Here, sir, you must leave your umbrella
at the door,” he said to a visitor who was
going straight through the turnstile.

“But I haven’t an umbrella.”

“Then you must go back and get one” was
the stern reply. “No one is allowed to pass
Ln here unless he leaves his umbrella at the

oor|”

= O H.
Ideal Attained
“Were any of your boyish ambitions ever
realized?” asked the sentimentalist,
“Yes,” said the practical “When
my mother used to cut my hair I often
wished I might be bald-headed.”

» Google

and Safeguards Your Health

HOUGHTFUL people

throughout the country ar-

range policies in the POSTAL
LIFE INSURANCE COMPANY be-
cause, first, it supplies sound
legal-reserve protection at low
net cost and, second, because it
performs an important service
in  health-conservation for its
policy-holders.

The Company dispenses with agents;
it deals direct with the public, and policy-
holders save, and may deduct from their
first premium, monthly, quarterly, semi-

Postal Life Building

annual or annual, a guaranteed commission-dividend corres-
ponding to what other companies pay out the first vear to their
agents, less an advertising charge,

In subsequent years, PostaL Lire policyholders may also de-
duct the agent’s full renewal-commission of 7V4% as premiums
are paid; also an office-expense saving of 2%, making up the

Annual

Dividend of

The Company also apportions and
pays the usual contingent dividends
that other companies pay, and these

should increase sach year.

Furthermore,
Health

one medical

examination
at the exp the C

the Company's
Bureau performs an impor-
tant service, l:dm“h-m:mntbu

Healt letins
for :h.mf.m: of its policyholders
by granting to those who desire,
each year

I Guaranteed
2 % in the Policy
Bear in mind, Postal Life

policies are binding on the Compan
wherever the i'nnu'-dﬁum e
By doing business through the
mails—direct—it not only effects im-
portant savings for policyholders,
but also brings the benefits of in-
surance protection and health con-
servation to the remotest sections
of the country, thus performing a

di

tocheck or cure it.

in time

Q

O

Strong Postal Points
First: Old-line legalre
ferve insuramce—not fra-
ternal or assessment,
Becond: Standard Policy
reserves.  Resources more
than $9,000,800, Insur-
ance tn force $40,000,000,
Third: Standard Policy
provisions, approved by
the New York State In-
surance Department.
Fourth: Operates under
the strict requirements of
New York State and suls
ject to the United States
ostal authorities.

ifth: High medical
standards in the selection
of risks,
— Blxth: Policyholders'

Health Bureawu ar-

P, 7 | ranges one free medi-

-

cal examination each
year, if desired.

3
)')

© 511 Fifth Ave., corner 43d Street

public service akin to rural free de-

y, thus
livery and the parcels post.

For the reasons here stated and others,
the PostavL LiFe is justly designated “The
Company of Conservation"—of moncy and
of health.

Write at ence snd find out the exact sum the
Company will save you o. your age on any standard

lorm of contraci —Whele-Life, Liciited-Payment
Life, Endowment or Joint-Life.

No agent will be sent to visit you: the Postar
Lire dispenses with them. Be your own agent
and save his commission for yourself. Call at
the office or write for full ufficial information.
Simply say:

Mail me insurance particulars
as per advertisement in NEW
SUCCESS for March.
In your letter be sure to give:
1. Your full name.
2. Your sccupatien. 3. The exact date of your birth.

Postal Life Insurance Company
Wu. R, Maroxg, President -
New Yor

-

ey
[
The POSTAL Saves You Money

-
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How Right or Wrong
Thinking
Measures Your
Income

Hidden within you are latent powers greater than you ever
Let Orison Swett Marden tell you how
right or wrong thinking brings out these powers to their

dreamed you had.

fullest possible extent—how to make your mind a force that
will make your income and your influence all you ever wished

IGHT or wrong thinking not
R only measures your income
but measures your influence
wherever you go and in whatever
you do. Dr. Marden is the man who
has set thousands of people on the
route to successful thinking, con-
structive thinking. Let him reveal
the amazing capacities you possess.
Let him make your mind a veritable
dynamo of successful, straightfor-
ward thinking that wins for you the
things you want and the success you
aim for.

Many a man who thought he
possessed only mediocre abilities has
discovered wonderful new powers
within himself after reading Dr.
Marden’s suggestions. Some of the
things that his writings have done
would almost seem beyond belief
were it not for the positive proof in
thousands of letters telling of actual
experiences. Men who otherwise
might have spent the rest of their
lives as plodders have suddenly been
transformed into veritable dyna-
mos of energy and success.

“Dr. Marden’s writings have proved the
turning point in my career, enabling me to
secure a fine position and an interest in a
retail business doing upward of $200,000 a
year,” writes Leonard A. Paris, of Muncie,
Ind. This is only one of the more than
75,000 letters written to Dr. Marden in ac-
knowledgment of his marvelous stimulation.
Nearly 2,000,000 of his books have been sold
—translated into some 20 foreign languages.
Charles M. Schwab, Theodore Roosevelt,
Lord Northeliffe, Hudson Maxim, John
Wanamaker, Luther Burbank, Ella Wheeler
Wilcox, and many other great people have
written him letters of gratitude.

No matter how satisfied with present con-
ditions you may be or how struggling or
discouraged—Dr. Marden will inspire you
with new energy, new courage, new powers.
And right now, in the prime of his life-time
experience, Dr. Marden has again given the
world another great work.

» Google

““The Victorious Attitude’’

This new book vibrates from cover to
cover with magnetic truths. It awakens you
to the slumbering powers you unconsciously
possess. It tells in irresistible style just
what the Victorious Attitude is and how you
can get it. What a grasp your mind would
have if you could always maintain this Vie-
torious Attitude towards everything! How
it would enable you to surmount all bar-
riers, master all difficulties, sweep aside all
restrictions, and hasten your triumphant
success!  Radiate a hopeful, expectant,
cheerful, confident antitude! Accept the
plain great truths Dr. Marden describes so
clearly in “The Victorious Attitude” and
you will find it easy to reach the pinnacle
of your desires.

Dr. Marden has a wonderful way of
making you think right. He stirs up new
hope and new ambitions. He seems to
arounse every unused cell in your brain and
sets them all functioning toward great suc-
cess, The Victorious Attitude which Dr.
Marden shows you how to win is the great-
est force for success and accomplishment
that anyone can possess.

Great Secrets Revealed

Learn the mysterious power, the tremen-
dous force there is in the vigorous, inces-
sant affirmation of conditions which you
long to establish; learn why health is one
of the most important factors in success, and
how the Victorious Attitude toward it will
help produce it; learn how to measure up
to your ideals; learn about the marvelous
secretary you have, closer to you than your
breath, nearer than your heart beat, a faith-
ful servant ready to execute your faintest
wish. Learn about the wondrous workings
of the subconscious mind, the realms of
sleep, and learn how to foil the ravages of

“old age and maintain your youth,

Thinking that Pays

“The Victorious Attitude” will help you
make your mind a factory of thinking that
pays in business profit and social popular-
ity. Page after page flashes with forceful,
striking questions and anecdotes. There are
16 powerful chapters, the value of which
no one can realize until he has read them.

Get a copy of the “Victorious Attitude™
and learn the secrets contained in it. Learn
te assume the Victorious Attitude. Absorb

Dr. Marden’s message. Every man or woman
who earnestly longs to prosper and succeed.
who has an ideal of a better and more useful
life, a bigger position or more influence in
his business and social world should send
for a copy of this great book to-day—on a
special offer which you will be glad to learn
about.

Send Coupon Today

For a limited period you are offered an
opportunity to secure the “Victorions Atti-
tude” in combination with a year’s subscrip-
tion to THE NEW SUCCESS for $3. After
May 1st the price will advance to $2.50 _

Here is an excerpt from one of the many
thousands of letters received from our
readers telling how highly THE NEW SUC-
CESS is appreciated:—“One copy of your
magazine has been the means of my closing
a deal amounting to several thousand
dollars.”

All you need do 1o get this wonderful
masterpiece of Dr. Marden’s, “The Victori-
ous Attitude,” and his magazine for 12
months is to mail the coupon below. Keep
the book 5 days, read it and reread it.

For so confident are we that you will see
the great benefits that Dr. Marden holds for
you as have thousands of others, that we
agree that if you are not entirely satisfied,
all you have to do is to remail the book
within 5 days after its receipt and your
money will be refunded in full and with-
out question.

But you will like the book. Therefore,
mail the coupon at once and by return mail
the “Victorious Attitude™ and current num-
ber of NEW SUCCESS will be gent to you.

THE NEW SUCCESS
434 St. James Building, New York City
FREE EXAMINATION COUPON

THE NEW SUCCESS
434 St. James Bldg.‘ New York, N.Y.
T cnclose $3 as examination deposit. Please
send me the “Victorlous Attitude” and enter
my name for a year's subscription to THE
NEW SUCCESS. (In Canada $3.50, in for-
elgn countrles $4.00.)

R LEE T L PR



Maeterlinck, the Emerson
of Belgium
(Continued from page 56)

in the French capital he always managed to
hide himself in out-of-the-way places where
he could observe without being observed and
think without being thought about.

His supernatural touches, his psychologi-
cal attainments, and his delineation of hu-
man emotions are probably more remarkable
than those of any other living writer. To-
day he is keenly interested in the problem
of the life to come and the solution of the
mystery of death.

Probably no other foreign author has ever
enjoyed such a vogue in this country. His
first impression of the skyline of New York
City was that it was too “hazy and unreal”
to be other than that of a “dream ecity”!

ESPITE the fact that he has absolutely

no liking for music—he is tone deaf and
music bores him—few authors have been
more popular with composers than Maet-
erlinck. Five of his plays have been set to
music: “Pelleas et Melisande,” “Ariane et
Barbe Bleue,” “Monna Vanna,” his famous
“perfect tragedy,” “Death of Tintagiles,”
and “The Blue Bird.” The composer of the
music for “The Blue Bird” is Albert Wolff,
who was an aviator in the French army at
the time he began to write his score. Imag-
ine writing music for an opera of happiness
within sound of the roar of enemy guns, and
in constant danger of death! Yet he pro-
duced a success.

To read Maeterlinck is a distinct joy; yet
the reader who seeks only beauty in his
books, who overlooks their underlying truths,
misses much. Maeterlinck is not one given
to interviews or to public utterances. He
has his own means of imparting his mes-
sages to the world, and he pleads with the
world to heed what he writes. He is modest
and retiring, happy in the affairs of his do-
mestic life, yet by no means a hermit. Prob-
ably few men have ever had a greater in-
sight into human emotions and a saner view
of life. Few men have given more readily
followable formulas for making life better
and more worth while. His dogs, his ecats,
his flowers, his fairies, and his prattling
children, all point to great moral lessons:
little sugar-coated presentations, so daintily
entertaining that one sometimes almost fails
to grasp the point. Yet it is just this glamor
that makes them more readable, more en-
jovable, and more profitable, to those who
seek its truth,

—_— e

When you see your employer cheating
some one else, quit him before he gets a
chance at you.

® @ @

More men fail thru ignorance of their
strength than thru knowledge of their
weakness.

@ @ @

You may succeed when others do not be-
lieve in you, but never when you do not be-
lieve in yourself.

® @ @

Carry yourself with a self-confident air, an
air of self-assurance, and you will not only
inspire others with a belief in your strength,
but you will come to believe in it yourself.

@ ® @

Alexander the Great and Diogenes once
met. Alexander was proud-hearted because
he had been able to gratify his desire; Diog-
htil:-. that he had been able to extinguish

Digitized by G{)k -gle
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10 Lleam SONS F REE
Write—quick—for particulars of this extraordinary offer;
an opportunity you will never forget if you take advantage
of it.  Ten lessons in effective public speaking absolutely

FREE to those who act promptly, to introduce our course
in localities where it is not already known.

We Teach You By Mail

We teach you by mail to become a powerful and
convincing speaker—to influence and dominate
the decisions of one man or an audience of a
thousand. We have trained hundreds and helped
them to increase their earnings and their popu-
larity, Learn in your spare time at home how
to overcome “‘stage fright” and conquer fear of
others; how to enlarge your vocabulary ; how
to develop self-confidence and the qualities of
leadership; how to RULE others by the power
of your speech alone; how to train your memory.

