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BKA

SEP 2 . 1904

PREFACE.

In justice to myself, I think it well to state that this work has

been somewhat hastily prepared from the notes used by me in cer

tain of my lectures, the lessons given herein practically being the

syllabi of the said lectures. In the lectures, and in this work, my
one and only purpose has been to acquaint the student with the

means of developing, and effectively using, the mighty forces

latent within him —Personal Magnetism and Psychic Influence.

To this end I have sacrificed all pretensions to literary style, all

attempts to secure felicity of diction.

I felt that I had a message to deliver, and I endeavored to de

liver it promptly, clearly and plainly, without any attempt at

"fine writing." If a homely word seemed to express my thought—
I used it. If a slang term or semi-slang phrase seemed to fit in—
in it went.

I trust that my critics will spare themselves the trouble of

pointing out my many defects of style and composition—I fully
realize these things. I have subordinated everything else, in my

endeavor to make this work plain and practical. This is an ex

planation, not an apology.

With the above understanding between us, I submit this little
work to your kind consideration. Whilst fully cognizant of its

defects, I still feel that it will be helpful to some of the many who

are endeavoring to overcome unfavorable environments ; that it may

serve as a guide-post, pointing out the path to better things. I feel

that it will do its share of the work of removing Fearthought

from the minds of men; of replacing "I can't" with "I can and

I WILL." I feel that it must do these things, for it contains within
it the germs of a mighty Truth.

W. W. A.
Chicago, III., December 4, 1900.
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To the Memory of

Prentice Mulford,

A DIAMOND WHOSE RADIANCE HAS BEEN TEMPORARILY

OBSCURED BY THE MERETRICIOUS GLITTER OF

PASTE IMITATIONS, THIS LITTLE BOOK IS

REVERENTLY DEDICATED, BY ONE WHO

REGRETS HIS INABILITY TO LAY
A MORE WORTHY OFFER

ING UPON THE
NEGLECTED

SHRINE.

"LEST WE FORGET."

"The nearer to the practical men keep—

The less they deal in vague and abstract things—

The less they deal in huge, mysterious words—

The mightier is their power.

♦ *♦»**
The simple peasant who observes a truth,

And from the fact deduces principle,

Adds solid treasure to the public wealth.

The theorist who dreams a rainbow dream,

And calls hypothesis philosophy,

At best is but a paper financier

Who palms his specious promises for gold.

Facts are the basis of philosophy;

Philosophy the harmony of facts?

—Thomas L. Harris, in "Lyrics o/» Golden Age."
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THOUGHT FORCE.

LESSON 1:

SALUTATOET.

Views of other writers —Erroneous theories—Vegetarianism —Celibacy-
Vital fluid —Deep Breathing —Real progress made by investiga
tion, not by theories—Existence of personal magnetism unques

tioned—A self-evident truth —Results, not theories—No pet theories

advanced—Accept nothing that you cannot demonstrate.

"Theories are but mighty soap-bubbles, with which the grown-up
children of science amuse themselves."

The majority of writers upon this subject have devoted nearly

all their efforts, as well as their space, to proving, first, that Per
sonal Magnetism really existed ; and, secondly, that the phenomenon

was best accounted for by some pet theory of their own. Some

attribute the power of influencing men to the use of a vegetarian

diet, notwithstanding the fact that some of the most "magnetic" in
dividuals "make graveyards of their stomachs." Others insist that

in celibacy and abstinence from sexual intercourse may be found

the secret, notwithstanding the fact that the majority of "magnetic"

individuals do not differ in their sexual customs from their less

magnetic brothers. Others hold that the "magnetic" force abounds

in the air around us, and that, therefore, deep breathing will
enable us to absorb great quantities of the vital fluid, charging

ourselves with the force in the manner of the storage battery.

And so on, each with his little pet theory.

Now, I have no fault to find with the systems above mentioned.

Although not a strict vegetarian, I sympathize with those of that

belief ; although not leading a life of celibacy, I see much good in

the doctrine of continence, and there can be no two opinions as to

the merits of chastity ; whilst not accepting the theory of the absorp

tion of "magnetic force" from the earth's atmosphere, I am a firm

advocate of, and believer in, "deep breathing," and believe that if
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8 THOUGHT FORCE.

the same was universally practiced much sickness and physical
weakness would disappear from the earth. All these things are

good, but a little reflection will show anyone that they are not the

prime factors in the production of the quality known as "Per
sonal Magnetism." The writers on the subject usually conclude

by telling their readers of the wonderful possibilities open to anyone

who can acquire this power and learn how to use it. They, how

ever, say little or nothing of how this force may be acquired, that

is, beyond stating their theories. They deliver discourses —but do

not instruct. They are preachers —not teachers. They dwell upon
theories —and neglect facts.

The real progress in this branch of scientific research has been

made, not by writers or theorists, but by a few earnest investiga
tors who have conducted numberless experiments, and have ex

plored every avenue of information, and who have brought this

wonderful subject out of the realms of mere speculation and

placed it upon a scientific basis.

The writer has been a close student and investigator of this

subject for many years, and the present work is an attempt to give

to his students some of the fundamental principles derived from

the investigations and practical experiments of himself and his

co-workers in this field. Our lessons therefore will be confined,

so far as is possible, to statements of proven facts, and practical

instruction, touching upon theory only when absolutely necessary.

