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| ntr oduction

Everything man creaes or acquires, beginsin the form of
DESIRE, desireistaken onthefirst lap of itsjourney, from
the dstrad to the concrete, into the workshop d the
IMAGINATION, where PLANSfor itstransition are
creded and aganized.

Theformation d aDEFINITE, pradicd plan, or plans,
throughwhich this transformation may be made is avery
important step. Youwill now be instructed how to buld
plans which will be pradicd:

A. Ally yourself with agroup d as many people & you may
need for the aedion, and carrying ou of your plan, or plans
for the acamulation & money—making wse of the “Master
Mind’ principle. (Compliancewith thisinstructionis
absolutely essntial. Do nd negled it.)

B. Before forming your “Master Mind’ alli ance, deade
what advantages, and kenefits, you may offer the individual
members of your group, in return for their cooperation. No
one will work indefinitely withou some form of
compensation. No intelli gent personwill either request or
exped another to work withou adequate cmpensation,
athoughthis may not aways be in the form of money.

C. Arrange to med with the members of your “Master
Mind’ groupat least twice aweek, and more often if
possble, until you have jointly perfeded the necessary plan,
or plansfor the acamulation d money.

D. Maintain PERFECT HARMONY between yourself and
every member of your “Master Mind”’ group. If youfail to
cary out thisinstruction to the letter, you may exped to
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med with failure. The “Master Mind’ principle cannd
obtain where PERFECT HARMONY does nat prevail .
Keg in mindthese fads. —

First.

Youare engaged in an uncdertaking d major importanceto
you. To be sure of success you must have plans, which are
faultless

Seoond

Y ou must have the advantage of the experience, educaion,
native aility and imagination d other minds. Thisisin
harmony with the methods foll owed by every person who
has acaumulated a gred fortune.

No individual has sufficient experience, educaion, native
ability, and knavledge to insure the acumulation o agrea
fortune, without the cooperation d other people. Every plan
you adopt, in your endeavor to acamulate wedth, shoud be
the joint credion d yourself and every other member of
your “Master Mind’ group. Y ou may originate your own
plans, either in whole or in part, but SEE THAT THOSE
PLANS ARE CHECKED, AND APFROVED BY THE
MEMBERS OF YOUR “MASTER MIND” ALLIANCE.

If the first plan which you adopt does nat work successully,
replaceit with anew plan, if this new plan fail s to work,
replaceit, in turn with still another, and so on until you find
aplan which DOES WORK. Right hereisthe paint at which
the majority of men med with fail ure, because of their lack
of PERSISTENCE in creaing rew plans to take the placeof
those which fail .
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The most intelli gent man living canna succeel in
acaimulating money—nor in any other undertaking—
withou plans, which are pradicd and workable. Just keep
thisfad in mind, and remember when your plans fail, that
temporary defea is nat permanent fail ure. It may only mean
that your plans have not been sound Build ather plans. Start
al over again.

Thomas A. Edison “failed” 10,000times before he perfeaed
the incandescent eledric light bulb. That is—he met with
temporary defeat ten thousand times, before his eff orts were
crowned with success

A sound plan

Temporary defea shoud mean orly one thing, the cetain
knowledge that there is something wrongwith your plan.
Milli ons of men gothroughlife in misery and po\erty,
because they ladk a sound pan throughwhich to acawmulate
afortune. Henry Ford acamulated a fortune, not because of
his superior mind, but becaise he alopted and followed a
PLAN which proved to be sound A thousand men could be
pointed ou, ead with a better educaion than Ford's, yet
ead of whom livesin powerty, becaise he does not possess
the RIGHT plan for the acaimulation d money.

Y our achievement can be no geaer than your PLANS are
sound That may seemto be an axiomatic statement, but it is
true. Samuel Insull | ost his fortune of over one hunded

milli on ddlars. The Insull fortune was built on dans, which
were sound The businessdepresson forced Mr. Insull to
CHANGE HIS ALANS; and the CHANGE brough
“temporary defed,” because his new planswere NOT
SOUND. Mr. Insull isnow an dd man, he may,
consequently, accept “failure” instead of “temporary
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defea,” but if his experienceturnsout to be FAILURE, it
will be for the reasonthat he ladks the fire of
PERSISTENCE to rebuild his plans.

Temporary defeat

No man is ever whipped, until he QUITS—in his own mind.
Thisfad will be repeaed many times, becaiseit is 0 easy
to “take the oournt” at thefirst sign d defed.

James J Hill met with temporary defea when he first
endeavored to raise the necessary capital to buld arail road
from the East to the West, but he, too turned defed into
victory through rew plans.

Henry Ford met with temporary defed, not only at the
beginning d his automobile caeea, but after he had gore far
toward the top. He aeded new plans, and went marching on
to financial victory.

We seemen who have acumulated gred fortunes, but we
often recognizeonly their triumph, overlooking the
temporary defeas, which they had to surmount before
“arriving.

NO FOLL OWER OF THIS FHILOSOPHY CAN
REASONABLY EXPECT TO ACCUMULATE A
FORTUNE WITHOUT EXPERIENCING

“TEMPORARY DEFEAT.” When defed comes, accet it
asasignal that your plans are nat sound rebuild those plans,
and set sall oncemore toward your coveted gadl. If you gve
up kefore your goal has been readed, you are a“quitter.”

A QUITTER NEVER WINS-AND—A WINNER NEVER
QUITS.
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Lift this sentenceout; write it onapieceof paper in letters
an inch high, and daceit where you will seeit every night
before you goto sleg, and every morning kefore you goto
work.

When you bkegin to seled members for your “Master Mind’
group, endeavor to seled those who do na take defed
serioudly.

Some people fodlishly believe that only MONEY can make
money. Thisisnat true! DESIRE, transmuted into its
monetary equivalent, throughthe principles laid dowvn here,
Isthe agency throughwhich money is*“made.”

Money, of itself, isnothing bu inert matter. It canna move,
think, or talk, but it can “hea” when a man who DESIRES
it, cdlsit to comel

Planning the sale of services

The remainder of thisbook hes been gven over to a
description d ways and means of marketing personal
services. Theinformation here conveyed will be of pradicd
help to any person having any form of personal servicesto
market, but it will be of pricdessbenefit to those who aspire
to leadership in their chosen occupations,

Intelli gent planning is essential for successin any
undertaking designed to acaimulate riches. Here will be
found cttail ed instructions to those who must begin the
acaimulation d riches by selling personal services.

It shoud be encouragingto know that pradicdly al the
gred fortunes began in the form of compensation for
personal services, or from the sale of IDEAS. What else,
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except ideas and personal services, would ore not possessd
of property have to gvein return for riches?

Broadly spe&king, there ae 2 types of people in the world.
Onetypeis known as LEADERS, and the other as

FOLL OWERS. Dedde & the outset whether you intend to
beaome aleader in your chosen cdling, or remain a
follower. The differencein compensationisvast. The
follower canna reasonably exped the cmpensation to
which aleader is entitl ed, althoughmany foll owers make the
mistake of expeding such pay.

| ntelli gent foll owers

It isno dsgraceto be afoll ower. On the other hand, it isno
credit to remain afollower. Most gred leaders began in the
cgpadty of foll owers.

They becane grea leaders becaise they were
INTELLIGENT FOLL OWERS. With few exceptions, the
man who canna follow a leader intelli gently canna become
an efficient leader. The man who can follow aleader most
efficiently, is usually the man who developsinto leadership
most rapidly. An intelli gent foll ower has many advantages,
amongthem the OPFORTUNITY TO ACQUIRE
KNOWLEDGE FROM HISLEADER.

Themajor attributes of leadership

The foll owing are important fadors of leadership:—

1. UNWAV ERING COURAGE based upon knevledge of
self, and d one's occupation. No foll ower wishesto be
dominated by aleader who ladks slf-confidence and
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courage. No intelli gent foll ower will be dominated by such a
leader very long

2. SELF-CONTROL. The man who cannat control himself,
can never control others. Self-control sets a mighty example
for one' sfoll owers, which the more intelli gent will emulate.

3. A KEEN SENSE OF JUSTICE. Withou a sense of
fairnessand justice, noleader can command and retain the
resped of hisfollowers.

4. DEFINITENESSOF DECISION. The man, who wavers
in hisdeasions, showsthat heis not sure of himself. He
canna lead athers successully.

5. DEFINITENESSOF PLANS. The successul leader must
plan hiswork, and work his plan. A leader, who moves by
guesswork, withou pradicd, definite plans, is comparable
to aship withou arudder. Soorer or later he will | and onthe
rocks.

6. THE HABIT OF DOING MORE THAN PAID FOR. One
of the penalties of leadership isthe necessty of willi ngness
uponthe part of the leader, to domore than he requires of
his foll owers.

7. A PLEASING PERSONALITY. No slovenly, caeless
person can become asuccessul leader. Leadership cdlsfor
resped. Followers will not resped aleader who daes not
grade high onall of the fadors of a Pleasing Personality.

8. SYMPATHY AND UNDERSTANDING. The succes<ul
leader must be in sympathy with hisfoll owers. Moreover, he
must understand them and their problems.
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9. MASTERY OF DETAIL. Succesdul leadership cdlsfor
mastery of detail s of the leader’s position.

10. WILLINGNESSTO ASSUME FULL
RESPONSIBILITY. The succesdul leader must be willi ng
to assume resporsibility for the mistakes and the
shortcomings of hisfollowers. If hetriesto shift this
resporsibility, hewill not remain the leader. If one of his
foll owers makes a mistake, and shows himself incompetent,
the leader must consider that it is he who fail ed.

