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N the past few years a widespread mental and
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has been very aptly called THE NEW PSYCHOL-
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development and expression of the mind, or soul, of
both the individual and the nation.
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CHAPTER I

WHAT IS SUGGESTION ?

While the majority of thinking people know
what is meant by the word ‘‘suggestion,’’ in
its modern psychological sense, yet very few
of them are able to give even a fairly good
definition of the term. And this difficulty is
not confined to the general public, for even the
writers on the subject of Suggestion seem to
experience the same trouble in defining the
term, and many of them have seemingly given
up the task in despair ; for they have plunged
right into the middle of the subject, leaving
the reader to learn what Suggestion s by
what it does. But, notwithstanding this diffi-
culty, we think it well to begin our considera-
tion of the subject by at least an attempt to
define the term, and to give a preliminary
explanation of its scientific meaning.

The word ‘‘suggestion’’ is derived from
the Latin word ‘‘suggestus,”” which has for
its base the word ‘‘suggero,’”’ meaning: ‘“To
carry under.”’ Its original use was in the

9
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10 SUGGESTION AND AUTO-SUGGESTION

sense of a ‘‘placing under’’ or deft insinua-
tion of a thought, idea, or impression, under
the observant and watchful care of the atten-
tion, and into the ‘‘inner consciousness’’ of
the individual. The word, as generally used,
indicates the use of a hint or other indirect
form of calling a matter to the attention of
another. But beyond this use; there has
arisen a secondary, and more subtle employ-
ment of the word, i. e. in the sense of a sly,
guarded insinuation of an idea, in such a way
that the hearer would fail to understand that
he was receiving a hint, but would be apt to
- think that the idea arose in his own mind,
from the workings of his own mentality. The
word ‘‘insinuation’’ gives one the nearest
idea of this form of suggestion. The word
‘‘insinuate’’ means: ‘‘To introduce anything
gently, or by slow degrees; to instil artfully;
to hint guardedly or indirectly; to intimate;*’
—the main idea of the term being ‘‘to creep
in.”” And, indeed many suggestions (in the
scientific sense of the term) are so insinuated
into the mind.
But among psychologists, the word began
to take on a new meaning, i. e. that of the in-
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WaAT Is SUuGGESTION? 11

troduction of anything into the mind of the
other, in an indirect and non-argumentive
manner. One of the dictionaries defines this
sense of the term as follows: ‘“To introduce
indirectly into the mind or thoughts.’” And,
later, psychologists began to use the term in
a still broader sense, i. e. that of the impres-
sion upon the mind by the agency of other ob-
jects, such as gesture, signs, words, speech,
physical sensations, environment, etc. And
this use was extended later, to meet the re-
quirements of the adherents of telepathy, who
employed it in the sense of the ‘‘insinuation
of ideas by telepathic means,’’ the term ¢‘men-
tal suggestion’’ generally being used to dis«
tinguish this particular form of suggestion.
The comparatively recent interest in, and
discoveries regarding the great subeconscious
area of mind, caused a new interest to attach
to the use of suggestion, for the majority of
the writers held that this subconscious region
of the mind was particularly amenable to sug-
gestion, and that to this part of the mind all
suggestions were really directed and aimed.
The ‘‘insinuation’’ was held to be the artful
introduction of the thought into this region
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12 SUGGESTION AND AUTO-SUGGESTION

of mentality. Many theories were advanced
to account for the phenomena of the subcon-
scious in its phase of the suggestible-mind,
and the discussion still rages. But, no matter
what theory may triumph in the end, the fact
of the existence of the subconscious region of
mind has been firmly established. While the
theorists are disputing about names and gen-
eralities, a great army of investigators are
uncovering new principles of application, and
new facts of phenomena regarding this won-
derful part of the mind. While the theorists
are disputing about the ‘“ Why,’’ the investiga-
tors are finding out much about the ‘‘How.”’
The subject has now reached the stage where
it may be divested from mysticism or ‘‘super-
naturalness,”” and studied from a purely
scientific position. Subconsciousness with-
out Suggestion, would be like ¢ Hamlet’’ with-
out the Prince. The two subjects are bound
closely together, and it is difficult to consider
one except in connection with the other.

In order to understand the modern psycho-
logical use of the word ‘‘suggestion’’—which
is the use that we shall maka of the term in
this book,—you must make the broad distine-
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WaAT Is SUGGESTION? 13

tion between the ideas accepted by the mind
following the employment of logic, reasoning,
demonstration, proof, etc., on the one hand;
and ¢mpressions made upon, or ideas induced
in the mind by other methods. The words
“‘Impression’”’ and ‘‘Induce’’ will give you
the best idea of the effect of suggestion. When
an idea is placed in the mind of a person by
Suggestion, it is always placed there by one
of the following three general methods:

I. Suggestion by means of impressing the
fact upon the mind by firm authoritative state-
ments, repetition, ete., in which the suggestion
acts as a die upon the molten wax; or

II. Suggestion by means of inducing the
idea in the mind, by indirect insinuation, hint,
casual mention, etc.,, by which the mind is
caught off ils guard, and the instinctive resist-
ance of the will is escaped; or

ITI. Suggestion, generally along the lines
of association, in which outward appearances,
objects, environment, ete., act to both impress
and induce the idea into the mind.

Of course there are cases in which several
of these three methods are associated or com-
bined, but a careful -analysis will show that
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14 SUGGESTION AND AUTO-SUGGESTION

one or more of the three are always in evi-
dence in any and all cases of Suggestion.

. To some, the above statements may seem
strange, for to many the arguments of a per-
son are held to be the strongest forms of sug-

*gestion, impression and induction. But a
little analysis will show that there is far more
to Suggestion than argument. In the first
place mere argument for argument’s sake is
not a strong suggestion. Men may argue for
hours, without any special object in view, and
after a great flood of words, all the parties
thereto will go on their way, unconvinced, un-
impressed, and with no new convictions or
ideas ‘‘induced’’ in them, unless under the
latter classification may be included the fre-
quent ‘‘impression’’ or conviction that the
other party to the argument is either densely
ignorant, a fool, bigoted, or else an unmiti-
gated bore. The twelfth juror, who com-
plained of the ‘‘eleven stubborn’’ fellow-jury-
men, was not especially amenable to the sug-
gestion by argument; although the same man
undoubtedly could have been swayed by
the employment of a more subtle form of
influence. 1t is true that often argument
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Waar Is SueeesTiON? 15

is necessary to brush away certain objec-
tions. to certain ideas, but after that is
done the real work of Suggestion is per-
formed by the person wishing to make
an impression. As a rule Suggestion is not
operated by opposing will to will; argument
to argument; or logic to logic. On the con-
trary, it generally operates by insinuating it-
self under, over, or around the argument, will,
or logic; or else by an authoritative statement,
repeated as often as possible, without proof,
and avoiding argument. And even where
proof or argument is employed, it will be
found that the Suggestion is in the form of
the main statement, and that the argument
and proof are merely the ¢‘stage-business’’ of
the performance.

In the form of Suggestion, in which Im-
pression is the method employed, the action is
generally direct and open. The ‘‘strong men’’
frequently employ this method effectively,
carrying it through by sheer force of per-
sonality and real or fancied authority. Where
Induction 1s the form employed, the method
resembles that of the diplomat, and taect,
finesse, and subtle insinuation are the forms
of the operation. In this form of Suggestion,
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16  SUGGESTION AND AUTO-SUGGESTION

which is far more common than is generally
imagined, diplomats, women, and others hav-
ing fine perceptions and instinctive delicacy
of mental touch, excel. The lift of an eye-
brow; the shrug of a shoulder; the carefully
shaded accent—all these are phases of this
form of Suggestion. And many little tricks
of manner, gesture, etc., are likewise. So
common is the use of Suggestion in these
times, that an acquaintance with the subject
is almost absolutely necessary to every one.
Another form of Suggestion that has
sprung into prominence in late years, is that
of Therapeutic Suggestion, by which term is
meant the employment of Direct Suggestion
for the purpose of causing the mind to exert
its inherent power to regulate the functions
of the body, by means of the involuntary ner-
vous system, ete. Therapeutic Suggestion
has reached an important place in the method
of combating disease and ill-health, and is now
taught in all the principal medical colleges,
although until recently regarded by them with
disfavor. It also covers and explains many
of the various forms of ‘‘healing’’ by various
mental and so-called ‘‘spiritual’’ methods,
which, under various guises and names, have
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WaaT Is SucGesTION? 17

grown so rapidly in popular favor during the
past decade. A portion of this book shall be
devoted to this branch of the subject.

Another important branch of the general
subject of Suggestion is found in what is
known as ‘‘ Auto-Suggestion,’”’ which is Self-
Suggestion, or Suggestion given by oneself,
to oneself, according to certain methods and
principles, and which method is also in great
favor at the present time, under one name or
another, and under one theory or another. Au-
to-Suggestion may be, and is, advantageously
employed along therapeutic lines, and many
cases of ‘‘healing’’ by many supposed meth-
ods, are really the result of the auto-sugges-
tion of the patient, aroused in various ways.
Auto-Suggestion is also very advantageously
employed in Character Building, and in Self
Development. Itis found to be the active basis
of all the various forms of self improvement
along mental lines.

All of the above forms of Suggestion will be
touched upon under the chapters devoted to
them in this book, with further explanation
and details. The purpose of this introductory
chapter is merely to give you a general idea
of what Suggestion s, and its several forms.
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CHAPTER II.
SUGGESTION OF AUTHORITY.

In the preceding chapter we called your at-
tention to the fact that Suggestions are ac-
cepted by persons when given by one or more
of three general methods. These three meth-
ods, you will remember, are: (1) Sugges-
tion by impression, as by authoritative state-
ments, etc.; (2) Suggestion by inducing the
idea in the mind, by insinuation, hint, and
other indirect means; and (3) Suggestion
along the lines of association of outward ob-
Jects, ete., which act both by impressing and
inducing the idea in the receptive mind of
the person so suggested to.

But these three classes of suggestion may
be considered as being caused by the sugges-
tion reaching the individual along several dif-
ferent lines, or channels. For convenience
we may divide these channels of suggestion
into five classes, viz:

I. The Suggestion of Authority;
II. The Suggestion of Association;

18
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Or AUTHORITY 19

III. The Suggestion of Habit;
IV. The Suggestion of Repetition;
V. The Suggestion of Imitation.

In order that you may be able to distinguish
the difference between these different phases
of Suggestion, we shall call your attention to
the details observable in each, briefly and con-
cisely, that we may hasten on to the general
subject of the book.