Our

NEW,EASYMETHOD

WHAT THE COURSE
TEACHES YOU

How to talk before your club or

odge.
How to address board meetings.
How to propose and respond to
toasts.
How to make a political speech.
How to tell entertaining stories.
How to make after-dinner
speeches.
How to converse interestingly.
How to write better letters.
How to sell more goods.
How to train your memory.
How to enlarge your vucaiuinry.
How to develop self-confidence.
How to acquire a winning person-
ality.
How to strengthen your will
power and ambition.
How to become a clear, accurate

thinker. perfected and taught only by Prof. R. E. Pattison Kline,
How to develop your power of former dean of the Public Speaking Department of the
concentration. Columbia College of Expression, can be learned in 15
How to be the master of any situ- minutes a day. Prof. Kline is one of the foremost authori-
ation. ties in the country on public speaking and mental develop-

ment. Do not let this chance escape you.

'-———-—

Mail This Free Coupon

/ FREE
) LESSONS COUPON
Offer Limited! Send no Money

2263 Manhattan Building,

This Special Offer of TEN LESSONS FREE is made strictly for ad. Chicage, ML

vrrtmn? purposes and will be withdrawn without notice.  Write

now, before it expires, and receive full particulars with enrollment / T am interssted o your ﬂnu:'u 1l
| . . . Toatl anw - f Fffective Publie Speaking and you

blank by return mail. No obligations o -.m[‘ kind. Just tear off e T e e

and mail this free coupon—or a postal will do. fUll particalare . This sequeet pleos

me under no obligation of any kind

NORTH AMERICAN INSTITUTE / swee .o

2263 Manhattan Building Chicago, Il / Street

Original from

UNIVERSITY OF CALIFORNIA

Nerth American Institute
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A Wonderful Little Book
of Health and Life

Gives more up-to-date facts about Health,
Food, and the way to live than large volumes
costing $5.00, and gives It all in plain, scnsible
language, and costs only G0 cents delivered to
your nddress.

Tells how henlth can be olitained without med-
icine—or any aystem of excrcise—HResults show
in a single week, even In secemingly hopeless
cases.  Any e weak, run down, nervous, or
having lost all Interest in life enn again enjoy
living. Tella how simple and easy it is to ac-
complish this without medicine, Tells how
food alone causes health or discase, and how
by the right eating combined with Partial Fast-
Ing the most remarkable ¢ffect on the health s
produced almost immediately, Tells also of the
mixed grain method of nourishment and ita
quick effect especially If used with Partlal Fast-
!.ni: Method

xplains this method and how Olive Ol glves
health if used properly and the right kind. Ita
really wonderful effect in Constipation and Gall
Stones. Tells how a simple kitchen vegetable
that If eaten raw has most marvelous tonic and
Invigorating effects, different from any other
food—If not cookcd—and if taken to get Its full
and beneficial effect producea results that seem
almost I.n ynnd belief,

It b theumatism ven In the joints—
banishes almost Immediately “that tired feel-
ing." Is almost as tonic as brandy without in-
toxicating. Eaten frecly in its raw state has
restored to health persons far gone in a deellne,
It glves Vigor and Strength and yet {8 only n
simple vegetable that nearly everyone uses, but
people do not know its wonders because not
enten raw,

‘Tells how to nourlsh and restore the halr—not a dye or
drug. Hew to make the eomplexion delicate and fine with-
out drugs or cosmetics.  Glves modern farts about Food
Nearly all sickness comes from wrung eating—while eorrect
cating restores to health.

Hnsrs

Some very startling faets about food and 1ts effects.
hrealth knowledgo than in $5.00 books and costs only
cents postage paid to your address.  If not entirely satis-
factory your money will be retumed.

Ask for “Health Facts."

GEO. CALLAHAN & CO,,
217 Front St.. nt Beelkman, New York City

If interssted plesse cut this out

'Galnmg ﬁ!r F[n’rhorshnp

Howtowrite, what to write,
and where fo sell.
Cultivate your mind. thlup

literary gifts.

art of self-axpression. Malu i
%‘wr spare time profitable.

wrn your idgas info dollars.,
Courses In Short- Story Writ- |
ing, Versification,. Journalism,
Play Writing, Photoplay

ete, taught person-
Dr.Esenyein u]]y::‘pr I Bory Basywain,
for many years editor of Lippincott’'s Magasine, and
n staff of literary experts, Constructive criticism.
Frank, honest, helpful advice. . Realteaching.
O pupil has rocsived over $5,000 for stories -nJ

ﬂw.h-wﬁcmlno week from

photoplay writing alone.
There is nnotlm!.nlm\nwnorlgmcy ‘doing so much
for writers, young or old. The universities recognise
this, for over one bundred members of the English
faculties of higher institutions are studying in our
Literary Department. The editors recognize it, for
they are constantly recornmending our courses.

W publish Tha Writer's Library, |13 vobames| dascriptivs

trockbet ‘piter’s Monthly, the bosd-

‘1 Springfield, Ma?::hool

ll‘\'-- T e
.' o Il TN

‘“NEW PSYCHOLOGY BOOKS”’

o you reallze what the New Psychology means?
Are you familiar with psychic science? Can
Fou use supernormal powers and enter the apir-
tunl world at will? Are you famillar with oc-
‘ult science and the fact that we can conscious-
¥ commune with the spirit world? Are you
nourning for a departed loved one? For books
ind correspondence courses on the above send
tamped addressed envelope to Dr. J. C. F.
irumbine, 1016 East 105th St., Clﬂ'elnm] Ohio

STAMMER 22

Ro-education the key. This marvelous method fully
llnod.ln nn accurate, dependable, worth while book, "BO
MERING.** Mnll-d on receint of 10 conts.
1!- mtﬁnl Illll‘hh. 109 N. Dearborn, Chicago, Iil.

EORSORATED 804

Digitized by GO'\ -gl@

What Good Books Can Do for You

ing, nor any pleasure so lasting.”

Nor is any other pleasure so easily
procured. In olden times, books were very
rare and precious. Only the very wealthy
could own a book, and few even among the
wealthy and powerful could read. To-day
education and books are within reach of the
poorest and humblest.

Of the vast range of opportunity that lies
ready for the service of youth, an essential
portion is to be found in g()od bonks. They
persist because truth forever vitalizes what-
ever form of expression it takes, The ac-
quisition of the simple technique of mas-
tering books is indispensable to the attain-
ment of a real education and the broadest,
finest culture, for good books will serve the
student with their truth to the end of his
days. And it must be remembered that as
books come inte being thru concentration
and the reflection and suggestion of environ-
ment to their writers, so they must by con-
centration and reflection in reading be ab-
sorbed and brought into the environment of
the reader. This is distinctly the vatahzing
process in reading.  And when reading is
not vital it iz necessarily dead.

If we have a fair perception of what read-
ing it is best to pursue, and if we have
learned somewhat the method of painstaking
reading, the hour we can give to it, even
infrequently, will become one of the distinct
pleasures of life.

¥ E R

F T want to know and associate with
worth-while people, without the neces-

sity of dressing up, without any formality
or ceremony, I can do so thru books, where
I shall n]\-\nn find them in their best mood.

“Plato is never sullen,” says Macaulay.
“Cervantes is never petulant; Demosthenes
never comes unsecasonably; Dante never
stays too long; no difference of political
opinion can alienate Cicero; no heresy can
excite the horror of Bossuet.”

Thru my books, whenever 1 feel like it, I
can enter the House of Commons and listen
to the thrilling oratory of O'Connell, of
I'dmund Burke, Disraeli, Gladqtone, or
Bright. They will admit me to the floor of
our Senate, where I can hear the matchless
oratory of Webster, Clay, Calhoun, Sumner,
Ivereit, or Wilson. They will pass me into
the Roman forum, where I can hear Cicero,
or to the rostrums of Greece, where [ may
listen to the magic eloquence of Demos-
thenes.

Do 1 feel like hearing an eloquent sermon?
Spurgeon and Beecher, Whitefield, Hall,
Collyer, Phillips Brooks, Canon I'nrrm-. Dr.
Parker, are all on my bookshelves or in a
nearby library, waiting to give me their
greatest eﬁ'nrh.

Do 1 feel indisposed .and in need of a lit-
tle recreation this afternoon?  Without
boarding a steamer I will take a trip across
the Atlantic, flying against the wind and
over breakers without fear of seasickness,
storms or untoward accidents. I will inspect
the world-renowned Liverpool docks: take
a run up to Hawarden Castle, go into Glad-
stone’s study and get a glimpse of the park
where the great statesman used to cut down
trees for recreation. I will fly over to Lon-
don, take a run thru the British Museum
and see the wonderful collection from all
nations; go thru the National Art Gallery
and visit Buckingham Palace. Or 1 can
take a run thru the famous:English lake
region, visit Oxford and Cambridge; cross
the English Channel, take a flying trip to
Paris, visit the tomb of Napoleon, the

“N() entertainment is so cheap as read-

Louvre Gallery; take a peep at one of the
greatest pieces of sculpture in existence, the
Venus de Milo, and at some of the finest
paintings in the world; go into the Grand
Opera House, promenade thru the Champs
FElysee, pass under the triumphal arch of
Napoleon, take a run out to Versailles and
inspect the famous palace of Louis XIV.

® R R

HAS any other thing such power to lift
the poor out of his poverty, the
wretched out of his misery, to make the
burden-bearer forget his burden, the sick his
sufferings, the sorrower his grief, the down-
trodden his degradation, as have books®
They are friends to the lonely, companions
to the deserted, joy to the joyless, hope to
the hopeless, good cheer to the disheartened.
a helper to the helpless. They bring light
into darkness, and sunshine into shadow.

A noble book is a miracle wrought by hu-
man agency. What more wonderful than
that the thought of a lifetime should be made
visible and concentrated so as to he carried
in the pocket; that black lines and dots on
a white page should bring before our rinds
the most beautiful images. More remark-
able than the telegraph, the telephone, a
hook not only annihilates space, but time,
and carries the voice of David and Homer,
the sages, poets, heroes, and philosophers
acioss the seas of the ages. “There is mwo
Past as long as Books shall live,” says
Lytton.

B ER

00D books elevate the character, puri-
fy the taste, take the attractiveness out
of low pleasures, and lift low-flying ideals
to a higher plane of thinking and living. It
is not easy to be mean directly after reading
a noble and inspiring book. “My books,”
said Thomas Hood, “kept me from the ring,
the dog-pit, the tavern, and the saloon. The
associate of Pope and Addison, the mind ac-
customed to the noble tho silent discourse of
Shakespeare and Milton, will hardly seek
or put up with low or evil company or
slaves.”

We unconsciously take on the qualities of
the books we read. We tend to become like
that which we think most about or with
which we associate. If we live with refined,
high-minded persons we tend to absorb and
reflect their qualities, If we habitually read
books that expand and elevate the mind, we
grow in mental stature. Michael Anp:tln
said, “When I read Homer I look to see if 1
am not twenty feet tall”

Tell me the kind of books you like best
and 1 will tell you what kind of a person
you are: whether you are coarse or refined,
whether you are a lover of the sublime, the
beautiful or the reverse, whether your mind
aspires or grovels, whether the lower animal
instincts or the higher and finer domi-
nate in yon. As a matter of fact, I
can tell the character of your reading by
conversing a short time with you, for, altho
a man may not talk about it, his conversa-
tion inevitably will be flavored by his read-
ing.

%\"e can easily distinguish the stranger who
has read to some purpose. His rich conver-
sation will reveal his favorite authors, while
the poverty-stricken unread man quickly be-
trays his lack of knowledge and culture.
Men who habitually read the classics have a
breadth of view and a toughness of mental
fiber which cannot be obtained by those
whose highest inspiration is derived from
the sporting pages of the newspaper or ths
latest sensational novel—0. S. M
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Self-Confidence Is the

Secret of My Success
(Continued from page 40)

strangely, both the opera-house audience
and the big outdoor crowd selected for the
benefit performance at the end of the too
brief season, the same opera, ‘Marta." And
this in spite of their enthusiasm for *Aida’
and other operas that seem to demand great
spaces.