11. COOPERATION. The succesdul leader must
understand, and apgy the principle of cooperative dfort and
be aleto inducehisfollowersto dothe same. Leadership
cdlsfor POWER, and paver cdlsfor COOPERATION.

L eadership by consent —or by force

There ae 2 forms of Lealership. Thefirst, and by far the
most effedive, isLEADERSHIP BY CONSENT of, and
with the sympathy of the foll owers. The semndis
LEADERSHIPBY FORCE, withou the ansent and
sympathy of the foll owers.

History isfill ed with evidences that Lealership by Force
canna endure. The downfall and dsappeaance of
“Dictators’ and kingsis sgnificant. It means that people
will not follow forced leadership indefinitely.

Theworld has just entered a new era of relationship between
leaders and foll owers, which very clealy cdlsfor new
leaders, and a new brand o leadership in businessand
industry. Thase who belongto the old schod of leadership-
by-force, must aaquire an understanding d the new brand o
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leadership (cooperation) or be relegated to the rank andfile
of the followers. Thereisno aher way out for them.

The relationship of employer and employeg or of leader and
follower, in the future, will be one of mutual cooperation,
based uponan equitable division d the profits of business
In the future, the relationship of employer and employeewill
be more like apartnership than it has been in the past.

Napoleon, Kaiser Wilhelm of Germany, the Czar of Rusga,
and the King d Spain were examples of leadership by force
Their leadership passed. Withou much dfficulty, one might
point to the prototypes of these exlealers, amongthe
business financial, and labor leaders of Americawho have
been dethroned o slated to ga Leadership-by-consent of the
followersisthe only brand, which can endure!

Men may foll ow the forced leadership temporarily, but they
will not do so willi ngly.

The new brand d LEADERSHIP will embracethe deven
fadors of leadership, described in thisbook, as well as some
other fadors. The man who makes these the basis of his
leadership, will find abundant oppatunity to lead in any
walk of life. The depressonwas prolonged, largely, becaise
the world ladked LEADERSHI P of the new brand. At the
end d the depresson, the demand for leaders who are
competent to apply the new methods of leadership has
grealy excealed the suppdy. Some of the old type of leaders
will reform and adapt themselves to the new brand o
leadership, but generally speaking, the world will haveto
look for new timber for its leadership. This necessty may be
your OPFORTUNITY!
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The 10 major causes of failure in
leadership

We mme now to the mgjor faults of leaderswhofail,
becauseit isjust as esential to knov WHAT NOT TO DO
asit isto knav what to da

1. INABILITY TO ORGANIZE DETAILS. Efficient
leadership cdlsfor ability to organize and to master detail s.
No genuine leader is ever “too busy” to doanything which
may be required of himin his cgpadty aslealer.

When aman, whether heis aleader or foll ower, admits that
heis“too busy” to change his plans, or to gve dtentionto
any emergency, he almits hisinefficiency. The successul
leader must be the master of all detail s conneded with his
pasition. That means, of course, that he must acquire the
habit of relegating cetail s to capable li eutenants.

2. UNWILLINGNESSTO RENDER HUMBLE SERVICE.
Truly grea leaders are willi ng, when occasion demands, to

perform any sort of labor, which they would ask ancther to

perform. “The greaest amongye shall be the servant of al”
isatruth, which all able leaders observe and resped.

3. EXPECTATION OF PAY FOR WHAT THEY “KNOW”
INSTEAD OF WHAT THEY DO WITH THAT WHICH
THEY KNOW. The world dces nat pay men for that which
they “know.” It pays them for what they DO, or induce
othersto da

4. FEAR OF COMPETITION FROM FOLLOWERS. The
leader who feas that one of hisfoll owers may take his
positionis pradicdly sureto redizethat fea soorer or later.
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The ale leader trains understudies to whom he may
delegate, at will , any of the detail s of his position. Only in
thisway may aleader multi ply himself and prepare himself
to be & many places, and gve dtentionto many things at
onetime.

It is an eternal truth that men receve more pay for their
ABILITY TO GET OTHERS TO PERFORM, than they
could posshbly ean by their own efforts. An efficient leader
may, through hs knowledge of hisjob and the magnetism of
his personality, grealy increase the dficiency of others, and
inducethem to render more service and letter servicethan
they could render without his aid.

5. LACK OF IMAGINATION. Withou imagination, the
leader isincgpable of meding emergencies, and d creaing
plans by which to gude hisfoll owers efficiently.

6. SELFISHNESS The leader who claims al the hona for
the work of hisfoll owers, is sure to be met by resentment.
Theredly gred leader CLAIMS NONE OF THE HONORS.
He is contented to seethe honas, when there ae ay, goto
his foll owers, because he knows that most men will work
harder for commendation and reaognition than they will for
money alone.

7. INTEMPERANCE. Followersdo nd resped an
intemperate leader. Moreover, intemperancein any of its
various forms, destroys the endurance and the vitality of all
whoindugeinit.

8. DISLOYALTY. Perhapsthis snhoud have come & the
head o thelist. Theleader whois not loyal to histrust, and
to hisassciates, thase dowve him, and those below him,
canna longmaintain hisleadership. Disloyalty marks one &
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being lessthan the dust of the eath, and krings down on
one's head the cmntempt he deserves. Ladk of loyalty isone
of the magjor causes of failure in every walk of life.

9. EMPHASIS OF THE “AUTHORITY” OF
LEADERSHIP. The dficient leader leads by encouraging,
and nd by tryingto instill fea in the heats of hisfoll owers.
The leader whotriesto impresshis foll owers with his
“authority” comes within the caegory of leadership through
FORCE. If aleader isaREAL LEADER, hewill have no
neeal to advertise that fad except by his condwct—his
sympathy, understanding, fairness and a demonstration that
he knows his job.

10. EMPHASIS OF TITLE. The competent leader requires
no “title” to gve him the resped of hisfoll owers. The man
who makes too much owver histitle generally haslittle dseto
emphasize The doasto the officeof thered leader are
open to all whowish to enter, and hsworking quarters are
freefrom formality or ostentation.

These ae anongthe more coommon o the causes of fail ure
in leadership. Any one of these faultsis sufficient to induce
failure. Study thelist carefully if you aspire to leadership,
and make sure that you are freeof these faults.

Some fertile fieldsin which * new
leadership” will be required

Before leaving this book, your attentionis cdled to afew of
the fertil e fields in which there has been a dedine of
leadership, and in which the new type of leader may find an
abundance of OPFORTUNITY.
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1. Inthefield of pdliti csthereisamost insistent demand for
new lealers; ademand which indicaes nothing lessthan an
emergency.

The magjority of pdliti cians have, seaningly, become high-
grade, legali zed rackketea's. They have increased taxes and
debauched the madhinery of industry and bwsinessuritil the
people can nolonger stand the burden.

2. The banking bwsinessis undergoing areform. The leaders
in thisfield have dmost entirely lost the confidence of the
pulic. Already the bankers have sensed the need of reform,
and they have begunit.

3. Industry cdlsfor new leaders. The old type of leaders
though and moved in terms of dividendsinsteal of thinking
and moving in terms of human equations! The future leader
in industry, to endure, must regard himself as a quasi-pubic
official whose duty it isto manage his trust in such away
that it will work hardship on noindividual, or group d
individuals. Exploitation d working menisathing d the
past. Let the man who aspiresto leadership in thefield of
business industry, and labor remember this.

4. Thereligious leader of the future will beforced to gve
more atention to the temporal needs of hisfoll owers, in the
solution d their econamic and persona problems of the
present, and lessattention to the dead past, and the yet
unban future.

5. In the professons of law, medicine, and educdion, a new
brand d |eadership, and to some extent, new leaders will
become anecessty. Thisisespedaly truein thefield of
educaion. The leader in that field must, in the future, find
ways and means of teading people HOW TO APRY the
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knowledge they recave in schod. He must ded more with
PRACTICE and lesswith THEORY .

6. New leaders will berequiredinthefield of Journalism.
Newspapers of the future, to be conduwcted succesdully,
must be divorced from “spedal privilege” andrelieved from
the subsidy of advertising. They must cease to be organs of
propaganda for the interests, which patronizetheir
advertising columns. The type of newspaper, which
pulishes sandal and lewd pictures, will eventually gothe
way of al forces, which debauch the human mind.

These aebut afew of the fieldsin which oppatunities for
new leaders and a new brand o leadership are now
available. The world is undergoing arapid change. This
means that the media, throughwhich the changesin human
habits are promoted, must be adapted to the dhanges. The
media here described, are the ones, which, more than any
others, determine the trend d civili zion.

When and how to apply for a position

Theinformation described here is the net result of many
yeas of experience during which thousands of men and
women were helped to market their services effedively. It
can, therefore, be relied uponas undand pradicd.
MEDIA THROUGH WHICH SERVICES MAY BE
MARKETED Experience has proved that the following
media off er the most dired and eff ective methods of
bringing the buyer and sell er of personal services together.

1. EMPLOYMENT BUREAUS. Care must be taken to
seled only reputable bureaus, the management of which can
show adequate records of achievement of satisfadory
results. There ae comparatively few such bueaus.
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2. ADVERTISING in newspapers, trade journals,
magaznes, and radio. Clasdfied advertising may usually be
relied uponto produce satisfadory results in the case of
those who apply for clericd or ordinary salaried pasitions.
Display advertisingis more desirable in the cae of those
who seek exeautive connedions, the copy to appea in the
sedion d the paper, which is most apt to come to the
attention d the dassof employer being sought. The wpy
shoud be prepared by an expert, who understands how to
injed sufficient selling qualitiesto producereplies.