I. TheSuggestion of Authority: This form
of suggestion manifests along both the lines
of impression and induction, respectively.
That is to say, Suggestion by Authority mani-
fests both in the positive authoritative state-
ments directed to the point; and also by the
spoken or written statements made by those
who speak or write with an air of authority.
It is a peculiarity of the human mind that it is
inclined to listen with respect and credence to
the words, written or spoken, of persons who
assume the air of authority and knowledge.
The same person who will weigh carefully
every proposition of those whom he considers
to be his equals, or inferiors, will accept the
statements of those whom he considers to
possess authority or knowledge exceeding his
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20 SUGGESTION AND AUTO-SUGGESTION

own, without more than a casual questioning,
and sometimes without ‘any questioning or
doubt whatsoever. Let some person posing
as an authority, or occupying a position of
command, calmly state a fallacy with an air
of wisdom and conviction, without any ‘‘ifs’’
or ‘‘buts,’’ and many otherwise careful people
will accept the suggestion without question;
.and unless they are afterward forced to ana-
lyze it by the light of reason, they will let
this seed idea find lodgment in their minds, to
blossom and bear fruit thereafter. The ex-
planation is that in such cases the person sus-
pends the critical attention which is usually
interposed by the attentive will, and allows
the idea to enter his mental castle unchal-
lenged, thereafter to dwell at home there, and
to influence other ideas in the future. It is
like a man assuming a lordly air and marching
past the watchman at the gate of the mental
fortress, where the ordinary visitor is chal-
lenged and severely scrutinized; his ereden-
tials examined; and the mark of approval
placed upon him before he may enter.

The acceptance of such suggestions is akin
to a person bolting a particle of food, instead
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Or AvUTHORITY 21

of masticating it. As a rule we bolt many a
bit of mental provender, owtng to its stamp of
real or pretended authority. And many per-
sons understanding this phase of suggestion,
take advantage of it, and ‘‘use it in their busi-
ness’’ accordingly. The confidence-man, as
well as the shrewd politician and the seller of
neatly printed gold mines, imposes himself
upon the public by means of an air of author-
ity, or by what is known in the parlance of the
busy streets, as ‘‘putting up a good front.”’
Some men are all ‘“‘front,’’ and have nothing
behind their authoritative air—but that au-
thoritative air provides them with a living.
As Bulwer-Lytton makes one of his charac-
ters say: ‘“Whenever you are about to utter
something astonishingly false, always begin
with, ‘It is an acknowledged fact,’ etc.”” Many
a false statement has been accepted when pref-
~ aced with a “‘I assert without fear of contra-
diction,’’ ete. Or, ‘‘It is generally conceded
by the best authorities, that,’’ ete. Or, ¢‘The
best sources of information agree,’’ etc. Often
there is this variation: ¢‘‘As you probably
know, sir,”’ ete. But in many cases there is
not even this preface—the statement is made
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29  SUGGESTION AND AUTO-SUGGESTION

with a ‘‘Thus saith the Lord’’ manner, and is
accepted because of the tone and manner ac-
companying it. As a rule these authoritative
suggestions are not accompanied by argument
or logical proof—they are thrust at you as
self-evident truths. Or, if argument there be,
it is generally but a few specious comparisons
of bits of sophistry, offered to quiet the mental
conscience of the person. Many authoritative
suggestions are crystallized into epigram-
matic axiomic phrases, which are accepted as
true because of their ‘‘patness,’’ and apparent
smartness, without analysis on the part of
those to whom they are offered. Political
catch-words, and current explanations belong
to this class. Many a phrase is accepted by
the public because it ‘‘sounds good,’’ without
any regard to the truth stated in it.

It would not be so bad if it were merely the
acceptance of the suggestion of authority in
itself. But that is only the beginning of the
trouble, for the suggested idea once admitted
to the mind without question takes up its
abode there and colors all subsequent thought
of the individual. Many of us have experi-
enced periods in our life, when, some new idea
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Or AUTHORITY 23

attracting us, we found it necessary to take
mental stock of our other ideas on the subject.
In such cases the majority of us have found
that our minds have been filled with all sorts
of mental rubbish, without any basis in actual
truth, which have been acquired in the past
merely from the acceptance of the sugges-
tions of authority. We are like the man of
whom Josh Billings once said: ‘‘He knows
more that hain’t so, than any other man
a livin’.”” We advise you to be a little less
hospitable to these authoritative statements
in the future. Be a little bit more your own
authority. If you find it easier to accept a
strong statement of this kind, at the time, do
so with the mental reservation of ‘‘accepted
subject to future examination, with privilege
of rejection.”” And above everything else in
this line, be sure of the ‘‘authority’’ of your
stater of facts—examine his credentials.

II. The Suggestion of Association: This
form of Suggestion is one of the most common
phases. It is found on all sides, and at all
times. The mental law of association makes
it very easy for us to associate certain things
with certain other things, and we will find that
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24 SUGGESTION AND AUTO-SUGGESTION

when one of the things is recalled it will bring
with it its associated impressions. For ex-
ample to many persons the odor of certain
flowers recalls the memory and feelings of
funerals, cemeteries and death. This because
at some time the person has perceived the
1dentical odor when associated with the scenes
of a funeral. The faint odor of mignonette
will carry the mind back over the years to
some tender episode of the earlier days, and
before we know it we are indulging in senti-
mental reminiscences and thoughts of ‘‘it
might have been’’ and all the rest of it. The
sound of some old melody will bring back the
feelings, sad or joyful, of time long since past.
We know of a case in which the individual has
a chain of melodies reaching back for many
years, each particular one being connected
with some particular period of his life. When
he wishes to live over the past, he begins hum-
ming, and thus travels from youth to middle-
age, or the reverse, by the sound of the va-
rious melodies.

But there are many other forms of sugges--
tion by association. We are apt to associate
a well-dressed man, of commanding carriage,
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Or AUTHORITY 25

traveling in an expensive automobile, as a
man of wealth and influence. And, accord-
ingly when some adventurer of the ‘‘J. Rufus
Wallingford?’’ type travels our way, clad in
sumptuous apparel, with the air of an Astor-
bilt, and a $10,000 (hired) automobile, we
hasten to place our money and valuables in
his keeping, and esteem ourselves honored by
having been accorded the privilege. The actor,
orator, preacher and politician use the sug-
gestion of association upon us by the employ-
ment of tones vibrant with feeling and emo-
tion, which are associated in our minds with
the actual feeling and emotion—and lo! we
are weeping or laughing; smiling or frown-
ing; filled with approval or condemnation, as
the case may be. The speaker pulls the asso-
ciatlive strings of suggestion, and we dance
accordingly.

We find that many of our prejudices, favor-
able or unfavorable, are the result of associa-
tions of past experiences. If we have had an
unpleasant business experience with a man
with a peculiar expression or color of hair,
we find it hard to overcome a prejudice against
others of similar personal appearance, in after
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26 SUGGESTION AND AUTO-SUGGESTION

years. Sometimes a name will carry associa-
tions with it. We once knew a man who would
absolutely refuse to have business dealings
with any one named ‘‘ M— —,”’ because he had
once been badly worsted and cheated in a real
estate deal by a man of that name. Many
names are associated with persons who had
borne them in the past, and, as ridiculous as it
may seem, we find it difficult to overcome the
prejudice. The majority of people have ex-
periences of this kind.

How many of our readers do not feel an
antipathy for some particular article of food,
because of some unpleasant experience with
that article in the past? Personally, when the
writer was a boy, his father wishing to break
him of the habit of eating too heartily of
‘‘cream-puffs,’”’ once offered to pay for all
that the boy could eat at one time. Boy-like,
the offer was accepted, and the result was dis-
astrous—for years after he could not look
at a eream-puff without feeling sad and rem-
iniscent. And the memory of what he once
found in a hotel mince-pie, caused an asso-
ciated suggestion that held its grip with the
passage of the years.
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Or AvuTHORITY 27

How many of our ideas are the result of as-
sociated suggestion, we can tell only when we
begin to take occasional mental stock. Many
of our ideas, feelings, prejudices, likes and
dislikes, are the result of this form of sugges-
tion, rather than of anything really attaching
to them alone. The moral is that we should
watch carefully the company that our mental
images are keeping, and avoid unpleasant
mental attachments.
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CHAPTER III.
SUGGESTION OF HABIT AND REPETITION.

III. The Suggestion of Habit: This form
of Suggestion is closely allied to the preced-
ing phase, 1. e. Suggestion of Association,
in fact, some consider it to be merely a branch
of the latter. But we feel that there is a de-
cided difference in the operation of the two
phases, and accordingly prefer to treat this
one as forming a separate and distinct phase.
Of course, all habit is an association with
something in the past, but Suggestion of
Habit may arise from an original cause of
Suggestion of Authority; Suggestion of As-
sociation; Suggestion of Repetition; Sugges-
tion of Imitation; or else from an original de-
cision of the intellect resulting from correct
reasoning. The suggestive feature of Sug-
gestion of Habit arises not from the nature
of its original cause, but from the fact that
the previous action or thought acts as a sug-
gestion for the act or thought of the present.
The former act or thought acts as a sugges-

28
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tive ‘‘outside influence,’’ although it belongs
to one’s own mentality.

It is astonishing to many of us, when oc-
casionally we are brought to a realization of
the degree of habit-action and habit-thought
that has been developed within us. We do
.things simply because we have done them be-
fore, notwithstanding the fact that the cir-
cumstances of the case have altered mate-
rially ; we think thoughts, and hold opinions,
simply because we have thought so in the past,
although the circumstances may have altered
materially. We get into a jog-trot of habit—
we fall into the rut of routine—and lose initia-
tive thereby. The Suggestion of Habit is
strong with the majority of us.

There is a very good excuse for this devel-
opment of the Suggestion of Habit, for the
majority of our daily actions and activities are
possible only through having ‘‘learned them
by heart.”” In order to perform our tasks we
must have first learned them consciously, and
with much expenditure of concentrated atten-
tion; and then, having learned them, we have
passed them over to the ‘‘habit-mind’’ of the
subconsciousness, that they thereafter be per-
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30  SUGGESTION AND AUTO-SUGGESTION

formed automatically, and thus easily. The
New Psychology recognizes the important
part played by habit in mental operations and
physical activities, and therefore urges its
students to cultivate the habits which will be
beneficial to them, and to inhibit those which
may prove detrimental. And it is in this same
spirit that we are now calling your attention
to the effect of the Suggestion of Habit. We
are not advising that you do away with habit
—but that you select good habits of thought
and action, and then trust to them.

The mind of man is plastie, particularly in
youth, the period in which the majority of our
mental and physical habits are formed. As
Romanes well states:

“‘No change in childhood’s early day,

No storm that raged, no thought that ran,

But leaves a track upon the clay,

Which slowly hardens into man.”’

In our book on ‘‘The New Psychology’’ we
have given directions whereby habits may be
cultivated, restrained or inhibited, which we
shall not repeat here. The realization of the
effect of Suggestion of Habit will call your at-
tention .to the need of taking account of the
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Or HamiTr axp REPETITION 31

same, in the direction of restraint and im-
provement.