“I enjoyed my visit to Mexico and found
great sympathy among the people. Wher-
ever I went, I found friends among strang-
ers. Men, who waited for no introduction
beyond having seen me across the foot-
lights, wished to entertain me—each in his
own way. To meet great-hearted people,
lovers of divine music, is a true reward for
all the sacrifices of a singer's life; and it
must not be forgotten that to please in
opera demands constant giving up of many
ordinary pleasures. Without such sacrifice,
willingly made, I think, when one has made
up his mind to the necessity of it, the life
of an opera singer is not the satisfaction
an artist hopes to find it.

¢€«rPYHE life is one of hard work, however
finely one dresses it up for the

public. I am proud to think it has been
a working life. This thought adds to my
dignity as a man, To start with, an in-
tending Artist must believe in himself.
Experience should confirm his self-belief.
He knows then that he is on the right road
for himself. Then comes the question: will
he succeed or fail? Here are a few of my
own generalizations drawn from over a
quarter of a century on the stage of grand
opera:

“Success is due to real work along one's
natural lines,

“Work, work and still more work makes
the fine singer.

“Less work makes the indifferent singer.

“Laziness in preparatory work makes the
failure.”

“I Will”

¢ WILL" has a spirit that nothing
daunts;

Once he gets his eye on the thing he wants

He rolls up his sleeves, and he pitches in

With a splendid zeal that is bound to win.

“I WILL" never hesitates lest he fail—

In his heart he's sure that he will prevail.
No mountain can halt him, however high;
There's no task so hard but he'll have a try.

“I WILL” sets his teeth when things start
off wrong;

He just grins, and mutters: “This can't last
long.

I'll take a fresh start; and Adversity

Will be going some if he catches me.”

“I WILL” has a punch hid in either hand;

He has training, strength, and a heap of
sund;

He swings his hard fists in the world’s grim
face,

And he bangs away till the world gives
plate.

“I WILL" understands in his own strength
lies

The one chance hell get at the things men
prize.

Discouragement, failure—rfothing can chill

The stout heart of him who declares, “I
WILLP —Selected.

® @

®
“Dollars are vulgar until filled with char-
cter.”
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Last Day
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Jack London

Finish These

Stories for
Yourself

The girl gov
$6 & week, and
was lonely.

“Plgey"'you
can Imagine
his kind,—was
walting down-
stalrs. He knew where cham.
pagme and musle could be had,
But that night she didn't go.
That was icni Kitchener's

doing. But another night—

sprang, while leaped out
at her side mimicking the un-
hideous bounds of a

couth,

gorilla —she In her woods

nymph dress of leaves and he

in the clothes of Broadway.
There in that diagy nl

court—in the pale flare of

‘They were walting for him
collapse, before they killed
him. He was alone with two

=llke some ol
dess out of the Pacific. And
alone, they two lought off the
two hundred.

ree-

THE sets of Jack London which
have been given FREE with O.
Henry are handsome sets of books and
we cannot under present conditions give
such booksaway. We have the choice of
discontinuing the offer or giving you flim-
sier books. We prefer to stop the offer.

Before doing so we wish to make this one
announcement. As long as the present edition
lasts you can get the O. Henry at its regular
price and the Jack London FREE, This, how-
ever, is your last chance. Send the coupon
without money at onceand get your O. Henry
for examination and Jack London FREE,

O. Henry has made another record. More
volumes of his works have been sold than an
other short stories in the history of the world,
Up to the day this page goes to press 3,784,000
volumes have been sold—in England and Aus-
traiia, France and Germany—throughout the
world—over two million in the Unijted States
alone. So many editions have been printed that
theold plates were entirely worn out and we
had to make brand new plates for this edition.
So you will get the very best impression from
these new plates—clear, clean print.

- Onlya Few Days Left

Tomorrow may be too late—Toduy—Noav
is your last chance to get a FREE SET of
JACK LONDON. Don't miss it. Delay
will cost you money. Don't be left out of
this last chance offer. Thereare comparatively
few sets left. There will be no next time.
Your chance is here now—while you've got
the coupon before you—send jt—save money.

p DO IT NOW |
Send the Coupon Now -~
Get Jack London frec—and join the N8
millions who have weptand laughed 3-28

gdﬂf:lt better for the reading of FPR ot
- Henry's warm, kindly, joy- 30 Irvi
ous, tragic bits of life, ’ 2~ New Yod City
Remember that the end
of thesaleisathand. A
day lost will cost you , 7 )

#  Send meon approval
charges puid by yoa,

s O. Henry's wurks in 12
old tep, Al

¢ Addrar eeninns
Decupation.oseassrsssnssssse
* ;I;e speclal § Keratol binding of O 'y l:m":,‘“;' ,|r,-
mere e and has For this
/ h::;um“rtm.. mll:‘ ﬂu'np mﬂ-m In five days and
them §3.00 & month for § wonths. .

enry ©
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¥ OF CALIFORMNIA



The New Success

FEAR

tense hatred, anger,

human beings.

Wrong mental attitudes will therefore in time destroy the physt-
cal. You can't doubt our sovernmant report, that's sure. The mis-
erable state you are now in and have been trying through physical
means only to throw off may primarily be due to wrong thought.
Leavitt-S8cience has found the way to con-
quer these enemies of yours through combining the mental and physical agencies nature has fur-
nished us for development. All weakness can be put to flight and health, strength, happiness and
Leavitt-Science teaches the simple laws of life, opens wide the door of
success and makes you the strong, self-reliant person you should be.

OUR GOVERNMENT USES SIMILAR METHODS

Here {8 help for you.

success established.

READ WHAT OUR GOVERN-
MENT EXPERTS SAY—

Recent experiments made at the Laboratory of Psy-
chology at Washington have demonstrated that a bad
thought causes a chemical action to take place that
injects a poison into the blood. The poison of fear
will kill a guinea pig in a few minutes. An hour of in-
sorrow or fear will throw off
enough poison through the breath to kill fourscore

1, thad

The same re. ional, rea

and r

I employ are used by the

governments of the United States, E nghnd and France, in trcatmg cascs of WRECKED NERVES,
SHELL-SHOCK, FEAR, LACK OF SELF.CONFIDENCE AND SELF-CONTROL, and GEN-
tion with our present war.

ERAL NERVOUSNESS developed in

Send me 24 cents in stamps for my book LEAVITT-SCIENCE, which also entitles you to
a frec diagnosis of your case. You will then know just what your handicaps have been, and 1
1 can be of material help to you.

will tell you JUST how to overcome them.
be by writing today?

C.FRANKLIN LEAVITT, M. D.

Suite 738 14 W. Washington St., Chicago, Ill.

Will you let me

“I Made $3400
Last Wednesday” |

" Writes Mrs. Betty Smith from Florida.

That's fine for Mrs. Smith—but it's not
unusual for our agents are knocking out
%tmmey every day and everywhere,

e in today and find out about my
great special offer.

1007 to 2007 Profit

Yes, 2009%, pmﬁt. This is my “Lucky
g * outfit. Costs you only 55c—retails at
50 — you sell for 31.25 to $1.50. Anyone
can sell at that undercut price. And it is one
grca!t outfit, ton T]l'le bé“ le:txl:l‘; i‘l;l‘dlfﬂu
containin regular drug store articles
?bodymm. Writetoday for details,

t’s a Gold Mine!

That's what it is—a gold mine—
telh: like hot cakes—men and women coin-
ﬁ to 100 dollars a day —a baby could
sell “Lucky_11" a: thls splendid under-
cut price. Don’t delay a minute. You're
ing notes and hard silver while
you wait. Write me now for d .

Hurry Up-WriteToday

I can't tell you all about it in this
little space. Write me for full details, and
I've got a special proposition for crew man-
o too. Money, money, money, that's
what you want and I can help you get
it. Hurry up before you lose this ad or
someone else gets your territory.

E. M. Davis Products Co.
Dept. 2273 Chicago, Hlinols

Google

ey T L
\NOD Foreetil .
.. ) > m\\uv\?s\\\m
Make Your Mind a File
—Not a Pil

Ancoun i Su on III)I
ocsllion orlw facts and

figures,
a blank? Be ter of
lﬁd s [nﬂnilormunu—l.n:‘::d" : v&

l(m!edge in
is the basis of knowledge.

| Have Helped Tbomnds

Dickson method of memory
Ineul-ul training has been perlec!a\! bf
,mmnfﬂxplzrmnce Universclly zod

ns the
4 nﬂhk{nd Highly endorsed, Q-x&tnm
—easy to master. Give me 10 mingtes a da
and I wi I.l train

. be ableto classify ; ideas, names
ete. nsdluvethmnrauu!l!lmu Dotice,

Perfect Your Memory and You Can
Command What Salary You Will

our pame and address on &
send you, free, my interest-
R s onbowto.
U, ou
! wecare free my §2.00 . How
to Speak in Publie.™

Please Take Notice

The advertisement on Page 14 is of such
transcendental importance that every
reader of The New Success Magazine
is expected to answer it at once.

CHas. F. HaaneL
202 Howard Bldg.

ST. LOUIS, MO.

Sermons in Stones

COLORED exhorter said recently, in
the course of a sermon on “Money.
the Great Evil”:

“My brotherin, money cause mo’ trouble
in dis worl’ dan anyt’ing I knows on. Fac'
is, de debil am in de dollah! When I see
a man wid a pocket full ob money, I say
to myse'f: ‘Dar’s a man what needs a guar-
deen,” an' I feels des like takin® him home
an’ lockin® up dat money fo' him. Ef enny
ob you, in de hearin’ of mah voice, is got
money on yo' pusson, bring it right heah, and
lay it on de altar, an’ go yo' ways, an’ lemme
pray ober it, till a blessin® come to it. Doan
wait to count it; des come fo'ward an’ un-
load I"

‘GI
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WISH to heaven I knew Spanish. I
do not know what the man wants.
didn’t he send his dispatch in Eng-
said a New York business man one day.
"I can read Spanish, Mr. )7 said
his stenographer. She took up the dispatch
and translated it easily.

“You should have seen how Mr.
looked at me after I had read and trans-
lated the dispatch,” she said in relating the
incident. “Why, after that he could not
have been more polite to me if I had been a
princess. . Besides, he raised my salary.”

There was another girl in the same office
with but little education who had learned
the technical part of stenography, but had
passed from office to office, earning hardly
enough to keep body and soul together be-
cause of her inability to spell and punctuate,
or to write a correct and clearly expressed
English sentence. She was so eager to go
to work and make money that she felt it
would he a waste of time to go thru a
high school. She envied the girl who trans-
lated the Spanish message; but she soon lost
her own position because of inefficiency.

OT long ago, one hundred coaches fol-

lowed the hearse that bore a ten-months-
old baby from New York to the cemetery.
It required ten open barouches to carry the
flowers.

WHEN Morse asked for permission to
set telegraph poles in the State of
New Jersey, the matter was taken up in the
legislature and turned down as an “insane
proposition,” contrary to common sense.
After he had constructed a line between
Washington and Baltimore and was about
to make his first experiment members of
Congress were invited to be present, and one
member asked Morse how large a package he
expected to send over the wire. This was
about the way that the “insane proposition™
of telegraphy was regarded at the time.

Herbert Spencer said that the time would
come when it would be as disgraceful to be
found sick as to be found drunk.

® ® @

Look out for the man who vitalizes his
dream into material expression, who trans-
mutes his capacily@inl& nrgmlily.

A constant struggle, a ceaseless battle to
bring success from inhospitable surround-
ings, is the price of all great achievements.

® @ @

“There are some people who believe that
the whole human race will be saved,” said
an old lady, “but for my part, I hope for
better things.”

® & @

Circumstances have rarely favored great

LIFORNIA
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Success Nuggets

“A fortune without a man behind it is a
misfortcne.”
® @ @

“They missed it at the very start of their
lives. Since then they sit around tellin’ of
the things they might have done.”

® @ @

If money is so slippery that you can
hardly keep hold of it when you are watch-
ing it all the time, how can you expect to get
some enormous return for money which you
invest in some far-away scheme, which you

will probably never see and which is abso-.

lutely beyond your control?
¢ @& @

If you consider yourself as a worm of the
dust you must expect people to trample on
you. If you make a door-mat of yourself,
people are sure to wipe their feet on you.