3. PERSONAL LETTERS OF APFRLICATION, direded to
particular firms or individuals most apt to need such services
asare being dfered. Letters shoud be neatly typed,
ALWAY S, and signed by hand. With the letter, shoud be
sent a complete “brief” or outline of the gplicant’s
gualificaions. Both the letter of applicaion and the brief of
experienceor qualificaions shoud be prepared by an expert.
(Seeinstructions as to information to be suppied).

4. APALICATION THROUGH PERSONAL
ACQUAINTANCES. When pasdble, the gplicant shoud
endeavor to approach prospedive employers throughsome
mutual aaquaintance This method d approadhis
particularly advantageousin the cae of those who seek
exeautive onredions and do nd wish to appea to be
“pedding’ themselves.

5. APALICATION IN PERSON. In some instances, it may
be more dfediveif the gplicant offers persondly, his
services to prospedive employers, in which event a
complete written statement of qualificaions for the paosition
shoud be presented, for the reason that prospedive
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employers often wish to discusswith associates, one's
record.

|nformation to be supplied in awritten
“brief”

This brief shoud be prepared as carefully as alawyer would
prepare the brief of a cae to be tried m court. Unlessthe
applicant is experienced in the preparation d such briefs, an
expert shoud be cnsulted, and hs srvices enlisted for this
purpose. Succesgul merchants employ men and women who
understand the at and the psychology of advertisingto
present the merits of their merchandise. One who hes
personal servicesfor sale shoud dothe same. The following
information shoud appea in the brief:

1. Education. State briefly, but definitely, what schoding
you have had, and in what subjeds you speadalized in
schod, giving the reasons for that speaali zaion.

2. Experience If you have had experiencein conredion
with pasitions smilar to the one you seek, describe it fully,
state names and addresses of former employers. Be sure to
bring ou clealy any spedal experienceyou may have had
which would equip you to fill the positionyou seek.

3. References. Pradicdly every businessfirm desires to
know all abou the previous records, antecalents, etc., of
prospedive anployees who seek pasitions of resporsibility.

Attadh to your brief copies of letters from:

a. Former employers
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b. Teaters under whom you studied

c. Prominent people whose judgment may be relied upon

4. Phatograph d self. Attach to your brief arecant,
unmounted phdograph d yourself.

5. Apply for a spedfic paosition. Avoid applicaionfor a
pasition withou describing EXACTLY what particular
paositionyou seek. Never apply for “just aposition.” That
indicaes you ladk speaalized qualificaions.

6. Sate your qudifi cations for the particular position for
which you apply. Give full detail s as to the ressonyou
believe you are qualified for the particular positionyou seek.
ThisisTHE APRLICATION. It will determine, more than
anything else, what consideration you receve.

7. Offer to goto work on probation. In the mgjority of
instances if you are determined to have the position for
which you apply, it will be most effediveif you dfer to
work for aweek, or amornth, or for a sufficient length of
time to enable your prospedive anployer to judge your
value WITHOUT PAY.

This may appea to be aradicd suggestion, but experience
has proved that it seldom faillsto win at least atrial. If you
are SURE OF YOUR QUALIFICATIONS, atria isall you
nedl. Incidentally, such an dfer indicaesthat you have
confidencein your ability to fill t he pasition you see. It is
most convincing.

If your offer isaccepted, and you make good more than
likely youwill be paid for your “probation” period. Make
clea thefad that your offer is based upon
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a. Your confidencein your ability to fill the position.

b. Your confidencein your prospedive enployer’s dedsion
to employ you after trial.

c. Your DETERMINATION to have the pasition you seek.

8. Knowledge of your prospedive eanployer’s business
Before gplying for a paosition, do sufficient reseach in
conredion with the businessto famili arize yourself
thorougHy with that business andindicate in your brief the
knowledge you have aquired in thisfield. Thiswill be
impressve, asit will i ndicate that you have imagination, and
ared interest in the position you seek.

Remember that it is nat the lawyer who knows the most law,
but the one who kest prepares his case, whowins. If your
“case” is properly prepared and resented, your victory will
have been more than half won at the outset.

Do na be draid of making your brief toolong Employers
are just as much interested in purchasing the services of
well-quali fied appli cants as you are in seauring employment.
In fad, the successof most succesful employersisdue, in
the main, to their ability to selea well -qualified li eutenants.
They want all the information avail able.

Remember anather thing; neanessin the preparation o your
brief will i ndicate that you are apainstaking person. | have
helped to prepare briefs for clients, which were so striking,
and ou of the ordinary that they resulted in the employment
of the goplicant without a personal interview.
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When your brief has been completed, have it nedly bound
by an experienced binder, and lettered by an artist, or printer
simil ar to the foll owing:

BRIEF OF THE QUALIFICATIONS OF
Robert K. Smith
APRALYING FOR THE POSITION OF
Private Seaetary to
The President of
THE BLANK COMPANY, Inc.

Change names ead time brief is siown. This personal touch
IS qure to command attention. Have your brief nedly typed
or mimeographed onthe finest paper you can oltain, and
boundwith a heary paper of the book-cover variety, the
binder to be dianged, and the proper firm nameto be
inserted if it isto be shown to more than one company. Y our
phaograph shoud be pasted on ore of the pages of your
brief. Foll ow these instructions to the letter, improving upon
them wherever your imagination suggests.

Succesgul salesmen groom themselves with care. They
understand that first impressons are lasting. Your brief is
your salesman. Give it agoodsuit of clothes, so it will stand
out in bdd contrast to anything your prospedive employer
ever saw, in the way of an applicaionfor apasition. If the
paositionyou seek isworth having, it isworth gang after
with care. Moreover, if you sell yourself to an employer ina
manner that impresses him with your individuality, you
probably will recave more money for your services from the
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very start, than youwould if you applied for employment in
the usual conventional way.

If you seek employment throughan advertising agency, or
an employment agency, have the agent use wpies of your
brief in marketing your services. Thiswill helpto gain
preferencefor you, both with the agent, and the prospedive
employers.

How to get the exact position you desire

Everyone enjoys doingthe kind d work for which heis best
suited. An artist loves to work with paints, a aaftsman with
his hands, and awriter lovesto write. Thase with less
definite talents have their preferences for certain fields of
businessand industry. If Americadoes anythingwell, it
offersafull range of occupations, tilli ng the soil
manufaduring, marketing, and the professons.

1. Dedde EXACTLY what kind d ajob youwant. If the job
doesn’t alrealy exist, perhaps you can credeiit.

2. Choaose the company, or individual for whom you wish to
work.

3. Study your prospedive employer, asto pdicies,
personnel, and chances of advancement.

4. By analysis of yourself, your talents and cagpabiliti es,
figure WHAT YOU CAN OFFER, and dan ways and
means of giving advantages, services, developments, and
ideas that you lelieveyou can successully deliver.
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5. Forget abou “ajob.” Forget whether or not thereis an
opening. Forget the usual routine of “have you gd ajobfor
me?’ Concentrate onwhat you can gve.

6. Onceyou have your plan in mind, arrange with an
experienced writer to pu it on paper in nea form, andin full
detalil .

7. Present it to the proper personwith authority and he will
dotherest. Every company islooking for men who can gve
something d value, whether it be idess, services, or
“conredions.” Every company has room for the man who
has a definite plan of adionwhich isto the alvantage of that
company.

Thisline of procedure may take afew days or weeks of
extratime, but the diff erencein income, in advancement,
andin gaining recogntion will save yeas of hard work at
small pay. It has many advantages, the main ore being that it
will often save from oneto five yeasof timeinreadinga
chosen gadl.

Every personwho starts, or “getsin”’ half way up the ladder,
does © by deliberate and careful planning, (excepting, of
course, the Boss son).

The new way of marketing services
“jobs’ are now “partnerships’

Men and women, who market their servicesto best
advantage in the future, must recognizethe stupendows
change which has taken placein connedionwith the
relationship between employer and employee
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In the future, the “Golden Rule,” and nd the “Rule of Gold”
will be the dominating fador in the marketing o
merchandise & well as personal services. The future
relationship between employers and their employees will be
more in the nature of a partnership consisting d:

a. The anployer
b. The employee
c. The puldic they serve

This new way of marketing personal servicesis cdled new
for many reasons, first, both the enployer and the enployee
of the future will be considered as fell ow-employees whaose
businessit will beto SERVE THE PUBLIC
EFFICIENTLY.

In times past, employers, and employees have bartered
amongthemselves, driving the best bargains they could with
one ancther, not considering that in the final analysis they
were, in redity, BARGAINING AT THE EXPENSE

OF THE 3RD PARTY, THE PUBLIC THEY SERVED.

The depresson served as a mighty protest from an injured
pulic, whose rights had been trampled uponin every
diredion by thase who were damoring for individual
advantages and profits. When the debris of the depresson
shall have been cleaed away, and bisiness $ial have been
once @ain restored to balance, both employers and
employees will recognzethat they are NO LONGER
PRIVILEGED TO DRIVE BARGAINS AT THE
EXPENSE OF THOSE WHOM THEY SERVE. Thered
employer of the future will be the pulic. This dioud be
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kept uppermost in mind by every person seeking to market
persona services effedively.