~ To realize the force of habit, try the fol-
lowing simple tests: Try to put on ‘‘the other
shoe’’ first, in the morning. Each of us has
the habit of putting on first one particular
shoe, in preference to the other. Change to
the other shoe, and you will find it awkward,
and for some time afterward you will have a
subconscious feeling that something is wrong,
or has been forgotten. Or, try to put ‘‘the
other arm’’ in your coat-sleeve first—each of
us has a certain way of putting on a coat, the
same arm first each time; and if a change is
made the utmost awkwardness is manifested.
Each of us gets out of bed on one particular
side, and we dress according to rule, in the
same way. Try the experiment of putting on
a stocking, and then put on the shoe of the
same foot instead of proceeding to draw on
the second stocking, and see how ‘‘mixed up’’
you will feel. The older we become the more
we are apt to become set in our habits of
action and thought. We accept the Sugges-
tion of Habit, instead of using initiative, or
original thought.
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32 SUGGESTION AND AUTO-SUGGESTION

How many people are Republicans or Dem-
ocrats, as the case may be, simply because
they started out so—without regard to any
new issues, or local question. They may make
high resolves to ‘‘do something,’’ but when
the election day comes around they fall in
line like well drilled soldiers. Many of us
belong to certain churches for the same rea-
son—we have just ‘‘gotten into the habit of
it,”’ and no attraction can lure us to pas-
tures new. We cross the streets at certain
corners, on our way home—just because
we started out that way. And we hold
certain fixed ideas, not because of any special
truth or merit in them, but simply because we
once accepted some suggestion or statement
along the same lines, and thenceforth adopted
it as our own, and now ‘‘swear by it’’ as if we
had thought it out carefully and intelligently.
In fact the ideas that we fight the hardest for
are very apt to be those which we have made
our own by the Suggestion of Habit rather
than those which we have thought out care-
fully. Bigotry and intolerance, ‘‘narrow-
mindedness’’ and mental stubbornness arise
largely from this Suggestion of Habit. Sug-
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gestion of Habit does not allow the person to
see any ‘‘other side’’ of a question. His sub-
consciousness has the fixed idea firmly im-
pressed upon it, from habit, and it requires a
mighty wrench to dislodge and cast out the
record. The majority of our ideas are the re-
sult of this form of Suggestion. This being
so, it is well for us to take mental stock occa-
sionally, and apply the test of present knowl-
edge and reason to our ‘‘inmost convictions,”’
the majority of which we would not think of
accepting today, were they presented to us as
new propositions to be examined and judged
by the reason.

IV. The Suggestion of Repetition: This .
form of Suggestion may seem to be very much
akin to the preceding phase, i. e. Suggestion of
Habit. But there is a marked distinction and
difference. Suggestion of Habit has its power
imparted to it by the habitual repetition of the
act or thought on the part of the individual;
while Suggestion of Repetition gains its power
and force by the repetition of a Suggestion
from some outside -object or person. It is an
axiom of Suggestion that: ‘‘Suggestion gains
force by repetition.”” ‘A Suggestion of but
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moderate impressive or penetrative power in
the first instance, gains force and power at
each repetition. It is the old story of the re-
peated blows of the hammer driving in the
nail; or the constant dripping of water wear-
ing away the stone. A Suggestion which
passes you without much attention or con-
sideration, when first made, will gain both at-
tention and consideration from you if it be re-
peated sufficiently often, and in the right man-
ner. Repeated Suggestion tends to break
down the instinctive powers of resistance in a
person, unless the person realizes that it is a
Suggestion and thereupon interposes an ob-
stacle to the impression.

Many things that you accept as beyond
question have been impressed upon you by the
force of repetition. You hear a thing on all
sides, and although you may have no knowl-
edge or proof of it, still you are affected by it,
and gradually grow to accept it as at least a
presumptive fact. Repeated ‘‘they say’’ has
ruined the reputation of many a person. A
repeated statement or claim of fact often ob-
tains credence without possessing any basis
in truth. Many utterly foolish superstitions
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and ridiculous ‘‘notions’’ have become current
because of repetition. The whole matter is
understood when one begins to understand the
nature of the subconscious mind, and the re-
gion of the memory. In these regions of the
mind there is preserved a mental record or im-
pression of each thing that comes to the at-
tention of the person. And these impression-
records are strengthened by each repetition of
the thing. The realization of this law gives
us the key to the development of the memory,
and also to the understanding of Suggestion of
Repetition. The process and the rule is the
same in both cases.

If you wish to impress a thing upon the
records of your memory, you know that repe-
tition is one of the most effective methods.
Each impression of the die of attention deep-
ens the original record-impression. And in
Suggestion of Repetition, each time the Sug-
gestion is made and accepted, the record-im-
pression is made deeper. You have heard the
old story of the person who told the tale so
often that he grew to believe it himself, have
you not? Well, this idea of Suggestion of
Repetition is along the same lines. You hear
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a thing so often that you get to believe it
yourself—its repetition giving to it an air and
appearance of validity, and causing you to in-
voluntarily imagine that you have always be-
lieved it. 'Who has not known persons who
vigorously combated certain ideas in the be-
ginning, and who afterward yielded to the in-
sistent repeated suggestions of others regard-
ing the thing, until he accepted them and
finally asserted that he had ‘‘always so held.”’

Many a shrewd judge of human nature,
along the lines of salesmanship and advertis-
ing, understand this law of Suggestion of
Repetition. They will artfully manage to get
in repeated suggestions, by presenting the
same statements in different terms, or else by
a flat repetition of an authoritative statement,
until you forget the beginning, and the idea
grows to be an old story with you, and one that
you never seem to question. We have heard
of a politician of national renown, who once
said: “Proof? We don’t need proof! Tell the
public a thing solemnly, and authoritatively,
and repeat it sufficiently often, and you will
never need to prove anything!’’ Repetition,
like Pretended Authority are two old frauds

Google



Or HaBiT AND REPETITION 37

masquerading as Truth. When you once take
their measure, you have disarmed them so far
as you are concerned. When you call for
‘‘Proof,”’ they take refuge in dignity and reit-
eration—that is their entire stock in trade.
But Suggestion of Repetition has its value in
imparting Truth. It is a poor rule that won’t
work both ways.
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CHAPTER IV.

SUGGESTION OF IMITATION,

V. The Suggestion of Imitation: This
form of Suggestion while being in itself a dis-
tinet phase of Suggestion, nevertheless has a
very close relationship with the several other
forms of Suggestion. In the acceptance of
Suggestion of Authority there is to be found
an unconscious imitation of the mental atti-
tude of the person asserting the authority; in
Suggestion of Association there is an imita-
tion of the associated thing; and in Sugges-
tion of Repetition there is to be found evi-
dences of imitation. But still, Suggestion of
Imitation forms a distinct phase of Sugges-
tion, in itself.

Man is an imitative animal. There is to be
found in the human race a decided degree of
the faculty of imitation which plays such an
important part in the lives of our cousins the
apes and monkeys. Many persons who would
resent any such comparison, nevertheless
evince a constant desire to imitate and follow
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the actions, thoughts and appearance of those
around them. Individuality is a far more rare
thing than is generally imagined. In fact, let
a man show individuality of taste and action,
and he is looked upon as ‘‘queer,’’ and is
avoided as ‘‘out of the ordinary’’ by the ma-
jority of people—unless he is sufficiently -
strong to force his ideas upon the crowd and
thus set the fashion. We live in an era of imi-
tation, notwithstanding our claims of individu-
ality. Our civilization demands that we wear
the same cut of clothing; the same width of
hat-brim; the same kind of hair-cut, and the
same color of neckwear—under the penalty
of being called ‘‘eccentric.’”’

We copy the attitudes, appearance, tones,
and little personal peculiarities of some prom-
inent person, seemingly imagining that by so
doing we may absorb his qualities. We think
the thoughts of others, and share their ideas,
according to the same law of Suggestive Imi-
tation. Ideas, as well as clothes, have their
fashion. Owur churches and our playhouses
fall in line with the examples set them by
others who have caught the public notice.-
There is very little room for the individual
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who prefers his own ways to those of the lead-
ers of fashion who set the public example—
it is ‘“get in line, or get out.”” Some actress
wears a new gown of a striking cut, color, or
trimming, and the world of womankind falls
in line. Sometimes it is fashionable to be
“‘plump;’’ sometimes the style changes to the
svelte willowness of the Directoire gown. The
dressmakers and milliners of Paris deliber-
ately coin new styles in order that there may
be a demand for the new articles among those
who follow the fashions, and the remainder of
the people are gradually forced into an accept-
ance of the arbitrary styles.

A new monarch causes a complete change in
the accepted styles of walk, carriage, and per-
sonal peculiarities; and even in republics the
same thing is being manifested, each president
causing a manifestation of the desire to fol-
low the lead in the way of exercise, personali-
ties, etc. An era of calm dignity is followed
by an era of strenuousness—an epoch of tennis
is followed by one of golf, according to the
tastes of the respective leaders. Philosophies,
theories, schools of thought and branches of
religious denomination are accepted because
they are fashionable. |
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The old trick of the practical joker illus-
trates Suggestion of Imitation. The joker
pauses on a crowded thoroughfare, and gazes
intently at an imagined something up in the
air, or else on the roof of a sky-scraper. In a
few moments others stop and gaze upward;
then others; and so on until the policemen
come to disperse the crowd. We follow the
motion of a tight rope walker, swaying in uni-
son with him. We imitate the facial expres-
sion of the actor on the stage, frowning or
smiling as he does. We catch ourselves imi-
tating the walk or physical motions of per-
sons in whose company we are, and there are
but few persons who are immune to the in-
tonation or ‘‘brogue’’ of those with whom
they associate. The New Englander falls
into the localisms and accent of the West or
South if he lives there for a time. The South-
erner loses his soft accent when he lives away
from home, and is only aware of the change
in himself when he happens to return home
for a visit, when his folks notice how ‘‘Yan-
keefied’’ he has become, and he notices the
extreme Southern accent among his friends
and relatives.
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We have a personal knowledge of a young
physician, of English-Scotch ancestry (not a
drop of German blood in his veins) who spent
several years in Germany in the universities
and hospitals. When he returned to America
he was a German in accent, habits, appearance
and tastes. So marked was the change, that
he finally settled in a German quarter of the
town in which he lived, and practiced exclu-
sively among Germans and persons of German
descent, preferring their company and cus-
toms, and fitting closely into their require-
ments and preferences. Contrast the children
of foreign parents in this country—see how
different they are from their parents in every
way. Sometimes the change is an improve-
ment—and sometimes it is a throwing away of
the good old qualities and an acquiring of the
new objectionable ones. Environment plays a
very important part in our lives. And En-
vironment is largely the effect of Suggestion
of Imitation—that tendency of the race to
level itself up or down; to get into line; to be
in the fashion.

Have you ever noticed the contagiousness
of mental states, or actions, as evidenced in
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the daily press. Let there be an elopement,and
immediately there are many others of the
same kind. Crimes repeat themselves in the
same way, even to details. Suicides are sug-
gested in many cases by reading public prints.
This fact is recognized by psychologists,
and an effort is being made to prohibit the
rehearsal in the newspapers of objectionable
occurrences. The cheap moving picture shows
have come under the supervision of the au-
thorities, because of this fact of Suggestion of
Imitation. Young people seeing crimes and
other immoralities exhibited in the pictures,
display a tendency to imitate them. The stage
has a marked effect upon the morals of the
people, not in the way of ‘‘instruction’’ as
many assume, but in the way of Suggestion
by Imitation. This form of Suggestion is
attracting much notice from students of sociol-
ogy and civic progress, and is bound to come
to the front during the next ten years. The
public has the tendency to follow the sugges-
tions of the things presented to its notice. The
remedy is suggested in the evil itself. If un-
desirable things are imitated, then counteract
the evil by prohibiting the same as far as is
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possible, and neutralize it by presenting the
desirable things to the attention in an attrac-
tive way.