In my opinion, I would insult your intelligence if I were to

present to you an elaborate argument, the purpose of which would

be an attempt to prove the existence of that wonderful force,

latent in man, developed by the few, but possible of acquirement by

all; that mysterious quality called, for want of a better name —

To set out to prove its existence, would be akin to an attempt

to convince the average intelligent man of the fact that the magnet

influences the needle; that the X rays penetrate the body of man

or a still more solid object; that a message can be conveyed by

electricity, along a beam of light, or even, by wireless telegraphy,

through the air without the need of any other medium. Every
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THOUGHT FORCE. I

intelligent person is aware of the existence of the above mentioned

phenomena, and does not need to have the same demonstrated
to him. If he is interested in the subject at all, he wishes to be

taught how to operate these forces, so that he may be able to re

produce the experiments himself. This is equally true of the

student of Personal Magnetism. He has long since learned that
such a force exists. He sees it around him every day, and knows

of the wonders that are accomplished by its aid. He, possibly, is

aware that he has developed the force to a certain degree, and

what he wants, in any event, is to become acquainted with the

means whereby he can fully develop and intelligently use the

force latent within him. I, therefore, shall make no attempt to

demonstrate the existence of this force, believing it to be self-

evident.

I also intend to avoid a tiresome discussion of the numerous

theories which have been advanced to account for the phenomenon

of Personal Magnetism. I have no pet theory to advance. I
will endeavor to teach you how to obtain results, and you can

then read up on the subject of theories, or possibly formulate a new

theory of your own. I will state briefly my own conception of the

cause underlying the phenomena alluded to in this work, but I shall

not attempt to force my views upon you. You are at liberty to accept

or reject any theory, as the result in no way depends upon any

special form of belief. Many of those who have obtained the

best results, have discarded one theory after another, and now

say that they do not attempt to explain the real cause underlying

the results, being content to work on, without a dogmatic theory,

so long as they know how to obtain the results.

With this explanation, I will leave the land of theory and

enter into the realm of practice, and will endeavor to so instruct

you along the lines of the development and use of this mighty force,

that you may reproduce the results already obtained by others,

and perhaps may become investigators and leaders in the work of

blazing the way through the woods of superstition and mystery

with which the subject has been surrounded so long. I will

ask you to accept nothing that you cannot prove.
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8 THOUGHT FORCE.

LESSON II.

THE NATURE OF THE FORCE.

The force not magnetic in its nature—Subtle current of thought-waves —
Thoughts are things—Our thoughts affect ourselves as well as

others—Change of appearance following change of occupation—
Thoughts take form in action—Thought the greatest force in the

world —"I can and I will" vs. "I can't"—Practical instruction not

transcendental discourses—The adductive power of thought—Fear
thoughts the root of injurious thinking.

To the minds of most people the term Personal Magnetism

conveys the idea of a current radiating from the person of the

magnetic individual, drawing to him all those within the radius

of his magnetic force. This idea, whilst on the whole erroneous,

still contains within it the germ of the real truth. There is a

current of attracting force radiating from man, but it is not a mag

netic force in so far as the term "magnetism" implies some con

nection with the lodestone or electricity. The human magnetic

current, whilst bearing some resemblance to these two familiar
forces in its effects, has no real connection with them so far as is

concerned its origin or intrinsic nature.

That which we call Personal Magnetism is the subtle current

of thought-waves, or thought-vibrations, projected from the hu

man mind. Every thought created by our minds is a force of

greater or lesser intensity, varying in strength according to the im

petus imparted to it at the time of its creation. When we think,

we send from us a subtle current, which travels along like a ray

of light, and has its influence on the minds of others who are

often far removed from us by space, a forceful thought will go on

its errand charged with a mighty power, and will often beat down

the instinctive resistance of the minds of others to outside im

pressions, whilst a weak thought will be unable to obtain an en
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THOUGHT FORCE.

trance to the mental castle of another, unless that castle be but

poorly guarded. Repeated thoughts along the same lines, sent

one after the other, will often effect an entrance where a single

thought-wave, although much stronger, will be repulsed. It is

an exhibition of a physical law in the psychical world, and exem

plifies the old saying about steady dripping wearing away a

stone.

We are all influenced much more than we are aware by the

thoughts of others. I do not mean by their opinions, but by their

thoughts. A great writer on the subject very truly says : "Thoughts

are Things." They are things, and most powerful things at that.

Unless we understand this fact, we are at the mercy of a mighty

force, of whose nature we know nothing, and whose very existence

many of us deny. On the other hand, if we understand the nature

and laws governing this wonderful force, we can master it and

render it our instrument and assistant.

Every thought created by us, weak or strong, good or bad,

healthy or unhealthy, sends out its vibratory waves, which affect,

to a greater or lesser extent, all with whom we come in contact,

or who may come within the radius of our thought vibrations.

Thought waves are like the ripples on a pond caused by the cast

ing in of a pebble. They move in constantly widening circles,

radiating from a central point. Of course, if an impulse projects

the thought waves forcibly toward a certain object, its force will
be felt more strongly at that point.