Nealy every railroad in Americaisin financial difficulty.
Who daes not remember the day when, if a dtizen enquired
at theticket office the time of departure of atrain, he was
abruptly referred to the bull etin baard instead of being
palitely given the information?

The stredcar companies have experienced a“change of
times’ also. There was atime not so very longago when
stredcar conductors took pride in giving argument to
passengers. Many of the stredca tradks have been removed
and pasengersride onabus, whose driver is “the last word
in pditeness”

Times are changed

All over the oourtry stregcar tradks are rusting from
abandorment, or have been taken up Where-ever stred cas
are still i n operation, pasengers may now ride withou
argument, and ore may even hail the ca in the midd e of the
block, and the motorman will OBLIGINGLY pick him up.
HOW TIMES HAV E CHANGED!

That isjust the point | am tryingto emphasize TIMES
HAV E CHANGED! Moreover, the changeisrefleded na
merely inrailroad offices and onstredcars, but in aher
walks of life aswell. The “pulic-be-damned” palicy is now
pas<. It has been suppanted by the “we-are-obligingly-at
your- service, sir,” palicy.

The bankers have leaned athing a two duingthis rapid
change, which has taken placeduring the past few yeas.
Impalitenessonthe part of abank official, or bank employee
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today isasrare as it was conspicuous adozen yeas ago. In
the yeas past, some bankers (nat all of them, of course),
caried an atmosphere of austerity which gave every would-
be borrower a dhill when he even though of approadching hs
banker for aloan.

The thousands of bank fail ures during the depresson hed the
effed of removing the mahogany doars behind which
bankers formerly barricaded themselves. They now sit at
desks in the open, where they may be seen and approached
at will by any depositor, or by anyone who wishesto see
them, and the whole amosphere of the bank is one of
courtesy and uncerstanding.

It used to be austomary for customersto have to stand and
walit at the corner grocery until the derks were through
pasdng the time of day with friends, and the proprietor had
finished making up hs bank deposit, before being waited
upon Chain stores, managed by COURTEOUS MEN who
do everything in the way of service, short of shiningthe
customer’s dhoes, have PUSHED THE OLDTIME
MERCHANTSINTO THE BACKGROUND.

TIME MARCHES ON!

Courtesy and service

“Courtesy” and “ Service” are the watch-words of
merchandising today, and apply to the personwhois
marketing personal services even more diredly than to the
employer whom he serves, because, in the final analysis,
bath the enployer and his employee ae EMPLOYED BY
THE PUBLIC THEY SERVE. If they fail to serve well, they
pay by the lossof their privil ege of serving. We can all
remember the time when the gas-meter reader pounded on
the doar hard enoughto bre& the panels. When the doar
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was opened, he pushed hisway in, uninvited, with a scowl
on hsface which plainly said, “what-the-hell -did-you
kegx-me-waiting- for?”’

All that has undergore a tange. The meter-man nowv
conduwcts himself as a gentleman whois “deli ghted-to-be-at-
your-service- sir.” Before the gas companies leaned that
their scowling meter-men were acaimulating li abiliti es
never to be deaed away, the padlite salesmen o oil burners
came dongand dd aland dficebusiness

During the depresson, | spent several monthsin the
anthradte wal region d Pennsylvania, studying condtions,
which al but destroyed the aal industry. Among several
very significant discoveries, was the fad that greed onthe
part of operators and their employees was the diief cause of
the lossof businessfor the operators, and lossof jobs for the
miners.

Throughthe presaure of agroup d overzedous labor
leaders, representing the enployees, and the greed for
profits on the part of the operators, the anthraate business
suddenly dwindled. The coal operators and their employees
drove sharp bargainswith ore anather, addingthe st of the
“bargaining’ to the priceof the @al, urtil, finally, they
discovered they had BUILT UP A WONDERFUL
BUSINESS FOR THE MANUFACTURERS OF OIL
BURNING OUTFITSAND THE PRODUCERS OF
CRUDE OIL.

“The wages of sinisdeah!” Many have read thisin the
Bible, but few have discovered its meaning. Now, and for
severa yeas, the entire world has been listening BY
FORCE, to a sermon, which might well be cdled
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“WHATSOEVER A MAN SOWETH, THAT SHALL HE
ALSO REAP.”

Nothing as widespread and eff edive & the depresson could
possbly be “just a mincidence” Behind the depressonwas
a CAUSE. Nothing ever happens withou a CAUSE. In the
main, the caise of the depressonistracedle diredly to the
worldwide habit of tryingto REAP withou SOWING.

This shoud na be mistaken to mean that the depresson
represents a aop, which theworld is being FORCED to reg
withou having SOWN. Thetroulde is that the world sowed
the wrongsort of sead. Any farmer knows he caana sow the
sedal o thistles, and regp a harvest of grain. Beginning at the
outbre&k of the world war, the people of the world began to
sow the seed o serviceinadequate in bah quality and
guantity. Nealy everyone was engaged in the pastime of
tryingto GET WITHOUT GIVING.

Theseill ustrations are brouglt to the dtention o thase who
have personal servicesto market, to show that we ae where
we ae, and what we ae, becaise of our own conduct! If
thereisaprinciple of cause and effed, which controls
business finance, and transportation, this same principle
controlsindividuals and determines their econamic status.

What isyour “QQS’ rating?

The causes of successin marketing services EFFECTIVELY
and permanently, have been clealy described. Unlessthose
causes are studied, analyzed, understoodand APALIED, no
man can market his srvices effedively and permanently.
Every person must be his own salesman of personal
Services.
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The QUALITY andthe QUANTITY of servicerendered,
andthe SARIT inwhich it is rendered, determine to alarge
extent, the price, and the duration d employment. To market
Personal services effedively, (which means a permanent
market, at a satisfadory price, under pleasant conditions),
one must adopt and foll ow the “QQS” formula, which
means that QUALITY,, plus QUANTITY, plus the proper
SHRIT of cooperation, equals perfed salesmanship of
service

Remember the “QQS’ formula, but domore-APALY IT AS
A HABIT!

Let us analyzethe formula to make sure we understand
exadly what it means.

1. QUALITY of serviceshall be construed to mean the
performance of every detail, in connedionwith your
pasition, in the most efficient manner possble, with the
objed of greaer efficiency alwaysin mind.

2. QUANTITY of serviceshall be understoodto mean the
HABIT of rendering al the service of which you are
cgpable, at al times, with the purpose of increasing the
amourt of servicerendered as greaer skill i s developed
through padice and experience. Emphasisis again pacel
ontheword HABIT.

3. SPIRIT of serviceshal be construed to mean the HABIT
of agreedle, harmonious condct, which will i nduce
cooperation from asciates and fell ow employees.

Adequacy of QUALITY and QUANTITY of serviceisnot
sufficient to maintain a permanent market for your services.
The onduwct, or the SARIT inwhich you deliver service, is
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astrong cetermining fador in connedionwith bah the price
youreceve, andthe duration d employment.

Andrew Carnegie stressed this point more than athersin
conredionwith hisdescription d the fadors, which lead to
successin the marketing d personal services. He
emphasized again, and again, the necessty for
HARMONIOUS CONDUCT. He stressed the fad that he
would nd retain any man, no matter how gred a
QUANTITY, or how efficient the QUALITY of hiswork,
unlesshe worked in a spirit of HARMONY. Mr. Carnegie
insisted uponmen being AGREEABLE. To prove that he
placal ahigh value uponthis quality, he permitted many
men who conformed to his gandards to beaome very
wedthy. Those who dd na conform had to make room for
others.

Theimportance of apleasing personality has been stressed,
becaise it isafaador, which enables oneto render servicein
the proper SARIT. If one has a personality which
PLEASES, and renders srvicein aspirit of HARMONY,
these as<ets often make up for deficienciesin bah the
QUALITY, andthe QUANTITY of serviceone renders.
Nothing, however, can be SUCCESSRILLY
SUBSTITUTED FOR PLEASING CONDUCT.

The apital value of your services

The person whose income is derived entirely from the sale
of personal servicesisnolessamerchant than the man who
sells commodities, and it might well be alded, such a person
Is bjed to EXACTLY THE SAME RULES of conduct as
the merchant who sell s merchandise.
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This has been emphasized, because the majority of people
who live by the sale of personal services make the mistake
of considering themselves freefrom the rules of condct,
and the resporsibiliti es attadhed to those who are engaged in
marketing commoditi es.

The new way of marketing services has pradicdly forced
both employer and. employeeinto partnership alli ances,
throughwhich bah take into consideration the rights of the
third party, THE PUBLIC THEY SERVE.

The day of the “go-getter” has passed. He has been
suppdanted by the “gogver.” High-pressure methodsin
businessfinally blew the lid off. There will never be the
neeal to pu thelid badk on, because, in the future, business
will be conduwcted by methods that will require no presaire.

The adual caital value of your brains may be determined
by the anourt of income you can produce (by marketing
your services). A fair estimate of the caital value of your
services may be made by multi plying your annual income by
sixteen and two-thirds, as it is reasonabl e to estimate that
your annual income represents sx percent of your cepital
value. Money rents for 6% per annum.

Money isworth nomore than brains. It is often worth much
less Competent “brains,” if effedively marketed, represent
amuch more desirable form of capital than that whichis
required to conduwct a businessdeding in commoditi es,
because “brains’ are aform of cgpital which canna be
permanently depredated through dpressons, nor can this
form of capital be stolen or spent. Moreover, the money,
which is essential for the condtct of business isasworthless
asasand dure, until it has been mixed with efficient
“brains.”
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The 30 major causes of failure how
many of these are holding you back?