The phase of Suggestion of Imitation, con-
nected with the health of the people, is also
receiving marked attention from the authori-
ties and moulders of public opinion of late. It
is recognized that theprinting of theadvertise-
ments and ‘‘literature’’ of certain patent
medicines and other remedies is calculated to
react upon the health of the public. These
advertisements with their recital of ‘‘symp-
toms,’’ including every possible known physi-
cal and mental ‘‘feeling,’’ sensation, ache or
pain, undoubtedly impress many people with
fear and imaginary complaints. This would
be bad enough in itself, but is rendered doubly
evil by the fact that these imaginary com-

- plaints have a tendency to materialize into ac-
tual physical troubles, by the effect of Thera-
peutic Suggestion. Thought tends to take
form in action; and Mental Pictures tend to
become real in the physical realm. Fear in
itself is a powerful depressant, bound to react
upon the physical functions and to impair the
physical well-being of the person manifesting
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it. A community may enjoy a very good
health record; but flood it with objectionable
advertisements and printed matter contain-
ing a recital of ‘‘symptoms,’’ illustrated with
pictures of diseased organs, and in a short
time there will be more cases of sickness in
the place than ever before in its history.
These are proven scientific facts, known to
every student of the subject. The moral is
obvious.

You will find that the instances of Sugges-
tion of Imitation are far more common, and
far greater in number, than those of any of the
other forms of Suggestion. This is because
the causes operating along these lines are far
more common and numerous. There is ever
present a great supply of the ‘‘raw material’’
for Suggestion of this kind. The tendency of
the race to ‘‘get into line;’’ to ‘‘follow my
leader;’’ to act like human sheep or geese
makes it easy for them to fall into the habit of
accepting these suggestions. You have heard
of the custom of sheep to follow the actions
of the leader. It is said that if the leader
jumps over a rail of a fence, the rest of the
flock will follow; and if the rail be removed,
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the rest of the flock will continue jumping
over the place where the rail had been.

In this phase of Suggestion, as well as the
others previously mentioned, there is of
course the reverse side of the question to be
considered. We have shown you how easily
people are affected to their detriment, and to
the advantage of others who influence them.
But it is equally true, and much more worthy
of the race, that people may also be influenced
for good in the same way. The Suggestion of
Authority has its advantageous side, for in
this way a worthy strong person or body of
people may impose the knowledge of good
upon those not so well informed—the crowd
will accept it by reason of authority, before
their reasons can grasp the ‘‘why’’ of it. In
the same way Suggestion by Association may
operate for good, providing the associations
are desirable. And Suggestion of Habit, and
Suggestion of Repetition may become great
sources of right action, providing the moving
cause 1s good. And so, Suggestion of Imita-
tion becomes a mighty power for righteous-
ness in the hands of the right persons, and
when conducted along the right lines. Those
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who set good examples, and fashions, influence
people just as do those who are at the opposite
pole of precept. Good health is just as con-
tagious as disease. When Suggestion of Imi-
tation is well understood by the public gener-
ally, there will be a demand for the suppres-
sion of the things giving the hurtful sugges-
tions, and for the encouragement and ad-
vancement of those setting good examples,
and furnishing the right kind of suggestions.
The remedy is plain—it is for the people to
use it. |
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CHAPTER V.
INSTANCES OF SUGGESTION.

In looking around about us for the purpose
of gathering instances of typical forms of
- Suggestion, we are embarrassed by a wealth
of material. Instead of having to hunt for
such instances, we rather find it difficult to
escape the numerous instances of the use of
Suggestion which insistently push themselves
upon us from all directions. Suggestion is
such an active motive principle of human con-
duct that we find ourselves unable to escape
from evidences of its operation, when once
we have had our attention directed to the sub-
ject. We pick up the morning paper, and
there we see hundreds of instances which will
work their suggestive influences, for good or
evil, upon the minds of those who read them.
Here is related the example of some man who
has given his life for humanity—and someone
will accept the suggestion, and his life will be
influenced by the example of this man. Here
is related the thieving achievements of some
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shrewd hierophant of ‘‘Frenzied Finance,”’
whose example will be noted and acted upon
by some of its readers. Here is the recital
of a crime, suicide, or scandal, which will plant
its suggestive seed in some congenial soil,
there to grow into action. Here is some in-
spiring bit of news, which sends a suggestive
thrill through us, and nerves us to higher and
better effort in the day’s work. Here is some
depressing item of news, calculated to hatch
forth pessimistic thought and philosophies in
some mind ready for the suggestion. Here is
the speech of some world-worker, in which is
a wealth of inspiring and stimulating sugges-
tion—and next to it is the reverse. And so
it goes, each seed suggestion being extremely
likely to find lodgment in the receptive mind
of persons in harmony with the respective
idea.

And turning to the advertising pages; we
find the same thing repeated. The virtues of
certain brands of Baby Foods, or Pain Killers
are fastened upon our minds by suggestive
notices based upon the principles of Sugges-
tion of Authority or Repetition, respectively.
We are told that ‘‘Uneeda Biscuit;’’ or that
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‘‘Ivory Soap Floats;’’ or that ‘‘ Puffed Rice is
Shot From Guns;’’ or that ‘‘Babies Cry for
Castoria;’’ or that ‘‘Somebody’s Whisky is
Smooth;’’ or that ‘‘Puffer’s Cigars are Fra-
grant;’’ or that ‘‘Pilkin’s Purple Pills Will
Cure that Tired Feeling;’’ and so on.

Leaving our homes and entering the street-
cars, elevated trains or suburban expresses,
as the case may be, we find ourselves con-
fronted with startling signs extolling the
wares of various manufactures, each contain-
ing some shrewdly worded phrase, telling us
either to do something or else that a certain
thing 1s true, in both instances the statement
being connected with certain articles of mer-
chandise. We gaze upon cleverly drawn pic-
tures of men arrayed in nicely fitting coats or
neat hats, and involuntarily contrast our old
clothes or hats with the pictured elegance, and
thereby set into operation a train of thought
which sooner or later leads us to invest in
some of the articles in question. These adver-
tisements seek first to arouse desire within us,
and then to drive it home and transform
thought into action, by Suggestion of Repeti-
tion.
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Leaving our car we find the store windows
filled with a suggestive display of attractive
things, calculated to arouse desire for posses-
sion within our minds. The art of window-
display 1is first to attract the attention by the
artistic appearance of the display; and then
to arouse desire within us by the quality and
appearance of the goods, with a subtle appeal
to our bargain instinct by a display of low
prices ‘‘specially marked down for the Wash-
ington’s Birthday Clearing Sale.”’” From first
to last it is this effort to arouse attention, and
to create desire. Look at the crowd of women
clustered around the shop windows, gazing
longingly upon some attractive display of
clothing or hats, or the thousand and one other
things so dear to the feminine heart. Don’t
you realize that out of that ecrowd there will
be some whose ‘‘want to’’ will be so vigor-
ously aroused, that the suggestive seed-idea
will be sure to blossom into active ‘‘must have
it’’ in a day or so? ‘

There are schools for advertising, which
carefully instruct their pupils in the laws of
psychology in this matter of attracting atten-
tion and arousing desire. Do not suppose for
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a moment that this clever advertising ‘‘just
happens’’ to catch your eye, and arouse your
desire—not a bit of it. These skilled adver-
tisers, who are paid very large salaries, have
been carefully trained in the laws of sugges-
tion, and they put their knowledge into prac-
tice every day of the week, with a little extra
touch on Sunday. There is one man employed
by a large advertising agency in New York
and Chicago (he spends part of his time each
week in each city, traveling on fast limited
trains at night in order to lose no time) who
is paid a salary reputed to be equal to that of
the President of the United States. And his
work, and the value of the same, is along the
line of the most clever employment of sugges-
tive words, display, and presentation of the
advertisements of the various customers of
that agency. Did you think that you bought
a certain article because you were convinced
from careful examination that it was just
what you needed? Nonsense! You bought it
because the scientific advertiser had exerted
his suggestive art upon you, first by attrac-
ting your attention by a striking display of
his advertisements, and then by the insisteunt,
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and repeated epigrammatic statements re-
garding the fact that you, yes you, needed that
particular article. Reason, indeed! You were
suggested into it by a series of suggestive pic-
tures and clever phrases. Of course the arti-
cle is good, and you got your money’s worth,
but that does not alter the principle.

Then you go into a store, or else a salesman
calls at your office. Some of these salesmen, or
saleswomen, repel you and you do not care to
deal with them. Others have a ‘‘winning
way’’ about them, and before long you are
placing your orders. Did you suppose that it
was just because these salespeople were pleas-
ant, intelligent and courteous? Dear me, you
are far behind the times. "Of ecutse & pleasant
manner, mteIligénC‘e aid &-desire to please
have great value in baksman'sh,lp, and will al-
ways reap "their reward ini-orders and pleased
customers—but even this is not always the re-
sult of natural inclination, and even if it is,
there is more to the thing than that. Do you
know that there are numerous schools of sales-
manship springing up in all parts of the coun-
try, instructing the students in—what do you
suppose? In the Psychology of Salesmanship!
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Teaching them the psychological laws that are
to be found in every sale—teaching them the
nature and value of Suggestion in selling
goods. And not only this, but many of the
large concerns employing solicitors have pri-
vate courses in salesmanship, in which their
salesmen arecarefully drilled and trained how
to approach people properly; how to present
their proposition; how to meet objections; and
how to use Suggestion. The modern business
man has received his education in psychology,
and is applying it in his every-day business.
We are not objecting to this—personally, we
would rather deal with a trained salesman
than with a clumsy, untrained, ‘‘raw’’ recruit.
We are merely calling your attention to the
important part played by Suvvestion in every-
day business, life, . '

Your day’s business takes you into a court
room, and lo! you find Suggestion there. You
see a witness on the stand, in the hands of a
clever lawyer who is drawing out the desired
information by a clever line of suggestive
questionings. The much decried ‘‘leading
questions’’ of the lawyers, which are subject
to objection from the opposing side, are but
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forms of Suggestion. The up-to-date lawyer
does not need to use the ‘‘leading question’’ —
instead he subtly starts certain trains of
thought in the mind of the witness, by accent-
ing certain words, etc., and thus accomplishes
the same end. Listening to a clever cross-ex-
amination by an expert is equal to a prelimin-
ary course in Suggestion. And then, you will
find an employment of Suggestion in the ad-
dress of counsel to the jury. A sentimental
association is aroused by a reference to some-
thing likely to have been experienced by some
of the jurymen; prejudices are aroused by
suggestion and insinuation; doubt is cast on
the statements of opposing witness by a subtle
tone and expression, where words would have
aroused suspicion. And so on to the end. And
even in the judge’s charge unconscious sug-
gestion is used, although many judges will in-
dignantly deny this fact. If a judge inclines
toward a certain side of a case, by reason of
his own prejudices or conviction, he will often
unconsciously impart that leaning by sugges-
tion in his charge. This all jurymen know,
and they will tell you that in some way they
became impressed with the true beliefs of the
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judge, even although the charge was delivered
in a most impartial manner with carefully
chosen words. The Suggestion was manifested
in the emphasis unconsciously placed upon
certain facts or words. And, if the case goes
to a higher court, on appeal, this suggestive
accent or emphasis is missing from the
printed words, ‘“if’’ and ‘‘but,’’ which turned
the scale in the jury-box. )

After the day’s work, you start to return
home, when you are confronted with a big
blinking electric sign, telling you to ‘‘Take
Home a Box of Riler’s Chocolates for Your
Wife!’”? And of course you do. Over the
coffee, at dinner, your wife innocently informs
you that your best friend has presented his
wife with a new set of furs that are so becom-
ing; and she wonders if the friend is not an
exceptionally able business man to be able to
be so liberal; and then he is so kind and
thoughtful of his wife and family. Thus is
the ‘“‘fur’’ seed suggestively planted in good
rich soil—never fear, it will be well watered
with tears, and watched with shy, loving
glances, until it blossoms into realization a
little later on.