® ® @

There is no disgrace in failing if you have
done your best, and if you are still facing
toward your goal. But your failure will be
a disgrace if your back is turned toward
your goal.

® & &

There are many people to-day who think
that the worst thing about crime is getting
found out.

R IE

It is a grander thing to be nobly remem-
bered than to be nobly born.

® & @

The door between us and Heaven can not
be open while that between us and our fel-
lowmen is shut.

® ® @

There are no such things as trifles in a
great man's creed.

® & @

Non possumus omnes—‘“we are not all
" as a student translated it, is true
in the original as well as in this odd render-

ing.
® ® @

You will see in life just what you are
looking for. It depends upon the lenses of
your mental vision. If they are black and
smoky, you will see the shadows, the gloom;
if they are clear and crystalline, you will see
the rainbow of beauty.

® & @
Do not measure your enjoyment by the
amount of money spent in producing it.
@ ® @
“The optimist is a man who has a good

time wherever he goes, because he carries
his good times with him.”

@ & @
Every day ahead of you is precious. All
k days back of you have no existence at
® ® ©

The most utterly lost of all days, is that in
which you have not once laughed.

® ¢ @

A human being is like a violin. It must
be in tune before it can play.

® & @

The home is a great leveler of all rank
excepting that of real merit and real worth.
:illel. as such, cut very little figure in the

ome,

» Google

Hundreds o Dollars “—s

in Commissions !

If you have real talent for sales-
manship,don’tburnitupon “small
Go after the
large units of sale with their worth-
Develop your
power and earn big money.

You may possess great natural ability.
But it will be incomparably greater—you
will be in the class of producers—when
your facilities are skilfully trained in

time” propositions.

while commissions.

modern business principles.

Ask any expert salesman if in-
tensive preparation does not bring
success to mine men out of fem,
awhere otheravise mine out of ten
would end among the loacly paid.

“Principles of Salesmanship”
By Harold Whitehead

Associate Professor of Sales Relations, Boston University; Author of
“The Rexall Course in Salesmanship,” “Peter Flint,” etc.

A Few of Its
Helpful Points

An analysis of the various
motives which prompt an
order or a refusal.

How to secure an inter-
view,

Sizing up the buyer.

Constructing  sales
ments.

Creating demand for a new
product.

Helping the customer to
make up his mind.

How to handle retail sales,
store work, etc.

Adapting your sales talk to
various temperaments.

An example of resourceful-
ness in closing.

Developing personality,
courage, initiative, etc.

How to prepare and mem-
orize definite, clear-cut state-
ments.

How to secure a position,
and when to give it up.

The question of salary.

And  many  hundreds of
others.

argu-

Sent for Your Examination

We will gladly send you a
copy for examination. Within
five days of its receipt, you may
either return the book or remit the
price, $3.00, as you decide. Sign
and mail the coupon today.

This work presents a complete, practical an-.
alysis of salesmanship. It takes up, step by step,
the careful preparation of the sales argument,
motives and possible attitudes of the buyer, how
to handle yourself in contact with the buyer, how
to meet objections and excuses, how to present
your points most tellingly, and every other as-
pect to the actual closing of the sale.

Ability Made Effective

The experienced salesman will read it with
interest and immediate profit, and the younger
man will find suggestions that he can put at
once into profitable practice.

Written in bright, attractive style, you can't
beat it for use in training a sales force. From it
can be learned sales strategy and principles that
can otherwise be acquired only through many
vears of hard experience,

Eminently Practical

_ This is a manual of prac- Bookstores
tical preparation. It is built | .. Our Manuals
up, not on theory and inspi- on
ration, but on solid, success- ACCOUNTING
ful experience, study, and ADVERTISING
sales ability. It is the most BUITHRSS AW

At All Good

CREDIT
complete and thorough treat- COLLECTIONS
i1se ever written on the sub- FINANCE

ject of salesmanship. CORRESPONDENCE
ORGANIZATION
MANAGEMENT

RETAILING

Harold Whitchead is a practi-
cal salesman who bas spent the
past twenty years with the defi-

nite purpose of making himself SALESMANSHIP
the supreme authority in mudern FOREIGN TRADE
selling methods,

Send for Catalog
He is widely recognized as a
salesman, organizer, and instruc.
tor, who has commanded outstand-
ng success in all three fields.

THE RONALD PRESS CO., Dept. 166
20 Vesey Street, New York City

Send me a copy of “Priaciples of Salesmanship” for
examination. Within five days, I wi'l return it to you
or remit the full price, §3.00

SIENATUre: ooy dwss e
Busincss Firm or Reference..... .........
Address .

-



The New Success

The Making of a Millionaire

A Marvelous Story Revealing a Secret That Enabled a $12-a-
Week Clerk to Become the Head of a $20,000,000.00 Business

was a $12-a-week dry-goods

clerk in a small town in the State
of Wyoming. He had known poverty
and still lacked everything but the bare
necessities of life. He was 23 years old.
He had made no stir in the world. He
had no unusual or particular ability, no
special training, and no prospects.

Today, he is the head and controlling
factor of the J. C. Penney Company,
operating the largest chain of retail dry-
goods and clothing houses in the world,
comprising 197 stores scattered through
25 States, which in the year 1918 did a
business amounting to $21,000,000!

He is rich, powerful, influential. He
is a builder of business and of men. He
is master of himself, master of his time,
and master of several hundred co-work-
ers, who respect and love him and work
for him as well as for themselves.

“The story of his rise from poverty to
affluence and power is more interesting,
more wonderful than any Arabian
Nights’ Tale. And it is more vital,
more compelling, more gripping than
any ordinary story of successful achieve-
ment because it reveals the secret that
enabled him to get the right start, to
get out of the rut he was in, to find him-
self, and having made a beginning to
keep going strong until he had arrived.

Best of all, Mr. Penney says that he
has accomplished nothing but what any
other young man of ordinary ability can
do, provided he has the key to the secret
of achievement which it took him years
to find, but which is now revealed to
cveryone who reads this article.

But let Mr. Penney tell you in his
own words what it was that helped him
to plant his feet firmly on the road that
has led him to success. He writes of his
experiences as follows:

“Until seventeen years ago I had
never made a right start., I had not
found myself. I was working for little
better than starvation wages. I thought
that I was capable of better things, but
1 did not know how to get them. And
I was pretty much discouraged over my
lack of prospects.

“Then something happened to me—
the best thing, the most important thing
—that influenced and dominated my
whole career. I came upon the inspira-
tional writings of Dr. Orison Swett
Marden. In them I found what I
wanted, and needed. In reading Dr.
Marden I found myself. He aroused
and stimulated my ambition and my

Google

TWENTY years ago, J. C. Penney

determination, and gave me the courage
and the will power to banish all thought
of failure from my mind.

“From the Marden books I got not
only the idea that I personally could
succeed, but also the great truth that
any man, yes, every man, has in himself
the capacity for success, if he will only
use it. I said I would hire no one to
work for me who had not the capacity
to become a partner, and that as soon as
he proved his ability he would become
a partner in one of our stores and, as
he grew and the business grew, a part-
ner in still other stores.

“That is the principle on which our
business has been built up. We started
our first store in 1902, in the little town
of Kemmerer, Wyoming. In that first
year we did a business amounting to
$29,000 in gross sales. In 1918, with
197 stores, our business aggregated a
little better than $21,800,000.

“All that I have done, anybody can
do. I do not consider myzelf an unusual
man in any way. I am simply an
average American citizen, without any
exceptional powers at all. There are
thousands of men all through the coun-
try with greater talents, more education,
a better equipment for success than I
possess. But, I am making a success in
my chosen line of work.

“As regards the Marden books,
‘Everybody Ahead,’ is the greatest and

best book Dr. Marden has ever written..

This wonderful book contains the whole
of Dr. Marden’s teachings. It sums up
and gives in full his whole philosophy of
success. I am telling my friends to read
this great book. I myself find continual
help in reading and rereading it. 1
wish that ‘Everybody Ahead’ could be
placed in the hands of every ambitious
man in America, because I know that
it will make any man who will read it
a better, more efficient and more success-
ful man.”

What Dr. Marden has done for J. C.
Penney, and for hundreds of other.
leaders of men, including Theodore
Roosevelt, Charles M. Schwab, Luther
Burbank, Judge Ben B. Lindsey, Hud-
son Maxim, and John Wanamaker—
all of whom have written to Dr. Mar-
den in personal appreciation of his great
work—this wonderful book is perfectly
capable of doing for YOU—if you will
let it.

“Everybody Ahead, or How to Get
the Most Out of Life” is one of the
few great books that YOU cannot

afford to do without. It is really a
course of instruction in the art of in-
creasing your personal efficiency. It is
packed from cover to cover with tested
and proved wisdom. Every one of its
35 lesson chapters and its 500 pages has
a message of inspiration and help for
YOU. Whether you are a youthful
beginner, or a discontented and almost
discouraged struggler, or even if you are
successful in your business and well-to-
do, this book will kelp you, because, as
Wm. R. Malone, president of the Postal
Life Insurance Co., says: “It is a great
stimulator of ideas and developer of will
power.”

This book may be secured by anyone
who reads this announcement, in con-
nection with a 15 months’ subscription to
THE NEW SUCCESS—Marden's
Magazine—for only $5.00. Every am-
bitious man and woman should read this
magazine in connection with the book,
as it is brim-full of the success idea and
carries Dr. Marden’s inspirational mes-
sage to thousands every month. Its
readers call it the most helpful magazine
in America! Nor is it necessary that
you risk a single penny to secure “Every-
body Ahead” and THE NEW SUC-
CESS, as all you need do is to fill out
the coupon below, with the understand-
ing that you may keep the book for 5
days, read it and re-read it, and then,
if for any reason you should not be fully
satisfied, you may remail the book and
your $5.00 will be refunded in full and
without question.

Surely you need this book and maga-
zine and you owe it to yourself, to your
family, and to your friends to take ad-
vantage of this offer which may open
tne door for you to wonderful new
success. So mail the coupon NOW,
thus making sure of getting your copy
of the book before this remarkable offer
is withdrawn.

Mail Coupon Today

il

THE NEW SUCCESS
1544 St. James Bldg., New York, N. Y.

I enclose $5.00, for which send me “EVERY-
BODY AHEAD,” and enter my name for 1§
months’ subscription to THE NEW SUCCESS.
It is understood that if I am not satisfied at
the end of 5 days I may return the book and
you will refund my $5.00. (Canadian price.
$5.50; Foreign price, $6.00.)
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Keep Your Future Free
From Mortgage
(Continued from page 30)

one’s means, or of patronizing expensive
hotels and restaurants which one cannot by
any stretch of imagination or sophistry af-
ford, is destructive to self-respect, to truth
and honesty, and to manhood and woman-
hood. You cannot afford to wear lies on
your body or eat lies at expensive cafes any
more than you can afford to tell lies with
your tongue.

Courage and character play a tremendous
part in one’s happiness, Most people are
cowardly somewhere in their nature, cow-
ards in their weak spots, their sensitive
spots, their vanity and pride spots. It is
said that many a man would not hesitate
to face the cannon's mouth in battle, but
would be mortally afraid of Mrs. Grundy.
He is afraid of what the neighbors will say
if his wife and children do not continue to
dress as fashionably as formerly, or if he
gives up his automobile and lives more mod-
estly. So when business is bad he sinks
deeper and deeper into debt to meet the de-
mands made upon him, and, before he real-
izes it, he is dishonored and in disgrace, a
miserable, wretched creature driven to an
early grave by debt.

GREAT deal of the embezzlement and

erime of this country is caused by the
struggle to keep up appearances way beyond
the income. Thousands of men at the heads
of families have come to grief because at
the very beginning, before marriage, they
did not tell their prospective wives their
actual financial condition. They wanted
them to think they were better off than they
were, and during their courtship days went
into debt and resorted to all sorts of ques-
tionable things to make a dazzling show, and
after marriage continued this policy as long
as they could.

Only recently a man was arrested for em-
bezzlement, and during the trial it was shown
that all the money he had taken from his
employers had been used in his home. He
had fallen terribly into debt and could not
bear fo tell his wife of his actual condition,
so' he stole from his employer when credit
was refused him. He said he knew his wife
was proud of his apparent success, and he
did not want to tell her that he was suc-
ceeding at the expense of others.