Besides affecting others, our thoughts affect us, not only tem

porarily, but permanently. We„are_what .we.think._ouxselves into

being. The Biblical statement that "as a man thinketh in his

heart, so is he," is literally correct. We are all creatures of our

own mental creating. You know how easy it is to think yourself \

into a "blue" state of mind, or the reverse, but you do not realize J
that repeated thought upon a certain line will manifest itself not

only in character (which it certainly does), but also in the physical

appearance of the thinker. This is a demonstrable fact, and you

have but to look around you to realize it. You have noticed how

a man's occupation shows itself in his appearance and general
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10 THOUGHT FORCE.

character. What do you suppose occasions this phenomenon?

Nothing more nor less than that thought. If you ever have changed

your occupation, your general character and appearance kept pace

with your changed habits of thought. Your new occupation brought
out a new train of thought, and "Thoughts take form in Action."
You may have never taken this view of the matter, but it is true

nevertheless, and you may find ample proof of its correctness by

merely looking around you.

A man who thinks Energy, manifests Energy. The man who

thinks Courage, manifests Courage. The man who thinks "I can

and I will," "gets there," while the "I can't" man "gets left."
You know that to be true. Now, what causes the difference?

Thought —just plain every-day thinking, that's all. Of course,

the action follows the thought. But why? Just because it can

not help itself. Action follows as the natural result of vigorous

thinking. You think in earnest, and action does the rest. Thought

is the greatest thing in the world. If you do not know it now, you
will before you are through with this course of lessons. You may

say that this is no new thing to you —that you knew all about

"making up your mind," and all that sort of thing, long ago.

Then why did you not put it into practice and make something of

yourself? I will tell you the trouble. You thought "I Can't"
instead of "I Can." Now, I am going to change that "I Can't"
into a big "I Can" and a bigger "I Will." That is what I am

here for, and I intend to "make you over," before I am through

with you.

I suppose that you thought I would give you an elaborate,

transcendental discourse on things away up in the clouds, and

hoped that I would tell you how to charge yourself up with a lot

of magnetism, so that you would be able to light the gas with

the tips of your fingers, or draw everybody to you like a piece of
steel to a magnet, now, didn't you ? Well, I am not. But I intend

to tell you how you can generate in yourself a force, compared

with which magnetism is weak; a force that will make a man of

you; a force that will make you realize the I AM within you. A
power that will enable you to be a man of strong personal quali
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THOUGHT FORCE. 11

ties; a man of influence; a successful man. I will tell you how

you can acquire that which you have been calling Personal Mag
netism, providing you will start at it in earnest. It is worth work

ing for, and when you feel your new strength developing within
you, you would not exchange your new found knowledge for a

fortune.

Why, y°u feel a little stronger already, don't you? Of course

you do. I never have talked five minutes to a class of students

about "I Can and I Will" and about the I AM within them with
out their throwing back their shoulders, raising their heads, taking
a long breath, and looking me square in the eyes as a man or woman

should. It was "thought manifesting itself in action." Do you

see the point? I had planted the little seed of self-knowledge,

and it had begun to sprout.

Before I conclude this lesson, I wish to direct your attention

to one other very important thing about thought, and that is the

Adductive Power of Thought. Pay attention to this, please, as it
is of the highest importance.

Avoiding all attempts at a scientific explanation, and keeping

away from technical terms, I will state the matter concisely thus :

ThmTjTfr+a ottront lib-o ih^jrh+g ■the good thought attracts other

good thoughts; the bad thoughts, the bad; thoughts of strength,

likewise; thoughts of discouragement and doubt follow the rule,

and so on through the entire gamut of thoughts.

Your thought attracts to it the corresponding thoughts of others

and increases your stock of that particular kind of thought. Do

you see the point? Think Fear thoughts, and you draw to your

self all the Fear thought in that neighborhood. The harder you

think it
,

the greater supply of undesirable thought flocks to you.

Think "I am Fearless," and all the courageous thought force within

your radius will move towards you, and will aid you. Try it.

That is
,

try the latter. Don't think Fear thoughts. Do you know

that Fear and its oldest child, Worry, are at the bottom of more

misery, more unhappiness, more failures, than anything else in

the world. Fear and Hate are the parents of all the vile thoughts.

I will go into this matter with you at greater length in subse
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12 THOUGHT FORCE.

quent lessons, but let me urge upon you now, with all the earn

estness of which I am capable, to tear out those vile weeds—Fear

and Hate. Tear them out by the roots. They spoil the whole

garden and breed hosts of other weeds, such as Worry, Doubt,

Timidity, Lack; of Self Respect, Jealousy, Spite, Malice, Envy,

Slander and Morbid Ideas. I am not trying to preach you a

sermon, but I know that these vile thoughts are hindering your

progress, and you will realize it
,

too, if you will stop to think for

a moment. Open the blinds, and let the pure sunshine of Bright,
Cheerful and Happy thoughts pour in, and the microbes of Doubt

and Despair and Failure will leave, and seek more congenial

quarters.

If you were my dearest friend, and I knew that this message

would be my last on earth, I would shout to you, as loud as my

vocal organs would permit: "Let Go of Fear and Hate
Thoughts."
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THOUGHT FORCE. 13

LESSON III.

HOW THOUGHT FORCE CAN AID YOU.

Success dependent upon Personal Influence —"Strong" men "arrive"—
Apparent exceptions to the rule—When negative men produce,
positive men reap the benefit —Money the material manifestation of
success —Money a means, not an end —The Law of Mental Control —

Influence through suggestion— Influence by thought vibrations —

Influence by, thought's adductive power—Influence acquired by

character building.