Google



INSTANCES OF SUGGESTION 57

And that night, in your sleep, you will
dream of something connected with business
that will suggest something else that will have
an effect on your actions the next day in your
business. You can not escape Suggestion, even
in sleep.
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CHAPTER VL
SUGGESTIOXN IN BUSINESS.

In the preceding chapter we called your at-
tention to the fact that Suggestion is now
recognized in the affairs of every-day busi-
ness life, and that instruction along its lines
is now given to those aspiring to reach the at-
tention of the public. Business psychology
has come to stay, and it has worked a revolu-
tion in many branches of commercial life.
Appeals to the public mind are no longer made
in a haphazard, hit or miss manner, but along
certain well established methods of attracting
and holding the public attention, to the end
that desire may be aroused and demand
created for the wares of the sellers.

Especially is the above so with regard to
salesmanship and advertising. It is a fact
not generally recognized, that advertising is
merely one form of salesmanship—selling at
long range. And accordingly the ‘‘selling
talk’’ of the salesman and the ‘‘selling talk’’
of the advertisement must be based upon the
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same principles. This fact is recognized by
all of the live advertisers and salesmen, and -
improvement along the lines of selling Sugges-
tion is being made constantly.

In the training of salesmen, there is a con-
stant reference to Suggestion in all of its
forms. The embryo salesman is instructed in
what is called the ‘“‘Pre-Approach,’’ by which
is meant the general self-training of the sales-
man, along the lines of Auto-Suggestion, to the
end that he may get himself into the proper
frame of mind to impress the customer in the
best way. The salesman is instructed to fill
himself with the idea of the value of the goods
he is to offer the customer; the fact that these
goods are just what the latter needs and
should have in his business; the fact that in-
stead of asking a favor of the customer, the
salesman is really doing him a good turn in
calling his attention to them—in short, the
missionary spirit with its burning zeal for
‘“‘conversion’’ is inculcated in the salesman,
so that he becomes an enthusiastic advocate
instead of a mere ‘‘seller of goods.”’” If the
instruction in Suggestion went no further
than this, it would be a valuable addition to
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the qualities of the salesman—but it goes far
beyond this point.

The next stage in the instruction of the
salesman is what is called ‘‘The Approach,’’
by which is meant the manner in which- the
prospective customer should be approached.
The salesman is instructed to carry himself in
such a way as to suggest Self-Respect; and to
dress in such a way as to suggest business
standing and prosperity, avoiding shabbiness
on the one hand, and over-display on the
other. He is taught to maintain a cheerful,
optimistic state of mind, for this suggests it-
gelf in his outward appearance and manner
and produces a much better effect on the custo-
mer than would a surly, crabbed, pessimistic
manner. Then follows the proper method of
introducing oneself, and one’s business, to
the customer, according to the character of the
latter. One of the largest selling concerns in
the country, in its little manual for the use of
its salesmen, says: ‘‘The first five minutes of
speaking to a man is likely to make or break
you as far as that sale is concerned. If you
are in any way antagonistic or offensive to
him, you have hurt your chances badly from
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the start. If you have failed to definitely
please or attract him, you have not done
enough,’’

Then follow instructions regarding the psy-
chological elements of a sale. First comes
Attention—this is the first point in the sale,
and the salesman must secure it, or else he can
proceed no further. Then follows the stage of
Curiosity, or Interest, in which the salesman
is taught to arouse the former and gain the
latter. Interest must be aroused before de-
sire may be awakened. To arouse interest the
business proposition, or article of sale, must
be presented in an interesting manner, with
well chosen and properly delivered words.
This point secured, the salesman is instructed
in the science of arousing Desire, for in this
lies the motive power which leads to sales.
The customer must be made to ‘‘want’’ the
thing before he will purchase it. Then he
must be made to realize that he can afford to
buy it. The price is held back until the psycho-
logical moment, and then is introduced in a
casual way, with little or no emphasis on the
amount—just a suggestion that such and such
a price is attached to the thing—sort of a side
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affair, after all. Then comes the point of
closing the sale, and obtaining the order or
signature. This is the aim and goal of the en-
tire process, and many are the points of in-
struction imparted regarding this closing.
The signing of the order is suggested by
pointing to the proper line with the sugges-
tion: ‘‘Sign here, please;’’ some going so far
as to suggest the action by handing the custo-
mer a fountain pen, slanted at the ‘‘sugges-
tive angle.’’

The prospective salesman is trained to
recognize the various mental traits predomi-
nant in the customer,and methodsare supplied
whereby these qualities may be appealed to
properly. His vanity, pride, covetousness,
social aspirations, jealousy, desire for success,
desire for ‘advancement, desire for self-im-
provement—all these are recognized and have
their appropriate suggestions. The Imagina-
tion is considered, and the salesman is taught
how to paint word pictures for it. Salesman-
ship is indeed a science and an art, in these
days, and they are ‘‘getting it down finer’’
every day.

Clerks in retail stores are instructed to have
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their customers seated, in order that the
standing salesman may have the advantage of
the ‘‘suggestive position.”” They are also
trained to use the ‘‘suggestive question,’’ such
as ‘‘This is a very beautiful shade, isn’t it?’’
or ‘‘This will make up well, will it not?’’—the
customer’s answer being directly suggested to
him, or her, in the first part of the question,
which consists of a positive statement fol-
lowed by a question asking for corroboration.
It is much easier to say ‘‘Yes!’’ than ‘“No!”’
to such a question—isn’t i¢? The saleswoman .
who shows her customer an article a little
higher in price than one which is being exam-
ined, with the remark: ‘‘Now here is some-
thing very much better. Of course it costs a
little more but it is well worth the difference,
but of course, etc.”’—the implied suggestion of
the‘‘of course,’’to the effect that the customer
might not wish to exceed the lower price,
often acting to put the woman on her mettle,
and she buys the higher-priced thing just to
show that she is ‘‘able to’’ do so. To the
wealthier customers, the suggestion is always
of quality, style, exclusiveness, ete., while to
the poorer it is always ‘‘price,”’ ‘‘bargains’’
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-and the rest of it. The salesman or sales-
woman who understands human nature and
Suggestion, will make much larger sales than
those who are lacking in this infomation.

The business of window dressing, display,
marking prices, etc., makes a liberal use of
Suggestion. Models are tastefully dressed in
the windows, and the women gazing therein
receive the suggestion that they too would look
that way, if they wore the same goods. The
beautifully formed living model is used to
‘‘try on’’ coats, in the cloak department, that
the woman customer may see ‘‘just how it will
look on you.”” In the millinery department,
the young woman upon whom any hat looks
stylish is used to try on the various hats, that
the customer may see ‘‘how they will look.”’
All this is Suggestion pure and simple—the
Suggestion of Association. ‘‘Bargain Sales,’’
and ‘‘Marked Down’’ articles are attractive
suggestions. ‘97 cents, marked down from
$1.00,”” suggests a great saving. $4.98 seems
so much cheaper than $5.00. Odds and ends of
trimmings, unwound and mussed up in a heap
on a ‘‘Bargain Table’’ suggest great bargains,
The Psychology of the Department Store is a
study in Suggestion.
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In advertising, the same employment of
Suggestion is made. There is the ‘‘Direct
Command,’’ or Suggestion of Authority which
tells you to do certain things at once; or to buy
certain things for certain reasons. There is
the suggestion of taste and flavor in advertise-
ments of eatables and drinkables. ¢‘Deli-
cious,’’ ‘‘fragrant,’”’ ‘‘luscious,’’ ‘‘sweet,’’
““mild,”” ‘‘invigorating,’’ these and similar
words suggest taste, or smell to the reader.
Read the advertising columns of the daily
newspaper, or the advertising section of the
current magazines, in the light of what we
have said, and see the ingenious uses of Sug-
gestion. Read the signs in the store windows,
or over their doors, and see the part played
by Suggestion. ‘‘The Store of Quality;”’
““The Home of Bargains;’’ ete.,—these are
suggestions.

A writer in the magazine ‘‘Salesmanship’’
says: ‘““To make advertising which will sell
goods requires development of the human part
of the writer. He must realize the different
forces which command Attention, Interest,
Desire and Conviction.”” You see then, adver-
tising is salesmanship at long range. The
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same principles are involved. Thesamewriter
says: ‘‘The fact is that salesmanship and ad-
vertising are practically synonymous terms.
A good ad. man must be a good salesman. The
 only difference lies in the fact that the sales-
man meets the customer personally, and the
ad. man sends him a message in type. The
same argument, the same tact, and the same
persistence must be present. It takes more
brains to sell the goods than it does to make
them; you can steal them, but to sell them
isan Art.”” A writer in a magazine devoted to
advertising, says: ‘‘Really clever ad. writing
goes far and away back of, and deeper than,
the smartness of phraseology that men like to
pay for. . . . Advertising takes into ac-
count the subconscious impressions, the vary-
ing phases of suggestion and association as re-
ceived through the eye, the psychology of the
direct command,—all worth earnest consider-
ation, and seriously to be reckoned with, how-
ever we may balk at the terms.”’ This writer
was not afraid to call a spade a spade, and he
states a psychological truth. Another writer
in the same magazine, says: ‘¢ Advertising is
just salesmanship on paper; a mere money-
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making means of selling goods rapidly. That
‘mysterious something’ is just printed persua-
sion and its other name is ‘selling conviction.’
Conviction may be imparted at will by those
few writers who have closely studied the

~ thought process by which conviction is in-
duced. The mission of every ad. is to convert
readers into buyers.’’