RESSING or living beyond one’s means
is nothing less than absolute dishonesty.
If you are trying to do what you cannot
afford to do you are living a lie. If you
are wearing clothes that you cannot afford,
they are perpetual witnesses against you,
They are labeled all over with falschood.
Misrepresentation in any form is the
shortest-sighted poliey in the world. The
man who goes thru the world sailing under
false colors will never achieve true success.
If a man is ever to get very far or to ac-
complish very much he must be honest, for
the whole structure of natural law is pledged
to defeat the lie, the sham. Only the right,
ultimately, can succeed.

MANY people being driven to their
graves by debt might free themselves
of it and get a new start if they would re-
verse their thoughts and adopt a hopeful,
optimistic attitude.

By dwelling too much upon our debts we
practically increase them by weakening our
creative ability. We weaken our power to
produce by our destructive thinking.

If you have contracted debts either blind-
Iy, foolishly, or necessarily, don’t allow them
to destroy your life. Many men and women

o=ty (GOOGIe

think that by suicide or dishonest methods
they can escape the penalties of debt. How
much better for them to face about and
tread down the demon underfoot!

The Optimist

ii COMMONPLACEFE life,” we say and
we sigh,

But why should we sigh as we say?

The commonplace sun in the commonplace sky

Makes up the commonplace day;

The moon and the stars are commonplace |
things,
And the flower that blooms, and the bird
that sings;
But dark were the world, and sad our lot,
If the flowers should fail and the sun shine
not,—
And God, who studies each separate soul,
Out of commonplace lives makes his beauti-
ful whole. . Svsax Coorince,
® & @
€¢T REALLY believe,” says “The Auto-
crat of the Breakfast Table,” “some
people save their bright thoughts as being
too precious for conversation. What do you
think an admiring friend said the other day
to one that was talking good things,—good
enough to print?  ‘Why,’ said he, ‘vou are
wasting werchantable literature, a“cash ar-
ticle at the rate, as nearly as I can tell,
of fifty dollars an hour!" The talker took
him to the window and asked him to look
out and tell what he saw.

“*Nothing but a very dusty street,’ he said,
‘and a man driving a sprinkling machine
thru it.’

““Why don’t you tell the man he is wast-
ing that water? What would be the state
of the highways of life, if we did not drive
our thought-sprinklers thru them with the

PO

valves open, sometimes?
® & &

AKE time to be merry, to “have a good

time,” and you will double your possi-
bilities of health, wealth and happiness.
Anglo-Saxons are made fun of because they
take even their pleasures sadly. Their
American cousins, with characteristic energy,
make a business of it. Tan Maclaren's story
of the American who was “doing” the United
Kingdom is a good illustration of Jonathan's
method of pleasuring. A visitor’s card was
brought to Dr. Watson (lan Maclaren) in
his study, but, before he had time to read
it, his visitor stood before him, and an-
nounced himself.

“My name is FElijah K. Higgins,” he
said, breathlessly, “and I am a busy man;
you are also busy and have no time to fool
away. Four days are all 1 can give to the
United Kingdom, and I wished to shake
hands with you. Good-by, I am off to
Drumtochty I”

¢ @ ©

HE thing that goes the farthest toward
mal-ing life worth while,

That costs the least and does the most, is
ust a pleasant smile,

The smile that bubbles from a heart that
loves his fellowmen

Will drive away the cloud of gloom and
coax the sun again.

It's full of worth and goodness, too, with
manly kindness blent—

It's worth a million dollars, and doesn’t cost

a cent. —Selected.

Standard “Wrilting Machine"*

I work for the President of the
United States.

I work for the writers who inspire
you to “lift your life up to the level
of your highest gifts"—who keep
your ambition at concert pitch.

I work for the lecturers and clergy-
men who take you to the mountain
top of New Success and enable you
to face life with a smile—knowing
you can overcome its obstacles.

I work for Big Business Executives
—I help to extend trade to every
quarter of the Globe.

I am a Machine, they say, yet I have
an individuality that is strictly per-
sonal.

I “speak” every language from Es-
kimo Indian to Kata Kana Japanese.

I use “speak” advisedly, because [
literally make your writing talk—as
the following samples of my work
show :

i have ove 66 different type
sets, :ncimstng a i [dﬂiua gs,
from thie note size to the fol-
lowing extended type for

HEADLINES

I put the same Power of Empha-
515 into the written word that
oratory puts into the spoken
wor?u.z "Just Turn the EKnob " and
emphasize.

Two type sets always on each
machine.

I've shown you a few proofs of my ver-
satility in the various types above. You
will agree that no other typewriter can
do what 1 do.

Therefore, mail coupon today for free
pamphlet, “The President and His Type-
writer,” and for folder describing all the
wonders [ perform.

[The Hammond Typewriter Co. |

I 579-A E. 69th STREET, NEW YORK CITY l
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TAKE a whole month to prove for yourself that by The Life Way
Plan you can have Abounding Health, increase your Income,
find Harmony and demonstrate Success.

Tens of thousands have tried this Plan, and
have succeeded. Would you not love to try it?

You have doubtless heard of it, for it is well known all around the world. T lost my health,
and with it, all I possessed. After years of sickness and miserable failure, I made a discovery,
which [r_'lnlfl'jrt“rrf my whole life. Then I began helping others. I have been at it a long time
now, this year am helping more than ever before, and, if you will let me, I will help you.

My discovery is based upon a great scientific fact—which is—that within your cells you have
all the essential elements for Health, Wealth, Success and Happiness, and The Secret Formula
of The Life Way is a plain, concise, definite Plan by which you release your latent and dormant
forces, and set them to work, in your own right channels,

Then T show you just how to use these mighty implements of conquest, to go forth and con-
quer—how to develop dynamic nerves, superb muscles, supreme mind control, improved memory
and intensified power of concentration—how to gain a new consciousness, get out of the ruts,
make a fresh start, raise your income, get what belongs to you, and make the dreams of years
come true

Here's my offer. You may start at once—get acquainted with the Plan—make a good begin-
ning, and take a whole month to demonstrate The Il.iic Way Plan for yourself, and if for any
reason you are not entirely satisfied, it will not cost you a cent.

The first step is send for my book—"THE LIFE WAY." It explains my method, The Life
Way Plan, The Secret Formula, Vito-Therapy and Volitional Evolution, and is brimful of facts
you'll be glad to know. It tells you how you may possess this
“Secret of the Ages” for all time, and sing the songs of abun
dance through life.

With the book, I'll enclose many reports from students, and also
my abs iarantee. S0 no matter what your problems may be,

T hods you have tried, here is your opportunity. Send

ur copy of “THE LIFE WAY.”" 1Itis free, and without
ion on your part, I'll promptly send you the book

EARL WARD PEARCE
The Life Way Studios, Dept. 66
Los Angeles, California

STRONG NERVES

is what need to endure the “Mile a Minute Life™ of , with i , grief, strif
jswhat you b enc ’oi.n s_fdumhmmnﬂ .

Are you tired and depressed? Can’t you Sleep or Digest your food?
It's your NERVES— :-: have become exhausted. L

Read the Book NERVE FORCE ““f,‘;}""",’;‘..,’tﬁ"“*':;
nerve abuse and teaches how to calm, soothe and care for vau'.,ﬁmm undreds
of health hints especially valuable to people with high-strung nerves.

The Cort 25¢ (oin ot Bound in Cloth 50¢
1F after re: dlhhaifgudomlwthtitwiﬂmﬂi_dnmh'pnht’n_
life to  GRE miun. :EI:."M:?]:I;':;;II a3 Physically, your meney will be

Paul Von Boeckmann, Studio 191 110 W. 40th St., N. Y.

5000 Salaries

ften Paid to Traffic Managers

The trafe director of a Cleveland coneern
8 Onﬂ! recelves $24,000 a year—a Detroit man
§.500. Numberless positions pay $2.500 to $35.000 a
. Why surh sslaries? Hecause the well trained traffic
n can save his firm many times his salary. Recently a

man saved his concern §24,000—another §9,571—

Me
ther §36,000 and so on.

rough as interesting as anything you ever read.
rarn at Home :‘rlni.r “m"s.““m‘mg,ﬂmm'; Thnu-:ndshnveﬂlldrt'nn are now “getting
erican Commerce Association you can quieklr qualify for Abesd’’ finsnolally on tha same plan.
» of these splendld positions. The course Is remarkably
iy to master and costs but a few cenls a day.

This book explains in detafl thi der-
ook Free ful training—given by leading traMs ex-
ts. Tt tells you all about the unlimited opportunities in
» new unerowded ession. Write today, Addrees:
AMERICAN COMMERCE ASSOCIATION
pt. 73 4043 Drexel Blvd. Chicago, Il

1s the story of Peter Perkine and how he ne-
cumulat

nds. on a novel plan. “Getting Ahead" Is

INVE/THMENT BAIKERS
137 R South La Salle St Chicago
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“To-morrow’ Baxter
(Continued from page 93)

the individual who knew his patient—to the
last degree.

“But I have on an old suit—"

“Tell her you couldn’t wait to dress up.
She won't mind that impatience—"

He nodded and went. And he found
that the doctor was right. She was very
nice to him and listened with interest as
he explained the methods of the cure. “Al-
ways told you everything, you know,” he

-added after this. “Rose—I've missed you!”

T -
0 thin t ut o on you
sometimes— [ s y

Again she smiled.

“If I did leave town to-morrow morn-
ing,” he went on—*“I always try to make my-
self believe I might—I'd go with a pretty
heavy beart, if I thought Ted Ml-rllﬂgl had
a stand in.”

“I like him, of course,” said Rose, “but
not enough to make you unhappy. I once
respected him much more than I did you;
but—no more!”

“To-morrow” laid his hand over hers, then
swallowed convulsively.

“I suppose you know I love you,” he said,
and then he stood up. “I am coming
again,” he announced.

“When?" she asked.

“To-morrow evening. I am forced to put
it off because I have already used this.
Otherwise it would be to-day.”

“I understand,” she said, and laughed up
at him.

“No, you don’t, but I'll show you,” he
contradicted. And he began to show her
at the door. The air was sharp with au-
tumn’s touch. Rose wore the sort of chiffon
gown that women always don for winter
Wear.

The old “To-morrow” would have said,
“Ought you to stand out here? It's pretty
cold!” The new “To-morrow” said, “Get
in there, Rose. Too cold for you to stand
on the porch” And then—“Good night,
dear.” And the “dear” was a little rough
because it came with so much push behind
it. “To-morrow” had always meant to say
it, wanted to—but shyness had kept him
from it. But he was afraid he might leave
on the morning train and he wanted to try
it once. And he found he liked doing it.

H E courted her vigorously for a week.
Then one day he met her on the street
and invited her into the “Holland” to try a
new sundae made of spiced peaches, marsh-
mallow paste, vanilla ice cream, and a
cherry. *

“Can’t put it off any longer,” he said,
Iear:lng across the table. “Will you marry
me.!,

“When?" asked Rose.

The new habit asserted itself,

. “’ll‘o-d::{;” said ;;To-murmw," who was al-
owin, eyes say everythin
l.'ﬂu'lxt'ihgl‘st mveil. ¥ L - l.ip.!

w“ : 'n said ROSC, “JS Vel'j' _» Sh!
inspected the sundae. “And, Izt:;:’l‘t marry
you to-day, dear, but I will soon—"

He stood up suddenly. “Come back in
the office,” he said loudly. “Want you to
see jt—"

She preceded him meekly—and, when in
his sanctum, she allowed him to kiss her in
a very energetic manner that told her a
good deal he was too stupid to express.

“If you won’t to-day, when?” he asked.
And then, for almost the last time in his
new and lasting rapid-fire life, he uttered a
word that he had damned with his hate, and
killed with his will, and that was—“To-
morrow 7"
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Of Course You Can; but |

Will You?

I AM constantly asked this

young people: “Can I do what 1 have
undertaken? Can I win out, succeed?” And
to these young people I usually say, when 1
see that they are dead-in-earnest, honest, and
industrious: “Yes, you can do it, of course
you can; but the great question is, will you?
Are you willing to pay the price?

It is not so much whether you can do a
thing, bit whether you will do it.