I am addressing you upon the supposition that you are desirous

of developing the forces within you, for the purpose of attaining

success. Success in life depends very materially upon the posses

sion of the quality of attracting and influencing our fellow-men.

No matter what other qualities you may possess, you are handi

capped by a lack of that subtle force which we are in the habit

of calling Personal Magnetism. Look around you and you will
see that nearly every man who has "arrived" is possessed of the

ability to attract, persuade, influence or control his fellows. They

are all what is known as "strong" men. There are a few excep

tions to this great rule, and these exceptions only go to prove

the rule itself. These exceptions are usually found among

men who have demonstrated their success along lines of art,

scientific research, invention, literary work, etc., and it will readily

be seen that their success, from the very nature of things, depends

more upon a close, concentrated, plodding research or effort, rather

than upon push, energy, force and knowledge of human nature,

or ability to handle men. These men are successful in their own

lines of endeavor, but, as a rule, the results of their labor are

reaped by others of a more worldly turn of mind. If these burners

of midnight oil meet with financial success, it is because some more

positive man has taken charge of the business end of their work
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u THOUGHT FORCE.

and pushed it through, in which case the said positive man usually
reaps the lion's share.

This being the true state of affairs, I am justified in regarding
success as meaning the attaining of financial reward, and that

must depend largely upon the Personal Magnetism of the seeker

after success. The inventor, student, writer, and scientist can be

greatly benefited by an understanding of the intelligent use of

the powers of Mental Control, but to the "man among men" re

mains the privilege of securing the best results of that wonderful

power, for it brings him not only success, but also its material

manifestation —Money,

Money, regarded as mere money, is not a high ideal, but re

garded as the means of surrounding ourselves with the best things

of life, it becomes no unworthy goal for human endeavor. I,
therefore, feel justified in treating it as the end to be sought after.

To repeat, success in life depends largely upon our ability to

interest, attract, influence and control our fellow men. I do not

think that you will require any argument upon that point, that is
,

if you have had any acquaintance, whatever, with the world of

men and affairs.

The next thing is to learn how this wonderful and valuable

power may be acquired. The answer is : by the mastery of the law

of Mental Control. That is the secret of not only Personal Mag

netism, but also of Success in Life and of Happiness as well. To
the man or woman who masters this law, the world is an oyster to

be opened and enjoyed in comfort. Even he who lacks the appli

cation and perserverence to follow up the exercises for the devel

opment of his latent powers, will be stronger and more positive

from a mere acquaintance with the subject.

"This is all very well," you say, "but tell us how we may

develop this power." That is just what I am doing now. I am

leading you up to an understanding of the theory, by easy steps.

I wish the idea to unfold naturally, so as to avoid giving you mental

dyspepsia.

Now, for a summing up of the general theory, before I take up

the subject in detail.
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THOUGHT FORCE. IS

I have told you that the power of thought could be used in a

number of ways in the direction of influencing men and gaining

success. I have given you an idea of how thought operates in the

direction named. Before proceeding to our next lesson, I think
it well to again call your attention to the several different ways

in which thought can aid you in attaining success, through the

influencing of men.

Thought will aid you in the following manner:

1. By the use of your positive thought force in the direction

of directly influencing men in person, through the law of Sug

gestion. By this I mean that you will be able to interest men in

your schemes and plans, enlist their aid, secure their patronage,
and influence them generally. This faculty, natural to some men,

can be acquired by any man or woman who has the will power and

perseverence to develop it within them. Most students of the

subject are desirous of acquiring knowledge of this branch of

Mental Control before the other phases of the subject, and I, there

fore, will take it up in my next lesson.

2. By the power of direct thought vibrations set in motion

by your mind, which will exert a powerful effect upon the minds

of others, unless they understand the secret of guarding against

these forces and rendering themselves positive to others. An under

standing of this law will also enable you to present a positive

mental attitude toward the thought waves emanating from the

minds of others.

3. By the power of the addictive qualities of thought, which

works upon the theory of "like attracts like." By holding certain

thoughts, constantly, in your mind, you attract to you thoughts

and influences of like nature, from the great body of thought

surrounding us, unseen, but all powerful. This power is one of

the strongest forces in nature, and if properly used will attract

assistance from the most unexpected quarters. "Thoughts are

Things," and possess a wonderful power of attracting to them

selves other thought waves of the same vibratory pitch and

quality.

4. By the power of thought in shaping your character and
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76 THOUGHT FORCE.

temperament to meet the requirements of your organization. You
lack certain qualities needful for your success. You know it as

well, if not better, than anyone else, but you have been deluded by

a belief that these shortcomings were a part of you and that "the

leopard cannot change his spots." To you the study of the Law of

Mental Control comes as a mighty ally, for you can overcome

these deficiencies, and can acquire new characteristics and qualities,
as well as learning how to strengthen those which you have already.

I will endeavor to start you upon the right road, by this series of

lessons. I will point out the way for you, but you must do the

work yourself. Every man must work out his own salvation,

in this study, as in every other branch of human endeavor.
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THOUGHT FORCE. IT

LESSON IV.

DIRECT PSYCHIC INFLUENCE.