The main difference between business ar-
guments and business Suggestion is that the
former uses the Broadsword of Proof, and
the latter the Rapier of Insinuation—the for-
mer appeals to the Reason, the latter to the
Feeling and Emotions, and other subconscious
mental faculties.
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CHAPTER VII.
SUGGESTION AND CHARACTER.

By one’s ‘‘Character,’”” we mean one’s
‘“‘mental qualities or attributes.”” Reputa-
tion is the opinion that others entertain re-
garding one; Character is the sum of one’s
mental qualities and attributes, as they really
exist. Character is held to be the result of
heredity plus experience and environment.
In environment and experience must be in-
cluded Suggestion. Education is largely a
matter of Suggestion; in fact, some leading
authorities claim that a man’s education is
composed almost entirely of Suggestion of
some kind. Without entering into a discus-
sion of this question, it may be asserted with
safety that a man is largely what he is by
reason of the suggestions which he has ac-
cepted. Remember, we say ‘‘accepted,’’
rather than ‘‘experienced’’—for one experi-
ences many suggestions which he rejects and
refuses to accept. The rejected suggestions
affect his character only in an indirect way,—

68
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that is in the way of forming a habit of the re-
jection of similar suggestions. The sugges-
tions which are accepted become a part of his
nature and character, and may be removed
only by suggestions of an entirely opposite
nature, strong enough to neutralize the first
ones. This being understood, it will be seen
what an important part Suggestion plays in
the part of all of us. '

The suggestions which so forcibly impress
themselves upon our characters may reach us
along any of the various lines of Suggestion,
as stated in the preceding chapters. The
Suggestion of Authority is one of the first
forms of Suggestion that makes its impress
upon the youthful mind. The statements,
views, opinions and actions of those to whom
the child looks for authority are impressed
strongly and deeply upon the child-mind.
Acting along with this form is Suggestion of
Imitation. The child is an imitative creature,
and instinctively ‘‘picks up’’ the ideas, opin-
ions and mannerisms, as well as the general
code of life of his elders. The child naturally
acquires the impressions suggested to him, in-
voluntarily or voluntarily by those with
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whom he associates. He grows {o resemble
those with whom he is surrounded. He is
like a sponge absorbing ideas from his asso-
ciates, particularly his elders, for his nature
i1s to take in and absorb from the outside
world. The mind in childhood is particularly
plastic, and the habits of his after years are
largely influenced by the impressions of his
early youth. Certain wise churchmen are re-
ported to have said: ‘‘Give us the first seven
years of a child’s life, and you may have the
rest.”” And if those first years have been
given to those whose suggestive influence is
undesirable, that child will have hard work to
eradicate the early impressions, in after
years.

Halleck well says: ‘‘The analogy between
the plasticity of nerve and brain and that of
plaster of Paris has often been pointed out.
The freshly mixed plaster can easily be
moulded at will, as can a youthful brain and
nerves. Persons after the age of thirty sel-
dom radically change their habits; indeed the
age of twenty finds most of our habits al-

“ready outlined as they are to remain for life.
The boor at that age will continue to have
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boorish peculiarities. Errors in grammar
will slip automatically from the tongue. The
doctor, the lawyer, the clergyman, the busi-
ness man, the teacher, soon acquire the pecu-
Jliar habits of their professions. If we do not
get into the right vocation early in life, we are
caught in the vise of habits ill-adapted for a-
change. Our very ways of looking at things
have become crystallized. If we put off learn-
ing new subjects, we shall remain ignorant of
them.’”’ While we differ from Prof. Halleck,
inasmuch as we claim that The New Psychol-
ogy has pointed out methods whereby habits
may be changed in after life, yet we agree
fully with him in his statement regarding the
strength of the impressions and suggestions
accepted during youth.

But, the effect of Suggestion upon charac-
ter does not cease with the passing of youth.
We are affected by it during our entire life.
We are constantly being built up from the
Suggestions we accept. If we yield to the in-
spiring, hopeful, courageous suggestions con-
tained in the words or examples of others, we
tend to develop similar qualities in ourselves.
If, on the contrary we allow the pessimistic,

Google



72 SUGGESTION AND AUTO-SUGGESTION

discouraging, hopeless suggestions of failure,
from the words and examples of others, to
sink into our minds, we tend to grow in ac-
cordance therewith. Our thoughts, ideas, ac-
tions and habits become formed from the ex-
ample and precepts of others, modified of
course by our own thoughts on the subject.
But even our thoughts and opinions are large-
ly the result of the thoughts and opinions of
others which we have accepted. Our lives are
being modeled from the patterns which we
accept from the outside world —therefore we
should be very careful what patterns we ac-
cept.

» It has been often well-said that we are the
result of what we have thought. And it is
likewise true that we have thought largely
what we have accepted and selected from the
suggestive influences around and about us. It
takes a very sirongindividual to rise above the
effect of his environments, and to shake off
the prevailing opinions of his associates and
strike out in a new line for himself. Such
men are akin to geniuses—the ordinary mortal
finds himself incapable of effecting the task,
unless he has been inspired to renewed and
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scientific effort by the helpful suggestions and
influence of others who know whereof they
speak. Take a child of the very best hered-
ity, and place it among the thieves of White-
chapel, where it has constantly set for it the
authority and example of vice, and it will re-
quire almost a miracle to save it from falling
into the pit of crime. The inhabitants of a
neighborhood grow to resemble each other in
many ways, owing to the force of mutual sug-
gestion and example. Removal from one
neighborhood to another—from one town to
another—has changed the life of many per-
sons, for better or for worse. These facts
should not need further proof or argument—
the use of one’s powers of observation should
be sufficient to render them self-evident.

The consideration of the above stated facts
may tend to produce a feeling of sadness or
discouragement in the minds of some who
may read them alone, without reference to the
remedy. And, indeed it surely would be a
sad and hopeless state of affairs were there
no remedy. But Nature always supplies an
antidote for every bane—and those who seek
the remedy will always find it. Nature has
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given man a Will—a Will to use and order his
life and character as he will. And by that
Will he is able to reject and refuse the sugges-
tions which are not conducive to his welfare
—and to seek, welcome and accept those which
are calculated to strengthen and build up his
character along the desired lines. If man
were but the creature of chance and circum-
stance, then indeed would he be but as an au-
tomaton moved by the wires of fate, circum-
stance and environment. But with the pos-
session of the Sovereign Will, he may cast
aside and away from him the injurious things,
and draw to himself those calculated to help
and develop him. '

No one is compelled to accept a suggestion
—no one is prevented from rejecting one.
On the contrary every person has the power
to choose and decide between the impres-
sions coming to him from the outside world,
and to accept or reject as he wills. By the
proper mental attitude one may cause ad-
verse suggestions to fly from him as the bul-
let is deflected from the steel armor of the
battle-ship. And by turning the attention to-
ward the kind of suggestions he wishes for,
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he may discover them and select them as his
own from amidst the mass of impressions of
the contrary character. One draws his own
to him—he finds that for which he seeks. As
Kay says: ‘“When one is engaged in seeking
for a thing, if he keep the image of it clearly
before the mind, he will be very likely to
find it, and that too, probably where it would
otherwise have escaped his mnotice. .
Truly we may say of the mind, as has been
said of the eye, that ‘it perceives only what
it brings with it the power of perceiving.”’
And as John Burroughs has aptly illustrated:
“‘No one ever found the walking fern who did
not have the walking fern in his mind. A
person whose eye is full of Indian relics,
picks them up in every field he walks through.
They are quickly recognized because the eye
has been commissioned to find them.’”” And
the mind may be commissioned to find the
things needed and sought for, as well as may
ke the eye. |
Halleck well says, regarding the power of
the will to shape one’s thoughts, desires and
actions, instead of allowing them to be con-
trolled from the outside, along the lines of
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Suggestion: ‘‘In the capacity for attention,
we have the key to the freedom of the will.
Voluntary attention makes the motive. The
motive does not make the attention. Hence
the motive is a product of the Will. If I
withdraw my attention from a motive idea, it
loses vigor, like a plant deprived of air and
moisture. . . . By sheer force of will- .
power, many a one has withdrawn his atten-
tion from certain temptations, centered it
elsewhere, and thus developed a counter mo-
tive.”” And here is where the individual
~may make use of the power of outward Sug-
gestion in his own development of character.
By refusing to allow his attention to be at-
tracted or held by impressions and sugges-
tions, (or their sources) which are detrimental
to his welfare, he renders them ineffective and
of no avail. Likewise, by holding his atten-
tion ever open for, and then firmly fixed upon
those which are conducive to his welfare, he
may surround himself with a continuous at-
mosphere of helpful and uplifting suggestive
impressions, which will inspire and strengthen
him. Man is the master of Suggestion, if he
will but use the Will with which Nature has
endowed him.
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Under the subject of Auto-Suggestion,
which will be considered in the latter part of
this book, the reader will find taught a system
of self-development, or Character-Building,
which will be found not only to develop one
along desired lines, but which will also tend to
attract to himself suggestive influences in har-
mony with his own character—for like at-
tracts like in the world of thought and Sug-
gestion, as in every other field of Nature’s op-
erations.
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‘ CHAPTER VIIL
| SUGGESTION IN CHILDHOOD.

In the preceding chapter we called your at-
tention to the fact that the period of child-
hood is one in which mental impressions or
suggestions are readily accepted, and firmly
retained in the character. This fact is lost
sight of by the majority of parents and teach-
ers, who seem to think (if they think of it at
all) that the child’s mind works precisely like
that of the adult. They imagine that a child
should be able to see and understand the rea-
son of things, and to be amenable to appeals
to reason, whereas the child has not fully
reached the reasoning stage, as the term is
generally used. The child is governed almost
altogether by the feelings and emotions, and
from the effect of impressions and suggestions
received from those around it. This being
the case, we may see how careful we should be
to avoid the use of improper suggestions to
the child; and to use the proper ones. The
child naturally accepts the suggestions of its
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parents, in a way that would surprise the pa-
rent could he or she but get a glimpse of the
workings of the little mind.