Life's greaest tragedy consists of men and women who
eanestly try, andfail! Thetragedy liesin the
overwhelmingly large majority of people whofall, as
compared to the few who succeel.

| have had the privil ege of analyzing several thousand men
and women, 98% of whom were dassed as “fail ures.” There
Is omething radicdly wrongwith a avili zaion, and a
system of educaion, which permit 98% of the peopleto go
throughlife asfailures. But | did na write this bookfor the
purpase of moralizing onthe rights and wrongs of the world,;
that would require abooka hunded times the size of this
one.

My analysiswork proved that there ae thirty major reasons
for faillure, and thirteen major principles throughwhich
people acamulate fortunes. In this book adescription d
the thirty major causes of fail ure will be given. Asyou go
over thelist, chedk yourself by it, point by point, for the
purpose of discovering hav many of these caises-of-fail ure
stand between you and success

1. UNFAVORABLE HEREDITARY BACKGROUND.
Thereisbut littl e, if anything, which can be done for people
who are born with adeficiency in brainpower. This

phil osophy off ers but one method d bridging this
weakness—throughthe ad o the Master Mind. Observe
with profit, however, that thisisthe ONLY one of the thirty
causes of failure, which may not be easily correded by any
individual.
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2. LACK OF A WELL-DEFINED PURPOSE IN LIFE.
Thereisno hope of successfor the personwho dces nat
have a catral purpose, or definite god at which to aim.
Ninety-eight out of every hunded of those whom | have
anayzed, had nosuch aim. Perhaps this was the

3. LACK OF AMBITION TO AIM ABOVE
MEDIOCRITY. We offer no hope for the personwhois ©
indifferent as not to want to get aheal in life, andwhois not
willi ng to pay the price

4. INSUFHCIENT EDUCATION. Thisisahandicap,
which may be overcome with comparative ea&e. Experience
has proven that the best-educaed people ae often thase who
are known as “self-made,” or self-educated. It takes more
than a mll ege degreeto make one aperson d educaion.
Any personwhois educaed isone who has leaned to get
whatever he wantsin life withou violating the rights of
others. Educaion consists, not so much of knowledge, but of
knowledge dfedively and persistently APRLIED. Men are
paid, not merely for what they know, but more particularly
for WHAT THEY DO WITH THAT WHICH THEY
KNOW.

5. LACK OF SELF-DISCIPLINE. Discipline cmes through
self-control. This means that one must control all negative
gualiti es. Before you can control conditions, you must first
control yourself. Self-mastery is the hardest job you will

ever takle.

If you do no conguer self, youwill be conquered by self.
Youmay see & one and the same time both your best friend
and your gredaest enemy, by steppingin front of amirror.
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6. ILL HEALTH. No person may enjoy outstanding success
withou good tedth. Many of the caises of ill hedth are
subjed to mastery and control. These, in the main are:

a. Overeding d foods nat condwcive to hedth
b. Wrong habits of thouglt; giving expressonto negatives.
c. Wrong wee of, and ower indugencein sex.

d. Ladk of proper physicd exercise
e. An inadequate suppy of fresh air, due to improper
breahing.

7. UNFAVORABLE ENVIRONMENTAL INFLUENCES
DURING CHILDHOOD. “Asthe twig is bent, so shall the
treegrow.” Most people who have aiminal tendencies
aqquire them as the result of bad environment, and improper
asociates during childhood

8. PROCRASTINATION. Thisis one of the most common
causes of faillure. “Old Man Procrastination” stands within
the shadow of every human being, waiting hs oppatunity to
spail one’'s chances of success Most of us gothroughlife &
failures, becaise we ae waiting for the “time to beright” to
start doing something worthwhile. Do na wait. Thetime
will never be “just right.” Start where you stand, and work
with whatever tools you may have & your command, and
better todswill be foundasyou goaong

9. LACK OF PERSISTENCE. Most of us are good
“starters’ but poa “finishers’ of everything we begin.
Moreover, people ae prone to gve up at the first signs of
defed. Thereisno substitute for PERSISTENCE. The
person who makes PERSISTENCE his watch-word,
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discoversthat “Old Man Failure” finally becomes tired, and
makes his departure. Failure caana cope with
PERSISTENCE.

10. NEGATIVE PERSONALITY. Thereis no hope of
successfor the person who repels people througha negative
personality. Successcomes throughthe goplicaion o
POWER, and paower is attained throughthe aoperative

eff orts of other people. A negative personality will not
induce @operation.

11. LACK OF CONTROLLED SEXUAL URGE. Sex
energy isthe most powerful of all the stimuli, which move
peopleinto ACTION. Because it isthe most powerful of the
emotions, it must be controll ed, throughtransmutation, and
converted into ather channels.

12. UNCONTROLLED DESIRE FOR “SOMETHING FOR
NOTHING.” The gambling instinct drives milli ons of
peopleto fail ure. Evidenceof this may be foundin a study
of the Wall Stred crash of ‘29, during which milli ons of
people tried to make money by gambling onstock margins.

13. LACK OF A WELL DEFINED POWER OF
DECISION. Men who succeeal read deasions promptly,
and change them, if at al, very slowly. Men whofail, reat
deasionrs, if at al, very slowly, and change them frequently,
and quckly. Indedasion and procrastination are twin
brothers. Where one isfound the other may usually be
foundalso. Kill off this pair before they completely “hog
tie” youto the treadmill of FAILURE.

14. ONE OR MORE OF THE 6 BASIC FEARS. These
feashave bean analyzed for youin ancther eBook. They
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must be mastered before you can market your services
effedively.

15. WRONG SELECTION OF A MATE IN MARRIAGE.
This amost common cause of failure. The relationship of
marriage brings people intimately into contad. Unlessthis
relationship is harmonious, failureislikely to foll ow.
Moreover, it will be aform of fail ure that is marked by
misery and untappiness destroying all signs of
AMBITION.

16. OVER-CAUTION. The person who takes no chances,
generally hasto take whatever isleft when athers are
throughchoaosing. Over-cautionis as bad as under-caution.
Both are extremes to be guarded against. Lifeitself isfill ed
with the dement of chance

17. WRONG SELECTION OF ASSOCIATESIN
BUSINESS Thisisone of the most common causes of
failurein business In marketing personal services, one
shoud use grea caeto seled an employer whowill be an
inspiration, andwhois, himself, intelli gent and succesgul.
We amulate thase with whom we associate most closely.
Pick an employer whois worth emulating.

18. SUPERSTITION AND PREJUDICE. Superstitionisa
form of fea. It isalso asign d ignaance Men who succeel
kegy open minds and are draid of nothing.

19. WRONG SELECTION OF A VOCATION. No man can
succed in aline of endeavor, which he does nat like. The
most esential step in the marketing o personal servicesis
that of seleding an occupation into which you can throw
yourself wholeheatedly.



38

20. LACK OF CONCENTRATION OF EFFORT.
The “jadk-of-all-trades” seldom is goodat any. Concentrate
al of your effortson ore DEFINITE CHIEF AIM.

21. THE HABIT OF INDISCRIMINATE SFENDING. The
spendthrift canna succeal, mainly becaise he stands
eternally in FEAR OF POVERTY. Form the habit of
systematic saving by putting aside adefinite percentage of
your income. Money in the bank gves one avery safe
foundation d COURAGE when bargaining for the sale of
persona services. Withou money, one must take what one
isoffered, and be glad to get it.

22. LACK OF ENTHUSIASM. Withou enthusiasm one
canna be @mnwvincing. Moreover, enthusiasm is contagious,
and the person, who hesit, under control, is generally
welcome in any group d people.

23. INTOLERANCE. The personwith a*“closed” mind on
any subjed seldom gets ahead. Intolerance means that one
has dopped aqquiring knavledge. The most damaging forms
of intolerance ae those cnneded with religious, radal, and
paliti ca differences of opinion.

24. INTEMPERANCE. The most damaging forms of
intemperance ae mnreded with eding, strong dink, and
sexual adivities. Overindugencein any of theseisfatal to
success

25. INABILITY TO COOPERATE WITH OTHERS. More
people lose their positions and their big oppatunitiesin life,
because of thisfault, than for all other reasons combined. It
Isafault which nowell-informed businesaman, or leader
will tolerate.
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26. POSESSON OF POWER THAT WASNOT
ACQUIRED THROUGH SELF-EFFORT. (Sons and
daughters of wedthy men, and ahers who inherit money,
which they did na ean). Power in the hands of onewho dd
not aaquire it gradually, is often fatal to success QUICK
RICHES are more dangerous than poerty.

27. INTENTIONAL DISHONESTY. Thereis no substitute
for honesty. One may be temporarily dishonest by force of
circumstances over which ore has no control, withou
permanent damage. But, there is NO HOPE for the person
whois dishonest by choice Soorer or later, his deeds will
cach upwith him, and he will pay by lossof reputation, and
perhaps even lossof liberty.

28. EGOTISM AND VANITY. These qualiti es ®rve asred
lights, which warn athersto kegp away. THEY ARE
FATAL TO SUCCESS

29. GUESSNG INSTEAD OF THINKING. Most people
aretooindifferent or lazy to acquire FACTS with which to
THINK ACCURATELY. They prefer to ad on“opinions’
creaed by guessvork or snap-judgments.