Influence in a personal interview —The three great methods—Direct sug

gestion—Thought waves—The adductive quality of thought —What
is Suggestion —The Dual Mind—Hypnotic Suggestion —The Active

and Passive functions —The qualities of the two functions —Human

sheep—The two brother-partners —The Passive brother —The Active

brother—Their respective traits—The "dead-easy" man —The "hard-

as-nails" man —How to elude the vigilant partner —Never take

No! for an answer, in business or in love—Fortune is feminine—

Love laughs at locksmiths —Confidence will win the day.

In this and the next lesson I will endeavor to make plain to

you the process whereby an individual exerts jmin^ujmcejpverjiis
fgllojrjnen, in a personal interview, and interests them in his

schemes and plans; enlists their aid and support; secures their"

patronage ; ahdlnnuences them generally. We all know men who

are able to accomplish these results, and yet we content ourselves

with wondering at their strange power, without endeavoring to

acquire it.

, The art of influencing men or women whilst we are in their

presence, of necessity includes the other several methods of mental

influence mentioned in the preceding lessons, and partakes of

the nature of each. It is difficult to speak intelligently of this

phase of mental influence, without covering the entire ground in
tended to be explained in subsequent lessons. I must content

myself with a general reference to these several different branches

of the subject, as you will meet them later on, at which time I
will take them up at greater length. I would suggest that after

completing this series of lessons you take up this particular lesson

again, and go over it carefully a second time. You will have a

much clearer idea of the subject then, and many things which
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IS THOUGHT FORCE.

now seem more or less vague and unsatisfactory, will appear clear

and easily understood.

In influencing men whom we meet face to face, we affect them

in a number of ways, which may be roughly summed up in three

forms, viz. :

1. By direct suggestion through the voice, manner, appear

ance and eye. This includes not only voluntary suggestions on our

part, but also the suggestions made involuntarily by every earnest

man.

2. By thought waves directed to the other person by a vol

untary effort of our mind.

3. By the addictive quality of thought, resulting from the

process of controlled thought, of which I spoke in the preceding

lesson. This force, once generated, operates involuntarily and

constitutes the most striking phase of what we call Personal

Magnetism.

In this lesson I shall confine myself to the first mentioned form

of personal influence, and will take up the succeeding forms in

subsequent lessons.

It is a most difficult task to give an intelligent comprehensive

idea of the subject of Suggestion, in the limited space at my

disposal. If the student has acquainted himself with the prin
ciples underlying Hypnotism or Hypnotic Suggestion, he will

readily understand just what I mean when I say "Suggestion."

To those who have not had this advantage, I will say that a sug

gestion is "an impression, consciously or unconsciously received

through any of our senses." We are constantly accepting or re

jecting suggestions, the acceptance or rejection depending upon the

degree of suggestibility in ourselves, the degree being caused by

the development or cultivation of the non-receptive qualities of the

mind. We cannot attempt to go deeply into the subject of what is

known as the Dual Mind in man, which has been variously desig

nated as the Objective and Subjective minds; the Voluntary
and Involuntary minds; the Conscious and Subconscious minds,

etc. If the student is desirous of acquainting himself fully with
this subject, I would suggest that he take up some good work on
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THOUGHT FORCE. 19

Hypnotism or Hypnotic Suggestion. There are several good

books on this subject, but I would suggest the publications of The

Psychic Research Company as best fitted for this purpose.'

In order that the student may grasp the idea that I wish to

convey regarding the use of suggestion as a means of exerting

personal influence, I would have him understand that the mind has

two general functions, which (following the terms used try me in

my other writings) are known as the Active Function and the Pass

ive Funcjtioa, respectively. The Active function does the volun
tary, volitional thinking, and also manifests what we call "will
power." It is the function used frequently by the active, energetic,

vigorous, wide-awake man, in his busy moments. The Passive

function does the instinctive, automatic, involuntary thinking,

exhibiting no "will power" and manifesting on entirely contrary

lines from the Active function. The Passive function is a most

valuable servant of man, and really performs the greater part of

his mental work, doing all the drudgery and fulfilling its allotted

task without receiving praise or thanks. It works uncomplain

ingly, and apparently without an effort, and never seems to tire.

The Active function, on the other hand, works only at the prompt

ings of the will, and uses up a greater amount of nervous force

than its Passive brother. It does the energetic active work of

the mind, and tires after a great deal of effort and cries out for
rest. You are conscious of more or less effort when you employ

the Active function, but not so when you use the easy-going, faith
ful, good-natured Passive function. I think that you understand

the distinctive features of these two functions, from this brief

explanation.

Some persons do nearly all their thinking along Passive lines.

Such persons find it too much of a task to do their own thinking,
and prefer the "ready made" thoughts of others, to that of their

own production. They are practically human sheep. They are

very credulous and will accept almost any statement made to them

These works may be obtained from the Psychic Research Com

pany, Auditorium Bldg., Chicago.
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20 THOUGHT FORCE.

in an earnest, positive manner. These people are very suggestible
and are practically at the mercy of those of a more active mind.

They find it hard to say "No," and are inclined to say "Yes" if it
is easier and requires less thinking. Others are not quite so sug

gestible, and some are scarcely suggestible at all, at times. But
the latter, when they relax and give their Active functions a rest,

are much more suggestible than at other times.

To enable you to form a mental picture of the two functions,
for the purpose of carrying out the instructions given in this

course, I will ask you to imagine a pair of twins who are associated

as partners in a business enterprise. They look exactly alike,
but have very different qualities, and each one is well fitted for
the performance of the special duties which he has undertaken.