Too often is the child impressed with the
idea that ‘‘Johnny is such a stubborn child—
he cannot be moved when he makes up his
mind to a thing.”’ Or, ‘‘Edward Everett is
so delicate; the least thing upsets him. We
have to be so careful about him.”” Or ‘‘Mary
has the meanest disposition—she seems to do
things just to spite one, and annoy those
around her.”” Or ‘‘Samantha is too stupid
for anything; she acts as if she wasn’t just
right in her senses, sometimes.”” And so on,
all in the presence of the child! And the
amazing thing is that the parent, or teacher,
does not seem to realize that the child listens
attentively to what is said, and grows to ac-
cept the Suggestion of Authority and Repeti-
tion, and naturally acts along the lines of the
suggestion. Thought takes form in action,
and these mental images manifest themselves
in material form. The child feels that he is
just what his elders are claiming for him, and
naturally falls into line. Long before the pa-
rents realize it, the child is forming habits of
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character from these repeated suggestions
made about it in its presence. The process is
simple—the child does not reason over the
matter and then decide to act upon the sug-
gested characteristics. Its subconscious men-
tality, or habit-mind, simply absorbs these
suggested impressions, and when they are re-
peated many times a day the impression be-
comes fixed in that region of the mind. Just
imagine yourself (you who are reading these
words) being subjected to a running fire of
verbal criticism of this kind. Would you not
tend to ‘‘make good’’ the bad qualities at-
tributed to you? Would you not, eventually,
grow to play the part assigned to you? That
is, if you didn’t rebel and change your en-
vironment. The child cannot change its en-
vironment, but must stay where it is and listen
to this perpetual flow of adverse suggestion,
week in and week out. And, when you realize
that the child’s mind is a hundred times more
impressionable than is your own, you may be-
gin to understand the effect of these sugges-
tions upon it. |

In the same way the repeated remarks of
some foolish mothers, that ‘‘Eloise is such a
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beautiful child; people notice her on the
streets, and turn around to watch her,”’—this
wn the presence of the child—must exert an
influence over the mind and future character
of that child. And the common suggestion
that ‘‘Carmencita is so bashful; she is always
afraid of strangers, and I cannot get her to
‘make up’ to them’’—now, just imagine what
that must mean to the sensitive child when
she hears it said in her very presence and that .
of the stranger! How would you feel, if you
were sensitive, and your friends should say
in your presence when you met a stranger for
the first time: ‘‘Oh Mr. Brown, you must
really excuse Miss Psyche’s bashfulness—she
is so shy and retiring—she blushes every time
she meets a stranger, and cannot think of a
word to say!’’ How would you relish having
salt thus rubbed in the open wound of your
self-consciousness? Multiply your feelings
by ten, and you have the child in question.
Cannot you see that you are using the very
strongest possible method of developing the
self-consciousness of the child—the very
means that you would use were you actually
trying to make the child shy and bashful. Be-
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sides the shock to the sensitive nature, you are
also actually building character in the child
along the lines of the Suggestion of Repeti-
tion.

We have seen mothers cry out to children
who had picked up an ornament: ‘‘Oh, Mabel,
you’ll drop it—look out it will slip from your
fingers—take it away from her, quick, before
she drops it!”’—and more of the same kind.
When one realizes that it is by precisely this
class of suggestions that suggestible subjects
are made to perform actions in experimental
psyehology, one may wonder why Mabel does
not drop the thing at the first suggestion, not
to speak of its insistent repetition—and often
she does. A kindly, ‘‘Put it back in its place,
Mabel ; mother doesn’t like her vases moved
about,’”’ would be better calculated to pre-
serve the integrity of the vase. Simiiar to
this is the suggestion of: ‘‘Oh dear, she‘ll fall
down the stairs—Ilook out dear, you’ll fall;
you’ll fall in a minute; look out now!’”’ Can
you wonder if the child does fall, after a sug-
gestion like that? Can’t you see that you are
supplying motive power for the suggested ac-
tion. In such case, the thing to do is to keep
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cool, and above everything else not to let
the child catch your fearthought. Fear is
contagious, by the channel of Suggestion. If
you have ever witnessed any experimental
work in psychology, in its branch of Sugges-
tion, you may begin to appreciate the motive
force latent in a strong Suggestion to an im-
pressionable mind—and children have impres-
sionable minds.

We feel annoyed that we should have to in-
clude any reference to the eriminal practice of
giving children the suggestion of Fright—this
subjects belongs to the Dark Ages of child-
rearing, but alas! we hear of new instances of
its persistence, every few days. When one
thinks of the terrors of the little mind due to
the suggestions poured into it regarding
“‘Boogy-men’’; ‘‘Shadow-men’’; ‘“Big Bear
will Cateh You!’? ‘“Something will grab your
foot if you step out of bed!’’; ‘“Better look
out when you go up the dark stairs!’’; and all
the rest of the infernal suggestions of that
kind, one feels it difficult to speak with the con-
ventional restraint. We have known women
of middle-age who have never been able to
outlive these fear-impressions given in early
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youth. The ‘‘Big Bear’’ is so firmly lodged
in their subconscious mind that all their
knowledge and reason is not sufficient to erad-
icate it. As the well-known Englishman, of
undoubted bravery and highest r®asoning fac-
ulties once said: ‘‘I laugh at and believe noth-
ing of the grisly things in the daytime; but
in the midnight darkness of my bed-chamber
I find myself believing in all the horrors of
my childish imaginings.”” And all this the
result of these criminal suggestions. Many a
child has been rendered ‘‘nervous’’ and
‘““fearful’’ for the rest of its life, by these
“‘Boogy-boos’’ of childhood. To one who un:
derstands the workings of the Law of Sugges-
tion, such things seem as bad as witcheraft
and sorcery.

The reverse of this general proposition is
true. Just as adverse suggestions may be
harmful to the child, so may the proper ones
be helpful. If you must make suggestions to,
and about the little one, use as their subjects
the favorable points of the child, or those in
which you wish the child to improve. In the
case of the bashful child, give it the silent Sug-
gestion of Association by ignoring its shyness,
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—take no notice of its failing, and see that
your friends act likewise. Soon the child,
seeing that it is not noticed at all, will begin to
evince the natural childish desire to attract at-
tention, and will begin to come out of its shell.
The child with the dirty hands may be put on
its mettle, by calling the attention of friends
to how Johnny is getting to be a big boy now,
and how much cleaner he is keeping his hands
than when he was a little fellow. Always
map your suggestions on what you want the
children to be, not what you fear they will be,
or are. Just as in Auto-Suggestion, you
hold the mental image of what you wish to
become, as a pattern upon which your subcon-
sciousness will model your new character—so
should you ever hold before the child a men-
tal picture of that which you wish it to be. Do
not misunderstand us—we do not mean to
advise preaching to the child, no child likes
that—we mean to act, and suggest, that the
child actually is becoming or acting as you
wish. You will get the idea better if you will
reverse the line of suggestions objected to by
us in the first part of this chapter. Encourage
the positives—and the negatives will die
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away. Cultivate the desirable tendencies, and
the undesirable ones will die for want of
nourishment.

Above all, realize that the mind of the tiny
child is like a soft impression plate, or a sen-
sitive photographic film—therefore be care-
ful what objects of suggestion you place be-
fore it. Place bright, strong, positive pie-
tures in its mind, and avoid those of the op-
posite kind.

In conclusion, we would remind you that
the actions, views, ideas, and general life of
the parents act as suggestions for the child.
““Like Papa and Mama,’’ is the instinctive
idea in the mind of every child, from its earli-
est days. Therefore ‘‘Papa and Mama’’ have
considerable responsibility in this direction,
during the early days of the child particu-
larly. What Papa or Mama do, is Gospel to
the child—everything, good and bad, is
worthy of imitation. Suggestion of Imitation
is always active in the family. Govern your-
selves accordingly. Teachers have the same
responsibility—¢‘Teacher does it,”’ is a suffi-
cient excuse for the child. There is always a
case of ‘‘a chiel’ among us, takin’ notes.’?
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And these notes are suggestive notes. We feel
that a whole book might well be written on this
subject, in order to do it even faint justice.
But we trust that the hints that we have
given here may reach some for whom they are
intended, and who need them very much. You
may not be able to give your children the
riches or ‘‘advantages’’ that you would like
to bestow upon them (perhaps that is so much
the better for them) but you have the oppor- .
tunity of giving them the best possible Sug-
gestions—the ‘‘best in the shop,’’” and thafis
much, very much indeed.
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PART 11
THERAPEUTIC SUGGESTION
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CHAPTER IX.
SUGGESTION AND HEALTH.

Perhaps in no other way is Suggestion so
commonly accepted by people as in relation to
their physical condition, or health. People
are being made sick, and others are being
made well, every day by Suggestion pure and
simple. We purpose devoting a number of
the chapters of this book to various phases of
Suggestive Therapeutics, but it may be as
well, at this point, to call your attention to
the undoubted effect of Suggestion upon the
physiological functions. Science has recog-
nized this fact, and modern medicine takes it
into serious consideration. Cults and schools
of thought have been built upon this fact, and
the underlying principle has been lost sight
of by the various theories, explanations, dog-
mas and ideas philosophicai and theological
which have gathered around it. Some of the
authorities call it ¢ The Effect of the Imagina-
tion upon Physical States,”” or ‘“The Power
of Mind over Body’’—but Suggestion is the
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active principle of application in all the vari-
ous forms, and under all the various names,
and in spite of the conflicting theories.

That mental states affect physiological
function is admitted by the best authorities in
medical science, and has been for many years.
But it is only of later years that methods of
applying the principle have been taught and
practiced to any great extent. Previous to
that time the principle was mentioned only in
connection with the production or induction of
disease by adverse mental states. Perhaps
a consideration of the older authorities might
be interesting and instructive, at this stage,
and before we undertake the general subject
of Suggestive Therapeutics. |

Sir Samuel Baker, in the British and For-
eign Medico-Chirurgical Review, said: ‘‘ Any
severe grief or anger is almost certain to be
succeeded by fever, in certain parts of Af-
rica.”” Sir B. W. Richardson, said: ‘‘Dia-
betes from sudden mental shock is a true,
pure type of a physical malady of mental ori-
gin.’> Sir George Paget, said: ‘‘In many
cases I have seen reasons for believing that
cancer has had its origin in prolonged anx-
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iety.”” Dr. Murchison said: ‘‘I have been
surprised how often patients with primary
cancer of the liver have traced the cause of
this ill-health to protracted grief or anxiety.
The cases have been far too numerous fo be
accounted for as mere coincidences.”” Prof.
Elmer Gates, says: ‘“My experiments show
that irascible, malevolent and depressing
emotions generate in the system injurious
compounds, some of which are extremely
poisonous; also that agreeable, happy emo-
tions generate chemical compounds of nutri-
tious value, which stimulate the cells to man-
ufacture energy.”” Dr. F. W. Southworth
says: ‘‘If mental causes can change the vari-
ous secretions of the body, making them poi-
sonous, for example, the saliva, and the milk
in the human breast, under the influence of
anger, worry or fear, could it not also be pro-
ductive of disease through imperfect or non-
elimination? Is it improbable that fear,
which is a greater negative force than anger,
may produce the results as indicated?’’ All
of the mental states above-mentioned as af-
fording a probable cause of disease can be and
are produced by Suggestion or Auto-Sugges-
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tion. While that mysterious force behind
the mental states may escape our definition,
unless we consider it to be some phase of the
Will, nevertheless we may safely assert that
in Suggestion we find the motive power which
calls this force into operation.