30. LACK OF CAPITAL. Thisisa cmmon cause of failure
amongthose who start out in businessfor the first time,
withou sufficient reserve of cgpital to absorb the shock of
their mistakes, and to carry them over until they have
established aREPUTATION.

31. Under this, name any particular cause of fail ure from
which you have suffered that has not been included in the
foregoing list.
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In these 30 major causes of faillureisfoundadescription d
the tragedy of life, which oltainsfor pradicdly every
personwhotries andfails. It will be helpful if youcan
induce someone who knavs youwell to go ower thislist
with you, and help to analyzeyou by the thirty causes of
failure. It may be beneficia if youtry thisaone. Most
people canna seethemselves as others sethem. Y ou may
be one who canna.

Know your self

The oldest of admonitionsis“Man, know thyself!” If you
market merchandise successully, you must know the
merchandise. The sameistruein marketing personal
services. Youshoud know al of your wegknessesin arder
that you may either bridge them or eliminate them entirely.
Youshoud know your strength in arder that you may cdl
attention to it when selli ng your services. You can know
yourself only throughaccurate analysis.

Thefolly of ignarancein connedion with self was displayed
by ayoungman who appli ed to the manager of a well -
known businessfor a position. He made avery goad
impresson urtil the manager asked hm what salary he
expeded. He replied that he had nofixed sum in mind (lack
of a definite aim). The manager then said, “We will pay you
al you are worth, alter wetry you ou for aweek.”

“I will not accept it,” the goplicant replied, “becaise | AM
GETTING MORE THAN THAT WHERE | AM NOW
EMPLOYED.” Before you even start to negatiate for a
readjustment of your salary in your present pasition, or to
seek employment elsewhere, BE SURE THAT YOU ARE
WORTH MORE THAN YOU NOW RECEIVE.
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It isone thingto WANT money—everyone wants more-but
it is omething entirely different to be WORTH MORE!
Many people mistake their WANTS for their JUST DUES.
Your financial requirements or wants have nothing whatever
to dowith your WORTH. Your value is establi shed entirely
by your ability to render useful serviceor your cgpadty to
induce others to render such service

Takeinventory of yourself 28 questions
you should answer

Annual self-analysisisan esential in the dfedive
marketing d personal services, asisannual inventory in
merchandising. Moreover, the yealy analysis soud
disclose aDECREASE IN FAULTS, andanincreasein
VIRTUES. One goes aheal, stands gill , or goes backward in
life. One' s objed shoud be, of course, to goahead. Annual
self-analysis will disclose whether advancement has been,
made, and if so, how much. It will also dsclose any
badkward steps one may have made. The dfedive
marketing d personal services requires oneto move forward
even if the progressis slow.

Your annual self-analysis s1oud be made a the end o ead
yed, so you can include in your New Yea’s Resolutions
any improvements, which the analysisindicaes sioud be
made. Take thisinventory by asking yourself the following
guestions, and by cheding your answers with the ad of
someone who will not permit youto decaeve yourself asto
their acaracgy.
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SELF-ANALY SIS QUESTIONNAIRE FOR PERSONAL
INVENTORY:

1. Have | attained the goal, which | establi shed as my
objedivefor thisyea? (Y oushoud work with a definite
yealy objediveto be datained as a part of your major life
objedive).

2. Have | delivered serviceof the best possble QUALITY
of which | was capable, or could | have improved any part of
this srvice?

3. Have | delivered servicein the greaest possble
QUANTITY of which | was cgpable?

4. Has the spirit of my condct been harmonious, and
cooperative & al times?

5. Have | permitted the habit of PROCRASTINATION to
deaease my efficiency, andif so, to what extent?

6. Have | improved my PERSONALITY, andif so, in what
ways?

7. Have | been PERSISTENT in foll owing my plans through
to completion?
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8. Have | reached DECISIONS FROMPTLY AND
DEFINITELY onall occasions?

9. Have | permitted any one or more of the six basic feasto
deaease my efficiency?

10. Have | been either “over-cautious,” or “under cautious?’

11. Has my relationship with my associates in work been
pleasant, or unpeasant? If it has been ungeasant, hasthe
fault been partly, or whaolly mine?

12. Have | disspated any of my energy throughladk of
CONCENTRATION of effort?

13. Have | been open minded and tolerant in conredion
with al subeas?

14. In what way have | improved my ability to render
service?

15. Have | been intemperate in any of my habits?

16. Have | expressed, either openly or seaetly, any form of
EGOTISM?
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17. Has my conduct toward my asociates been such that it
has induced them to RESFECT me?

18. Have my opinions and DECISIONS been based upon
guesswork, or acarracy of analysisand THOUGHT?

19. Have | foll owed the habit of budgeting my time, my
expenses, and my income, and have | been conservativein
these budgets?

20. How much time have | devoted to UNPROFITABLE
effort which | might have used to better advantage?

21. How may | RE-BUDGET my time, and change my
habits 0 | will be more dficient during the coming yea?

22. Have | been gulty of any conduct which was not
approved by my conscience?

23. In what ways have | rendered MORE SERVICE AND
BETTER SERVICE than | was paid to render?

24. Have | been urfair to anyone, andif so, in what way?

25. If | had been the purchaser of my own services for the
yea, would | be satisfied with my purchase?
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26. Am| intheright vocation, andif not, why not?

27. Has the purchaser of my services been satisfied with the
servicel haverendered, andif not, why not?

28. What is my present rating onthe fundamental principles
of success? (Make thisrating fairly, and frankly, and have it
chedked by someone whois courageous enoughto doit
acarately).

Having read and assmil ated the information conveyed
throughthis book you are now realy to creae apradicd
plan for marketing your personal services. In thisbookwill
be foundan adequate description d every principle essential
in planning the sale of personal services, including the major
attributes of leadership; the most common causes of fail ure
in leadership; adescription d the fields of oppatunity for
leadership; the main causes of failurein all walks of life, and
the important questions which shoud be used in self-
analysis.

This extensive and detall ed presentation d acarate
information has been included, because it will be needed by
al whomust begin the acamulation d riches by marketing
personal services.

Those who have lost their fortunes, and those who are just
beginning to earn money, have nothing bu personal services
to dffer in return for riches, therefore it is essential that they
have avail able the pradicd information reeded to market
servicesto best advantage.
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The information contained in this bookwill be of grea value
to all who aspire to attain leadership in any cdling. It will be
particularly helpful to those amingto market their services
as businessor industrial exeautives.

Complete assmilation and uncderstanding d the information
here conveyed will be helpful in marketing ore’s own
services, andit will also help oreto become more analyticd
and cgpable of judgng people. The informationwill be
pricdessto personnel diredors, employment managers, and
other exeautives charged with the seledion d employess,
and the maintenance of efficient organizations. If you douh
this datement, test its oundressby answering in writing the
twenty-eight self-analysis questions. That might be both
interesting and profitable, even thoughyou do né doult the
soundressof the statement.

Where and how one may find
opportunitiesto accumulate riches

Now that we have analyzed the principles by which riches
may be acamulated, we naturally ask, “where may one find
favorable oppatunities to apply these principles?’ Very
well, let ustake inventory and seewhat the United States of
Americaoffer the person see&kingriches, grea or small.

To begin with, let us remember, all of us, that weliveina
courtry where eve'y law-abiding citi zen enjoys freedom of
though andfreedom of deed urequded anywherein the
world. Most of us have never taken inventory of the
advantages of this freedom. We have never compared ou
unlimited freedom with the aurtail ed freedomin ather
courtries.
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Here we have freedom of though, freedom in the choice and
enjoyment of educaion, freedomin religion, freedomin
paliti cs, freedom in the dhoiceof abusiness professon a
occupation, freedom to acawmulate and ovn withou
molestation, ALL THE PROPERTY WE CAN
ACCUMULATE, freedom to choacse our placeof residence,
freedom in marriage, freedom throughequal oppatunity to
al races, freedom of travel from one state to ancther,
freedomin ou choiceof foods, and freedom to AIM FOR
ANY STATION IN LIFE FORWHICH WE HAVE
PREPARB OURSELVES even for the presidency of the
United States.

We have other forms of freedom, but thislist will give a
bird’'s eye view of the most important, which constitute
OPPORTUNITY of the highest order. This advantage of
freedom is all the more anspicuous becaise the

United States is the only country guaranteang to every
citizen, whether native born or naturali zed, so broad and
varied alist of freedom.

Next, let us recourt some of the blessngs, which ou
widespread freedom has placed within ou hands. Take the
average American family for example (meaning, the family
of average income) and sum up the benefits avail able to
every member of the family, in thisland & OPFORTUNITY
and denty!

FOOD

Next to freedom of though and deed comes FOOD,
CLOTHING, and SHELTER, the 3 basic necessties of life.

Because of our universal freedom the average American
family has avail able, at itsvery doar, the dhoicest seledion
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of foodto be foundanywhere in the world, and at prices
within itsfinancial range.

It isnot very difficult to oltain FOOD in ou courtry !
Observe that this smple bregfast was gathered, by some
strange form of magic (?) from China, South America Utah,
Kansas and the New England States, and dcelivered onthe
bregfast table, ready for consumption, in the very heat of
the most crowded city in America, at a ast well within the
means of the most humble laborer.

SHELTER

Thisfamily livesin a comfortable goartment, heaed by
steam, lighted with eledricity, with gasfor cooking. The
toast they had for bre&fast in the food estimate was toasted
onan eledric toaster, which cost but afew dadll ars; the
apartment is cleaned with a vacuum sweeper that isrun by
eledricity. Hot and cold water is avail able, at all times, in
the kitchen and the bathroom. The foodis kept codl in a
refrigerator that isrun by eledricity.