They share equally in the profits and losses of the business. The
Passive brother attends to receiving goods; filling orders; packing
goods; keeping the stock in order, etc., while the Active brother

attends to selling the goods; the general management of affairs;

financiering; pushing things along, and, in short, is the executive

of the concern and its active spirit. When it comes to the buying
of goods, however, both brothers take a hand.

The Passive brother is a good-natured, easy-going, "dead-easy"
sort of fellow; a plodding, automatic, mechanical sort of man.

He is somewhat "set" in his notions, rather superstitious and

bigoted, but very credulous and apt to believe almost anything one

may tell him, providing the new statement does not directly
conflict with some of his preconceived notions. To get a radically
new idea into his head it is necessary to "insinuate" it into him,

by degrees. He is in the habit of deferring to the opinions of his

brother, when the latter is around, and, in his brother's absence,

to the opinions of other people. He will be apt to grant you any
favor or give you almost anything you ask, providing you make the

request in a firm, confident manner. He is afraid of hurting your

feelings by a refusal, and will promise you anything to get rid of

you, and to avoid giving you a positive refusal. You can sell him

almost anything if his brother is not watching him, if you go about

it right. All you have to do is to put on a bold, confident front,

and take things for granted. You know the type.

G
e
n
e
ra

te
d
 f

o
r 

Jo
h
n
 P

a
tr

ic
k 

D
e
v
e
n
e
y
 (

U
n
iv

e
rs

it
y
 o

f 
C

h
ic

a
g

o
) 

o
n
 2

0
1

5
-0

5
-2

7
 2

3
:0

7
 G

M
T
  
/ 

 h
tt

p
:/

/h
d
l.
h
a
n
d
le

.n
e
t/

2
0

2
7

/w
u
.8

9
0

3
8

4
1

9
0

8
1

P
u
b
lic

 D
o
m

a
in

, 
G

o
o
g

le
-d

ig
it

iz
e
d

  
/ 

 h
tt

p
:/

/w
w

w
.h

a
th

it
ru

st
.o

rg
/a

cc
e
ss

_u
se

#
p
d
-g

o
o
g
le



THOUGHT FORCE. 21

The Active brother, however, is a very different sort of a

fellow. He is a suspicious, watchful, wide-awake, "hard as nails"

sort of individual. There is no nonsense ahnuj him.. He finds

it necessary to keep a close watch on his Passive brother in order

that the interests of the firm do not suffer. The Passive brother

is always getting "stuck" by somebody, or on something, and

really needs some sort of a guardian, and if the Active fellow

happens to take a nap or be too busy with his work to keep an

eye on the Passive brother, something is sure to happen to the

latter. The Active partner, accordingly, is not inclined to allow

you to meet the Passive brother, until he knows you pretty well,

or thinks that you have no designs on the easy fellow. He
watches you carefully and inquires into your business, and tries

to find what you are up to, before he will allow you to see the

other partner. If he thinks that you have designs on the easy

fellow, he will tell you that his easy brother is out, etc. Even if
he allows you to see his brother, he will watch every motion and

listen to every word, and in case he thinks that you are trying
to play some sort of a game on the easy man, he will put his

foot down on the scheme and call the deal off. He considers every

proposition, and accepts it, if reasonable, or rejects it if not. He

grows less suspicious when he becomes accustomed to your pres

ence, and may even grow to have considerable confidence in you.

He also may be entertained and amused, at which times he relaxes

his vigilance and grows less suspicious. If his suspicions are once

allayed, you may be able to get in a word with the other brother,

in which case you have made a great advance, for the easy brother,

once acquainted with you, will himself contrive to make the next

meeting easier. He feels lonesome and chafes under the restraint

imposed upon him by his brother, and when he once makes your

acquaintance he will be on the look out for another chance to have

a chat with you. The first step is the hardest.

Please remember that the mind of every man or woman is a

partnership, composed of functions represented by the two char

acters with which I have just endeavored to acquaint you. There

is a difference however in firms. The Passive partner is pretty
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22 THOUGHT FORCE.

much the same in all cases, although in some he manages to have

his own way more, and in others he is kept still further in the

background, the difference being caused by the degree of positive-

ness in the Active partner. There is a great difference in these

Active partners. Some of them are splendid examples of prudence,

watchfulness and sagacity, whilst others possess these qualities in
a lesser degree, and some are nearly as "easy" as their Passive

brothers. Some of them can be "bulldozed," others coaxed, others

flattered, and others tired out into relaxing their vigilance.

Some of them get so interested in something that they do not

notice that the visitor is getting well acquainted with the Passive

brother, and may even allow him to give an order for goods. Each

one has his own peculiarities, his weaknesses. As a man is no

stronger than his weakest point, the obvious rule is to find that

weakest point and direct the attack right there.

You will readily see that the main thing to be accomplished is

to elude the vigilance of the Active partner. There are many

ways of doing this—the thing to do is to find out the best way.

If one way does not work, try another. If you keep at it you will
win eventually- "Faint heart never won fair lady." It can be

done if it is gone about properly. It is done every day. It is

easy with some, and hard with others, but it can be done with all
of these watchful partners if you will only keep pegging away at it.

Never take "No" for an answer. Pursue the same plan in

business that you would if you were courting the girl you loved.