In the same way, that which people call
‘‘Imagination,’’ is seen to be but a mental
picture created in the imaginative regions of
the mind by Suggestion, and afterward mate-
rialized by Fear or Faith, both of which act
in the same general manner. The following
interesting quotation from Prof. Halleck will
show the effect of these suggested mental
images, considered as products of the Imagi-
nation: ‘When a mental image is taken for a
reality, the most astonishing results often fol-
low; indeed, sometimes they are more pro-
nounced than if the image were a reality. One
may find many illustrations of this in every-
day life. . . . Were it not for this
power of the imagination, the majority of
quack nostrums would disappear. In most
cases bread pills, properly labeled, with posi-
tive assurances of certain cure accompanying
them, would answer the purpose far better
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than these nostrums, or even much better than
a great deal of the medicine administered by
regular physicians. . . . There is per-
haps not a person living who would not at
times be benefited by a bread pill, adminis-
tered by some one in whom great confidence
was reposed. . . . Warts have been
charmed away by medicines which could have
bad only a mental effect. Dr. Tuke gives
- many cases of patients cured of rheumatism
by rubbing them with a certain substance de-
clared to possess magic power. The material
in some cases was metal; in others wood; in
still others, wax. He also recites the case of
a very intelligent officer who had vainly
taken powerful remedies to cure cramp in the
stomach. Then he was told that on the next
attack he would be put under a medicine
which was generally believed to be most ef-
fective, but which was rarely used. When
the cramps came on again, a powder contain-
ing four grains of ground biscuit was adminis-
tered every seven minutes, while the greatest
anxiety was expressed (within the hearing
of the party) lest too much should be given.
Half-drachm doses of bismuth had never pro-
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cured the same relief in less than three hours.
For four successive times did the same
kind of attack recur, and four times was it
met by the same remedy, and with like suc-
cess. A house surgeon in a French hospital
experimented with one hundred patients, giv-
ing them sugared water. Then, with a great
show of fear, he pretended that he had made a
mistake and given them an emetic instead of
the proper medicine. Dr. Tuke, says of this
case: ‘The result may easily be anticipated by
those who can estimate the influence of the
imagination. No fewer than eighty—four-
fifths—were unmistakably sick.” ”’

You are familiar with the old cases of
people who have been told repeatedly that
they were looking very sick, as a practical
joke, and who took to their beds with various
ailments. Also of the man who thought he
was bleeding to death, from hearing the drip-
ping of water accompanying a slight incision
made in his arm by surgeons—actual death
ensuing from the shock and fright. Many
similar cases are related in the annals of med-
icine. Every professor in a medical college
has had numerous experiences in which stu-

Google



SUGGESTION AND HEALTH 97

dents took on the symptoms of the various
diseases which they had been studying. It
has been estimated that as many die from
fright during great epidemics, as from the
disease itself. We have had the personal as-
surance of a reputable practitioner of medi-
cine, that he once attended a case in which the
patient believed that she had taken a dose of
strychnine by mistake. When the physician
arrived the patient was showing all the symp-
toms of poisoning from strychnine (she had
previously witnessed the death of a dog from
a similar poison) and only recovered after
the usual antidotes and treatments had been
administered—as it was she was weak for a
long time afterward, notwithstanding the fact
that after the doctor had left, the bottle of
poison was found untouched, the woman hav-
ing taken some harmless mixture. Many
physicians of long practice relate similar ex-
periences in their own professional life.
Fright is a virulent poison, in many cases—
just as joy is a powerful restorative and in-
vigorant.

Dr. Geo. R. Patton in a paper read before a
medical society in 1900, made the following
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statements: ‘‘The mind as a dynamic force
exerted over the functions of the body has
been, doubtless, operatively manifest from the
cradle of our existence. Though the fact may
not have been so recognized at this primitive
period, it is really the explanation of the
cures which were then attributed to the influ-
ence of the stars, to divinations, talismans,
charms, et id omne genus; for in the infancy of
our race there were neither doctors nor drugs,
the means of cure being wholly mental, aided
by the so-called ‘efforts of nature.” Herodo-
tus tells us that the Babylonians, Chaldeans,
and other nations of antiquity had no other
physicians dnd used no medicines. Even
when the practice of healing passed from the
East into Egypt, and thence into Greece, it
was exclusively confined to the temples. At
this period it was the universal belief that all
diseases were due to the anger of the gods,
and, therefore, prayers, with ceremonies of
pomp and mysticism were used to propitiate
heaven in favor of the sick, and all were of
such a nature as to act vividly upon the imagi-
nation and emotions. . . . Now these
measures, in their entirety, were well calcu-
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lated to arouse a new and favoring action in
the nervous centres, and through them a sana-
tive influence over the assimilative and nutri-
tive processes, as well as upon the organic
functions. At a later period, when medicine
first began to be disseminated from Greéce
into the outer world . . . if recovery
took place it was accredited wholly to a charm,
incantation, amulet or talisman, which had
now, in part, taken the place of the ceremonies
in the temple, as the means of cure. Here,
again, we see the effects of credulity and su-
perstition exercised through the emotions and
imagination upon the ills of the body. At still
a later period in the history of medicine,
magic and medicine were almost synonymous
terms; in fact, the practice of medicine con-
sisted almost wholly of the machinery of
magic. A word scrawled upon parchment,
for instance, would cure fevers; a hexameter
from the Iliad of Homer cured gout, while
rheumatism succumbed to a verse from Lam-
entations. These could be multiplied, and
undoubtedly all were equally potent of cure
in like manner. The repulsive and ridiculous
agents at one time so often and so freely given
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to the sick could only have been curative
through a mental impression transmitted to
the body ; for who could take a potion from the
skull of a murderer; or a tincture made from
the common louse; or a pill from the dried
liver of a bat; or a powder from the heads and
legs of spiders, without profound emotion?
Fiven now, new, unusual and untried remedies
are often more efficient than the old and well-
tried ones, and the shrewd and knowing doc-
tor often avails himself of this fact.”’

In each and every one of the instances men-
fioned above the effect was undoubtedly
caused by the power of Suggestion, in one or
more of its various forms and phases. We
shall continue this subject in the next chapter.
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CHAPTER X.
MASKED SUGGESTION.

Not only in the ancient days was Sugges-
tion, under various disguises employed to
arouse the minds of the people in such a man-
ner that therapeutic benefits were' secured,
but even in comparatively recent history—yes,
even down to the present times, have the same
general methods been employed with the
same results. History constantly repeats
itself, in Suggestive Therapeutics as in every-
thing else.

All through the history of the race for the
past thousand years, we find numerous in-
stances of the employment of ‘‘Masked Sug-
gestion’’—that is Suggestion wearing the veil
of some outward form or belief—operating to
cure people of disease. 'We hear countless in-
stances of holy wells, sacred grottoes, sacred
relics, shrines, and other places associated
with various religions, to which have been at-
tributed wonderful cures of physical ailments.
Many supposedly incurable cases have been
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healed at these places, or by these holy ob-
jects. The shrines, and wells, and chapels are
filled with the crutches of cured cripples, and
countless well attested cases of marvelous
cures are reported as having occurred. But
similar cures have been recorded throughout
all history, accompanying all forms of relig-
ions, so that the scientific investigator soon
comes to the conclusion that the only virtue in
the religious association of the cure consists
in the faith and association in the mind of the
patient, along the lines of Suggestion. The
same results are obtained by so many differ-
ent methods, and under so many different
phases of religious belief, both Christian and
‘‘pagan,’’ that it must be conceded that the
real cause lies far back of creed, form, or cere-
monial. And Suggestion is seen to be the real
cause. There is a well-known case related of
a ‘‘Sacred Bone’’ which obtained great repute
in the Middle-Ages from its wonderful power
to heal diseases. This bone had been brought
from the Holy Land by two soldiers of the
crusades, and was supposed to be a portion of
the skeleton of some great character of the
New Testament. It was only upon the death
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of one of these soldiers, years after, that the
truth became known. On his death-bed the
soldier confessed that he and his companion
becoming drunk on the journey, had lost the
real relic which they were transporting from
the Holy Land. Fearing to return home
without it, they substituted the bone of a
sheep which they found in a field. Much to
their surprise this sheep-bone operated as the
means of wonderful cures, and they agreed to
keep the matter silent. In this case, as in
many other of a similar nature, the faith and
belief of the people, acting along the lines of
Suggestion, operated as a dynamic power for
producing physiological changes and opera-
tions, which resulted in the restoration of
health to many a suffering mortal. After the
disclosure of the nature of the relic, the cures
ceased at once, and many of those who had
been healed became sick again.

The kings of England and France were
formerly believed to possess great healing
powers, applied by laying on the hands. This
was known as the ‘“Royal Touch’’ and was
believed to be specially efficacious in cases of
scrofula. Thousands were cured of this and
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similar diseases, and the gift was never
doubted. Wiseman, a noted surgeon of sev-
eral centuries past, has written of the Royal
Touch: ‘‘I myself have been an eye-witness of
many thousands of cures performed by his
majesty’s touch alone, without the assistance
of medicine or surgery, and those, many of
them, such as had tired out the endeavors of
able surgeons before they came hither. I
must needs profess that what I write will little
more than show the weakness of our ability
when compared with his majesty’s, who cur-
eth more in one year than all the surgeons of
London have done in an age.”” The virtue of
the Royal Touch was not doubted, until in
the seventeenth century when there arose a
pretender by the name of Greatrakes, who
claimed to possess the Royal Touch, and who
healed thousands of people by laying on of
hands. So marked was his influence that the
throne became worried, for the people were
muttering that Greatrakes must be the de-
scendant of a former king, and rightful heir
to the throne. The Royal Chirurgical Society
of London investigated Greatrakes and his
cures, and made a report stating that his cures
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arose from ‘‘some mysterious sanative con-
tagion in his body.”” Modern students of
Suggestion give a more scientific explanation.

Similar to these cases is that of Elijah Per-
kins, a Connecticut blacksmith, who invented
a set of ‘‘metallic tractors,”” which were a
tong-shaped contrivance composed of several
kinds of metal. These tractors were applied
to the affected portions of the body, and won-
derful cures were reported as the result. A
great furor arose from the character and
number of cures thus made by Perkins, and
he founded a school of the healing art which
was called ‘‘Perkinism.’”” New England was
set ablaze by the new wonder, and the conta-
gion rapidly spread over the rest of the coun-
try. Thence it was carried to, England and
the Continent, with equal success. Schools
and hospitals were erected, in which ‘¢ Perkin-
ism’’ was practiced. The records of the time
state that over a million cures were made in
Europe alone. People high and low, were
treated with more or less success. The
bubble was finally punctured by Dr. Haygarth
of London, who held that the cures resulted
from the imagination rather than from any
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virtue inherent in the tractors. Accordingly
he proceeded to prove this theory, in the fol-
lowing manner, as reported by a chronicler
of the time: ‘‘He formed pieces of wood into
the shape of tractors, and with much assumed
pomp gnd ceremony applied them to a number
of sick persons who had been previously pre-
‘pared to expect something extraordinary.
The effects were found to be astonishing.
Obstinate pains in the limbs were suddenly
cured; joints that had long been immovable
were restored to motion, and, in short, except
the renewal of lost parts or the change in me-
chanical structure, nothing seemed beyond
their power to accomplish.”” These results,
when explained, punctured the bubble of
‘‘Perkinism,’’ and the craze subsided. In
this case, as in the other the ‘‘imagination’’
was simply a form of Suggestion along the
lines of which we have spoken in preceding
chapters.

The success of Dowieism, and similar relig-
ious or semi-religious cults all go to prove
the same thing—the existence of some funda-
mental principle underlying all of these op-
posing claims, which operates whenever and
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