When we see people all about us doing
the impossible—that is, the things which
seem impossible to others about them—it is
difficult to place limits to the potentialities of
human endeavor.

Who could ever have predicted in their
youth that the thousands of men who have
made -history could do such marvelous
things? No one can place limits to the pos-
sibilities of the things you can do, my friend,
but yourself. We see people everywhere
doing before-undreamed-of things, things
which seemed to everybody else impossible.

There is no doubt that you can do what
you undertake, but will you? Are you
willing to pay the price in unremitting hard
work, and the sacrifice of your conflicting
desires, the things which interfere with your
one, unwavering aim, and fling your life into
this with all the determination and energy
you can muster?

No one can place any limits to your possi-
bilities but yourself. It is your estimate of
vourself, what vou think of vourself, that will
place the limit of your endeavor and your
achievement,

. | P ;
uestion by | with a swift current.
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The Story of a Bridge
HERE was once a village of ordinary
eople. Near by it there was a river
Many villagers were
drowned in this river every year. They
wanted a bridge. Several times they tried
to build a bridge, but they failed. One day
a skilled engincer came to the village. He
planned a strong, safe bridge and built it
with his own money. There was great joy
among the villagers, until they found that
the engineer charged a toll of a penny to all
who crossed the bridge. They paid the toll,
but they began to call the engineer a robber
and a monopolist and a profiteer.  Soon they
began to throw stones at him. In the end
they hanged him. The bridge was neglected
and in a few years was swept away by a
flood. The village is there still. The vil-
lagers still wish for a bridge, and once a
yvear they put flowers on the engineer's
grave.—The Efficlency Magazine.

Being Faithful
By LUCILLE CRITES
VERY feller can't be wealthy;
Lots of folgs must still be poor,
Just one President is needed
At a time, you may be sure.
All the folks can't boss the railroads,
Or be in a Senate fight;
But each man can still be faithful
To his job—and do it right.

Our grand business is not to see what lies
dimly at a distance, but to do what lies
clearly at hand.—Carlyle.

contest is open to all.

not later than that day.
Address

TheNew Success Short-Story

Prize Contest
Prizes of $100, $75, $50 and $25

HE New Success Magazine wants short stories—
stories that will harmonize with its policy of
inspiration, progress and self-help—stories with
dramatic action, humor and human interest—stories
that will measure up to Elbert Hubbard's **A Message
to Garcia,” or Fred van R. Dey's ““The Magic Story."

In order to secure stories that will measure up to
our standards, we offer four prizes of $100, $75, $50
and $25, to be paid in addition to the regular rate per
! word paid for accepted fiction.

All stories submitted in this contest should not be
over 5000 words in length. All manuscripts should
be typewritten on one side of the paper only.
No prize will be divided.
case of a tie, each winner receives a full reward.

The contest closes Tuesday, June I, 1920. Con-
testants should have their manuscripts in this office

This

In

FICTION EDITOR, THE NEW SUCCESS
1133 Broadway, New York City
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A Wife Too M

Into the hotel lobby walked a beautiful
woman and a distinguished man. Liule
indeed did the gay and gallant crowd know
that around these heads there flew stories
of terror —of murder —and treason — that
on their entrance half a dozen detectives
sprang up from different parts of the place.

Because of them the lights of the War Depart
ment in Washington blazed far inte the night
About their fate was wound the tragedy of a bhroken
marriage, of a fortune lost, of a nation betrayed

It is a wonderful story with the kind of mystery
that you will sit up nights trying to fathom. It is
just one of the stories fashioned by that master of
mystery

He is the detective genius of our
age. He has taken science—science
that stands for this age—and allied
it to the mystery and romance of de-
tective fiction. Even to the smallest
detail, every bit of the plot is worked
out scientifically. Such plots—such
suspense—with real, vivid people
moving through the maelstrom of
life! Frenchmen have mastered the
art of terror stories. English writers
have thrilled whole nations by their
artful heroes. But all these seem
old-fashioned—out-of -date—h es1d e
the infinite variety—the weird excite-
ment of Arthur B, Reeve's tales.

FREE— Poe

10 Volumes

To those who send the coupon
promptly, we will give FREE a set
of Fdgar Allan Poe's masterpicces in

10 volumes.
When the police of New York
failed to solve one of the most fear-

ful murder mysteries of the tme,
Edgar Allan Poe—far off there in
Paris—found the solution, The story
is in these volumes,

This is a wonderful combination,
Here, are two of the greatest writers
of- mystery and scientific dctective
stories. You can get the Reeve at
a remarkably low price and the I'oe
FREE.

HARPER & BROTHERS
Established 1817

Cocd ok thin Coupons
% Mok e toda

Harper & Brothers, 62 Franklin Square, New York
Send me. all charges prepald, set of Arthur B Reeve—
in 12 wolumes. Als el me, ahwilutely free, the sel of
ir ol It both sris are not
actory 1 will seturm them within 3 days st Juur
expense,  Dtherwlse 1 will send you §1 within § days sod
$2 a month for 14 month.
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Samples Free

At very low prices, based on
actual wholesale cost of goods
and making with one_small
profit added, we now offer fine
suits made to your measure,
sent toanyonesubject to exam-
ination and tryon payable after

received, with the clear under-
standing thatif the fit is not per-
fect or if you are not satisfied in

" t convi

Fou haverceived a fine,high gra

stylish, perfect-fitting t-uforﬂi suit

m do sy meuum -n‘ nl;;::
00,you are no

ﬂn llithteut obligation to keep it.

Don't Iu-ltlhor feel timid, simply
wsend the suit back, no cost to you.
You are not out one penny. Any
you may have paid us is refunded at once.

Salaried gvh- 1 men, any man young or
ald, hu-mud esaving money,

who wants to dress
well and not feel extravagant is invited to write us

for our free book of samplea and fashions ex Iuini
s-::f Please melﬂmorpmull y, jus

:r ‘me your samples and get our wh nlugn
tionb!utnmnnil it—costa you nothing—
1, ; the free pamples lndprinnmv-

earn ng important

dﬂﬁi -'dllnd saving money.

PARK TAILORING COMPANY

DEPT. 88 CHICAGO, ILL.

22 Remarkable
Charts c.i.. FREE

Positively and absolutely free to youl Not
one cent to pay for them noworlater, Toshow

bow quickly and easily yoa can now become n Doctar
of Cl ractic—the ndvanc.d Science of Drugless
HﬂlmﬁY Spinal Adjustment—and to induce quick
astion on your part. But you must act gquick. We
are not certain just how long we shall continue this
freo offer. Bodon't wait. Act]

Be a Chiropractor

Make Spinal Adjustments for Relief of

Headache Neuritis Constipation Pleurisy
ndigestion Catarrh Dyspepsia  Jaundice
N Igi b Asthma eum-

Epilepsy Fever Paraly atism

Convines yourself by an actunl and practical demon-
stration, just what a marveloos curative force may
be placed at your what did op=
partunities are open to Doctora of Chiropractic.

$3500 to $5000 aYear

Many Doctors of Ch ro?ﬂrﬂ earn §5,000 year and

mnra some upwards of £10,000. Dr. M. D, Moore of
gartl nn income of $9,000 a year. Dr. L. H.
Hac!.a w Jersey §5,600; Dr. Hanna of Florida, over
§5.000 yearly. What others are doing, you should be
nble todo. A Diploma in Chiropractlc gives you the
game onpurtunm —is evidence that ¥0U Are master ur
o ial (I:I.i ior dauity, | : .n_l"fd 1
Ipnc l nin experience ne you m
tious you IILonld send today for the facts.

Get the Free Charts

§15 set of oight anatomical charts, each chart 3034x
22 inches, lithographed in many colors; also §16.60 set
of nerve and pain nrea charta. Bhows over 100 dia-

lm'd Illuﬁtrutimunf different orguns and parts of
E 22 Charts free for a limited time, -
Mall Coupon Sond Feea”™
pon o

tal today and got the true ltnry Fot
|mpr|lclic Intensely in tmttns
Writenow forthe free Charta, Don
delay, Usecouponora pu-mrd

American

University
Mannierre Bldg.
Dept. 689

No obli nlion

/COUPON
merican
7 Umvernty
M Bldg.

/ Dept. 680 - u:a:!'i

Without cost or abligntion tome
pend me free your new illustrated

Chicaso, , #”  Ti-pago book and free charts offer,
/ Nm-
'p/l_iu... =
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You Are Not Beaten Until
You Think You Are

By ARTHUR G. SKEELES
WASH].\'GTO‘N was - beaten at New

York, at Brandywine, at Valley
Forge, and at White I’lams, but he didn't
know it. He kept right on fighting, until
Cornwallis surrendered at Yorktown.

Lincoln was beaten in 1858 when Douglas
defeated him for Senator from Illinois; but
he didn’t know it. He kept right on oppos-
ing the extension of slavery and was elected
President in 1860.

Grant was beaten at Spottsylvania, in the
Wilderness, and at Cold Harbor; but he
didn't know it. He kept right on “fight-
ing it out on this line,” not only all that
summer, but all the following winter, until
Lee surrendered at Appomattox.

Cyrus W. Field was beaten when the At-
lantic cable snapped and plunged into the
senj but he didn't know it. He formed a
new company, raised money to manufacture
another cable, and lived to be known as the
man who had made possible telegraphic com-
munication across the oceans.

None of these men would be known to-day
if they had known when they were beaten.

® @& @

Why He Failed as a Leader

IS mind was not trained to grasp great
subjects, to generalize, to make com-
binations.

He was not self-reliant, did not depend
upon his own judgment; leaned wupon
others; and was always seeking other peo-
ple’s opinion and advice.

He lacked courage, energy, boldness.

He was not resourceful or inventive.

He could not multiply himself in others.

He did not carry the air of a conqueror.

He did not radiate the power of a leader.

There was no power back of his eye to
make men obey him

He could not handle men.

He antagonized people.

He did not believe in himself.

He tried to substitute “gall” for ability.

He did not know men.

He could not use other people’s brains,

He could not project himself into his

li : he to do everything
himself.

He ted his doubts and his fears
to others.

He could not cover up his weak points.

He did not know that to reveal his own
weakness was fatal to the confidence of
others.

He did not inspire confidence in others
because his faith in himself was not strong

enough.
® & @

Most anybody can do a thing he feels like
doing, but it takes a true man to do a thing
when he doesn't feel like doing it.—Sam

Jones.
® ® @

To think we are able is almost to be so;
to determine upon attainment is frequently
attainment itself. Thus earnest resolution
has often seemed to have about it almost a
savor of omnipotence.—Samuel Smiles.

® ® @

You can restrain the bold, guide the im-
petuous, encourage the timid, but for the
weak there is no help. You might as well
undertake to stand a wet string up on end.

Do You Want
More Money?

1. Was your salary raised this
year?

2. Is it large enough to meet
all the demands made upon
it?

3. Do you still have some-
thing left over each month to
“salt” away?

If your answer to the above
questions is NO, let us show
you how to add from $15.00
to $50.00 a month to your
income, without interfering
with your regular occupation.

The work is interesting,
dignified, healthful and ex-
tremely remunerative.

No special training is neces-
sary and no expense is in-
volved.

Let us tell you how to earn
more money during your spare
time telling your friends about

THE NEW SUCCESS and
the Marden books.

For particulars address a post-
card to,

THE NEW SUCCESS
Desk 2

1133 Broadway
New York City

\$Music Lessons
At Home

natruction of @
touch of an accomplished teacher—isyoura to
command from murgmﬂmm

The UIII"I! M Cnmmw‘
Personal Ins t,
hqmdq!mdinn llh Wﬂh Joce lthll.
Any Instrument “" o Piano, Harmony,
my . Omn—-ne' whl send our 1T aena ous h&di_h’.'
with Jeudllotemu,w want,

UNIVERS EXTENSI'ON CONSERVATOBY
6227 Siegel-Myers Bailding Chicago, LllinD;
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Twenty Years With a
Cranky Boss

(Continued from page 19)

because I have persuaded them that you are
only a grouch from your teeth out. Inside
you are the best fellow in the world; but
you surely have got an acid mouth.”

I looked at him squarely.

Bradley was stunned. It was the first
time any of us had ever “called” him. At
the same time, he appreciated my allusion
to his inner self, for he knew T was sincere.
He was deeply chagrined at himself, so
much so that he wanted to make a public
apology, which, of course, I would not per-
mit.