The wife aurls her hair, washes her clothes and irons them
with easily operated eledricd equipment, on paver obtained
by sticking aplugin the wall. The husband shaves with an
eledric shaver, andthey recave entertainment from all over
theworld, 24 housaday, if they want it, without cost, by
merely turning the dial of their radio.

There ae other conveniencesin this apartment, but the
foregoing list will give afair ideaof some of the concrete
evidences of the freedom we, of America enjoy. (Andthisis
neither palitical nor econamic propaganda.

CLOTHING.
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Anywhere in the United States, the woman o average
clothing requirements can dressvery comfortably and
nealy, andthe arerage man can dressalso. Only the 3 basic
necessties of food, clothing, and shelter have been
mentioned. The arerage American citizen has other

privil eges and advantages avail able in return for modest
effort, not excealing eight hours per day of labor. Among
these is the privil ege of automobil e transportation, with
which ore can goand come & will, at very small cost.

The average American has faurity of property rights not
foundin any other country in the world. He can placehis
surplus money in abank with the assurancethat his
government will proted it, and make goodto him if the bank
fails. If an American citizen wants to travel from one state to
another he neads no pasort, No ore's permisson. He may
gowhen he pleases, and return at will . Moreover, he may
travel by train, private aitomobile, bus, airplane, or ship, as
his pocketbook permits.

In Germany, Russa, Italy, and most of the other European
and Oriental courtries, the people caana travel with so
much freedom, and at so littl e cost.

The“miracle’” that has provided these
blessngs

We often hea pdliti cians proclaiming the freedom of
America when they solicit votes, but seldom do they take
the time or devote sufficient eff ort to the analysis of the
sourceor nature of this“freedom.”
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Having noaxe to grind, no gudge to express no uterior
motivesto be caried ou, | have the privil ege of goinginto a
frank analysis of that mysterious, abstrad, grealy
misunderstood“SOMETHING” which gvesto every citizen
of Americamore blessngs, more oppatunities to
acaimulate wedth, more freedom of every nature, than may
be foundin any other courtry.

| have the right to analyzethe source and reture of this
UNSEEN POWER, becaise | know, and have known for
more than a quarter of a century, many of the men who
organized that power, and many who are now resporsible
for its maintenance

The name of this mysterious benefador of mankindis
CAPITAL!

CAPITAL consists not alone of money, but more
particularly of highly organized, intelli gent groups of men
who dan ways and means of using money efficiently for the
good d the pulic, and profitably to themselves.

These groups consist of scientists, educaors, chemists,
inventors, businessanalysts, pulicity men, transportation
experts, acmuntants, lawyers, doctors, and bah men and
women who have highly speadalized knowledgein al fields
of industry and business

They pionee, experiment, and Hazetrailsin new fields of
endeavor. They suppat coll eges, hospitals, and puldic
schods, build goodroads, pulish newspapers, pay most of
the st of government, and take cae of the multitudinous
detail essntial to human progress Stated riefly, the
capitalists are the brains of civili zation, because they supdy
the entire fabric of which all education, enlightenment and
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human progressconsists. Money, withou brains, awaysis
dangerous. Properly used, it isthe most important essential
of civili zaion,

| mportance of organized capital

The simple bre&fast here described could na have been
delivered to the New York family at any other price, if
organized capital had na provided the madinery, the ships,
the rail roads, and the huge amies of trained men to operate
them. Some slight ideaof the importance of ORGANIZED
CAPITAL may be had by trying to imagine yourself
burdened with the resporsibility of colleaing, withou the
aid of cgpital, and deliveringto the New York City family,
the simple breafast described.

To supdy the tea youwould have to make atrip to Chinaor
India, both avery longway from America Unlessyou are
an excdlent swimmer, youwould become rather tired before
making the roundtrip. Then, too, anather problem would
confront you.

What would you use for money, even if you hed the physicd
enduranceto swim the ocean?

To suppy the sugar, youwould have to take anather long
swimto Cuba, or alongwalk to the sugar bed sedion o
Utah. But even then, you might come badk withou the
sugar, because organized eff ort and money are necessary to
produce sugar, to say nothing d what is required to refine,
transport, and celiver it to the bre&fast table anywherein
the United States. The aygs, you could deliver easily enough
from the barnyards nea New York City, but youwould have
avery longwalk to Florida and return, before you could
serve the 2 gasses of grapefruit juice
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Youwould have ancther longwalk, to Kansas, or one of the
other whea growing states, when you went after the four
glices of whea bread.

The Rippled Whea Biscuits would have to be omitted from
the menu, because they would na be avail able except
throughthe labor of atrained aorganization d men and
suitable macdinery, ALL OF WHICH CALL FOR
CAPITAL.

Whil e resting, you could take off for ancther littl e swim
down to South America where youwould pick upa wmude
of bananas, and onyour return, you could take ashort walk
to the neaest farm having adairy and pgck up some butter
and cream. Then your New York City family would be
realy to sit down and enjoy bre&fast, and you could colledt
your two dimes for your labar! Seems absurd, doesn’t it?
Well, the procedure described would be the only possble
way these simple items of food could be delivered to the
heat of New York City, if we had nocapitali stic system.

The sum of money required for the buil ding and

mai ntenance of the rail roads and steam ships used in the
delivery of that simple bre&fast is © huge that it staggers
one' simagination. It runsinto hundaeds of milli ons of
ddlars, not to mention the amies of trained employees
required to man the ships andtrains.

But, transportationis only a part of the requirements of
modern civili zation in capitali stic America Before there can
be anythingto haul, something must be grown from the
ground or manufadured and prepared for market. Thiscdls
for more milli ons of dallars for equipment, machinery,
boxing, marketing, and for the wages of milli ons of men and
women.
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Render service

Steam ships and railroads do nd spring upfrom the eath
and function automaticdly. They come in resporse to the
cdl of civili zaion, throughthe labor and ingenuity and
organizing ability of men who have IMAGINATION,
FAITH, ENTHUSIASM, DECISION, PERSISTENCE!
These men are known as capitalists. They are motivated by
the desire to buld, construct, achieve, render useful service,
ean profits and acaimulate riches. And, becaise they
RENDER SERVICE WITHOUT WHICH THERE WOULD
BE NO CIVILIZATION, they put themselvesin the way of
gred riches.

Just to ke the record simple and understandable, | will add
that these capitali sts are the self-same men of whom most of
us have head soapbox aators ge&k. They are the same men
to whom radicds, radketeas, dishorest pdliti cians and
grafting labor leaders refer as “the predatory interests,” or
“Wall Stred.”

| am not attempting to present a brief for or against any
group d men o any system of econamics. | am not
attempting to condemn coll edive bargaining when | refer to
“graftinglabor leaders,” nor dol aimto gve a ¢ean hill of
hedth to all i ndividuals known as cagpitali sts.

Economic advantages of the apitalistic
system

The purpose of thisbook—A purpase to which | have
faithfully dewvoted over a quarter of a century—isto present
to all who want the knowledge, the most dependable

phil osophy throughwhich individuals may acamulate
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riches in whatever amounsthey desire. | have here analyzed
the eonamic advantages of the caitali stic system for the
two-fold pupose of showing:

1. that all who seek riches must reacognize and adapt
themselves to the system that controls all approaces to
fortunes, large or small, and

2. to present the side of the picture oppasite to that being
shown by pdliti cians and demagogues who deli berately
bedoudthe issues they bring up by referringto organized
capital asif it were something pasonoLs.

Thisisa caitalistic courtry, it was developed throughthe
use of capital, and we who claim the right to partake of the
blessngs of freedom and oppatunity, we who seek to
acaimulate riches here, may as well know that neither riches
nor oppatunity would be availableto usif ORGANIZED
CAPITAL had na provided these benefits.

For more than twenty yeas it has been a somewhat popuar
and gowing pastime for radicds, self-seeking pditi cians,
radketeas, crooked labor leaders, and on @casionreligious
leaders, to take pot shots at “WALL STREET, THE
MONEY CHANGERS, and BIG BUSINESS”

The pradicebecane so general that we witnessed duingthe
businessdepresson, the unbelievable sight of high
government officials lining upwith the cheg pditi cians,
and labor leaders, with the openly avowed pupaose of

throttli ng the system, which has made Industrial Americathe
richest courtry on eath. The line-upwas 9 general and so
well organized that it prolonged the worst depresson
Americahas ever known. It cost milli ons of men their jolbs,
because those jobs were inseparably a part of the industrial
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and capitali stic system, which form the very badbore of the
nation.

During this unusual ali ance of government officials and
self-seeking individuals who were endeavoring to profit by
dedaring “open season” onthe American system of
industry, a cetain type of labor leader joined forces with the
paliti cians and dfered to deliver votersin return for
legislation designed to permit men to TAKE RICHES
AWAY FROM INDUSTRY BY ORGANIZED FORCE OF
NUMBERS, INSTEAD OF THE BETTER METHOD OF
GIVING A FAIR DAY'SWORK FOR A FAIRDAY'S
PAY .