In the latter case, a "No," or two, or a dozen for that matter, would

not count. Pursue the same tactics in your business, and you will
win the day. Fortune Js. Jgrninine,. ,jojo, know, and^possesses . all
of the characteristics of the sex.

Suggestions gain force by repetition. A man may reject a

proposition when first made, but upon hearing the same thing

over and over again, he will get to believe it. No wonder, you be

lieve it yourself, from the mere repetition of it
,

and why shouldn't

he. Moreover, a suggestion may produce no apparent effect at

the time it is given, but may be like a seed planted in fertile

soil, which will have sprouted b
y the time you come again. By

talking properly to the Active partner and getting him interested,
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THOUGHT FORCE. 23

you have enabled the Passive brother, actuated by curiosity (of
which he has a full share) to draw near and overhear your con

versation. He will often think over the overheard words after you

have gone, and the next time you come he will manage to get an

interview with you, in spite of his stern brother. "Love laughs at

locksmiths," and so does the Passive fellow at his brother—

sometimes. You should carry the above mental picture of the

two functions of the mind —the Active partner and his Passive

brother. With this picture in your mind, you will be able to direct

your suggestions to the best advantage, and also to guard your

self against the suggestions of others.

In influencing a man with whom you come in personal contact,

you will not have to depend entirely upon the power of suggestion
in overcoming the watchfulness of the Active partner of his

mind. You will be aided by two powerful allies, i. e., direct

thought waves consciously projected by your mind, and by the

involuntary adductive qualities of thought. These powers can be

highly developed by the exercises which will be given you during

this course of lessons. You will also learn how to acquire char

acteristics calculated to aid you in making a good impression

upon the Active brother, who is apt to be impressed by external

appearances.

There is one thing which you must learn, however, and that is

Confidence and a belief ^nj[ouT_.ajiilitjt to master this subject. It
is like a BoyTearning to swim. The swimming power is inherent in

every boy, but he doesn't believe it. As soon as he believes that

he can swim—he swims ; but so long as he believes that he "can't"
—he cannot. He may improve in the art of swimming by practice,
but he had the swimming power in him from the beginning, and

all he needed was belief. You have within you the art of in

fluencing others, but until you believe it and have Confidence,

you will find it hard work. You can do it
,

and have but to strike

out. You can begin on easy exercises at first, but you must have

Confidence from the start. Some men discover this by accident,

and do not know the reason of their success. You know the

reason, now, and can do as well and better than the man who

has stumbled upon the truth.
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2t THOUGHT FORCE.

LESSON V.

A LITTLE WOBLDLY WISDOM.

How to influence the Active partner—Conversation —The art of listening —

Carlyle and his visitor —A delightful conversation —Keep yourself

positive—Appearance —Apparel —Clean linen — Perfumes — Cleanli

ness — Manner — Reserve — Temper —Fearlessness—Self-respect —

Consideration for others—Frankness —Earnestness —Firm hand
shake —The eye—Tone of voice—A useful rule—How to remedy

deficiencies in manner.

In the preceding lesson I compared the two functions of the

mind of each individual, to the two brothers—partners in a busi

ness enterprise. For the convenience of explanation, I will con

tinue this illustration, which is quite applicable to the real state

of affairs.

This Active partner is a "particular" old fellow, and needs

considerable humoring, and careful handling. He is influenced,

to some extent, by the conversation, appearance, manner, voice, eye,

etc., and each Active partner has his own tastes and peculiarities,

although there are some things which they all have in common.

As to conversation, we should if possible ascertain what inter

ests the old fellow. If you please him in this respect he is apt

to lose sight of his duties as guardian of his easy brother. You
should therefore learn to talk to him about things in which he is

interested, but do not make the mistake of talking too much—

"give the old man a chance." You should talk until you get him

well started on a favorite topic, and then—you keep quiet. You
should cultivate the art of listening, for it is one of the most

valuable accomplishments in the world. Many a man (or woman)
has risen to a high position simply by being a good listener. You

may remember the old tale told of Thomas Carlyle. A visitor

once called on him and being a good listener and a student of

human nature as well, managed to get him started talking on a
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THOUGHT FORCE. 25

favorite subject. Carlyle talked for over three hours without

giving the visitor "a chance to get in a word edgeways." When the

caller at last rose to depart, Carlyle accompanied him to the door,
in tw

o

surprisingly good humor, and bade him good-bye, saying:
"Come again, mon, we've had a most delightful conversation."

Do you see the point ? Listen attentively to the old Active partner,
and act as if each of his words was a bright golden dollar, fresh

from the mint—but do not fall under the influence of his spell.
Pay earnest attention to what he says, but do not let his thoughts

produce any real impression upon you, or else he will be selling

goods to your Passive partner. Keep yourself positive, not negative,

for you will have a word to say to the easy brother after the old

fellow becomes "intoxicated with the exuberance of his own ver

bosity," and relaxes his vigilance. By all means cultivate the art

of intelligent listening.

As to appearance, I would advise you to avoid the two

extremes of flashiness and dowdiness, respectively. Keep
in the middle of the road. You should particularly avoid

clothing calculated to attract special attention, either by its ex

treme style or the reverse. The apparel should be simple, neat and

clean. Do not wear a shabby hat or shoes, for these things are

especially noticeable. A man with a good hat and neat, well-

cleaned shoes may pass muster even with well worn clothes (if
clean), whilst with a shabby hat or muddy or shabby shoes the

effect of even a fine suit of clothes is lost. Always wear clean

linen. These things count. Eschew the use of strong perfumes.