To-day I am the only man in Bradley’s
employ who was here twenty years ago. I
am virtually the manager, at a salary of
three thousand dollars a year. And recently
I have heard intimations that I am to re-
ceive another advance, plus a percentage of
the profits.

Names That Are Worth
Millions

(Continued from page 32)

chance in the world, that he had been so
unfortunate that he had never had a con-
gregation worth while to preach to, that he
had always been sent to an old broken-down
church where he could not accomplish any-
thing. Because of this he never had any
heart to work and he was tired of it and
now wanted a chance to do something else.

My answer to him was this: “You are the
pastor of your denomination here?”

“Yes.”

“This is a good town with a good class of
people, is it not:”

“Well, yes; it has that name,” he ad-
mitted.

“And your work has been a failure here?”

“No, I would not say that; but the church
is in such a bad condition that I have no
heart to work and cannot do anything for
them. I see no hope or future for them.”

“Well, now, to be honest with you, rev-
erend,” T said to him frankly, “wouldn't
that be a fine recommendation to the Chau-
tauqua people? They only employ workers
who are successful. It takes more tact and
ability to succeed in this line than it does in
astoral work, and if you are not a success
ere you would not be in their work, It is
a well-known truth that no one has sym-
pathy for a man who is a failure. The world
is looking for men who make things go.”

“But I have never had a chance!” he in-
sisted.

“Oh, yes, you have,” I contradicted him,
for I knew something of the town and the
people who lived there and also something
of his work. “You have the best chance
that you have ever had or ever will have
again, right here in this city, only you don't
see it. You refuse to look for it. You see
the little obstacles, you think that they are
mountains and forget that they are every-
where in every line. Your admission to me
is that you have failed to buckle on your
armor and rush into it with a determina-
tion to win this fight, straighten things out
and make this one of the best churches in
the State. You must learn to look at things
In a different light or you will fail to make a
success of anything. When you meet a hard
problem you must determine to master it,
and in such a telling way that the world
will know about it. Then, when you have
succeeded you will be called into higher
fields of lagor."

I learned afterward that this same min-
ister went to work In earnest and made a

» Google

big success. He is still therr and has now
0o desire to change.

His Idea of “Equality”

NOTHER man came to me and said, “I

understand that you are getting a hun-

dred dollars a week, talking on the plat-
form.”

“About that,” I replied. My answer
would have been the same had he used any
other figure.

“Isn’t that rather big wages?” he ven-
tured further. “I only get eighteen dollars
a week."”

“Why don’t you quit that job and go on
the Chautauqua platform?” I asked him.

“I can’t, T am not a speaker. I have no
education, but I am a believer in the equality
of things. I don’t think you have a right
to be getting a bigger salary than I am, and
if you do get it some of it ought to come
to me.”

" “Supposing,” 1 refpllcd. “that -1 trained
myself to a state of physical perfection—
denying myself all sorts of indulgences—so
that I might be fit to run a race. At the
same time you, for some reason, made no

preparation altho you knew that you were .

entered for the same event. At the finish
of the course, I, being far ahead of you,
would be given the prize offered. Now, tell
me: do you think lpshould turn and share
my winnings with you, who made no prepa-
ration to win that race? The mental race is
no different from the physical one, I have
an education and you have not. I spent five
years of the best of my life in obtaining it
at the cost of three thousand dollars. I
trained myself to think and speak, so that
I could fill the place I am filling and earn
the money I am receiving. You could have
done the same thing but you failed to do
50. Now, Is it right that I should divide my
earnings with you when you spent the money
you made during that time in having a good
time? No—you have attended the wrong
school; you have wasted your time; you
have lost your opportunity.” You have pre-
pared yourself for nothing else but day’s
work, so just go on doing it and drawing
cighteen dollars a week. Remember: there
Is going to be no equality of wages until
all other things are put on an equality.”

“If I had my life to live over again, I
would do differently,” he ventured, realiz-
ing that he was on the wrong side of the
question,

“No, you would do nothing of the kind,”
I asserted, “you would do the same thing
over again.”

“What makes you think so?" he asked
rather humbly,

“Because, sir, you have your life right
now, and have had it right along and you
are going right along in the same old chan-
nel. You are not trying to get out. You
are making no attempt to make the world
better or improve your own condition.”

“There is no opportunity I” he insisted.

“Don’t fool yourself, my friend. There
are orportunities all about you—and in
every line—more than have ever been in the
history of the world. You just fail to see
them. That is all. Live men get out and
make their own opportunities if they do not
see any lying around that suit them. I ad-
mit that it is more difficult for a man to
change his occupation at Your age, but it
is not out of the question.

Make Your Name Stand for
Something
FOLLOWING up these thoughts in prac-

tical experience, let us see how they
work out and what part they have played
in the accumulation of the great fartunes
which have actually been made by men in
(Continued on page 81

“You Lie!”

ERE In this one.horse town—at night—
H they stood before the judge—arrosted—
she an heiress, promised to a big politi-
eclan—he, the man beside her, not her finnce——
Why did they lic? Why did they hide their
true names? Find out the amazing sentence
the judge pronounced upon them. The startling
outcome of It all makes a blg story. Read It

DAVIS

RICHARD
(First Uniform Edition)

HARDING

Whether 1t be the bilnding heat of an Afriean dessrt—
2 lonesome Island In the Paclfic—or the deep mystery of &
London fog—Davis always has a breathless stary o tell

I somewhere in the
world, splendid adventures are wlways happening; that a
beautiful womam can be Interesting; that today—at
moment—hbrave men are laughing st fear—trieking death—
defying fate and winning ihe women they love—Richard
Harding Davls 1s for you.

He was at the Boer War—he was In Cubs—he maw the
Russo-Japanese War—ho was In Mex! was in the
Great War. More than ever bofure Americans love X

His chivalrous knlghthood stood out
startlingly in this machine-made age.

Ho was the greatest war COrTeapon -
dent this world has ever seen. He
knew how to soek sdventure—he knew

Theodore R said: “His heart
flamed against cruelty and ustios.
Hin writings form a text-book of Amer-
leanlom which ull our peopls would o
%ell to read at the present time,**

FREE 3.

§ Volumes

Our foremoat Hrin erd,
elist today 1s Booth ttngton Erory
ﬁi;wrw.ln_ 'E: himeelfl a3 & boy

enrml ory American knows
hlwirmlnq_hsnh?trs touched 1o * o

Ire"" o wor ne grw tired
of his “"Monsleur B::nnull:o_ ¥

Recause of his closensss o real
Amerlean s, Columbla nivecsity's
§1.000 prize for the best novel of
1918 went to Booth Tarkington,

Never Again at This Price
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able offer and It ean

¥ou are uno of those who know that
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CHARLES SCRIBNER'S SONS,
5687 Fifth Ave., New York.

Send me, all charges prepald, eomplete set of Richard
Harding Davls, in 12 volumes.  Also send sbsolutely FRLEE
the set of Booth Tarkingtn, In § volumes. If thess books
are nob satlsfactory 1 will return both sets within 5 days, st
| wour expense.  Otherwive, I will send you §2.00 st cooe
and §1 00 a month for 11 months,

For cush deduct 10% from remittance.
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The Best Jokes of the Month

¢¢T S your wife one of those women who look at their husbands
and say, ‘I made a man of him'?" asked the impertinent
friend.
“No,” answered Mr. Meekton. “My Henrietta is very unas-
suming. She merely says she has done her best.”
i *
UIDE—Would m'sieu like to see one of the robbers' strong-
holds of which there are several in the neighborhood?
Tourist—No, thanks., We're fixed up at a hotel already.
&
¢¢Q 0 you want to be my son-in-law, do you?” asked the man,
with as much fierceness as he could assume.
“Well," said the young man, “I don’t particularly want to, but
I suppose I shall have to be if I marry your daughter.”—Pitts-
burgh Chronicle-Telegraph.

H E—I have your permission tc call this evening?

Sue—I shall be very pleased; but don't forget that father
switches off the light at 10 o'clock.

He—That’s kind of you. I'll be there at 10 sharp.

&
T HE lawyer was cross-examining a witness to a robbery. “When
did the robbery take place?” he asked.

“I think—" began the witness.

“We don't care what you think, sir.
you know.”

“Then if you don't want to know what I think, I may as well
Jeave the stand. I can’t talk without thinking. I'm no lawyer.”

We want to know what

E was the little brother. Sister’s young gentleman was wait-
ing patiently in the drawing-room, and Tommy opened fire
with:

“Are you going to propose to my sister to-night?”

“Why, I—er—er—er—what do you mean?”

“Oh, nothing! Only if you are, you ain’t a-going to surprise
her. At dinner jus' now she bribed me an’ my little brother to
go to bed at half-past seven. She's hung four cupid pictures on
the parlor wall, moved the sofa over in the darkest corner, got
ma and pa to go callin' next door, shut the dog in the cellar, an’s
been practising ‘Because I Love You' on the pianner all the after-
noon.”

£

¢¢Y CAN tell you,” said he, “how much water runs over Niagara
Falls to a quart.”
“How much?" asked she.
“Two pints."—Christian Advocate.
&
BOBBY. just home from his first visit to the country, was tell-
ing the folks of its wonders. “And say, ma,” he said, “out
on the farm they get milk from cows, and it's just as good as
any.”"—Boston Transcript.
$
B IX—1I wonder why a Scotchman always says “hae” for “have"?
Dix—Possibly 'it's on account of his thrift. He saves a “v"
every time he does it.—Boston Transcript.
L]
IRST LAWYER—Did his speech carry conviction?
Seconn Lawver—It did. His client got five years.—The
Queenslander.

» Google

OTHER—Tommy, come right on into the house! This is the
last time I'm going to tell you.
Tommy—Thank goodness! 1 can play now without being
bothered.—Judge.
&

M OIKE—Pat, phwat is diplomacy?
Par—Diplomacy is when yez wants to call me a liar, but
do it over the telephone.
&

“PA." said a young lady to her farmer dad, “I wish you
wouldn't say ‘I seen. I don’t know how many times, pa,
I've corrected you on that.”

“Now, Mamie, you look-a-here,” said the old man, shoveling a
generous piece of peach pie into his mouth with his knife, “you
make yer livin’ by good grammar and eddication, but yer ma and
me, we're obliged to take in summer boarders, and, by jiminy, they
demand the dialect if they pay the rates.”—drgonaut.

°

B

OI.I) DARKY (to shiftless friend)—I hearn tell you is gwine
to pay me dat dollah you owes me. Is you?
Fumexp (ingratiatingly)—I ain’t sayin’ T ain’t.
Own Darky (severely)—I ain't ask you is you ain't; I ask you
ain’t you is.
]

HYOU sign this deed of your own free will, do you, madam ?“
asked the lawyer.
“What do you mean by that?” demanded the large, florid-faced
woman, looking threateningly upon the lawyer.

“] mean there has been no compulsion on the part of your
husband. Has there?”

“HimI" she ejaculated, turning to look at the meek little man
sitting beside her. “Frederick? I'd like to see him compulse
me."—Youth’s Companion.

isWHAT is meant by every cloud having a silver lining?"
asked the teacher.
“That’s when a feller is so sick that he can't go to school,” re-
plied the red-headed boy in the back row.—Cincinnati Enquirer.
. :
¢¢J S your husband a good provider, Dinah?"
“Yessum; he's a goot.r providah all right, but I'se allus
skeered dat niggah’s gwine ter git caught at it."
—Houston Chronicle.
&
1 HEN we're engaged "
“Of course.”
. “And I am the first girl you ever loved?"
“No, dear, but I'm harder to suit now than 1 used to be.”
&
LAWY_ER—H&\'Q you ever been in jail?
Wirness—Yes, sir, once.
Lawyer (triumphantly)—Ah! For how long?
Witness—Long enough to whitewash a cell which was to be
occupied by a lawyer who cheated one of his clients.

T was one of those rare occasions when Sir E. Marshall Hall,

the lawyer, lost a case, and he didn’t feel so very happily
over it.

“Your profession doesn’t make angels out of men, does it?" said
a medical friend, teasingly.