Trying to get without giving

Milli ons of men and women throughou the nation are still
engaged in this popuar pastime of tryingto GET withou
GIVING. Some of them are lined upwith labor unions,
where they demand SHORTER HOURS AND MORE
PAY! Othersdo nd take thetroudeto work at al. THEY
DEMAND GOVERNMENT RELIEF AND ARE
GETTING IT. Their ideaof their rights of freedom was
demonstrated in New York City, where violent complaint
was registered with the Postmaster, by agroup d “relief
beneficiaries,” becaise the Postmen awakened them at 7:30
A.M. to deliver Government relief cheds. They
DEMANDED that the time of delivery be set upto 1000
o’ clock.

If you are one of thase who lelieve that riches can be
acaimulated by the mere ad¢ of men who aganize
themselvesinto groups and demand MORE

PAY for LESS ERVICE, if you are one of those who
DEMAND Government reli ef withou ealy morning
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disturbance when the money is delivered to you, if you are
one of those who kelievein trading their votesto pditi cians
in return for the passng d laws which permit the raiding d
the pulic treasury, you may rest seaurely on your beli ef,
with certain knowvledge that no ore will disturb you, becaise
THISIS A FREE COUNTRY WHERE EVERY MAN

MAY THINK AS HE PLEASES, where nealy everybody
can live with bu little dfort, where many may live well
withou doing any work whatsoever.

However, you shoud knaw the full truth concerningthis
FREEDOM of which so many people boast, and so few
understand. Asgred asit is, asfar asit reades, as many
privileges asit provides, IT DOESNOT, AND CANNOT
BRING RICHES WITHOUT EFFORT.

L aw of economics

Thereis but one dependable method d acamulating, and
legally halding riches, and that is by rendering useful
service No system has ever been creaed by which men can
legally aqquire riches throughmere force of numbers, or
withou givingin return an equivalent value of one form or
another. Thereis aprinciple known asthe law of
ECONOMICS!

Thisis more than atheory. It isalaw no man can bed.

Mark well the name of the principle, and remember it,
becaiseit isfar more powerful than all the paliti cians and
paliti ca madines. It isabove and keyondthe control of all
the labor unions. It canna be swayed, nor influenced na
bribed by radeteas or self-appanted leadersin any cdling.
Moreover, ITHASAN ALLSEEING EYE, AND A
PERFECT SYSTEM OF BOOKKEEPING, inwhich it
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kegys an acairate acoun of the transadions of every
human being engaged in the businessof tryingto get
withou giving. Soorer or later its auditors come aound
look ower the records of individuals both grea and small,
and demand an acourting.

“Wall Stred, Big Business Capital Predatory Interests,” or
whatever name you choose to gve the system which has
given us AMERICAN FREEDOM, representsagroup d
men who undkrstand, resped, and adapt themselves to this
powerful LAW OF ECONOMICS! Their financia
continuation degpends upontheir respeding the law.

Most people livingin Americalike this counry, its
capitalistic system and all. | must confessl know of no
better country, where one may find geaer oppatunitiesto
acaimulate riches. Judgng by their ads and cedls, there ae
some in this courtry who do nao likeit. That, of courseis
their privilege; if they do ot like this courtry, its capitalistic
system, its boundessoppatunities, THEY HAV E THE
PRIVILEGE OF CLEARING OUT! Alwaysthere ae other
courtries, such as Germany, Rusda, and Italy, where one
may try one's hand at enjoying freedom, and acawmulating
riches providing oreisnot too particular.

All the freedom and all the opportunity
to accumulate riches

Americaprovides al the freedom and all the oppatunity to
acaimulate riches that any honest person may require.

When ore goes hunting for game, one seleds hurting
grounds where game is plentiful. When seeking riches, the
same rule would naturally obtain.
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If it isriches you are seeking, do nd overlook the
possbiliti es of a wuntry whaose dtizens are so rich that
women, alone, spend over 200 milli on ddlars annually for
li psticks, rouge and cosmetics. Think twice, youwho are
seeking riches, before trying to destroy the Capitalistic
System of a wuntry whaose dtizens gpend over 50 milli on
ddlarsayea for GREETING CARDS, with which to
expresstheir appredation d their FREEDOM!

If it ismoney you are seeking, consider carefully a aourtry
that spends hundeds of milli ons of dollars annually for
cigarettes, the bulk of the income from which gaesto only
four major companies engaged in supdying this national
buil der of “nonchalance” and “quiet nerves.”

By al means give plenty of considerationto a courtry
whose people spend annually more than 15milli on ddlars
for the privilege of seeng moving pctures, andtossin afew
additional milli onsfor liquar, narcotics, and aher less
potent soft drinks and gggle-waters.

Do na beintoo kg ahurry to get away from a @urtry
whose people willi ngly, even eagerly, hand over milli ons of
ddlars annuwally for football, baseball, and prizefights.

And, by all means, STICK by a muntry whose inhabitants
give up more than amilli on ddlarsayea for chewing gum,
and another milli onfor safety razor blades.

Remember, also, that thisis but the beginning d the

avail able sources for the acamulation d wedth. Only afew
of the luxuries and nonresentials have been mentioned. But,
remember that the businessof producing, transporting, and
marketing these few items of merchandise gives regular
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employment to MANY MILLIONS OF MEN AND
WOMEN, who receave for their services MANY
MILLIONS OF DOLLARS MONTHLY, and spend it fredy
for both the luxuries and the necessties.

Espeadally remember, that bad of all this exchange of
merchandise and personal services may be foundan
abundance of OPPORTUNITY to acamulate riches. Here
our AMERICAN FREEDOM comesto ore's aid.
Thereis nothing to stop you, or anyone from engagingin
any portion d the dfort necessary to carry onthese
businesss. If one has superior talent, training, experience,
one may acamulate richesin large amourts. Those nat so
fortunate may acaimulate small er amourts. Anyone may
ean alivingin return for avery nominal amourt of labor.

So—thereyou are!

Opportunity

OPPORTUNITY has goread its wares before you. Step upto
the front, seled what you want, creae your plan, put the
plan into aaion, and foll ow throughwith PERSISTENCE.
“Capitalistic” Americawill dotherest. You can depend
uponthis much— CAPITALISTIC AMERICA INSURES
EVERY PERSON THE OPRORTUNITY TO RENDER
USEFUL SERVICE, AND TO COLLECT RICHESIN
PROPORTION TO THE VALUE OF THE SERVICE.

The “System” denies no orethisright, but it does nat, and
canna promise SOMETHING FOR NOTHING, because the
system, itself, isirrevocably controlled by the LAW OF
ECONOMICS, which neither recognizes nor tolerates for
long GETTING WITHOUT GIVING.
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The LAW OF ECONOMICS was passd by Nature! There
Isno Supreme Court to which violators of this law may
apped. The law hands out bath penaltiesfor its violation,
and appropriate rewards for its observance, withou
interferenceor the posshility of interference by any human
being. The law canna be repeded. It is asfixed as the stars
in the hearens, and subjed to, and a part of the same system
that controls the stars.

May one refuse to adapt one's =lIf to the LAW OF
ECONOMICS?

Certainly! Thisisafree ourtry, where dl men are born
with equal rights, including the privil ege of ignaiing the
LAW OF ECONOMICS.

What happens then? Well, nathing heppens urtil large
numbers of men join forces for the asowed pupaose of
ignaring the law, and taking what they want by force

THEN COMES THE DICTATOR, WITH WELL
ORGANIZED FIRING SQUADS AND MACHINE GUNS!

Freedom

We have not yet reated that stage in America But we have
head all we want to knaov abou how the system works.
Perhaps we hal 1 be fortunate enough noto demand persona
knowledge of so gruesome aredity. Doultlesswe shall
prefer to continue with our FREEDOM OF SHEECH,
FREEDOM OF DEED, and FREEDOM TO RENDER
USEFUL SERVICE IN RETURN FOR RICHES.

The pradice by Government officials of extendingto men
and women the privil ege of raiding the pulic treasury in
return for votes, sometimes resultsin eledion, but as night
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follows day, the final payoff comes; when every penny
wrongully used, must be repaid with compoundinterest on
compoundinterest. If thase who make the grab are not
forced to repay, the burden fall s on their children, and their
children’s children, “even urto the third and fourth
generations.” Thereis noway to avoid the debt.

Men can, and sometimes do, form themselves into groups
for the purpose of crowding wages up, and working hous
down. Thereisapoint beyondwhich they canna go. It is
the point at which the LAW OF ECONOMICS stepsin, and
the sheriff gets bath the employer and the enployees.

For 6 yeas, from 1929 to 1935 the people of America bath
rich and poa, barely missed seang the Old Man Econamics
hand ower to the sheriff al the businesses, andindustries and
banks. It was not a pretty sight! It did not increase our
resped for mob psychology throughwhich men cast reason
to the winds and start trying to GET withou GIVING.

We who went throughthaose 6 dscouraging yeas, when
FEAR WASIN THE SADDLE, AND FAITH WASON
THE GROUND, canna forget how ruthlesdy the LAW OF
ECONOMICS exaded itstoll from bath rich and poa, week
and strong, old and young We shall not wish to gothrough
another such experience

These observations are nat founded uponshort-time
experience They arethe result of 25yeas of careful
analysis of the methods of both the most succesful and the
most unsuccesful men Americahas known.

(This eBook is the 7" Chapter - 6" Step toward Riches) of the THINK AND GROW
RICH original 1935editi on, now in the public domain. COPYRIGHT, 1937, BY
NAPOLEON HILL, edited by Donald Gordon Carty, 2005 This present edition is
not sponsored or endorsed by, or otherwise fili ated with, Napoleon Hill or his
family and heirs or the Napoleon Hill Foundation.
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