To most men strong perfumes are an abomination. It is scarcely

necessary to add that personal cleanliness is an important pre

requisite for obtaining a favorable hearing with the majority of

Active partners, even though they be not so particular themselves.

You manner should be pleasant and cheerful, yet not frivolous.

A certain degree of reserve is desirable. Your temper, of course,

should be well under control. Anger is a sign of weakness —not

strength, and the angry man is always placed at a disadvantage.

You should be absolutely fearless, both physically and morally,

the latter being the rarer quality. If you are quick tempered, or
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26 THOUGHT FORCE.

apt to give way to a fear of misfortune, or worry, etc, you should

pay particular attention to the lesson on Character Building, and

correct these defects.

Your manner should convey the idea of self-respect, but should

likewise show a delicate consideration for the feelings, likes and

dislikes of others. If you lack the latter quality, you should cul

tivate it by all means, as it is of paramount importance in creat

ing friends and in gaining the favor of Active partners, the latter

being only human in spite of their rough exteriors. If you will
carry in your mind this thought: "I act toward you as I would

like you to act toward me," and make the thought take form in
action, you will acquire this valuable quality. Cultivate a frank,

open manner. Most people like it. Be earnest when you' talk.

It not only holds the attention of the people to whom you are

talking, but is a valuable aid to you in having your suggestions

accepted, and, besides, is an important factor in imparting force

to your thought vibrations. Cultivate a firm^Jbonfigt, manly

handshake. Nobody likes to have thrust upon him a flabby,

limp hand. You don't yourself. Do not forget this. If you have

not the proper handshake, start to work and get it at once.

Shake hands with everyone as if he were your best girl's mil
lionaire father. And then look people square in the eye. I will
have more to say about the power of the eye, in the next lesson,

but I wish to call your attention to it in connection with the

hearty handshake. The two go together.

Cultivate an agreeable tone of voice, avoiding a mumbling
utterance on the one hand, and a loud boisterous tone on the

other. An excellent rule is to pitch the voice to the tone of the

party with whom you are conversing, providing always that you do

not shout in order to keep pace with the other person. If the other
man shouts, keep your own voice even and subdued, and he will
soon drop to your pitch. This, by the way, is a good plan to

adopt with a person who is excited and is attempting to give you
a good "tongue lashing." In such a case keep your temper and
see that your voice is subdued and steady, and you will find the
voioe of the other man (or woman) gradually dropping down to
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THOUGHT FORCE. 27

your pitch. As he lowers his voice his temper subsides, and he

feels ashamed, and you have won the day. Try it. There is much

in the voice. A flexible, well modulated voice is most pleasing, and

wins many victories for its fortunate possessor. Let your voice

express the shade of feeling which you wish to convey. This is

one of the most potent forms of suggestion. An expressive voice

is one of the principal tools of the successful suggestionist.

The student must not despair if he lacks some of the important

requisites to success, above mentioned. He should know that every

one of these gifts is within his reach, if he will but take the

trouble to acquire it. I explain this point fully in the lesson on

Character Building.
Another very important medium of influencing others, includ

ing our old Active partner, is the Eye. The Human Eye ! Who does

not know its power, and yet how few know how to acquire the secret

of its use ! One could write volumes upon its power as a weapon of

offense and defense, and its aid in influencing man and the lower

animals, and yet not begin to exhaust the subject.

I will devote our next lesson to an explanation of the use of

the eye as an influencing medium; how to acquire the "magnetic

gaze"; and how to avoid the influence or the eyes of others.
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THOUGHT FORCE.

LESSON VI.

THE POWER OF THE EYE.

The most potent means of influencing others—The reasons —The trained

eye a powerful weapon —Mental vibrations conveyed by the eye-
Its power over wild beasts and savages —Steady gaze almost unbear

able —Proper use of the eye—Fascination and hypnotic attraction—
The magnetic gaze —The beginning of the interview —How to use

the eye to command attention—How to hold attention—How to
regain attention —Get what you want before you leave —Self-protec

tion—How to prevent others from influencing you—How to say

"No!" —How to give suggestions.

The eye is one of the most potent means of influencing others.

It not only serves to hold the attention of the person to whom you

are talking, thereby rendering it easier to impress your sugges

tions upon him ; but it is also a power in itself, which when prop

erly used is the means of impressing your will upon another. It
attracts, fascinates, and holds spellbound the Active partner, and

gives you a chance to talk with the easy-going brother.

The eye of the man who has mastered the law of mental control,

is a powerful weapon. It conveys the strong mental vibrations

direct to the mind of the other party, at short range. You have

heard of the power of the human eye over wild beasts and savages,

and many of you have met with men who seemed to look clear

through you and whose steady gaze was almost unbearable. I will

give you a few exercises, in our next lesson, which will aid you in

acquiring what is known as the "magnetic gaze," a most important

acquisition for the student of personal influence. In this lesson,

I will assume that you have already acquired the "magnetic gaze."
The proper use of the eye, in interviews with other persons,

will enable you to exert an influence over them something akin

to fascination or hypnotic attraction. This is the result of strong

mental vibrations conveyed at short range by means of the magnetic

gaze of the trained eye.
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