“No," retorted Sir Edward, “that’s one thing we leave to you
doctors !"
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How to Become

A Master of English

I# & valusbile FIREE booklet which prores that the 'K'lrhrl"

Mall Course in Practical English and Mental EfMciency
will teach you to Write Storier that Sell—Lilerature
that will Compel Attemtion; 1t will show you how t
Enlarge Yowr Btock of Words—Use the Right Word
in the Right Place—Prepme Sormens, Addrevscs, Ad
reviiaementy, Letters, ele
BOOTH TARKINGTON
Distinguished Novellst
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Copy this Sketch

and let me gee what you can
do withit. Many newspa
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PICTURE CHART
make original drawing easy
to learn.  Send sketch of
Uncle Sam with 6¢ in stamps
for sample Picture Chart, list
of successful students, ex-
amples of their work and evidence of what YOU
can accomplish.  Please stale your age.
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1231 Schofield Bldg. Cleveland, Ohio

=
<\

absolutely corrected and normal health
conditions restored by the sll-powerful

C«l hon curative properties of Raw Foods;—

Nature’s own panacea. Wrile Lo-day for convincing proofs.
BYRON TYLER (21st Year)
29 Gibraltar Bldg., Kansas City, Me.

\WRITE THC \VORPS FOR A SONCG

We write music, g itee publisher ptas
Submit poems on patriotism, love or any subject.
CHESTER MUSIC COMPANY
SR0 Seuth Michigan Avenue, Room 278, CHICAGO, ILL.
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U313 Brunswick Bidg. New York City
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Names That Are Worth
Millions.

(Continwed from page 79)

the United States. Of course, I am not
considering the fortunes which have been
inherited, fortunes which are the result of
marriage, fortunes made by some rich strike
in a mine, or from a gushing oil-well; but
the fortunes which have been made by hard
work, good judgment, keen foresight and
the proper advertising. These methods open
up a field so large that it has no bounds in
length, width, or height; a field open to
every one, with but few entering therein,
but with wonderful success to those who in-
vade it.

In an address before a graduating class
of the Stevens Institute, a successful busi-
ness man said to a class of young men who
were about to go out into the world and
test the knowledge they had gained:

“Young men, you each have a good name.
Now make that name stand for something
and it will be worth a fortune to you. If
the people learn that your name stands for
honesty and quality, they will trust you and
you will succeed. As an example, let us
state that you are selling hats. Your line,
you know, has quality and you have been
selling it for two dollars a hat. But if you
have made your name stand for something,
you can stamp it upon that hat and sell it
for four dollars and, also, do a bigger busi-
ness than you did when selling for two
dollars.”

Only one young man of all that class,
grasped the idea. He went from that school
with the thought firmly fixed in his mind
that he was going to make his name stand
for something. Linked with this determina-
tion was another resolve engendered by a
further argument presented by this speaker.
He insisted that the world was full of op-
portunities and all that a man had to do
was to look around until “You find some
article for which there is a widespread
need, then make that article, giving it the
necessary quality and tell the world about
it. You will find that your fortune is
made.”

The story of this particular young man

he succeeded, and other concrete
cases, will appear in Part Il of Mr. Klinker’s
article, in the April number of THE NEW
SUCCESS.

Self-help has accomplished about all the
great things of the world.
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We shall find nothing in the world which
we do not find in ourselves,
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Let a man get the idea that he is being
wronged, or that everything is against him,
and he cuts his earning capacity right in two.
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Don't overdo. Once a man went forth and
scattered flattery indiscriminately. When he
returned his office was crowded with persons
who wanted to borrow money.
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You can’t keep success away from the man
who works and is on the level.
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A man feels awfully rich when he’s got a
few dollars his wife doesn't know about.

® @ @
The aim (if reached or not) makes great
the life.
® & @

You can purchase a man's labor, but
you've got to cultivate his good will.
® @ &
Vigorous thought must come from a fresh
brain,

SALESMANSHIP Increased
His Pay $300 a Month

Think of it! For ten years E. C. Kisler found
$75 a month in his pay envelope and then, sud-
denly, as though by a touch of magic, his pay
increased $300 a month—$375 on his check in-
stead of $75. The amazing methods of the
NS.T.A.. which make mastery of Salesmanship
casy for any man who wants lo succeed, was the
secret back of the wonderful increase in Kisler's
earning power. Even more startling successes are
regularly reported as the direct result of N.S.T.A.
training. P. W. Broedel, 726 Benedict Ave.,
Woodhaven, N. Y., jumped his salary up to $92
a week, and Geo. W. Kearns, 107 W. Park
Place, Oklahoma City, Okla., who had never
carned more than $60 a month, made $306 in one
week by applying the Association methods of
salesmanship.

Get Into the Selling Game

You can learn 1o be a Star Salesman even
though you have never sold an article in your
life. And you can acquire this mastery of selling
secrets at home in your sparc time, any of our
members get big jobs in the selling game, even
before they have completed our course. Free
Employment Service goes with the training. You
can go on road or stay in your own city as a
Salesman. You can increase your earnings from
three to ten times. Unlimited opportunity awaits
you in the selling field.

Experienced salesmen who are not making the
money they feel they ought to be making can
benefit equally as well from our System as the
men who have never sold goods. Many ex-
perienced salesmen have added to their earning
power after taking our System.

We Can Make You a Star

Salesman

Don't doubt what we can do or what you can do

until you get the evidence of what we have done

for thousands of men just like you. Our Free

Book. “The Knight of the Grip," will prove to

that Star Salesmanship is within easy reach and with it

%Pﬂr. Let us send you particulars of derful '
methods.
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Send For Free Salesmanship Book
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Bea Successful
Accountant

Great p ity and & of
the iImportance of the Accounts
ant's work have created a demand
for Trained Accountants far exceed-
ing the supply. Hundreds of high
pnylnl positions are open. See
*Accountants Wanted'' ads ln your
papers.
Walton Tralning will quickly prepare
you to fill a high grade position. Men
in all ranks and many dlﬂlnrnt bus-
have by
‘Walton Tralolng. Gnat corporutions
19 universiues and promioent C. P,
A."sendorse*he Walton Sc'hod ‘Many
successful executives owe thelr posl-
tlon to Walton Tnlnln| Now, whlie
it Is possible, r a better
position or an r":tpcndmt business
of your own. Study during spare
tlohe. Keep your preseat position.
Any ambitious mln can s

Write todl! for a co
Walton Wa a Betver Day.'
mm School of Com-
Peoplzﬁ Gas Bulldiag,
o

Health Culture

JOURNAL OF PRACTICAL HYCIENE

Partial Contents of March
Neuritis
Its Cause and Radical Removal
Dr. Geo. H. Patchen, M.D,, D.C,
Influenza or Grippe
Cause, Prevention and Cure
- Walter J. N. Lwlngston M.D.
Consti
Childhood'’s t I-hl:l:
Lueille Bu.hl
Nervous Disorders
Reginald Oswald, M.D.
Pneumonia
Its Therapsutics, Past and Present
Thos. W. Organ, M.D,
Banishing Colds
Dr. Allen C. Clayton

20 cents n COpY. $2.00 a year.
Trial offer 3 months 25 cents

HEALTH CULTURE
703 St. James Building, New York City
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Bringing Oul the Besl

N taking away the necessity of your son's

earning his living, did you ever consider,
indulgent parent, that you are taking away
from him the very incentive which will make
his life count, that which is imperative to
calling out his larger self, his larger possi-
bilities?

Making things easy for your son is put-
ting in his way a tremendous temptation to
slide along the line of the least resistance.
It is downright hard work, persistent en-
deavor, that makes men. There is always
before the youth endowed with money the
temptation to take things easy and to live
an indolent life, instead of mukmg a stren-
uous effort to call on his largest possibilities,
his larger manhood, all the superb, stalwart
qualities that distinguish the self-made man,
who toils for his daily bread—stamina, grit.
stability of character, fixity of purpose, the
determination to win out. Hard work is
the perpetual call upon a youth's inventive-
ness, his resourcefulness, originality. Rely-
ing upon himself, making his own program,
instead of dt‘pt‘ndmg upon others strength-
ens and develops his character as self-in-
dulgence never can.

1t is the perpetual effort to adjust means
to ends, to coirdinate, to do team work, to
make things come out right, that brings out
the best in a man.

The money he makes in this process is of
comparatively little consequence compared
with the development of the mind, the call-
ing out of the larger possibilities. A man’s
career is his life university, The great aim
is man-building, not fortune-making. The
“living” he gets is a by-product, the fortune
is a by-product; the building of the man is
the direct product, the supreme aim.

“Just an Idea”

I'l‘ was just an “idea"—that was all that
he had—
Columbus—those ages ago,
It was just an “idea™—but we ought to be
glad,
For it gave us our country, you know.

It was just an “:dm“ in George Stevenson's
mind,
When he saw the steam jostle the kettle.
But the railroads made brothers of all man-
kind,
With their wonderful horses of metal.

It was just an “idea” Thomas Edison caught

But the light without flame we got from it.

With another “idea” was the phonograph
brought—

And the “movies” that came like a comet,

So—next time you hear someone say, with a
sneer,

“I'll not pay that—for it's just an ideal!”

Remind him that there isn't a thing that he
uses

That doesn't date back to this source he
abuses,

And tell him there isn't a tool or machine
That he handles, or works w'th, or ever has
seen
But he'll find it, if he troubles to trace it,
began
“just an idea” in the brain of a man.
—The Popular Engineer.

1f T could get the ear of every young man
for but one suggestion, it would be this:
“Make the most and best of yourself.”
There is no tragedy like a wasted life.
@& ® &
No man can ever rise above that at which
he aims.—dA. E. Hodge.

QUIT TOBAGGO

- SAFELY IMMEDIATE RESULTS
Robust HMIII! Prolong Life, avold Nervous-
1, Indigestion, Foul Breath, Heart Dissase,
VIgor Calm Nerves, mental
. Eend for Fres Bookiet tell-

Scientifically, Pﬂmanent it
GUSTAFSON MFG. CO. CLEVELAND, OHIO

Make People Like You

STUDY lasic Bt k
HUMAN get a ong“d t:r. make sm;:‘e
money, op a winnin -
NATURE sonality, learn to know people as
they are. Send 5 cents (stamps)
for “Personal Power,” a little book that points

the way. Address

PROGRESS LEAGUE, 2331 Union Sq., New York

600 TALKING POINTS

and Selling Arguments. An encyclopedia in se-
rial form of tested, sure-fire answers to all prin-
cipal objections salesmen have to answer. Noth-
ing ke 1t. Une out of many money-in-pocket
1920 features of THE BUSINESS PHILOSO-
PHER—The Magazine of Business Tralining
Edited by A. F. Sheldon. Famous contributors
Journal of Internntional Business Science Society.
3 months' trinl, 25c. Address: Dept. 16, 36 So.
State Bt., Chicago, 111, U, 8. A,

Youa can be quickly cured, if youm

STAMMER

Bndm::u:hoemnm u;:nns::.
hlﬂu ttering, “ls Conse tells |
rug stammering for

luuulln M. Bogus, ml-p Boilding, Indinmspedia

FREE—-VALUABLE

HEALTH BOOKLET

With order for Powers' Sanitary Hose
Supporters. No band around leg. Saves
health. Price, pair, 75¢. Powers’ Sanitary
Ventllated Inside Hat Band. Saves head,
tialr and hat. Fits any hat. Price 35c.
"lip, order elther, Send dollar bill for all,
postpaid, NOW. Money back if wanted.
POWERS HEALTH SI:I'E'IIGE co..
Atlanta, Ga. P. 0, Box 1387.

MAN WANTED

in every city and town to look after
our subscription interests. ONE
DOLLAR AN HOUR can be earned
with little effort during whole or
spare time, The work is pleasant,
dignified and profitable—you'll
enjoy it.
Address at Once

Sales Manager, THE NEW SUCCESS

1133 Broadway, New York City

No man is born into the world whose work
is not born with him.—Lowell,
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To live poetry is infinitely greater than to
write it.
® ® @

It is idle to wait for your ship to come in
unless you have sent one out.
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Do not anticipate trouble, or worry about
what may never happen. Keep in the sun-
light—Franklin.
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Every industrious person should try his
hand at something, and, if he does not suc-
ceed, he should try bntt.h hands,





